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More Live Training On HOW TO GET 
LOTS AND LOTS OF NEW CLIENTS! 

Part Three Case Study  

Part Three With Raphael Small Moving Business 
(December 2004 Call) 

Here's another live two part training call that teaches you 
by example on how to discover hidden marketing assets 

and how to get a client by asking questions over the 
phone.. 

Raphael recently ordered some pre-owned marketing materials from 
me. As part of his order, I offered to conduct an opportunity 
analysis for his 30 year old moving company. Keep in mind that he 
has paid me money to take him through this "Business Audit" In the 
HMA System, you'll learn how to charge for this service. Please 
download the opportunity analysis worksheet and follow along. This 
recording is 54 minutes. You'll hear exactly the questions to ask to 
uncover hidden marketing assets. If Raphael had only met an HMA 
marketing consultant years ago, he may not be at the point of 
switching careers.  My goal in this recording is to teach you how to 
get a client. I want you to take this training and try it on a 
perspective client of your own. Listen and learn from this example. 
Other consulting opportunities, will tell you how to get a client, I'll 
demonstrate how. This is another exclusive Consulting Secrets HMA 
training on how to interview a prospective client over the phone 
using the opportunity analysis worksheet.  

 
 
 
 

Michael: Now, 500 customers a year and let’s say you make yourself $500. Now sit 
down for this okay, that’s $250,000 in business. Do you see how asking for referrals, 
doing nothing but making a free phone call because it’s local. Even if you paid 
someone $50,000 a year to do nothing but make phone calls and work a referral 
system how that can make you more money? 
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Raphael: You’re right. 
 
Michael: Hi, this is Michael Senoff with www.hardtofindseminars.com. Again, we 

have another opportunity analysis interview. This time it’s with Raphael 
Chapman. Raphael Chapman operates a big truck moving company and 
has been in operation for over 25 years. This particular call is going to be a 
great additional illustration on how to conduct an opportunity analysis -- 
how to uncover hidden marketing assets in a business. In this particular 
call, Raphael was at the point where he wanted to get out of the moving 
business and you’ll hear some real specifics in this interview of how he 
was leaving all this money on the table. And you’ll hear how I uncover 
thousands and thousands and thousands of dollars of potential net income 
by uncovering hidden marketing assets in his business. You’ll also notice 
how I’m closing all the way through the interview. After each section I 
talk about, I ask him can you see how you’re leaving money on the table. 
And this is real important when you do these opportunity analysis with 
your potential prospects is to always be closing through this interview. 
Enjoy. 

 
Raphael: Yes. 
 
Michael: This is Michael Senoff. How are you? 
 
Raphael: Fine thank you. How about yourself? 
 
Michael: Doing very good. 
 
Raphael: How are you doing? 
 
Michael: Doing very good and yourself? 
 
Raphael: Okay. 
 
Michael: Do you have about 45 minutes of uninterrupted time? 
 
Raphael: Yes. 
 
Michael: Great. First off I want to say I would like to -- with your permission -- as 

part of the service, I’ll provide you with the recording that we do today, so 
I’m going to record the call for training purposes for some of my other 
consultants because what I’m going to do is I’m going to take you through 
a system. We call it an opportunity analysis. And opportunity analysis is a 
set of questions that help be identify some of the money that you’re 
leaving on the table in your business. Now, I can’t say for sure that I’ll 
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find hidden assets in your business; money that you’re leaving on the 
table, but I would say about 90% sure I can find some for you. So, that’s 
the purpose of our call today and would it be all right if I recorded this for 
the training of my people and so I can provide you a copy of the audio 
recording? 

 
Raphael: Yes. Let me tell you what exactly my situation is. 
 
Michael: Go ahead. 
 
Raphael: I’ve been in the moving business for 30 years. This is just a small 

operation. I have three helpers and myself. The way I have done my 
moving business is I have worked physically in the business. I have been 
involved in all of the phases of the operation. 

 
Michael: You’re the owner of the business, right? 
 
Raphael: I am the owner. I am the worker. I’m the person that takes the truck to the 

mechanic. 
 
Michael: So, you’re doing everything. 
 
Raphael: Yes. 
 
Michael: So, you’ve been working in the business, but not really on the business. 
 
Raphael: That’s right. 
 
Michael: I think it maybe a good exercise, even if you get into the mortgage 

business for a way to look at a business. And what better way to look at 
your business that you’ve had for 30 years and some of the things maybe 
you’ve done right and some of the things you’ve done wrong. Do you 
want to talk about your business some? Let me go through this system 
with you and let’s talk about your business the best you can. 

 
Raphael: Okay. 
 
Michael: The first thing I want to do is I want to just -- I don’t know how much I’ve 

told you on the phone about who I am and why we’re talking today. So, let 
me just tell you quickly about what I do. What I do and what my company 
does is I work with business owners, people like yourself, helping them to 
maximize their marketing success. Now, most of my clients are small to 
medium sized companies with sales under $5 million per year. Don’t 
laugh. 
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Raphael: If I had a million dollars, I would retire today. 
 
Michael: Every business starts somewhere, right. Even Hewlett Packard they started 

in a garage. But I work with a unique marketing approach. I look at all of 
your marketing assets and I find ways to leverage and optimize your 
success from the assets you already have in place. Now because I try and 
leverage existing marketing assets, you can often realize dramatic and 
profitable growth without having to invest a lot of money or make a lot of 
significant changes in your business operation. So, what I’d like to do 
today is I’d like to take a look at your business and see where you are. I 
know kind of where you’re going and I’d like to see how we might be able 
to help your existing business because you may hold on to that business 
for a little bit. So, does that make sense to you? 

 
Raphael: Okay, yes. 
 
Michael: Now, usually when I talk to a business they’re in three different situations. 

They’re doing okay, but want to do better. They’re stagnant and there’s no 
growth or they’re declining. Tell me where your moving business is now? 

 
Raphael: Stagnant. 
 
Michael: It’s stagnant right now. Would you like more growth if we could get it in 

the business without much effort? 
 
Raphael: That would be desirable, yes. 
 
Michael: What would be exciting to you as far as more growth in the business? 

Could you quantify it at all? 
 
Raphael: Well, this is a very small operation. I made a year maybe between $60 to 

$70, sometimes $80,000 a year. 
 
Michael: That’s your gross? 
 
Raphael: Yes. 
 
Michael: If we could double that, would that make you happy, would that help out? 
 
Raphael: Oh yes. 
 
Michael: Tell me a little bit about the operation. How many trucks do you have? 
 
Raphael: One. 
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Michael: You have one truck. For 30 years, how have you been getting your 
business? 

 
Raphael: Direct mail. 
 
Michael: Okay, direct mail. Who are you mailing to? 
 
Raphael: Houses on the market for sale. 
 
Michael: Excellent. We’re going to get to that. Let me ask you a question, why 

should someone do business with you? Why your moving operation and 
not someone else? And what I’m trying to identify is I’m trying to look for 
under-promoted unique reasons why someone should use you, including 
your operation, your staff experience. You’ve got 30 years behind you. I 
want to know if when you send your direct mail piece, what do you say in 
there? Why should someone do business with you and not someone else? 
What reason why? 

 
Raphael: I have a piece that I’ve been using for more than 20 years. It’s a moving 

guide and how to do pack. I have all the things on how to do pack. 
 
Michael: How to pack up? 
 
Raphael: How to pack, yes. And the main reasons is -- the first one is I am the 

owner and I am involved in the moving myself. 
 
Michael: So, you do it yourself instead of hiring people that you may not be able to 

trust or something. 
 
Raphael: That’s right. And the second reason is price. I’m not the cheapest guy in 

town. I’m not the highest. I’m in the middle. But mostly it’s just the trust 
that people have in me. They know that most of the time the mover is 
going to be accomplished with no problem. 

 
Michael: So, when you do a move, it you yourself and you bring a couple of guys, 

right? 
 
Raphael: That’s right. 
 
Michael: This piece, did you create and write how to pack and move a home? Did 

you write it yourself or was it someone else’s that you just used? 
 
Raphael: Somebody else’s I used. 
 
Michael: And you started using that 20 years ago? 
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Raphael: Yes. 
 
Michael: Do you people read it actually? 
 
Raphael: That’s the main reason why I get business. 
 
Michael: So, you’re sending that piece. Do you send a letter with it on top of it? 
 
Raphael: No. It’s a flyer. It’s a foldout in four parts. One of the parts has a place for 

the address. Second part has in big bold letter pre-moving guide, how to 
do packing. And then the rest is just information on how to do packing. 
And then a couple of reasons why move with me. 

 
Michael: Now, these are homes of people who you know are moving? 
 
Raphael: Yes. 
 
Michael: Who have just sold their house? 
 
Raphael: Yes. 
 
Michael: And where do you get the list from? 
 
Raphael: For many years I used to get it from the ___ service. When that becomes 

completely optimized through the computer, I lost that capability. So, 
what I did is my computer is set up to get addresses and I get the addresses 
from Sunday’s paper, the houses listed for sale, open house. I just put 
them in my computer and send these. 

 
Michael: How many are you sending out a month? 
 
Raphael: About 800, 900 a month. 
 
Michael: We’ll get to that in a second. But as far as these things you’ve explained, 

in that mailing piece do you talk about you’ve been in business 30 years 
and how you yourself will come out and do move? 

 
Raphael: Yes. 
 
Michael: So, you explain these reasons why in that piece that the customer gets? 
 
Raphael: Yes. 
 
Michael: So, you’re building the trust right there. 
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Raphael: Yes. 
 
Michael: Your movers who help you, do they understand these reasons that are 

important themselves? 
 
Raphael: I don’t think so. They don’t the slightest idea what they are doing. They 

just know how to move furniture. They’re people that worked for me for 
years. 

 
Michael: I see. Well you know, one thing that’s really important is to get these 

reasons why integrated with your whole business and that would include 
those people. They’re helping you move, but do you realize if you educate 
them to the special reasons why someone should choose you over 
someone else, they can be a real benefit in helping you bring in business. 
So, first of all it builds pride in their work that they know the reasons why 
people are doing business with you rather than just being paid the $7.00 a 
hour or whatever you pay them. So, this is called the USP and it’s your 
uniqueness in even though there’s other movers in your area, some 
cheaper than you, some more expensive than you. Many of them make the 
mistake of not giving the reasons why they should do business with you. 
So, the first thing we do with clients is we establish your uniqueness and 
we do more research than what you’ve told me. I’m sure we can find other 
reasons why someone should do business with you and this has to be 
communicated all through your company or at least it should have been 
over the last 30 years because this clear, concise reason why people should 
do business with you will help you isolate you from all the other moving 
companies. Do you see? It sets you apart. Do you see how having that 
clarity could help you make more business if you had that over the last 30 
years? 

 
Raphael: Yes. 
 
Michael: Next, let me ask you this. You told me you send out about 800 a month, 

right? 
 
Raphael: Yes. 
 
Michael: What does it cost you, 37-cents? 
 
Raphael: No, I do bulk mail. I pay maybe 20-cents. 
 
Michael: What geographical location? How many mile radius are you sending out 

from you? 
 
Raphael: Ten miles. 

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 
 

  8  

 
Michael: So, anyone moving within a ten mile radius. And where are you located 

exactly? 
 
Raphael: I’m in the metropolitan Washington, DC area. 
 
Michael: For numbers sake, let’s say you send out a thousand. How many end up 

converting into moves out of a thousand? Can you give me an idea? 
 
Raphael: Four or five. 
 
Michael: Four to five. 
 
Raphael: What I do get is a lot of referrals. 
 
Michael: Okay, but let’s talk about first just the direct mail. So, you’ll send out a 

thousand. Out of a thousand, you’ll get maybe four or five, right? 
 
Raphael: That depends on the time of the year because in summer I might get 

maybe eight or ten because of the time when everybody moves. I get a lot 
more response. Today in the middle of winter, it’s harder. 

 
Michael: How much can you make, average? Can you quantify an idea? If you send 

out a thousand, let’s say you get four for easy numbers sake. How much 
can you make on a move, net profit by the time you make the move? How 
much is a customer worth? 

 
Raphael: About $500. 
 
Michael: $500? 
 
Raphael: Yes, $500, $600, sometimes $1,000. Roughly speaking, we’re trying to get 

a consensuses, maybe $500-$600. 
 
Michael: So, let’s say $500. Now, do you ever mail that a second time? Do you just 

mail it one time? 
 
Raphael: No, most of the time what I do is every Sunday I check the paper and if I 

see the house for the second time or the third time, I keep sending letters. 
 
Michael: So, you’re checking them physically in the paper. 
 
Raphael: Physically, yes. There’s a lot of labor involved. 
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Michael: It sounds like it. But the thousand names that you buy from the broker or 
from the multiple listing, these you get in a database right? 

 
Raphael: I put in my database, but with no name, just the address. 
 
Michael: You’re typing these in all yourself? 
 
Raphael: Yes. 
 
Michael: All one thousand? 
 
Raphael: Yes. 
 
Michael: Is someone helping you or are you doing it yourself? 
 
Raphael: I’m doing it myself. 
 
Michael: You could go to a mailing list broker and buy these names already. 
 
Raphael: No because these are a special names of people that have houses for sale at 

the present time. 
 
Michael: So, the multiple listing data would not have this right? 
 
Raphael: No the multiple listing data has it, but I have no access to it. 
 
Michael: You don’t think you can get access to that information? 
 
Raphael: I’m not really sure. 
 
Michael: I bet you can. If there’s a list out there, you can get it. I would be 99% sure 

that this data that you’ve been spending all these years typing in yourself, 
you can buy this already done, and you can buy it for a lot cheaper than 
the time you’re spending entering all this data into a database. Absolutely 
I’m positive of it. These names of people with their houses for sale, this is 
available through a list broker. 

 
Raphael: Think so? 
 
Michael: Absolutely, I know so. Absolutely. You can get a list of anything you 

want. You just have to know where to go. 
 
Raphael: Okay. 
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Michael: So, would that make your job easier if you could just buy the list for $150 
a thousand rather than spending all your days typing this stuff in, looking 
through… 

 
Raphael: Yes. 
Michael: So, you see how you could save yourself some time and spend some of 

your time on more important things with the moving business like getting 
customers and stuff? 

 
Raphael: Yes. 
 
Michael: Let me ask you, how many people maybe inquire from the mailing but do 

not end using this service. You’re going to end up with four customers, 
but I’m sure you get more than four inquiries, right? 

 
Raphael: Most of the time the person that calls me, I can get it. 
 
Michael: Most of the time. 
 
Raphael: Most of the time. I’m pretty good at sales. If I don’t get it, it is because 

they were the lookers. They were people that would call to get estimates… 
 
Michael: Do you capture those persons name and phone number every time 

someone calls? 
 
Raphael: Sometimes I do, sometimes I don’t. 
 
Michael: So, what happens to the people who do not convert into a sale? 
 
Raphael: They go. 
 
Michael: And you never follow-up on these guys? 
 
Raphael: Not really, no. The way I always see it is if they want to take me it’s okay. 

If they don’t, still okay. 
 
Michael: And that’s fine, but you know in my experience those people who call are 

calling for a reason. They’re not calling because they don’t need to move. 
They’re calling and they’re shopping. But you know people’s lives. They 
get busy, the baby starts crying, they got to go take the kids to school, they 
loose the number, they forget, something comes up and many times a day 
or two will go by and they still don’t have a mover. Do you realize if you 
just took all these inquiries names down and followed up with a simple 
letter or a call maybe a couple of days later saying I know you called me 
last Wednesday about moving and we’re all busy and I wanted to call you 
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back again and see if I can help you with anything. If you did that on a 
consistent basis, do you think you could maybe increase your closing ratio 
just by making those simple contacts a couple days after that first call? 

 
Raphael: Yes, I think you have a good point there. 
 
Michael: Absolutely. And this is the easiest way because you’ve already done the 

advertising. Many times it just is a timing thing and a simple contact, a 
simple phone to those people, even though they’re looking, they may have 
intentions of called five, six, seven people, but may never get around to 
doing it because that’s life. Things happen, right. There’s always crises or 
things that come up, people loose things and they loose your number, they 
through the papers away and they wished they could have called you back 
but they didn’t have the number. Do you see? And they have no way of 
getting back with you. But by you implementing a simple system and 
making a simple phone call back to those people who originally inquired, 
whether it’s two days from the time they call and then maybe another call 
two weeks from the time they call, or a month. They maybe thinking of 
moving, but the house maybe didn’t sell, or maybe they had a contract and 
they thought they were going to be moving in two weeks, but the attorney 
screwed it up, so now their move is delayed and they still need a mover. 
Do you see what I’m saying? By you keeping in front of these prospects, 
do you see how you could increase your response and increase your 
income because some of those people just by following up a little more 
consistently instead of letting these prospects go you can make more 
money? 

 
Raphael: Yes. 
 
Michael: And that’s simple isn’t it? That’s not hard is it? 
 
Raphael: No. 
 
Michael: That’s a hidden asset. These leads calling you are people raising their 

hand, but by you not following up, you’re leaving money on the table. 
And this is not hard to implement. If I could save you the time from 
entering all this data into a database by finding a list broker, you could 
take that time, spending it with qualified leads rather than spending the 
time entering data that you could buy for cheaper than you time. Your 
time’s going to be worth more money following up with these prospects. 
You’ll make more money doing that than entering data because you can 
pay someone $4.00 a hour to enter data. Do you know what I mean? 

 
Raphael: Yes. 
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Michael: Let’s talk about past and present perspective customers. I want to look for 
a customer base that’s not being worked -- inactive customers or a lack of 
a database. I want to look for cross selling opportunities in your moving 
business, backend opportunities meaning that you could sell your 
customers something else, or customers who have never used you again. 
Let me ask you this, your customers who move, are they generally moving 
locally from one local area or are they moving out of town? 

Raphael: They normally move locally. 
 
Michael: They move locally from an apartment or an apartment to a house, or house 

to an apartment. What’s an average move going to cost them compared to 
what you’re going to make? You say you’re going to make $500. Is that 
net profit or is that your gross sales? 

 
Raphael: That would be net. 
 
Michael: You’re going to make $500 net. And what do you figure your cost on the 

move is? So, what are they going to pay -- $800. 
 
Raphael: $800. 
 
Michael: They pay $800, so you’ve got $300 in your guys, in your time, your truck, 

your gas and all your other stuff. 
 
Raphael: Right. 
 
Michael: Have you ever had customers use you more than once or are they 

generally a one time hit? 
 
Raphael: Well, normally they are a one time hit, but I do get customers after five 

years, after three years, after ten years, 15 years. 
 
Michael: The customers who actually use you and spend the money with you, do 

you have them in a database? 
 
Raphael: No. 
 
Michael: You do not. 
 
Raphael: No. 
 
Michael: So, over the past 30 years, let’s just give me an average, how many 

customers are you going to have a month, five to ten? 
 
Raphael: My average for a year is between 240, 250 customers. 

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 
 

  13  

 
Michael: Okay, 250 customers a year? 
 
Raphael: Yes. 
 
Michael: You enter the perspective prospects in a database, but you do not maintain 

any kind of database of the customers who have already spent money with 
you? 

Raphael: No. 
 
Michael: Do you see how having those names in a database because they’ve raised 

their hand, they’ve already said I trust you; they’ve used your services. 
Are people generally happy with your moving services? 

 
Raphael: Yes. 
 
Michael: That’s the hardest thing to do is get the customer. You’ve spent the money 

in sending out the mailing piece. You’ve taken the phone call. You’ve 
qualified them. They’ve raised their hand. You’ve provided them with 
service. They’ve paid you money. They’re happy, right. They trust you. 

 
Raphael: Yes. 
 
Michael: Now, by having these guys in a database, there are many opportunities for 

you to resell them something else. We’re going to get into this, but just 
based on referrals, you say you get a lot of referrals, don’t’ you? 

 
Raphael: Yes, two or three, maybe four a month. 
 
Michael: Four a month. Do you ask for these referrals or do these come naturally? 
 
Raphael: What do you mean naturally? 
 
Michael: Meaning, when you move someone, do you say, I’ve moved you. I hope 

you’re happy with my services. Do you know of anyone else who maybe 
moving in the near future that I could call? Do you have an active referral 
system getting referrals? 

 
Raphael: No. 
 
Michael: Would you agree that referrals are one of the best and easiest ways to get 

business? 
 
Raphael: Oh yes.  
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Michael: Because the trust is already there. Do you think if you sent out a couple 
postcards or a letter or even called just 250 customers, your happy 
customers every month or paid someone to do this and said, this is your 
moving company. I know you have a great experience when we moved 
you. Do you know of anyone this month who maybe moving that I could 
call? If you just simply ask for it. If you asked 250 people, 12 times a year 
-- let’s just say -- this could be exciting. Let’s say you’ve got 250 people a 
year as customers and you called them every month, that’s 12 times a 
year. That’s 3,000 phone calls. Let’s be conservative. Do you think each 
one of those persons could give you one referral every six months if you 
just did that?  

 
Raphael: I think so, yes. 
 
Michael: Everyone knows people who are moving and people move over different 

times. I could give you three or four people who I know are moving within 
the last six months. So, let’s just say you called 250 people and let’s be 
conservative. Each person gave you one referral every six months, so 
that’s going to be two new referrals. That’s going to be 500 new customers 
a year that you just got from your happy customers. Now, 500 customers a 
year, and let’s say you make yourself $500. Now sit down for this, okay. 
That’s $250,000 in business. 

 
Raphael: Wow. 
 
Michael: Do you see how asking for referrals and doing nothing but making a free 

phone call because it’s local, even if you paid someone $50,000 a year to 
do nothing but make phone calls and work a referral system, how that can 
make you more money? 

 
Raphael: You’re right. 
 
Michael: And these are from your customers who love you. And this is nothing but 

establishing a relationship with your customers, you being almost like 
their friend. Have you ever heard of Joe Gerard? He’s the guy who sold 
more cars. He’s in the Guinness Book of World Records. This is what this 
guy does. Joe Gerard isn’t the guy who they bought their car from. He’s 
part of the family and he sends a big card every month. He sends it on 
their birthday. He sends it on their anniversary. He is almost like family. 
So, the minute that family thinks of someone who needs a car, who do 
they call? They call Joe. Well, you could do the same thing. Even if you 
invested $50,000 for someone -- that’s a good salary for someone working 
to implement a system like this. Do you see the money you could make 
just on referrals? It’s astronomical. Even if you did half of that, that’s still 
over $100,000 in business, $100,000 net. That’s $100,000 in net profits for 
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you. So, do you see how capturing your customer’s names and their 
information can make you money? You’ve got to have a way to keep in 
touch with your customers. 

 
Raphael: Okay. 
 
Michael: That’s one of the things we do. When you hire me as a consultant, we 

implement that system in for you. We help you get that integrated into 
your business. Now, let’s talk about something even more exciting. Here’s 
another thing that we do as marketing consultants for small businesses and 
that’s called alliance opportunities. Alliance opportunities, I want to look 
for relationships with other businesses. We could use their database and 
their customer list to sell your moving services. Who else knows that that 
family or that home is about to be moved? Who else knows, besides you, 
what other businesses know that there’s going to be a move coming up 
soon? 

 
Raphael: The real estate agent is the first one to know. 
 
Michael: The real estate agents, Have you ever worked with a real estate agent to 

use them as bird dogs or lead generators for you? 
 
Raphael: I do get referrals from them. 
 
Michael: Okay, so they are a good source of referrals aren’t they? 
 
Raphael: Yes. 
 
Michael: You probably have some who have been referring you for a long time? 
 
Raphael: Yes. 
 
Michael: They call you and what do they say when they call you? 
 
Raphael: Hey Raphael, I have a customer that I want you to take care for me. 
 
Michael: So, a real estate agent having a reliable, trusted moving company like 

yourself that they feel confident recommending to their real estate clients 
is a benefit. It’s almost like an added service for that real estate agent, 
right? 

 
Raphael: Yes. 
 
Michael: Now, we could articulate that in a letter to real estate agents all in your 

geographical area and we can explain to them how a real estate agent can 
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set themselves apart from all their other real estate agents by having a 
reliable mover to help their clients make an easy transition into another 
home or into another apartment or into another area. And by sending out -- 
do you think if we can send out maybe 1,000 letters or 500 or even if you 
made phone calls that person who you are paying $50,000 a year have that 
as another part of her job or his job is to call on real estate agents because 
when we get a real estate agent on our side who’s out there selling houses 
all month long, they’re not worth just $500. If they refer their clients to 
you, they are worth to you -- they could be worth over a years time $5,000 
because if they get on your side and they like and you’ve established a 
relationship and maybe even if there’s something in it for them -- I don’t 
know whether a commission would motivate them, but something where 
they knew about you and you built trust with them, you could have ten 
real estate agents in your area giving you more referrals. So, if you 
actively pursued opportunities, joint ventures, with people who know 
who’s moving in the area, that’s one idea. Do you see how if you got one 
real estate agent who liked you and was willing to provide you referrals -- 
if they provided you a referral every month, that’s $5,000 a year in net 
profit for you just by getting a real estate agent referring you. Now, what if 
you had ten of them and with some work, some phone calls, even if you 
called on a hundred real estate agents and you didn’t do it yourself. You 
hire someone to do this and this is their job is to establish relationships 
with real estate agents. If you had ten real estate agents bringing you ten 
additional clients every year, that’s $50,000 a year in extra income, in net 
profit for you just by establishing a relationship. And real estate agents are 
just one person. Do you want to hear a perfect joint venture opportunity? 
What about appraisers, people who come and appraise homes? 

 
Raphael: Those people are in contact with the people even before they… 
 
Michael: Even before. What if you could do a simple letter to real estate appraisers 

in your area? A lot of these appraises are independently operated 
businesses, small businesses where they make $100 and $150 to go out 
and appraise a home, right. They’re working for themselves. They would 
love the opportunity to be able to offer another service to that potential 
client. If you provided the appraisers with your mail out piece that you 
send out with your company name on there and just gave them a stack of 
those and put a little number on the back where each appraiser had a little 
code and they pass them out to all their customers they do appraisals on 
because that customer is getting their home appraised because they’re 
selling it and they’re thinking about moving. And if someone called from 
that little brochure and you kept track of their number, you could give the 
appraiser a free dinner to one of the nicest restaurants or something nice 
for them, right. 
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Raphael: Yes. 
 
Michael: Or a commission. You could have all the appraisers on your side in your 

area bird dogging and bringing you referrals, bringing you business. Do 
you see how that can make you more money? 

 
Raphael: Yes. 
 
Michael: By having appraisers endorsing you, you see it’s one thing by sending out 

a letter saying we’re a moving company and we’re great and here’s a guy 
that’ll show you how to move. But what’s stronger than an appraiser who 
says, hey, by the way, I know you’re moving, are you looking for a 
mover? If so, here’s a free guide that’ll show you how to pack up your 
home safely and properly and you can give these guys a call. Raphael’s 
the guy you can trust. Is that powerful? 

 
Raphael: Yes. 
 
Michael: So, we look for -- when I do consulting with a client, I look for these 

alliances, these partners that already have the intelligence of knowing 
who’s moving in your area and I help you establish relationships with 
them where they can refer you business because a warm referral from 
someone already doing business with a customer is ten times more 
powerful than you calling someone cold or someone calling you out of the 
phonebook cold. Are you with me? 

 
Raphael: Yes. 
 
Michael: Do you do any media advertising because working with your advertising 

in the media is something that could increase your response? Do you do 
any Yellow Page advertising? 

 
Raphael: No. 
 
Michael: So, the only advertising you do is that direct mail piece? 
 
Raphael: Yes. 
 
Michael: This direct mail piece, have you ever tested different things on the direct 

mail piece? Have you ever re-written it or a different headline or tried to 
increase the response on it or you’ve tried it 20 years ago and it worked 
and you’ve kept it the same all these years? 

 
Raphael: It has been changed through the years. Adding or taking off things. And 

now it has been like this for a couple of years. The way it is, it is working. 
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Michael: When you changed it, were you able to measure or know if it did better 

when you made changes or worse when you made changes? 
 
Raphael: No. 
 
Michael: It was hard to figure out. 
 
Raphael: Yes. 
 
Michael: Part of what I do as a marketing consultant is I take a look at that direct 

mail piece because that direct mail piece coming to home there are ways 
that we could increase the response. Now, you go get your mail every day 
don’t you? 

 
Raphael: Yes. 
 
Michael: Now, when you go get your mail, what mail do you throw away? 
 
Raphael: Junk. 
 
Michael: How do you know it’s junk? 
 
Raphael: That you can tell. 
 
Michael: How can you tell? 
 
Raphael: By the envelope, what it looks like, by the headline. 
 
Michael: Now, let me ask you this, what mail do you not throw away? 
 
Raphael: Friends and family, something that might be intriguing. 
 
Michael: Do you think some people when they get that in their mailbox maybe 

identify that as junk mail? 
 
Raphael: Yes. 
 
Michael: And you think they throw it away? 
 
Raphael: Yes. 
 
Michael: What if we could put that in an envelope, an envelope that is hand 

addressed with a live stamp, even though it’s bulk rate, you can get a bulk 
rate stamp and get a bulk rate mailing rate. And before the person gets it 
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and they throw it away right now because when they see it it looks like 
junk mail, but if we could get them to get an envelope -- let’s say it’s a 9 x 
11 envelope. There’s nothing on it. It’s hand addressed and it has a stamp. 
Now, people aren’t going to be so quick to throw it away. They’re going 
to open it up first, right? 

 
Raphael: Yes. 
 
Michael: Now, what if we had a chance with a little letter, typed letter that looked 

like a personal letter that had a chance to tell them what’s inside this thing 
or what it is -- maybe a little introduction letter. When you send it, there’s 
no letter with it explaining what it is or positioning it? 

 
Raphael: No. 
 
Michael: What I’m saying is, we can sometimes increase the response of your direct 

mail piece. You could sometimes increase it 20%, you can sometimes 
double it by doing some things to your mailing piece. Does your mailing 
piece have a headline? What’s the first thing they see on it? What does it 
say, do you remember? 

 
Raphael: It say moving guide, how to do packing. 
 
Michael: Moving guide, how to do packing. See, we may be able to change the 

headline on it. We may be able to say free moving audit, or offer 
something for free. 

 
Raphael: I have the word free up there. Free moving guide and how to do packing. 
 
Michael: Well, I don’t know what it is and I’d have to look at the mailing piece, but 

what I’m saying to you is we could maybe make that mailing piece do 
better. We could maybe make it pull in not five paying customers a month, 
but we maybe able to make it pull in ten paying customers a month. Now, 
if we can make some small changes to your mailing piece that you’ve 
been using for 20 years and it could bring in an additional -- it could 
double your response just by what it says on there, or just by the offer, or 
just by the headline, or just by putting it in an envelope so twice as many 
people don’t throw it in the trash before they know what it is, do you see 
how that can increase your business, as well? 

 
Raphael: Yes. 
 
Michael: By doing something you’ve already been doing for 20 years, but making a 

change. 
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Raphael: Let me ask you a question. Do you have a fax machine? 
 
Michael: Yes I do. 
 
Raphael: What is your fax? 
 
Michael: Fax it to me at (858) 274-2579. 
 
Raphael: If you want, I can send that to you right now. 
 
Michael: Yes, go ahead and send it to me -- (858) 274-2579. I got your fax here and 

here’s my question for you. I went to the website www.fsbo4sales.com. 
So, what is this website here? 

 
Raphael: That’s the website that I got with my mortgage business. 
 
Michael: Let me ask you this, on this flyer that you’ve been sending out, has this 

website been on it all this time or did you just add it? 
 
Raphael: No, this website has been for a while. 
 
Michael: How long? 
 
Raphael: About four or five months. 
 
Michael: The reason I ask, when I read the thing on moving and I go to the website 

and I thought I was at the wrong site because I see stuff related to real 
estate and for sale by owner, but I was looking for information on moving. 
Do you know what I mean? 

 
Raphael: Yes. Well, there is one section up there that says I was shocked and 

embarrassed. 
 
Michael: On the website. Oh, shocked and embarrassed. What I would do if I were 

you, on this piece, if this is going to be a lead generating piece and you’ve 
been sending this out to thousands of people, you’re going to confuse your 
people. This is a piece on moving and when you move them to a real 
estate website, they’re going to be confused and they’re going to click off 
of it. You should have a website specifically on your moving services 
because that’s what this brochure is about. 

 
Raphael: Okay. 
 
Michael: Do you see what I mean? 
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Raphael: Yes. 
 
Michael: I was confused. I’m like what website is this? What does this have to do 

with moving? Do you know what I mean? 
 
Raphael: Yes. 
 
Michael: That’s some instance advice that I would give you right away because 

you’re confusing. This is about moving. I need a mover. That’s why I 
went to this website. I need to see information on how you can help me 
move, not anything else or you’re going to lose me. 

 
Raphael: Okay. 
 
Michael: I didn’t read through the whole thing, but I liked the I was shocked and 

embarrassed when I find out that my moving companies are America’s 
number one most complained about industry. I think it’s a good headline. I 
don’t really hear a benefit of what’s in it for me. Do you know what I’m 
saying? 

 
Raphael: Yes. 
 
Michael: It is interesting, but every time you read something, I’ve got to say, well 

so what. Why do I care if you were shocked and embarrassed when you 
found out that moving companies are America’s most complained about 
industry? As you said, if I need a mover, I want someone I can trust. So, 
you may have a quote from one of your clients that’s saying, Raphael’s 
moving company moved me for less money, in less time and I could trust 
him 100%. When he returned my diamond ring, I couldn’t believe it. 
Something like that, that establishes trust and establishes the real benefit. 
In the first part of what I do, we need to research and find out what do 
people want most. Why are you different? And that’s done by researching, 
talking to past clients. What was important you moving them? What was 
important about the move? So, we identify that real thing and that needs to 
be in the headline, your unique selling proposition. The real benefit that 
people really want from the mover and that’s what we identify. So, that 
may help you because your headline, it’s been proven that negative 
headlines do not pull as much as positive, benefit oriented headlines. Are 
you with me? 

 
Raphael: Yes. 
 
Michael: But your letter is good and it’s very informative and it offers some great 

tips. Now, this is mailed as a tri-fold. This folded over, so it can be 
inserted into a envelope and hand addressed. For most people who don’t 
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read it, they may not take the time to read it, it’s going to go in the trash. I 
think you can get a lot more people reading it by taking this and putting it 
in a hand addressed envelope with a letter. See how you have all the 
columns on this first thing; one, two, three, four, five columns. This 
should be written out like you get a letter from your daughter or your son 
or from somebody or an attorney. It should be written out in a certain font, 
Dear Potential Mover. My name is Raphael Chapman and I have operated 
a big truck moving company for over 25 years. I would change that. I 
would talk about; I know you’re thinking about moving. Did you know 
moving can be one of the most stressful things in your life next to divorce 
and I know because I’ve been moving people just like you for 30 years. 
We talk about what’s in it for them. We identify with their frustrations at 
the very beginning. But a letter needs to be written like you would get a 
letter from your attorney, typed up real nice, and that’s going be the first 
thing that they read. And you can go into all these things, but a letter’s 
going to be read more than this six column thing. You see? 

 
Raphael: Okay. 
 
Michael: And it really should be in a Number 10 envelope and should have a stamp. 

Even if you used a 37-cent stamp, you could mail this for 37-cents with a 
Number 10 envelope and I would not have a return address on it, meaning 
the return address should not say Big Truck Movers or R. Chapman. It 
should only say 5702 Huntington Parkway, Bethesda, so the person won’t 
know what it is about and that curiosity, hand addressed with a stamp will 
make it look like a personal letter and that will get it opened. And then 
once you get it opened, then you start with a personal letter coming from 
you. 

 
Raphael: Okay. 
 
Michael: Then you can do one or things. This is another idea. You could take the 

brochure and put that in a Number 9 envelope and insert that inside the 
Number 10 envelope, so when they open the Number 10 envelope, all they 
get is your letter and at the end of the letter it says, in the other blank 
envelope is a report that if you do need moving will help you and guide 
you on how to pack up your home. So, you don’t want them opening it up 
seeing the brochure and saying, oh yuk and dumping the whole thing in 
the garbage. You want to get them to read the letter first, have the 
brochure in another closed envelope like a Number 9 envelope, and then 
let them read the letter first. You can write on that Number 9 envelope do 
not open until you read to letter because you have to give them a chance. 
You don’t want to give them a chance to dump your piece. These are 
costing you 25-cents each and you need to get them to read your personal 
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letter, why you’re sending it, what’s in it for them. Then they can open up 
the brochure. Do you see? 

 
Raphael: Yes. 
 
Michael: So, I think this will really help your response. You’ve got to rid of that 

website or put a website that’s related to moving. Don’t even have a 
website on there, just have your phone number. 

 
Raphael: Okay. 
 
Michael: Because what happens when you have a website -- when you give 

someone multiple ways to respond, if you have a website and I get this 
and I read it and I’m busy, I’m going to say, okay, I’ll just go to the 
website later. But if I need mover and there’s only one way to get in touch 
with you and I call you, then you’re in control, whether you answer the 
phone or have a answering service answer the phone to capture that name, 
to capture that prospect, then you can follow up once you get their 
number. When they call the first thing you should say is ask them what 
their name -- first and last name -- and get their number. Once you’ve got 
that, then you can help them out. Only have a phone number. I wouldn’t 
even bring them to the website. 

 
Raphael: Okay. 
 
Michael: It gives them a reason to delay. 
 
Raphael: Okay. 
 
Michael: And it’s been proven. Having a phone number is the only option to use a 

service out pulls having a phone number, email, website, mailing address, 
all that. Your response will go up just by having the phone number. Plus 
your website is confusing. 

 
Raphael: Okay. Thank you very much Michael. That’s very good information. 
 
Michael: You’re very welcome. Imagine if you doubled the response. That’s an 

extra $2,500 a month just from your mailing of a 1,000 pieces, but that’s 
every year, you see, once you make the changes. And you have to test 
these things. So, that’s part of what I do is I look at your existing 
advertising and show you ways to increase it, to get better response. So, 
we’re leveraging something you’re doing already, but we’re making some 
simple changes that can make a big difference. Are you with me on that? 

 
Raphael: Yes. 
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Michael: Another thing that is something you can do to increase your business, it’s 

called community marketing. And I also look for ways to boost your 
image in the community. You’ve got some unique owner experience, 
meaning you’ve been doing this 30 years. You could probably tell me 
everything there is to know about the intricacies of when you’re moving 
your home into a different area and all the things to look out for, couldn’t 
you? You could establish yourself as Raphael, the moving expert in your 
area. Now, have you ever worked with the community to get involved and 
establish yourself as kind of like an expert beside your mailing piece? 
Have you ever set up a booth at any of these local events like blood drives 
or any of the festivities or local events where people will come to? Have 
you ever done anything like that? 

 
Raphael: No. 
 
Michael: That’s just one other way to get business and establish yourself locally 

because you are a local guy, right. How long have you lived there? 
 
Raphael: Thirty years. 
 
Michael: There’s another thing that comes into play with this and that’s press 

release. You could develop a little press release. A press release is 
something that the news stations and the radio stations look at before they 
decide to do a story. You could do something with your local media. 
They’re always looking for good stories to put on the news. Community 
marketing isn’t something I’ll always implement with clients. It’s 
sometimes available if there is a fit. Here’s something really exciting. 
Here’s another thing and that’s direct marketing. You’re doing direct mail 
right now, but what I want to say is what products, what other things do 
you have that could be marketed to your customers? Now, you’re moving 
them, but when someone moves, what else do you see? Look at all the 
things that they’re going to be buying once they get into their house. Do 
you see? They may need carpet for their home. They may need tile for 
their home. They may need construction. They may need new furniture. 

 
Raphael: Painting. 
 
Michael: Painting. 
 
Raphael: It’s almost for sure. 
 
Michael: Stucco, what have you. Now, what if you spent just a month establishing 

partner relationships with a painter in your area who you can trust? A 
stucco guy, a furniture store, all these things that this customer is going to 
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need down the road. Since you already have the trust with this customer of 
yours, you could really add value to your moving business by sending 
them a certified vendor list of people that you’ve checked out personally 
that you highly recommend do these things. So, you could send out a letter 
saying, Hi, it’s Raphael, the mover. I wanted to send you this because I 
know you’re now getting settled into your new apartment or your new 
home. I’ve been in the area for 30 years. You may be new to this area, but 
I wanted to send you my confidential Rolodex of vendors and suppliers of 
people that I highly recommend you contact. Number one is John the 
furniture store. He’s located on 4216 Alabama Street. Go in and bring this 
letter and show John that Raphael sent you and he will for sure will take of 
you and he’ll also offer you 15% off on any new furniture you buy for 
your home. Next is Paul the carpet cleaner. He’s a ChemDry distributor. 
ChemDry is the best way to clean carpets and I’ve known Paul for several 
years. And if you bring this letter into Paul and tell him Raphael sent you, 
Paul will give you a free room cleaning when it’s time to clean your 
carpets. And then Mike, the painter -- Mike’s been painting houses in this 
area for 15 years. He uses only DuPont, the finest paints available and he’s 
a guy you can trust. Many painters will be from out of the area and will 
water down the paint, but I’ll tell you for sure, Mike is a Better Business 
Bureau. I know him personally and I’ve talked with Mike and he said that 
if you need your house painted and you bring this little coupon in for 
Mike, he’ll paint the whole exterior of your house for 20% less than 
anyone else. All you have to do is bring this in and tell him Raphael sent 
you. What I’m getting at is you look for things that these people are going 
to be buying and you establish relationships with the painter, with the 
carpet cleaner, with the furniture guy where if you refer them business that 
they can pay you a percentage, so you can make a commission on 
whatever you refer to them. Is that exciting? 

 
Raphael: Yes. 
 
Michael: So, you could making a commission from five different companies, five 

different businesses. Do you think they’re always looking for more sales? 
 
Raphael: Yes. 
 
Michael: Absolutely. So, it would take some time to set it up, but that’s one thing I 

do with client is I help you establish these ongoing relationships with other 
vendors in your area. So, you’re leveraging what you already have. The 
most valuable thing you have is your customer. He’s the guy who has 
already paid you $500. He’s the guy that is happy with your services. He 
trusts you and he’ll thank you for referring him to other trusted people that 
you’re confident will take care of them. All people want to know is that 
they can trust a guy and that they’re going to do a good job and do it at a 
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fair price. And believe me, they’ll follow your lead if you have that 
relationship with them. Now, do you see that can bring you in additional 
income for your moving business even though it is totally non-related to 
moving? 

 
Raphael: Yes. 
 
Michael: These are some of the things that can really increase your business. In all 

of these cases, we’re using the assets you already have. Now, the way I 
work is strictly on a project-by-project basis and depending on what I do 
for you the fee is usually anywhere from $1,000 to $2,500 per project. The 
very first project that I do with a client is I establish that USP, that unique 
selling proposition, that reason why someone should do business with you. 
These things I’ve talked about are universal in any business. 

 
Raphael: Yes, I’m pretty well aware that you can use these. What you just told me, 

it can apply to this business or real estate business, the mortgage business, 
whatever business. 

Michael: It’s pretty powerful isn’t it. 
 
Raphael: Yes. 
 
Michael: Has this been helpful for you? 
 
Raphael: Very helpful. I have been taking notes. 
 
Michael: I will send you this entire recording. So, when you get into the mortgage 

business or your real estate business or whatever, you re-listen to this and 
just identify it with your business and follow these steps and follow these 
ideas that I’ve given. And most importantly, don’t try and do it all 
yourself. Hire someone to do these things for you if you don’t think you’re 
going to get around to it. Implementation is really the key, doing it. And it 
does take a little more effort on the front end getting this stuff set up. But 
once you have it set up, they’re ongoing, especially the joint venture 
relationships. You can really leverage someone’s entire database. Most 
people never do anything with their database. Most people never mail to 
them. Most people never follow-up, they never call and these are assets 
like you wouldn’t believe that you can just walk in and take just for the 
asking. 

 
Raphael: Yes. Let me ask you a question. You say you charge between $1,000 to 

$2,500. 
 
Michael: Yes, per project. Like we talked about six different projects. We talked 

about developing a USP, a unique selling proposition. We talked about 
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implementing -- taking that unique selling proposition and putting that into 
your direct mail piece, for example, with your moving business. Letting 
your employees know why you’re special and why people should do 
business. Maybe when someone calls you and they’re put on hold, having 
that on your on hold recording, having it on your letterhead, having it on 
your invoices; integrating this quick statement of the reason why someone 
should do business with you in all your marketing pieces where a 
customer sees that. So, that’s step two, integrating it. Step three is working 
your database. Now, for example, with your moving company it would be 
working with your past customers, getting all those names into a database 
and then offering them other opportunities. And the four is alliance 
opportunities, setting up business deals or joint ventures, finding 
companies that fit the same thing like the example with the appraiser. 
Working a deal with him where you’re doing lead generation or you’re 
trading leads or he is endorsing your moving services. And then there’s 
the media of advertising. Analyzing all of your advertising like your direct 
mail piece or your Yellow Page advertising. Then there’s the community 
marketing, which is like press releases and doing things in the community 
that can bring you greater business. And then the last one was direct 
marketing. So, these are all different steps that I charge individually for 
and you do them one at a time. So, you’re not committed to doing all of 
them, but we start with a system. But I do guarantee my results. So, if you 
hire me and you build your mortgage business or whatever and you get 
some customers and you hired me as a consultant, I guarantee that you 
make your investment back or I’ll work with you until you do. 

 
Raphael: Okay. That’s really very good news. It’s really good to have a marketing 

expert on your side. They can take you a lot farther. Why reinvent the 
wheel. 

 
Michael: Right. No better investment than learning from an expert. Now, many 

times people are so busy that they don’t have time to do and that’s where a 
guy like me or one of my trained consultants would come in where they 
want someone to do it for them, and many times implementation is the 
key. And with my services and my trained consultants services, they do 
the implementation. They do a lot of this for you. They can’t do it all for 
you and they’re not going to do it all, but you have to do it with them. But 
they will work with you as a coach to implement this stuff so it gets done. 

 
Raphael: Yes. 
 
Michael: Always go to an expert in whatever you decide to do whether you’re doing 

mortgage brokering or real estate. There are specialists who teach how to 
do the mortgage business. 
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Raphael: Okay. Well, thank you very much. And you say I probably can get a list of 
houses on the market? What would be a good place to start looking? 

 
Michael: I want you to look in your Yellow Pages under list broker, or go to 

www.infousa.com and call Information USA and tell them what you’re 
looking for. 

 
Raphael: Okay. 
 
Michael: There are specialty lists. If they can’t find it, don’t give up. Call a real 

estate agent. Call a real estate office and ask them. Tell them who you are 
looking for. 

 
Raphael: They have information that they keep for themselves. 
 
Michael: If they have it, you can find someone to get it for you. 
 
Raphael: Okay. 
 
Michael: Very nice talking to you and thanks. I’ll send you this recording once I get 

it edited. 
 
Raphael: Thank you very much. 
 
Michael: You’re very welcome. 
 
 I hope this recording has been some of the best marketing advice you’ve 

heard in a long time. Richard’s proven system of uncovering hidden 
marketing assets in a business is based on his 15 years of marketing 
consulting and it works. Whether you’re a new business looking for a way 
to systematize your marketing, or if you want to be a marketing consultant 
helping small to medium sized business while making a very comfortable 
income working part time from home, Richard’s system can shortcut the 
learning process for you. For more information on Richard’s marketing 
system, call (858) 274-7851. That’s (858) 274-7851 and I promise you a 
valuable free gift. All you have to do is email me at 
Michael@hardtofindseminars.com. In the subject line put free gift and I’ll 
email you a special link for you to get your free gift. Thanks a lot. 

 
 
 
This is Michael Senoff with www.HardtoFindSeminars.com  Shoo, that was a lot 
of questions, and we uncovered a lot of hidden marketing assets with Barcus, a 
financial planner out of Australia. I’ve got a free gift for you. If you send me an 
email and in the subject line type “Free Gift Barcus”, email it to I hope this report 
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has been some of the best marketing advice you’ve read in a long time.   
Richard’s proven system of uncovering hidden marketing assets in a business is 
based on his 15 years of marketing consulting, and it works. Whether you’re a 
new business looking for a way to systematize your marketing, or if you want to 
be a marketing consultant helping small to medium sized businesses while 
making a very comfortable income working part-time from home, Richard’s 
system can shortcut the learning process for you. For more information on 
Richard’s marketing system call 858-274-7851 or email 
Michael@hardtofindseminars.com Please continue on to some of the other 
recordings with Richard on Marketing Consulting at 
http://www.hardtofindseminars.com/HowToConsulting.htm  
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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. 
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
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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 
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-
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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 
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  
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Richard, America’s #1 Marketing Consultant 

”There’s plenty of theory out there about 
how to be a marketing consultant. My HMA 
Marketing system is the only one that takes 
you step-by-step from the beginning to the 
end in what to from the beginning on the 
phone to how to close a client and service 
the client. Plenty of content out there in 
marketing on what a business should do for 
the marketing, but they’re not interested in 
the content. They want you to be able to 
execute.” 

 
 The biggest problem business owner’s have is not being able to get 

the job done, and so they have plenty of consultants come along and 
tell them what to do. Now, you’ve got a system that is going to be 
able to take you through and show you how to do it, and that’s the 
biggest difference in this HMA Marketing System. For more 
information on the HMA System go to: 

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