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If You’re Serious About Becoming  
Great At Marketing FAST —  

You Need to Know About 
Consulting Secrets…

It’s the place top consultants go 
to see what’s working…and why.

Now this powerful, professional online  
resource is available to you — anytime you need it.

I promise you, the impact it’ll have on 
you will be profound.

Sign up below for your risk-free trial of 
the All New Consulting Secrets now! 

 

Yes ! I want my hours of free streaming audio training, word-for-

word transcripts, and my 3 GIANT FREE GIFTS. I 
understand it's all free with my trial subscription. 

From this day forward I will win in business by NEVER losing.  

Consulting Secrets brings you everything you need to enjoy greater 
wealth, and better business understanding. Now you can quickly and 
easily consult with leading experts in the marketing consulting field.  

You get the very best information from the very best sources -- 
without the influence of advertising -- so you only get the truth. 

Please sign up for a risk-free trial of Consulting Secrets. You get 
immediate online access to hours of free expert consulting advice, 
streaming audio recordings, interviews, reports, and downloads. You 
won't get annoying pop ups, banner advertising or spam e-mail 

And you'll receive 3 GIANT FREE GIFTS  

For marketing purposes, ALL of the typical obligations or "hidden" 
catches you might expect have been removed from this FREE 
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invitation. Yes, this is a REAL free offer. The kind you never thought 
you would see again. 

        FREE GIFT #1: A FREE 6-MONTH (6 issues) gift 
subscription to CONSULTING -- America's #1 Audio 
Interview Magazine on Inside consulting Information! 
(with thousands of fanatically loyal listeners). 

        FREE GIFT #2: 15 of our all-time GREATEST Insider 
Business Reports...the complete “Atlas business collection 
” absolutely FREE.  

        FREE GIFT #3: A copy of our newest blockbuster, 
“BEHIND CLOSED DOORS: 21 Insider Consulting Secrets 
You're NOT Supposed To Know.” (86 pages of the most 
revealing, proprietary secrets on the subject of business 
consulting that exist anywhere). 

Grab everything now before this limited offer stops by registering 
online at Consulting Secrets.  

This is truly a risk-free offer. 

 

Michael Senoff 

PS. When you become an HMA trained Marketing Consultant, you will 
have the reprint and resale rights of this report. You keep all the 
profits. You’ll learn how to use this report as a tool to get clients. Enjoy 
this wonderful report in the following pages below 

Click on the link below for more reprint rights information 

http://www.hardtofindseminars.com/HowToConsulting.htm
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The Kevin Fort Project Part Three 
 
 
  
  
In this part three of my interview with new HMA Consultant, Kevin Fort, Richard 
joins us on the call to discuss Kevin’s progress and some of the challenges that 
he’s experienced since starting his business. 
 
Kevin has been experiencing very negative attitudes from prospects. Most often, 
Kevin feels that he gets shot down once he begins to discuss what his fees 
would be. 
 
You’ll hear Richard explain how you, the HMA Consultant, must qualify the 
prospect up front so as not to waste your time or the prospect’s time if there’s not 
a good match. Richard also suggests some great wording and phrases that will 
help HMA Consultants determine if the person is indeed a qualified prospect and 
how to flush out objections before the prospect brings them up. 
 
Richard explains some methods that can be used to build credibility and trust 
with the prospect. It’s very important to ask questions about the prospect’s 
business and then to listen to the prospect’s own frustrations about his or her 
business – let them unload! This not only builds trust, but it will better equip you 
to hit objections head on and then to present the best solution for the prospect. 
 
We spend some time explaining the most valuable aspect of marketing yourself – 
How to explain your own USP to the prospect. Show what makes you different 
than other marketing consultants who are most likely using a method that is 
based on traditional sales and marketing. You’ll hear the way that Richard 
himself explains his own USP to prospects.  
 
There are tons of other suggestions and methods in this recording that I know 
you will find helpful and will benefit your own marketing experience. When you 
hear and understand Richard’s own techniques, I know that you will be anxious 
to incorporate some of them into your own unique way of marketing the HMA 
system that will make life easier and more fun for you. Enjoy! 
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Hi, this is Michael Senoff with HardtoFindSeminars.com and Consulting Secrets. Here’s 
a fantastic training that hopefully will benefit you, the new HMA consultant. It’s with one 
of our new HMA consultants, Kevin Fort. Kevin Fort is out of Arizona, and has been out 
working the system, putting on seminars and putting on opportunity analysis 
presentations. Like anything new, he’s got some challenges and some frustrations and 
that’s what this call is about is to address all of those. I called Richard, and Richard, 
myself and Kevin were on a three-way call, and we went through his entire process in 
identifying some of the challenges that he was having, and we provided some simple 
solutions that I know you’ll find beneficial. Enjoy! 
 
Music 
 
Michael: I just talked to Richard a little bit ago, and I was telling him about you. How 

about if I get him on a three-way call, and you can express also any concerns 
to him too? Would that be all right? 

 
Kevin: Yeah, that would be fine. 
 
Michael: Okay, great. Hang tight, let me get him on the line, okay. 
 
 Hey Richard, how are you? 
 
Richard: Good. 
 
Michael: Good, I’ve got Kevin Fort on the other line. Kevin, can you hear Richard? 
 
Kevin: It’s coming in clear. 
 
Michael: I just talked to Richard. I was telling him a little bit about your story – some of 

the challenges I thought you may be having. I told him about your success 
with your seminar that you put on. You had six people there. You had four 
opportunity analysis scheduled. We went through two of them, and one of 
them that may result in a sale. The first one, the guy probably doesn’t have the 
money or it was a little too much for him. 

 
 Do you just want to continue on with the remaining two and Richard can sit 

and listen and will address as concerns come up? Richard, you can butt in at 
anytime and ask Kevin questions, and maybe we can create a good learning 
experience both for you and for the other consultants who may be out there 
doing the opportunity analysis. 

 
Richard: Kevin, you handed out some fliers. Is that right? 
 
Kevin: That is correct. 
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Richard: And, you handed out about how many? Do you know? 
 
Kevin: I ran off 200, and I think I only had about 75 left, but I also emailed and fax 

blasted probably another hundred. 
 
Richard: And, you got six to come out to the workshop? 
 
Kevin: That is correct. 
 
Richard: How long was the workshop? Did you do a short one, or did you do the 

several hour one? 
 
Kevin: I only ran it for about an hour and a half, about 55 minutes of PowerPoint 

presentation, forty or so just as question and answer. 
 
Richard: Tell me what types of businesses were these six. 
 
Kevin: I had a podiatrist, two chiropractors, a financial planner, and a gentleman 

who’s in photography. He specializes in photographing Harley Davidsons 
with their owners. 

 
Richard: Okay, and they all came, and you got four opportunity analyses. Is that right? 
 
Kevin: That is correct. 
 
Richard: And, which were those four? 
 
Kevin: The financial planner, both chiropractors and the photography gentleman. 
 
Richard: Okay, how do you feel the presentation went? 
 
Kevin: I felt the presentation went well for my first one. I spent the two days prior to 

the seminar studying, rehearsing, staring at myself in the mirror going over 
what I wanted to say, and following along with the slides, but I definitely 
would like to get more time in the seminars and be more comfortable running 
the presentation.  

 
 I think the other thing that my feedback brought me when I followed up with 

the six that attended, I did it like I would usually run a military briefing 
because that’s my background.  I told them what I was going to teach them. I 
taught them, and then I told them what I taught them. And, some of them had 
said that it was just starting to get to the point where it was a little bit too 
redundant. 
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Richard: I see. Well, that’s good. That’s all right. You got to practice a little bit. Tell 
me then how the opportunity analysis went as you talked with these six folks. 

 
Kevin: I’m finding it really difficult to keep them on track with the opportunity 

analysis. It seems like once I bring up one subject, they want to go off and tell 
them their entire life history on what they’ve done with that one thing. 

 
Richard: Right.  
 
Kevin: I’ve struggled with that. I was trying to keep them focused on getting through 

and trying to keep the opportunity analysis no longer than an hour and a half. 
A lot of times, I find it difficult to get all the way through and show them 
where their return on investment is going to be.  Out of the four, I was only 
able to get to that point with the two. 

 
Richard: Okay, as far as a qualified prospect, in your mind, did these four people need 

more business? 
 
Kevin: Yes. 
 
Richard: And, they could handle more business without a lot of expense. 
 
Kevin: A small portion, probably no more than ten to fifteen percent. 
 
Richard: More business? 
 
Kevin: Correct. They don’t have the manpower. A lot of them are trying to do 

everything on their own. 
 
Richard: Exactly.  What was their attitude? As you go through the opportunity analysis, 

were some of them like, “Well, I’ve tried that” Or “I’ve done that” or “I know 
how to do that”? What was their attitude? 

 
Kevin: Fifty percent of the people I was dealing with, fifty percent of the time, that 

was their attitude, “Oh, I’ve done it. It doesn’t work.” “I’ve tried to use the 
information in my database, and I’m not getting any response out of it.” So, 
I’m definitely dealing with a negative attitude towards marketing. 

 
Richard: What do you think it was that they were wanting? 
 
Kevin: Well, the one chiropractor that I’m thinking I am actually going to be able to 

sign with when he gets back from vacation, he wants $20,000. He wants to 
buy his wife a new car, and is not willing to finance it. So, that was his goal 
was, “I need $20,000 by Christmas time.” 
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Richard: And, where did the opportunity analysis show you and him that you’d find 
that twenty grand? 

 
Kevin: 23-28 hundred inactive clients in his database. 
 
Richard: Cool, and he’s not done much with that? 
 
Kevin: He’s not done anything with it. 
 
Richard: Great. So, you think you can go in and charge him for step one, which is the 

USP, right? 
 
Kevin: Correct. 
 
Richard: Were you trying to close on all seven steps? How were you trying to close? 
 
Kevin: During the opportunity analysis, I haven’t been trying to close. The way I’ve 

been ending with the opportunity analysis is letting them know that I will be 
writing up a written – I’m calling it a proposal, but I’m also explaining to 
them that it’s not a contract. It’s basically letting them know what my 
obligations are and what their obligations are, and the reimbursement expense. 

 
 So, I’ve been saving it for that, and that’s where I’m getting shot down. I’m 

getting through the opportunity analysis with these people, and I get them all 
excited and then as soon as I hand them a bill of sale, it stops right there for 
me. 

 
Richard: Well, here’s some important ideas, and Michael, you can throw into as well, 

but I think, number one, when I go in and I do an opportunity analysis, I’ll 
talk about step number one, the first part of the analysis, and the USP, and 
then I’m always closing on that, okay? 

 
 Before that, when you go in and sit down with someone, you could look at 

them and just say, “Listen, I appreciate the chance to meet with you. I’m 
assuming that you’re wanting to increase business and you’re ready to do 
some things that would do that. Is that right? And, I just want to reaffirm that 
you have somebody that needs you, okay?” 

 
 If they don’t, you want to get them started talking negative as quick as 

possible. So, you get out of there.  You just don’t want to waste your time. Do 
you see my point? 

 
Kevin: I see that. 
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Richard: I know you’ve gone now through maybe twelve hours of opportunity analysis, 
and you might get on deal, and so you lose ten hours and it may be because 
these people aren’t really ready for you. Does that make sense? 

 
Kevin: That’s exactly what it sounds like I’m dealing with. 
 
Richard: Yeah, so the first thing I do is cover three areas before I even get into the 

opportunity analysis. One is, “Now, Tom, listen, I meeting with you because I 
don’t want to waste your time, and I don’t want to waste mine, but I assume 
you’re ready to really grow this business. Is that right?” “Yes, I am.” “Okay, 
great.” 

 
 Well, number two is, “I know that the system I work with can do that, but I 

don’t want to hurt your business cash flow wise or anything, and to get this 
accomplished, we might be looking at anywhere from $1,500 to $2,500 a 
month for the next four or five months. Is that something that you can handle? 
Now, that’s assuming Tom that we want to do it. I know I’ve got to sell you 
on it, and we’ve got to find the money. That’s my job is to find the money, but 
I don’t want to take time and find all the money if you don’t have any cash to 
invest. Does that make sense?” 

 
 See, you’re just hitting them before these objections come up. And, then the 

third thing I say is, “Well, great, listen, if that’s not a problem, then I’m going 
to go through this opportunity analysis with you because we’ve got to find the 
money. We’ve got to find out where you can get your twenty grand or your 
500 grand, or whatever it is, and I’m going to go through this with you. Then, 
at the end, we’re going to find some marketing steps that we feel like we 
could implement with you. It may be all seven. It may be just two or three. 
We want to just find the ones that will work most importantly for you. Does 
that make sense, Tom?” “Yeah, I got it. I understand.” 

 
 “Then, at the end, I’m going to go ahead and if things are looking good, and 

it’s looking like we found some money, I’ll go ahead and put this in a little 
outline”, that’s what I call mine an outline, not a proposal or bill of sale, it’s 
an outline, “I’ll go ahead and put some time in it, but I don’t want to do that if 
we’re not ready to move forward. Does that make sense, Tom?” 

 
 So, see, you’re covering all of the three killers before you even begin. Does 

that make sense? 
 
Kevin: Yes, it does. 
 
Richard: And, I think you’ll have more fun that way, because what you need to do is go 

through that opportunity analysis and one of those three things is in the back 
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of their mind, and you haven’t flushed it out yet. So, they just bring it up later. 
Right? 

 
Kevin: That makes sense. That’s what’s happening to me. 
 
Richard: And, it gets you mad because you say, “Well, we should’ve talked about this 

earlier. I wish you would’ve told me that earlier.” And, the prospect will 
appreciate it if you come a little more from a position of strength rather than- 

 
Kevin: For their money. 
 
Richard: Even though you are when you’re beginning. And, then the other thing I 

might recommend is as you do the opportunity analysis, it might be that you 
only do a couple of steps. Don’t try to close on all seven because you might 
need to build trust a little bit. You might need to build some performance and 
credibility before they sign on to some more steps. Does that make sense? 

 
Kevin: Yes, it does. 
 
Richard: So, it make it easy for them to do business with you. Don’t package it too 

hard, don’t make it too rigorous. Don’t make it too binding on them. Just say, 
“Hey, we’ll go through this opportunity analysis. It may be there’s a couple of 
steps we can do. It may be that we can do all of them, maybe we just do one, 
but let’s find the ones that will help you the most. Does that make sense, 
Tom?” 

 
Kevin: That’s where I would have to interject and say, when I go through and ask 

them, “Does this make sense on how your USP should be integrated and how 
we should be expressing this to your customers and your employees?” – 
because of my lack of experience with the system, how do I confidently know 
with this guy’s scenario, I only need to implement three projects to get the 
results he’s looking for. 

 
Richard: That’s going to be a lot depending on what he’s answered as far as cash 

available to invest.  Okay? So, you’ve got to kind of correlate to. If he’s 
answering, “Yes, I’ve got the cash. I’m ready to invest. Let’s move forward”, 
then, get as many steps as you can. But, if he starts balking and says, “Geez, I 
don’t think I’ve got that much. I don’t know if I’m ready to do that much.” 
Then, you could say, “Maybe we just start with one or two. Does that make 
sense?” He goes, “Oh, okay, that makes it easier. I understand.” 

 
Kevin: So, don’t worry so much about the system performance, worry about just 

getting in the door. 
 
Richard: Yeah, the system’s going to perform. 
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Michael: Can I interject? Kevin, are you feeling that the reason that you wanted to sell 

seven steps is to give you enough time to perform based on your guarantee so 
the guy’s not disappointed? 

 
Kevin: Exactly. To me, it seems like project three is an extremely strong project. 

That’s where a company would really realize the growth if they’re not using 
their database appropriately. 

 
Richard: That’s right. I’ll tell you what Kevin. I think I’ve had more impact from one 

and two. 
 
Kevin: Really? 
 
Richard: Yes, because most do not have a USP, most are not articulating a USP, and 

most are not integrating the USP throughout all of their sales process. And, 
I’ve probably had as much impact from getting a good USP and getting it into 
their system that are already in place as I’ve had three and four.  

 
Kevin: I believe in the USP. The USP is printed right on the logo for my shirt, and 

Michael, if he’s looked at and still has it, you can see that in my logo the USP 
sign is right there. But, because I haven’t had the opportunity to see how well 
it performs, I’m having a hard time grasping how well customers grasp that. 

 
Richard: Well, your database project won’t be very good without a good USP. So, 

you’ve got to get these people jazzed about a USP. You’ve got to get excited 
about the USP. You really could have an entire consulting career alone on 
USP. It’s so bad out there. It’s so weak out there. 

 
 See, what usually will make you hesitate is they’ll say, “Oh yeah, I know what 

it is. I know what sets me apart. I know what makes me different.” So, you go, 
“Geez, maybe we don’t need a USP if he’s already got it.” That’s where you 
have to say, “Well, what you think might be a USP, Tom, maybe the case, but 
it may not. That’s why you want to hire me to survey your customers, and to 
look at the competition because you’ve got to take those two things into 
account before you conclude that you’ve got a USP.” 

 
 Or, it may be that he thinks he has a USP, and then you can say, “Well, it’s 

obviously not making enough money for you. Is that right?” 
 
Kevin: And, they’re probably going to agree. 
 
Richard: That’s right. It’s not. Otherwise, you wouldn’t be in front of them. So, it may 

be that we need to repackage this USP. It may be that we have to rearticulate 
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it. It may be that it’s outdated. It may be that your customers don’t care what 
you think it is. They have something else in mind. 

 
 So, you really want to get good, Kevin, at selling USPs. I refuse to do any 

other steps until they pay me first to do a USP because I’ve got to make sure I 
know what we’re selling is the right thing. 

 
Kevin: Did you find a lot when you were starting out? I mean, I’m getting it from 

clients. I’m getting it from directors of the Chamber of Commerce. I’m an 
ambassador for the Chamber of Commerce. I’m getting it from people who 
are involved in SCORE, and they’re all telling me that business owners do not 
want to invest that type of an expense into their marketing programs anymore. 
Your name has been ruined as a consultant. It’s been proven that what you 
have doesn’t work, and if I can scream at them until I’m blue in the face, but 
have you dealt with those challenges? 

 
Richard: Why do you think they’re saying that, because they have bad experiences with 

a consultant? 
 
Kevin: That’s what I’m getting from a lot of people. I’ve had bad consultants. I try to 

picture you in Utah doing what you do, and I try and compare it to the 
differences down here in the Phoenix area. It’s a beast down here. I mean, 
people are just ruthless. They’re cut-throat and flat out mean a lot of the time.  

 
 I’ve got some people that I deal with that are pleasant to deal with when 

things go well, but it always comes down to, “I don’t have the money to spend 
on this program.” 

 
Richard: If you’re getting that kind of objection that often, you need to start dealing 

with it upfront. You need to hit it head on. You need to go to a Chamber and 
say, “Now, listen, I guess you maybe have had marketing consultants or 
salesmen in the past. Is that right?” “Yeah, we have.” “And, it hasn’t been 
good. Is that right?” “No, it hasn’t.” “Can I show you how I’m different, and 
how the approach that I use probably hasn’t been used before?”  

 
 Because most of the dissatisfaction that I have found is from traditional 

advertising approaches. 
 
Kevin: I definitely know that people have not seen this system trying to be 

implemented in the valley. It’s a brand new thing here. 
 
Richard: I’ve been here in Utah fifteen years, and I still don’t have any competitors. 
 
Michael: Kevin, can you bring up a specific situation where this occurred and explain 

how it occurred where you got some real negative feedback from someone? 
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Where did it come from specifically – some you talked to? And, how did that 
interaction happen? 

 
Kevin: I wasn’t in an opportunity analysis, but I was in one of the 15-30 minute 

appointments I set up to try to get them excited about the opportunity analysis. 
 
Michael: Tell me about what this was. It was a meeting to get them excited about the 

opportunity analysis? 
 
Kevin: I think I had actually made contact with this guy through telemarketing, and I 

was able to talk him into sitting down with me for about 15-30 minutes to let 
me explain what it is that I was talking about because he wasn’t getting it on 
the phone. I cut it there and I said, “Let’s just sit down and meet for 15-30 
minutes, and if you don’t like what I have to say at anytime, just call it, and 
I’m out.” 

 
 And, we’d gotten into it, and I started explaining the projects, and he says, 

“Oh, I’ve done all this before. I had another guy come in and try to sell me 
something similar to this and he was a quack. And it just wasn’t happening. 
So, I’ve decided that I’m not going to do this anymore. I’m just going to go 
back to my old methods of doing it.” 

 
 I said, “Well, are you generating results out of that?” He said, “No, I’m not 

getting the results I’m looking for.” And, I said, “Well, then why don’t we just 
go ahead and sit down for an opportunity analysis and let me show you where 
we can generate those profit centers in your business.” 

 
Michael: You’re real eager to get them through this opportunity analysis and have a 

chance to convince them that this thing is going to work where all of that 
could really be avoided by prequalifying them upfront a little bit harder 
because the thing that’s going to burn you out in this business is talking to 
negative people. You’ve gotten a lot of negative feedback already. It’s 
frustrating to you. It’s probably dampened your excitement about everything, 
but all of that can be avoided if you’re talking to the right people, if you 
decide to meet face to face with a ten – someone who’s qualified, who wants 
to grow, who has the ability to grow, and who has the financial capability to 
invest in consulting. 

 
Richard: You hit two of the three Michael. They want to grow, they have the finances, 

and then third is their attitude is, “I’m ready to learn from you, Kevin. I’m 
ready to listen. I know what I’ve tried hasn’t worked. So, I’m open.” If you 
don’t have those three things, Kevin, you don’t have a qualified prospect. 

 
Kevin: That definitely makes sense because I definitely have not found anybody that 

has that. 
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Michael: Other than the experience and the practice to be able to do that opportunity 

analysis, that’s all important, being able to sit in front and get comfortable 
with it, and that’s really valuable. 

 
 So, Richard, can you offer some advice on how to qualify a prospect whether 

if Kevin’s calling cold or his telemarketer is calling cold on the phone. I know 
we’ve gone over some of this in the recordings or about the phone call. You 
call back before you actually meet with the person with those qualifying 
questions, Richard, that you’ve talked about. 

 
 Give him some processes that will give them the ability to qualify that person 

before he encounters the pain of a negative prospect. 
 
Richard: The telemarketing, the whole reason that that is useful is to find the people 

that have the right attitude. You can’t expect your telemarketer to determine if 
they’ve got money, and you can’t expect your telemarketer to really determine 
if they’re ready to grow and how much they’re ready to grow, but there’s just 
enough time for a telemarketer to sift through all the negative people and find 
the ones who are ready right now to talk, who are open. 

 
Michael: But, that doesn’t mean they’re qualified to buy. 
 
Richard: That’s right. 
 
Kevin: It’s part of the qualifying process. 
 
Richard: But, you’ve now started the qualifying process. So, when my telemarketers 

are on the phone, that’s really all I’m expecting them to do. It’s really frankly 
all I want to do because that’s a very key part of the qualifying process is that 
I’ve got somebody who wants to meet with and wants to talk marketing, wants 
to grow his business. 

 
 So, now I go and I do call them the day before the appointment and I say, 

“Tom, listen, I understand we’re scheduled for tomorrow at about nine 
o’clock. Is that right?” And, he says, “Yes.” I say, “Great, how’s your 
business? Tell me a little bit about what you do.” And, then he’ll tell me a 
little bit. I’ll say, “Okay, so you’re ready to grow. Are you ready to start 
making some more money?” “Yes, yes I am.”  

 
 Kevin, I would do it now, but I wouldn’t do it at your stage, and that is I 

qualify on the money over the phone. So, I wouldn’t do that now. I would just 
do the second qualifier, “Are you ready to grow? How much could you grow? 
What would you like to grow? Listen, I just wanted to confirm the 
appointment. I’ll see you tomorrow at nine.” 
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 So, now you’ve got number two qualified, the second qualifier. So, now you 

go in and you’ve got printed out and say, “Listen, Tom, I appreciate the 
chance to meet with you. Tell me a little bit about your marketing experience. 
Tell me what’s happened.” And, Kevin, just let him unload. People need to 
unload.  

 
 It may be that you’re trying to be understood before you understand. Does that 

make sense? 
 
Kevin: Yes, it does. 
 
Richard: So, let these folks unload, and they want to. Let them share with you what 

their goals are. “What would you like to do, Tom? What would you like to see 
your business do? Tell me why you got in the business.” And, let him unload 
some more. Let him share some goals with you.  

 
 Say, “Well, listen, I know that I could help. That’s why I contacted you is I 

know I can help you. I have a unique approach to marketing. It’s very 
different. I think we can maybe create the growth you want with the marketing 
assets you already have. So, you don’t have to spend more money on some of 
these things that haven’t worked in the past. That would be good, wouldn’t 
it?” 

 
 Do you see how you have to really differentiate yourself, Kevin? You have to 

help these people see how you’re different because if you don’t, you’re going 
to really fight a battle because they’re going to lump you in with everybody 
else that they’ve had a bad experience with, and you can’t let them do that 
because it’s not true. It’s not happened. It’s not the case. 

 
 So, you’ve got to get good at describing your USP, and then you have to 

decide whether you want to qualify for the money before you do your 
opportunity analysis or not. Early on, I certainly didn’t, but you’ve got two of 
the three key qualifiers in place.  

 
 So, if you want to qualify for the money, go ahead. Say, “Listen, I’m going to 

go through some areas where I think we might be able to find you some 
money. If we can find you some growth, it might mean an investment between 
$1,500 and a couple thousand dollars a month for a few months. Would you 
have the cash flow that you could invest that? Or would that hurt your 
business? Because I don’t want to waste our time.” 

 
 So, you have to decide if you want to do that before you go through the 

opportunity analysis or not.  
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 The other way to do it is at the end of each part of the opportunity analysis, 
make sure he sees the money, okay? Make sure he sees, “Ah, yeah, I see how 
that could make me more money.” If you don’t have him saying yes to that, 
then you’re  not going to get any money from him. He’s got to see that he’s 
going to make more money from this or he won’t release anything to you. 

 
 Anyway, that’s the process of qualifying that I think you need to go through. 
 
Michael: Kevin, I want to ask you. You said you were able to get with two of the 

prospects through to the mathematical formula. How did you find that process 
worked for you, and how did you find the response from your potential 
prospects? Were they receptive to it? Do you think they were confused by it? 
Any feedback on that? 

 
Kevin: I think one thing I have to teach myself and I walked out of both of those I 

knew what I had done wrong, but because of my strong financial background, 
I think sometimes I run through numbers a little bit too quickly for most 
people, and I think that’s what I’ve done with these two.  

 
 They were agreeing with me. I don’t know if it was completely understood or 

they just didn’t want to look stupid. I was getting the nods and the shakes, and 
“Do you understand that?” “Yes, I understand.” “I’m not going to fast?” 
“No.”  

 
 I still think that with the formulas and with my strength in that area, I think 

that might be one thing that’s holding me back as well. I’m not slowing down 
and taking enough time to make sure that they understand it first. 

 
Michael: Are you clear on what makes you unique as a consultant compared to 

everyone else out there? 
 
Kevin: I am, but I’ve got to tell you, when I’m running around through all these 

meetings, I’m starting to get a little concerned that people are starting to pick 
up on it, and I have encountered four from the last two months that they’re not 
saying they’re using the HMA system. They’re not talking about USPs and 
leveraging assets, but they’re using language that’s similar and talking about 
trying to do something similar. I’m trying to figure out what type of an image 
these people are putting out there. If they’ve got something similar and it’s 
really not working for them, then customers or potential clients of mine are 
going to be looking at what I have and saying, “Ah, I’ve seen this before.” 

 
Michael: Kevin has a strong financial accounting background, and he feels like he 

probably lost some of the people explaining the mathematical formula. 
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Richard: Yeah, and Kevin, the answer there is people buy things differently. Some 
people buy things from emotion. Other people buy things from logic. Usually, 
it’s a combination of the both, and if you can get the emotion up without the 
numbers, then don’t go to the numbers. 

 
Kevin: Okay. 
 
Richard: If you feel like you’re not getting the emotion, but you’ve got the guy behind 

the desk that’s more of a numbers guy, show him the numbers. So, use those 
as you need them to impress the type of prospect that you have. 

 
Kevin: Don’t impress some guy that doesn’t care about the numbers. 
 
Richard: Yeah, you’ll find out you’re getting him with the emotion. You’ll find out 

that, “Oh, he sees the money.” If he sees the money, not the numbers, you 
don’t have to do the numbers. 

 
Kevin: Right. 
 
Michael: But, I’m going to ask you if he was clear about what his USP is, since he’s 

encountered people who have had visits or experiences with other so-called 
marketing consultants, and they’re familiar with the lingo and some of the 
language, and he said that he’s not absolutely positive that he knows how to 
articulate specifically what his USP is as a consultant. I had addressed you, 
Richard, how would you describe to a business owner what makes you 
different, to separate yourself in a succinct USP that separates you from all 
these other guys that a business owner may have already heard of. 

 
Richard: Well, Kevin, why don’t you give it a shot to me? Let me hear it from you. 
 
Kevin: Okay, “How are you doing Mr. Business Owner? My name is Kevin Fort with 

Kevin Fort Consulting. I just recently moved in the valley and I am 
introducing a new marketing system that you’ve likely not heard before. Let 
me tell you a little bit about what it is.” 

 
 “Basically, we come in and implement a seven project system that’s designed 

to leverage and find new hidden asset income levels or ventures that you have 
in your business, and we’re going to show you how we can turn those into 
new profit centers, ways that you never thought of before. This is going to 
take about a seven month time period, and then after that seven month time 
period, we’re going into a management system for about five months 
following that just to make sure that there’s no fine tuning or anything that 
needs to be done after that.” 
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Richard: You’re scaring me and making me tired. You’re scaring me because you’re 
talking seven months and five months follow-up. All I’m beginning to conjure 
up in my mind is dollar signs, and I’m going to have to pay for this. You’ve 
already got me scared. 

 
Kevin: Okay. 
 
Richard: So, drop all of that. I don’t care, Kevin, how long it’s going to take me. I don’t 

care how long you’re going to follow-up. I don’t care if there’s one step, three 
steps or seven or fifty. None of that matters to me. 

 
Michael: I don’t even care who you are or what you do. 
 
Richard: Yeah, I don’t even care who you are. All I know is I’ve got a problem. I don’t 

have enough money in my business, and I have tried and tried and tried 
various marketing ideas in the past and they haven’t worked. I’m pissed off. 
I’m upset. I’ve wasted a lot of money. You’re telling me that you’re different. 
Tell me what you mean. 

 
 So, now I’m going to give you the USP that you need to be communicating to 

these folks. First of all, I really don’t communicate the USP until I’ve listened 
to them, and I understand their situation a little bit better. Don’t go in and start 
firing off your USP from the start. They’re just going to get turned off.  

 
 Go in and just say, “Tell me about your marketing in the past.  Tell me how 

it’s worked. Tell me what’s frustrated you. Tell me what’s got you upset. Tell 
me what you’ve done that hasn’t worked.” Kind of let them unload first 
because that will tell you how you frame the USP. All right? 

 
Kevin: Yes. 
 
Richard: Here’s what it is in a nutshell, “Tom, I can grow your business, sales and 

profit, 25 percent or more without asking you to spend an extra dime on 
advertising. Does that interest you? Would you like to know more?” “Well, 
yeah, tell me how.” “It’s because I’m going to find new money from 
marketing assets you already have in your business that’s not making you 
enough money now. So, we can get them to make you enough money.” 

 
 So, in other words, no more money on additional advertising, we’re going to 

find it from what you already have in your business. Does that sound 
different? Does that sound like a new approach? And, the way I’m going to do 
it is there’s three ways to grow your business. There’s getting more prospects, 
increasing conversion rate, and increasing value of each customer. 

 

18
Here's a quick and easy way you can get into the marketing consulting business. Work part time from 
home. Help businesses make more money. Listen to hours of free interviews, case studies and how to 
consultant training at http://www.hardtofindseminars.com/consulting.htm 

http://www.hardtofindseminars.com/consulting.htm
http://www.hardtofindseminars.com/consulting.htm


FREE GIFT: A copy of our newest blockbuster, “BEHIND CLOSED DOORS: 21 Insider Consulting 
Secrets You're NOT Supposed To Know.” (86 pages the most revealing, proprietary secrets on the 
subject of business consulting that exists anywhere at http://www.hardtofindseminars.com/consulting.htm 
 

  19  

 Every other marketing out there only does number one. My system does all 
three. Can you see then how you’ll make more money, more likely to make 
more money by working on all three? Great, then let’s get started. 

 
 That’s the USP, Kevin. It’s the 25-100 percent without more advertising. It’s 

growing the business three ways instead of one, and it’s doing it from existing 
assets instead of finding more assets. There it is. That’s what he has to see as 
different. 

 
Michael: Richard, I just want to ask a question to make it clear. The pitch that you gave 

Kevin, tell me the situation in which you would give that pitch, the one you 
did. Would that be once you have had someone on the phone on a cold call? 
In what situation would you give your pitch that you just did. 

 
Kevin: Usually on a cold basis. 
 
Michael: On a cold call. So, if you’re doing cold calls you have someone on the phone, 

that’s how you would present yourself right there? 
 
Kevin: Usually, yes.  I’ve experimented with a couple of different things. You and I 

have talked in the past on this, and I have still no that my message is too 
complicated. 

 
Michael: On the HMA University, there’s four new recordings. One is with a cold 

calling expert, and it’s absolutely out of this world. It’s incredible. And, I’ve 
got a couple notes. What he does, Richard, this is really interesting. It’s a guy 
out of Australia, but he’s an American guy. He used to live in Atlanta and also 
San Diego. He worked with UPS. He worked with Qualcomm designing and 
engineering their sales training programs. 

 
 He broke down the first sixty seconds of a cold call into a four hour 

presentation, and I interviewed him for about an hour. I just did a couple of 
notes of another way you can approach someone or how a telemarketer could 
approach someone, and it would be something like this – let’s say Kevin you 
pick up the phone. I would say, “Kevin, maybe you can help me out for a 
moment.” And, they go, “Okay. What can I help you out with.” 

 
 And, I’d say, “I’m just giving you a call to see if you would be open to some 

different ideas on how we can bring more sales into your business”, or you 
would fill in how we could solve their problem, whatever their specific 
problem may be. And, they go, “Well, what do you mean? Or “Who is this?” 
and, if they say, “What do you mean?” You say, “Well, what I mean 
specifically is looking at a marketing strategy that could increase your sales 
without spending additional money on advertising.” 
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 It may sound real easy just the way I read it, but this guy’s got an entire four 
hour course on how and why this work. He has had dramatic results from it, 
and there’s an hour interview where I have him take me through as if I’m an 
HMA consultant on how to do this. I would definitely listen to this. This may 
be very helpful for you. 

 
Kevin: Okay, I will do that. 
 
Michael: Yeah, that’s new. 
 
Richard: Michael and I were a bunch of features, and then what I came back with were 

three benefits, and that’s what you need to hit people with. “I’m going to grow 
25-100 percent without spending more money on advertising.” “Oh, geez, that 
sounds good. That is a benefit.” “Number two, I’m going to do it by working 
three ways to grow instead of one.” “Oh, I can see that.” And, then three is 
guarantee – “I’m going to perform and the system’s going to perform, and it’s 
going to be guaranteed performance for you. 

 
 Those are the three parts of the USP that communicate a strong benefit. 
 
Michael: But, Richard, this USP and the way we’re presenting it is used to set up an 

opportunity analysis. 
 
Richard: Yeah, that’s great. The way you did it is fine, and you can just insert various 

parts of the USP as you need to. 
 
Michael: Kevin, you took me through specifically two – the chiropractor and the 

financial planner. What was the third opportunity analysis you had set? You 
had another chiropractor and who else? 

 
Kevin: The photography guy. 
 
Michael: Let’s talk about the photography guy. You set that up. How did that go? And, 

what was his feedback? 
 
Kevin: Let me give you a little background on him. Actually, I did ribbon cutting 

ceremony for Kevin Fort Consulting at the Chamber of Commerce, and he 
was actually the guy who took the pictures of that ceremony.  After they did 
the ribbon cutting, they gave me the chance to talk about my business and he 
had generated some interest from that through the speech I gave. 

 
 He told me right off the bat, “I don’t have the money to invest in this.” And, 

he had asked how much my fees usually are. So, right away, he already told 
me that he wasn’t qualified on the financial prospect. 
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 He had told me he had started the business about a year and a half ago, and it 
was just not going anywhere for him. 

 
Michael: You can look at that more as of a practice. He wasn’t qualified and he was a 

start-up. 
 
Kevin: And, that’s the only reason I even consider taking him was just a chance for 

me to practice with him. 
 
Michael: All right. There’s nothing wrong with that. How about the other chiropractor? 
 
Kevin: The chiropractor – this one kind of upset me. I almost lost my cool with this 

one. He laughs in my face actually once I came back. We went through the 
opportunity analysis. I thought things were going really well. He seemed 
interested. He seemed to be following what I was saying, and then towards the 
end. He asked me what he was looking at expense wise, and I told him, “Why 
don’t you let me go back and set up the proposal, see what we need to do, and 
I’ll get back with you on the fee?” He was hell bent on me getting that 
proposal to him before I even left the office. 

 
 So, I turned around and said, “Well, most clients are looking anywhere from a 

thousand to $3,500 to project.” And, he basically laughed in my face and said, 
“There’s nobody in their right mind who will ever pay that.” I wasn’t in the 
mood to argue with the guy and say, “You know what? Take a look around. 
There’s lots of businesses that are succeeding all over the rest of the country 
that are utilizing this system.” But, I just said, “If you don’t want the help, 
then I’m not going to help you.” 

 
Michael: Now that we’ve talked, you can see how qualifying upfront can eliminate this 

pain. 
 
Kevin: Yes, this morning before we talked, I thought it was all my clients, my 

prospects, these people just don’t want it in this city, but now I realize it’s one 
hundred percent me. I’m not saying the right thing. I’m not going through the 
qualification process like I should be. 

 
Michael: Richard, we’ve talked about qualifying on the telemarketing call, and on the 

call back to confirm the appointment. How do you handle the end of your 
opportunity analysis in your closing? Is it a strategy that you use that you try 
and close the projects right there? Do you offer to go back and do a proposal 
then come back with a price? 

 
Kevin: I’ll start calling them an outline from her on out. 
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Richard: It’s a little less intimidating because an outline kind of assumes a close, and 
I’m talking now that we’re just going to outline what we’ve talked about 
that’s going to move us forward. This isn’t a proposal anymore. This isn’t a 
sale or invoice. This is just an outline that’s saying what we’re going to do.  

 
I go ahead and get to the end of the opportunity analysis, and I’ll say 
something like, “Does this sound like something that will work for you?” 
And, they say, “Yeah, this is exciting. I think we can do this.” I say, “Well, 
listen, just one last thing. We’re going to generally run between $1,500 and 
$2,500 per step for a few months. Is that something that your cash flow can 
handle?” “Yeah, I think we can handle that.” “Well, great, then let me tell you 
what I’m going to do. I’m going to go back and I’m going to put together an 
outline that will just put out into print in a little more detail of what we’ve 
talked about.” “Oh, that would be good.”  “It will give us a starting date. Does 
that sound good?”  

 
 “Then, I’ll come back, in fact, let’s schedule that two days from now. So, 

today’s Tuesday. I’ll come back on Thursday with this outline, and we’ll go 
through it and you can let me know at the end of that if we’re ready to move 
forward. Does that sound good?” 

 
Michael: Okay, that’s good. You say you can let me know at the end of that two day 

appointment. Have there been occasions where the guy’s so hot and ready to 
sign on where you just do the deal right then? 

 
Richard: I don’t need the outline unless I need the outline. If I’ve got the guy sold, I 

move right in, “Well, let’s go ahead and schedule then the session with you 
and your staff which gets us started on the first step, the USP. When do we 
want to do that?” So, boom, I go right into scheduling. Then, after I’ve got it 
scheduled and I’m ready to leave, I say, “Now, I’ll just need a check for 
$1,500 at that session. Will that be okay?” 

 
 So, yeah, again use the outline like the mathematics part, only if I need it. 
 
Michael: I heard an interesting fact that most buyers are buying while they’re talking. 

They come to a buying decision at the point of when they’re talking rather 
than when the salesman is talking. 

 
Richard: That’s right. 
 
Michael: Kevin, you’ve got all this information. It’s extremely powerful. You want to 

share it, and you’re excited about it. 
 
Kevin: I’ve got to learn how to sell it. 
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Michael: You’ve got to listen. 
 
Richard: You want to learn how to let them sell themselves. 
 
Michael: Yeah, you don’t have to learn how to sell because you’re just a guy, they will 

sell themselves if you take them through that process. No one likes to be sold, 
but they want to buy, and you need to just listen to their problems, and they 
will sell themselves. Just let them talk about their problems – get it all out, and 
then you’re going to show them the solutions.  

 
You’re like a little detective. As they’re talking and talking, you’re making 
mental notes, and then when it’s your turn to talk, you’re going to show them 
how to solve those problems that you’ve been so gracious to listen to. 
 

Kevin: That makes a hundred percent cents. 
 
Michael: So, I hope this has been helpful. Is there anything else that’s frustrating you, 

any little thing that you want to talk about? 
 
Kevin: I just have one question for the both of you, and I think we’ve talked about 

this before, but Richard I’m 25 years old. I’m the youngest guy there at the 
Chamber meetings. I’m the youngest guy that I’ve seen on the bill trying to do 
these things.  Do you think that that might be a reason that some of these 
middle-aged, 30-40 something are looking at me saying, “There’s no possible 
way that you have the answers”? I have to be able to put that at ease just from 
talking and listening with them. Is that an immediate turnoff when they look at 
me and say, “This guy’s too young. There’s not way.”? 

 
Richard: There’s a couple of reasons why you might be fearing that. One is that again 

you’re talking too much, and the focus is too much on you, and you need to 
just get better at putting all the focus on them and their problems. Then, use 
the 15 year old system used nationwide and even throughout the world as the 
solution, not Kevin Fort. 

 
 If they see how the system will solve the problem, they don’t care how old 

you are. If you haven’t done a good job of showing how the system will solve 
the problem, then they’ll think you’re too young. 

 
Michael: An idea if that’s on your mind, and if you think you’re getting that feedback, 

you can preempt before it even occurs. You can say, “You know, you may be 
looking at me right now, and I’m 25, but I’ll tell you my system that I’ve been 
extensively trained in has done this, this and this.” We have outlined, there’s a 
PDF you can print out which has the testimonials from over all the years. You 
can put that in front of them. 
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 “So, as we talk today, I don’t want you to be thinking about my age, because 
I’m just the messenger of a system that’s already proven internationally for 
over 15 years. Is that all right with you?” Preempt it. 

 
Richard: That’s right. 
 
Michael: And, then that’s not a problem. 
 
Kevin: And, you’ve told me that before in the past because I asked you before I got 

into purchasing the HMA system. Is there anyway anybody will take me 
serious? And, you said, “No way. You’re not the one they’re buying. They’re 
buying the system.” And, I guess I’ve always just had the concept, and I 
haven’t been able to shift that. 

 
Michael: Bring it up, and any objection that you have, you bring it up and craft it into 

your presentation. I’ll send you a recording of all this, and you can relisten to 
it and take notes and build that into your presentation. 

 
Kevin: I definitely see the errors in a lot of what I’m doing, and I’ll be able to fix a lot 

of that to turn this around. 
 
Michael: I’ve told you this before. You are going to do it. I have complete faith in you 

because you are doing the things that are necessary, and you’re willing to fail. 
You’re failing somewhat, but you’re succeeding at the same time. I know it’s 
hard because your back’s against the wall, and you need money for rent, and 
it’s a terrible way to sell. Richard, you’ve been there, too. There’s nothing 
worse than having to sell when you absolutely need money, and hopefully it 
will be a thing of the past and once you get some clients or you get some 
money and you’re selling from a point of confidence, you’ll really excel. But, 
you’re doing what’s necessary, and I think if you implement some of these 
changes, you’re going to eliminate that negativity; you’re going to save more 
time. You’re going to be talking to more of the right people. You’re going to 
be qualifying them more. You’re going to be closing all the way through the 
presentation, and you’re going to sign up more people. 

 
Richard: Kevin, you just said that you might get this chiropractor when he gets back? 
 
Kevin: Correct. 
 
Richard: Well, listen if you close one out of your six presentations or how many four? 
 
Kevin: Four. 
 
Richard: That’s great. 
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Michael: That’s what you say on the video, one out of four when you’re starting. 
 
Richard: Yes. 
 
Michael: Kevin, whatever happened with the bookkeeper who had all those potential 

clients and you were going to meet with her. 
 
Kevin: We still keep in touch on a regular basis. She has not provided me with 

anything yet, and she’s waiting on me to provide her something. I don’t have 
any clients to provide her yet. 

 
Richard: You should offer to do a workshop to her clients. She’s not open to that? 
 
Kevin: I wish she would be open to that. 
 
Richard: Tell her, it’s regularly $49 a person, but because she’s sponsoring it, she’ll be 

able to get it for $10. So, it’s a $39 gift from her to her clients. 
 
Michael: Or, like I said, you can take that articulate presentation Richard and I did, and 

I can send you a master of that presentation on a CD that automatically opens 
up and you can burn CDs. I know there’s an expense, but you can maybe 
negotiate if she’s willing to pay for the duplication cost on the CD which 
would be probably about a $1.25 each. Maybe you’d be willing to pay to mail 
it out to her people, or she’d be willing to even mail it out as well as a gift for 
her clients, and let that articulate presentation do the selling for you. When 
you give me your stuff, I’ll customize it for you.  

 
 That’s an idea so you can leverage yourself and use that articulate presentation 

because that is a slick presentation, and they can watch it all on their time. Or, 
if she has the email addresses of these clients, you can sponsor the workshop 
and she can send out an email that directs them to your website or my website 
with the generic presentation that says, “If you’re interested in learning more 
about these concepts, contact Kevin Fort.” Or, have them contact her office, 
and she’ll put the interested party in contact with you. 

 
Kevin: I think that needs to be my next step. 
 
Michael: That’s leverage right there. 
 
Richard: Well, good luck Kevin. 
 
Kevin: Richard, I really appreciate your time on this. 
 
Richard: Hey, you bet man. 
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Michael: Richard, thank you. I appreciate your time. Have a good night. Kevin, call me 
if you need anything else. 

 
That’s the end of this consult with Kevin, Richard and myself about setting up and doing 
opportunity analysis. If you have a particular problem that you would like to discuss with 
Richard and I, we will do the same thing for you. Just give me a call at 858-274-7851, 
and I hope this has been helpful. 
 
 
 
I started in the business of buying and reselling hard to find seminars material. I have 
specialized in locating the very most expensive material which was by a marketer named 
Jay Abraham. Well, I purchased from the original owners, the original seminar material 
in the form of audio tapes, video tapes, books and courses, and I sell them to people like 
you for pennies on the dollar. So, someone may have paid $20,000 to attend a seminar 
and sit five days in an uncomfortable chair, but they all come home with the audio tapes. 
Well, I from a personal need, didn’t have the money, and I located hundreds of people 
who had these seminars, and I buy them and resell them to you. So, what that means for 
you is you could get a $20,000 seminar for ten to twenty cents on the dollar from me. If 
you go to HardtoFindSeminars.com, go to the product page, and look for the section 
“Jay Abraham”, and you’ll see a multitude of seminars that I have available waiting for 
you. So, if you want to take advantage and learn from the very best marketer in the world, 
Jay Abraham, and if you want to do it for a lot less money, head on over to 
HardToFindSeminars.com, and I’m sure I’ll have something that will fit your budget. 
 
 
Read On To Claim $700 Worth Of World Class Pre Owned Marketing 
Books, CDs, Tapes Or Videos Absolutely FREE... 
 

“Would You Like 
To Find 

A 100% Guaranteed 
$7,000 Profit Windfall 

In Your Business?” 
 

If you're searching for powerful new marketing strategies custom designed 
to solve your unique business problems AND you'd like to find a 100% 
guaranteed profit windfall of $7,000, $20,000, $100,000 OR MORE in your 
business then this is the most important letter you'll ever read.  Here's why... 
 
Hi, I'm Michael Senoff, leading marketing consultant and CEO of 
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hardtofindseminars.com – the world's leading free resource of marketing audio, hard to 
find ads and information for marketing consultants. 
 
I'm genuinely excited about a fantastic offer I've created for you to help you claim a 
guaranteed minimum of least $7,700 value for your business at a bargain price. 
 
And if you read this entire letter I'm going to offer you another $175 gift 100% free of 
charge and obligation but only if you act now... 
 

Let Me Tell You A Little About Why I'm 
Uniquely Qualified To Help You 

Find Enormous Profits In Your Business 
In The Shortest Time Possible 

And At Minimum Risk... 
 
I've invested nearly a decade studying marketing books, tapes, CDs, videos, transcripts 
and exclusive courses from the world's leading marketing and business experts... 
 
Experts like Jay Abraham – the world's leading marketing consultant who charges $5,000 
an hour to consult by phone and has helped business clients just like you produce a 
combined total of well over $7 BILLION dollars in increased revenue...
 
I've immersed myself in the greatest information from the greatest business minds on 
earth and I've personally interviewed many of these marketing, copywriting and business 
masters including...  
 

Jay Conrad Levinson, Carl Galletti, 
Joe Vitale, Brian Keith Voiles, Herschell Gordon Lewis 

And More... 
 
You can listen to all these cutting edge interviews completely free at 
hardtofindseminars.com. 
 
I've run and still run several successful business ventures myself – I've made real profits 
in the real, hard business world. 
 
As a leading marketing and business consultant I've helped literally hundreds of 
businesses just like yours find the marketing and management keys they needed to open 
up a whole world of hidden profits... 
 
And in this letter I'm going to make you an exceptional, unequaled offer to help you 
personally, one on one, to...  
 

Find A 100% Guaranteed Profit Windfall 
Of $7,000 Or More In Your Business - 
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In Just 60 Minutes Or Less! 
 
And as a special gift I'm going to give you $700 worth of the best, most specific pre-
owned marketing books, tapes, CDs, or DVDs to transform your unique business, help 
solve your unique business challenges and power your business profits. 
 
But before I do that let me tell you a very old story... 
 
In ancient Persia there lived an old modestly wealthy farmer named Ali Hafed. 
 
His stream-fed farm near the River Indus was rich with orchards, grain fields and 
gardens. 
 
Now Ali Hafed had no great desires in the world but after a visit from a traveling farmer 
he became obsessed with the idea of finding a rich vein of diamonds... 
 

He Wanted His Own Diamond Mine 
To Propel Him 

From Modest Wealth To The Wealth Of Kings! 
 
And so Ali Hafed began his long search for precious diamonds. 
 
He was told if you find a river that runs through white sands between high mountains - 
that river will be full of diamonds. 
 
So Ali Hafed sold his farm, left his family behind and set off on his quest for diamonds. 
 
His search began at the Mountains of the Moon, then after many fruitless years into 
Palestine and then Europe. 
 
Step after lonely step – desperately seeking those diamonds... 
 

Always Searching For The River 
With White Sands Between High Mountains 

 
He became more broke and more despondent with every aching year till eventually he 
gave up his despair and his life forever by throwing himself into a great tidal wave in the 
bay of Barcelona. 
 
Now the astonishing lesson comes in the second half of this tragic story. 
 
One day the man who bought Ali Hafed's farm led his camel to the garden to drink. 
 
This man noticed a flash of light in the water. 
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He bent down and pulled out – a perfect diamond!
 
And right there in the white sands of that stream between two high mountains on Ali 
Hafed's old farm was a wealth of diamonds never seen before or since. 
 

This Became The Legendary Diamond Mine Of Golconda - 
Arguably The Richest Diamond Mine In History! 

 
Ali Hafed had searched the world for his diamond mine when all he needed to do was 
look right beneath his feet on his own farm. 
 
He overlooked acres of diamonds within easy grasp and died alone - a dejected, 
miserable wretched man. 
 
Now here's the question I want to put to you? 
 

Are You Overlooking 
The Acres Of Diamonds In Your Business? 

 
Is there a wealth of hidden assets and opportunities you're overlooking that we might find 
in less than 60 minutes? 
 
A wealth that could help transform your business profits so you could live the life you 
dreamed of when you first got into business... 
 

Would You Like To 
Find Your Acres Of Diamonds - 
Your $7,000 Plus Profit Windfall 

100% Guaranteed! 
 
Here is the exceptional offer I'm going to make you...    

 
I'll invest an hour of my time and expertise with you brainstorming cutting edge, profit 
multiplying marketing ideas and advice.  
 
In this idea packed 60 minutes I'll help you... 
 
●Discover a wealth of overlooked, highly valuable hidden assets in your business – your 

acres of diamonds. 
●Reveal your businesses superior unique approach to market and service your clients and 

customers and create a powerful, unbeatable advantage over your competitors in the 
marketplace... 

 
●Employ a simple, low cost method to create substantial new sales without finding a 

single new customer or client. 
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●Explore the endless possibilities of bartering to bring in a whole range of products and 
services for you and your business without outlaying any cash... 
 

●Discover the biggest secret to compel new customers and clients to buy from you 
without hesitation – it's so simple yet so many businesses never learn to seize the 
incredible power of this secret. 

●Create one simple line that'll help you increase your sales and profits by 10% to 30% or 
more... 
 

How much can this information help you and your business? 
 
Read what one of my clients Mark Hendricks, a prominent internet marketing expert 
from Trilby, Florida has to say about my service... 
 
“Thanks very much for responding quickly to my emails and phone call, answering my 
specific questions about the package, and getting it shipped to me so quickly.  
 
“It's refreshing to find someone who still cares about delivering excellent service to their 
customers.  
 

“By The Way, The Information 
Has Already Been Worth 

100 Times The Money I Paid For It!” 
 

And the benefits you'll get in your one hour consultation go on... 
 
I'll help you uncover the overwhelming power of joint ventures in your business to... 
 
●Create a flood of new customers and clients 
●Penetrate new markets easily and rapidly 
●Slash or even eliminate your advertising costs 

 
●Find and acquire new distribution outlets – often completely free of charge... 
●Reduce your costs and overheads 
●Allow for rapid business expansion – without your own capital or staff... 
 
And because I honestly, genuinely care about your business success I'll do everything I 
can to help you completely transform your business marketing efforts... 
 
You can read just a few of my many hundreds of testimonials from happy clients I've 
helped here (LINK TO TESTIMONIALS). 
 
Like Russ Sherry from Sherry Training Consultants... 
 
“Michael: It truly is a pleasure to interact with you. Your timely and informative 
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responses have helped me greatly.” 

“In fact, I was amazed recently that you not only consulted professionally but also 
counseled me not to make an additional purchase I was set to make. You showed me that 
my recent purchase on its way to me covered the same material.” 

“It saved me money. Talk about a truly honest and helpful consultant! Michael I would, 
without reservation suggest that anyone who's contemplating a business venture or needs 
marketing materials talk to you.” 
 
I could go on for over fifty pages and I'd still only give you a tiny snapshot of the benefits 
I've been blessed to give to clients like you. 
 
But let's get into the special deal I have for you if you act today... 
 
Keep reading because I'm about to make you the most exceptional, unheard of, risk free 
offer in the marketing world today.  And then I'll go one step further and make this offer 
even better...
 

First I'll Give You 
A One Hour Personal Profit Blasting 

Mind Blowing Marketing Brainstorming Session 
For Your Business For Just $700... 

 
And when we're finished identifying key areas and strategies for powering your profits 
I'll ask you a simple question: 
 
“What has this session been worth to you?” 
 
If you can't tell me my advice and suggestions have helped you identify potential profits 
of at least 10 times the $700 consulting fee I insist that you don't pay. 
 
Let me make this clear... 
 

I'll Help You Discover 
Over $7,000 Value In Your One Hour Marketing Consultation 

Or You Won't Pay One Red Cent! 
 
That's how confident I am you'll be thrilled at the end of your one hour marketing 
consultation  and eager to pay the very modest, bargain $700 fee. 
 
But this exceptional deal doesn't end with your guaranteed $7,000 value... 
 
When you pay $700 for your one hour marketing consultation I'll give you a gift of... 

 

31
Here's a quick and easy way you can get into the marketing consulting business. Work part time from 
home. Help businesses make more money. Listen to hours of free interviews, case studies and how to 
consultant training at http://www.hardtofindseminars.com/consulting.htm 

http://www.hardtofindseminars.com/consulting.htm
http://www.hardtofindseminars.com/consulting.htm


FREE GIFT: A copy of our newest blockbuster, “BEHIND CLOSED DOORS: 21 Insider Consulting 
Secrets You're NOT Supposed To Know.” (86 pages the most revealing, proprietary secrets on the 
subject of business consulting that exists anywhere at http://www.hardtofindseminars.com/consulting.htm 
 

  32  

$700 Worth 
Of Pre-Owned Business And Marketing 

Tapes, Books, CDs Or Videos 
Absolutely FREE! 

 
So when you pay for a one hour consultation with me you'll also receive $700 worth of 
the highest quality books, tapes, CDs and videos from leading marketing and business 
leaders like Jay Abraham, Gary Halbert, Bill Myers and more. 
 
Your pre-owned marketing and business materials will be hand picked from my extensive 
stock especially to help you deal with your unique business challenges – to help you 
power your business profits in the fastest possible time. 
 

Better Still 
These Pre-Owned Marketing Materials 

Are Priced At  
Just Cents On The Dollar... 

 
You'll have genuine, pre-owned, high value tapes, books, videos or CDs you can resell in 
the future at an exceptional price – usually for more than the full $700 price you paid for 
my consultation! 
 
And to make your one hour consultation completely risk free read my unequaled... 
 

Two Year 
100% Money Back Guarantee! 

 
I really care about helping you succeed and achieve what you truly want and deserve in 
business. 
 
To demonstrate that I'm genuinely sincere about getting you real results... 
 
If you apply the advice I give you and the information in your books, tapes, videos or 
CDs and you don't make AT LEAST TWICE WHAT YOU PAID I absolutely insist on 
refunding 100% of your money.
 
Just let me know how you've tried it and that it hasn't worked for you and send me back 
the marketing materials. 
 
I'll even pay for your return postage! 
 
But there's even more.   
 
Not only do you get my unequaled, unheard of $7,000 value guarantee AND your two 
year results guarantee I have one more special gift for you – completely obligation and 

32
Here's a quick and easy way you can get into the marketing consulting business. Work part time from 
home. Help businesses make more money. Listen to hours of free interviews, case studies and how to 
consultant training at http://www.hardtofindseminars.com/consulting.htm 

http://www.hardtofindseminars.com/consulting.htm
http://www.hardtofindseminars.com/consulting.htm


FREE GIFT: A copy of our newest blockbuster, “BEHIND CLOSED DOORS: 21 Insider Consulting 
Secrets You're NOT Supposed To Know.” (86 pages the most revealing, proprietary secrets on the 
subject of business consulting that exists anywhere at http://www.hardtofindseminars.com/consulting.htm 
 

  33  

cost free... 
 
This is a gift you can claim even if you're not ready to book a $700 consultation... 
 
I figure if you've read this far then you're serious about powering your business results 
and you'll appreciate my valuable time... 
 

So If You Call Me Or 
Email Me Now I'll Give You 

A Completely Obligation Free, Cost Free 
15 Minute Marketing Consultation 

Worth $175-00 
 
How can I afford to give you 15 minutes of my valuable time completely free without 
obligation? 
 
It's quite simple. 
 
I know after 15 minutes speaking to me about your unique business problems and 
opportunities you'll be blown away with the high value ideas, information and resources I 
can supply you... 
 
You'll be so excited you'll immediately book your full one hour $700 consultation 
complete with your $7,000 Guarantee, your Two Year Results Guarantee and $700 worth 
of pre-owned marketing books, tapes and more from the world's leading marketing 
masters. 
 
In the unlikely event you're not thrilled and you can't see thousands or even tens of 
thousands of dollars value for your business in this short 15 minute consultation you'll be 
free to end the call – no charge, no obligation, no strings attached. 
 

But If You Want To Claim 
Your $150 Gift Telephone Consultation 

You Must Act Now! 
 
My time is limited and I can only offer you your profit revealing, 15 minute, no 
obligation gift marketing consultation until my calendar is full. 
 
I'd hate for you to miss out so phone me now - Michael Senoff on 858-274-7851 or email 
me at msenoff1@san.rr.com  
   
Your sincerely, 
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Michael Senoff – www.hardtofindseminars.com  
 
P.S.  I'm the only marketing consultant in the world confident enough to guarantee you 
$7,000 value for a $700 telephone consultation, give you a two year results based 100% 
guarantee...AND give you $700 worth of the finest pre-owned marketing books, CDs and 
tapes you'll buy anywhere. 
 
But for a limited time you don't even have to commit to paying one red cent! 
 

Remember If You Call Me Or Email Me Now 
You Can Claim Your $175 Fifteen Minute Gift Consultation 

With No Obligation And No Cost... 
 
But this offer can only last while I still have the time available to do these consultations 
so act now. 
 
Call me on 858-274-7851 or email msenoff1@san.rr.com  
 
 
 
 
 
 
 
 
 
 
 

A listing of my other web site and resources. 

Who Is Michael Senoff? Michael is a husband and father of two young boys in
Southern California. He has been a highly successful marketing consultant for
over 6 years. Originally from Atlanta Georgia and now based in San Diego,
California. Michael works with small to medium sized companies on four different
continents. He is the co-author of the book: “BEHIND CLOSED DOORS: 21 
Insider Consulting Secrets You're NOT Supposed To Know.” (86 pages of 
the most revealing, proprietary secrets on the subject of business consulting that 
exists anywhere and the soon to be released sequel: Advanced Consulting 
Techniques.  He is also the publisher of 125 audio cassette programs geared to
helping marketing consultants make more money. He is a frequent host on his 
web site called www.ExecutiveAudioInstitute.com.  Michael is an experienced 
internet marketer and talk show host and a popular professional interviewer.
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Michael has taught 100% online around the country & around the world to more 
than 50,000 students. His web sites Hard To Find Seminars and Executive 
Audio Institute are listed in the top 1% most visited web sites in the world. 
Michael has also worked as a coach and advisor to other famous marketing 
consultants. Michael may be contacted at Michael@hardtofindseminars.com or 
at (858) 274-7851 For Michael’s full biography and story go here

 

 
Site : http://www.hardtofindseminars.com  
Title : How to buy pre-owned Jay Abraham & Gary Halbert marketing books,
seminars, audio tapes, videos for pennies on the dollar?
Description:  If you've ever wanted to buy Jay Abraham and other marketing 
materials but thought they were too expensive, then here's a way you can buy
them at huge discounts off their original retail cost. Also on the site is 117 hour 
of free audio marketing advice from expert marketing masters . Here's the story. I 
buy and resell very hard-to-find marketing seminars. I mainly buy from a well-
known seminar promoter named Jay Abraham. People who attend his seminars 
pay between $5,000, and $30,000 a seat. Each person who attends one of his 
seminars takes home recordings of the event on audiotape, video, CD. They also
get many other bonus items. The way I started this site was I wanted to go to a
$20,000 seminar, but did not have the money. I wasn’t about to pay this kind of 
money for audiotapes of any seminar. So I did some research and found 
somebody who had a set of these tapes that I wanted and I got them for $50.
After I studied them, I sold the on auction on eBay for $1700. My business was
born. I now buy and resell these rare hard to find seminars to folks who don’t 
have the money to go to the live events. There is a ton of free marketing and
advertising content, download and internet tools on this site from marketing
experts like Gary Halbert, Jay Conrad Levinson, John Carlton, Brian Keith Voiles,
Deremiah Phillips *CPE, Bill Myers, Carl Galletti, Ted Nicholas, Joe Vitale, The
PR Doctor, Millionaire Mr. X, Taylor Trump, Herschell Gordon Lewis, Mr. Arthur
Hamel, and many other marketing experts. This content is from some of the
greatest marketing experts in the world. For more details go to the link 
http://www.hardtofindseminars.com/AudioclipRights.htm  

 
Site: http://www.ExecutiveAudioInstitute.com  
Title: http://www.ExecutiveAudioInstitute.com offers you free rights to over 117 
hours of downloadable audio interviews, marketing lessons and transcripts by 
Gary Halbert, Jay Conrad Levinson, John Carlton, Brian Keith Voiles, Deremiah
Phillips *CPE, Bill Myers, Carl Galletti, Ted Nicholas, Joe Vitale, The PR Doctor,
Millionaire Mr. X, Taylor Trump, Herschell Gordon Lewis, Mr. Arthur Hamel, and 
many other marketing experts 
Description: Street-smart marketing advice from marketing pros and business
people who clawed their way to the top. Warning, not for the wishy-washy person 
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who is looking for ways to make a few hundred dollars extra a week. This is an 
institute of learning and a shrine for serious marketing and business students
only to learn how to dominate their marketplace using direct marketing and result
getting advertising. It’s a site accessible to any business who wants to train their 
salesmen, wife, employees or customers how to get more from their business. 
Web and marketing rights to this huge collection (117 hours of audio content,
mp3 downloads, and transcripts) is available for the asking. This includes the
rights to give away for free over 117 hours of downloadable audio interviews,
marketing lessons and transcripts by Gary Halbert, Jay Conrad Levinson, John
Carlton, Brian Keith Voiles, Deremiah Phillips *CPE, Bill Myers, Carl Galletti, Ted
Nicholas, Joe Vitale, The PR Doctor, Millionaire Mr. X, Taylor Trump, Herschell
Gordon Lewis, Mr. Arthur Hamel, and many other marketing experts. This
content is from some of the greatest marketing advice in the world. Details go to
http://www.hardtofindseminars.com/AudioclipRights.htm  

  
Site: http://www.hardtofindads.com  
Title: Hard to Find Ads 
Description: http://www.hardtofindads.com is the site to create compelling 
advertising copy that will shatter traditions and sales records from the world's
largest editorial style advertising swipe file. This is NOT a course on 
copywriting… It's not theory ... not a transcript of philosophical debates about
which words you should include in your headline … or not even the explanation
of benefits VS features. What's here are the ACTUAL ADS from the early 1910s, 
20s, 30s, 40, 50s 60s and today and today (most over 50 years ago) by:  On 
http://www.hardtofindads.com,  you can get free access or 700 classic hard-to-
find ads.  Many of them are from the early 1900s. Other ads go up to the 1950s 
and ‘60s.  A majority of the ads were found from one of the largest publications
during the time.  And most of the ads are in an editorial style format.  An editorial-
style ad can out pull an image-type ad 5-1, just because it’s editorial People are 
used to reading editorial content like a newspaper article or a magazines story. 
So, I’ve deemed it editorial-type advertising because it’s so powerful. It’s an idea
generator.  If you want to create an advertisement for your business you can go
look at the ads and get great headline ideas, get great openings for your first
paragraph of your letters and great example to use for your advertising.  It’s the 
largest digital swipe file of its kind in the world. You can zoom in on the ads
super-close and read every word. It’s another great free resource from Michael
Senoff. 

 
Site: http://www.ClaudeHopkinsAdvertising.com  
Title: Claude Hopkins Rare Ad Collection See & study 57 actual print ads 
Description: Claude Hopkins Rare Ad Collection See & study 57 actual print
ads. Claude Hopkins is known as the greatest copywriter of all times.  He had a 
career back from the early 1900s all the way to the 1950s. There are several 
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books out on the market by Hopkins. One is called “My Life in Advertising” and
the other is called “Scientific Advertising.” These are two of the greatest books 
on the subject of advertising and marketing ever written. I would recommend
them to anyone who wants to get a great fundamental education on marketing 
and copyrighting.  Claude Hopkin’s books talk about all his life experiences that
he went through and his most successful advertising campaigns. Up until now his
ads have never been found.  I went out and researched with the help of a 
research historian and located 60 of his lost original print ads from the early
1900s. These are the same ads he talks about in his two books.  These ads were 
extremely hard to find. It’s the world’s largest collection of Claude Hopkins’ print
actual ads.  I decided to share this collection with the world, so we built an entire
course around this rare Claude Hopkins Ad collection. These ads are for serious
copywriting students only. http://www.ClaudeHopkinsAdvertising.com   

 
 

 

37
Here's a quick and easy way you can get into the marketing consulting business. Work part time from 
home. Help businesses make more money. Listen to hours of free interviews, case studies and how to 
consultant training at http://www.hardtofindseminars.com/consulting.htm 

http://www.claudehopkinsadvertising.com/
http://www.hardtofindseminars.com/consulting.htm
http://www.hardtofindseminars.com/consulting.htm


 

Copyright Notices 
 
Copyright © 2004-2005 by JS&M Sales & Marketing Inc 
 
No part of this publication may be reproduced or transmitted in any form or by any 
means, mechanical or electronic, including photocopying and recording, or by any 
information storage and retrieval system, without permission in writing from the 
Publisher. Requests for permission or further information should be addressed to the 
Publishers. 
 
Published by: 
 
Michael Senoff 
JS&M Sales & Marketing Inc. 
4735 Claremont Sq. #361  
San Diego, CA 92117 
1-800-237-0634 Office 
858-274-2579 Fax 
michael@hardtofindseminars.com  
http://www.hardtofindseminars.com/MarketingConsulting.html  
  

Legal Notices 

While all attempts have been made to verify information provided in this publication, 
neither the Author nor the Publisher assumes any responsibility for errors, omissions, or 
contrary interpretation of the subject matter herein. 
 
This publication is not intended for use as a source of legal or accounting advice. The 
Publisher wants to stress that the information contained herein may be subject to varying 
state and/or local laws or regulations. All users are advised to retain competent counsel to 
determine what state and/or local laws or regulations may apply to the user’s particular 
situation or application of this information. 
 
The purchaser or reader of this publication assumes complete and total responsibility for 
the use of these materials and information. The Author and Publisher assume no 
responsibility or liability whatsoever on the behalf of any purchaser or reader of these 
materials, or the application or non-application of the information contained herein. We 
do not guarantee any results you may or may not experience as a result of following the 
recommendations or suggestions contained herein. You must test everything for yourself. 
 
Any perceived slights of specific people or organizations is unintentional. 
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