
 1 - Copyright © 2012 Profit Alchemy, Inc.  -  All rights reserved. This material is confidential and meant only for MDJV students 
of Profit Alchemy, Inc. Sharing it with anyone else is a violation of international copyright law. 

 

 
 
 

MDJV Questions and Answers 

February 15, 2012 

 
Business Operations 
 
Should we get WP blog and when? 
 
It isn’t necessary and how to set up and use a blog is not covered in the program.  
 
Do we need business cards and stationary?  
 
I personally do not use business cards or stationary. When the rare circumstance calls for 
stationary, I simply use something similar to the header on this document.  
 
Since nearly all of your contact with clients is by phone and email, I’ve never found it necessary to 
print business cards. 
 
Do we function as independent practitioners or some sort of loosely non-managed affiliate of 
yours? 
 
You own and operate your own business and are not associated with my business in any way.  
 
Should we incorporate? 
 
You can if you’d like, but it isn’t necessary. I’d suggest talking with your accountant and asking 
what the best form of business entity is for your state (or country if you’re outside the U.S.) 
 
Any special email approach suggested? 
 
Only the use of email that’s covered in the training materials. 
 
Selecting the right partners 
 
I’d like to introduce a prospect’s product that makes coffee healthier. The distributor is an MLM 
and I’d like to approach large producers like Starbucks. 
 
This one is a set up for disaster. First, to be perfectly candid, I never do business with an MLM. 
Most are unethical or have horrible reputations. And I can assure you that no major corporation, 
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as well as few legitimate companies of any size, will even listen if you’re proposing a deal that 
involves an MLM. 
 
Second, it appears that you have not yet completed the training materials. In the materials, I state 
a number of times that the ideal businesses to approach for both sides are those with annual 
revenue in the $2 million to $15 million range. Fortune 500 corporations and multi-billion dollar 
corporations will not speak with you. 
 
To get your feet wet, could you start out with small business and have them give out gift 
certificates? For example say a landscaping company that works for higher end clients (not 
your usual grass and trimming company etc,) and they partner up with a high end interior 
design company and they both give their clients gift certificates. 
 
For example, the landscaper gives his clients a gift certificate for a free $200 interior design 
consultation, and the interior designer gives their clients the same thing a gift certificate for a 
$150 evaluation on their landscaping. 
 
Since I bought these two companies together, and the idea of the gift certificates I’d get an 
ongoing 20% of the profit from the new customers they got from the certificates. 
These are strictly gift certificates mind you, not coupons for half off, two for one deals or 
anything like that. 
 
Would that be a good idea for just starting out, and having testimonials from those clients for 
later when you start doing bigger deals, or would you advise against this. 
I see tons of businesses' every day that can offer these type of complimentary services but 
their just not doing it. It seems like an opportunity going to waste.  
 
I like the way you’re thinking! Just make sure both sides understand the need to accurately 
track the business that comes from this and compensate you properly. 
 
Brokering leads 
 
I understand the highest potential value for a dead lead would be to the company's direct 
competitors as you said, but is there a reason not to also use the dead leads for a 
complementary non-competing product/ service offer, just as you would with a company's 
customer list? Just thinking of a way to spin it in the event a client flat-out refuses to send 
leads to their competition.  
 
What do you think of positioning it this way: If a lead is "dead" to your company, but the 
prospect is still interested in purchasing a similar item, that sale is going to your competitor. 
Why not capture some of your competition's profits? 
 
Absolutely. Why not do both? 
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Conversion rates 
 
In the training materials, you mention a 30% conversion rate. Is that average? 
 
There really is no average – it usually is affected greatly by the list owner’s relationship and 
credibility with their list. I’ve seen offers convert from 5% to as much as 80%. But I generally use 
the wording “up to 30%”. Anything more is then gravy. 
 
Marketing to associations 

 
What have you found to be the best national networks or associations that have brought you 
the most lifetime value and fun? 
 
In general, I strongly prefer for profit businesses over associations, which are almost always set 
up as non-profits. Associations have very little understanding and appreciation of marketing, so 
they’re less interested and more difficult to convince to do a deal. 
 
Companies that actively spend $2,500 or more per month on marketing have a good 
understanding of marketing and a strong desire to improve their sales and profits. This makes 
them far better candidates – and far easier to close – than associations. 
 
That said, if you can get an association to promote products or services to their list, it can be 
very profitable for you. Just be clear that it usually takes more time and more hand-holding to 
get associations to see the light. 
 
 

 
 
 


