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Dear �mergefield Salutation \* charformat�«Salutation»�:


Frankly, � mergefield Salutation \* charformat �«Salutation»�, I’m puzzled.  You got a proposal from us on the Bill Good Marketing System back in � MERGEFIELD ProposalDate \* CHARFORMAT �«ProposalDate»�.


You’re still in �mergefield City \* charformat�«City»�


You’re still in the business.


There are still territories available.


And you still haven’t shown up out here in Salt Lake to pick up your copy!  Puzzling.


Why haven’t you done it?


� mergefield Salutation \* charformat �«Salutation»�, it can’t be the money!  You know and I know that if you really wanted to do it, you could raise the $9400 and change to buy the System.


Now I’ll grant you, “the System” is certainly more expensive than the pirate copies of other software floating around your office for free.  But starting out with the “office copy” of such a program is like finding a car engine alongside the road, spending a few months wrapping one of those kit-bodies around it, and then thinking you’ve got a Porsche.


If you want a Porsche, why not go buy a Porsche?—and quit wasting your time trying to build one.


So it can’t be the money.  We’ve got letters that gross $25,000.  You’ll pay for your System with just one of those.


Could it be the time, � mergefield SalesAssistant \* charformat �«SalesAssistant»�?  Could you be worried about the time to come out here—and the time to implement the System?


Well, first of all, to put together your own system—one that’s even in the same ballpark as ours—would take you hundreds of hours.  Our System includes routine letters, birthday letters, campaigns for your old prospects, your connections, your referrals, and your clients—plus scripts and over 300 tested direct-mail letters.  Not to mention training materials for a computer operator, so you aren’t tied to the keyboard forever.  And if you put together your own System, where are you going to call when you get in trouble?—someplace where it doesn’t take forever to answer the phone?


Conservatively, it would take you 1200 hours to do my job—which is designing marketing systems.  That’s 1200 hours of not doing your job—which is making investment recommendations to qualified clients and prospects.


If you were to spend just 400 of those 1200 hours cold-calling, you would generate 1200 new prospects.  If you spent the other 800 hours doing follow-up, then over a period of a year you would open at least 200 new households.  If your average new account commission is $600 (and that’s low), you’re looking at an “opportunity cost” of $120,000 gross or $48,000 in bottom line income to do it yourself.


Seriously, I really want you to quit doing MY JOB!!!


On the other hand, here’s all that’s involved for you to use what I’ve already done.  It will take you 20–40 hours to get ready to come out here, going through our famous “brain dump” process.  Then you’ll need to bring yourself out to Salt Lake for a 5-day training course, preferably along with an assistant—and your spouse, especially if you don’t have any other assistant.  And you’ll need to spend some time completing your familiarization with the System after you’re back (even though you’ll be using it productively the very first day).


So instead of investing 1200 hours, you’ll invest maybe 100.  Instead of spending 1200 hours building something that may look like a Porsche, you can spend 1100 of those hours driving one.


And unless you’re a professional direct-mail letter writer, how on earth are you going to duplicate the more than 300 tested direct-mail letters that come with the System?


You can’t.


Now add to this the raw power of our support system.


When you leave Salt Lake, you’ll go home with the name of my System Use Consultant, who will call you every week to make sure you’re on track.  You’ll also have the help of our Software Support Specialists, who will work with your computer operator to quickly handle any problem that comes up.  For overall strategy, you’ll have the name of my Marketing Support Director.  And you’ll have the name of my Senior Marketing Consultant to call if you get into trouble.


This kind of support is just not available anywhere else in the industry!


So I’m still puzzled.  Why aren’t you here?


If it’s not time; if it’s not money—could it be BELIEF?


Perhaps you just don’t believe that something that costs only $9400 could double your production in a couple of years.


Well, it can; I’ve proved it again and again.  But suppose for a second that it couldn’t.  If you’re doing $350,000 now, then for this investment to break even for you, it needs to increase your production only to $380,000!


Yet we’ve got hundreds of documented success stories that demonstrate the three primary bene�fits of the System:


If you follow the System, you’ll enjoy more production.  A lot more.  No question about that.


If you implement just one of the prospecting campaigns, you’ll further increase production by adding more new households.


Perhaps most importantly, if you use the System you’ll be better organized, so you won’t work so hard.  You’ll have time to enjoy life.


So please read the “Good News” flyer I’ve enclosed.  The important thing to note is:  These are only the newest success stories.  We get stacks of them every month.


So that you can do your own “due diligence,” let me make you a special two-part offer.


First:   I’d like to invite you to participate in a series of nationwide conference calls I’ve scheduled in May.


You can talk to an RR who used the Bill Good Marketing System to increase production from $292,000 in 1991 to $585,000 in 1992.


Or maybe you know in your heart of hearts that your accounts are � � and you couldn’t get a good broth if you boiled the bones!  If so, you need to listen to one RR who has graduated from � and transferred to � � �.  He’s opening huge accounts.


Or perhaps you’d like to talk to two of the top managed-account openers in Merrill Lynch—who happen to work in the second poorest county in the U.S.


Whoever you choose, check us out first by conference call.


Second:  We’ll be happy to give you any number of names and phone numbers of brokers who do your kind of business in your kind of market.  We will not pre-screen these names.  We won’t even put the best first; we’ll give them to you in alphabetical order.  That way, you can check us out again and convince yourself that we do in fact deliver what we promise.


* * *


I’ve been writing to you for some time.  You know sooner or later you’re going to do it.  So get your face, with the rest of you attached, out here!


Here’s a promise.


If you come out here, start class, and decide it’s not for you— well, I’ll cut you a check for what you paid (less a few hard expenses, of course) and send you home, no hard feelings.


If you take the System home and run into problems, I want you to know there are no lengths we won’t go to in helping you.  If you follow our advice and still can’t make it work, I’ll buy it back from you for what you paid (less the same hard expenses).


Here’s what I want you to do.  I want you to pick up the phone right now and call Jill Ross.  She personally will find out exactly what kind of additional information you need, and she’ll set you up to talk to people just like you who are blowing the doors off this year—on a conference call, one-on-one, or both.


Pick up the phone now.  


Call Jill Ross at (800) 678-1480


Sincerely,


�


Bill Good, President





P.S.  If you know the Bill Good Marketing System isn’t for you—do a friend a favor and pass this letter along.  Thankyouverymuch.
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