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Hey, John, is it all right if | record this?
You have my full permission to record it, absolutely.

Great, because if we get to talking about something really good
maybe the visitors to the website would like to hear it. What are
some of the things that you remember about that first seminar that
stick out in your mind?

One of the very first things | remember was on the very first day. |
wrote it down and it's been one of my mottos ever since. Jay said
“it's more important to be ‘interested’ than ‘interesting’ and
everybody has a story. They want to tell you where they’ve been,
who they’ve seen, what they’ve done, how much money they’ve
made, and the toys that they have.”

Right.

Up to that point, | had never read How to Win Friends and Influence
People, but, of course, | have read that several times since then.
The most important thing you can do in sales marketing - if you're a
consultant, if you’re an employee, if you're an independent
contractor, if you're anybody - is to take a real interest in other
people. Rather than run on with diarrhea of the mouth, basically
telling them everything about yourself and your product and so on
and so forth, listening was the key. The second thing that | took out
of the whole deal, and | formulated this over the past twelve or
thirteen years, is that business is nothing more than two people
coming together exchanging value for value.

Right.

So, Michael, if you sell widgets and | need a widget, | come to you.
Let's say widgets are twenty-five dollars. | give you twenty-five
dollars for your widget. You're happy because the twenty-five
dollars covers your cost of making and distributing the widget - plus
gives you a fair profit. If the widget is good, and serves me, and
makes my thingamajig run longer, I'm happy and everybody is

happy.
Right.

So, business is really nothing more than developing relationships.
That’'s why, and | might go off on a little tangent here, but |
sometimes chuckle when people say “well I'm into Internet
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marketing.” The Internet is nothing more then the best, cheapest,
most effective way of communicating between people that the world
has ever seen.

True.

But you're still dealing with people. For you to make some money,
what has to happen, is that you have to deliver some value to an
honest to goodness, real, live, flesh and blood, breathing person on
the other end.

Right.

The communication media is just the Internet. | chuckle when
people say, “Well, I'm into Internet marketing.” That's like me
saying, “Well, I'm in newspaper marketing or yellow page
marketing.” Marketing is marketing; the vehicle is just the vehicle.

Exactly, | agree.

The message is always more important then the messenger. So
what really impacted me with the whole Jay Abraham training, and
kind of my life, or my story in marketing, is that Marketing is nothing
more than building relationships. We all know how to build
friendship relationships, but most people totally forget that process
when it comes to building business relationships.

Right.

Personal relationships start off the same way business
relationships do. Just ask any teenage guy... if he’s got his eye on
a girl. He doesn’'t walk up to her the first time he sees her and say,
“Hey, I'm not doing anything Saturday. Should we get married?”

Right.

No. What he does is he says, “Well, let's go out for a cup of
coffee.” “Let’s go to a movie.” “Let’s go to dinner.” Things of that
nature and then he progresses along. It's the thing with marketing.
That's why giving people information up front is so important and
moving them down the path and just keeping in touch with them.
It's simple, that’s not hard.

| think | remember your name from listening to the Protégé tapes.
You were at the very first one?
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| was at the very first one. If you've listened to them then you have
probably heard me.

What were you doing back then?

When | first attended, actually, | was working for the postal service.
| went to his seminar and that kind of started things up. Within six
months, | had managed to quit babysitting computers for the post
office and stuck out on my own. It's kind of funny because one of
the things, I'm sure if you've listened to some of the early Protégé
tapes, that Jay would say is, “Listen guys, armed with the
information that you have right now, you know more than ninety
percent of the businesses out there know.” For me, coming from a
blue collar background, | said, “Well this is kind of interesting.” |
grabbed some of my friends who had businesses and tried out
some of the techniques on them - and low and behold they worked.
Along the way | joined a Chamber of Commerce and sat down with
the director. This is a funny story. It was a new member orientation
and | was the only one who showed up. So this poor director walks
in and | can see it in his eyes: “Oh goodness! I'm this guy’s captive
audience - plus I've got to buy breakfast.” So he said, “Tell me
what you do.” | shared with him some of the success that | had, and
some of the principals that | had learned, and he said, “You know, |
think our members could use some of this information, could you
put it together in a seminar form?” I'm of the mind set that you say
“yes” first and then figure out how to do it later. So | said, “Sure.”
He said, “Well, I'll tell you what. I'll show you exactly how to put this
thing together so you'll get the maximum number of people to
attend. First, don’t write a letter. Our members are way too busy to
read. Come back to the office with me and we’re going to go
through the membership directory - about five hundred people.
We'll pick out about a hundred that | think are good prospects for
you. You just start calling those people on the phone and you'll
probably wind up with around twelve to fifteen people.” | was kind
of new to the world of business, but I'm no dummy. | realized that
getting in touch with a hundred business owners by the phone is
going to take me one heck of a long time.

Right.

| just politely said, “Thanks, but no thanks.” | went back, drafted a
six page sales letter, mailed it out to all five hundred people, and
thirty-one people showed up.

Okay.
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It blew this guy away. He’s never been able to get more than
fifteen people out to anything in his five years there. That's how |
launched my Smart Business ldeas and it kind of took on a life of its
own.

So, you went through Jay Abraham’s training. You learned some of
the techniques you needed to get in contact with some potential
prospects. You found one guy who had a group of people and you
set up a simple joint venture. He said, “Let’'s do a seminar for my
members. You can educate them.” It was for the betterment of the
entire group. He gave you the mailing list, right?

Yes, it was a membership directory.

He gave you the mailing list. Who paid for the mailing, you?

| did.

You paid for the mailing and you got thirty what people to show up?

Thirty-one people to show up... and the ticket was nineteen dollars
each. A nice deal.

Okay, let’s talk about what happen at the seminar.
Sure.
Go ahead.

You have to also understand that was the first time | had ever
spoken in front of people in my entire adult career, other than a
speech class in high school. | showed up with a variation of the
“Ten Marketing Mistakes.” | am sure you're familiar with them.

Right.

| just kind of ran through those things. The seminar itself was
supposed to be an hour long; just a breakfast seminar. | had my ten
little note cards with me and | got through half of them in about
ninety minutes. | realized that people there had been in business
longer than | had been out of diapers.

Right.

Taking fast and furious notes.
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Michael: Okay.

Jon: | said to myself, “There’s something to this. Most of these people
don’t have a clue about things as simple as making sure that you
capture the name and address of anybody who does business with
you and following up with them.” This is back in 1990, before the
Internet was popular, so it was basically capture everybody’s name
and address and send them a mailing, or a letter, or a postcard
once in a while.

Michael: These people were mesmerized, like you were, at Jay Abraham’s
material, right?

Jon: Oh, absolutely. | mean, they were frantically taking notes. | just
kind of looked at this stuff because | had absorbed it so much it was
second nature, like breathing to me, but they were writing this stuff
down. To make a long story short, | took something like sixteen
thousand dollars worth of business off of that one seminar.

Michael: Wow. Tell me... can you remember back then, out of those thirty
clients after the seminar what occurred. Do you remember?

Jon: There was probably a half of dozen who stayed afterwards just to
pick my brain. They had asked me, “How would you apply this to
my particular businesses”... “What would you do?”... “Here’s my
catalog”... “Here’s my space ad”... “Here’s my yellow page ad.
What would you do to improve this, enhance it, and increase the
response from it?” Things of that nature. “Would you come up to
my office and talk to me? | think we’ve got some ways where we
can utilize your expertise.” Things of that nature.

Michael: Okay, and what did you do?

Jon: | basically took on consulting clients.

Michael: Okay.

Jon: | worked with some people and did things as simple as take a

person who had a service business, auto repair, and told them to
start and put together a newsletter - an ink and paper newsletter -
to send out to there clients on a quarterly basis. In this newsletter
there were little articles on different things you can do to make your
car go to two hundred thousand miles or whatever, the little things
you can do in the winter to ensure your safety. Then, of course, on
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the back page would be some coupon for different specials that
were running.

Right. Did you just take on anyone or did you look for set-ups? Isn’t
that what Jay taught you?

| looked for set-ups. Very early in my career, when | was still
working basically on word of mouth, | was young and realistic and |
had the “Messiah complex” Than means I think | can solve
anybody’s problem. Well, | found out very quickly that | am not the
Messiah and | can’t solve everybody’s problem. There were some
people who came to me with products that the public did not want.

Okay.

There’s nothing on earth that | can do to sell something that there is
no demand for.

Did you take them as a client or just say, “I'm sorry there’s nothing |
can do for you.”?

| took that kind of client on once and | learned my lesson.
Okay, so explain: what is a “set-up,” in your opinion?

A set-up is a business that already has been in business for a
while. They have a group of customers, people who have
purchased something from them, which shows me that they’re
producing a product or service that people actually want. But,
they’re either not following up with them or they’re using very
inefficient lead generating or sales conversion tactics. In the
beginning they are succeeding somewhat in spite of themselves.
Okay.

That's what a set-up is. It is something where | can work for the
same amount of effort it might take me to increase one company’s
sales by ten percent; | can increase this company’s sales by fifty,
seventy-five, one hundred, two hundred percent. That's my idea of
a set-up.

All right, let me ask you this: after the meeting, you’'ve got people
who talk to you and say that they are interested in learning more
and they want to do something with you, how do you set the
appointment? Did you charge money for the appointment? What
offer did you make to the client when you took them as a client?
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Did they have to put money down? Did you do it all on one
hundred percent contingency? Did you sign contracts? Did you
have a simple letter of intent? Go through the structure, the details
of what you did with the prospect, to have that first meeting, Tell me
what kind of papers were signed and the details on setting the deal
in motion.

Sure, absolutely. Back then, again | was a little bit naive, | was just
starting and there were times | worked with contracts and there
were times when | worked just on a handshake deal. The big thing
| found about contracts is that “contracts only keep honest people
honest.” If it's somebody that you don’t have a good gut feeling
about, that you're really going to trust them, then don’t do business
with them. I've had iron clad contracts where they’'ve refused to
pay me and I've had handshake deals with people where they’'ve
paid me very well. What | would do, initially, is, if someone came
up to me and said, “Hey, Jon, that was interesting, what you shared
this morning. | think that there’s something’s that you can do for our
company. Can we meet?” I'd say, "Absolutely.” Let come out to
your office and spend a couple hours with you.” One thing that |
do, even to this very day, is | don’t charge people up front to find
out about their business and to find out if there is a match there.

Okay.

| guess | take the “pay for performance” concept to the extreme. |
don’t think anybody should earn a dollar unless they return
multiples of that dollar.

Right.

Nobody gets paid to breath and nobody gets paid for efforts. The
second thing is | want to find out as much as | can about that
company to see if in fact it is a set-up or if it's going to something
that is going to be very difficult to work with. So | would set up a
time, go out to the company, and | would just sit there and ask them
a ton of questions. | would ask them to walk me through their lead
generation process. How do they get people in the front door the
first time? Do they walk in or call? When that person comes in,
what did they do with them? What's their sales conversion process
like? What do they do with the people that they don’t sell?

Would they open up to you?

Nine time out of ten, absolutely.
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Michael: Okay.

Jon: | mean they would open up pretty much anything | wanted to ask
for. The financial records, the books, the whole works. You have to
understand, these were people who realized that there was
something missing in their business. They knew instinctively that
they should be at a different level then they were at. They saw me
as the doctor who comes in and says, “Listen, | can probably fix
your problem, but you’re going to have to let me poke and prod for
a while to find out exactly what’'s wrong.”

Michael: Okay.

Jon: Then after asking all these questions, | would just come down to
the end and one or two things happened; either | knew that this was
a set-up or | knew it wasn't a set-up.

Michael: Right.

Jon: If it wasn't a set-up | just kind of shook hands and parted friends. If
it was a set-up | said, “Okay, here’s the deal. | can see one or two
or three or four areas in your sales process that can very easily be
enhanced. Now if you want me to work with you, I’'m not going to
ask that you do physical implementation work, writing the sales
letters things of that nature, but I'll show you the whole process. If
you want me to do that, then what | am going to ask for is a certain
percentage of the increased sales over an above what your base
line. What you have historically been growing by. So if you've
historically been growing for example ten percent per year we're
going to base my fee on anything over that as the increase that |
bring. Fair enough?”

Michael: Okay, fair.

Jon: Nine times out of ten, they would say, “Absolutely.”

Michael: So you established that price right there in that meeting, or the next
meeting?

Jon: Right then.

Michael: Okay.
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Then, usually | would say, “What I'm going to do is this: I'm going to
ask for x number of thousand of dollars up front just as a kind of
retainer against the commission.”

You would ask for that?

Absolutely. I learned early that if both parties don’t have a stake in
making something happen, what happens is, the party who has no
stake in it often times takes advantage of the party who does.

All right. So you would ask for a couple thousand dollars as a
retainer from them to retain you if they were interested in moving
forward?

Right, it shows that they are serious. You can ask for anything from
two thousand up to ten thousand dollars.

So, it separated the men from the boys.

Yes. | wanted to find out if they were serious about doing this or
did they just want to play me along and get some free advice.

Now, percentage wise, out of all the people you made this offer to
how many of them balked at the deposit?

| would say, back in those days, it was probably 50/50.

Fifty percent. That's realistic.

Yeah.

You're doing a numbers game.

It is a numbers game.

So then you moved forward and implemented these marketing
strategies that you had learned from Jay Abraham. Tell me about
your most memorable deal.

My most memorable deal? Probably the one that is the most funny
is not the one that either made me the most money - or even
increased overall sales — but it was funny because of the situation.

A little mom and pop type meat and deli shop. They sold meat and
deli stuff plus they did wild game processing in the fall. In

11

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

Michael:

Jon:

Michael:

Jon:

Michael:

Jon:

Michael:

Jon:

Michael:

Minnesota, there are tons of deer hunters, so everybody would
bring in their wild game for processing.

Right.

| worked with them. The first thing was that | did was teach them
how to write ads that were like Jay’s ads. All their competitors were
running ads with a little character of the butcher, showing some
meat or something, and then they would have coupons at the
bottom. We wrote ads that were more advertorial type ads.

Right.

| think I can still remember some of the headlines. Wasn't one: “The
Three Most Important Things That Most of our Competitors Hope
You'll Never Find Out About the Meat They Sell.”?

Right.

Things of that nature. There were a couple times that they would
run those kinds of ads and the newspaper say, “You've got to let us
design your ads for you. These things are just not working.” They
were working like crazy we were laughing all the way to the bank.
One time, unfortunately, we just didn’t have enough lead time to put
in that style of an ad so we listened to the newspaper and put in
their kind of ad. They ran the traditional type of ad. The response to
the ad, because all the ads we ran had a coupon so we knew when
someone came in from the ad, we could track it. The response to
the newspaper style generic-type ad was something like three or
five percent of what we were getting from our kind of ads.

Wow.

Also during wild game processing season, we wrote an ad that | am
sure you're going to remember from Gary Halbert stuff. | think it's
the one that he has in his book How to Make Maximum Money in
Minimum Time with Chiropractor Yellow Page Ads. We wrote an
ad like that said, “Don’t have your wild game processed anywhere
until you read this. Its unfortunate but most wild game processors
only understand a couple techniques, we understand and use many
others...” so on and so forth. We put this ad in a publication called
The Outdoor News which goes to all the hunting enthusiasts.

Okay.
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This ad was so successful, that this little company started doing
over five hundred percent the amount of business that their well
established competitor was doing. It infuriated the competition so
much that the competition started making phone calls to the
Department of Public Safety about this meat market.

Oh really?

They were just doing anything. I'm not really sure if it was the
Department of Pubic Safety but whatever government department
is responsible for inspecting places where food is prepared. So the
inspectors would be coming out to my client’s business almost
every day and say, “Well, we got an anonymous call we've got to
check out and make sure that everything is clean and sanitized and
running according to regulation.” It became kind of a game after a
while because the inspectors had to come. If they received a call,
they had to come, but they would come in and say “Somebody
must be really upset with you.” My clients would say, “We know
who it is. It's the competition - because we are just trampling them.”
Our competitors called the newspaper, in fact, and said, “If you ever
run this company’s ad again, we’re going to pull our ads.”

Okay.

So that was probably my most memorable case. Again, it wasn't
the one that made me the most money or made my client millions
and millions of dollars, but | think it stands as a testament as to how
effective this can be.

So when you were dealing with these clients, thinking back on all
the client’s you've had, actually working with them, are you working
with them on a one on one basis with the owner? Or do you work
with the marketing director? What kind of challenges to you face,
especially if the owner says, “Okay, we’re going to do the deal.” and
he turns you over to some employee who'’s handling the marketing.
Can you go into that?

| think | was probably fortunate, and/or selective enough, to never
get in a situation where | was really butting heads with somebody. |
think what you may be talking about is going in and working with an
existing marketing manager who might, for whatever reason, have
their own private stake and say, “Well, if this idea didn’t come from
me, it can’t be good.” Is that what you're talking about?
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Michael:

Jon:

Michael:

Jon:

Michael:

Jon:

Michael:

Jon:

Michael:

Jon:

Michael:

Yes. If anyone’s going to become a marketing consultant,
obviously they may find a deal with a company who has a principal
who may make all the decisions but may not actually handle the
marketing. Since you've made an agreement with the owner, let's
say the owner turns you over to some employee who'’s not real
savvy on marketing, who doesn’t really know what they are doing,
doesn’t even know why you're there. Are there any challenges that
you can remember when this happened, where it became very
difficult to continue on with your marketing agreement because you
were not directly involved with the decision maker?

| never had those. | think, probably, it was just that either | was
lucky enough, or maybe | was selective enough, that | didn't get
into a situation where | was dealing with one person to close the
deal.

Right.

They never handed me off to another person who was either not in
the loop the first time around or who was not the most cooperative.
My clients were always very cooperative.

Okay, that's great. So this whole Jay Abraham protégé program
educated you enough to be pretty dangerous?

Listen, it took me from a guy who was babysitting computers at the
post office to somebody who is a very well respected marketing
strategist, consultant, and coach.

Okay, that's great. Obviously, | buy and resell Jay Abraham
material and am a student of it. People who visit my site and buy
this material - | think it will be really helpful to someone who actually
implements and studies the tapes and wants to get out there and
do some marketing consulting, to hear it from an actual original first
time Jay Abraham protégé. | think that is wonderful.

| was at the very first one, the pilot program, actually.
Right. How was it? Amazing?

It was eye opening to me. | was at three of the programs during
that first year that he did those.

What do you know about Mack Ross? He’s a pretty sharp guy. Do
you remember his background?
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Jon:

Michael:

Jon:

Michael:

Jon:

Michael:

Jon:

Michael:
Jon:
Michael:

Jon:

Michael:

Jon:
Michael:

Jon:

Michael:

| remember that he was very heavily involved with Phillips
Publishing and he may be to this day. I'm not sure.

Okay.

He obviously knew a ton about direct mail. Mack is a good guy;
he’s one of the best.

| really like Jim Sesal. | really like him.
| remember Jim Sesal. He made a name for himself as a “slug doc”.
Do you know if he’s still around today?

You know | haven’t heard what Jim Sesal is up to lately. He
obviously is more geared towards the sales end of things, training
sales forces and the whole sales conversion process, which is part
of marketing but probably wasn’t the part that | was most jazzed
about or interested in.

Right. Do you remember Gary Halbert being at that seminar at all?

He was not at the seminar. They played a video tape of him.
Okay.

They used a tape, in lieu of him being there. | think he had a
schedule conflict or something of that nature.

Can you think of anything that you’'d rather be doing to make a
living?

No, absolutely not. | don’'t work... | just have fun. | help people.
Right.

Everybody in business has some sort of problem, some sort of
challenge that keeps them awake at night where they say, “If only |
could solve x.” | talk to people and say, “What is this that keeps
you awake at night?” Or, if your business is humming along just
fine like a well oiled machine, you're selling all the products you can
make, you’ve got no problem. Maybe that was the case two or
three years ago, but in the current economy everybody’s got some
sort of challenge.

Right.
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Jon: So what | do now is say, “Tell me what your biggest challenge is? |
can’t guarantee that | can solve it, but, if | can't, at least I'm not
going to charge you anything. If | can solve it you pay me a
percentage of the additional money | help you make or the costs
that | can help you save.”

Michael: I’m always on the search for a good marketing consulting who
knows this stuff.

Jon: Okay.

Michael: As my customer lists expands and | have calls and people who

want my time, there are only so many hours in the day.

Thank you again for listening, this is Michael Senoff with
www.hardtofindseminars.com. If you want to get in touch with any of the people
in the interviews, please email me at Michael@hardtofindseminars.com.
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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.ExecutiveAudiolnstitute.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. |
buy and resell very hard-to-find marketing seminars. | 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 | started this site was | wanted to go to a
$20,000 seminar, but did not have the money. | wasn’t about to pay this kind of
money for audiotapes of any seminar. So | did some research and found
somebody who had a set of these tapes that | wanted and | got them for $50.
After | studied them, | 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,
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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.ExecutiveAudiolnstitute.com

Title: http://www.ExecutiveAudiolnstitute.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. | 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. | 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. | 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, Marketing Consultant

"There’s plenty of theory out there about
how to be a marketing consultant. My
HMA consulting system is the only one that
takes you step-by-step through the process
of making the first phone call, then to closing
the client, and finally to servicing the client.
Plenty of content out there in marketing on
what a business should do, but they’'re not
interested in the content. They want you to be
able to execute."

The biggest problem business owners have is not being able to get
the job done, and so they have plenty of consultants who 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 my HMA
Marketing System. For more information on the HMA System go to:

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