Section |: Introduction

A marketing crusadeisan al-out effort to convert othersto your product or service, your
company, and your way of thinking. Ninety-nine percent of the success of your business will
result from the success of your marketing efforts.

You can have a great product or service, but if you don’t know how to get it into the
hands of your potentia cusomers or clients you will go out of business before you can even
dart.

We compare our marketing approach to a missionary’ s work or the launching of a
crusade because only the fervor and the determination of amissionary or crusader will assure
your marketing success.

Missionaries are driven by more than jug their desireto sell someone on buying their
product or service. Rather, amissonary’s god isto convert the world to their way of thinking,
their mission and their crusade. Only through such a conversion process can you expect to
receive not jugt a customer, but cusomersfor life.

When your business launches a marketi ng mission, it takes a different approach to
marketing than is used traditionally.

Traditional approaches aretaken and set aside in favor of our missonary or crusader’s
goal. In atraditiona effort, the real motivation for most marketing activity is jus to make
money. That’s nice to do, but that's not al we need.

Every marketing effort, at this point, istied directly back to its contribution to money
comingin.

Now, as amissionary, your bus ness goal becomes an effort to win your cusomer’s
lifetime business and loyalty. If your business’ marketing activity issuccessful in changing the
way your cugomers think about your business or products or services in such away that the
customer sees you as a vehicleto accomplish their goal and growth, then your goa sand your
growth will be a natural result.

As your bus ness managesits sales growth properly, increased profit is going to fol low.
Immedi ate profits are nowhere near as important aslong-term profits. To insure that you're
going to continueto profit for the long-term, your rea objective isto convert your progpect into a
customer who shares your vidon of what you' retrying to accomplish and isatrue believer.




Vigon is aproblem with the norma sales gpproach. Thereis no vision other than
the short-term, which isto make theimmediate s e. There islittle or no rea focus on
back-end selling, which we Il talk more about later on.

What is your vison?

Is your business focused on an areaof interes to your customers, prospects or
clients?

Are you driven fervently by the need to hel p them or yourself?

Why shoul d others patronize your budg nessrather than any other business? Or not
do anythingat dl?

What will not only cause your cusomers to return again and again, but cause
them to tell others to buy your products and services as well ?

Can you take that vision and incorporate it with a main sa es and marketi ng thrust,
advantage or Unique Sel ling Proposition and use that for an advantage over your
competitors?

WEe're going to show you how to launch this mark eting mission or crusade and
how to re-think your entire mindset on how rea successiscreated whether you want to
usethis to market persona assets or you want to market business assets.

Lifeisreadly about marketing and selling. Y ou start out as a cute little packaged
newborn baby and you're selling your parents on responding to every whim and desire.
I"'m finding this out myself. Throughout our lives, we re-package and re-market ourselves
continuoudy. We sdll our parentson caring for us. We sell our spouses on saying with
us Wetry to sell our children on obeying us. Wetry to sell our bosses on employing us.

By tria and error, some of us come upon the ri ght marketing approaches and the
nght salestechni ques that tend to work better than others.

If you're not a good sal esperson, you can have difficulty inlife.
If you are agood sd esperson, you' re going to succeed.

If you're agreat salesperson, you're going to be able to obtain your every heart’s
desre.




Technique #1 — Focus On Selling A Vauable Product Or Service: FocusOn Selling The
Better Mousetrap

Over the years, everyone’s heard the expresson that if you build a better
mousetrap, the world will beat apath to your door. If you'rein bus ness, experience has
probably proven this to be a great myth. Y ou may be the best, have the best product or
service, but you will go brokeif you don’t have the customers. Y ou probably know this.

Unl ess you properly market that product or service, no oneis ever going to even
look for the path to your door regardless of how uniqueitis Marketing's ultimaterole in
the sale of your product or serviceis80% or more of the success of your bus ness

Marketing ismore than just selling. It encompasses everything from creating the
image of your company and product, a color scheme, location, background, and a lot
more. Marketing’s god isto take your valuable product or service (your better
mousetrgp) and position it as, | can’t live without that product or serviceor | can’ live
without that mousetrap. It’s even good for the mouse.

Once your prospective clientsor cusomers really undersand what your business
stands for and what your vison is or the business’ vision isand redli zesits products or
services are vehicles by which they can fulfill their goa s and satisfy their needs, sales are
anatural byproduct.

Some examples of this vision might be someone coming up with amousetrap that
alows the mouse to go into the trap via aone-way door and can’t get out. You can take
that trap and | et the mouse out in the woods without kil ling the mouse - that’ s a better
mousetrap.

It might be aheath food store whose vision is that peopl e should eat properly in
order to enjoy agreater quality of life and ultimatdy live longer.

When the customer finaly realizes and grasps the business vision, they’rea
cugomer for life- at least if that business continues to use strategi es that we’ re teaching
you to earn that cusomer’s loyalty and trust. These customerswill keep sending
additiona bus nessyour way by returning themselves and sending friends and relatives

Y our marketing investment will be returned to you over and over again and create
reg dua income.

The practica result of having these cusomers for life might mean you can grow
your business from just your exiging customers Y ou don’t have to continually strive to
get new customers, Some research shows that finding new customersor clients can often
cogt you 500% to 2,000% more than actually selling your existing cusomers.




