
Results From The Front Lines 

An “old” campaign works AGAIN! — BOY DID IT EVER.!! 

I recently helped a member bring back a proven                   

marketing campaign.  

As they say the proof is in the results. The first day of 

the campaign resulted in $85,000 in sales, day two   

resulted in $75,000 in sales, the third day resulted in 

$50,000 in sales. This was before the second, third and 

fourth follow-up via different media, every one of those 

created another bump in sales! 

BTW, that was with him only hitting 1/3 of his list. 

I helped him develop the initial marketing piece and laid 

out the whole campaign, including the timeline.  

If you’re interested in finding out if this campaign will 

work for your business call our office at 440-783-1651 

 

 

 

Happy Thanksgiving 

 

 

 

 

 

 

 

 

 

The Place For Prosperity 

NoBSCleveland.com 

This Month’s No B.S. Marketing 

Meeting Is Thursday, November 

10, 11:30-1:00 at the Strongsville 

BW3 

Register to attend at NoBSCleve-

land.com or email                                      

Info@GreatResultsMarketing.com 

or Call 440-783-1651 
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    What’s Inside: 

• One campaign nets $210,000 in 3 

days —  Page 1 & page 5 

• Giter Done — Page 2 

• Proper communication with cli-

ents — Page 3 

• What’s missing when marketing 

to cold lists Page 4 



 

WAYS TO THANK THOSE WHO SERVED IN THE ARMED FORCES 

On November 11th, we honor those who serve in the U.S. armed forces. Take a  

moment to stop and say thank you to a veteran or two. Here are a few other things you 

can do to show appreciation to those who serve and sacrifice their lives for us daily.  

1.) Buy a veteran a meal or a cup of coffee or buy a meal for their family.  

2.) Write letters to servicemen and women. Veterans are often the ones leading efforts 

to support active duty servicemen and women. One way you can help is by writing letters to deployed soldiers. Op-

eration Gratitude and Thanks A Million are two organizations that help with this.  

3.) Volunteer your time to help a military family handle things at home while their significant others are away or go 

to a retirement home and ask to listen to the stories of your senior vets.  

We are ever appreciative of those who have and do fight for our freedom and their families!  

Getting Things Done 

It's stunning what becomes obvious when you get some age and experience under your belt.  

In business, there are 3 distinct types of folks:  

Those who can't plan or get anything done to save their life... 

... those who can talk a great game of planning, but can't implement for shit... 

... and those who get stuff done. They may be poor planners at first, and go off half-cocked at times... 

... but they dive in anyway and DO things. And learn from their mistakes.  

And keep their eye on the ball.  

So, soon enough, they become planning wizards and implementation specialists.  

Those are the folks I like to do business with. — Doers, not dreamers.  

Well, okay, a little dreaming is necessary, for generating big ideas. But without implementation, nothing gets done, 

and dreams die.  

Look for evidence of movement and follow-through in people. It's much rarer than you realize.  

Looking back, the adventures and disasters are what make life worth living.  

Your very natural and understandable fear of making decisions and moving forward is probably the main sticking 

point in your lack of progress in life and business. Too many fear making a mistake. Mistakes are part of life, it’s 

also when most learning happens. 

Our ticket for this world is for a very short ride. Don't let fear and bad habits ruin it.  

Determine your goals, plan a way to attain them, and get busy. If you need help to make it happen, make 

the decision to make that investment. 

That's my best advice, stop wasting time, especially given the pace of change.  

Keep moving , and get better as you go!  



 Properly Communicating With Your Customers/Clients  

Especially about challenges 

 

Most businesses are facing challenges they haven’t in the past, such as staffing shortages, supply 

chain issues, inflationary pressures and, the list goes on.… 

I’ve mentioned it before keeping an open line of communication and managing expectations IS part of 

your marketing responsibilities!!! 

Below is an email I received from a local restaurant I frequented before, think about using it as an 

example. 

They did a few key things here, one is letting them know about the changes and a good reason why 

they are making the changes. They also are talking about valuing their employees, which is something 

consumers care about. 

They start with appreciation and talk about maintaining high quality of service. The highlights I added. 
 

 TO OUR VALUED CUSTOMERS, 
 

I would like to first take a moment to thank each and every one of our guests that have continued to 

support our business over the years. We would not be where we are today without you and we hope 

that you continue to enjoy a wonderful experience at XYZ, time and time again! 
 

Due to the high quality of service, we pride ourselves on, and the health of our staff, we have made 

some changes to our business hours. 
 

As you will see below, we have decided to close some additional holidays and a few extra days 

surrounding them to provide our staff with a much needed break. Employment in the restaurant 

industry has changed dramatically and we do not possess quite enough employees to continue going 

at this pace. We value the employees we currently staff and need to make sure we keep their well 

being a top priority. 

We hope to see you soon & thank you again for your cooperation! 

 Sincerely, 

Mike T. 



What is Missing From Marketing to Cold Prospects 

Most days you’re inundated with companies and their sales reps. trying to sell you on the idea their 
advertising will help you grow your sales. Few mention their product will be good for your profit margins. 

They drop in, unannounced to sell you radio, TV, Valpak, Facebook ads, Google adwords and the list goes 
on. Or they show up via email or they call the shop. The ultimate goal is to get your hard-earned money, 
yes, they’re trying to earn a living too, BUT… 

What’s critical, is the BIG thing they do NOT sell!!! 

There are no reps selling organized target markets. There are NO target 
market reps. 

There are NO message reps.  

Nobody selling the perfect message for YOUR business, that fits your ideal prospect, ready to deploy. 

If, or when you buy, you then scramble to put a message together or you depend on them to put 
something together for you. They happily agree, because they have templates, they can make your ad fit 
into. In fact, they like it better that way, less work for them. It flops, and then you blame the rep or the 
media.  

It's not the media or the rep., remember the rep’s job is to get you to agree to place an ad, in other words 
his/her primary job is to get you to part with your money. Most reps have little to no marketing or 
advertising training or experience, most are trained experienced sales people. They rarely know much 
about your business or the type of customer you want to attract. Too often they advise you on putting a 
“Low” price in your ad. They figure if you offer the lowest price, you’ll get more responses and possibly re-
up with them again next month OR they sell you brand advertising. 

They don’t know or even care that those bottom-feeders who respond to the ad aren’t going to help you 
grow your business profitably and are NOT likely to return unless you make another low-priced offer, 
actually it will have to be THE lowest price offered.  

In other words, you’re expecting the rep to deliver something they aren’t able to deliver, even if they 
wanted to! Doing so is taking the easy way out, meaning the results won’t be what they could/should be. 

The next to get blamed is the media, rarely does media die or fail. Good marketing messages can be made 
to work in most any media. IF the media is a place where you’re able to reach the type of clients that are a 
fit for your business. 

Too often when the response is not what was expected, the blame game begins. The reality is, as the 
business owner, the buck stops with you. You have to take responsibility for the message being right AND 
for the target market to be properly identified AND for the offer to get the prospects attention. DO NOT 
leave this up to the sales rep who is there to get you signed up for an ad. THEY ARE SALES PEOPLE, not 
marketing or advertising people! 

This is NOT a knock on sales people, it’s a knock on whoever relies on them to create an ad that gets 
results, i.e. sales for your business. THAT is your job, or your job to find someone to help you do it. 

 



       Results Marketing, LLC  
 

Handwritten Yellow Sales Letter Mail Sequence 
 

Gives you layout style & copy example you can use to develop your own piece 

OR Have Dan do it for you 
                          

• Includes one letter review by Dan  

• Includes a 4-step follow-up blueprint, utilizing mult-media  

• Includes resource recommendations 

• Product may not be re-sold  

• Program delivered via email 

• BONUS: hard copy of a sample delivered via mail for you to see, touch 

and feel 
 

 

 

 

 

 

 

 
(   ) Yes Dan, I Want This Money Producing Letter & Blueprint -- I agree to pay only $197  

 

(   ) Yes Dan, I’d like the Money Producing Letter & Blueprint AND I want Dan to 

write the letter and the follow-up sequences for me, using information I provide – 

I agree to pay $597 

 

                                                 Important: Check One of the above options  
 

 

NAME   _______________________________________FAX: ______________________________ 
 

BUSINESS NAME: _________________________________________________________________ 
 

ADDRESS _________________________________PHONE: ________________________________ 
 

CITY/ STATE/ ZIP__________________________________________________________________ 
 

E-MAIL: __________________________________________________________________________ 

 

CREDIT CARD#  __________________________________ Expire: ___________SIC Code: _______ 
 

____________________________________________________ Date ___________________                                                                              

  Authorization Signature:              
 

Please Print clearly and Fax this form to Results Marketing, LLC to 1-877-376-2321 or                                

Email it to Lois@GreatResultsMarketing.com 



Every Business Owner LOVES Referral 
Customers/Clients/Patients – Most Don’t Know HOW to Get 

More of Them. 

A Referral System for                         

YOUR Business 
 

 

 

 

At The November No B.S. Marketing Meeting I’m Going To Share 

  

A Proven Referral System to Generate More of Those “Ideal” 
Customers/Patients/Clients 

  

What I’ll cover about adding more referral customers: 
✓ The 3 types of referral sources 
✓ I’ll show how to create a referral culture in your business 
✓ How you can get referrals in bunches 
✓ How to get your clients to willingly send you referrals  

 
 

 
Join us on Thursday, November 10h from 11:30 - 

1:00 P.M. at The Strongsville BW3 
 
  
 

 

Make plans now, to attend this month’s 
Register NOW at www.NoBSCleveland.com  

 

In Honor of this month’s topic invite a friend 

and get a gift valued at $137 --- First time guests 

attend for FREE, register them now.  

84% of Consumers 
will take action 
based on 
recommendations 
from people they 
know! 
When your 
customers refer their 
friends, they are very 
likely to respond! 

http://www.nobscleveland.com/
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