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About Me

I spent my early years growing up in a small town that instilled very important 
principles that still guide me today, including my desire to help others. These 
principles were further enhanced as I spent time in the military.  Since those days, I’ve 
spent all my professional time mastering sales, marketing, and growing businesses.  

The first business I started was a mortgage company. I quickly built that to a 7-figure 
business and was at the helm as it crashed in the mortgage crisis of 2008.  I learned 
so many valuable lessons during this experience that I’ve carried on including how 
to build a recession-proof business.

My next endeavor was to open a consumer credit business.  In building this business 
I learned how to build sales funnels, how to use systems and automation to scale, 
and how to find the right marketing methods to grow and succeed, even in difficult 
and unpopular industries. I successfully built and sold that business many years 
ago, it was my first successful business exit.  I’m still recognized as an authority in 
the industry today due to the branding that was done during those years.

I took the lessons from my first two companies and applied them to open my 
current business Credit Suite.  I currently function as CEO at Credit Suite and oversee 
a team of 80 people.  The company now generates over 10,000 leads monthly and 
generates over $10,000,000 in annual revenue. In 2018 Credit Suite was named as 
one of the Most Entrepreneurial Companies of the year by Entrepreneur, and was 
ranked as the 1091 fastest growing company in the country with Inc.  Leading 
this fast-growing company has taught me how to grow quickly, how to develop 
highly scalable marketing solutions, how to build and manage large teams, how to 
develop systems and processes that allow the organization to scale quickly, among 
MANY other lessons.

Many entrepreneurs have asked me through the years for one-on-one coaching to 
consult and teach them how to grow and scale businesses like I have.  I’ve always 
said no, mostly due to time constraints. This year I’ve decided to accomplish one 
of my personal goals, to help others build and scale their business.  To do so, I’m 
currently taking on 3 coaching clients to take 
my expertise and help apply it to rapidly growing  
their businesses.  

If you’re interested in growing and scaling your 
business, read through this coaching manual to learn 
more about how I can help you expedite your growth 
and increase your profitability. Here’s to your success.

Sincerely, 

Ty Crandall
855-888-2822
ty@creditsuite.com
www.tycrandall.com 
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Customer Acquisition

10 Growth Principles to Your Coaching Program
Thanks for your interest in my personal coaching program.   There are 10 core growth 
principles we’ll work on during our coaching sessions.   A brief overview of all 10 are  
listed below:

If you want to succeed in business, you MUST learn how to acquire leads. If you want to 
grow rapidly, you must be able to attract thousands of leads monthly. And, you’ll need to 
be able to “flip a switch” to get the lead volume you want when you want it, so you can 
create reliable and predictable growth through multiple marketing methods.  We’ll work 
together to accomplish this in many ways in our customer acquisition strategy sessions.  
Here’s a look at what we’ll cover:

Branding Strategy 
In our branding strategy sessions, we’ll look at all your company and individual branding 
materials and review your overall company branding strategy.  I’ll then consult in the 
development and implementation of your branding strategy that positions your company 
as an authority in your industry.  This is a crucial step to attract a lot of new business 
organically without a direct cost to you and your organization.  Authority branding is also 
important to expediting the sales process and increasing sales conversions as you’re seen 
as credible experts in your field, immediately building trust, credibility, and rapport with 
prospects helping you sell more and to it faster.

Marketing Strategy 
In our marketing strategy sessions, we’ll review all your company marketing materials 
and overall marketing strategy.  I’ll then consult on the creation and implementation of 
a scalable marketing strategy that helps the company reach its financial goals.  There 
are many ways to market your business and together we’ll look at what you’re doing and 
develop a plan to enhance your lead acquisition strategy.  Whether it be consultation 
scheduling using LinkedIn, digital marketing using Google, Facebook, and other 
platforms, or even direct mail or working with influencers and joint venture partners, we’ll 
find the right strategy for that’s scalable and allows you to spend more to convert more 
so you can grow at the pace you want to.

Content Creation Strategy 
In our content creation strategy sessions, we’ll review all existing company content related 
to marketing and branding. I’ll then consult and advise in a content creation strategy 
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to consistently create new educational content that’s designed to improve branding 
and increase customer reach.  A key to success in your business is creating content that 
you can “splinter” from and use in many places.  This allows you to create one piece of 
content and use it in more than 20 ways including having your own podcast, expanding 
reach on social channels such as YouTube, growing audiences in places like Instagram 
and Facebook, host more webinars for you and joint venture partners, increase SEO with 
blogs, and many other ways to easily attract more paying customers.   

Content Distribution Strategy
In our content distribution strategy sessions, I’ll consult and advise on the creation and 
implementation of a content distribution strategy to disseminate content to achieve 
maximum impact and potential client reach.  We’ll work together to use the content 
you’ve created and get it out to the world in MANY ways.  This strategy alone can help you 
easily be the go-to expert in your field and have online courses, be seen as an authority 
on social channels, have affiliates and joint venture partners promote your business for 
you,  and get the maximum impact and reach with the content you create.
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Customer Conversion

Attracting leads is one thing, converting those leads into sales is another.  You need to be 
good at both to get the most value out of your time and the money you’re using to grow.  
Many businesses fail due to focusing on getting leads, and not spending enough time on 
converting those leads into sales.  During our customer conversion strategy sessions, we’ll 
focus on converting a high percentage of your leads into buying customers. Here’s a 
look at how we’ll do that:

Sales Funnel Strategy 
During our sales funnel strategy sessions, we’ll review all the content of your existing sales 
funnel. I’ll then consult in the creation, implementation, and maintenance of a marketing 
sales funnel that’s designed to educate, build rapport, and aid in the closing of sales.  
Having an effective sales funnel to get your prospects to know, like, and trust you is essential 
to your success.  When you do this right, you can make sales without even needing a sales 
team. Even for higher-dollar products where a sales team is essential, a sales funnel helps 
you close a significantly greater percentage of leads by automating much of the sales 
process.  And, a sales funnel does the heavy lifting for you and your team, making the 
sales process easy and fast because the prospect already knows about you and your 
products and services, and trusts that you are the best option for them.

Sales Process Strategy 
During our sales process strategy sessions, we’ll review your existing sales process, scripts, 
and other sales materials. I’ll consult and advise on the creation, implementation, and 
maintenance of sales processes including structured sales stages, scripting, and sales 
process automation.  You’ll need an effective sales process with steps that lead to a sale. 
Once you’ve created this, it’s easier to make sure ALL your sales reps spend their time only 
with what’s working the best.  This makes it easier to scale, and much easier to onboard 
and train new sales team members. Most important, this is the key to converting the 
majority of leads you originate into sales.
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One of the easiest ways to make money is with customers you already have.  In our 
retention and profit strategy sessions we’ll help build a retention program that will get 
your customers to “stick” and stay enrolled with you longer.  Plus, we’ll put together a 
plan to increase profits by increasing your margins on your existing products, as well 
as adding new products and services to sell more to the customers you have increasing 
their lifetime value.  Here’s a look at what we’ll cover:

Retention Strategy 
During our retention strategy session, we’ll review all assets related to the retention of 
existing customers. I’ll consult and mastermind in the creation, implementation, and 
maintenance of a retention system designed to help increase retention rates and 
decrease attrition.  To maximize your profits, you need to have a well-thought out and 
executed retention plan. We’ll work together to implement, test, and continually improve 
your retention rates so your customers pay longer and pay more, making them extremely 
more valuable. 

Produce and Services Strategy
During our product and services strategy, we’ll review all products and services currently 
being offered. I’ll consult and advise on the best pricing strategies, add on products, 
upsell’s, and additional revenue generating affiliate relationships.  You should have 
a strategy to choose and present pricing options on your products and services.  We’ll 
work together to review or create your strategy so you an attract the largest number 
of customers who are willing to pay the most amount of money.  And, we’ll strategize 
on how your team should present your pricing to your customers to get a larger percent 
of your customers to enroll.  We’ll also strategize on product upsells and other offers you 
should consider maximizing your customer profits.

Company Structure Strategy
During our company structure strategy sessions, we’ll review your company org chart.  I’ll 
consult on hiring, training, and retention of employees. And, I’ll consult on the use of 
virtual assistants and international contractors.  During our company structure strategy 
sessions, we’ll ensure you have an org chart created for your existing business, as well as 
develop one for what your growing business should look like.  This organization will help 
you know who should fill what role and open your mind to using international contractors 
who can do much of the work you’ll need to grow at a fraction of the cost of typical 
employees.  Most importantly, you’ll see how many tasks you’re doing now that you 

Retention and Profits
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shouldn’t be and start working on growing your business, and not get stuck working on 
details in your business you shouldn’t be handling like most entrepreneurs do.    

Profit Strategy
During our profit review strategy, we’ll review all financials for your business.  I’ll consult and 
advise on cost cutting measures and new ways of increasing current revenue to increase 
profit margins.  Every 6 months you should be reviewing your financial statements to 
find areas you can cut expenses and ways to increase revenue, we’ll work together to 
do this effectively.  Together we’ll dive into tasks such as consistently contacting your 
existing service providers to negotiate better pricing, which can save you a fortune and 
radically increase your profits.  We’ll strategize on how to do this so you can immediately 
make more on the products and services you sell.
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Our coaching process will start with a no-cost coaching session to discuss your immediate 
needs.  In this session we’ll discuss where you’d like to start related to your priorities.  
From this session, I’ll dive into the areas you want to improve on first to develop some 
ideas to discuss in our first official strategy session.  

Our first initial strategy sessions will be to cover the areas of most importance to you and 
your business.  Once we’ve developed plans and you’re implementing, we’ll then begin to 
focus on all 10 principles to increase profits and sales.  

We’ll typically begin the principles with retention and profits because this is the fastest 
way to increase your bottom line.  It’s estimated that a 5% increase in retention can 
mean as much as a 100% increase in profits.  So, we’ll start by developing a plan to keep 
your customers longer. 

At the same time, we’ll look at your products and services to think of easy additional 
upsells and addons you can consider to start selling to your existing customer base.  And 
we’ll dive into cost-cutting measures you can deploy immediately to start keeping more 
of the money you charge. During this stage we’ll also look at your product prices to discuss 
increases there, or simple ways you can give your customers more pricing options which 
will result in you making much more on the customers you already have.

Next, we’ll typically dive into your conversion processes.  Here we’ll focus on building a 
phenomenal sales funnel that handles much of the sales process for you. Even if you 
have a good funnel now, we’ll work together to make it great.  A great funnel does much 
of the sales process for you including building trust, credibility, and rapport.  A great 
funnel makes you the obvious choice, and has customers wanting to do business with 
you, instead of you trying to convince them why they should.  A great funnel automates 
most of the sales process for you, so your team can focus strictly on closing sales.  We’ll 
also build in promotions that are designed to get your audience to engage and reach out 
wanting to buy.  

In this part of the coaching process, we’ll also build your sales system.  As you scale it’s 
important you have a sales process that includes stages, and that you map out what’s 
done and said in each stage.  As we strategize on this, we’ll also be building out other 
automation including online digital ads, texts, emails, and other ways of reaching your 
customers to more quickly move them through your sales process quickly.  And, we’ll 
build KPIs and metrics that will track conversion rates and measure the time of prospects 
going each stage of your funnel helping you better predict income through forecasting.   

Now is the time in our coaching where we’ll typically dive into getting more customers. 

Coaching Process
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At this point we’ve maximized your retention and margins and created the system to 
convert a high percentage of leads. Now we’ll create the marketing machine that will 
grow your organization.  We’ll dive in and develop your branding strategy to get your 
company authority and make you the obvious choice in your industry for your customers 
to buy from.  In this section of coaching we’ll also develop the strategies you’ll need to 
attract more organic leads because they’re engaging with your educational content, these 
are leads that have no cost to originate. To make this happen, we’ll create the systems to 
develop lots of educational content and disseminate it, and work on how to brand your 
business to be the obvious choice in your industry.

While this is happening, we’ll also be building and testing your other marketing 
strategies, possibly to include digital ads that allow you to bring in profitable leads as you 
scale your new growth engine.  The key here is to develop multiple scalable ways to get 
more leads to help you scale responsibly and safely.  If you really want to grow, you’ll need 
multiple ways to generate leads. And, these marketing methods must be highly scalable, 
meaning you can spend more on ads to get more leads, and convert those leads with 
high margins. When you can spend $1 to make $5, then you have a scalable company 
that allows you the ability to grow at the pace you want it to.  

It’s important to note, any of this order may change. As you manage your business, you’ll 
have other priorities that will come up that we’ll dive into and address.  In between those 
priorities, we’ll get back to the 10 growth principles that are designed to help you sell 
more, increase your profits, and grow quickly.  
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Our coaching sessions will be one-hour virtual calls using Zoom.  In between our sessions, 
I’ll be researching and strategizing on the topics we plan on covering the following week.  
I’m taking on very few coaching clients because I want to spend much of my thinking 
time on your business, strategizing how you can grow faster. Much of the real work on 
my end including strategy development will happen in between our calls, and our calls 
will be talking more about implementation and the action steps you can take to see near 
immediate results. 

There will also be times you need advice that requires we spend additional time together 
before our regularly scheduled calls that I’ll gladly accommodate.  You will be my priority.

We’ll also meet in my office in Tampa Florida one day per quarter. During this one-
day session we’ll go through your immediate priorities while navigating through the 10 
growth principles.  

I’ll also be available to you by phone, text, and email. I do prefer email as the first way to 
communicate priorities because emails are what make it fastest to my to do list.

You’ll also have access to my exclusive training I do for other groups including Credit Suite 
partners. These weekly trainings are dedicated to business growth strategizes that can 
help you rapidly grow your company.  And, I’ll include you into the newest strategies we’re 
currently seeing results with at Credit Suite and the newest ideas and concepts we’re 
testing as well.  

Coaching Seassions
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Investment

I only intent on helping and coaching 3 entrepreneurs.  It may require multiple discussions 
between us to ensure we’re a good fit for each other.  My goal is to get you a return on 
your investment into my coaching services very quickly.  I must believe this is possible 
before I’m comfortable taking you on as a client, to ensure you get fast and substantial 
results working with me.

My personal, one-on-one, high-end coaching services focusing on all 10 growth principles 
begin at $2,000 monthly.  My primary goal is for you to get a financial return that exceeds 
your investment in the first 60 days or less of us working together.  And I anticipate 
you get a return on your investment that’s worth MUCH more than your coaching 
investment, and that you get this return quickly and that the return continues to grow 
month after month.  In my opinion, if you’re not getting a ROI on the work we’re doing 
quickly, then it won’t make sense for us to continue. This means you must be willing to 
implement the concepts we discuss and agree should be implemented.  We BOTH want 
to see results, it’s important to how we both evaluate your results and my worth.  

As you start to earn a high return-on-investment from our strategy sessions, we will 
evaluate in 90 days to discuss an increase in time in your coaching investment that’s 
linked to your results. For example, in 90 days we may discuss increasing your coaching 
investment $1,000 per month if you’re netting another $10,000 in monthly profit.  It’s in 
both our best interest for me to earn slightly more if you earn considerably more profits, 
so this is worth discussing in our 90-day evaluation call.  

Summary
I’ve learned in many years of being an entrepreneur that books and seminars can only 
help you grow so much so fast. If you really want to pull the high growth levers, you MUST 
be working one-on-one with people who have done what you want to do, and who 
have been where you want to be.  This is why I’m excited to take what I’ve learned building 
an 8-figure business and using it to help 3 entrepreneurs rapidly grow their businesses.  

Please connect if you’re interested in working together to grow your business faster while 
increasing your overall profit in the process.  I’d love to have the opportunity to see if we’re 
a good fit to work together to make that happen.


