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Introduction: 

Hello and welcome to Easy Profits for Business 

I’ve been the Business Coach with over 12 years experience.  

And a key lesson I’ve learned during this time is that any 
business can quickly improve their sales results if they use some 
very simple marketing strategies.  

And that’s the purpose of Easy Profits for Business.  

In the next few pages you’ll learn three easy and effective marketing strategies you 
can use to quickly create tens of thousands of dollars of profitable new clients for 
your business.  

These easy marketing strategies are what I call ‘small effort’ but ‘big payoff.’  

In other words they require very little effort to use but will have a big impact on the 
sales and profits in your business.  

I’ve seen these three simple marketing strategies create tens of thousands of dollars 
of new sales for dozens of different businesses.  

So make sure you use them in your business. 

The results will both delight and surprise you. 

Andreas Becker  

PS: I enjoy hearing from all my clients, so if you have any feedback , comments or 
success stories from the Easy Profits for Business programme I’d love to hear 
from you.  

My email address is andreas@big-cheese.co.nz 

I look forward to hearing about your great results. 

 

Andreas Becker  

The Big Cheese Business Coach 
andreas@big-cheese.co.nz 
www.big-cheese.co.nz 
 
Phone: (03) 741 1613 
 
Christchurch 
New Zealand 



Here are the three simple marketing strategies you will learn in 
Easy Profits for Business... 
Easy Profits for Business Marketing Strategy One:  

The Ten Minute Marketing System 

This simple marketing system takes ten minutes (or less) of time to do each day.  

And this one marketing system alone will increase your sales and revenues by 
between 10% and 20% over a twelve month period. 

No matter how busy you are in your business you can always find ten minutes of 
time to use this simple marketing system. Especially when it produces such great 
results with very little effort. 

Easy Profits for Business Marketing Strategy Two:  

Positive Client Testimonials 

One of the most effective marketing tools you can use in your business is positive 
written testimonials from your existing clients.  

Positive written testimonials are a great way to get your best clients to do your selling 
for you. And they work well to persuade new clients to use your services. Positive 
client testimonials are the best way I know to eliminate any potential doubts or 
concerns that a person might have about using your services.  

The good news is that positive testimonials are very easy to get when you use the 
simple system you’ll learn Easy Profits for Business. In fact you should have dozens 
of wonderful written testimonials in your first 30 days.  

Easy Profits for Business Marketing Strategy Three:  

The 30 day Added Value Follow Up 

The 30 day Added Value Follow Up is something that virtually no one in business 
does today. Yet using it is so simple and easy.  

All you have to do in your business is make sure that you do three simple things in 
the first month with every new client you take on. These three things make up the 30 
Day Added Value Follow Up and will turn one time customers into raving fans who 
will be delighted to now recommend your business to everyone they know.  

The 30 Day Added Value Follow up is simple, quick and easy to put into practice.  

Yet once again; almost no one in business actually this strategy.  

So you will have virtually no competition when you start using it in your business.  

Right, let’s get started with the Easy Profits for Business Programme... 
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Easy Profits for Business: By Andreas Becker 

Easy Profits for Business Marketing Strategy # 1: 

The Ten Minute Marketing Formula 

One of the things that most business people overlook 
is that effective marketing doesn’t have to be 
complicated or expensive to do.  

A few minutes each day spent doing some simple 
things can produce some remarkable results.  

And that’s the purpose of the Ten Minute Marketing 
Programme. 

This simple marketing system has helped many 
businesses to grow their revenues by 10% or more 
over a 12 month period. 

Best of all it only takes ten minutes a day to do.  

Here’s how it works:  

Look at the following marketing chart.  

Your goal is to do a minimum of four marketing 
activities each day from this chart.  

  

 

 

 

Now you can combine these marketing activities any 
way you like each day.  

So you could send out two thank you cards today and 
also make two follow up phone calls.  

Or maybe you could do one activity from each box.  

The goal though is to do a minimum of four marketing 
activities every work day.  

Send out one thank 
you card 

Give away one 
business card 

Make a follow up 
phone call to one 
person 

Ask one person 
for a referral 
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Now four marketing activities a day is close to 1,000 
extra marketing activities a year.  

That’s a lot of extra marketing activities each year and 
is the reason why businesses that use this system 
increase their revenues by 10% or more over 12 
months. 

Let me give you some detailed information on how to 
use each of these marketing activities in your 
business. 

Ten Minute Marketing Strategy One: 

Thank You Cards 

Thank you cards are a wonderful way to quickly get 
large numbers of people eager to talk about your 
services to many of the people they know. 

A thank you card is just a small card that has the 
words Thank You printed on the front. The inside of 
the card is blank so you can write your own 
handwritten message.  

Here’s how Thank You Cards work.  

Each work day all you have to do is send out between 
two and four thank you cards. So if you work five days 
a week you will be sending out between 10 and 20 
thank you cards each week. 

That might not sound a lot, but 10 thank you cards a 
week is around 500 thank you cards in a year. 

In each thank you card that you send out it’s important 
you write a short 3-4 sentence HANDWRITTEN 
message. Why do you hand write a message? 

Let me ask you an important question: 

How many handwritten thank you cards have you 
received from anyone in business over the last twelve 
months?  
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I’ve asked hundreds of business people this question 
and the average number of handwritten thank you 
cards they’ve received is two or less in a whole year. 

So when you start sending out thank you cards with a 
handwritten message inside them people will 
remember your business very positively. Because so 
few people take the time to do something like this. 

There are many occasions where thank you cards are 
very useful. Here are a dozen of these occasions and 
the words you could write when you send out each 
thank you card.  

1. Thank you card after a phone contact 

"Hi Bob; thank you for your time on the phone today. I 
enjoyed talking with you and look forward to sharing 
some interesting ideas with you shortly. Regards 
John.” 

On this occasion you may have spoken to a potential 
new client on the phone and have made an 
appointment to see them for a meeting.  

This thank you card thanks them for their time on the 
phone and lets them know they will hear some 
interesting ideas when you meet.  

Notice that the thank you card is only a few sentences 
long. One of the things I love about thank you cards is 
that they are so quick to write. 

Important Point:  

Make sure you always enclose one of your business 
cards with every thank you card you send out. 

2. Thank you card after a meeting with a potential 
client. 

"Hi Bob; thank you for the opportunity to discuss your 
project. I look forward to talking with you again soon. 
Regards John" 

In case you are wondering it is perfectly acceptable to 
send multiple thank you cards to the same person.  
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You can send one after a phone contact, one after a 
first meeting or presentation and so on.  

Multiple thank you cards have a wonderfully positive 
impact on the people you send them to. 

One of the reasons that handwritten notes work much 
better than thank you notes by email is that 
handwritten thank you cards in business have almost 
disappeared today.  

So if you send one you are immediately noticed as 
being different from most other people in business. 

3. Thank you card after a sale 

"Hi Bob; thank you for choosing my services. I know 
you will be delighted with the wonderful job we do and 
look forward to your positive feedback. Regards John." 

A very common experience when you buy any product 
or service (particularly one that costs a lot of money) is 
what we call ‘Buyer’s Remorse”.  

In other words you wonder if you’ve made the right 
decision buying this product or service.  

A thank you card after a client purchase goes a long 
way toward reducing any second thoughts or doubts 
they may have about what they have bought.  

It’s also nice to be thanked for spending money with a 
business. In over 95% of situations where you spend 
money on product or service you never receive a hand 
written thank you for becoming a client.  

So sending a thank you card means you are 
immediately remembered. 

4. Thank you card to a person who gives you a 
referral 

"Hi Bob; thanks for the referral to Fred Smith. I 
appreciate your thoughtfulness. I'll let you know how I 
get on when I talk with him. Regards John." 
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If you want more referrals from your clients to other 
people they know it pays to thank them when they do 
give a referral to you. This short thank you card does 
just that. The more you thank people for referrals the 
more likely they are to give you more referrals. And we 
all want more referrals because they are so easy to 
talk with and are very likely to become clients as well. 

5: Thank you card to a person who gives you a 
referral updating them on the result: 

‘Hi Bob, just wanted to let you know I had a good 
discussion with Fred Smith today about our services. 
Fred is interested in what we do and there is a good 
chance that he may want to use our services in the 
near future. I’ll let you know if that happens. Thanks 
again for the referral to Fred. I appreciate it. Regards 
John”. 

Letting people know how you got on with the referral 
they gave you is a really nice thing to do.  

And it’s so easy to do as well. 

6. Thank you card after a final refusal or ‘no’ 

“Hi Bob; thank you for taking the time to consider our 
services. I'm sorry we aren't able to be of help right 
now. If you need any more information at any time, 
feel free to contact me. Regards John”.  

There are many people you speak with who you will 
not make a sale to right now. However if you thank 
them for considering you, it always leaves the door 
open in the future to getting referrals from this person 
and maybe a sale at a later date. 

A person that said no can easily refer you to 
people who can say yes. 

When I was 19 years old I had my first sales job 
selling advertising. I cold called on business owners 
and asked if they would like to buy advertising. Most 
(in fact about 95%) told me “No.” I came across an 
article on selling that suggested you send hand written 
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thank you cards to everyone you talked to (whether or 
not they bought).  

I followed the advice and sent out over 200 
handwritten thank you cards to everyone I had talked 
to. The cards said something like “Thank you for your 
time. I’m sorry I can’t be of help right now. Feel free to 
call me if I can help in the future.”  

I enclosed a business card with every thank you card I 
sent out. The following month I received a phone call 
from a prominent business owner who asked me to 
come and talk to him about advertising.  

This person placed a very large order with me. I asked 
why he first called me. He told me that he was talking 
to one of his business friends and they were 
discussing advertising. His friend had seen me and 
even though he hadn’t bought; was very impressed 
with my sending him a thank you card. So he told his 
friend to call me! 

The important lesson for me here was that you never 
know who you might be referred to, even from 
someone who does not buy from you.  

Make it easy for people to remember and refer you by 
sending business cards with your thank you cards. 

7. Thank you card on an anniversary 

“Hi Bob; thanks again for being a client. It's now been 
12 months since you decided to invest in our services. 
I trust things are going well for you and if I can be of 
further help I’d love to hear from you.. Regards John." 

Sending out a client thank you card like this shows 
your customers you care about them.  

You can send an anniversary thank you card at a 
number of different times. You could send a one 
month thank you card or a three month thank you card 
and so on. 

8. Thank you card after positive feedback from a 
customer 
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"Hi Bob, thank you for your positive feedback. I 
appreciate it. It made my day. Regards John.” 

Whenever you receive positive feedback from a 
customer send them a hand written thank you card. It 
will make your customer glad they gave you their 
positive comments. One of the most powerful ways to 
make new sales of your services is to show potential 
new clients positive feedback from happy clients who 
have already used your services. The more you thank 
clients for positive feedback on your services, the 
more positive feedback you will receive. 

9. Thank you card to anyone who gives you good 
service 

This is a great opportunity to promote your business 
that is often overlooked. 

Let’s say you go out for dinner and have a really good 
meal at a local restaurant. Take the time to send the 
restaurant owner a short thank you card.  

Your message might say something like this. 

“Ronnie Restaurant owner, thank you for the 
wonderful meal we had last night. We had a great time 
and really appreciated the tasty food and fantastic 
service. Regards Your Name.”  

Make sure you enclose a business card when you do 
this so the person will know that you are a 
professional builder. 

You’ll brighten up the restaurant owner’s day when 
you send them a thank you card like this. They will 
also remember you very positively if you ever go back.  

One of the most important lessons I’ve learnt in 38 
years of business is that you never know who a 
person knows.  

So it doesn’t matter at all whether or not the restaurant 
owner is a potential client for your services. 
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They could still very easily refer you to someone they 
know who could be looking for the services of a good 
builder like you. 

And by sending them a short handwritten thank you 
card you make it very easy for them to recommend 
you.  

So send a thank you card every time you get great 
service from anyone in business.  

"Thanks for your great service the other day. I 
appreciate it. Regards John." 

This use of a thank you card does not have to relate at 
all to your business. You can send one to anyone in 
business who gives you great service.  

It could be to someone who performed a helpful 
service for you at short notice. 

Example: 

I had a repair that needed doing on my car that was 
quite urgent. The car dealer I had bought my car from 
told me they were booked up for the next three days 
so they couldn’t fix it until then. A business colleague 
recommended I talk to his mechanic who fitted me in 
the same day and did the repair I needed. I was very 
impressed with the speedy service and wrote this 
mechanic a short thank you card. The mechanic put 
my thank you card on the wall of his reception counter 
where every customer could see it.  

He has also given me the same superb service every 
time I have been back. (This same person a few 
weeks later also gave me an excellent referral.) 

10: Thank you card when you meet someone for the 
first time in a social environment and you discuss your 
services. 

“Hi Bob, thanks for your time yesterday. I enjoyed 
meeting you and had an interesting chat. Regards 
John.”  
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11: Thank you card when you make another sale to an 
existing customer or client: 

‘Hi Bob, thanks for your repeat business today. I really 
appreciate it. Regards John”. 

In business we are often focussed on getting new 
customers and clients and we forget to thank our 
existing clients. Especially when we make repeat and 
add on sales to these same clients.  

12: Thank you card when a client pays their account 
on time. This is simple to do. Yet so few people do it.  

“Hi Bob, thank you for your prompt payment of my 
invoice. I really appreciate it. Regards John.” 

If you want your clients to pay their invoices or 
accounts faster thank them in writing when they do 
pay on time. They are then far more likely to pay 
promptly the next time you give them a bill. 

Final Comment on Thank You Cards: 

As you can see, there are lots of different occasions to 
send out thank you cards.  

I encourage you to get into the regular habit of 
sending out at least 2-4 handwritten thank you cards 
each work day.  

It will be one of the smartest things you ever do if you 
want to get large numbers of new clients along with 
some great repeat and referral business.  

Where do you get thank you cards from? 

You can buy thank you cards from the greeting card 
section in most major book and stationery stores. You 
can also get your local digital printer to print them for 
you. (That’s what I do.) If you are located in New 
Zealand, contact Printers Inc. at 
johnparlane@printersinc.co.nz and they can give you 
details on all the different types of thank you cards 
they offer. 
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If you are located in another country talk to a couple of 
digital printers and explain what you want. 

Ten Minute Marketing Strategy Two: 

Follow up phone calls 

These are very simple to make yet very few 
businesses actually make them.  

There are two types of follow up phone calls you can 
make. You can make them to existing clients or 
customers and you can make them to potential clients 
or customers. 

A follow up phone call should be short, friendly, 
positive and low key. 

A follow up phone call could be as simple as you 
ringing up a client and saying ‘Hi it’s John here from 
XYZ Business here. Just a quick call to say thanks 
again for being a client and that everything is going 
well for you?’ 

If your client or customer is not available when you 
phone, just leave a polite and friendly message on 
their phone.  

Say something like this: 

“Hi Mary, its John here from XYZ Business here. We 
like to add value and stay in touch with our clients. 
This is just a quick call to make sure you are still 
enjoying the work we did for you recently. If we can be 
of any further help you can contact us on 1234-5678. 
Thanks again for being a client. Your name.” 

Follow up phone calls to existing clients are a classy 
way to show them you value their business. 

And with at least 10% of follow up calls your 
customers will often mention an opportunity for a 
repeat purchase or talk about someone they know 
who could be interested in buying the types of things 
you sell. 
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Follow up phone calls are very easy to make to 
potential clients or customers as well. These are 
usually people who have already contacted your 
business and expressed an interest in your services 
They haven’t yet purchased so it’s worth while to stay 
in touch with them on a regular basis. 

Just think of a good reason to phone potential clients. 

It could be something like this... 

‘Hi Mary, it’s John here from XYZ Business here.. You 
might recall we had a chat a few days ago about our 
services. I thought I’d give you a quick call because 
I’ve just had some very interesting feedback from two 
clients who used our services recently for a similar 
type of project to what you have in mind. Can I send 
you details of what these clients thought of our 
services?” 

The good news is that there is always some sort of 
reason to phone a potential client or customer and 
give them some sort of helpful information. 

And you’ll be amazed at how often a simple follow up 
call like this will create brand new business for you. 

Here’s a good example: 

I was on holiday in another town a few years ago and 
had a tooth ache. I went to a local dentist who fixed 
my problem. What was unusual was this same dentist 
phoned me that night in my hotel to make sure I was 
okay.  

He also phoned me a few days later, when I was back 
in my home town, just to make sure I was fine.  

I was very impressed with this great follow up service 
and have told dozens of people about it. 
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Ten Minute Marketing Strategy Three: 

Asking for referrals 

This is free and when you do it correctly you can get 
dozens of good referrals to speak to every month. 

When you ask for referrals I recommend you try 
something like this... 

 “Hi John, I wonder if you could help me? Who are two 
or three people you know who might be interested in 
interested in using the services of a professional 
builder. Who would you suggest I send some 
information to?”  

Now a question like this is very low key and friendly. 
You are just asking a person for the names of several 
people that might be interested in receiving some 
helpful information about . This makes it very easy for 
a person to give you a few people to talk to. 

I’ve discovered that when you ask for two or three 
people you will often get two people as referrals.  

If you ask for one or two people as referrals you will 
often get one person as a referral. 

I did an interesting experiment many years ago when I 
was selling sales training programmes to sales 
managers. For one month I asked every sales 
manager I was meeting with an interesting question to 
get referrals. 

I said something like this. 

“Thanks for your time today. I wonder if you would 
mind doing me a small favour? Who are seven or 
eight other sales managers you know who might be 
open to looking at some simple ideas to help their 
sales people improve sales? Who would you suggest I 
have a quick chat to?” 

Guess what happened in that month? 

I got over 173 referrals from that simple question. 



13 Easy Profits for Business   Notes 

_________________________________  ________ 

So asking for referrals is well worth trying in your 
business. And well worth practising until you get good 
at it.  

Ten Minute Marketing Strategy Four: 

Giving away business cards 

This is often overlooked. Make it a point to give away 
business cards on a regular basis to many of the 
people you come in contact with.  

Say something like this when you hand them out: 

 ‘Hi my name is John and I’m a professional builder. If 
you come across someone who might be interested 
getting an outstanding job done, feel free to give them 
one of my business cards.”  

A key rule in all marketing is that “you never know who 
someone knows.”  

So someone you meet at a coffee lounge on a casual 
basis could easily refer you to someone who could be 
a great customer for your services. 

So give away business cards on a regular basis.  

Summary: 

We’ve covered some very simple marketing strategies 
in the Ten Minute Marketing Programme. 

Let’s go through them one more time... 

Remember this marketing chart?  

Your goal is to do a minimum of four marketing 
activities each day from this chart.  

 

  

 

 

Send out one thank 
you card 

Give away one 
business card 

Make a follow up 
phone call to one 
person 

Ask one person 
for a referral 
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Now you can combine these marketing activities any 
way you like each day.  

So you could send out two thank you cards today and 
also make two follow up phone calls.  

Or maybe you could do one activity from each box.  

The goal though is to do a minimum of four marketing 
activities every work day.  

And when you do this on a regular basis you’ll get 
some exciting results with very little effort. 

Let’s take a look now at Easy Profits for Business 
Marketing Strategy number two. 

Easy Profits for Business Marketing Strategy # 2: 

Positive Client Testimonials 

I learned a simple but important marketing rule 
many years ago...  

I call this marketing rule The McGregor Rule of Ten. 

The Business Coach Rule of Ten says: 

What other people say about you, your company, your 
products and services is at least ten times more 
credible than anything you can say on your own 
behalf: 

In other words: 

• If you say it, potential clients and customers will 
tend to doubt what you say. 

• If your existing customers say it, the same thing 
is far more believable 

 You see the Business Coach Rule of Ten in action 
when someone you know says to you: ‘You should 
use this business because they are very good.’ 

And this simple word of mouth recommendation is 
usually far more effective at getting you to become a 
new customer than this same business spending a 
huge amount of money on a glossy four colour 
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brochure, a large Yellow Pages advertisement or a 
fancy website.  

This is an obvious marketing strategy yet only a tiny 
number of businesses actually use it. 

So your goal is to collect some great written 
testimonials from some of your best clients.  

You want these testimonials to say what they like 
about your services, the benefits they have got from 
using your services and the reasons why they would 
recommend your services to other people they know.  

So how do you get great written testimonials that 
say all these things?  

Just follow these simple steps. 

Step One: Identify several dozen clients who you 
know really like your services.  

Step Two: Send these clients a short letter that says 
something like this. 

Mary, I wonder if you could do me a small favour. 

I’m often talking to new clients about them using my 
services. It would really be helpful if I could show 
these people some feedback from people .like you 
who have already used my services.  

I’ve enclosed a very simple one page client feedback 
form that has a few brief questions on it.  

Would you mind taking a couple of minutes to answer 
these questions and then send the form back to me?  

I’ve enclosed a stamped addressed envelope for your 
convenience and you are welcome to fax it back as 
well if that’s more convenient.  

I know your time is valuable so I have a free $5 Lotto 
Ticket I’d like to give you for taking the time to do this. 
Just send this form back in the next 7 days and I’ll 
send this free Lotto Ticket out to you. 

Thanks again if you are able to help me. 
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Your Name 

Step Three: With this letter you also attach a very 
simple one page client feedback form that will give you 
the type of testimonials you are looking for.  

The Client Feedback Form looks like this. 

Client Feedback Form for XYZ Services: 

Please send this form back to XYZ Services at (Your 
postal Address) or feel free to email it back to (email 
address.) I have a free $5 Lotto Ticket if you can do 
this by (Put in a date seven days from now.) 

Question One: What are three things you like most 
about using our services? 

1 

2 

3 

Question Two: What are three benefits you’ve 
received from using our services? 

1 

2 

3 

Question Three: What are three reasons why you 
would recommend our services to other people you 
know? 

1 

2 

3 

Question Four: Can we use some of your comments 
in our marketing? Yes (...) No (...) 

When you send out this short letter and one page 
client feedback form always enclose a stamped 
addressed envelope. You do this to make it very easy 
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for your clients to send the form back. That’s also why 
you offer the option of returning it by fax. 

If you send this letter and client feedback form out to 
10-20 of your best clients around 20% or more will 
complete this form and send it back to you. 

Obviously you then send them their free Lotto Ticket 
along with a thank you card that says 

Mary, thanks for your positive feedback. It was very 
useful and I appreciate it. Your Name.” 

Step Three: All you then do is use your computer to 
write down whatever answers they give you and put 
their name at the bottom. Bingo, you now have some 
great client testimonials.  

Use a heading something like this:  

"Here are some comments from our clients on why 
they like using XYZ Business.” 

 “What I really like about XYZ Business is 1,2,3. The 
benefits I’ve received from using XYZ Business are 
4,5,6. The reasons why I’d recommend XYZ Business 
to other people is 7,89 “ Client Name. 

Here’s what this would like: 

“What I really like about XYZ Business is that they 
show up exactly on time and are always neat and tidy. 
They helped me transform the look of a house I had 
for sale and did it quickly and with a smile. I’d 
recommend them because they are professional, 
friendly and extremely knowledgeable.” Mary Brown. 

How do you use these client testimonials? 

You should include them with every quote you give. 
You can put them on your website. You can use them 
anytime someone asks you “Why should I use your 
services?”  

All you do is say something like this: ‘That’s a great 
question. Here is some recent feedback from some of 
my clients that gives some interesting answers to this 
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question. Let me show you what they have to say.” 
And then show this person some of your positive 
testimonials. Positive testimonials from happy clients 
are literally worth their weight in gold.  

Start collecting a few today. 

Use Digital Photos as well: 

Take photos before, during and after each job. And 
then use these photos in all your marketing. So if you 
have a client that is thinking of hiring you to add a 
deck to the outside of their home, show this client a 
number of before and after digital photos of other 
clients where you have added a deck to their home. A 
picture really is worth a thousand words.  

And the good news about photos is that in most cases 
you can show great results from your services. So use 
digital photos as another simple marketing tool to 
show potential new clients how good your services 
are. 

Easy Profits for Business Marketing Strategy # 3: 

The 30 Day Added Value Follow Up 

This is ridiculously simple to do, yet no one does it. 

Just take three simple action steps with every new 
client you get. 

Step One:  

Send them a short hand written thank you card 
thanking them for their business. We’ve covered this 
earlier in the Ten Minute Marketing Strategy. 

Step Two:  

A few days after you have done the work for your new 
client send them a small unexpected gift.  
 This could be a couple of free movies passes, a small 
pot plant, a positive book or anything at all you think 
will make them feel valued.  
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Include with this gift a short thank you card that has a 
message something like this. 

“Mary thanks again for becoming a new client. I 
appreciate your business and thought you might enjoy 
this small gift. With my compliments. Regards Your 
Name.” 

Let me ask you another question.  

When was the last time anyone you know received a 
small unexpected gift from anyone in business 
including trades people? 

It’s extremely rare and virtually never happens.  

So when you give a small gift you position your 
business as being special and different.  

Doing this shows you really care about your clients.  

Step Three:  

A few days after you send out a small gift you take two 
minutes and make a quick follow up phone call.  
 You might say something like this: 

“Hi Mary, just a quick call to make sure that you are 
really enjoying the job we did for you?” 

You then have a brief chat and then politely end the 
call. What you are demonstrating here is that you 
really do care about your clients because it is 
extremely unusual to get a follow up call from any 
tradesperson.  

With this 30 Day Added Value Follow Up you have 
shown that your business is special. You add a lot of 
value to your clients. You thank them, you appreciate 
their business and you take the time to make sure 
everything you did they are happy with. 

In short you’ve made yourself the ideal builder for 
them to happily recommend to everyone they know.  

You are special, you are different and you are a great 
choice for anyone that wants to use a builder. All this 
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from putting into place a very simple 30 Day Added 
Value follow up programme.  

So that’s Easy Profits for Business Marketing 
Strategy #3.  

30 Day Added Value Follow up 

Summary: 

The Three Easy Profits for Business marketing 
strategies I’ve now covered are very easy to do. 

However they will only work if you actually use them. 

So let’s quickly review what we’ve covered so far: 

1: Use the ten minute marketing formula in your 
business each work day. Just do four simple 
marketing activities and over a year that is 1,000 extra 
marketing activities you are now doing. 

Do this consistently and you’ll be delighted at the great 
results this will produce in new sales for your 
business. 

2: Collect some great testimonials using the very 
simple client feedback form and cover letter in this 
reference manual.  

Then use these positive testimonials in all your 
marketing.  

Positive testimonials are one of the easiest ways I 
know to prove how good you are and to get large 
numbers of new clients eager to use your services.  

Use digital photos as well. 

3: Delight your new clients with a simple 30 Day 
Added Value follow up programme.  

Send them a hand written thank you card, give them a 
small unexpected present and make a quick follow up 
phone call.  

This will give you huge amounts of both repeat and 
referral business when you do it on a regular basis. 
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One last comment: 

The real secret to all business success is that at some 
point you have to TAKE ACTION 

As Walt Disney said: “The way to get started is to 
quit talking and begin doing”. 

Thanks for reading these simple marketing strategies 
and I wish you wonderful results in your business from 
using them. 

Andreas Becker 

 

 


