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Dear Clients,
Money on the Table 

N o one likes the idea of a test. I think it comes from 
our school days when just the thought of a test on 
Friday was enough to give us all the flu. I still wake 

up from sleep on occasion thinking I slept late and missed 
a test. 
Unfortunately, as a marketer, testing should be a way of life and 
if you’re not testing your website, sales letters, offers, channels 
of marketing and almost every other aspect of your business 
your missing out on valuable input and leaving money on the 
table because you aren’t always using proven field tested results. 
Recently, we have even started testing our employees by rotating 
jobs and letting different people do a job function that someone 
else was doing just to test to see if the new person does it better 
or what they bring to the project that is different. Our employees 

didn’t know this was happening until they just read this article. 
I will soon find out who actually reads our newsletter and  
who doesn’t. 
The reason the concept of testing in business is so prevalent is 
because it works. Testing for example,  gives you valid answers 
to alternative options for an ad or tells you which headline pulls 
better than the other. And of course once you know the best 
option you will make more money than you would have with the 
alternative that you proved would not work as well. 
Google relies heavily on testing to both develop and refine 
products and services (7,000 A/B tests in 2011 alone). On line 
testing gives you answers immediately in real time. For instance 
in the Google test world, they will run slightly different versions 
of a web page and the results of how people react to a new one 
are constantly being compared to their control (the page they 
have had the most success with). Just as in offline testing this 
methodology has always been called the A/B test.
If the new version of the web page proves better by getting 
longer visits, more clicks or more purchases, it will replace the 
old page. If the old page continues to do better, the new version 

cont. on p14  
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Six Reasons to Embrace  
Social Media Marketing Today
By  Lindsay Dicks
a.k.a. The Chic Geek

If you haven’t already embraced social media 
as a part of your marketing strategy… what are 
you waiting for? 

But here’s the thing: I’m not going to tell you that  
“everyone is doing it” or that “social media is the 
hottest marketing trend”, or any other of the clichés 
that “social media experts” like to use. 
Instead, I’m going to share with you six tangible 
reasons that your business should be active in the 
world of social media. It’s not about being trendy. It’s 
not about “keeping up with the Jones’s.” It’s about your 
bottom line!
Here are six reasons that your business should embrace  
social media marketing today:
1. Social media helps improve your visibility 

on Google and other search engines. In 
today’s world, the visibility of your business 
on Google is a critical part of your success… 
or lack thereof. The simple truth is that, these 
days, when a prospect needs to find a service 
provider, they aren’t picking up the Yellow 
Pages—they’re going to Google. If your  
website is showing up on the top of the first page, 
you’re going to get plenty of traffic to your website… 
which means more leads, more customers, and  
ultimately more money in your pocket. 

 And while there are a variety of factors that  
determine how well your website will be 
positioned on Google, social media has a 
significant role to play. Major social media 
platforms like Facebook, Twitter, LinkedIn, and 
YouTube have a significant impact on Google’s 
search results. If you have a presence, and if 
you’re using it regularly, your search engine  
rankings will benefit.

2. Social media allows you to communicate 
your personal brand to internet users. 
We’ve talked about how important it is for you 
to build a strong personal brand in order to stand 
out from your competitors. And you know that a 
powerful personal brand can establish you as a 
leading authority in your industry—a celebrity 
in your market. There are many ways we can 
accomplish this goal, from publishing books 
to appearing on local news affiliates… and yes, 

social media can help. Social media gives you 
the opportunity to consistently engage with your  
audience online, and if you create authoritative  
content, they’ll see you as an authority. It’s also a 
great place to let your audience get to know you  
better. Sharing hobbies is a great way to do this… 
if you follow me on Twitter, for instance, you can 
rest assured that I’ll keep you updated on all of 
my latest shopping adventures. 

3. Social media presence is the starting place 
for online, user-generated content. These 
days, consumers like to do their research before 
making a purchase—and the internet is one of the 
first places they turn. But they are interested in 
more than just what you say about your business. 
Studies have shown that user-created content  
is often more important in the buying process 
than is content created by the business. That’s 
why testimonials and real-life success stories are 
so valuable. 

 Social media can provide these benefits as well, 
as it provides an easy opportunity for your  
customers to sing your praises. Of course, if 
you don’t have a social media presence, the  
conversation isn’t going to start on its own. Get 
involved and get your customers talking about 
how great you are!

4. Social media allows you to position yourself 
as an expert. One of the most important 
objectives of a good personal branding campaign 
is to position yourself as a thought leader within 
your industry and your marketplace. Doing so 
requires that you are actively producing content 
which reflects your expertise. Many of you are 
doing this already—whether it is by blogging, 
writing a book, speaking, or other venues. Not 
only will your social media presence offer another 
channel to communicate your expertise, but it will 
also allow you to leverage your efforts elsewhere. 
A simple tweet like “About to speak on [topic]…” 
sends a powerful message. 

5. Social media expands the marketplace. One 
of the biggest benefits of a social media presence 
is that it gives you the opportunity to attract 
customers that otherwise would never have heard 
of your business. Whether you’re a local business 



c  2012  DICKS + NANTON AGENCY LLC, 520 N. ORLANDO AVE, LOFT 2, WINTER PARK, FL 32789 • 800-980-1626 • EMAIL: LISA@DNAGENCY.COM
3

Lindsay Dicks (@lindsaymdicks) – 
“Online Branding Agent” dedicated to 
helping clients create online buzz about 
themselves and their business as well 
as make more money using content 
marketing and social media. CEO of 
CelebritySites.com, Best-Selling Author, 
Speaker, Coach and avid Gator Fan.

Are You Taking 
Advantage  

of the  
#1 Secret 
Online?

Press releases are one of the top ways to get 
more exposure and increase your business.  

They are a fundamental aspect of any media  
campaign that you do! If you’re not taking  

advantage of them, you need to be!

 

Need help? Our trained writers will not only 
write a keyword optimized press releases for 
you but we will distribute it online as well as 

offline to local journalists in your area! 

Email me today 
 Lindsay@CelebritySites.com  

or you sell to customers across the globe, there 
is no way that you can reach every potential 
customer with an offline marketing campaign. Of 
course, you can’t reach everyone online either—
but you can reach a whole lot of people that 
otherwise would have fallen through the cracks. 
Whether it is through a friend recommending 
your business to another friend via Twitter or even 
utilizing Facebook Ads, there are lots of ways 
to attract customers through social media that 
otherwise wouldn’t be exposed to your products 
and services.

6. Social media helps you generate additional 
revenue from existing customers. A smart 
social media marketing strategy will not only 
attract new customers, it will help you persuade 
current customers to spend more. In some cases, 
customers who may not have been aware of your 
full range of products and services will find more 
opportunities to do business with you. You can use 
social media to incentivize larger purchases (i.e. 
“use promotional code 1234 at checkout and save 
10% on orders of greater than $100!”. You can 
coordinate your social media presence with email 
marketing campaigns to spread awareness of 
current offers and special deals. The opportunities 
are endless… and the result is more money in 
your pocket!

If you’ve been in business for a while, you know 
that “because everyone else is doing it” or “because 
it’s trendy” is never a good reason to make a big 
decision. But trust me—there’s real value in social 
media marketing. An effective social media presence 
allows you to communicate your personal brand and 
stand out from your competitors. It gives you the 
opportunity to position yourself as an expert in your 
industry. Ultimately, it boosts your bottom line. And 
that is something that every business owner wants! 
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JUNE 6  Platinum Coaching Call – 2:00 PM EST [Nick & Jack]
JUNE 5-7  Speaking Event in Nashville [Nick]
JUNE 11-13   Branded Film Shoot with Mark McCullough (Battle Creek, MI) [Nick]
JUNE 13  One on One Call – 3pm EST [Nick]
JUNE 18   Platinum Coaching Call-In Day, Available 2pm – 5pm [Nick & Jack]
JUNE 20-23   Annual FL Bar Convention (Orlando, FL)
JUNE 27-29   Consumer’s Advocate/APE TV Show (Orlando, FL)  

[Nick, Jack, Lindsay, Greg]
JULY 4   Platinum Coaching Call – 2:00 PM EST [Nick & Jack]
JULY 11   One on One Call – 3pm EST [Nick]
JULY 11-13   Branded Film Shoot with Tim Autrey (Galveston Island, TX) [Nick]
JULY 14-17   NSA Convention (Indianapolis, IN)
JULY 16   Platinum Coaching Call-In Day, Available 2pm – 5pm [Nick & Jack]
JULY 16-18   Branded Film Shoot with Jay Kinder & Mike Reese  

(Dallas, TX) [Nick]
JULY 23-25   Branded Film Shoot with Pete D’Arruda (Cary, NC) [Nick]
JULY 28-31   American Association for Justice Conference (Chicago, IL)
AUG 1   Platinum Coaching Call – 2:00PM EST [Nick & Jack]
AUG 3-5   Waldo Waldman Conference (Atlanta, GA) [Nick]
AUG 8   One on One Call – 3pm EST [Nick]
AUG 9-10   FL Realtors Convention (Orlando, FL)

AUG 20   Platinum Coaching Call-In Day, Available 2pm – 5pm [Nick & Jack]
AUG 22-24   Consumer’s Advocate w/Ben Glass / APE TV Show (Washington DC) 

[Nick, Jack, Lindsay, Greg]
AUG 22-24   Branded Film Shoot with Mike Reese (Traverse City, MI)
SEP 5   Platinum Coaching Call – 2:00 PM EST [Nick & Jack]
SEP 12   One on One Call – 2pm EST [Nick]
SEP 17   Platinum Coaching Call-In Day, Available 2pm – 5pm [Nick & Jack]
SEP 17-19   Exponential Growth Summit (Phoenix, AZ) [Nick]
SEP 26-28   National Academy of Best-Selling Authors Best-Sellers’ Summit & 

Golden Gala (Hollywood, CA ) [Nick, Jack, Lindsay, Greg]
SEP 29-OCT 2   FPA Experience Conference (San Antonio, TX)
OCT 3   Platinum Coaching Call – 2:00PM EST [Nick & Jack]
OCT 3-5   Brian Tracy / Arielle Ford TV Show (San Diego, CA) [Nick, Jack, 

Lindsay, Greg]
OCT 10  One on One Call – 2pm EST [Nick]
OCT 11-12   Mass Torts Made Perfect Conference (Las Vegas, NV)
OCT 12-13   GLM National Summit (Arlington, VA)
OCT 15   Platinum Coaching Call-In Day, Available 2pm-5pm [Nick & Jack]
NOV 7   Platinum Coaching Call – 2:00 PM EST [Nick & Jack]
NOV 8-11   GKIC InfoSummit (Nashville, TN) [Nick, Jack, Lindsay]
NOV 14   One on One Call 2pm EST [Nick]
NOV 19   Platinum Coaching Call-In Day, Available 2pm-5pm [Nick & Jack]

EVENT SCHEDULE

We had a great time with our Mastermind group and Dan Kennedy at the Kentucky Derby but we are  
glad to be back home! Looking ahead, preparations are well underway for the National Academy of Best Selling 
Authors’ Summit and Golden Gala™ in September, our biggest event of the year!  Make sure to reserve your spot 

soon because space is limited! We don’t want you to miss this true Hollywood event where you’ll receive your 
recognition and statue as a Best-Selling Author and much more! 

As always, we have many exciting new media opportunities we want to share with you. Be featured as a TrendSetter 
in Inc. Magazine, Create a Product with none other than the Legendary Tom Hopkins, and Co-Author our next Best-

Selling book, The Ultimate Success Guide, or be interviewed on our next season of America’s PremierExperts®. 

Also, for our legal experts, we’re offering you the chance to build your legal brand by becoming a Best-Selling 
Author in our new book, The Consumer’s Advocate: Leading Attorneys Share Their Stories Of Finding Justice For 

Clients Who’ve Been Wronged!

Email info@DNAgency.com or call 800-980-1626 and ask for Mike or Angie ASAP to learn more!

CONGRATULATIONS TO OUR  
NEW AGENCY CLIENTS!
Robert Harwood, Donn S. Kabiraj, Josh McWhorter, Sarita Dua, Robert 
Sokoler, Ken Blevins, Shashank Shekhar, Louis Brindisi, Thomas 
Helbig, David Kent and Hunter Hewett

NEW EVENTS AND OPPORTUNITIES
•  The biggest Best-Seller event of the year is this September’s 

National Academy of Best-Selling Authors’ Best-Sellers’ Summit and 
Golden Gala™ Awards at the historic Roosevelt Hotel in Hollywood, 
California. You don’t want to miss your opportunity to claim your 
Quilly™, so e-mail info@DNAgency. com, or call us NOW at 800-980-
1626 for more information!  We are down to 40 spots left!

•  We are working on a new America’s PremierExperts® full page 
color feature in Inc. Magazine – “TrendSetters in Health, Wealth & 
Success” and you can be a part of it! Call your agent or e-mail us at 
info@DNAgency.com today for all the details.

•  Greg has kidnapped another guru and is letting you in on the action! 
Sales icon and success mentor Tom Hopkins and Greg Rollett have 
crafted a new information product and they want you to co-author 
the product with them. In this all-new original product, Greg and 
Tom share the secrets to getting everything you ever wanted out of 
your life through the design of your core vision and then creating 
a goal-based system to get there. By using the power of Celebrity 
Association you will gain instant credibility and trust in using this 

product to attract new prospects and leads to your business, or 
create a new income stream by selling an extremely valuable product 
on your website. If you are interested in this very limited opportunity, 
please contact Greg right now at greg@productprosystems.com for 
more information and to claim your spot in co-creating a product 
with Tom Hopkins. Based on our deal with Tom, we are offering an 
initial limited opportunity to only 20 guests, and this will go quickly, 
so make sure you act now!

•   America’s PremierExperts is our flagship show that offers business 
owners, entrepreneurs, and professionals like you an exclusive 
opportunity for further exposure and growth in the marketplace, 
and right now we’re finalizing the latest round of guests for our 
next show—and the coolest part is that it’s going to be filmed in our 
nation’s capital, Washington, DC!   

•   LAWYERS ONLY: We have a few really interesting projects that 
we have created just to feature lawyers.   Call 800-980-1626 or 
email us at info@DNAgency.com today to learn more about these 
opportunities that we can assure you that you won’t want to miss!

CONGRATULATIONS TO OUR  
NEWEST BEST-SELLING AUTHORS!
For the Best-Selling Book Sold!, Ron LeGrand, Jason Watson, David 
Thomas, MD, Joel Sangerman, Anita Italiane Hearl, Christine Rae, 
Megan Morris, Jay Kinder, Michael Reese, Gary Martin Hays, Esq., David 
Carroll, Kevin Tacher, Rick Geha and Brian Combs

Inside the Agency
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Getting Started 
With Educational 
Marketing
By Greg Rollett

Life is funny sometimes. When I was in grade school 
I was a great student. Rushing through work and 
getting to the next lesson or instruction as quickly 

as possible, all while collecting A’s on my report card 
along the way. 

As I got into high school, distractions got into the way of 
education, as with many young students and teenagers. 
Football, baseball, girls, weekend plans and maybe a 
part-time job. These things were much more interesting 
than American History or Chemistry 101. My goal was to 
get through these classes as quickly as possible to get to 
the distractions. 

Today in my own business, I love educating myself. Be 
it through coaches or mentors, learning from others 
that have done what I am trying to do, reading books, 
newsletters, research, blogs and notes from thought-
leaders that might give me a creative spark or inspiration. 

Many top earners and top performers are the same way. 
Investing in themselves through many of the ways I 
mentioned above. 

But companies today are doing the same thing….only 
they are doing it to you. They are invested in educating 
you to be the right buyer for their product or service.

This is a powerful strategy that I call Educational 
Marketing. The great thing is that you can do this in your 
business to train and educate your new customers and 
clients as well. Let me explain:

The Educated Consumer

Education plays such a role in society today that it is often 
over-looked in the way we make decisions. The Internet 
has allowed anyone to educate themselves instantly on 

any topic. From medical advice to what features they 
need to include in their next vehicle purchase. 

At the moment, my wife is pregnant with our first 
child. As soon as she feels any kind of pain, or thinks 
of something about the pregnancy, off she goes to her 
iPhone to Google a solution. Instantly she is an expert on 
the matter. When we visit the doctor they are shocked 
at the amount of education we already have before the 
appointment.  The doctor can then reassure that we 
are taking the right steps and precautions to ensure a 
healthy baby is on the way.

The last time we went to buy a car we also didn’t just 
walk into a dealer and ask to test drive 10-20 models of 
cars and then learn all about their specifications and gas 
mileage. Not at all. 

We asked friends, looked through online forums, looked 
through all the online dealer sites and then waltzed our 
way into 1 dealer, test drove 1 car and walked out with it 
in minutes - already knowing the price, the gas mileage, 
the safety features and other facts about the car. Do you 
think the salesman liked us a little bit?

In your business, you need to find more people  
like us! 

And you don’t need to just find us, you need to train us  
to be educated on why you are the solution to my 
problem. At the end of the day, every business is simply 
a problem solver. 

When you are hungry, a restaurant is a problem solver. 
Some are better, healthier, cheaper, and pricier than 
others, but they all solve the same problem - hunger. 

cont. on p8  



c  2012  DICKS + NANTON AGENCY LLC, 520 N. ORLANDO AVE, LOFT 2, WINTER PARK, FL 32789 • 800-980-1626 • EMAIL: LISA@DNAGENCY.COM
6

Kentucky Derby Mastermind
A Photo Album of our Agency’s recent trip to the Kentucky Derby MasterMind!

“And they’re off!”

Dan and his wife Carla with their 
guests, Ngaire and Clair Umholtz.

Jack, Dan and Nick pose before  
the big race.

Dan and Richard Seppala, the ROI Guy.

Greg Rollett and MasterMind member Tom Bukacek.
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Top picture: A MasterMind group shot at the  
Kentucky Derby entrance. 

Picture left: One of hundreds of Mint Julep vendors. So many they ran out of Bourbon.

Picture right: Richard and Lisa Seppala listen to Dan as Carla and Lindsay look on.

Our MasterMind 
group relaxing 
on a river boat 
cruise the night 
before the big 
race.
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When you run out of printer paper, an office supply store 
is the problem solver. You can go to the local, family 
owned Dunder-Mifflin style paper store, or you can head 
into Office Max or Staples to get some more paper for 
your printer. Either way, they solve the basic problem 
you are having. 

And a personal injury attorney is nothing but a problem 
solver for someone that has just gotten into an accident. 
How you educate your market on how you solve their 
problem to help them get their life back is the crucial 
ingredient in your marketing. 

Think about the big problem that you solve in your 
business. That is the first step.

Taking It Another Step Further

Once you change your mindset to know that you are a 
problem solver for your clients and customers, it’s time 
to educate them through your marketing.

Many businesses think it is about educating your 
prospects about who you are and what you do, and 
while that is true, that is not the only step you need to 
take in order to get the business. 

You also need to educate them on the solution that you 
provide and how you, and your services or products, will 
make their life better. 

If that were to be the case, a financial planner would 
want to share education on the market, about the state 
of retirement and how his solutions are helping people 
like you live their best life. This is typically done through 
steak dinners or luncheons. 

It can also be done online, through videos where you 
explain some of the investment types, how they work and 
what they do. It can also be done through educational 
CD’s or DVD’s that you give to your prospects to continue 
to educate them after an initial meeting to further 
position yourself as the expert in your marketplace. The 
same can be done using a book about what you do. All 
of these take you to another level in the eyes of your 
prospect and help them to make an informed decision. 

Most businesses do some form of this online, when they 
attempt to capture leads on their website. They give 
away a free report or a series of emails to entice the web 
browser to stop and fill out their form that will allow 
them to email them about promotions or products. 

A better way to do this would be to take this opportunity 
to really educate the prospect using some of the methods 

we have been talking about. Use this as an opportunity 
to use educational marketing to position them one step 
closer to making a sale or doing business with you. 

A great way to do this is to overcome objections, or 
answer frequently asked questions about your business 
and what you do. We recently created a report called 
“The New Rules Of Becoming An Author – The 7 Myths 
Of Publishing Success.” On the outside this looks much 
more appealing than a “Join My Newsletter” button or 
even a free report on publishing. Inside, the 7 Myths are 
common questions that many prospects have when 
they are looking to sign up with our Agency. After 
reading the report you are more educated and we have 
positioned the report that after becoming educated on 
publishing, you will see us as the agency that can help 
you get everything that you want. 

I did the same thing with my Product Creation Manifesto. 
In it, I dispel the myths of product creation for different 
types of businesses. Why would a lawyer want or need 
a product? Why would an author? The report gives not 
only the reasons why, but examples of work that we 
have done with these different groups and how we are 
the company that can help them get similar results. 

What To Do Now

In the coming issues, we will be taking a deeper look at 
Educational Marketing and how to implement it into 
your marketing and business process. Today I want 
you to think of the problems that you solve in your 
marketplace. 

Then, on a sheet of paper, write out common objections, 
frequently asked questions and key benefits that if your 
prospects were educated on, would make it much easier 
for them to give you their business. 

After you compile this list, start thinking of ways that you 
can educate your prospects. Reports, CD’s, online videos, 
information products or other media is the best place to 
start.  If you have questions about where to start, or what 
to do to begin your own educational marketing, send 
me an email to greg@productprosystems.com or post a 
message to our Facebook Page at www.facebook.com/
theproductpros.  
Greg has just launched 2 great new opportunities to 
be heard. If you are looking to learn how to craft your 
message and get it heard on our new radio network, 
reach out to Greg about our two new radio shows, The 
Next Big Thing and Beyond The Book. 

  Getting Started cont. from p5  
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Nick:  Hey everyone, Nick Nanton here for my monthly 
One-on-One call and I’m excited to have you. I always 
interview one of the top experts in the world on some  
cool topic that will help you grow your business.  And so 
this month I’ve got my friend Chris Brisson, who has a 
business called Call Loop.  He automates all sorts of cool 
things including webinars, teleseminars and he does  
it on the cutting edge – where technology and  
marketing meets. 

So Chris, welcome to the call.

Chris:  Yeah, thanks Nick.  I appreciate it.  

Nick:  No worries.  Why don’t you give everybody kind of a 
brief background on what led you to where you are 
today?  Obviously, we’re going to talk about text message 
marketing, which is cutting edge stuff.  Why don’t you 
talk about what got you there?  

Chris:  Well, I think I can sum it up pretty quick; it was 
frustration.  I’ve been a business owner, an 
entrepreneur, like many folks on here, like you Nick, and 
was just doing a lot of the same thing. Actually, real quick 
story, I started the company many years ago, actually 
selling rims and tires on the Internet and on Ebay back in 
2002 out of my college apartment.  I turned that into a 
successful business, but realized that man, I really hated 
selling physical goods. Anyhow, I pulled the company 
along but really knew nothing about marketing.  

And so back in 2005, I really went on a quest to learn how 
to sell, how to market, and came across direct response, 
direct mail and then the Internet.  And through that 
process, I really was doing a lot of client work with 
product launches, creating my own information products. 
But I found that I was doing a lot of repetitive things, 
doing e-mail marketing you can automate, but I was 
doing teleseminars.  We were just getting into webinars 
and we were starting to use mobile text messaging, like 
2008, 2009, and yeah, it was a very manual process.  I 
wanted to simply learn how to automate all of this stuff to 

allow me to create a business that can work, generate 
sales, generate revenue and grow, without me being that 
cog in the wheel that is always the engine driving 
everything.  How could I set up certain processes and 
automate them to automate sales – I mean marketing to 
build a lifestyle business that I wanted.  So that’s the real 
quick short story of it.  

Nick:  Cool.  Let’s talk a little bit about text message-
based marketing, because there’s a ton of uses for it now 
that I’ve seen it.  But there’s probably a lot of people on 
the call who’ve never seen any text-based marketing.   
So why don’t we start with simple strategies that anyone 
with a brick and mortar business/owner can start with 
tomorrow, and then, let’s get into some kind of strategy 
for speaking from the stage and at trade shows and that 
sort of stuff.  

Chris: Yeah absolutely.  We have a lot of different clients 
starting with local restaurants, pizza shops. We have a lot 
of online marketers…we have speakers…we have 
coaches…we have trainers and that really runs the 
gamut.  What’s really interesting is that they all have 
unique ways that they’re using it.  So I’ll give you an 
example of how speakers are using it, right?  

They’re speaking in front of the stage and they have 
some sort of lead generation.  So, they’re in front of 50, 
100, 500, a thousand people.  Those are all potential 
prospects that you can convert to a customer.  So it’s one 
way, I guess, to have them opt-in or fill out a piece of 
paper that was passed out or go to their website, or go to 
their Twitter page.  

Nick:  Conversion on that is low, right?  I mean, there’s 
not many people with access there at a seminar, most of 
them don’t have their laptop right there.  So if you’re 
lucky, if you’ve got a room of a hundred guys, unless 
you’re offering a hundred bucks or something for doing 
it, you’re what, down to probably five, maybe ten percent?

Chris:  Yeah.  And even that’s high, unless it’s like a 
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super-great offer that people are really clamoring to get 
that information that you’re holding in your hand or 
something like that.  You’ve got to make an irresistible 
offer.  So what we found, some guys are using that at the 
front of the stage, saying, “Hey, text Nick 238470.  I’m 
going to share with you the biggest mistake I’ve ever 
made in my entire business.  It cost me $35,000 dollars  
or whatever.”

Nick:  Right.

Chris:  Some sort of big hook to get them to break open 
their cell phone, text in that keyword and then essentially 
opt-in on the mobile phone. For people to opt-in I get 
their mobile phone number and then what you can do 
with Call Loop, our platform, is then say right after they 
opt-in they can get immediate messages, “Hey thanks so 
much for subscribing.  Hey what’s your e-mail?  I want to 
send you the report.”  Right?  So they reply back with 
their email and so now you can build the phone number, 
mobile phone to send texts then you can get the email to 
then start an entire email follow-up process right from 
that one point of contact. We have a whole system for 
kind of automating that, and to put them into a list to drip 
out text messages, voice or push them into an email 
auto-responder campaign, which is pretty slick.  

Nick:  The cool thing to know about text message 
marketing is number one, there’s no spam filter.  So 
you’re getting through. 

But I’m now starting to sometimes get lost in text 
messages, which is just interesting because there’s so 
many coming through each day now.  It’s not as many as 
my emails, but they’re starting to pick up.  But regardless 
of that, most people aren’t getting that many text 
messages, and it’s such a novel thing people are still 
excited about. Or the speaker says, “Take out your phone.  
How would everyone like a free copy of my book?  
Awesome.  Well, take out your phone.  Type this number 
in.”  Everyone’s interacting and participating because 
everyone’s got the phone in their pocket.  “And text this 
to this number and there you go.  You’re going to get 
back a link to download the PDF of my book.”  And so you 
really just got them all hooked.  

Chris: For another example, let’s take a Wednesday  
night in your restaurant and maybe you’re collecting 
e-mails.  I doubt you are.  You should be.  But again 
e-mail is not getting the open rate that it once did.  Just  
a real quick stat. In 2006 it was like 16 percent, in 2009 it 
was less than nine percent.  So my guess is in 2012 
e-mail open rates are a lot lower than that and that’s  
kind of a standard.  

But one of the great ways is essentially a text message 
which literally gets read virtually one hundred percent of 
the time. So when people expect to receive a coupon or a 
discount or some sort of special offer and you want that 

message to be read and you want it to be effective, the 
most effective way, hands down, bar none, is through a 
text message. 

And you mentioned the spam thing and that’s one of the 
biggest.  Oh, what about the spam and this and that?  But 
it really comes down to how you treat the people that are 
on that list.  It’s always about that relationship, so treat 
them like a friend, and if people are coming into text to 
get coupons, give them coupons, give them discounts.  
But if you’re using it as a relationship builder, which 
many businesses are using, many marketers or many 
information publishers, even local businesses, and again 
like what you mentioned, Nick, it’s just showing up.

We’re in this time where everything is moving so fast.   
So yeah, it’s always about the relationship but then 
offering value and then dribbling in if you have any sort  
of call-to-action. 

Nick:  And again with the service you offer, it is a set it 
and forget it thing. You literally set it up as a sequence at 
the day and time you want it to go and it’ll roll right?

Chris:  Yeah, absolutely.  Yeah, it’s Call Loop. At its core 
it’s a text message platform.  So there’s auto-
responders.  So for example, you can set up a message 
right when they opt-in and opt-in is just one part.  So Call 
Loop actually integrates with a lot of the platforms, 
e-mail platforms. If you use AWeber, it integrates with 
AWeber, integrates with iContact, MailChimp, 
Infusionsoft, Get Response, Constant Contact and a 
bunch of other platforms. So Call Loop integrates with a 
lot of these platforms so you, as the owner of that...you 
have a hundred people that opt-in this week. And hey for 
that webinar you just set up, you’ve got 200 people that 
registered for that.  

Nick:  Awesome man.  Well, hey Chris, thanks a ton.  If 
anyone has a specific question, a direct question related 
to text messaging, how can they reach you Chris?

Chris: The best way is just on our site at CallLoop.com.  
It’s three Ls.  And from there, my email is pretty simple.  
It’s Chris, C-H-R-I-S at CallLoop.com and that’s three Ls.  

Nick:  Awesome.  All right man, well thanks for your time 
and I hope everyone enjoyed the call.  Thanks for joining 
the One-on-One call today.  

Chris:  Absolutely.  Thanks so much Nick.  Take care 
everyone. 

(This is an abridged version of this interview. For reasons of 
space, we were unable to replicate the interview in its 
entirety. The complete version with the many detailed tips 
and techniques you might wish to use in your own 
presentations is available to you for the asking. For a copy of 
the complete interview, contact mandy@dicksnanton.com 
and request one.)
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Just the other day, I was listening to a recording 
of a speech by Joe Sugarman* and Joe said, “One 
good path to success is to learn all the proven 
rules and meticulously follow them.  Another 
path is to occasionally break all the rules, 
because breakthroughs come only from breaking 
rules.”  Resonates with me; as you know, I wrote a 
whole book based on breaking rules.  On one hand, 
I’m cautious about innovation; pioneers usually 
come home full of arrow; it’s often costly and time 
consuming...and I am always much more interested 
in “what works” than a new idea.  However, as Joe 
said, OCCASIONALLY, or I might say, at carefully 
chosen time, you have no alternative but to be the 
pioneer in order to move forward and in order 
to stand out from the crowd.  It is, of course, the 
minority of times that you successfully innovate that 
you get noticed for, not the majority of times you 
successfully follow an already plowed path.

(*In case you don’t know, Joe Sugarman is a mail-
order pioneer:  first to sell electronic calculators 
via direct-response ads, first to use 800#’s.  You may 
know him via his infomercials or QVC appearances 
for Blu-Blockers.  But his JS&A ads and catalogs 
preceded The Sharper Image and led in selling vari-
ous electronic gadgets.)

 I think the best times to innovate are when you are 
absolutely convinced that the conventional wisdom; 
the already plowed path; the crowd is wrong.  Just as 
an example, when I was getting started in the speaking 
business, everybody seemed to operate under the 
policy of billing clients for fees and expenses after 
their engagements (anything else was viewed as 
impolite and unprofessional), and most speakers 
who sold product from the platform sort of begged 
the clients for permission, and often sacrificed that 
opportunity.  Very early on, I determined that being 
in the banking and collections business did not serve 
my purposes very well at all – nor did speaking only 
for wages.  So I insisted on a 50% fee deposit to take 
a date off the calendar, balance and travel expenses 

paid on site at the speech, and I refused dates where 
I could not also offer my materials.  At the time, 
peers criticized me; told companies would never 
accept such terms; and called ‘unethical’ by agents 
and bureaus.  Today, my payment policies are the 
norm in the profession.  Another example:  at a time 
when every vendor in a particular niche was offering 
only very expensive services requiring long-term 
contracts, I copied their marketing method but used 
it to sell a substitute product at a very small price 
(and quickly took in a couple million dollars) – I 
was convinced they were idiotically leaving a lot of 
motived but unsatisfied customers behind by not 
offering a low price option.

An interesting survey of selected, successful, 
profitable large corporations turned up 74% that 
said they’d achieve their first big success with 
either a unique product or a distinctive way of doing 
business, although this breakthrough may not have 
come along until they had been in business for many 
years.  Note the word:  first.  I also know many 
companies that are able to subsequently build on that 
first breakthrough more conservatively, to grow and 
stabilize their businesses.

The bottom-line, I guess, is that you gotta 
gamble.  You try to gamble only when you must 
OR when circumstances look so favorable that it is 
irresistible, but you got gamble.

DAN S. KENNEDY is a serial, multi-millionaire entrepreneur; highly 
paid and sought after marketing and business strategist; advisor to 
countless first-generation, from-scratch multi-millionaire and 7-figure 
income entrepreneurs and professionals; and, in his personal practice, 
one of the very highest paid direct-response copywriters in America. As a 
speaker, he has delivered over 2,000 compensated presentations, appearing 
repeatedly on programs with the likes of Donald Trump, Gene Simmons 
(KISS), Debbi Fields (Mrs. Fields Cookies), and many other celebrity-
entrepreneurs, for former U.S. Presidents and other world leaders, and 
other leading business speakers like Zig Ziglar, Brian Tracy and Tom 
Hopkins, often addressing audiences of 1,000 to 10,000 and up. His popular 
books have been favorably recognized by Forbes, Business Week, Inc. and 
Entrepreneur Magazine. His NO B.S. MARKETING LETTER, one of the 
business newsletters published for Members of Glazer-Kennedy Insider’s 
Circle, is the largest paid subscription newsletter in its genre in the world.  
www.WeRecommendDan.com

Innovate
By Dan S. Kennedy
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A few months ago I was contacted by a film festival 
called the Sprout Film Festival, out of New 
York City.  The film festival’s aim is to spread 

awareness for developmental disabilities by showing 
films about these disabilities, and some of the films are 
even made by those who have developmental disabilities 
themselves.  They came across the film we produced − 
Jacob’s Turn, about 5 year-old Jacob, who has Down 
Syndrome (if you haven’t seen it, you can check it out at  
www.JacobsTurn.com), and asked if we would submit it 
to be considered for the film festival, which of course we 
obliged.Newspapers like these remain powerful because 
of their respected history, their tradition of excellent 
reporting, and their ability to record – and share – public 
opinion. For many newspaper readers, it feels that 
something hasn’t happened until they’ve read it in their 
favorite paper. The heritage of newspaper reporting runs 
deep in American culture, and even for families that only 
receive the Sunday paper for the 
coupon booklets inside, newspapers 
have the ability to set trends, sway 
votes and, of course, promote  
their advertisers.

About 6 weeks later, I got notification 
that the film was chosen to be 
screened at the Metropolitan Museum 
of Art in New York City as a part of 
the festival, and they invited me to 
attend.  At first, I didn’t think I could 
make it because I just didn’t want to 
take any more travel-time away from 
my family.

But, then I got a wild idea.  My oldest 
son, Brock, who is finishing up the 1st 
Grade, had a project to complete about a 
character named Flat Stanley. 

Flat Stanley is the subject of a book, and 
here is the basic synopsis of the book:

Stanley Lambchop and his younger 

brother Arthur are 
given a big bulletin 
board by their Dad 
for displaying 
pictures and posters. 
He hangs it on the 
wall over Stanley’s 
bed. During the night 
the board falls from 
the wall, flattening 
Stanley in his sleep. 
He survives and 
makes the best of his 
altered state; soon he 
is entering locked rooms by sliding under the door and 
playing with his younger brother by being used as a kite. 
One special advantage is that Flat Stanley can now 

visit his friends by being mailed in an 
envelope. Stanley even helps catch 
some art museum thieves by posing 
as a painting on the wall. Eventually 
Arthur changes Stanley back to his 
proper shape with a bicycle pump. 
(Source: Wikipedia.)

So, from this story, the project that 
many first graders around the country 
undertake is to read the book, and 
then they mail Flat Stanley to a 
relative or friend in another state, 
and that friend or relative takes 
Flat Stanley around. They take 
pictures of him at different places 
and send the pictures back to the 
kids.  The kids then make posters 
of Flat Stanley’s travels in other 
states along with facts about those 
states, and it’s a fun way for the 
kids to learn about the states.

In any event, I got the wild idea 
to take Flat Stanley with me on 
my travels, which I did, and we 

The Metropolitan Museum  
of Art, Flat Stanley, and Making  
Money from Child’s Play
By Nick Nanton

Brock and Flat Stanley.

Nick and Brock with Flat Stanley at the 
Metropolitan Museum of Art for the 

Film Festival.
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The Metropolitan Museum  
of Art, Flat Stanley, and Making  
Money from Child’s Play
By Nick Nanton

ended up going to Cincinnati and Dayton, Ohio as 
well as Louisville, Kentucky…and even to Atlanta, 
Georgia to meet Danny Wuerffel, the Heisman-winning 
quarterback from the Florida Gators. But, then I realized 
that I had the opportunity to take Brock on a once in  
a lifetime trip. So Brock, my wife Kristina and I 
took Flat Stanley to the Sprout Film Festival in New  
York City!

We took Flat Stanley and Brock all over the place.  A 
few of our stops were The Statue of Liberty, The 
Metropolitan Museum of Art for the Film Festival, 
Times Square, the Central Park Zoo, Wall St. and 
Broadway, The M&M Store, Dylan’s Candy Bar and 
even breakfast in bed at the Marriott Marquis in Times 
Square.  I can assure you that Brock (and Flat Stanley) 
learned a lot, and it was one of the most special trips 
of my life.  I’m so thankful I didn’t let that opportunity 
slip by me!

But what does this have to do with your business?  Well, 
one of the very bright financial advisors I just filmed 
a movie on, Rob Russell of Dayton, Ohio, has created 
“Flat Rob” (along with “Flat Ron” and “Flat Curve” 
for his other business partners) and they give a copy of 
their flat personality to each client who signs on with 
their firm.

They then charge their clients with taking the flat 
people around with them, on vacation, to special 
events, sporting events and so on.  And then they hold 
contests each year for the farthest traveled, the most 
unique location or event, the funniest picture, etc., and 
their clients have a blast engaging in this.  It serves 
many purposes, but certainly for a financial advisory 
firm, it shows off the lifestyle that their clients get to 
live, and prospects associate that successful lifestyle 
with the financial advice that Rob and his company 
are giving them! Beyond that, in an industry where 
testimonials are banned, this is a very clever way 
to get the same value from a testimonial without it 
actually being a testimonial!  There is also a whole 
different psychology behind your clients thinking 
about packing you in their suitcases when they go on 
a trip!  Simply brilliant. 

So, you may wish to think about how you might use 
a Flat Character in your business, but there’s an even 
bigger lesson:

Sometimes there’s big money in “child’s play”, so 
enjoy the time with your families and try to think 
of ways to use what the kids are doing in your 
marketing.  It’s an awful lot of fun, and who knows, 
you may just end up in New York City! 

Brock and Flat Stanely about to ride the Subway.

Brock and Flat Stanley at the M&M Store in Times Square.
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will be discarded. You can imagine the number of variables that 
can be tested and with the millions of visitors Google has using 
their services, the test can be run often with every variable being 
ultimately tested. The end result is always what you want, your 
target audience voting with their money or at least eyeballs. 
The interesting thing about testing is that we are all frequently 
wrong about what our opinion is about an alternative, but the test 
results of your buyer clearly is not. For instance, at an Obama 
for President Website, it was wildly thought that a video of the 
President speaking would out pull a still photo in responding to 
a message for contributions.  The reality was that when tested, 
the video pulled 30.3 per cent worse. Since the test was being 
conducted on the donations page, had the video pick prevailed 
it would have cost a huge difference in real dollar contributions. 
So what can you test? Pretty much everything but obviously 
there are some practical time restraints. Obviously there are 
outside companies that will do it for you such as Optimizely 
and larger companies like Google are automating the entire 
tests process. My suggestion is to also have some fun with it. 
For instance, if you are designing a new logo let your clients 
vote on the best one and reward them with a prize. The more 
you can get your clients involved in what you are doing the 
more they will have a vested interest. 
When you have a new product or service coming out, test your 
offer for the product with a postcard sale and test the other half 
of your customer base with a long letter format sales piece. At 
least if you do the test you may finally put to bed the question of 
which is better…long copy letters or short?  Happy testing. 

Time to rethink your Client Base. 
The economy is improving. That is the good news. The bad news 
is that “your personal” economy may not be. 
In March, there were 2 million more managers and professionals 
working than there were five years ago. Lower paying service 
sector jobs were also up 1.5 million. However, middle income 
jobs such as sales or office jobs actually fell 3.2 million. In fact, 
95% of the net job losses during the Great Recession were in 
middle-skill occupations such as office workers, bank tellers, 
and machine operators.  The middle class is still hurting and this 
will likely continue because technology is replacing many of 
these jobs. Technology replacement is cheaper and companies 
will continue the trend where possible
What do these sobering facts about the loss of middle class jobs 
mean for you?
If you sell your products or services to the traditional middle 
class in America, things may not improve the way you have been 
hoping. What you have to do now is direct your efforts to the 
more affluent markets when you can.  This was a good idea in 
the past because the affluent market has more money to spend 
anyway.  However, with the new employment numbers, you 
need to pay more attention to how you can target your products 
and services to the affluent  and follow the money. Look for 
higher wage earners and skilled employees who are going to be 
growing in demand such as technology based employees. 
A good way to think about this is in niching your product or 
service. For example if you were a recruiter, you might specialize 
in technology recruiting instead of just general recruiting. If  
you offered general base business coaching you might want to 
focus some of your efforts towards technology professionals 
and their needs.  

Content is King and Video Content is Even Better
If you have been looking to be discovered and hit the big time 
with little results to date your time may have come. YouTube 
is making a $100 million dollar bid to become the next major 
network but they are going to do it in their on back yard …online. 
YouTube announced they would spend the 100 million dollars 
funding filmmakers, artist writers and professions with grants 
from a few hundred thousand to a few million dollars. The 
company plans to have 100 new online channels by building a 
library of professionally produced programing in addition to its 
current home grown productions. Already, they are attracting the 
guru market such as Deepak Chopra who is producing a series 
of 4 minute videos to air on his channels guide to spirituality. 
But Chopra’s channel is only the beginning with stars like Jay-Z 
being rumored to be working on a channel. By the end of July, 
YouTube projects 25 hours of new original content each day. 
Why the commitment by YouTube. Money of course and 
YouTube believes that it has shown it can produce viewership 
and now they need to monetize it with upgraded information 
productions to attract advertisers. It might work. 
The reason the YouTube formula may work as a new way to 
watch TV will be because on today’s television networks a new 
show has very little time to gain an audience. Even Oprah is 
struggling with her viewership on her new network running only 
about 10% of what her old show use to have. 
Online, you can have very niche markets and audiences that can 
build over time with little pressure for immediate performance 
because the channels are not limited. If you already have your 
own following like Chopra, so much the better because you can 
actually bring the viewers to the channel.  The opportunity to 
have you own television channel whether online or not will be 
an attraction to old and new gurus alike. Right now YouTube has 
181 million viewers a day tuning to not great quality video. It 
only stands to reason that some of those viewers will be interested 
in professionally produced channels as well and certainly the 
opportunities are endless online. Keep an eye on this trend. 

The Derby, Derby MasterMind and Dan
Nick and I want to thank all of you who went to the Kentucky 
Derby with us this year and participated in the Derby 
MasterMind. Dan Kennedy joined our group on the second day 
of the MasterMind and added his thoughts and experience on 
bringing products to market and especially to mass market. We 
all appreciated his time and talent. 
For those of you who have not had the opportunity to be in 
one of our Coaching or MasterMind groups we have some 
new plans on the near horizon.  For many of you running a 
business or professional practice by yourself is great but there 
are times when having a talented Board of Directors to call 

upon to give you straight honest advice 
like the big companies have would 
definitely boost your bottom line. We are 
answering that call with the formation 
of a special Board of Advisors group to 
lend you a hand and provide direction 
when you need it. If you would like to  
be on our list to get early information 
when we start forming the Board of 
Advisors, please send me an email at 
JWDicks@DNAgency.com 
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