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Rivers of Revenue..

Results Based Marketing




Dear Home Services Contractor;

My name is Mike Jeffries, managing partner of River's of Revenue, LI\&.worked
with home service companies for 5 years helping them improve the resultallfttwn
time, effort and money they spend on getting and keeping more customers.

The #1 Problemmost companies have is that You're Closirgg$Than
50% of Your Sales Calls. Symptoms Include:
Tough To Get Appointments Scheduled When The Prospect Calls In
Prospects Only Seem Interested In Price
Cancelled Appointments at the Last Minute
Lowering Your Price Just To Get the Job
Loosing A Job To a Competitor that You Know Isn’t As Good As You Are

I've created, what | consider to be, a simple to implement, easy to understandteomple
program that will allow you and your sales team to increase your closeigydi0-50%
almost immediately, without having to spend any more money than you’re currently
spending (or planning to spend) on generating leads.

Take 10 minutes to review this report, and see if you agree.

Sincerely,

Michael Jeffries
Managing Partner — Rivers of Revenue, LLC
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Now you can get the benefit of all our efforts in the last four years and betoestart

closing more prospects — it won’'t take 6 months or even 1 month — you can start closing
more prospects the day after you get our system. Isn’t this more appgkahngorrying

if 2007 will be a good year?

What would it mean for your business this coming spring if you could book all the
business you could possibly handle?

Instead of closing 3 out of 10 calls, you — or your sales guys — come back with contracts
after almost EVERY call they went on.

“We went from closing 42% of our

No longer will the profitability of your business rest of !€ads from yellow pages, money

] mailer and yard signs to over 80%
the shoulders of one GOOD sales guy (maybe that's o R e ClEs

you). Success System and it happened
as soon as we put the system into

You have at your fingertips the tools to make an place.

average salesperson good...A Good salesperson i e s S et

GREAT....and a great Salesperson a superstar. Mike Jeffries | insisted that the

lowest price was the only thing my
And to do this, you wouldn’t have to spend thousand| customers wanted — boy was |

of dollars on “sales training”, consultants who know | Wrong. I have been able to raise
nothing about your industry or any new advertising \T%up;;gle:\,%\srlesgd/owingestf.',lI close
program. In fact, you wouldn’t have to make any Jim Rinaldi President

major changes to the way you do business. Star Painting

All you'd have to do is implement an often overlooked and critical step in the buying
process that’s based on common sense.

With our easy to implement system - when your sales rep shows up for theaiales ¢
your prospect believes that you're already the obvious choice to do busities¥ aur
competition never has a chance.

Now, instead of rolling the dice and throwing countless dollars into advertisfing to
generate more and more leads, riding your sales guys to “do better” agohg/about
where the next project will come from, you’ll have more than enough business.
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Your sales team is excited about going out on calls, because they know it's probably
going to put money in their pocket.

You no longer need to lower your price (i.e. your profit) to get a job because in the
prospects eyes, they'd have to be a fool to do business with anyone else but you...
regardless of price.

Your installation crews are busy and getting compliments from your castom

And now your biggest problem is deciding how much of the extra profits to sink back
into the company and how much to keep for yourself.

I've worked with home service contractors — from large commercial operatiomsatio s
family owned businesses.

And here are two VERY important facts | know about the home services busidess a
more importantly, your prospects:

The average closing ratiolisss than 22%
70% of those that don’t immediately closél buy within the year..from
someone else

Here’s what these two facts tell m¥ou’re Leaving a Ton of Money on the Tahle
simply because you're not closing as many of the prospects you call on as ybbeoul

The Rivers of Revenue Closing Success System@ give you the tools, materials,

processes and step by step outline to fix that. Here’s how and why this progitasn wor
every time.

There’s an age old saying in the sales world that goes...

If you want to know why John Smith buys what John Smith buys, you have to see the
world through John Smith’s eyes.

What does that mean to you?
First you have to understand a little bit about how “John Smith” thinks when it comes to
companies like yours:

(Don't take this personally...)
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Like it or not, the perception of your industry is that you're just a bunch of
“bubbas”: two guys and a truck.

You and your competition pretty much sell the same stuff and there’s no real
difference from one company to another.

They get that impression because all the ads say the same stuff:damég
business, in business since 1972, high quality materials etc., etc., etc.

Your prospects hear this same general pitch from every owner or salesperson:
“We give great service”, “We're owner operated so we care”, “We train ou
people” and on and on.

Is it any wonder that almost all the prospects draw
the conclusion that all contractors are the same — so
price must be the best way to make the choice?

“This may sound like hype, but it's
true: We started to use the Rivers
of Revenue Closing Success

Syster® materials you provided

less than 3 weeks ago and the I’'m not saying any of this is true. Butigthe
increased business it helped us | PERCEPTION that the prospect (John Smith) has

generate in that shogeriod has | about your industry.
already paid for the entire
program Don’t believe me? What do you think of when |
say “used car salesman”? You do have a

And we haven't even started usinfy perception — true or not?

all the materials yet."Jason Smith
President of JMS Landscape & | \Well, so does your prospective John Smith when it
Lawn Care - 2007 comes to your industry.

TheRivers of Revenue Closing Success System©
will show you how to BLOW THAT PERCEPTION OUT OF THE WATER and begin
the process of making you the obvious choice to do business with from the very first
phone call into your office.

(Here is the best thing about this program — you don’t need to change your ads and give
your competitors a clue about what you are up to.Rikiers of Revenue Closing
Success System@cuses first on closing the prospects who do call you.)

- % % HHo HH#
& HHESE **

Here's an all too familiar scenatrio...

You get a phone call from a prospective client named John Smith who's interested in
getting a project done at their home.

After a short conversation with John to get a feel for what his needs are, hieeasks t
dreaded questiofiSo how much do you think it will cost to do the job?"
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You do your best to tell John that you'll have to evaluate his specific job ant@aist i
and then give him a quote.

John seems to understand, and says he'll wait for your bid.
You set up a time to go out to John's place to take a look.

Meanwhile, John calls around to 5 or 6 other contractors and goes through the same
process.

If you're lucky, John remembers he set an appointment and he’s home. You show John
some ideas of what's available. Ultimately, you submit the bid to John and ®egiit.t

As you wait, you wonder if your quote is low enough to land the job.
You wonder if your quote is high enough to make any money.

You wonder why it's been 3 days now since you submitted the quote, and you haven't
heard back yet.

Finally you call John on the phone only to hear him squirm as he tries to break the bad
news gently;Oh I'm sorry, we've decided to go with another contractor.”

You try to ask John why, but since he's polite--and since he's extremely uncbhaforta
talking to you--he tries his hardest not to give you a direct answer. Something about
another contractor and lower prices or a friend of the family....

Let's face it; there are really only two possible reasons why you loggith@ssuming
you followed up in a timely fashioiEither your price was too high or John Smith's
confidence in your abilities was too lowv@r worst of all-both.

In any event, you now have to wait for the phone to ring so you can live the whole
frustrating scenario over again.
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Is there any way to avoid this situation?

Is there a way to let prospects know exactly what you do that makes yattloattgour
competitors?

Can you get away from always having to compete on price?

And come to think of it, is there a way to get that phone to ring more often? And when it
does ring, wouldn't it be nice if you could somehow get your prospects to say to
themselves;| would have to be an absolute fool to do business with anyone else...
regardless of price!?"

Here's the good newsin a world of intense competition, rapidly rising advertising costs,
increasingly price-sensitive consumers, and seemingly less time torsoigh it all...

there is a way td AKE CONTROL of your business argtart landing more jobs at

higher margins and that means you make more money without doing more work.
What a novel concept.

Let me point out that every home services contractor | have worked with swve up
and down that price was the only thing that mattered to prospects. Thag'what they
thought when we started to work together. Now if you ask any of them — price
means nothing — that'’s right nothing. Still not convinced? So stop reading — I am
confident that a direct competitor of yours will see the light.

Think this sounds like a pipe dream? Actually, you could be living your dream if you just
learn a few simple principles.

- Hit 2 %%
# 3 # #

If you want to start closing more of the calls you go on, you must memorize the most
Important FACT about your average prospect:

Your job is NOT to sell them on your company!

Your job, initially, is toTEACH your prospechowto buy your product or service,
without getting taken advantage of.

What to look for.
What to look out for.

What they need and don’t need and why.

© Rivers of Revenue. LLC - 72 Floral Avenue - New Providence, NJ 07974
Phone (908) 464-0594 - Fax (908) 464-0992 - www.ClosingSuccessSystem.com - www.RiversofRevenueUS.com -
Mike @RiversofRevenueUS.com

-8-



You'll show them how to compare one company to the next and how to get
accurate bids.

Finally, what they should expect frongaality company (like yours) when it comes to:
service, materials, workmanship, guarantees and follow up.

- # # + a4
2 # H #2 A

When you start educating your prospects, up front, while they're activeingea
contractor, you'll be positioning yourself and your company as the industrytexipat
all other companies must be compared to.

In the eyes of the prospect, you'll become the Standard Bearer for your indasitythe
Obvious Choice To Do Business With.

Knowing this...and by taking full advantage of the opportunity this allows you to
position yourself as the obvious choice to do business with...

Simply Stated: You'll be closing more of the prospects you see, easieathyou ever
imagined and rarely — if at all- will you have to lower your price to get the job.

In fact, companies that have implementedRheers of Revenue Closing Success
System®©have actuallfRAISED their prices without any drop off in closing success.

Hmmmm...So now you're closing morgobs for a higher price.
Are you starting to see how this program can imgaat business?

Okay. So how can you do this in your business...starting today!
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Get out a pad of paper, pencil and get ready to take notes. Here’s evergthimgey to
create a killer closing system.

There are 8 distinctive steps and I've outlined each of them for you. When youlseibscri
to theRivers of Revenue Closing Success System@u’ll have access to the entire
library of field tested and proven tools and materials outline below:

It all starts with...

#H 2

This tool starts you out right, creates a positive feeling for the prospeds lboifidence

in you and your company and sets you up as the most professional company the prospect
will talk to. Using this tool — lets the prospect know that you are interestedeitimnigne

their needs — not just making another sale.

When you subscribe to tliivers of Revenue Closing Success Systerg@u’ll get the
prospect interview script ready for you to start to use immediately!yEnestion will
give you vital information that will lead to more sales and give you an easy teayse
evaluate every ad you use.

Here is the best part — you'll stop wasting your time dealing with prosimattenly want
the lowest price or are just kicking tires. And all it takes is 5 minutes to avoithgvas
hours or more on a sales call you aren’t going to close — especially if youyknosifer
a quality service at a competitive price.

Bt.9D % % &

& 7(( ( &
B CC ##& % D

What are the Purposes of the Pre-Meeting Letter?

Educateyour prospect on what to expect from your company in the process.
Provide the outline of all the good information you are going to share in thedletter
later in the meeting.

Using this tool — lets the prospect know that you are interested in mtéetingeeds —
not just making another sale.
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Included in the Rivers of Revenue Closing Success System®© are 2 very pdw and
field proven pre-meeting cover letters you can send out before your next
appointment! All you need to do is type in their name and address on the lett—
the rest is already done.

+ .9 P

# .
- %H # 3 #
$$ 986 --

Remember, the prospect needs to be educated about what to look for, what to look out
for, and the important and relevant information they need to know in order to make the
best decision. The materials YOU provide answer those questions. So when you show
up for the appointment, you're confident you can easily answer their questionsrand sta
talking about when you will start their project.

There are 4 distinct pieces that are included. The Rivers of Revenuedsing
Success System®© has already created them for you and they’re ready to go.

These tools scream credibility and integrity — it will be so obvious to yoysrospect.
Do you really think anyone but my clients are doing this? Of course noT.hat is why
this is so cool. Your competitors will start losing business and they won't even know
why! Best of all — we created all the reports and they are ready to use.

_|+‘!ll

Common Sense? Yes
Do Most Businesses Do It? - NO

More than just a friendly reminder, this gives you an opportunity to furthdsliebtgour
professionalism. This simple, small step adds to your credibility and avoids-si@wo
“| forgot you were coming” excuse. Even our smallest clients with partstaféor the
spouse as the staff do this because it only takes one minute
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Don't leave the outcome of the sales call to chance — or dependent on the skill of the sales
person.

The script template iifthe Rivers of Revenue Closing Success System@ll allow
your sales team to easily overcome the standard objections and avoid the |agest pri
trap.

You will know EXACTLY what to say when you are already booked 6 weeks out and the
customer wants it next week.

Your prospects will come to the conclusion that it does make sense to wait for you rather
than take a chance on some other company that promised to start in 2 weeks (even though
they can't). You will be armed to overcome all the lies other competitorselit fust to

get the deal signed.

I+ 8&
4% A

There’s no reason not to becad$e Rivers of Revenue Closing Success Systerh@s
already written the letter for you — you just sign and mail it. Even our shalients
with part time staff or the spouse as the staff do this.

G H<HH2= .. Rt
## 33 7?7

This is one of those steps that you'll love doing this because your prospects will be
shocked at your follow through. This one step that takes maybe 3 minutes on average will
close the deal on all those who were waffling. Go ahead — think if anyone haalkackr ¢

you to follow-up.

Just follow the simple script that’s includedTihe Rivers of Revenue Closing Success
System©and you will close out virtually every other competitor.

© Rivers of Revenue. LLC - 72 Floral Avenue - New Providence, NJ 07974
Phone (908) 464-0594 - Fax (908) 464-0992 - www.ClosingSuccessSystem.com - www.RiversofRevenueUS.com -
Mike @RiversofRevenueUS.com
-12 -



1+ %
# #

Included with theRivers of Revenue Closing Success SystensCan easy to use

tracking chart so you will know specifically the percentage of your appamsncéosed.
This not only is cause for celebration but will give you a powerful tool to use in hiring a
salesperson — you will know how much they are likely to make and you can use it to
attract better people. Everyone wants to work for a company that has a paaken t
record of success.

##E o= # #

Included inThe Rivers of Revenue Closing Success System@u get the entire closing
program...all the materials, scripts, reports, charts and guides.

Everything has been created and tested — you merely have to put in a couple of
information items - like adding the name of your salesperson in the space
provided.

It is industry specific so you won’t need to customize some general sales tool to
your business.

We don’t merely say “send your prospect a thank you letter” — it is already
written. You just need to put it on your letterhead and sign it.

In short — you can give any salesperson the tools and they will begin to closéaalsre
immediately and when they really know the material — their productivityaamn s

+

There’s really nothing like thRivers of Revenue Closing Success Systena@t there,
especially a program that was created exclusively for the consaaing the
residential market.

It's all here; a proven, simple to implement, process with all the matestaipts and
templates you’ll need to roll it out.

90 days from nowyou’ll look back on the decision to subscribe toReers of
Revenue Closing Success Systen#S possibly the best business decisions you've ever
made.
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Are you're spending more than $500/month in advertising to generate leads and
want to leverage that cost to get a higher return?

Are you closing less than 60% of your sales calls?

Have you lost business to bozo competitors who, you know, are not as good as
you are?

Do you find that you’re cutting your price more than 40% of the time....just to get
the job?

Do you find yourself giving estimates to too many people each week who only
want the lowest price?

Do you feel insulted when people want to haggle over price? (because you know
your price is right for a quality system that will last).

Do you wonder how you can overcome the question “How come XYZ Company
can start next week?”

Are you constantly frustrated by companies that promise a quick start daie? (y
know - the ones that have a terrible reputation when it comes to finishing a job on

time).
o Do you scramble each year to fill in your fall schedule?

TheRivers of Revenue Closing Success Systensca powerful business building
program that can dramatically increase your revenue and profits. This dogg@hha
overnight.

However, if you can read, write and follow simple directicd®@®NSISTENTLYthen this
program will give you the tools to close more business from the leads youadyalre
generating.

& $ % 42
Call usnow toll free at(866) 926-5100.

We will set up a time to show you the materials, in person or via a web confen
This will give you a chance to preview the materials and ask any questionayou m
have.
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At that time - if you can see how tRevers of Revenue Closing Success Systens@n
improve your business, you may order your system.

Again, we will only license this system to one company in a geographic ardametinas
20 miles around your home office.

- 4>
OK...If you want to lock out your competition, call new toll free at

(866) 926-5100

We know most companies do 80% of their business within 20 miles (the rest comes from
referrals, past customers that moved etc). If you want to fully custgmizepackage —
we can extend your license area — ask us for details.

| look forward to talking to you.

Sincerely,

Michael Jeffries
Managing Partner, Rivers of Revenue LLC
(866) 926-5100

PS If you're just looking for the latest gimmick, sales trick or quick fix, pmsgram
isn’t for you.

“Wow! Mike Jeffries helped us create marketing and sales material that has basically turned us
into order takers! What a pleasure it is to walk in and be welcomed.

We no longer have to spend hours trying to convince our prospects that we are the obvious choice
— they have already made that decision before we ev  en meet them. | am so much more confident
that | can close every prospect.

This is making a huge difference in the amount of b usiness we are closing

John Trecozzi -President, My Lawn Guys
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