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my first business. Within three years
I had made over $1 million dollars, within five years was doing over $1
million per year and within seven years was making over $10 million
per year online. If you search online for my name you will see millions of
pages with the products and services I've created to show people how
to make money online.

THIS book is not about any of that... this book is different.

I'almost wish | could write this under a pen name, because | am NOT
showing you how to make money online. While that is what most
people know me for, and we have hundreds of successful students
all around the world, THAT is not what this book is about. This book is
about something much different... much better.

The problems with most “how to make money gurus” (me included)

is we get rewarded as soon as you make the purchase. You buy the
product, the coaching or whatever it is, and we get our reward. While
we do our best to provide value and give our customers the tools and
the information they need to be successful, in the end they are still left
to their own devices and most of them fail.

There is only ONE business model that | know of that does not reward
you for the sale, but rewards you for mentoring someone else and
making them successful. And ONLY when they are successful do you
become successful. It is true entrepreneurship at its finest.

Unfortunately because of years of well intentioned (but uncoached)
people doing it the wrong way, it has gotten a very bad reputation. But
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I submit to you that there is NO better, more pure business model than
Network Marketing.

I ask you to suspend your judgments on the subject for just a few
minutes while you read this short book, because I'm about to show
you a simple system that anyone can use to make long term, residual
income online.

It's not complicated - you don’t need to know anything about setting
up websites or driving traffic. Just follow the simple, duplicateable
steps in this report and you'll quickly see the results. It has changed my

perspective on making money and changed my life, and | know it will
for you too.

I look forward to your success.

‘?Uesegwgrzur\\eor\)

Russell Brunson
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in Network Marketing, | didn't quite
“get it | saw the comp plans, I saw the money and | was excited. So when
| joined my first company, | literally signed up over 40 people overnight
using all of my internet marketing “secrets.”

As I'm sure you know, it's very rare that anyone can sign up that
many distributors that fast and | should have become an instant MLM
millionaire... right?

Wrong...

My brain had been so conditioned to think about the transaction, and
making the money on the sale, not on making someone else successful
that | missed the whole purpose that makes network marketing so great.

While I made some initial overrides on those who signed up, it stopped
immediately afterwards because nobody could duplicate what | had
done and the money came to a screeching halt.

| became disillusioned with the whole industry, and went away for
almost two full years.

After seeing the type of money some of my close friends were
making, | decided to try again, but this time | decided to create some
automated systems that were sure to help my downline grow so |
could see “duplication.”

I took my multi-million dollar resources and programming team and
built system after automated system so | could quickly build a downline
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and make some easy money.
Time after time | failed...

After a lot of failed time and lost money, | decided to humble myself and
take a look at the people who are extremely successful in MLM (not the
people saying they are successful, but actual people who are actively
making money now in a company). What | found was shocking.

The big SECRET wasn't a trick on how to recruit or close the sale. The
secret was actually best described in the movie “Pay It Forward.”

There was a great movie a few years back called “Pay it Forward.” In the
movie the kids are asked to come up with an idea that will change the
world. Let me share with you the “Pay It Forward” idea from the movie:

“That's me, and that’s three other people, and I'm going to help them.
But it has to be something really big... something they can’t do by
themselves, so I'll do it for them. And then they do it for three other
people, that’s nine. Then nine each do three more, and that’s 27. So I'm
not that good with numbers, but it grows really fast...”

The basic concept on how to change the world was to find three

7 - Mentored by a Millionaire Now



other people and do something for them. But it's not just something
simple; it needs to be something that is SO big, that they could never
do it for themselves.

In the movie people did all sorts of things. They helped feed people, gave
away cars and more. And every time someone asked why, they would
explain this simple principle of “paying it forward.” Just do something big
for someone else — something that they can't do by themselves.

While this concept is very simple, it's the foundation for everything else
I'm going to share with you during this report.

Let me share with you a short story that | reprinted from a book called
“Big Al Tells All”

Joe Distributor woke up early Saturday morning. All week long he had
been looking forward to his day off to do some “real recruiting.” No job
to interfere today, just 100 percent effort to sponsor distributors. After
finishing a hearty breakfast, Joe looked at the clock — 8:30 a.m. — time
to make those phone appointments.

A little hesitant, Joe dials the first number. The phone rings three times
and Joe quickly hangs up. “They might still be in bed, | guess | shouldn’t
be calling this early,” Joe thinks to himself. “I should do some goal-
setting for an hour.”

At 9:30 a.m., Joe finishes his revised goal and projections chart showing
how much bonus he will receive if each of his 10th level distributors
sponsors just one person a week who average $20.30 in weekly volume.
He has also calculated the number of personal speaking engagements
he can fit into his schedule when he reaches superstar status. But first,
Joe has to sponsor that first distributor.

At 9:35 a.m., Joe makes his second phone call. The line is busy. With
a feeling of relief, Joe thinks, “He probably wouldn't be interested
anyway.” Since Joe has failed to get an appointment with his first two
prospects, he decides to research his prospect list to see who else he
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can contact. While researching his list, Joe takes this opportunity to
divide the good prospects from the medium prospects from the lousy
prospects. Now that he has them organized, he writes all their names
and pertinent data on 3 x 5 cards and sets up a beautiful file system that
would be the envy of IBM.

At 11:45 a.m., Joe begins to feel a little guilty that he has done
everything but recruiting this morning. He thinks to himself, “I'm not
really afraid to talk to people or get rejects, I'm just setting a good
foundation for a big afternoon. As a matter of fact, I'm ready to go out
now and recruit in a big way.”

As Joe gets ready to leave the house, he suddenly comes to his senses and
remarks, “Whoops, it is almost lunch time, I'd better eat before | leave.”

At 1:00 p.m., Joe finally leaves his house and pulls out of the driveway.
But where should he go first? No appointments. No plans. Joe gets up his
courage and heads for the little neighborhood shopping district to make
some cold calls. His opportunity is good and these are small business
people he is going to call on... should be a perfect match for success.

Mr. Shoemaker had a line of customers in his shop, so Joe wisely passed
him by. Mr. Tile and Carpet had only one person looking around, but

if Joe would be rejected, that customer might think poorly of Joe and
his opportunity. Mrs. Florist had a sour face, best not stop in and make
her more upset. At the shoe store, only a young salesperson was on the
floor. However, if Joe were to present his opportunity to him, he might
be caught by the manager of the store and thrown out. Ah, but Mr.
Watch Repair was alone.

Joe introduced himself. Mr. Watch Repair immediately took control by
asking, “How much money is this going to cost me? How long have you
been doing this? What are your credentials? Can you show me your last
12 bonus checks?”

Totally intimidated, Joe saved face by saying he was very busy and had
another appointment, and then he quickly left.

At 2:20 p.m. Joe entered his car quite discouraged. He realized his self-
confidence was at zero, but he wanted to make one more effort. Joe
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decided to drive by his friend’s house and make at least one presentation.

At 2:45, Joe drove down the street in front of his friend’s house, careful
not to enter the driveway. From the street, Joe could see no activity
through the front window.

Since it appeared no one was home, Joe said to himself, “Well, now is
probably a good time to head home and take inventory. A successful
businessman must have proper record-keeping to succeed.”

A Clue To Success

Joe Distributor had a professional recruiter for a sponsor named Big Al.
When Big Al called Joe to see how Saturday went, he already knew what
Joe would report.

He said, “Joe, | know you were eager to do well, and | know that
insecure feeling that creeps over all of us when we recruit. | think after
that experience you may be willing to listen to my advice on how to
cure that problem permanently.”

Joe's spirits immediately lifted as he hurried to Big Al's house to learn
the secret solution to his recruiting problem.

When Joe arrived, Big Al said, “One lesson is worth 10,000 words. Most
distributors get good advice but never realize the value or put it to use. |
am not going to tell you the magic solution to your recruiting problem.
You'll learn that for yourself. What I'd like you to do now is make a few
phone calls and set some recruiting appointments for Tuesday night.
Don't worry about who you set the appointments with, since I'll go with
you and | will do all the talking. You'll just tag along and watch, okay?
Just say to your friends, ‘Are you interested in some extra money? | want
you to meet this guy, Big Al. Let’s get together at your house Tuesday
night for 20 minutes. You'll just love to meet this guy.”

Joe felt this was not too hard. After all, he didn’t have to do anything
but set an appointment. The whole presentation would be done by
Big Al. Joe could just sit back, let his friends blast away with all kinds
of questions and objections, and watch Big Al handle them and make
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them distributors. Big Al pointed to the telephone and said, “Why not
make a call or two now?”

Joe was motivated. In just 20 minutes he had set up four appointments
for Tuesday night. And handling questions on the phone was a breeze
since Joe's attitude was super-positive.

When asked, “What's it all about?” Joe would reply, “I just want you to
meet Big Al, he's got a lot of ideas on making money and you'll think
he's a pretty neat guy.”

Big Al turned to Joe and said, “Go home and relax. We'll meet at your
house on Tuesday night at 5:30. You have already accomplished more in
20 minutes than most distributors do in a week.”

Two Against One: The Unfair Advantage

Tuesday night went so smoothly that Joe was at a loss for words. One
appointment wasn't interested, one appointment had to think it over,
and two appointments became distributors. Imagine two new first level
distributors in one evening!

And it was easy. Joe just introduced Big Al to his prospect and Big Al
calmly showed the opportunity. When Big Al was done, the prospect
either joined or not. There was no magical presentation, no high pressure,
just a simple explanation that Joe could probably do just as well.

But what was amazing is how the prospects reacted. They listened to
every word Big Al said. They treated him with respect. There were no
cynical objections. The prospects were on their best behavior. That
made Big Al's job easy. When Big Al and Joe arrived at Joe's house later
that evening, Joe asked Big Al in to explain the wonderful happenings
of that evening. Big Al smiled and told Joe to begin taking notes.

Big Al said, “The secret of recruiting this evening was simple. There were
two of us and only one of them. They were at an unfair advantage.
All we had to do was convince one person to our way of thinking.
And our thinking must have some merit, because there are two of
us already who share it. It is a lot easier for the prospect to join our
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enthusiasm than it is for him to convince two of us that we're wrong.
Besides, he wants to think like we do. He wants extra money, too.”

“This may seem simple but all professional recruiters work in pairs.
Knowing this is vital to your success, let's take a closer look at why
professionals work in pairs:

1. When you visit a friend he may sidetrack you with stories, sports talk,
and chatter about your families. He can joke with you, tease you,
and give you all kinds of grief just for the fun of it. But the scene
changes drastically when you are with a stranger. He is polite
since he doesn't know me. He feels I'm an expert because I'm a
stranger. | may be your boss, so he is on his best behavior not
to embarrass you. He may feel he can intimidate you, but with a
stranger along, he will be cooperative and business-like.

2. Your prospect sees only you, not the company you represent.
If he feels you are in some way inadequate personally, he will
reject the opportunity based on you, not the company. However,
if a stranger is along whom he doesn't know personally, he
must make a decision on the facts at hand, not on you and your
present position.

3. When two people work as a team, their self-confidence is at a
high level. They keep each other motivated. It's not like taking on
the world alone. If you are by yourself, you are probably afraid of
rejection, afraid to make appointments, and more likely to avoid
contact with prospects. That's why you spent Saturday doing
paperwork. If you had a companion, each would work hard not to
let the other one down. If each were to make four appointments,
you'd be sure to keep up your end of the load. Neither person wants
to be the first one to quit.

4. When two distributors make a presentation, one talks, the other
keeps quiet and observes. The observer does not have to worry
about making sure the presentation has all the information in
order, etc,, so he is free to closely observe the prospect and listen
for clues to his motivation. When it comes time for the prospect
to make a decision, the observer may be able to help with some
vital information that otherwise might be overlooked.
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Two distributors working together accomplish more than each
working separately. I'm sure you now see why you are much
more efficient working as a team. Professionals look for efficiency.

If you do not work as a team and have your new distributors
recruit alone, you are then assuming the following:

« Your new distributors have instant and total knowledge of
your business.

« Your new distributors are blessed with unlimited self-
confidence and can handle rejection alone.

« Your new distributors became instantly competent in
presenting the opportunity by virtue of filling out their
distributor applications.

To assume the above would be ludicrous. Therefore, the only
alternative is to work as a team.

When two work together, there is an opportunity to evaluate
each presentation. They can review the good points and the not-
so-good aspects of that particular presentation to make their next
one even better. Having two separate viewpoints, the presenter
and the observer, is invaluable.

“As you can see, Joe, there is a lot of logic that dictates that recruiting
should be done in pairs. For the next two weeks, you and I will work
together Tuesday nights and Saturdays. We'll need four appointments
each Tuesday and six appointments on Saturdays. That's ten a week. [l
make five appointments and you make five. Fair enough?”

Joe enthusiastically agreed. This was going to be easy. All his fears about
recruiting were gone and Joe saw a bright future with lots of distributors.

The Payoff

After two weeks Joe had 15 distributors in his group. It was almost
becoming routine. On Tuesday evenings and Saturdays, Big Aland Joe
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would present the opportunity and let the prospects decide if they wanted
to join. No magic, no high pressure. Just show the opportunity.

Big Al and Joe were having coffee when Big Al announced, “Joe, your
training is done. You're on your own now. You've heard my presentation
SO many times, you can say it better than me.”

Joe looked bewildered, “But we are a team, aren’t we?”

Big Al laughed and said, “Joe, | don't want you to go out and recruit
alone, I want you to team up with your new distributors. Sure, you and |
can eventually sponsor 1,000 distributors ourselves, but that's not how
network marketing works. You've got to work smart — not hard.

“You have to train your distributors just like | trained you. Wouldn't you
rather have five or ten of your new distributors out recruiting, instead

of you doing it all? Don't you think your new distributors will get
discouraged unless you work with them as a team? Besides, Joe, you are
going to run out of friends to talk to.

“Instead of making cold calls, running ads, etc., doesn't it make more
sense to be talking to friends? You have 15 new distributors, some
motivated, some not. Ask them to set appointments just like I asked
you. You'll probably have five to eight distributors who are serious
about the opportunity and will want you to work with them. Working
with those five to eight serious distributors will keep you busy for a
long, long time.

“You’ll then have a large, strong, and deep organization of
distributors. This is the fastest and surest way of becoming a
superstar in network marketing.”

Joe did some quick mental calculations. If he could work with just five of
his new distributors so they would each have 15 distributors that would be
75 new distributors in his group! Plus, he would now have five distributors
fully trained that could work with their distributors.

That could be hundreds more distributors in his group. Joe was
beginning to understand the word “efficiency.” Instead of each distributor
floundering about on his own, by using teamwork, Joe could have
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hundreds of distributors in his organization in just two or three months.

Big Al spent three weeks training Joe, so it would only take Joe two or
three months to train his five or eight key distributors by working with
them two at a time. Joe could work with one distributor on Tuesdays
and Saturdays and a different distributor on Wednesdays and Thursdays.

Just think, in 60 to 90 days, Joe would have a group that would be the
envy of his peers. All Joe had to do was follow The System.

Big Al pointed out to Joe that he could become a superstar just by using
the basics he learned in the last three weeks. However, Big Al insisted
that he and Joe meet weekly to keep Joe on course and to improve
Joe's recruiting skills. Joe then thanked Big Al for all the help, not realizing
that Big Al had just added another strong downline group of distributors
through Joe.

Not Everyone Is A Worker

Two weeks later while having coffee, Joe told Big Al the wisdom of The
System. Joe realized that to sponsor too many new first level distributors
would be senseless.

As a person would be working with his brand new recruits, he would be
losing his original recruits by lack of attention.

It makes sense to limit the number of first level distributors. But what if
only two or three of the original 15 distributors were serious workers?
What should be done with the other nine or ten unmotivated distributors?
Did we make a mistake in sponsoring obvious unmotivated distributors?

Big Al answered, “It is well known that unmotivated distributors use
the product and can be good wholesale customers. You may have
hundreds of dollars of volume monthly just servicing your unmotivated
distributors. Certainly we should help them and not ignore them.

“Unmotivated distributors have different goals than you, Joe. They may
have joined only to sell and make a few extra dollars, or just wanted to
buy wholesale for themselves. My personal organization does several
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thousand dollars monthly of ‘internal consumption.’

“The problem here, Joe, is that you are missing the big picture. You
did not sponsor an unmotivated distributor, you sponsored a valuable
contact who knows dozens of good quality prospects, who when
sponsored, will become workers. In other words, don't judge the
unmotivated distributor for what he might do. Judge him for the
potential distributors in his organization.

“Your job is to work in depth, get referrals, and work to replace your
unmotivated distributor. Surely he knows at least one person who can
become a good worker in your organization.

“The professional recruiters readily admit that they probably didn't
sponsor most of their workers. Their workers were probably second level,
third level, or even tenth level distributors who like cream, rose to the top.

“Never hesitate to sponsor an unmotivated distributor. His personal
goals may change and he could develop into a worker, or he may lead
you to a worker you would have never met.”

In the movie “Pay it Forward” it talked about how you have to find three
people and do something for them that they can’t do themselves. In
the story above you see a perfect illustration of how Big Al became

a mentor to Joe, and helped him do something big, something he
couldn’t do by himself.

But after he did it with Joe, then Joe had gained the skills he needed to
be able to then go and “pay it forward” for someone else.

THIS is the key to success in network marketing. It's not huge lists,
driving traffic, creating leads, making new automated systems, etc...
Trust me - I've spent tens of thousands of dollars and some of the best
marketing minds in the world creating them — they don't work in this
business — THIS DOES. The key is to find three people you care about
and bring them into your opportunity, and then help each of them find
three more people.
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KEY: Every presentation should either be done with your mentor or
with you as the mentor.

In the company | will be sharing with you soon, once you recruit three
people, you are considered a Success Unit. Then simply help your three
people get three and become Success Units themselves.

The goal for everyone in the “Mentored by a Millionaire Now” (MBAMN)
community is to help create at least three new success units each month.
Now while face to face meetings are probably the most effective, here
are the other most common ways we currently do our meetings.

1. Face-To-Face Meetings. This one happens a lot with our
group because of the nature of the product (I'll explainin an
upcoming chapter). With our product we are showing people a
demonstration online, so often we'll setup a quick meeting and
show the product to them in person (on their own computer).

2. Three-Way Phone Calls. Often times we'll setup a three-way
phone call and have the caller visit the website and demo the
product while we are on the phone.

3.  Web Meetings. These are very similar to the three-way calls and
the face-to-face meetings above, but we can actually walk them
through the product live on their computer even when they are
not in the same location as us.

4. Local Seminars. These are very similar to old school network
marketing meetings, and they still work great. If you or someone
on your team is hosting a local seminar, you can bring three
friends to the event, then the next week, help each of them bring
their three friends to your next event!

5. Live Webinars. Very similar to the local seminars, but you can
do these virtually through a weekly webinar. Again, bring three
of your friends, and then encourage them to each bring three
friends the next week.

Now, within the MBAMN community we have members doing all of
these, and there are quite a few that we are doing and hosting as well.
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If your sponsor doesn't have a certain type setup that you want, go to
the community, find someone doing the type of presentation you want
and join up with them to do three-ways. That's one of the best parts of
the MBAMN community - we are here to help each other.

Let me tell you more about the MBAMN community: www.
MentoredByAMillionaireNow.com now.

In a minute | will explain to you the company we are involved with,
and why | got involved with them, but first | want to explain why we
build the Mentored By A Millionaire Now community (you can see the
community here: http://www.MentoredByAMillionaireNow.com).

This community is a private area for people in our downline to come
and share experiences, frustrations, successes and more. It's also a place
to find mentors and to become a mentor.

When [ first got into this business, | was just like Joe above. | had no idea
what I was doing, and | luckily found a mentor and a community. That
mentor helped to coach me, and the community helped to support me.

We realized that this business is not going to be grown by systems, but
by people, so we wanted to create a group that was powerful and could
help lift the other members in the group.

Also, as unfortunate as it is, often times uplines aren't as great as you would
hope and aren't the mentors you need. So here you can find others to be
your mentor, live webinars that you can bring your people to, and more!

Also remember, in the case that you can't find someone who will do the

three-way calls or meetings with you, either me or my business partner
John Parkes will always be available to be on your calls as your mentors.

On average, right now | get over 75 requests per week from people who
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want me to join their Network Marketing opportunity. | actually have a
person full time who just tells people no.

I'm sure that like me, you've probably been approached a lot, and
have no idea what opportunity is the best. As someone who has seen
about everything that is available, let me explain the reasons why
there is only ONE company that | trust with my money, and my friend’s
and family members'.

1. The product is cheaper to get through the company then you can
find retail or anywhere else. Some companies sell products like
toilet paper for $10 a roll, or supplements for $80 a bottle so their
comp plans will work. Not this company — it's the ONLY company
that is the LOW PRICE leader in their industry.

2. The product is something that | was actually using in my business
as a tool before | ever was part of the opportunity. When people
see it, they want it immediately. Even if they aren’t going to be
part of the business, everyone wants the tool.

3. Youdon't have to sell it. It's the first product and opportunity that
I've ever seen that you don't have to sell. All you do is share it with
someone, and people want it. This is key because most people
who you recruit will not want to sell.

4. It's my retirement plan. As | mentioned before, my companies make
over $10 million dollars a year. So why would | focus this much
time and effort on a Network Marketing opportunity? Because
I'm convinced that anyone who spends six to 12 months actively
working (part time) on this business, that they can make a five
figure a MONTH income that will grow when they stop working.

5. Every time | use it, I'm changing someone’s life. The company’s
name is Send Out Cards. It lets you send out custom greeting
cards and gifts to people you know. Every time someone gets a
card or a gift, it can literally change their lives.

After you sign up, you will see that members of the MBAMN community
try to send at least one card per day and one gift per week to people
they love. You will be amazed as your life, and the lives of people
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around you change when you become a card sender like us!

Since this product is 90 percent visual and the best way to understand
how the money is made is by watching this presentation - it's time to
pull out the DVD included with this short book and:

MENTORED BY A
MILLIONAIRE Now

A
|

WATCH THE DVD
NOW!
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https://www.sendoutcards.com/cgi-bin/trncustomer.pl?income_opportunities::

It doesn’t matter which of the five types of meetings you will use, the
format for them will be close to the same. Let me layout how each
meeting should be.

Step 1 - Asking Someone to Come to the Meeting,
Webinar, Three-Way Call, or Seminar

There are many ways to ask someone to come to the meeting, but
we've found it normally comes from one of two things: either you sent
them a card, and they asked you how you did it, or you just call them
up and tell them you have a really cool thing you want to show them
on their computer. Since you are going to be doing this with a mentor,
tell them that your mentor [insert mentor’'s name] just showed you the
coolest thing online and you wanted to share it with them right then or
as soon as they possibly can.

Note: One thing that we have realized over and over again is that when
it comes to inviting people to your presentation - the more you say
the less you make. Don't explain what it is at all because you will get
frustrated trying to make a picture into a thousand words and they will
just get lost. Simply tell them that it's 90 percent visual and they just
need 25 minutes... keep it very simple.

Step 2 — The Presentation

Remember, your goal of the meeting isn't to sell, but to share with them
the tool and the opportunity. Some will want the tool, and some will want
the opportunity. There are five parts to an effective presentation:

1. Show them how cool Send Out Cards is — and actually send them a
card while they are sitting there with you. (That way even if they
say no, in two days they'll get a card as a reminder of how cool
the service is). | like to include a nice gift as well (a gift card or
some brownies always make a good impression)

2. Letthem send a card. Ask them to think of someone who they
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feel could use a heart felt card right now — and then help them to
use the service to send that person a card.

3. Show them the opportunity DVD that will explain the opportunity
and get them excited about Send out Cards.

4. Share your own personal experience with sending or receiving a
card from Send Out Cards. How have you influenced someone’s life
by sending a card or gift? What impact did it have on them? How
did it lift them up or change their life for the better? If you don't
have a strong story yet, rely on your upline’s story until you do.

5. Toclose, simply tell them that at this point there are three kinds
of people: 1) Someone who just wants to send cards and gifts.
2) Someone who wants to use the service and supplement their
household income. 3) Someone who sees the opportunity and is
serious about creating a strong stream of residual income, who
wants a lifestyle upgrade, and is interested in building this into a
million dollar business.

Each single waking moment that passes while you operate without the
Send Out Cards System at your disposal, is a moment you work harder
than necessary, and are cheating yourself of profits you could have
been making.

All this accumulates.

When you're not earning as much as you should be earning, it's costing
YOU. Yes, you suffer the full effect of the ‘opportunity cost!’

It doesn’t matter to me if you sign up today or not. I'll still be eating my
steak, and going about my daily business and hitting my financial goals

with absolute certainty whether you become an entrepreneur today or not.

This decision now is about you taking responsibility for yourself, and
then helping to change the lives of others around you.
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Yes, Send Out Cards has been good to me. But if you're not careful,
you'll ALWAYS be working harder than you really need to.

I know it sounds kind of harsh, but | think you'll agree that it's true.
[ mean...

Have you ever lost your wallet? Big deal. You can buy a new wallet, and
earn back the money that you lost.

But when you lose time, you will never get it back.
Think about it... if you're not earning as much as you SHOULD, then
you're actually delaying and depriving yourself of the added financial

leverage you could be enjoying!

It's your clock that is ticking, not mine, so | suggest you ACT NOW!
Remember, you DO have a choice!

| challenge you now to sign up and get started today. Either me, or the
person who gave you this report is your personal mentor. Here is their
contact information:

Full Name:

Phone Number:

Website: www.SendOutCards.com/

They will be responsible for helping you do something that you can't do
yourself. If you can't get a hold of your mentor, then please contact my
business partner John Parkes and either him or | will be your mentor:

John Parkes
Email: jparkes@dotcomsecrets.com

Phone Number: 208-323-9451 x7114 (USA)

Remember that your mentor will help you to sign up three people, and
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then your responsibility will be to help each of them sign up three. This
is how you build success units and how you start to make money with
Send Out Cards.

Our goal is to help you become a Success Unit within seven days of
joining. If you do that, then you will have made your initial investment
back within a week! How many other opportunities can say that?

Let's face it; my aim is not to make you spend money, but to help you

make money. That is why it's crucial to get started now, so we can help
you to become a Success Unit THIS WEEK!
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