THE ELEVEN AGREEMENTS

So there's the issue of possibility. So there's the issue of open architecture
versus closed architecture.

So Dave this goes back to your 'T can't even believe they think this way
problem." So pretty much we all, everybody in the room, has at some
point probably for most of you, quite some time ago, embraced to a great
degree if not completely the idea of open architecture, which really means
you can remake any way you want to remake it.

So George Douglas told me the story last night about after many years
they've had a boat or boats including a river boat, steam paddle wheel boat
for many years. So they got boats for many years. And have been going
to Florida and spending time on a boat. And so what a year ago, last year
ago decided we're both getting up there. it's time to get rid of the boat and
we'll just get a great big, giant motor home for the months that we go
spend in Florida and after a year of that Jeanne comes to George and says,
"I think we should get a boat. We should go back to having a boat." The
caliber of the people in the mobile home park isn't exactly the same as the
caliber of people who camp out on boats for three months. And so we'll
go back to having a boat.

And so they got another boat. Now what I have just described is as
unimaginable to the majority of people outside this room as it is as
unimaginable as anything you could think of that would be unimaginable.
It 1s inconceivable that you would have a boat, not have a boat, get a
motor home, decide you don't like the motor home. Get rid of the motor
home and go get another boat. You've just described something you might
as well have described them sprouting wings, flying to Mars, bringing
back blue rocks in their mouth. It's just inconceivable to them. It's
inconceivable to most people. Choosing the place you live. Now not so
much as it used to be. True. But still. Over 50% of the people die where
they're born. Some come back. So I did. Some are like elephants. When
they know it's getting towards the end they come back. But it's over 30%
never leave. Don't leave. They stay where they were planted, which
pretty much was random in the first place. And the idea of just pack it up
and going no matter how miserable and broke they are where they are, the
idea of packing up and just going somewhere is conceivable to them. So
I've had the conversation many times because when I left here and moved
to Phoenix, if you count the three days I was trapped in my apartment, it
was an eight day decision. And we were going and I'd never been there.
The decision was how far away from snow can you get and not be in
California? That was the decision. I'm serious. That was the decision.
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Let's look at a map. How far away from winter can I get but I know I
don't want to be in California. Arizona. That was it. I just told you the
whole thinking process and arguably, by the way if I'd been a little bit
more deliberate about it I would've gone to Nevada that has no state
income tax and I wouldn't be here because I would've hit my enough is
enough number about 9, 10, 11 years ago and somebody else would be
here talking to you.

But anyway, so I've had this conversation many times because I picked up
and moved fairly quickly. Sold the business in a week. I was gone. After
three days trapped in my apartment with my wife, unable to get out this
cannot happen again or murder will ensue and I wasn't confident that I was
going to emerge as the murderer. So I would call that a tossup. So this
could not be permitted to happen even one more time. When you cannot
see the roof of your car for the snow you know you've got to go.

So when I have that conversation with people it's just unimaginable to
them. The speed of the decision, the not having been there, this beyond
their possible comprehension. So all of it that we sort of now take for
granted, that you take for granted that is part of your belief system now.
So where's the British couple that lost all the weight? Oh there you are.
So how much did you lose?

Audience: [Inaudible].

Dan: Okay. So how much in size? Four sizes. In how many months?
Audience: [Inaudible].

Dan: Good for you. Okay. And how many dress sizes sir did you lose?
Audience: [Inaudible].

Dan: Okay, good. Very good. Okay. So they were at a seminar in the
UK and I guess I was the final nudge because I made probably an impolite
remark about weight. The combined diet and exercise program in one,
which you place the palm against the table and you push your fat ass back
before you eat a second helping. It's actually the only one that works.

And when you're saying it in the presence of overweight people, it's rude
and I imagine for the British it's probably even more rude because they
tend to be a polite people unlike us. And I've said many times, by the
way, because you don't know. The British audiences are so much better
than the American audiences. So much better. If the damn place wasn't
so far away and so small I would infinitely rather work. So anyway so
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they were ready, I guess, and got a nudge and they now dropped all this
weight and they look fabulous.

And I don't know did you do it on your own? Did you join some
program? You did it on your own. All on your own. Just did it. You
understand how unimaginable that this to most people. They cannot, do
you understand they cannot conceive of it. So then they would
immediately start going back into all the stuff we talked about this
morning. Well they're genetic freaks. They're some explanation for how
they are able to do this and I can't do it. It is unimaginable.

So this whole issue of possibility, the acceptance of possibility cannot be
assumed by you in your advertising, marketing and selling. It can't be
assumed. So like Susan, if you look at your stuff about someone
becoming voiceover talent. There's an assumption on your part that they
believe that's possible. I haven't even got to personal possibility, just
possible. And for many people the assumptions erroneous. So what do
they really believe? They believe there's a part of that story that's not
being told, that actually is the explanation. So if they show their before
and after pictures to a bunch of fat people and the fat people say, "Well
how did you do it?" So I probably answered a question. I probably didn't
go into it on my own initiative at the seminar. Somebody probably asked
me. And that I gave my answer, right? Probably. Oh I started it of my
own initiative? Well then I really apologize for being rude but you look
great. However there's a bunch of other fat people who were there are still
pissed off.

But so if they show their before and after picture to fat people or they run
into people now who knew them the people will say, "Well how did you
do it?" And if they then say, "Well we pushed and we ate less and we
took a walk." Everybody's going to be 'A' pissed off and 'B' they ain't
going to believe it. It requires a belief that that's possible. And 'A' most
people don't believe it's possible and in fact their conscious mind can't let
them believe it's possible because they're fat. There has to be an
explanation for why they're fat other than choice. That's an unacceptable
explanation consciously and subconsciously.

So what do people believe? They believe there's part of that story they
aren't telling. They did something. They all got sick. They were deathly
ill for four months and they lost the weight laying in the hospital, that's
why or they had a coach they're not telling us about or they, whatever.
They found a magic herb in England, it doesn't grow here, that they're not
telling us about. So this idea of possibility is not the given we think it is,
not for most people. And so when you talk about starting points we're
starting way, way, way back here.
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One of the pathways kind of out of that that is consistently used with
opportunities, that it's very hard to use with anything else but opportunity
language is either new and now available for the first time or this has been
kept hidden from you and used only by an elite few till now. Those two
things, for example, now make me able to acknowledge that something
may be possible, that up until now has in fact been impossible. So
technology has done it. The whole kind of get rich in internet is based on
the idea that up until now you had to have a bunch of money and open a
store and inventory and now all you need is a website. That changes my
view of what's possible.

Second thing, second agreement that has to occur before they can really
buy from you is beneficial nature, meaning they have to agree that the
outcome of what you are putting in front of them is really beneficial. So
let's think about it a classic business niche improvement story that ties to
what everybody says they want. So if you ask most business owners, most
practice owners what they want one of the things they're quickly going to
say to you is they want to more customers. They want more customers,
they want more patients or they want more leads. That's what they'll tell
you.

Now of course we know that's not what they need but that's not my point.
My point is is even in saying it you can't assume they are in agreement
about the beneficial nature of having it even though they said they wanted
it. Because what's in their head about what comes with more customers or
more patients or more leads? More work. More overhead. More staff.
More headaches. More pains in the asses. More taxes. Maybe lower
quality of customer or patient. So they're a bigger nuance than the ones I
got now. There's all sorts of bad shit that comes with more customers,
more patients or more leads.

So even though they say they want it because 'A' it's the only thing they
know to enunciate that might get them to what they really want or 'B' they
think it's what you want to hear. It's reflexive. It's what they hear
everybody say. It's feeding back what everybody's trying to sell them
because we know that's what they all want so we all talk about it. So they
feedback what we talk about. But it does not mean they're in complete
embrace of the beneficial nature of the thing they just annunciated that
they want to buy from us. We dare now to assume that they have agreed
to the beneficial nature of what they have just enunciated that they just
want. And especially beneficial nature sufficient to then motivate,
purchase and follow through on.

John and I had a, because I was joking about buying a kettle bell and not
being able to get it out of the box. I got a guy though who would come
over and get out of the box for me but that seems to defeat the whole
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purpose. I guess I could have him come over and exercise for me too but
that seems to defeat the whole purpose too. Unless you think watching
him exercise would be of any dynamic benefit.

We had the little conversation and I acknowledge, by the way, that there is
beneficial nature, and even, which we're going to, personal beneficial
nature to me getting one of the damn things and exercising with it every
day. I am not yet willing to acknowledge sufficient beneficial nature in
order to torture myself in this manner despite his generous invitation to
send me a trainer, which by the way, see you thought that might help the
cause. See that doesn't help the cause. It is even less appealing to me to
have the thing and a guy making me use it in my house then it was just
having the thing. So you didn't really help. I understand you think you
were.

People can hold conflicting thoughts and emotions. And so they can
describe something they want and not be completely in agreement about
the beneficial nature of that thing.

Third agreement that we need is attainability. Attainability is different
than possibility. So for example, you will all acknowledge in the room, I
think, that it is possible to buy a lottery ticket and win the lottery.
Somebody wins every week. But the reason you don't buy tickets is
because you don't think it's attainable. You'll acknowledge it's possible,
you just don't think it's attainable. So there's a practicality bridge that has
to occur because for people to really to buy a thing they not only have to
accept that it's possible they have to accept that it's practically attainable.
So everybody will acknowledge it's possible to be the winner on the
Celebrity Apprentice. It's possible right. Let's forget Celebrity because I
want to use you. Nobody in here, with the exception of Ally, is a
celebrity.

So let's use the regular Apprentice. You'll acknowledge it's possible to be
the winner of the Apprentice, right? Will you all acknowledge there's
beneficial nature, especially for us because we would know what to do
with it if we were the winner of the Apprentice. So how many of you
entered to compete on the Apprentice? One. One, two, one. One in this
whole room. What the hell's the matter with the rest of you? Well it starts
with you didn't really think it was attainable. Because if you got the
invite, if you got the phone call for some reason and Trump's assistant
calls you tomorrow and says, "Hey Linda, if you want to be on you're on."
How many in the room would say yes? A whole bunch of you. You kind
of got to be brain dead stupid to say no. But why haven't we entered?
Same reason most of you didn't go to the American Idol auditions.
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We know it's possible. We know there's beneficial nature but we can
record our self and listen to our self back and we can kind of decide it ain't
attainable, not even with the new judges. So now we need, number four,
we even need agreement to personal possibility. Now this gets even
tougher because somebody can acknowledge that something is possible.
Somebody can acknowledge that there is benefit to it and somebody can
even acknowledge that it's attainable but not agree that it's a personal
possibility for them. There's an error in the booklet by the way. There's a
typo right there in that section. When you find it it should be obvious and
you can fix it for yourself. Give you something to do late at night when
you don't have anything better to do. But it is a meaningful typo.

So personal possibility, that means...so how many of you seen the movie
The King's Speech? Not as many as I would've thought. It's worth seeing.
You should see it. It's worth seeing. And if you can you want to see the
version, because they just changed it, in case you don't know it. The thing
that's in the theatres now, the original one was the R rated version. This is
now a G- rated version so they can get it in more theatres, have more
people come see it. So basically they took the F words out but still it
changes the tone of the movie. So they had the other one cut in case it
won so they could roll it out on a bigger, broader scale. Interesting, which
means probably from Netflix and stuff you can probably A or B at some
point.

But anyway so The King's Speech, the central figure here is a guy who
stutters and has to get his act together and give a speech that changes the
destiny of the world. So if you, you have a little speech impediment. I
think you and I are the only ones in the room I know of who have a speech
impediment. So if you stutter and so at the time that I first saw Zig speak I
still had a really significant stutter. It is now very intermittent. It is
usually fatigue related or telephone more than anything else because I
hate being on the phone.

But at the time it was constant and so obviously you would sit there and
acknowledge it's possible to do what he's doing because you can see him
doing it. So we can't deny the possibility. The beneficial nature's pretty
damn obvious. You tell 500 people to get up, march to the back of the
room, get in lines, get their credit cards out. I get it. At the time I'm
selling stuff to people one-to-one. So beneficial nature's pretty damn
obvious. Even attainability because if hears Zig's story you say to
yourself, "Well okay, the guy was a pot and pan salesman who wasn't very
good at it." So it's attainable.

However, he don't stutter. So personal possibility very different thing.
See the only good news as a speaker about a big stuttering problem is you
need less material to do a three day seminar. That was Glenn's old joke
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about a hare lip. I need less material because it takes long time to say
what I'm saying. So personal possibility whole different thing, right? But
we need them to buy into personal possibility if they're going to buy from
us personally.

Now mostly, and we'll talk tactics tomorrow, mostly we try and address
this how?

Audience: Testimony.

Dan: Yeah we try and address this with testimonials. Exactly. We try
and show them somebody who matches up with what they believe to be
their personal impossibility factors so that this goes away. And there's
nothing wrong with that as a tactic but generally speaking it's insufficient
and it takes more. So, for example, we'll often show them, we'll make
sure we have this great diversity of testimonials so that we try and cover,
we got somebody from Britain in our testimonials because we don't want
somebody from the UK well I work over there but not for me because I'm
in the UK. We've got somebody with a stutter. We got somebody who's
old. We got somebody's who young. However the guy's sitting there with
the stutter, one stutterer does not convince him. A hundred might. But
one probably not but that's typically what we do and there's other tactics as
well as testimonials. So we got to get over every one of these hurdles and
we really got have to have agreement.

We were at attainability, number five in your 11 agreements book is where
we were.

So the big thing about this to know is that and it's stated in your little
booklet, people are reluctant to try and fail at pretty much anything to the
extent that the derision from others, the pain, the humiliation that will
come with the failure weighs more heavily on their mind then the
possibility of the gain and the benefits. And any time and every time
they're presented with another situation in which they may succeed or fail
all of the ghosts of disappointments and frustrations and criticisms past
rear up in their ugly little heads.

So while you’re delivering a pitch to them and you think they're with you
in the pitch they're really drifting off about this point into everything
they've tried and bungled or been disappointed by or that to use his term,
didn't work in the past. Now the pure opportunity marketers they have, if
they are selling to repeat opportunity seekers they have this multiplied to
the max because generally speaking those people have bought and not
done much with a number of things to the point that they have a spouse
who is saying, "Not another one of those." But even the established
business owner in a niche, in most cases they have, because a buyer's is a
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buyer is a buyer is a buyer. They have a shelf of things with shrink wrap
on them. Some with the shrink wrap off. Some where they actually did
something with some of it but a lot of it with the shrink wrap still on it.

And in some cases they have a big shelf. I've seen them personally. I've
gone into chiropractors' offices and seen the entire bookshelf full of
everybody's courses and systems being sold to chiropractors including
mine and 80% of it still has the shrink wrap on it. And at some point
somebody feels like they've done that often enough. And if they don't feel
like they have their spouse who scrutinizes the credit card bills feels like
they have.

And so why does all that stuff exist? Well in most cases because they got
over the hurdles to make the buy but they didn't get over the hurdles to
actually now use what it is that they bought and that accumulative
experience is in the way of the next person who shows up. And so as a
collective community the more of us who sell with non-usage the harder it
gets on everybody else because we're all taking turns showing up. You're
showing up to his guy three months after he was there and you're showing
up to his guy three months after he was there and so over a period, it's like
Vance's whole thing about sanctioning incompetence. Eventually you just
make it miserable for everybody else.

So this personal attainability thing, see now this next hurdle is they really
have to believe, they have to accept, they have to agree with the idea that
this thing is doable. This is actually something that they can use, will use,
get a result from all the way to the point of actually getting into taking the
shrink wrap off and using it and it's a very high hurdle.

The next one then is they've got to be convinced that your thing is
different from all others that they have on that shelf. Different from all
others they have tried in the past, yet it must be familiar enough. It's not
scary to them. We can't show them a Martian. But they got to believe
there's something profoundly different about this because the alternative,
you understand, is almost impossible to convince them of. You would
have to convince them that there is something profoundly different about
them today then there was last Thursday.

One of two things has to happen. They either have to believe there's
something profoundly different about them or there's something
profoundly different about this thing. One of those things has to happen.
So if we're going to pick one to try and convince somebody of I strongly
suggest the second. So there has to be a way that they can agree that this
is now personally possible, personally attainable but that lets them off the
hook. So not having already done it is okay. It's not an admission of
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personal incompetence, sloth, whatever and that there's a reason. Why
this will work when nothing else will work.

If you are of a certain age you're familiar with the reoccurring autumn
theme of the old Charlie Brown comic strip of Lucy pulling the ball away
at the last second convincing Charlie to run up to kick the ball and Lucy
pulling the ball away. And this went on for years with Lucy repeatedly
convincing Charlie that this time for some reason, I'm not going to pull the
ball away this time. This is going to be different. And he resisted first and
finally he runs up to kick the ball and of course she pulls the ball away and
he lands on his ass again. This is them. They're Charlie Browns. And so
time and time and time again they've been talked into running up and
kicking at the ball again and then they fall on their ass. And we're trying
to do it yet again.

So at some point we can't show them Lucy and we can't show them a ball.
We got to show them something that looks different, different person,
different object, different place.

Eighth is personal beneficial nature. So again it's possible for somebody
to generally agree that doing 'X' and the outcome of 'X' is very beneficial
and yet not be willing to agree that it is sufficiently, personally beneficial.
It's possible for them to think, "Oh yeah I see how this could be
beneficial." And then change their mind for one reason or another that is
personal as they get closer and closer and closer to it.

So Ally and I just had this. So there's a gender list that goes in, we didn't
even do gender separation. So a woman might acknowledge wanting and
the beneficial nature of having a very big income of her own. But then
she's married to an auto repair guy who makes 32 G's a year. And so if
she gets into Tupperware, does a party every once in a while, makes an
extra $200, $300 bucks, he's happy to stay home with the kids once or
twice a month and he's happy she's got her own spending money to go to
the mall with. If she starts making say eight grand a month 0, and he
makes $30,000 a year and now she wants him to stay home with the kids
three nights a week we just entered a different arena. And she ain't no
dummy. She's been married to this guy for 18 years. She can figure this
out all on her own. We don't need to tell her and it's probably not going to
be a surprise in many cases. So if we're trying to recruit her into
Tupperware she is going to acknowledge the beneficial nature of having
her own business making 80 Gs a year.

But then this scenario is going to occur to her in her own little mind. And
if we aren't addressing it we're not going to get her to sign up in
Tupperware. Now you can extend now the analogy any place you want to
extend the analogy but it demonstrates the difference between
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acknowledgement of beneficial nature and acknowledgement of personal
beneficial nature. Something can be really beneficial to everybody in a
general sense and suddenly feel not very personally beneficial.

Number nine is timing. So one of the last lines of defense for people
against commitment is timing, right? So they can agree to every one of
these agreements up until now but the timing not be right. So let's take
investing in real estate. We could get agreement on all eight and then
somebody determine that the timing's bad because real estate's toxic and
it's hard to sell and I can't flip it and who knows how much farther it's
going to drop. But we don't think we've seen the bottom, etc., etc. A few
years ago they could've said the timing's bad because all the prices are
high and every morons buying and everything's inflated and there's a
bubble and there has to be a crash. And so it's true of everything. There's
timing reasons not to, readily available to everybody about everything.
And it's kind of the last line of defense for somebody who may not be able
to enunciate why they don't want to buy or act but has decided, is trying
not to buy or act.

So we have to get agreement somehow that the timing for X' is perfect
right now because A-B-C-D-E-F-G. Then we have personal timing. So
we can even get agreement now that boy now's a great time to start a
business. Now's a great time to expand your practice. Now's a great time
to add this piece of equipment. Now's a great time to do this for all the
following reasons, right? Take your thing, your laser thing. So now's a
great time because the boomer population is exploding, everybody's got
aches and pains, they're all looking for solutions. What a great time to be
in the laser pain treatment/therapy business. Add it to my practice.

But personal timing now, another story because Barbara who's been with
me forever just quit and I got to replace Barbara before I really take on
anything new. Summer's coming up and the kids are going to be out of
school and we're going to take a bunch of vacations. So really summer's
not a good time. Fall would be...on and on and on and on and on, right?
So for every person who starts a diet there's 10 people who are going to
start a diet as soon as the next event occurs. I'm going to start right after
my cruise. I'm going to start right after the holidays. I'm going to start
right after my vacation. I'm going to start right after, there's a right after
point at which I'm going to do this that I'm not going to do now.

So now we got to get agreement somehow that personal timing is either,
there's only two ways to approach this. One, it either has to be made
advantageous or it has to be made so urgent that personal timing is
trumped by the urgency. Those are the only two things we can do to them.
So once we understand their personal timing issues.
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So I don't want to steal his presentation but at lunch Craig Simpson was
telling me about the use of a particular list in which they discovered
profound seasonality. The list responsive at one time of year and utterly
unresponsive at other times of year. This now gives us actually three
choices. One's a tactical, mechanical choice. One is ignore the list except
for the three months out of the year when it's exceptionally responsive and
then be sure you mail the living be-Jesus out of it while you can. So
there's a tactical response in that case because there's other lists.

If it was our only market, if it was who we sell to and we have no one else
to sell to then that tactical option doesn't solve our problem.

So now we don't have the option of just selling to them three months out
of the year. They're all we got. So now we got to do one of two things.
We got to figure out what their personal timing excuses are, which in this
particular case, which he'll tell you about tomorrow, they're obvious and
they're shared. They're personal but they're shared by every one of the
person's in this market. So now we either got to convince them that what
they think is disadvantageous timing is actually ideal timing. Or we've got
to get their agreement that the urgency of action is so great that we
acknowledge the fact that the personal timing is disadvantageous but
you've got to act anyway.

So you've all been hotels probably, I hate to jinx this but you've all been in
hotels probably when the fire alarm goes off, right? So some of us ignore
it no matter when. If you've traveled a lot you get to the point just like a
car alarm going off in a parking lot now doesn't, all it does is make a dog
bark. Everybody else ignores it. Well fire alarms in hotels the most
seasoned travelers of us at all, real road warriors and I've done my own
little survey. So I've asked Zig. I asked Brian. I asked Tommy. We all
do the same thing. We just say, "Screw it." The odds are we're not going
to get burned up and if we do we do but by God I'm not going out and
standing in a parking lot. So everybody leaves but us.

Some people though are very situational about it. If they're dressed and
they were going down to dinner away they'll flee the building. If it's 3:00
in the morning and they're in their underwear and they're trying to sleep
I'll take my chances. So they're situational about it. So the only way
you're going to get them out at 3:00 in the morning is if you're able to
convince them the damn thing is on fire. Then they'll move. So those are
our choices.

Finally agreement 11 is personal appropriateness. Now this is
interesting because it gets back to belief systems, religious and otherwise.
So somebody can agree to everything leading up to this and still feel that
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not for them. They can agree to everything else. So the example I give
you in the book is when Mary says she doesn't want a house that big or
fancy of a house because whatever would we do with all that space and
gee it's going to take a lot to keep it clean and all that. In most cases what
she's really expressing is either disbelief or personal attainability. So I
don't want to want it because I can't have it or it's inappropriate for me to
have it.

And so appropriateness gets all the way back to people's beliefs about
money and success and ambition and many, many people will
acknowledge, will make all these other 11 agreements and then they
finally get stopped at is this really right for me? Do I deserve it? Is it
appropriate for me to have it? Is it ethical for me to have it? Is it okay for
me to have it? What will other people think of me? What will the
neighbors think, etc.? So a small example of that is visible big ticket
purchases by the affluent were affected in recent years not because of their
inability to buy them or their lack of desire to have them but because they
didn't want to drive home in the big new Lexus and park it in the driveway
when across the street from them they knew that guy was getting laid off
and two doors down somebody's house was in foreclosure. So they
stopped at it was just inappropriate to do it and be seen with it at this
moment in time.

And so in a sense, although we're talking about a car now they got all the
way through all the other agreements but they stopped at number 11 and
they just decided it was not appropriate. And so we ultimately have to
deal with that.

So now we've talked a lot about where they are and what's going on in
their pointy little heads. And in many cases you have probably begun to
think about that differently than you did yesterday. And think about their
mindset and where they are and where we are starting with them. So now
we'll talk about some of the key elements of an opportunity positioned and
languaged presentation of anything that is designed to help counter these
things going on in their head. And for convenience you've got a little
checklist, looks like this. So you can keep it outside your manual and
hopefully not get super lost as we go along. And we are going to go
through the list in order.

So number one I want to talk about pure hype. So there is an entire
school of pure opportunity marketing, really an industry in and of itself
that is as old as the hills and as current as today that is pure hype. And by
that I mean for the most part what the actual opportunity is not disclosed at
all. It is made mysterious or it is barely disclosed. So people are buying
something they don't even know what it is.
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Now actually that happens more than you would think even with other
things when people are in an environment where it's easy to happen. So
in a seminar room there's any number of people who bought Magnetic
Marketing from me when I sold from the stage, who did not know what
they were buying. Five minutes after they got it if you asked them to
describe what was in the bag they couldn't do it. They just, I don't know
what. Everybody else was running back there so they ran back there.
They didn't even know what they got. And I would test people, "How are
you going to use it?" "I don't know." They don't know.

And so it happens with other things but there is an entire industry of it in
the opportunity world. And there are practitioners who've been at it for
many, many, many years who invent one mysterious thing after another
and present it in a very hype-y way and lots of people buy it without really
even knowing what it is that they're buying. I'm not necessarily
suggesting that but I am suggesting that most info marketers probably air
to the other extreme, meaning that one thing that helps people set their
conscious mind aside and buy in opposition and conflict to beliefs,
experience and so forth is really unadulterated greed. So Halbert used to
talk about the necessity to jump and down on their greed glands until
blood spurted out of their ears. It's a rather inelegant way to say it I
suppose. But that's really what this does.

And most info marketers tend to err on the other side. So we tend to very
much explain the tools in the toolbox and spend a lot of time on this is a
hammer and this is a screwdriver and this is a pair of pliers and this is how
each one gets used and this is why this one's better because it's got rubber
grips on it. And yadda, yadda, yadda.

And at the opposite end of the spectrum these guys don't even let them
look in the toolbox. They basically are saying, "Yeah there's a toolbox
over there but I'm not even going to show it to you. It's not important."
What's important is all this great shit that's going to happen to you. And it
really is about suspending all that conscious thought that we've talked
about all morning. So I thought I'd show you a couple of examples. First
of all these are not even the greatest examples. But they're representative
of the school.

So page 83 really is all about the mental picture described in the headline.
And so the headline is depositing $20,000 into your bank account every
month is the most exciting feeling in the world.
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“DEPOSITING $20,000 INTO YOUR BANK
ACCOUNT EVERY MONTH IS THE MOST
EXCITING FEELING IN THE WORLD!”

Dear Friend,

As unbelievable as it sounds, [ have actudlly discovered a "new money plan" that lets
you earn $10,000, $20,000 or even $30,000 a month or more without having to borrow
any money to start!* When I first discovered this plan, I started with "out-of-pocket"
money and made thousands of dollars the first 30 days.

NOW I WANT TO TEACH YOU TO DO THE SAME THING!

Hello, my name is Dr. Thomas Garnell. If you will read on, I will show you what this
"Money Plan" has done for me -~ and what it can do for you!

HERE ARE THE FACTS

*EASY . . . No borrowed capital to start.
*FAST . . . Thousands of dollars a day.
*OVERWHELMING . . . 1 earned $159,180.07 in Just 7 Months!

DOUBLE YOUR MONEY BACK GUARANTEE!

I wouldn't have dared to make such a guarantee 18 months ago. Then, | was highly
skeptical . . . but now I am a believer! Boy am I a believer! The principles of this
plan are so sure that 1 will double your money bock if it does not work for you. Yes
you heord me right! 1 am serious! 1 will give you double your money back if it does
not work for you!

I THOUGHT I KNEW EVERY PLAN

My business is seminars, lecturing on many subjects. It was my practice to buy every
money-making plan that crossed my desk. Then I would research them and test them.
1 wanted new teaching materials for my seminars. Some worked, some didn't. Most
were worthless. Over the past years, | have received a great education on how to
make money. People are willing to pay a big price in seminars for that information.

THEN THE DAY CAME THAT CHANGED MY LIFE

After all those months of research and testing, | had discovered a plan that can
absolutely make you thousands of dollars a month for years to come. The principle
works like mathematics. It works every time. And unyone can do it. You need no
special license or education. [ call this the Great American Opportunity.
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This is the first, I didn't give you the whole thing. This is the first page of
a 16-page sales letter that never discloses. There is never disclosure about
what it is you are buying.

The next one is really the same. This happens to be a control. So this
was, I don't know about the first one. The second one I do know the
background of, so the Pat Williams letter was a control for many, many,
many years. And I've given you just a couple pages and so the first page,
84, so the headline is, "I've made over $429,000 doing absolutely nothing
and Il show you how to make as much or more than I did doing
absolutely nothing." And the entire rest of, exactly you should. And I'm
about to show you an even funnier part of this.

So even funnier part is page 85, which is a lift note that from someone
identified only as SC who testifies with a little confession to the truth of
this.
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So his $429,000 for doing absolutely nothing is not true. What you
actually do is you send a shoebox of paper to him and he sends you back
$429,000 every month. That's the lift note, which now makes this real.
Now this is a control for many, many years and it has to go to the right list
and so forth, although it would work with broader lists than you would
think. And the 8 or 12 or 16 pages, I forget which, is really all about
jumping up on greed glands to the point that they will suspend logic, won't
laugh and will get caught up in it.

This is an ad, wrote for a guy in 1991. We also did a half hour show and
if you have the old, original piece I used to sell my newsletter you'll find I
turned this into a bonus. So this ad was extremely successful and if you
can't see the picture real well he's standing in front of a Rolls Royce and
throwing money in the air. And this is, [ mailed two sheets of paper and
started a financial fortune, $2,000 a week and that was just the beginning.
And this whole thing is now about two sheets of paper, that's it. All you
need is the two sheets of paper and so what you're going to get for the, I
don't remember anymore, for $19.95 what you're getting is the two sheets
of paper. That's the deal, which it's pretty cool. It's disclosed that all
you're getting is two sheets of paper, was my idea because I don't like to
see my clients go to jail.

This entire ad never says word one about what's on the two sheets of
paper, who the hell they're sent to, nothing. It's all two sheets of paper.
It's all you need and money falls out of the sky. Worked on TV too, by the
way.

There's a whole school of this and when you look at it you will tend to
presume that everybody responding to it must be a moron. But you would
be wrong about that as you would be again about most pure hype pitches.
So in the make your, well hell with it, in the make your penis bigger
industry, which is a billion dollar a year industry, in the make your penis
bigger industry you may have noticed, if you pay attention, there's
currently a half hour infomercial for extend pills hosted by Jimmy
Johnson, which is very sad. It tells us Jimmy must've owned a lot of
highly leveraged real estate. That's what it tells me because the only way
you host that show if you are Jimmy Johnson and you have got to put up
with Bradshaw and Howie Long, the only way you host that show is if you
are dead butt broke or you lost a bet. That's the only way you host that
show.

But in that business, in that industry who do you think, from all the email,
so a vast amount of this marketing is done by just spam. Who do you
think are the number one buyers? So the big companies in Scottsdale,
which Halbert wrote copy for that got put out of business. So all their
records became public records because, of course, they took them to court.
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So we know who the customers are. So who do you think is the number
one buyer and they did hundreds of millions of dollars of business of a
magic pill you can take that will make your penis bigger?

Audience: Doctors.

Dan: You got it. M-Ds, medical doctors. Number one buyer. Now they
must know better. You have to know better. They're MDs. Furthermore
they have prescription drugs available to them that still won't do that but it
will temporarily make it do something at least. And they are buying from
spam penis enlargement pills. They're MDs. Now if you see the pitch or
you watch that half hour show see you would think who the buyer is is
some high school dropout who hasn't got a brain and must be high while
he's reading the email. That's who you would think. No, they're MDs.
Why?

Because the hype is to such a degree and the desire to believe the hype is
so great that they will take the entire conscious mind box and set it aside
and tell it to take a hike and they will buy this thing. Now again I am not
suggesting it has strategy or tactic in and of itself. What I do suggest to
you is to pay more attention to it than you have, to understand that it
works on intelligent, educated, sophisticated consumers. It works on
CEOs. It works on doctors. And that there is a place for it as a tool in
your toolbox and it is profoundly underused at the moment by you. And
the more logical you are, the more likely you are to laugh and giggle and
to think this doesn't apply.

The other thing to understand about it is--is that people react very
differently in privacy than they do in public. So that's an example, that's a
case, for example, where putting them in a room would be a profound
disadvantage. So if we had 200 MDs in a room and somebody got up on
stage and did a pitch for penis enlargement pills he probably would not be
very successful. But in privacy, in secrecy people behave very differently
than they do in public and for those of us who distant market that works.

So a couple other great examples out of this school. You have on 87 just
so you kind of saw what it looked like in a newspaper, on 89 you have a
complete copy of it.
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Joe Karbo Letter #39

a great headline. Many people are at least secretly lazy — they’d love to Be

e work., The letter uses a convincing first-hand account,

sworn stateiucia om the storytefler’s accountant. Brilliant!

testimonials, and g

|

Clever
headline,
but don’t
niss the
subhead ..

The writer
SHOWS his
success and
the success
of others to
prove that
his system
works ..
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You have, and on 90 you have another version of it. This is one of the
most famous get rich ads ever. This is the original Joe Karbo ad. It's an
entire mystery opportunity pitch. There is no real disclosure of what it is
that the book is going to reveal to you. So it is a mystery.
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How A Failure At 40
Gan Retire A Millionaire
Before 30

More important, how anyone can start over al any age and retire a milifonaire in less than ten years. See below.

... L hod just reached 1he age of 40, § ditin't have a job and § was woese than broke. § owed more than 330,000 all the money she needs, dom;on!ywhuhau:htber
Experience.

and oy only assets were my eife and ¥ ehildren. We were renting ne old hoase in « decaying neighborhood, driv-

dng n S-year old car that was falling apart, and had muybe & couple of hundred dotiars in the bank.

Within ont montk, after using rhe principles of The Lazy Man's Way to Riches, things started 10 chonge — 16

pnl ll'

wanh\d our & plar 1o pay off our debes — and stopped vur cretitors fram hounding us.

* Wc were driving o drand-new
* Our bunk weconnt had multiplied reafoid!
» Al within the flrst 30 days!

And today. ...

Thuriderbird thus & car dealer hud yiver o ax?

* 4 live in w home tha's worth over a half-million dollars.
* 1 owen my ‘office. * I’y about a mile and a{lml/ Seout vy hovie and is right on the beack.
‘cadin’ in W

*Jowna
swimming and mmn;.;
o { awn two pceanfront com
best beack of the bm {sland in Hawail,
* { havy pwo boats and n Rodls Ruyee, Al paid

That's where we sperad the whole summer « loafing, fishing,
domintums. One is on a sunny beach in Mexica and one is snupgled right on the

Sor.
* | have @ net mho]wllmwmmwmbolm Bur 1seill don’t have & job. ...

You think you've got probiems?

Well, I remember when & bank turned me down for
4 5200 Joan. Now I fmoney to the bank — Cer
tificates of Deposit at $1K0,000 & crack.

1 remertber the day & car dealer gov a fintle nervous
becausy | was 1 couple of months behind in my
payments « and repossessed my car, Now 1 own 4
Rolls Royee. | bought §t outright — with cash.

1 remember the dly my wife phoned me, crying,
because tie landlord hud showsn up ut the bouse, de-
manding his rent — and we didn't huc the money 1o
pay i,

Now we own five homes, Two are un the oceanfront
in Caiifornia (I use one as my office). One ix &
lakefront “cabin®™ in Washington (that's where we
spend the whole summer - loafing, fishing, swim-
ming, and sailing). Onie i & condomsinium on a sunny
beach in Mexico. And one is snuggled right on the best
beach of the best istand in Hawaii — Maui,

Right now | could sell all this property, pay off the

reRages, and — without touching any of my other
svestioenss — walk away with over $750,000 in cash,
But | don’t want to sell, because [ don't think of my
homes as “itvesiments,” 've got other real estate —~
and stocks, bonds, and cash in the bank ~ for thst.

When | was 40 1 lost sy job, Because 1 was beud
over huely iu debt, my lawyer told me the only thing |
;:;ﬂd ;lfa Wiy ddcdxu bankruptey, He was wrong. §

o
Now, | hnve 2 million doltar line of credit; but 1 sull

PROOF!
Don't tuke my word fork.l’mmw'nm
mldﬁk newspapery wud ynagarines:

mmﬂynmuhﬂlﬁwmwmnumu(ﬂuw
Beack,

Califoenia’s Sunset and even when he's there be puts
in short 1 ather woeds, Joe Kacko, 48, bs the pra.
uxypttof “The Lazy Man's Way To Riches™,

demmmndwdwmmum e sobves
0 ‘;’;ﬂmuumnu Karbo almost weat banksupt back
in

Boston Hersld-Apserican:
mmm&»nmw&ahmlmm
-t»hs!pmﬂmi ’
Lox Angebes Mr
broke wis the best thing that ever ¥
me,” ex; Joe Karba who went from one businexs irou.
ble 10 2 million-doliar businesy forune. ..

Afser bouncing around sbow biz, advertining, and real
estase, he made R fortuar, , ..

Momey

Maybe Joe Karbo has the yecret, Don't you ihink you owe
it to yourself 10 find out whac it is all abowt?. . .1 just finish~
du»w;monu-mmmmrc«mm

Bench Independent:

Humwmtwkwmlulhhxym
The Kansas Oty Star:

He mwme"hiw 212 500 busy earm-
ing & Ing 10 make sny moaey.” He shoald have added that
u:amng llmedmmlvobuwwmtunmlo
o xny lving.

MAKING PROFITS/FEBRUARY, 1988

don’thave a job. Tnstead, 1 get up every weekday morn-
ing and e whether ] want Lo g0 to work or not.
Sometimes 1 do — for 5 or 6 hours. But abous half the
time, 1 decide to read, go foe a walk, sail my boat,
swim, o tide my bike.

T know what it’s Tike to he brake, And | know whist
it"s Jike to have everything you want. And | know that
you < like me - can decide which one it's going to
be. 1¢'s rently as casy as that. Thm‘s why [ call 3 " The
Lazy Man's Way 10 Riches.™

So 'm going to a3k you to xend me something |
don't need: money. Ten dollars 10 be exact, Why?
Beesuse [ want you to pay attention. And | figure that
if you've got $10 invested, you'lt Jook over what § send

you and decide whethier 10 send it back, .. or keep .
And { don't want you (o keep it unless you agree that
s worth at Jeast @ bundred thoes what you invested,

15 the materiad “‘worth™ $10? No «« if you think of

it as paper und ink, But that’s not what I'm selling.

it doesa’™ require ** A widow in
Chicage has been averaging $25.000 1 vewr for the past
5 yrars‘ using my methods,

What does it require? Belief, Enough 1o lake a
chance, Enough 1o absork whan I'll send you. Enough
10 put the principles into action, If you do just that —
nothing maore, sothing Jess — the results vnll he hard
@ believe, Remember - 1 guarantee it.

You don’t have to give up your job. But you may
soos be taking 80 much money that you'll be able to.
Onge ugain — | guscanter it

\&’tm o saying is probabry contrary 16 what
you've heard from your friends, your family, your
1eachers, and maybe everyone else You know.

1 ean only ask you one guestion.

How many of them are millonaires?

5o 'y up ta you,

A mowh from today, you can be nothing mare than
« Jisthe older — or you can be un your wey to geling
rich, You decide.

The wisest man | ever knew told me someching 1
never forgot: *Most people are 100 busy carning # liv-
ing 1o make any money

Don'y take as long as I did 10 find out he was right.

" rmve it to you, if you'll send in the coupon

not asking you to “helieve™ me, Just try it.
ll‘ 'm wrong, all you've fost isa couple of minutes dnd
a postage stamp. But what if I'm right?
¢ Muve called it ¢ Miracle. Some kave catled it
Magic, Yor'll vall it *The Secret of the Ages.”

Ax for me, 1 thank God that before he died

Millionwire Joe Karbo left, for all to share, the yecret
af “The Lazy Mon’s Way 1o Riches." above

story, which is in his owe words, i kis gift o yow,

Because of the natwre of this special offeting, we
can guarantee delivery “Only 10 the veadsrs of ihis
publication who respond withinthe nexe-10 days

~After that date, arders will be filled oo » "ﬁm

What 1 om selling is information, Muore information .'come» first served™ basis as fong as supplies last,

than | give when I'm paid $1000 v & guest speakers
AMoce information thun  give in % one-bour consulta-
tion for $300.

But you're really oot tisking anything, ﬁmm
first, 1 don't want you to send mie any moriey ~ &t
least vone that | can wse, Instead, as a tol:n ol )'our
sincerity, send in your check or money ord

postduie ¢ for & month Imm today. You see, u s nm\ s 7z

really money because it'S not negotiable — besides, 1
won't evers touch it for 30 days anyway.

In this way you'll have plenty of time to receive my
material, 100K it over, try it out and prove 1o yoursell
thist ntmmnx 1 am tr!lm; you s troe.

1T you don’t agree that i€°s worth uf feast & hundrm‘

To ovder, write your name and address on she
pon and send it with yaar $10 today,
|f yes have any questions, you may ca&l us at (’m)
8984357 during normal business hours. Make your
check or money erder payable 1o Financial Pubilishers,

DJoe Kaho - 1985, 17103 Sourh Pacific,
Sumiet Beach, CA WQ

Setn Seaement: s - : il
“On the basit of my professional refationship as
his accouncant, 1 certify thar Mr. Karbo’x net worth

is more than one million dollars.”
Swant A, Cogan

{imes what you invested, send it back, Your
cheek or money order will be put in the retumn mail.

How do you know [l do it? Well, il you really wans
to be on the safe side, postdate youe check for a
month (rom today — plus an edditional week. That
way you're sure 10 have pleasy of time to receive it,
100k it over, try it om

1 knaw what you're thisking: “‘He got rich telling
people haw 1o get rich."" The truth is — and this is

very important - the year before 1 shared *The I.a:y

Man's Way 16 Riches,”” my net income was $216,646,
And what 'l send you tells just how | made that kind
of money. . workirig “part time™. . .a few hours a
day. . .about 8 months ot of the year.

It doese’t require "education.”” I'm a high school
graduate,

It doesn’t require “cxpiul R::umber Iwasupto
my neck in debt when | st

1t doesn’t require “luck g l‘u had more than my
share, But I'm not promising you that you'll make a5
much money as | have. And you may do better, | per-
scnally know ome man who used these principles,
worked hard, and made 11 million dallars in § years,
But money. isn't everything,

It docsn’t require “eajent.”” Just enough brains to
know what to look !or And I'll tell you that,

It doesn’t require “youth.” One wonsan | worked
with is over 70, She's travelied the world over, making

Bank Reference:
Baok of Wesiminster
8251 Westminster Avenue

Westminsier, CA §

T Financial Publishers 3
17105 South Pacific, Dept. 436
iumct Beauch, California %0742
qmdy be full of beans, but what have | ot to
me The Lazy Man's Way To Riches.
!:ndoud s my check or money order pastdated x
month from today!

If 1 return your material — for any reason ~
within that tinse, return my uncashed check or
money order 10 me. On that basis, here's my ten
doltars.

Namie

Address
City
Stase Zp
SORRY'— NG COD'S
{Al Forcign orders pleane add twa doltars)
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Some important things about it based on what we've already talked about, just a couple of
highlights to call your attention to. One, it hits every major money related problem. So it hits
everything they could possibly have. It has a big off the hook aspect to it. Here's why this hasn't
been your fault up until now. And so look at the first version of it, the original version. So the

first one.

So look at the one on page 87. I'll help you even though it's tiny print. You don't have to read
very far. Tell me where the let them off the hook, it's not your fault that you haven't been rich up
until now, tell me where it is. See if you can find it. I'll give you a minute. Anybody yet? Very
good, very good. It's in the headline. That's exactly correct. It's right there in the headline. The
headline says, "Too busy earning a living to make any money." And the guy says, "Well yeah,
that's exactly the frigging problem. That's why I'm not rich. I'm too damn busy earning a
living." So we let them off the hook in the headline. It's brilliant.

Now I don't know if Joe knew what he was doing. I have no idea. But it's right there at the very

beginning, very cool. The next one I gave you on 91, starting on 91 is two versions. It says one
version on 92. There's one version on 93. The one on 93 is easier to read.
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My YOU, AMILLIONAIRE? Aq

This ad is in the same ‘get rich” genve, but it daringly sells a $300.00 course instead of a
$10.00 book “one step”. right from the ad - at the time, there were no other ads in the
magazines where this ran trying to one-step such a price.

1 admit | didn"t think about it exactly this way at the time, but the headline and subhead
deal with possibility and personal possibility. The reason the headline is a question is the
inspiration of the Karbo ad. Its awkwardness is to get YOU in {ront. And its brevity, |
can’t recall. This ad was front-end profitable, often by a mudtiple of cost (as high as 8X),
in SUCCESS UNLIMITED. a nuniber of opportunity magazines, the Juycees magazine,
and a few others. We offered it to Nightingale-Conant, to run in a catalog, and they
refused beeause of it selling a Glenn Turner product — and because they judged the price
outrageous and our stated results fictional. After several month, Stone also banned it from
SUCCESS UNLIMITED - and began running a poor copycat of it for their own product.

One of the commonalities with the Karbo ads is the vagueness about the contents of the
course or the means by which its owner will achieve the promised results. There are a
few bullet points, but the emphasis of the ad is on two simple ideas: one. there’s a
millionaire explosion and all around you people are getting rained on by money, and you
are missing out: and two, if' you knew a few things that you obviously don’t, that's all
that would be necessary to join the crowd becoming millionaires. The first idea — the
existence of the millionaire explosion (which proves possibility) — is supported by two
shocking. statistical facts, in the first paragraph. The rest of the ad is devoted to
persuading of personal possibility. Placing the emphasis of an entire long-copy ad or
sales letter on one to no more than two simple ideas hammered home with redundancy is
a common practice in the get-rich opportunity field, but not one that migrated to the info-
marketing field — except in some full-page lead generation ads 1 wrote for clients,

A lot of info-marketing sales copy is weighted much more heavily to the contents and the
component parts of the course. seminar, coaching program, etc. — ie. selling the thing
rather than selling the dream. And that includes some very successful copy of my own. 1
believe there remain situations, particularly back-end with established customers, where
that is best. But I admit there are times I fall into it myself without a lot of thought about
this weighting, and with personal bias toward the rational and specific vs. the fantastical
and vague.
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YOU, A

“THERE 13 A MILLIONAIRE EXPLOSION GOING DN

1R AMERICA™ In the past 24 hours, 27 o -
Iifonalres.  This

Amercans have bucome . Gd
there #ill be at Jeast 10,000 new M'mazu
Thesy Milkonaires me Just average people who
theught and believed thay their taix shivs
of this nation’s wealih, Millonalres we o 2%
Wik of e and A age roups.

Unlgss you'te 3 neganive, know-itall Joser [ |

mnvuum lk&lfemc_tw

you
o it, Wity Can't i7" Yhe answer it 1hat you tan.
1 You we s walesiman
T Y ou wre a sl businessman .

# You ace an executive, chmbing the corporaie
fodder L. ot fust an sobilions maa o woman ., .

YOU CAN TAKOR-MAKE YOUR OWN BUSIMESS
EMPRE.

Houd this amaizing, factual story with an cpeh miind:

in 1957, 2 By eepout with & harelig boe-
fowed $5000 t st Susinds. )t

{0 stact & new, unusual

wAS TS 4th o s own. 24

Tempt at succeeding
meuths fater :I; Business was warth ever

,000,
+ And ihal was only the Start This man continged 1o
dewtlop Ns own business empive. in 3

Had 60 companies mmmmm?a: \
3§ 500,000

and 11" conntries, His tmplre involvad

YOU Can USK the Same Success echigues he 3
38 IMprove your own Larder, finances 08 personal
{ifes s much i you desite.

You may have read or heard aboul the hi

toLoarjet, raps-lo
BUY JIGHT NOW, AS | TALK YO YOU . . . THE
IMPORTANT FACT 1S THAT GLENK W. TURNER
HAS KNOUW-HOW ARD METHODS WORTH
0f myy not want ta buid 3

I business empire,

i you Can use these unigue mathads in whatever
e now oing, of 10 Start the new carmer of

yoir've dreamed about,

You'Rleacn drom Me. Turner haw da--

+ Cope with problems.

+ Think bigger

* Rucogalze the right soportunities

'W yourselt and others pasily~get things
» 0w the grocery siore insiead af worrying about

‘ “It1s SUN Possible,” ‘
Says This Century's Greatest Business Empire Builder
WORTH T0 ME, M TOLLESON, | was raisesi onan  way, The Empirs Bulder's Program 1 the greatest
AT T T s
went A e 1 3
cars, When 1 fiest met Mr, Tomer, | was NWcmmt«m.sm.m”:uma
$50,000 3 year. tn 3t 1 bad made ovke § iry, very smalt grice, dossa’tit? OF ;
e muoth batoce: You's apree. § IOk, INLFNIS - amadica i the richest country. i the warld, bt
Siog pretly ek mast people g0 throvgh ffe sever o
" Bt Mr. Turmer Dlew my windl Wher | saw what Simple. 1t i 10 3iep 1p and enjoy the w it
1 ShaectopoRr's son Was sccophishing. | felt exisis i around themt, The Emplee. Bulider's Pro<
ammmzmiwu m&gmmv‘mumw‘
yvelt; “den Tolson, thaf TaRner sue does L for & one Bme tost jess a3
Know something you don't, And if he's willing 1o W:rﬁtm«amfh«sm
110061 you, you Bave gof 1o be wilig 1 leam, AL progran ke The Emplce Sullder’s Pragraes, }
Tirew 1 oI5 Jeacn what he koows, and | ca fa leﬂ%ﬂk.m*'vrw
weerything e pres imaginiedt™ mwwmmwm» it
Lo t in themseives, 98% of the poople say,
37 MONTHS LATEN, DSING THE METHODS HE- mlm;...l‘dl&n‘b.;wﬂmwﬁaﬁ
VEALED IN THE EMPIRE BUILDER'S. M1 .m«omﬂwmtrmwdk:
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over . dam ! -
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my ok Dt st men ooty dream abact: Tve ron o U AKIEE YOUR HAPEMELS
dedicated mysell 1o showing those (penminded  Giyg A FULL REFUND OM REQUEST, But more
mn\omm...umymm for 1w fhan that ., 1 urge you {0 wxperience The Emplee
el o those ot 10o “amt” L St MY ‘uders Program in yout home of oifice far 30
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ehacge o6 thek Byes, Wi you otw? You Bas b qtianet 100 tenes Its cost . . - 0 $30,000 . . 1o
A3 Y0 Wit L0 72 ot 38 gthers Ry you ave o i ihe niext § yéars, return It i oace, SUCCESS
i e ey
SUCCESS EDUCATION TION a8 purchas. PSS, Your o our , "
nmmwumw.mﬁ"z?m umm.‘..-.m Empire
Dire To Be Great, Inc.'s mast valuable matarials: s P we simply da fiot want yu!'ta
T'vs hand. from them and put fogether the hwvelt §
Emplce Bullded's Program, KW you'v& never heard of a Guacantes Is Dat
The inciudes 4 uli ftieen But thea, thete has never bee anything ke The
Pours of inlensive cassalipiaps tainiog~7 hours  Emplte Ballders Program befora, wither, SUCCESS
of Glenn W, Tumer, Livet Thare ars also stop \TION CORPORATION Wil Ivivet ne part of any
hits. Topather, Pese 3’: hquick, something for-nothing gimmicks,
M5 can help you “design a0d buM” your own £ndorse and market ooly proven methods that
ipiee of perstnial and financial treedoar:. exuctly W‘miﬁmmﬂu.w When
A% you 560 It In your mind | . . freedom from waery YOU Apply Yoursell 10 The Empiee ;m-
Mu&m&:&mmymu you's profit more shan you iver beeved
o0 thogs you don't dang. The Empire $a order now. Mr. Tunee bas sad, “Show me a
Buldec's Progtam is 3 must Jor (ha pecson teady 18 parson who can maks an immediate decision, atier
feaeh ot for the fiaancial success and securty getting the facts, and [ show you 3 winoes avery
that does pdistin preat abundarce, Wi, You have heard e tacts and the sirongest
™ Detween Ihe new Millonabres lee of 1e3uty evel oifeted, Now make the
a0d you ix liklv un”ﬂ“':om: ;nlc ::ee_;:: tdecision. ;
Blean W, Toroer Emerson 34, "A wisw mad investigales wiat 2
¥ Progeam.” Just & week o 30 from NWWW”MMNS;“M
Dew, you 4t koow what they know, gale your potendal? Do yod 6are 10 Compare your
The price fot the complete Emplre Bulider’s Pro- Adfives nd futre with the'man who became a
mkn;zssoo.m«nm.unx'uugw.. money making Iegend? Can you accept this chal
fin fact, ihis 15 the most SUCCEES PO ienge anct Dare Te Be Beeat? Sure You Can-De &
ever olfered privately by mak) B in another Now! Order The Empice Bulider's Program af once.

1he peice of a toal of beaadt
“To spend et One Hour with My, Turner would.be
worth $1000 to me,” wrole 2a Obg businessman
tamiSsr wif the Tomer methods,

feet the Same way. Dur tiom,

WQWW
T SUCCESS TION CORPORATION: is-a highly

Tespected, prolessional markater of
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now 1 wocked for you it car work foc mee. (And Jf { dor't feet it wil be worth $30,000 or moce:
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THE WORLD'S GREATEST MOTIVATOR

Speaks Out And Tells All

T IS STILL POSSIBLE TO MAKE A MILLION IN AMERIGA TODAY!™

“THERE IS A MILLIONAIRE Emnsmx GOMNG
OGN 1N AMERICAI™ in the past 24 howrs, 27 more
Awmipricans have become Miliionaires, Thlsycx ther
wiil be at feast 10,000 naw Milliongires, Thess Milien-
aires are just average people who thought and belisved
they tieserved their faic shara of ihis nation’s wealth,
Mitlionaires are from all walks ot Wfe and 2l age
groups.
1f you compirs your s ta ths Nie of any Millonaice,
the first thing you will think is: “{f e can da )t, why
can'Li7" Thee ansveer {x that you can.
H Youare ysatesman. .
 You are 2 smalt businessman
3 You are an executive, climuing this corporate ladder
o just an ambitious man of woman. .
;og‘gén TAILOR-MAKE YOUR OWHN BUSINESS
Start pow by reading tis amazing, factual story with
an opan m
in 1067, 3 Sm grade dropout with 2 Rarslip, bacrowed
35000 10 start & new, unisusl dusinesy, It was his &ty
attempt at succending on his own, 24 months later his
Busionss wat worlts avsr 100-Mittiow Daifaes.
And thal was only fhee start. This man continued &
develop his own business empice, 1n 3 years, he had 62
companies, His Dusinass coversd 50 states and 11
sountries, His empiee involved 500,000 people. . . and
yeis worth more than 200 Million Dattacs,
1% it really possible for you to aim 4t such big goals?
“Yex, says Glenn W, Tucoer,
You can uxs P same one-ob-a-kind success fochniques
he did fo improvs your own carser, fnancas ang
personal life 3% much 3y you desiea,
You may Dave Tead of heand about 1he highly uncan-
ventianal,
Glenn W, Turnar,  But you may not bave heard the
whale story. * Mr. Yurnet's story b important o your
futyre. So. | am going 10 sand you twe fuil-iength
books y Pulitzer Prize winning investigative reporier
Jonn Frasea. .. two books that telf tha full story st
Glens W. Turner’s ragsdo-riches empirs boliding.

BUT RIGHT NOW, AS | TALK 7O YOU.. THE
IMPORTANT FACT IS THAT GLENN W. TUBNER
HAS KNOW-HOW ARD METHODS WORTH
MULIONS, Of course, you may nod want to build @
miti-miflion doliar international business empire. But
¥oi tan usk thesa unique methods in whatever you
Arg how doing, ov 10 start the new tareer of tusingss
you've dreamed atout,

You'lt fearn deam Mr. Turner tow 1o —

* Cupe with prodlems

* Think digger

= Recognize thie right opporiunities

» M:M' yourselt and others easily — 9et things
fane!

» (hn the grocery sfore insiead of worrying atout the
priceot 3 ioal of breag!

To spend {ust One Hour with Mr. Turner would bs
worth $1000 fo me™, wrote an Obio businessman
Samiliar with the Tuener methods.

We know you'll soon feel the same way. Our fiem,
SUGCESS EDUCATION CORPORATION: 15 4 highly
mspected. professional markeler of the finest business
and personat sell-educational programs ever produced
&t the fortune-bullding know-how of Glenn W Turner
14 the most valuable and powerful material we have
16 oftert

LET ME TELL YOU WHAT HIS TEACHING HAS

BEEH WORTH TO ME, 4m TOLLESON, { wis
ralsed o1 an Alabama farm, { iaft the farn At 2 very
young age and went info buslnm duying and selfing
used curs. Whan | ficst et Mr. Turner, | was o;mmg
$50.000 a year. in fact, § hac mads over $9000 the
month before! You'lt agree, 1 think, nm 1 was doing
pretty weil,
But Mr. Turner blew my ming! When | saw wiat that
DR S Jon Was : fott e 2
money-making bum by comparison. { said 1o mysaif
“Jim Toltecon, that Gienn Turner sure dops know
something you gen't, Ang If he's willing 10 teseh you,
you have pot 1o i willing ts Jsarr, Al § bave o e is
wars what he knows, and | can do sverything 1 sant
fade”
37 MONTHS LATER, USING THE METHODS RE—
YEALED IN THE EMPIRE SUNDER'S PROGAAM,
1 HAD EARNED OVER ONE MILLION DOLLARS!
| even made $54,050 in 3 single month! Great ings
have been happening ever since! Toduy, § ams Frasi-
denf of SUCCESS EDUCATION CORPORATION. 1
anjoy & level of peraanal {rsadom and enjayment in my
work that mast men only dreant aboiid, {'ve dedicated
myself 36 showing hose open-minded enough fo
fistan, . those riot Yoo oid for 2 new kiex, . .thoss not
on “smart” . just how amazingly sasy and simple
tan b o m;ny taxe charge of thoir lives. \Will you
Tisten? You gan Hive as you wanf 10, A0l &¢ others
2y you have o live.
BUBCESS EDUCATION CORPORATICH has purehas-
od axclusive rights 1o market Me. Tutuer's and Oars-
To-Be-Great, Joc.'s most yalusble materials, {'ve
hand-plckad from them and put fogelher the Empire
Buildar's Progeam,
The Empice Bullder's Frogram includes 2 full fiReen
hours of intensive carsetie-tape training ~ 7 hours ot
Giene W, Turner, Livel Thars are also step-by-step
writfan supplemoents. Together. these matecials can
help yeu “Oesign and bUild” your own empire of
personal and financial freedom . #xactly 2s you see
I in your ming. . freedom kam worry about biils,
thiing prices. . from wasting your Jife o ihings you
don't gnjoy douy.  The Empirs Bulidee's Program is
¥ must for the person ready to reach out for the finan-
dal success and sacurity that dows exist in great
abundance.
The only ditterency betwaen the new Milllonairey and
you is their use of cortain basic suecass principles best
faught by Glenn W. Turasr in the “Wisasr's Succasy
Prugram.®”  Just 3 wewk o 30 from now, you tan
know what they knew,
The price for the complete Empirs 8ulidar's Program
¥ only $300. tn one way, (hat's 2 Dig price. {in tact,
ihis is the most expedisive success program weer
r BRN BN 000 0OW  Bow e W W

. r. Tolleson, have SUCCESS EDUCATION CORPORATION [ ViSA
sengt me my own EMPIRE BUILDER'S PROGRAM now! |
Inaw i wafked 100 you — it can work Jor me. {Aod if | dont

alfecsd orivatsly by madt} Bat in anothee way, e
Empire Bullder’s Program ix the greatest buy of your
i, To bave the man who vecaged $20.000-per
hour in his caresr A% your private, persons! consuitant
for only $300, makes that & very, very smali price,
Gowsn't Y Of course X does.
America is tha richest country in the world, bul mest
people go theough Hife never larning how simple it is
16 step up 400 enjoy the wealth that existx all around
mam, The Empire Bulider's Pragram gives you, and
the members of your family, that avuility. . for 3
pow-fime cost Jess than 3 coliege credit hours ot 3 good
TV, There it ne other program like the Empirs
Buildee's Program. 1 know that snly 2% of the readers
#f my message are ready 1o acspt its challenge dnd
make an lovestment jn themselves, 98% of the people
3ay, 1 wish { could . .1'd ke to. ..t oy someday,”
One excuse atter anvther! If you ace ona of the 2%
whe will 3ay. “Man, 'l bet | can gat Whogsangs -
maybe miflions of Gollars worthof greal ideas from that
Program!” ~ than, | have 2 unlque Gusrantse for you
{ PERSONALLY GUARANTEE YOUR HAPPINESS
WITH THE EMPIRE BUILDER'S PROGRAM #Y
GIVING A FULL REFUND ON REQUEST. Bul more
han that .1 urgs you 10 xperience the Empire
Bulldar's Program in your home or office for 30 days
1, 3t that time, you on't feel Jt witl be worth at jexst
Y00 fimes i voxt .. o¢ $30.000 .. 10 you in the sext 5
years, celuen & At once.  SUCCESS EDUCATION
CORPORATION Is in the Hesults Business, Your
prosperity Is our business. If you're not guing to profit
preatly. . Irom the Empics Sullder's Program, we
Simply 60 Hot want you 16 have it
§ know you've neyer heard of 3 Guarantee fixe that. But
thee, thers has never been aaything libe the Empire
Builder’s Program befors, either, SUCCESS EQUDA-
TIOK CORPORATION will have no part of any gst-
Rh-guick, sameibing-lor-nathing gimmicks.  We
endorse ans marked anly proven methods that reguirg
honest sHort on the student’s parf. When you apply
yourself o the Empirs Buitder's Program, you'l
profit mere (han you ever tslisved possiblx
S orter now. Mr, Turner has S36, “Show me a pursen
who can mave an immediate decision, after getting
the facts, and 1) show you '3 winner every lima.”
You have haard the facts and the sirongest guarantes
of tesulls ever otfersd, Now make the right gecision
Emerson said, A wise man invesligates what & fool
lakes for granted”” This 1 your real chance to ine
yestigate your potential, Da yua dare 3o tompare your
atsitities 3nsd luture wath the man wha became 3 money-
making Jegend? Can you accept this chaifaage ang
Dace Ta 8 Great? Suce You Can -~ Do it Now! Order
e Empire Bultdee's Program atonce

LB R R s® ,
[ $300 check o money order enclosed
1 Charge my 1 Master Charge .

7 | am #nctosiog 35,00 1o cover ahiogs
ing and hanghag At Mail - Pleasy

fee! it wiil be worth 330 000 or more 1o me in § years, {1 return Rush,

. i, get my money bxck 30d Yeep the books for my trousie)

Cardr

l Name
. Addresy

b

' City are
l Sones wepser 2

Success Education Corporation
980 W, Lafayette Boad « Medina, Ohio 44256

L S BMNE DU M The Fulure Belongs To Those Wha Prepare For it

LardExp Date .

Telephone Ordering — Toll Free — 800-824-5136, Operator 55W; California Residents 800-852-7631

DECEMBER, 1877
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This is an ad I wrote and it ran all sorts of places. It was rather daring at
the time because most of the get rich ads were selling $10 books. And
this one step sells a $300 course, which I guess in today's dollars nearly a
grand probably. So this is a one step sale of what today would be about a
thousand dollar item from an ad. And in magazines where there were $10
book ads all around it. So it was rather daring at the time.

The emphasis of the ad, the emphasis of the ad is really on just a couple of
big ideas. Something important, the first paragraph presents facts. They
probably, it's questionable if they were real facts but it presents facts
nonetheless, which are important for the rest of the premise to be accepted.
The last column, so if you're looking at 93, which is the easier one to read
the last column has a big winner versus loser pick. This ad was front end
positive everywhere it ran but one. So it's kind of an interesting study.
And it again does not actually disclose any real details.

Page 94 gives you, and then the pages behind it give you a couple of
examples. This is a grand ole master of mystery opportunity ads.

NOTES
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Example

Here is one of Bud Weckhesser’s great MYSTERY
OPPORTUNITY ads.

With ads like this, placed in magazines and newspapers, over 35
years, a business selling millions of books only direct to consumers

sustained itself. One title topped 1.6-million copies sold.

(greentreepress.com)

86



So Bud ran ads like this for years and like this one they usually, not
always, but they usually had a photograph in them of somebody doing
something rather incomprehensible — wearing a goofy hat, their head
buried in a bucket, something. And violated the headline rules because a
great number of the ads were very much like this. Can you tell what this
woman is doing? What the hell's this woman doing? They sold one, one
ad sold 1.6 million copies of a book, which I don't care by any standards is
a crap load of books right? Again there's no promise up top so that's kind
of interesting. But they're very disarming stories and we're going to talk
about disarming copy in a little bit.

And they have, if you look at page 96, and I'm going to show you a
different version of this later but you'll see a box in the middle called 'try
this test.'

NOTES
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* What's this woman doing?

Scveral years ago, I wias a
teacher i Akron: Ohio. One
cvening. my wile and | were
dsiting 3 group of faculty
friends, One of them began
dhiscussing a very simple smafl
business that a persop can
start at home -~ g “home-
money project,” as he calivd
i, But when he wid wwe how
prueh money it brobght in, |
almost dropped my doffeecup
onmy lap, s

My wifcand I discussed the
project as we werg deiving -

1o partv-plans,” no daor-to-
door seling. None of that
AONKSE,

You wor't pred “money”™
pbeyin, Many of the projecis
cans b starved forsafinde s 528
0 $50.

You wou't need youth,
Maturity and experience are
excellen uswis.

You won't have w wai
Most of these projects san be
started i just 15 dayvs!

Mary and 1 are happy to
share rhese projocss with vour.

henre, We decidedito iy 31,

The project kept lus busy about 8- 9
hours ¢ach week.!We ased our dining
room as an of fice afd kepr supplies inone
¢corner of our half cibsct.

Al first our income was smadl — 875 10
§95 per week, But, by the months passed,
aur Ritchen-table” vome clinbed to
aver S680 per week. !

Let me emiphasize one thing, This is
very impociant. Our ! money project is
moral, honest and dgwaright enjoyable
And, it's 100% yourown. i dossn'tin.
solve working for arivone else,

1 explained the project 10 my mother in
Akron, Ohio. She waz 71 years oid and
fived by herself in an apariment on West
Muarket Steeet. Within the first W days she
madc over $3,000. All by herself!

As our curiosity gréw, we discoversd a
vanety of other peopid making money but
with somewhat different projects. ..

1 talked withan lowa hausewife who's
been carning thousands of dollars for
Over §iX years, She ises one bay of her
23rage &y A WOrk arca.

* She makes up 10 $200.00 per woek —

just in her spare {imce

* She provides a ieeded service 1 her

comimumty, |

* She works c,\chx)‘;ivdy at home.

using a card tabld She doesn’t necd
a special office of any kind.

» Sheworks [or nd one else. Thereisng
selling involved, Most of her clients
call her ut horme, In fact, she incatied
a phone in the garage.

* Her service is 5o simplc that almost
anyone with a {lsfr for crafts could
start the same business in their own
neighburhood within 20 days. The
photo sbove shows her busy withone
of her craft projects.

OVER $35,0( PER YEAR

Two New Jersey houscwives | spoke
with started a similar project (wo years

TRY THIS TESH
When your G wrriviy, sohent Qe project,
Read e dirasionm carciulty. Remenber o
gt slanlye.
T R for six mondes,

At i it ot this inad period. examine yous
o 1y o ik sotB¥ied with the resules,
egturn the Cuide and we wilt REFUND
YOUR VUL L PURCHANE PRICE . NG
CONDIVIONS. . NGO DELAYS.

P

ag0. Both of them have young childeen at
home and households 1o run — in addi-
don 1o their home-based business. Cur-
rently, their part-time project is bringing
nover $35.000 4 year.

A California couple, using the sume
Project we used made $14,870 1 just five
months.

Obviously, this iy esceptional income.
Whar you make will be up o you. But the
income potential from some of these
prr,gjec:s can be staggoring. A husband
and wife 1eam 1 spoke with staried a
moncy project similar to vurs. Last your,
operating full time, they earned over
$108,000 — all at homy — on their furm
in western Wisconsin,

FEATURED ON NATIONAL TV

The complete story of several of our
moncy projects recently appeared on a
national television series. Other projects
have been featured in numerous news-
paper and magazine articies throughout
the U.S. and Canada.

HOW T0O START

First, you mus! be willing to work. All
of these projects require e, energy, and
creativity.

Second, you'd need some working
space in your home or apartment, A
1elcphone will belp, 100,

Third, our projects arc tested and
workable. No envelope-stuffing schemes,

Becuyse we won't be compet.
g wath you, One person can s1art s« proj-
et i Charleston. Another in Dubuth,
Another in Lansing. Another in Fountain
Valicy, Bat since sach project is a focal
business, we won't be competing with
cach wther, Each person v totally
independent.

We've put everything into a fuct-Hiled
92-page Starter Guide. lcoatuns all the
inspructions, sample forms, ledger sheets
and step-by-step starting msiructions
you'll need 10 begin

1'm 50 contident that you'll want to
begin ond of these projects yourself, that
1"l send vou our Gunde 1o examine for a
Judl month.

Our guaraniee is simple.

1. Write your nanse and address ona
plain picce of paper and enclose a cheek
for S12.95, BUT POSTDATE YOUR
CHECK 30 DAYS 1N ADVANCE, That
way it’s not cashabie by us ar anyone for
a full moruh. You can, in fact, step pay-
et on it apy time during the nest 30
days. It's pot raally moncy. So you'll be
able 10 try & project withoul paying a
penny. Thereis absolutely no risk royou.

2, We'lisend you the Starter Guide im-
mediarely. Read it and try a project if you
wish, 1 you'r¢ not absolutely delighted
with your Starter Guide, simply returm it
within the 30.day perod. WE'LL
PROMPTLY RETURN YOUR ORIG-
INAL UNCASHED CHECK. NO
DELAYS. NOQ EXCUSES.

This is the {aivest way 1 know 10 help
you got started.

Toorder, send your name, address. and
postdated check to Home Money Proj-
ects, Green Tree Press, inc., Dept. 100,
3603 West 12th Streer, Erie, PA 16505,

Green Tree Press is a member of the
Eric. Pennsylvania, Chamber of
Commerce, Bank and Business reler-

cnees are avaitable upon request.
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To the best of my knowledge Bud was the first one to do this in
opportunity advertising. Give somebody some kind of way they could
prove the validity of what was being said to them. And some are more
interesting than others. This one's pretty weak actually. But it almost
doesn't matter because the idea is planted that you proved to yourself that
this works.

CREATING TRUST

So on our list now one of the elements of an opportunity pitch that we can
use to get them to act contrary to what their conscious mind is telling them
is hype. The next one, number two, is trust. They're not mutually
exclusive, although arguably they should be.

So opportunity marketers, so what we can learn from them is they are
often having to establish trust for essentially very untrustworthy
propositions. So they are telling people that with two typed pages money
will fall out of the school doing this weird little thing with a jar is
somehow going to give you thousands of dollars a month. They're not
stepping forward with anything as giggle proof, as most of the
propositions you are stepping forward with. And yet if they can't establish
trust they pretty much can't make a sale.

So what they do, what they have to do to establish trust will work even
better for you. And so it ought be paid close to attention to. There's
basically four things they all do, on page 98. So it's basically four things
they all do. So one is they present a person who they have a big story for,
can be themselves, it can be somebody else. They present a person that
they can build up trust in through the story, the tone, the sense of
authenticity. So one of the things I'm going to do is I'm going to show you
an infomercial in a few minutes. And I'm going to ask you to watch it
closely. It'll take 28 minutes out of your life but I'm still going to ask you
to watch it closely.

You will see that it is horribly primitive by today's standards. It was pretty
primitive by the standards at the time it was made. [ think you're seeing
the second version of it but we didn't change much. It's just that the first
version was shot for $8200 bucks. The whole budget. By the way it looks
it. And the lighting was so bad that TNT, the national cable network, it
was TNT at the time, Turner owned it. I forget what it's become but it was
TNT. They wouldn't air it just because the lighting was so shitty. So we
wanted to be on TNT. So we reshot the show a second time and spent $10
grand, $11 grand I think and tried to fix the lighting. Being careful not to
fix anything else because quite frankly we're not sure what was making it
work. So one guy's got mismatched socks on in the first one. We made
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him wear mismatched socks in the second one because who the hell
knows?

Well that's the problem with direct response. If you're not testing every
variable and you got a winner out of the gate the bad news is you don't
know what the hell made a win. So it's the last thing we wanted to do was
screw with it. So I think you're seeing the second one but it's still
painfully primitive. Because at the time probably most infomercials on
the air the production budget was say $60,000 to a $100,000. And so this
production budget was like $11,000. My fee was bigger than the
production budget and it looks it.

And everybody in it is bad. The host is bad. The client's not good on TV.
The testimonials are scared shitless and they're not good on TV. And
when you're shooting a show for $11,000 you have no options. You have
four hours of studio time and by God we're putting it in the can. It's not
like 50 retakes, it's not try testimonials and pick the four. No we only had
four. So we're shooting what we got. It is not quite laughably bad but it's
bad. And it was bad for it's time.

And some of my professional peers who saw it were immediately sending
me jokes, meaning I can't believe you put this piece of shit on the air is
really what they were saying. It still holds the record today. It ran for
eight and a half years uninterrupted other than changing from the first
version to the second version but again they're really the same show. It
ran for eight and a half years non-stop. Mostly local broadcast all across
the country but four different national cable networks every week. It ran
on TNT for five of those years twice a week. It ran on Lifetime. It ran,
you name it. If you clicked around the dial much you hit it late night and
early morning and weekends. And it holds the record for the longest
consecutive running lead generation business opportunity infomercial
ever. The longest running opportunity infomercial belongs to Carleton
Sheets. He was on the air with Get Rich in Real Estate, although changed
shows, but he was on the air for the longest uninterrupted period of time. I
think 14 years. But we were on the air for eight and a half.

The exact number eludes me but it produced between 22 and 26 million
dollars worth of revenue. So it's a big winner. Now I have a theory about
why it was so successful. I think actually there's two key things. One of
which we'll talk about later. One of which we're going to talk about now
before I show it to you.

So you really want to be watching for the two things you think really make
it work. So before we show it we'll finish the list. So the ways
opportunity marketers establish trust. One is based on the person.
Who is the face? Who is the person about the story being told or who was
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telling their first person and how does the market relate to that person? Do
they admire him, do they believe him, do they feel they're authentic, are
they inspired by them? Are they oh geez if this moron can do it certainly I
can do it inspired? How are they reacting to the person?

The second thing is place. People underestimate its importance. Most
opportunity marketers understand it to the extent that the overwhelming
majority of pure opportunity marketers, particularly those of the get rich
kind of secret school are all located in Eileen trustworthy places. They
don't, now they may not actually be living there but some are, some aren't.
But they don't locate themselves say in Las Vegas. Most of them do not
locate themselves in big cities. They tend to locate themselves in small
towns, mostly heartland of America towns and they tend to tell a I'm in a
small town story.

So George Douglas, who we'll visit with tonight, so George was in
Sheridan, Indiana, which like once you took him out there wasn't anything
else in Sheridan, Indiana. It's very small town outside of Indianapolis. I
vividly remember the restaurant you took me to for lunch. It was actually
in somebody's trailer and you walk across plywood to get into it and you
eat today's lunch. It's not a menu. They just serve you. And I'm pretty
sure there were picnic tables in it. It was mostly blue collar working
people sitting there eating. That was the restaurant.

Long time Platinum members of mine, and their stuff is in here for you to
see, Rohleder's have over the years done a brilliant job with this. So you
have these examples in there but these are all out of direct mail packages.
And the picture's one thing. So here's a picture and you have it in your
book. It's on page, I don't know, it's in there, 103, 104, 105. Really what's
written on the back is as important as the picture. Now the funniest one
though you'll giggle because you laughed before. So here's a picture of
Eileen, right? So this is in a direct mail piece.
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| thought you might enjoy a picture of our M.O.R.E,
Incorporated headquarters... SO HERE IT ISt This building
was starting to decay when we bought it in 1989 — but

This bullding was originally the Bethesda Hospital. This
hospital took care of all the Mennonite farm families who
first settled this area inthe 18807,., [t Was constructed in
1928 and forced to close in the 1960%s... We bought it over
30 Years later for only §1.00 a square foot!

As you can see — this (5 a beautiful place for usto cometo
work every day and serve our Customers and Clients like
you... They don't build ‘em like this anymore! | hopeto
meet youin person someday soon and give you the

Grand Tour!
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So the back says, "It may be silly to send you my picture but [ wanted you to know I am a real
person who truly wants to help you make money part-time. See my letter. Anyway I hope to
meet you in the near future. Ilene."
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Now you and I know this does not prove you're a real person. It does
actually happen to be a picture of Eileen. It doesn't prove it, it could be
anybody right? And there's no sales copy here but this is really, really
important. The copy on this, so here's the picture. So the copy is more of
Goessel, Kansas, which by the way Goessel makes Sheridan look like a
thriving metropolis.

Here's the More Incorporated Headquarters at the bottom on the right. At
the bottom of the far left is our local community center and public library
that my wife, Eileen, helped build. At the top of the photo you can see
part of our high school football field. This is where most of us gather on
Friday night during the football season. There is not a single word there
that is sales related. It's all about the place because if you live in Goessel,
Kansas you are more trustworthy than if you live in Phoenix, Arizona or
Cleveland, Ohio or New York, New York or Los Angeles to most people,
and particularly to the market that they are targeting, which is 55, 60 and
up demographic, married.

Again core opportunity marketers get this very well. The welcome to
Goessel, Kansas letter that's in your book is an absolute classic. They get
this very well in part because what they are selling is so inherently
untrustworthy and hard to get people to believe in. So they got to get
these things right. Most other info marketers don't get how important
these things are. So for example, do they want to know you're a real
person? Yes they do. Do they want to think if they're in your town that
they can drop by your office and there's really an office there and there's
real people there and they can come in and everybody will be hanging
out? Yes they do. These things are important. So a place.

Third is affinity. So opportunity marketers create trust with people by
affinity. Sometimes they use that tactically as well. So if you're a fighter
pilot you might seek out other fighter pilots in order to do your marketing
to. That gives you direct affinity but the affinity that is most effective is
really tone, conversational tone with your audience, with your market and
shared general background and experience. So if you grew up in a small
town and now you live in a small town and you're all about small town
and you're going to do direct mail, for example, the smartest thing you can
do is mail to people who live in small towns and not mail to people who
live in big cities. So there's affinity. And there's other examples of
affinity in your book.

Last is being disarming. Now this particularly interesting I think. And if
I had time I'd show you. So a homework assignment, not easy to get by
the way, well hard to get I don't think, but so if you go to, where'd you go
to get Turner, Turner, Turner? Is it?
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Audience: GlennWTurner.com

Dan: Okay. So if you go, and we'll talk about Turner a little later. But
just make a note now so I don't forget. So if you got to
GlennWTurner.com and you get a copy of The Challenge to America
speech, which I'm not going to show you because the DVDs are all, they're
not produced well. You take your chances just getting the DVD whether
it'll play all the way through to be honest with you but it's worth the
struggle because you will never see a better example of disarmingness to
relax and take away resistance from an audience than this guy doing this
speech. So this was the number one recruiting speech asking people to
fork over $5,000 a number of years ago when $5,000 was real money in
order to get into a business they couldn't possibly believe in. And most of
them by the time this speech was recorded they were being drug to the
meetings and the news media was full of what a satanic criminal he was.

So the sales environment was not beneficial. And so these, so they're all
you're not getting my wallet kind of audience and the disarming nature of
what he did as you watch it you will be able to feel yourself relax and be
drawn in and not feel that this person is any threat to you whatsoever.

So here's the point about every pitch. Every pitch — repair, improvement or
opportunity — but so every pitch is a threat to them on several levels. It's a
threat like we talked about this morning to the conscious mind and its
portfolio of beliefs. It's also a threat because it's going to ask them to
spend money. Everybody knows in advance as soon as they detect it's a
pitch they know that at the end of the pitch we're going to ask them to
spend money. And nobody wants to part with money. Period. And so all
the defenses start to go up. So disarming copy, whether delivered from
the front of the room or one-on-one, in print, on TV, whatever, disarming
copy is about convincing them that you're not a threat. You don't wear
horns. You're not really going to force them to do anything. In many
respects, you don't care whether they do anything or not. You're sort of
casual about it.

The next time you go to Disney, and you should all go a couple times a
year bare minimum, no kids. The next time you go to Disney, be sure to
go, if you haven't done so, go to the timeshare pitch. Go ahead and make
up your mind ahead of time you're not going to buy anything but go to the
timeshare pitch, especially if you've been to other timeshare pitches
because you will never see a more relaxed timeshare pitch in your entire
life. The guy's almost comatose. He's laying languid. Doesn't, never is
there a salesy, physical movement, speeding up of tempo response to an
objection that looks like a response to an objection. You will be
completely disarmed and feel...you go into a timeshare pitch and
everybody has to go in thinking uh oh. Think of what I'm putting myself
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through, right? Ikind of want to see it. It's kind of like going to buy a car,
right? You want the car but you just know this is not going to be pretty.
And they're going to beat the crap out of me. And so people go into these
things braced. And you will be completely disarmed.

Alright we are on 119. And 119 is very simple. Doesn't take much time
but I gave you a really good sample. So 119 is about making sure that
when you present opportunity there is a thing that people can think of in
physical, tangible, it has a name.
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The Big Idea
The Thing

Follows, a successful direct-mail booklet I wrote for Corey Rudl, shortly
before his tragic death. It was tested with a number of lists, and showed
sufficient promise; results ranging from front-end profit to only modest
negatives. The booklet demonstrates two important component parts of an
Opportunity pitch: the (one) big idea; the (tangible) thing.

Here the one big idea is speed. It is expressed via “Warp Speed Wealth”. ...
“change your life in three months or even faster”....”make you wealthy in
months, weeks or even days”.... “in just 14 days”...etc. WARP SPEED
WEALTH is a term [ decided on, because of its Stark Trek origin, thus
sounding vaguely scientific, modern, high-tech, appropriate to a get rich on
the internet program.

The “thing” is THE FREEDOM INCOME SYSTEM. This is about more
than name, title or label. It takes an intangible and makes it tangible. If I talk
about a miraculous means of turning dough into warm, crispy breakfast,
Junch or snack food in just minutes, you don’t necessarily see an object
sitting on your kitchen counter — if I say TOASTER, you instantly sce a
toaster. SYSTEM has a certain familiar meaning as does TOASTER. It’s a
thing, not a concept. In front of it, two words, each representative of the
benefits of owning this thing.

In presenting an opportunity, you need it to be A Thing...and you need it
hooked to One Big Idea.

If you will examine every successful, long-running opportunity being
marketed, past and present, you will find these two elements.
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And so the analogy I use here is if we describe to somebody the process of
making toast, so you need dough and you need whatever the hell else you
put in a bread maker to make bread. We're now beyond my level of
expertise. So you need some ingredients and you need a bread maker and
they you make bread and then you form it into a square and then you heat
it up. Even somebody that wants toast this has now become unappealing.

But a toaster it's a physical thing and it's easy to understand how it works.
We put the bread in, we push a button and somehow it heats it and when it
pops up it's ready to eat. So the toaster is pretty appealing. The closer you
get to toaster where they see a toaster based on what you're describing to
them and the further away you get from the process for making toast, the
better off you are.

If you go and you find my old Magnetic Marketing pitch one of the best
things in the pitch was that [ don't want you to be creative. It'd be better if
you didn't think. It'd be better if you didn't monkey with it. You just take
this home, you take a letter out of it, you fill-in-the-blanks and you use it
just the way I did it for you. Guy gets, he's seeing “Gold by the Inch,”
that's what he's seeing in his head. He's seeing take notebook, find letter,
take letter out, write in name, mail letter. Now it wasn't quite that. It's a
slight stretch of the truth. But that's what he's seeing. He's seeing a
toaster and toast. Instead of seeing dough, yeast, water, process. That's
what they want. They want to a toaster.

So a thing has to sound to them, first of all it's got to have a name and it
has to sound to them like a kitchen appliance. Not like a big elaborate
process. What I gave you, and it's a great example for a variety of
reasons, but for this one as well. When you take the time to read it you'll
see it. So this is a little booklet I wrote for Corey Rudl and shortly before
Corey died. And in the direct mail test, in fact I think Craig you mailed it
didn't you? Yeah. So Craig handled the mailing.

And as I recall it was successful with all but a couple of the lists and the
test matrix. The initial results were all great and Corey intended to mail it
more and that was the end of that. But there's lots of ways to have
marketing projects go awry, one of which is the client dying. But we take
sort of the intangible you're going to make money on the internet and
you're going to get rich on the internet and we turn it into a toaster in this
booklet. There's a lot of other things that make that booklet worth
studying but the turn it into a toaster is one of them.

This ad on page 145, I wrote this and I think might've been even as old as
89 but I think 90 or 91.
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NEW: An exclusive opportunity 10 offer business-owners and
homeowners guaranteed savi) ngs on services they are already
buying can finally give you the income you've dreamed of.

HOW A $29.95 ‘INVESTMENT’ CAN PUT YOU INTO THE
MOST EXCITING, EASIEST BUSINESS EVER INVENTED —
' EARN THOUSANDS TO TENS-OF-THOUSANDS

OF DOLILARS A MONTH

Every once in & while, 2 really ‘big" opp
comes along. This is soch an oppontunity, Simply, Mm
ready to take you by the hand and putf you into & ridicu
Jously ey bisiness, ona fudly satislretion guarsnized
basts, that can realistically, ethically provide you whtkan
income of $1,000, 53,000 or more part-time, bwo 1o thres
times that myuch, full-tine, all from the comfort and
convenience of your own homse,

This is NOT *multi-Jevel.” Although you will haw
the p ial of baving hundreds or even ds of
Hike-minded entrepreaenrs working for you through our
exclusive S LR, (Supervising Independent Representa.
tive) Program. And we even recruit and assipn them to
work for you. Detaited for you in our comprehensive
{raining program.

OUR AMAZING MONEYMAKING SYSTEM
LETS YOU GET RICH BY SAVING
PEOPLE MONEY ON A SERVICE THEY
ALREADY BUY, EVEN BY
GIVING AWAY FREE SERVICES!

This i NCOT “selling” ke you've ever known it 1o be,
Can you succeed af giving away S0-dottar biltx? This ix
almost that exsy. Simply put, you show business owners
or homeowners how (o save big money on their phone
bills.

With sur System, you offer peopls guaranteed
savings, on 3 po-risk trial hasis. Your customers de
net have 1o ghve yout x dine to try this service. You even
get ta ghye them FOUR FREE HOURS OF LONG-
DISTANCE PHONE CALLS ms 2 ‘boma” There's o
“hard sell” In fact, thls Iy the easlest “sell” ever
created, (We'te the only company is Ametica that actu-
Aty pays our customess to try ws ow!)

YOU'LL BE PROUD TO BEIN THIS

LEGITIMATE RESPECTED BUSINESS

1f you've “chased minbows™, been ‘scamumed” by
get rich quick schemes, hate trying to sell something
people donct need o want...well, hete, finally, is wome-
thing really different AND seal. People will THANK
YOU for telling thers about this service, You see, big
companies like IBM and General Motors have been say-
ing big money for years through this exact sume method.
Now we're miaking those very same savings available to
small business owuers, even “ondinasy foiks”, People
will be impressed with everything you offer thens, all on
22 fee, 150 up-front £ost, 0o risk basis. And you'll be im-
pressed by your earings.

HERE'S THE TRUE SECRET TO
FINANCIAL FREEDOM:

You get a comumission, a pereentage of all the Jong-
distance phone calls macde by every customer you sign up
for thix service. Hut that's only the begioning, because
you get “possive, residial income™ o, {You know, Jxck
Nichalson played “The Joker in the Batman movie
once....be worked one time, making the movie, but be
gets paid every time it's shown, every time a video of it is
ok, even every tme a seluted merchandise iem. a oy, a
T-shin, i soldy —~ that’s “sesiduaf ncome”. that’s THE
SECRET TO FINANCIAL FREEDOM AND SECU-
RITY.

T our business, you keep getiing commissions
month aller month after month, FOR LIFE, onevery

hed up with our servics, Do that

'wad’m,;el padd Torevert This kets you “stack up™
{ncome, 5o that, after a yoas or & fow yeam, you bave big
money coming in every ronth even if you do no work.
{Fravel, Flay golf. Jovestinmal extate, Lay inabammock,
Whatever, And STILL GET PARD)

‘Hawever, while you are active ju this business, you
can abso peta FREE CAR — we'll furnish yox with a 100%
peid-for "company car’ when you veach certain goals,
VS EVEN MORE THE BUSINESS GETS
SIER THE LONGER YOU'REINIT,
BECAUSE YOUR CUSTOMERS BECOME

CSALESMEN" FOR YOU!

Oie yousr customers sce their savings, they tedt evex
ryhod) they know about you! We :vcniucbyw aunige
sysiem” that LS00
[ to rc[er wthers o you, so, quickly, you'l find your
customens doing most of your sefling for you!

WE GUARANTEEYOU'LL FALL INLOVE
WITH THIS BUSINESS

Wi 've put EVERYTHING you need 1o know abowt
this business in an incredibly excitiog, step-by-step Mane
wal, tided, we think appropistely, “UNLEASH THE
ENTREPRENEUR WITHIN® ~ because it WILL une
Jeasks the successiul entrepreney ju you! Mury Anderion,
the Exceutive Diretor of the Direct- Mail Order Associs-
sion swid, "I ty bombarded with new progs
and, after reviewing “Unleash The lmepnmz Within®,
1 personally rate it ove of the best, if mt the very best op-
portumity around today." Robin Seymour, bost of The Op-
portunity Show, scen on TV, calls this “one of the finest
opportunities I've seen in 25 yeas.”

You sez, we believe you are simply going to (all in
Tove with this opportunity ~ so we're glad 1o completely
guaraniee your ssthaction with ¢ we've put
together far you. If, after studylng the *Unicash The
Extrepreneur YWithin® Business Manual, you feel that
thix opportunity s not for you, for wty reason, you cant
return the Munoal within thisty days and we'll refund
Your money, Every peany. Immediatedy. No quibbiing,
No hard feetings.

By the way, you'll learn 2 Jot more from this Manual
than just this pasticudar busdess. For example, you'll Jeam
about Residual Income, Multiplex Income. Referval-Type
Marketing, and the mal secrets behind most self-made,
weaitly peoples’ suceess, You'll also get FIFTEEN
DIFFERENT WAY $ 30 promote our seevice. . incliding 2
simple, ditt-cheap posteand you can send out 0 people call
you, eager for what you offer..a way o help church, civie
of sehool groups do the fund-raising with you,and muck
more. I you are aleeady ju safes, you can, of course, sclt
this “the old-fashioned way” 100 face-1o-face. The “Free
4 Hours Of Service” can also be used ag & premiuen, Jim
Straw says: “As the publisher of some of America’s
leading business oppostumity publications over the bast 20
years, | bave seen almost every business opportunity. |
must sxy that ‘Usleash The Entrepreneur” is the cream of
the crop, the best of the best.”

THEONLY OPFORTUNITY WHERE
MONEY 1S NOT A PROBLEM.

You do NOT need 1o ask customers to give you

money. Thes's N stat-up fee, NO monthly fees. You
even GIVE AWAY four bours of service, FREE. The
costomer will never notics anything different in his phons
seryice ~ the oaly difference will de his savings! (That
he i poticety :

And, YOU do NOT need 10 risk or invest your hard-
caened money 1o get going in this business, You work
from home. There's no inventory fo buy, no costly
seminus of "hoot campe” to come 10, no franchise foes,
We stant you in this business for just $29.95, and that’s
even guaranteed!

HOW BIG IS THIS OPPORTUNITY?

There ase st feast 20-Million porential customers for
ourservice, who WILL save money with us. At we s
o5 # mission 1o reach them ), 10 give cach and every ove
of them FOUR HOURS OF FREE LONG-DISTANCE
SERVICE! We need you, right now, 1o get onr juessyge
out. That's why we're willing to sef you up in a business
equal in income potential (o distributorships and fran.
chises requining tousands of dollary, for just $20.98. And
10 give you a money back parantee,

WHY stoOULR YOU

TRUST THIS OPPORTUNITY?

& G
hhcmiun-tMmm feotvmeecompkxinckny
Hill, New Jemey. Our Marketing Offices ane & 5143 Cins-
Tlizabeth in Waterford, Michigan, (We do not *hide”
behind 3 P.O, Box, like sorse sdvertisess of getorich infor
mation) We ace 3 member of the Betler Business Bumai.
And, all of our commercial customers get gemiine AT&T
Jong-distance services. We have created the finest whole-
sale, “group™ fong-distance service in Amedcs. Weae
now huilding the finest national network of Associates, 1o
represent our services in their copununities, We ae inter
ested in YOU, not your money - that’s why we're piting
you in busioess for just $22.95, And, we guarles yous
satisfaction or your movey back.

Foaal g,

LET'S SUMMARIZE:

You can tee any of our 1S different pomutionsl
moethods 1o find business owners or homeawners inter
ented in saving movey tn Jong-distance el Jet them
1y oag seryices without paying 2 vent Leven give tham 4
boury’ seevice FREE Cand you'll zeceive 3 comumiasion
of every customed’s activity net just the next month, but
BYERY monds, for life! BEVERYTHING you need to stut
in this businesy is provided in otr “Unessh The Entrepre-
neur Within® Bistiness Manual, for just $29.95.

THIS IS, HOWEVER, A LIMITED TIME OFFER.

Soon, we may change the way that people 6 get
stacted, x(wmm,mmmumm
turty dolfars, I sorsie arens. we may stop accepring
muw Thumvso‘l’nhaim’kdum
siuation, 30 act now.

HERE'S HOW TO GET STARTED:

Ta order with your VISA ox MasterCard, eall Tolt-
Free, 1-800-388-1277 Openater 255, Oroxmait your check
or money-order for 329,95 plus $4.50 shippiogTandling
1o BUSINESS NETWORK COMMUNICATIONS, $143
Cass Blizabeth n.ss. Waterdord, Mictigan 48327, Or,
first, for even call our Free ;

Measage 3t 313581764, I)ailm'._
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It ran for quite a while and it has a big idea. So really all opportunity,
presentations need a thing. So they need people to think of it as a toaster,
not as a process and they need a big idea. In this case this was a fairly
risky big idea but the big idea here is down here, right here. First column,
right here, the subhead is, "Here's the true secret to financial freedom."
The big idea here is residual income. And it's a good example of taking
something ordinary, hooking a big idea to it and making it a lot more
interesting.

REASON WHY

Point number five on our list is reason why. Reason why advertising, you
guys all know about it and it's important for a lot of things. When you
present opportunity it's even more important because there are profound
causes for skepticism about opportunity. The biggest of which is if it's so
good why share it? Why don't you just do it? And so really, like I have a
friend right now who absolutely refuses to buy gold. And is absolutely a
cynic about all the advertising selling gold. Here's his logic. Here's why
he would never buy gold. You ready? Because if the shit was so valuable
why would they be selling it? And you cannot disabuse him of this idea.
Of course, everything of value is sold by somebody on that argument,
nobody would ever sell anything. Everybody would be buying. So that's
where he is, "I'd never buy gold because if the stuff's so valuable why
would anybody sell it?" They would just keep it. Why would they turn it
into paper? Their whole argument for buying it is the argument why they
shouldn't be selling it.

So the same thing exists, many times, with opportunity. If you really have
a system that works for taking shoe stores and making them 10 more times
valuable than the average shoe store why in the hell don't you just open up
a bunch of shoe stores? And it's actually a pretty logical objection. It
makes some sense. If you really have a way to flood chiropractic offices
with patients why wouldn't you just own a bunch of chiropractic offices?
Why would you sell?

So that's one of a number of big reasons or big questions in their mind that
require a good reason why. It can't be ignored. Has to be answered.
You'll see I gave you a very basic example and it's only interesting as
trivia because it actually comes from Chase Ravel, the guy who created
Entrepreneur Magazine, although it says John Ravel here. But the same
guy. But in my Jeff Paul ad, so that ad, which many of you will
remember, there is, we use it right up front. So your subhead across the
top says, "Why would any sane person reveal this kind of secret if it was
true?" And then in the center column about here there is, "Why would I
share all this with you?" So we deal with it and actually make it
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somewhat of a focal point of the ad itself. This ad also has a blackie story,
by the way, just as an aside.

So how many know what a blackie story is? Oh good for you. Okay.
For the rest of you very quickly. A blackie story it's linked to reason why.
The blackie story is always about the person who opened the door for now
the teller of the story and the seller of the opportunity. So it could be a
dying man with his final breath. It could be the billionaire who was
finally ready to retire and disappear and has revealed his secret to him but
there is this other person who has, and often the dying man thing is the
original blackie story. But there is always another figure from who was
the source of the secrets, the methods, the strategies so that the seller is
really moving legacy rather than inventing.

Why do you think a blackie story works so well? Well social proof. It
brings two things to the table. One it actually brings a reason why. So the
dying man with his last breath shared it with me. So [ am now compelled
to share it with you. Now it doesn't actually, because really if it was so
good and you were prone to keep it it wouldn't matter who the hell gave it
to you, you would keep it right? So it really doesn't. But it sounds like it
answers the reason why. The dying man shared it with me. My great
grandfather passed it to my grandfather, my grandfather passed it to me. I
feel obligated to share. So it answers a reason why.

Secondly, it makes the source not the seller, which automatically makes it
more believable. So if I thought it up, so you're rushing guys, a blackie
story, John, which you probably know. That's what it is, right? It's much
better than if you invented the kettle bell. Much better that this guy is
from Russia and crawled under the barbwire. It's a much better story. So
the blackie story, if we just thought it up and we say, "I'm sitting in my
basement one day. What did George say about thing?" Well I thought it
up while I was riding my horse through the mountains in Colorado. Well
that doesn't sound real credible. That doesn't give me a real sense of
reassurance and confidence in this thing.

But if he got it from a grizzled, old mail order veteran who was hiding and
spending his retirement years in the mountains of Colorado and one night
over a bottle of whiskey by the campfire the guy broke down and shared it
with him with the commitment that George would carefully share it with
other ambitious. See that's a much better story and it makes the thing
more credible. It really has nothing to do with the validity of the thing.
But it makes it sound a lot more credible.

So reason why and opportunity is extremely important. One clever reason
why that is often used, and I wanted to show you a great example of it is
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timing. So you will, I'm going to show you one example that's in your
book but this is used over and over and over again.

We always need a reason why. So Harvey Ames is one of the great brand
names in the gambling tout business and so Harvey's reason why, his story
is I was about to retire. I was supposed to retire. My wife, my kids, my
broker all getting on my case but I got a problem. I can't say no to all the
hot new information horses that keep coming across my desk. So this new
thing, this new incredible access to information has stopped Harvey from
retiring and he is once again back in the game. Now it's hard to imagine
anybody doing such a shameless thing as threatening to retire and then
coming...yeah well, it's actually encouraging that very few people got
that.

So he's got a new reason why, right, to appear with his story. Now this
same thing, and I just couldn't lay my hands on it to show it to you, but
there's a version of this for a stock trading system that is virtually identical
to this story that runs an IBD off and on. They rest it for a while and then
they trot it back out and run it, then they rest it, then they trot it back out.
So he's really using what I call the irresistible impulse as his reason why
he is arriving and offering you this opportunity. The thing is so great that
it is in an irresistible impulse to bring it forward. One way or another
though you need to find your reason why. You don't want to leave it out
of an opportunity presentation.

Story. So I'm on page 155 for those following along. So the person
presenting opportunity his personal story is important to him being believe
even if the story is not very well connected to the opportunity.
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