
No Hype, Jargon or Bullshit, just Smart Effective 

Marketing that Works! 
 

Go on admit it. You know your stuff, and you are a gun at what you do.  

 

Some clients rave about you and your business, but unfortunately you 

just don’t have enough of those raving fans to make your business turn 

the sort of profit it should be turning.  

 

You know you should be able to charge more for the sensational 

products and services that you offer, but you can’t just raise your prices 

if your competition doesn’t. Can you? 

 

Now those paragraph’s above explained my business to a tee in the not 

too distant past. I was stuck in the trap of trying to compete on price 

alone against every other Tom, Dick and Harry marketing outfit out 

there.  

 

I knew there had to be a better way, I just had to figure out what it 

was. It just so happened I was emailed out a training video by a lad 

named Ed Dale. In the video Ed spoke of six reason that people don’t 

buy from you. 

 



At the time I was setting up a system called the survey siphon (which I 

am going to teach you as well, as it marries up beautifully with the six 

reasons) that I learned from some Frank Kern training. 

 

I got to thinking, if I am setting up a sales system, how powerful would 

it be if I addresses the six reasons people don’t buy as part of that 

system? 

 

I mean it has to make sense right? If I can have an automated sales 

system that is removing the resistance people have to buying from me, 

how easy is it going to be to sell to them once they actually get to the 

point where they are ready to open their wallets? 

 

Anyway enough talk action is better. You are reading this right now as 

you want to learn how to fix your marketing, so let’s get into it. 

 

The six reasons people don’t buy from you are... 
 

1. They don’t see the value that you offer. 

2. They don’t understand exactly what you offer. 

3. They don’t believe you. 

4. They don’t believe that they can do what you offer. 

5. They don’t need it now. 

6. They don’t believe that they have the time to do what you are 

offering. 



 

Here is the good news.  
 

All of those concerns can be easily addressed. So what I am going to 

show you right now is a real life case study of how to do this for your 

business. 

 

Before we go any further, don’t beat yourself up if you haven’t thought 

of fixing these problems before. As I said earlier, I was making these 

exact mistakes myself! 

 

That was until I put the following systems in place. Let me make this 

very clear. I didn’t come up with any of these systems myself. I learnt 

everyone of them from training provided by the smartest marketers on 

the plant. 

 

I mean why would I try to reinvent the wheel when it had already been 

invented? Not only had it been invented, but there were people (like Ed 

& Frank) only too willing to show me how to set it up via online training. 

 

Instead I grabbed the the best of the best training that all of these guys 

teach, and condensed it into this one report. That alone is going to save 

you thousands of hours scouring the internet (just like I did) trying to 

work out how to pull this all together. 

 



Why making a quick sale is a short sighted mistake. 
 

The very first thing you should look at is the advertising that you 

currently have running. Most advertising is completely ineffective for a 

couple of reasons. Number one being that it is all just based around 

making a quick sale. 

 

To get a better understanding of why this is so detrimental to your 

business's long term growth, let’s take a look at some interesting 

statistics on the buying cycle of a client.  

 

These aren’t something that I just made up either.  
 

I got them from marketing legend Mal Emery’s website. And if Mal says 

that they are right, believe you me they are right. 

 

● 2% of sales are made on the first contact 

● 3% of sales are made on the second contact 

● 5% of sales are made on the third contact 

● 10% of sales are made on the fourth contact 

● 80% of sales are made on the fifth to twelfth contact 

 

 

 



Couple those statistics above, with these below 

 

● 48% of businesses never follow up with a prospect 

● only 25% make a second contact 

● Only 12% make a third contact 

 

To point out the bleedingly obvious, almost half of the businesses out 

there are only making 2% of the sales that they could be making because 

they have no system in place to follow up. 

 

Again I am going to put my hand up.  
 

I was guilty of this (not following up) until I stumbled across those 

statistics. I mean how on earth was I suppose to get any real traction in 

my market when I was only picking up the 2% of the dregs as sales? 

 

I believe following up is so widely ignored because of three main 

reasons, which are... 

 

1. People just don’t know those statistics. I mean you would be mad 

not to follow up once you know them. 

2. People just don’t have the time to follow them up individually. 

Who does? That is why you will create systems to do all of that 

work for you. 



3. It’s a simple solution, and we (as humans) tend to like finding 

complex solutions! 

 
Why is a quick sale so detrimental to the long term 

growth of your business? 
 
Again the statistics below tell a story. By going for a quick sale you are 

not capturing details and you are putting yourself in the position where 

you can’t follow up with those that are not ready to buy just yet.  

 

You are literally doing the groundwork for someone else to cash in on as 

you have planted the seed with someone who may buy 18 months down 

the track. More than likely though they will buy with someone else 

because you have no reliable way of keeping in contact with them. 

 

There is a company called something like “did you buy”. What they do is 

survey people that have made an enquiry about a product or service 

they were interested in purchasing. They asked people (who had 

inquired about certain products) via a survey if they had actually bought 

that product, and how long after their initial enquire did they buy. 

 

These are the statistics that they came up with. 
 

50% of people that make an inquire actually buy, 50% don’t. Pretty 

simple right? 



 

Of the 50% that actually buy, 15% will buy within 90 days, and the other 

85% buy somewhere between 90 days and 18 months. 

 

These are very powerful statistics to know as it let’s 

you do the following…. 
 

The first thing you need to do when you collect details (instead of going 

for that quick sale) is start identifying the five star prospects that are 

ready to buy in the next 90 days. That is where you are going to make 

your sales short term. 

 

This is how you would split up the focus of your email 

marketing. 
 

Yes you need to use email to follow up with theses potential customers. 

Don’t let anyone tell you email marketing is dead. The only thing that is 

dead is crap email marketing. 

 

1. Find out exactly who the five star prospects are that are going to 

buy in that first 90 days. And start talking to them. 

2. Create an email series that educates and motivates the other 85% 

to buy from you when they are ready. 

 



By creating advertising that leads people to want to give you their email 

address instead of just going “hey do you want to buy this now” you put 

yourself in a really powerful position, because now you can use. 

 

The all mighty nine word email 
 

Now the mechanics behind why the nine word email works so well are 

beyond the scope of this report, but to sum it up in a nutshell. A nine 

word email needs to tick these boxes to be effective... 

 

● Short (hence the nine words) 

● Personal (make it seem like it’s written to one person) 

● Expecting a reply (you need to ask a question that can be 

responded to) 

 

Let me give you an example. In this report I often refer to the system I 

am setting up which is all about helping tradesmen to… 

 

● Increase their hourly rates. 

● Brand them as an Authority. 

● Charge for audit’s instead of doing free quotes. 

 

 



So the nine word email that I would send out to them to with the 

purpose of opening a dialog-conversation would go along these lines. 

 

 

Hey Muzza (can’t get more Aussie tradie than that!) 

 

Have you created an audit you can charge for yet? 

 

Cheers Beanie 

 

When Muzza does respond to that email with something along the lines 

of “no I haven’t had the time to yet” that is a huge opportunity for me 

to start a conversation with him. 

 

My next response would be, “what is the main thing holding you 

back?” 

 

Now we may go back and forwards a few times before I say to him, why 

don’t you book an audit with me, or come along to some training that I 

am running? But as you can see I am now talking to a highly qualified 

lead that I am taking through my sales process. 

 

 



So you want to know how I actually got Muzza’s email 

address in the first place right? 
  

I could have run the standard advertisement that a marketing company 

would run. And it would look a lot like this. 

 

Beanie the Social Tradie, Keynote speaker, and Marketing Coach 

specializing in Social Media, Video and Email Marketing. Call Beanie 

to discuss your marketing needs today. 0400 179 819 

 

Muzza is going to look at that and think to himself, “who the hell is this 

tosser Beanie, I couldn’t care less what he does”. 

 

And Muzza is right. There are so many problems with that advertisement 

that it’s not funny, so let’s list a few of them off. 

 

1. It’s all about me and what I do,it’s not about Muzza. 

2. It’s just going for a quick sale. 

3. It isn’t targeted at a specific problem that Muzza has. 

4. I am asking Muzza to call me, which is highly confrontational. 

5. There isn’t even anything specific for Muzza to call me about. 

6. It’s the same stock standard ad every marketing company runs.  

7. I am never going to stand out. 

 



Instead this is an ad that I run on Facebook. 
 

 

 

Help Needed 

 

Are you a self employed tradie? Can I ask you for your opinion? 

 

Super quick survey (4 multi choice questions) that takes like 20 

seconds. Help me out and I will give you something really cool at the 

end of the survey. 

 

Just click on this link to go to the survey http://bit.ly/TradieXsurvey 

http://www.google.com/url?q=http%3A%2F%2Fbit.ly%2FTradieXsurvey&sa=D&sntz=1&usg=AFQjCNFMSJ99SxytQzI_74CkyCE8ISAGrQ


Now the ad above is the start of the Frank Kern Survey Siphon System. 

So let’s dig deeper into why this ad is so much more effective and how 

the system takes over once Muzza clicks the link to take the survey. 

 

What’s going on in this ad? 
 

1. It’s targeted! Aimed directly at you guessed it Tradies (Muzza). 

2. It asks Muzza a question, so it grabs his attention. 

3. I am asking Muzza for his opinion. People love to give you their 

opinions. 

4. I use it to collect contact details. I don’t go straight for the sale. 

5. It’s easy to do, and I spell that out. I tell Muzza that the survey is 

very short. 

6. Muzza wants to know what I am going to give him. 

7. It’s automated, once I post the ad, the system does the rest. 

 

 

 

 

 

 

 

 



Okay so let’s go through how the whole system works. 
 

When Muzza clicks on the link he is taken to a simple page that looks 

just like the image below. 

 

 
 
 
It is just a stock standard wordpress site with a google form embedded 

(big word for copied and pasted) into it.  An easier way to do this is to 

just get a survey monkey gold account which allows you to put a 

redirect on completion of the survey. 



When Muzza clicks the submit button (after he answers the survey 

questions) he is automatically redirected to a page just like this... 

 

 
 
This is known in the marketing game as a squeeze page. As the name 

suggests it’s main purpose is to squeeze Muzza’s contact details out of 

him. 

 

 

 

 



Some critical points of this squeeze page 
 

1. It doesn’t look like a typical squeeze page. I have deliberately 

used a background that is congruent to tradies. 

2. I use the phrase Free Video, so that Muzza knows he is going to get 

something of value. 

3. I address the three main concerns that tradies (Muzza) has in this 

video. How to up your rates, brand yourself as the expert and 

charge for audits instead of doing free quotes. 

4. I only ask Muzza for his email address and not his name. This 

increases the chances of Muzza leaving his details. I can easily get 

his name later when I have earned his trust. 

 

When Muzza enters his email address he is taken to a video page where I 

deliver the training to him as promised. 

 

Huge Point  
 

This video training is not fluff or bullshit, it is my best training. In the 

video I cover the exact same strategies (the one’s I am running you 

through in this report) that I set up for my best clients. 

 

 

 



In fact this is some feedback that I received regarding the video when it 

was at testing stage. 

 

“Excellent video mate, you did well to keep my attention for the 

whole 25 minutes. Well done” 

 

Why would I do that? Why would I give away my best training for Free?  

 

Because I want to create good will, and I want to show people that I am 

the authority on this stuff. 

 

I want them to be 100% sure that there is no hype, jargon or bullshit 

when they deal with me! 

 

These systems that I teach them can’t replace me and the different 

strategies that I use within them to generate more leads and sales for 

my client’s. I am more than happy for anyone watching the video to 

actually take the training away and use it. Even if I never make a cent 

off of them. 

 

Now I am going to go off track for just a second, 
because you have to know about this. 

 
 

Let me introduce you to Frank Kern and his book called Convert, which 

is titled as follows… 



 

The simple formula that sold $50 million worth of 

products and services online. 
 

Now as Frank will tell you in the book, there is no guarantee that you 

will make $50 million if you follow his simple strategy. In fact there is 

no guarantee that you will make any money at all, especially if you 

don’t actually put any of what he teaches into practice. 

 

Before you read another sentence of this report click on this link => 

Convert Frank Kerns book and get yourself a copy. Frank actually gives 

you the book for free. You only have to pay a few measly dollars for 

postage and handling. 

 

“What do you get out of me buying the book Beanie you are thinking to 

yourself”? 

 

Not a damn thing! I don’t make a commission. Frank Kern does not know 

me from a bar of soap. There are no kick backs and I will get no special 

favours from Frank. 

 

Are you starting to get the picture that I get nothing? So why would I 

recommend his book to you then? 

http://www.google.com/url?q=http%3A%2F%2Fconvertbook.frankkern.com%2Ffreebook%2F&sa=D&sntz=1&usg=AFQjCNGAjnUJYJuBkSUJ30X6PjjDkpIK5Q


Because the book is f*cking awesome. He should be literally be charging 

hundreds of dollars for it. The information contained within the book 

could completely change your business. I know because it has changed 

mine. 

 

By recommending Franks book to you I am doing the following, which 

not surprisingly are recommended strategies that he talks about. 

 

● Brand positioning 

○ Sales 

○ Goodwill 

○ Reputation 

 

How can that be. How can I be improving my brand positioning, 

goodwill, sales and reputation by recommending someone else’s book? 

 

I’ll tell you how. When you read Frank’s book you will be literally 

thinking to yourself… 

 

How good is this book. How long has this been going on for? Beanie must 

really know his stuff if he recommends awesome training like this. 

 
It’s about positioning. I am making a stand and saying the so called 

“Branding Experts” are talking shit and ripping you off. Do this instead 

as you will make a lot more money. 



 

That positions me as the no bullshit marketing guy that is genuinely 

interested in getting results for anyone that is willing to listen to him. 

 

Rant over, getting back on track 
 
As we discussed earlier there are six main reasons that Muzza doesn’t 

want to buy from me. So I am going to start removing them with this 

training video I am giving him. 

 

Muzza doesn’t see the value that I offer 
 

That is an easy fix. I spell it out for him in the video when I show him 

how to increase his rates and start charging for audit’s instead of doing 

free quotes. 

 

Muzza doesn’t understand exactly what I offer 
 

I cover this off at the end of the video when I actually make a no 

pressure sales pitch. I tell him how I can help him get this system in 

place with an audit that he can take me up on. 

 

 



Muzza doesn’t believe me 
 

He will do by the time the video is finished, because I have delivered 

exceptional free training that can make him a lot of money. By the time 

he is finished he will be thinking… 

 

If Beanie’s free training is this good, imagine what he can do for me if 

I'm paying him. 

 

Muzza doesn’t believe that he can do what I offer 
 

This is why it is imperative to know exactly who you are targeting. I 

know the conversation that is going on inside Muzza’s head. He is 

thinking “I can’t do this because I am a Tradie, I can’t learn this 

marketing stuff”. 

 

I removed that from his thinking straight up because I explained to him 

that I am a boilermaker by trade (which is true) and how if I learnt to 

do this stuff he can as well. 

 

 

 

 



Muzza doesn’t need it now 
 

I create a sense of urgency legitimately by saying I only have time to 

work with a limited number of people. It’s 100% true, once I get to a 

certain amount of sales I just turn the offer off. 

 

Muzza doesn’t believe that he has the time to do what 

I am offering 
 

I make sure that I point out to Muzza that I will teach him super simple 

systems that are easy to use, and it will actually free up more time for 

him in the long run, as he won’t forever be chasing new jobs. The 

system will do it for him. 

 
During the video I am literally indoctrinating Muzza about the fact that I 

am the expert that he needs to talk to. 

 

I am taking myself beyond the Generalist and Specialist to the 

Authority, something that you will learn all about this in Frank’s book 

Convert. 

 

 
 
 
 



Branding = Bullshit 
 
Last thing I need to cover for you before we are done. 

 

I am prone to having a rant about branding. And for very good reasons. 

The way it is done most of the time is a complete waste of your time 

and money. 

 

I have a saying about branding... 

 

“If you try branding like coke, you will go broke”  

 

Branding companies try to sell you on the idea that you have to get your 

name out there. Let me tell you a little secret. It is far more valuable 

for you to know who your customer is then it is for them to know who 

you are. 

 

The reason they want to sell you on the idea of get your name out there 

is because… 

 

1. It’s easy for them to do. 

2. You have to keep coming back to them to “get your name out 

there”. 

3. It isn’t measurable. 

 



Long story short, when you complain to them that you aren’t making any 

sales, they will simply tell you that is because you are not getting 

enough exposure. 

 

They will suggest that you do a bigger more expensive campaign to get 

your name out there even more. 

 

What they are literally saying is, “what we are currently doing for you 

isn’t working, so what you should do is spend more money with us and 

do more of it” 

 

Don’t do it. Don’t waste anymore money on something that doesn’t 

work, and that you can measure the results of. 

 

The system above is how you brand yourself properly to the people who 

actually proven to be interested in purchasing your services. And the 

best part is it all happens naturally with the process you have just 

learned above. 

 

It’s a far more effective than blast your name out there to the masses in 

the hope that one day they will remember who you are and actually 

come in and purchase something from you. 

 
And for all intents and purposes of this report, that is about it. But… 



For the DIY people there are some additional links to tools that will 

make your life a hell of a lot easier at the end of this report. 

 

Some of you however are going to want some one on one help to get this 

all happening ASAP. 

 

If you know that you need to get this happening for your business ASAP, 

but you just need a little help coming up with a gameplan to get 

started,  

 

Here is what I have got 

 

The Social Marketing Audit, and this is what I will help you work out 

 

● Who your ideal customer is. 

● What their circumstance is that you can fix for them. 

● The six reasons they wouldn’t buy from you. 

● Six by nine word emails you can use to open up a conversation with 

them. 

● Create an outline that you can use for a video script. 

 

This is done over the phone. I call you via Skype (so that I can record the 

audit and send you a copy) on your landline or mobile it doesn’t matter 

which one. 

 



The audit generally takes about an hour. As I said above I send you a 

MP3 audio file after the call, so that you can refer back to anything we 

discussed later on. 

 

Normally I charge $497.00 for this audit, but because you have invested 

time in yourself by reading this report here is what I am going to do for 

you. 

 

You will only pay $147.00 for the audit, and here is the kicker. 

 

You only pay a $7.00 (+ GST) deposit today and you don’t pay the other 

$140.00 (+ GST) until after your audit is completed. Once you are 100% 

happy with the result!  

 

That is not a misprint.  

 

If you do your audit and you are not happy for any reason at all, just say 

so and you don’t pay a cent. 

 

So you are ready to get started?  

 

 

 

 

 



Here is what you need to do next. 

 

I don’t do these audit’s all of the time, in fact I only have four of them 

available (maximum) at any given time. So it’s literally a first come first 

served basis.  

 

This is the only way you can actually book one. It is a super simple 

process that I will step you through right now. 

 

Click on this link => http://thesocialtradie.simplybook.me which will 

take you through to my automated booking site. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

http://www.google.com/url?q=http%3A%2F%2Fthesocialtradie.simplybook.me&sa=D&sntz=1&usg=AFQjCNHb1Xv_5CHXvau8r2u0xuqi2dgpSA


You will land on a page that looks just like this… 

 

 

 

Click on the Do reserve event button that the arrow is pointing to. 

 

 

 

 

 

 

 

 



 

Then click on the Reserve time button shown in the image below 

 

 

 

 

 

 

 

 

 

 

 



Next step is to select a date and time 

 

 

 

 

 

 

 

 

 

 

 

 



Then enter your name, email address, and the best phone number for 

me to contact you on for your audit. Then hit the book now button. 

 

 

 

 

 

 

 

 

 

 

 



Last step is to select the Paypal option and then click...  

 

Pay for reservation 

 

 

 

That’s it you are done. 

 

As promised here are some DIY tools that you can use to get started 

ASAP. Now some of these tools I actually get a commission from should 

you decide to buy them. 

 

Shock horror I know, but what can I do? My family likes to eat! 



All of these tools I use myself, and they will make your life a whole lot 

easier as well. 

 

To create awesome looking pages just like the tradie example in this 

report, the best service I have found is Lead Pages. It’s super simple 

to use and you will have your page up and running in no time. 

 

To capture emails, I use aweber. It has an easy to use interface inside 

lead pages, and again makes the whole setup process pain free. 

 

For survey’s the best option is Survey Monkey. You will need the Gold 

Account to get the redirect option that you need to move people to your 

lead page, after they have completed your survey. 

 

Create awesome looking animated video’s with Video Scribe all the info 

is on their website, and they provide step by step video training 

tutorials as well. 

 

Some freebies that will help you get this shit done 

 

Trello is a brilliant for getting instant clarity on any project. Use it to 

set tasks, and track progress. Check it out here =>  Trello  

 

Stickk, form commitments that will keep you on track to getting things 

done. Learn more on their website here => Stickk  

http://www.google.com/url?q=http%3A%2F%2Fbit.ly%2FFastLeadPages&sa=D&sntz=1&usg=AFQjCNGz_PO2f0_4HB97Q3qlaG4hR7tarA
http://www.google.com/url?q=http%3A%2F%2Fbit.ly%2FEzyEmailCapture&sa=D&sntz=1&usg=AFQjCNFbAsBDmTbeJXUyzJew9BWIYxEY2Q
http://www.google.com/url?q=http%3A%2F%2Fbit.ly%2FBestSurveyOption&sa=D&sntz=1&usg=AFQjCNHuL9ka8-d75tOkQAfQ8dlmsM5JlQ
http://www.google.com/url?q=http%3A%2F%2Fbit.ly%2Fvideo-tool&sa=D&sntz=1&usg=AFQjCNEtsADLC9lGz_gHnw7wXK267q847Q
http://www.google.com/url?q=http%3A%2F%2Fbit.ly%2Fluvtrello&sa=D&sntz=1&usg=AFQjCNEvaMZLVwCM7J6hPUEL34P5S2WZXg
http://www.google.com/url?q=http%3A%2F%2Fbit.ly%2FStick2ItNow&sa=D&sntz=1&usg=AFQjCNE7PihhkuU4mtm_covbdQH8WKSqTQ


 

 

Last thing before I go. 

 

Please take this information and use it, as Uncle Albrt one said… 

 

“The definition of insanity is doing the same thing over and over, and 

expecting a different result” 

 

Don’t be insane, take this shit and use it TODAY! 

 

Cheers 

 

Beanie the Social Tradie 

 

 

 

 

 

 

 

 

 


