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Where We're Starting...
WhereWe're Headed...

Right now ACME Moneymakers is stdring from low conversion rates caused by marketing
materials and marketing systems that dad@quately communicate the unique and compelling value
offering that you provide to your customers.

By developing a more comprehensive and strategic marketing funnel, you will be able to
deliver more value, build more credibility (faster) and develop a stronger relationship with your
list... all of which will translate into increased sales.

HereAre the
Key Obijectives...

Among the results we're going to achieve are some key objectives:

1. Develop a killer U.S.PA clear and compelling Obig ideaO that really gets to the heart of
whatACME Moneymakers really deliverdhe thing that they canget from anyone
else... anywhere. (THIS IS KEY)

2. Develop a more powerful marketing system for\tfidget Product and create a funnel
that pulls the prospect into the rest of yodeohgs.

3. Transform your website(s) into a more profitable lead generator(s).
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4. Build out your webinar/teleseminar marketing so that your email marketing becomes a
process rather than a Othrow it up against the wall and see what sticksO type of event.
Increase the conversion rates from the cold lists you currently market to.
6. Increase the value proposition you extend to your prospects by leveraging and
repurposing some of your older materials (your book for example).
7. Strengthen the foundation of your business by beginning the process of developing more
Ofront-endsO (customer generators) for your busifie$slp you answer the question,
OlIf webinars/teleseminars were no longer possible, then what?0

o

Here's HowWe'll
Measure Success

We'll know we're successful when the following things are true:

1. When your conversion rates (from cold lead to click to teleseminar reservation to sale)
begin to climb... a lot.

2. When your cost per sale and cost per lead decrease. Not sure if youOre tracking that at
this point, but weQll start doing that immediately

3. When all of your marketing materials can clearly articulate your entire sales message.
What youOre fafring, why youOre dérent, why your prospects need to get started now

So How Much isAll of
This Really Worth to You?

The value to you aniCME Moneymakers in meeting our objectives includeE HeraQuick
(and very conservative) example of whagissibleNusing the data you provided numbers:

Current Numbers Projected Increase Projected Results
(Conservative Estimate) (Conservative
Estimate)
91,765 Emails Sent No Increase No Increase
2,725 Emails Opened +7.03% 9,176 Emails Opened
(2.97%) (10%)
675 Clicks No Increase 2212 Clicks
(24.11%) (24.11%)
263 Show-Ups No Increase 860 Show Ups
(38.9%) (38.9%)
66 Sales No Increase 215 Sales
(25%) (25%)




Current Numbers Projected Increase Projected Results
(Conservative Estimate) (Conservative
Estimate)
Annualized Sales from This Call ONLY = Annualized Sales from
$76,824 (1 Course Only @ $97/ This Call ONLY = $250,447
month) Annualized Sales from (1 Course Only @$97/
This Call ONLY = $250,447 month)

As you can see, the only variable | changed was the open rate (partly determined by the
quality of your list but mainly determined by your email subject line and your credibilityNby
the relationship you build with your listAnd that change was pretty conservative.

Plus... | didn@actor in any upsells, cross sells or any other strategies for increasing the lifetime
value of your customers to your bottom line. | also digh@ude any bumps in conversion rates due to
a more dective marketing funnel, marketing copy or anything efsed here weOre dealing with
a fraction of your 2.8 million email list. If you factored in all of that, the growth would be exponential.

But this change alone could mean yourevenues incease ovei300%.

HereAr e the Options for
Achieving Our Goals

OPTION 1: The exact course of action is something weOll make up as we go based on
the results weOre gettinit this point, it will include at least one or two sales letters, email
autoresponder series, possibly some opt-in pagesAett] will work with you and any other
appointedACME representatives to develop the marketing system outlined in the sections above.
This will include but is not limited to reworking your website to boost your conversion rates
(whereby lowering your lead costs) as well as reworking/rewriting several print resources (your
email series, your promotions, etc.). It will also include my help in determining how best to build your
marketing funnel to build a relationship with your prospects and extract the maximum value for your
marketing investment.

OPTION 2: This includes OPTION hut will also include my help to develop a morkeetive
and comprehensive online marketing campaign including the use of paid search adsAGeogis,
Yahoo Search Marketing, etc.) online press releases, video/audid;retayoal will be to quickly
decrease your lead costs and boost your conversion rates.

OPTION 3: This includes OPTION Zut will also include my help in developing more tools to
attract qualified leads (display ads, whitepapers/free reports, article marketingT lei€ 9ption also
includes additional help in leveraging the value that is hiding in your current network of current
prospects and customers by working with you to create an automated refiiatd/afrategy that does
not leave your Oword-of-mouthO marketing results to chance.



How Soon CanWe Start and
How Long Will It Take?

Barring unforeseen scheduling problems, we can start this project as esmjyday 19, 2007. |
would recommend a period of 60 days as an initial phase. 10d suggest these 2 months as an initial phast
as most of the Oheavy lifting® will occur in that time. It will also give us ample time to make sure there
is a good fit between ugit the end of the initial phase, weOll evaluate progress weOve made together in
light of the above and make an assessment as to what further assistance is necessary

Who's Doing What... and
What We Should Expect fom Each Other

My accountability includes:

¥ Adherence to agreed-on deadlines.
¥ Discussions with you and your dtah a regular basis.

Your accountability includes:

¥ Provision of all information having a bearing on the project.
¥ Payment in conformance with the terms below

Our joint accountabilities include the following:

¥ We will alert each other of anything we learn that may materidigctfhe success of the
project.

¥ We will respect each other's confidentiality and proprietary materials and approaches.

¥ We will achieve reasonable accommodation for conflicts, unforeseen events, and other
priorities.

Here are the Fees and
Payment Schedule

My fees are always based upon the value of the project, and never upon time units or deliverables.
That way youOre encouraged to call upon me without worrying about a meter running, and 10m free to
suggest additional areas of focus without concern about increasing your investment.

¥ The fee for OPTION 1 is $12,500 per month for two months ($12,500 at commencement,
$12,500 in 30 days).

¥ The fee for OPTION 2 is $14,000 per month for two months ($14,000 at commencement,
$14,000 in 30 days).

¥ The fee for OPTION 3 is $16,000 per month for two months ($16,000 at commencement,
$16,000 in 30 days).



A 10% discount can be obtained with a single full-fee payment at commencement. Expenses (as
approved by you) will be billed monthly as actually accrued and are due on presentation of our invoice.

Acceptance...

Your signature below indicates acceptance of the terms of this proposal indicated by the option you have

checked.
__Option1l _ Option 2 _ Option 3
We accept the proposal above and the option selected.

For Leister Marketing Group LLC: ForACME Moneymakers:

Foit

Jason Leister Joe Schmo

Date:Anyday 16, 2007 Date:

Please Fax the Signed Pposal to 866-519-3859



