
 

 



 

 

 

Ladies and gentlemen, 

Welcome to yet another Source-Wave pack full of information. 

 

To those who have watched or read our products in the past - Good day! It is great to see you 

again! However, we are sure that many people reading this know about who we are and what 

exactly Source Wave is. More than likely you do not care either... 

 

Look, we get you and totally understand. You did not buy this product to get to know us, Alex 

Becker and Alex Cass. You bought this product to learn exactly how these methods are going to 

make you more money. So, let's cut the 'lovey-dovey' fluff and get straight to what you're 

REALLY interested in.  

 

Don't worry We will have plenty of time for introductions later. 

 

 

 

 

 

 

 

 

 

-[ Chapter One ]- 
... How this eBook is GOING TO make you money ... 

 

Did you know that, on average, people only read 10% of any book they buy. Because of this, we 

want to use the first 10% of this book to motivate you. We want to make it abundantly clear that if 

you finish this book and apply what you read, you will not have to worry about your financial 

future. 



 

This chapter is all about what you are going to get out of this book if you finish it. 

The end! 

 

This is book is about increasing the amount of customers your offline internet marketing business 

has. We run our own local SEO firms, but we will sell anything from websites, to neat little 

graphics, to brick and mortar businesses - and we sell a lot of it. However, having a 

product/service to sell is the easy part of creating a business; anyone can do that. This book is all 

about the hard part: getting clients for YOUR business. 

 

We would like to break it down even more, though. Getting clients is NOT hard once they think 

your business will help them.  

 

The Hard Part Is Actually Getting Businesses to: 

A. Give you the time of day 

B. Believe your business will help them 

 

 

Do you like telemarketers?  

(We really hate them too) This is because we do not like our days to be interrupted and we 

HATE being sold to. We guarantee you we could call you on the phone right now and try to sell 

you a free Ferrari and 9/10 times you would hang up. Let's say it again:  

 

... people HATE being sold to ... 

 

Here in lies the problem that 98% of offline go getters run into. Getting people to even hear your 

sales pitch is extremely tough. Unless you know peoples' weak spots and exactly how to entice 

them into hearing you out, it is next to impossible, really. If you have a way to consistently do this, 

getting clients goes from a shot in the dark to a numbers game you cannot lose at. 

 

Our Proven System To Get Clients 

Look, forget all the gimmicky “autopilot”, “untapped”, and "even a baby can do it” methods out 

there. We have read a lot of offline WSO's and have seen some pretty crazy (and incredibly 

stupid) methods to getting clients and they all stray away from the basics.  



 

People have been attracting clients to businesses with just a phone and letter for the last 100 

years. This is primarily what we are going to focus on because the phone  system is the easiest, 

most consistent way to getting clients (especially if you are new).  

 

We got our first few big pay days using this and so will you. 

 

Sadly, many people believe that cold calling is about being charming and being a sales 

mastermind. Truth is, it's not. When was the last time you saw someone make a thousand dollar 

business purchase JUST because the person was charming? Ironically enough, being a sales 

genius will often work AGAINST you when it comes to cold calling. 

 

The secret is having a simple cold calling SYSTEM - Period. You need your own little personal 

system that is not trial and error. A machine that guarantees if you call X amount of times you will 

get Y amount of business in return, without fail.  

 

To make a system like this and make it very effective, we need 3 essential parts: 

1. Being able to identify businesses likely to buy your service 

2. Cold calling strategy that consistently works 

3. A closing strategy 

 

If you combine all 3 of those together in a SYSTEM, success is inevitable. Now, that is not the 

most exciting part. The exciting part is that you will have a VERY effective system you only need 

to work a few times. Three clients can EASILY earn you a full time income.  

 

On top of this it is TOTALLY reasonable to expect that you can make this system work 10 times 

over a span of a month or two. The average fee for an SEO client is $1,000. That's 10g a month, 

just from a wash and repeat strategy.  

 

Imagine if you make it work 20 times over the span of a year. 

 

Your life could be changing very quickly! 

 

 



 

So with all of that being said lets dive into the 3 aspects of this system: 

 

Identifying Possible Clients 

One of the biggest secrets to cold calling is being able to spot businesses that NEED your service 

and will profit from it. This will send your success rate through the roof once we get into the 

actual cold calling. 

 

This is because even if you have an evil, brainwashing cold calling strategy, you will end up 

hitting the same wall over and over again if your ignore the main issue. There HAS to be a need 

for what you're selling. So with that in mind lets hop to the next part of the system. 

 

Cold Calling (AKA Using The Telephone) 

Cold calling is where you pick up the phone and harass people until they give you money. We 

are just kidding, of course (sort of). 

 

In this section, we are going to be covering some of the biggest obstacles you will run into while 

calling local businesses. Things like getting past gate keepers, keeping someone on the phone, 

and sales pitches that just work will be covered here.  

 

Closing The Deal 

Funny enough, this is ACTUALLY where most people mess up when it comes to getting clients. If 

you know how to do it, Closing the deal can be very simple. 

 

After you have a client interested, it is extremely easy to make them uninterested by not having a 

solid game plan that covers every detail of your the deal. You also need to have a general idea of 

objections/issues that most clients will have and simple ways to counter them. 

 

That Is Exactly What This Course Is About 

In this course, we are not going to be filling your head with all sorts of warmth inspiring hocus 

pocus like countless other courses. We are writing this so that, when you put this book down, you 

are going to be able to pick up the phone and get your first client - TONIGHT!  

 



 

We are going to sit you down and, in the simplest way 

possible, explain to you step-by-step the exact methods 

that got us $5,000 in our first month of offline business. 

These are methods that, with a small amount of practice, 

you will able to use over and over to reel in as many 

clients as you want. Sound good?  

 

It is that simple!  

So with all that being said, hopefully the first 10% of this course has caught your attention and 

you are now ready to learn how we brainwa- We mean, reach out to local business owners and 

turn them into loyal customers. 

 

 

 

 

 

 

 

-[ Chapter 2 ]- 
... Spotting Potential Businesses ... 

 

We covered this a bit in the previous section, but we are going to go into some pain staking detail 

on why this is so important and how to easily make sure you are a client spotting ninja. Now, 

when most people start cold calling they call every business under the sun. Well, this is a BIG 

waste of time. 

 

Why? 

Doing this is like going to a bar and hitting on every person there. The truth is that probably only 

10% of people at the bar are interested in your pick up lines and are looking for someone. The 

same thing applies to businesses. 

 

 



 

The cold calling methods we are going to show you later on will consistently get you on the 

phone with the person who will decide whether or not to buy your service.  However, just like the 

bar, your amazing pick up lines/sales methods will only work on a person who NEEDS what 

you're selling. At the end of the day, if a business is not in need of SEO, it's like hitting on a 

person that is not in the market. So, let's get into the steps that we are going to use to always 

spot eager businesses. 

 

Step 1:  

Know The Type Of Business That Benefit From SEO 

 

Last time we checked the search term "Austin Dentist", we got around 200'ish 

exact searches per month - That's 7 searches a day; That is NOT a lot of traffic! 

However, if a dentist brings in just 3 new clients a month, they will have likely 

made over 3g instantly and over 10g if the patient becomes a long term 

customer. 

 

On the flip side, a search like "Dallas Pizza" probably gets around 300 exact 

search per month (just a rough estimate) - about 10 searches a day. Now, let's 

say the pizza place converts 10% of this traffic and the average price per 

customers is $15 bucks. They will only make $450! It will be REALLY hard for 

them to justify investing $500-1000 a month in local SEO. 

 

See how that works? SEO is amazing for businesses that have a high price point per 

customer and is stupid for low price per customer businesses. So before we even get into 

it, we want to focus on businesses that will actually benefit from SEO. Luckily for you, we 

have included a list of businesses that crave SEO as one of the bonuses for this course, 

be sure to check it out. 

 

Step 2:  

Spot The Businesses With Weak SEO 

 

The next thing we want to do is pick out the businesses that could use our service. There 

is no point in calling a dentist who is all ready ranked highly in Google.  What we need to 



 

do is spot the businesses that are losing at the SEO game.  

 

Here is how we do it: 

1. Start doing Google searches for high price per customer business 

 in your area and surrounding areas 

2. Skip to the 2nd page of Google 

3. Visits the websites of all the business on the page 

4. Write down their phone numbers 

 

You are going to want to do this until you have around 30 separate numbers. You now 

have a list of businesses that REALLY need your service and, as a plus, have some 

knowledge of online marketing since they have websites. 

 

Pretty simple right? 

These simple steps in the system will make your cold calling efforts 1,000x more effective. Now 

that we have that out of the way, it's time to move onto the fun part. 

 

 

 

 

 

 

-[ Chapter 3 ]- 
... Ice Cold, Cold Calling ... 

 

Cold calling is a funny thing. It can be, by far, one of the most painfully uncomfortable ways to get 

clients. Usually making money is exciting, but if you do not have a plan of attack, things go to hell 

pretty quickly.  

 

However, if you have a plan and know what is going on every time you pick up the phone, you 

will be scratching off a lotto ticket. 

 



 

Cold calling is simple. It comes down to possessing 4 things and all the methods we teach you 

will be based around them. We call these the 'Core of Cold Calling': 

 

A. Understanding how to get a person on the phone 

B. Knowing what prevents a sale and knocking it off 

C. Having a simple consistent “routine” that you can fall back on 

D. Knowing which businesses are most likely to use your service  

(more on this later in the chapter) 

 

Let's cover those in a bit more detail. We want to explain these so that you understand how our 

methods work and, more importantly, WHY they work. 

 

How To Get a Person On The Phone 

The first thing you need to realize is that business owners are used to getting calls all the time. 

They are also very good at blowing you off and sometimes they even hire people do it for them. 

Because of this, if you do not have some crafty ways to get the head honcho on the phone, but 

also get his attention in less than 10 seconds, you're dead in the water. 

 

This is the first thing our methods address (we actually will have a whole section based on this as 

well). 

 

Know What Prevents A Sale 

First of all, the businesses you call NEED your services. The thing is, they do not know it. If they 

knew they needed it, then they would already have it. So the only thing separating you from a 

sale are two things: 

 

A. The client knowing they need it 

B. The client BELIEVING it will make them more money (aka work for them) 

 

If you can convince a client of these two things, then you are selling 100 dollar bills for 20 bucks. 

These are the two biggest obstacles you will have when trying to sell to a client. There is one 

more obstacle, however, and that is the fact that NO ONE likes being sold to. So how do you 

convince a person that your service will work WITHOUT selling to them? 



 

Having A Simple Routine To Fall Back On 

What we are referring to is having a solid game plan that consistently works on MOST clients. 

While having a routine can sound a bit robotic, cold calling can get pretty hectic if you go all 'willy-

nilly' on every phone call. Having a set routine allows you to be comfortable and turn the struggle 

of obtaining clients into a process/numbers game, instead of a random free-for-all. Have a loose 

script before you even think of picking up the phone. 

 

No matter how charismatic you might be, you will see conversations trail off in all sorts of random 

ways. This kills sales and the momentum you will have. So, have a routine - or else! Luckily for 

you, we will be providing you with all of our best ones! 

 

Knowing Which Businesses To Sell To 

We are not going to go into extreme detail about this because we will have a whole section in the 

bonus area about this. We also have a huge post on Source Wave.com about this topic. In short, 

some businesses will benefit from SEO related marketing more than others.   

 

• For example, if you get 100 more visitors a month to the local pizza 

shops website, you MIGHT make him 50 more bucks a month. 

• On the flip side, if you get 100 more visitor a month to a lawyers site, 

you MIGHT make him an extra 20 grand a month. This is because, on 

average, a lawyer will make a thousand per client. 

 

See how that works? We will be covering how to find these businesses later on. So, now that you 

know the principles behind the methods, let's dive right into the seductive methods themselves! 

 

Cold Calling - Section 1 

... Methods and Techniques for any Situation ... 

 

Method  1: The Teacher 

The “Teacher” method was one of the first methods we started utilizing and the main method that 

got us to a total of $5k our first month of local SEO. This method is nearly irresistible because at 

no point do you actually sell anything until we have the 2
nd

 core of cold calling completely handled 

- making the client believe it will work.  

http://source-wave.com/


 

Because you never take on a seller role, you stroll past gatekeepers and get the owner of the 

business on the phone; plus, they are eager to talk to you. 

 

Step 1:  

Call the business and take on the persona of an Internet Marketing Teacher 

 

Yes, we know this sounds silly. Just bare with us.  

 

What happens is, when you call up the potential client, most of the time you will get a 

gatekeeper on the phone. You then introduce yourself and explain that you are teaching a 

local SEO class. Explain further that you are demonstrating ranking businesses higher in 

Google for a relative term and need a demo business.  

 

Finally, explain to the gatekeeper that, in return for letting them be your guinea pig, you will 

basically rank them a single term in Google and get them more business for free. 

 

Do you see what we just did? 

Instead of SELLING to them, you asked the gatekeeper if you can please 

get them more business. You are giving nothing but value and the gate 

keepers job is to get valuable calls to their boss. It would be a shame if 

the boss missed out on free business, so the gatekeeper is usually 

EAGER to get you to them. 

 

Step 2:  

Explain all this again to the boss 

 

Explain again that you are a teacher and that you would like to get the owner more business 

and that you will rank them for a single term and so on. 9 times out of 10 they will be floored 

and be more than okay with this! 

 

Remember that an eager client is an open client and is a lot easier to sell to. 

 

 



 

Step 3:  

Rank them for an INCREDIBLY easy term 

 

So far you are probably thinking: ”What the hell, I want to make money! not work for free ...” 

Remember the biggest obstacle is to get the client to believe it will work? Well, here is our 

chance to crush that with little to no work on our part. 

 

All you have to do is rank them for this type keyword: 

(Type of business) + Area code 

Ex. - "Dentist 76502" 

 

This is insanely easy to do and takes next to no backlinks (It often happens in less than 3  

days as well). 

 

Step 4:  

Call The Business Owner Back Once They Rank Highly for the easy term 

 

Okay, now it is time to make the sale. We are going to 

call the business owner back. You will get the 

gatekeeper again, but this time they will know you so 

getting through should be easy. Once you have the 

boss on the phone, show him the rankings and most of 

the time they will be ecstatic! 

 

Wait, look what we just did. We now have the business owner believing this service will work.  

 

Look at everything else we have: 

• Rapport 

• Trust 

• Belief in our service 

• The full attention of the business owner 

 

The sale is virtually done for us at this point. 



 

Step 5:  

Schedule A Meeting 

 

We will explain why you schedule a meeting at the end of the chapter. In short, what you do 

next is explain that you can easily do this with other keywords. Then make sure you point out 

a few important things, such as: 

 

1.  The competitions rankings 

2.  The amount of traffic they could be getting 

3.  How effective the traffic is for getting sales over any other form of advertising 

 

What you just did was first agitate their problem by pointing out all the money they are losing 

to competition. Then, you let them know how much money they COULD be making. Finally, 

fill them in on why your form of advertising is FAR better than any other service they are 

spending money on. 

 

WINNER! 

They now KNOW they have a problem, and also KNOW your service 

works. These are all you need to get them interested in a meeting. Then 

tell them you would be happy to meet with them and discuss increasing 

their business.  

 

Just like that you have a meeting with an already pre-sold client! 

 

Lets Sum Up WHY This Works 

1. You call up WITHOUT selling. This gets you around obstacle number one: the 

gatekeeper and the fact that clients hate being sold to! 

2. You get the business owner on the line and create a rapport with him by giving 

him something valuable for free. 

3. You knock out the 1st obstacle of selling (Making them believe he service works) 

by ranking there website for a very easy term. 

4. You knock out the 2
nd

 biggest obstacle by making them aware of the problem. 

5. You schedule a meeting and seal-the-deal! 



 

Method  2: Sorry I Increased Your Business 

This method is similar to the last method but is much more effective and requires less “white 

lying”. We came up with this about 2 months into our offline endeavors and have been using it 

ever since. 

 

You see, one day one of our employees was doing SEO for a client. Well, it turned out he made 

a mistake and did SEO for a totally different site (a lawyer in the local area). Well, we called up 

the office to explain that we accidentally worked on their website. We got a gatekeeper on the 

phone, told her what happened and asked if we could speak to the head of their website 

marketing. Next thing you know, we were talking to the head of the small law firm. 

 

Whoa, take a step back 

Did you see how fast we got to talk to the big guy? Wow that was easy! 

 

We explained what happened to him and told him nothing would probably happen but he might 

see an increase in rankings and a little more business. He was actually PUMPED about this and 

told me he had been thinking of getting some SEO done. We asked him if he would like us to call 

him if we saw an increase in rank and of course he couldn't resist. 

 

This got our evil minds working. So we did the same thing that was done in the “Teacher 

Method”; ranked him for an easy zip code keyword. Three days later, we called them up and got 

put straight through to the big guy. He was given the good news and he literally asked us if we 

could handle his SEO over the phone. Later that night, we had $1,500 dollars sent to the PayPal 

and have had him as a client ever since. 

 

That's a happy story, isn't it? 

However, we did not tell you it to make you have a "feel good moment". This story was the first 

time we noticed a glitch in the selling matrix! If clients think you possibly messed up their website, 

they will talk to you RIGHT away. Gatekeepers literally throw their phones at their boss the 

second you call them up and say: 

 

“Excuse me, one of my employees accidentally did some work on your site that may affect its traffic. 

Can I talk to whoever handles your marketing so we can get this sorted out?” 



 

Pretty sneaky, huh? Now, luckily we did a lot of trial and error with this. This lead us to come up 

with a routine that is safe (Trust us, some people FLIP OUT if they think you hurt their website).  

 

So, let's get into this routine! 

 

Step #1:  

Call The businesses 

 

For the first step, you should hopefully get the gatekeeper on the phone.   

 

DO NOT: 

• Introduce yourself as an SEO company 

• Ask for the head of marketing right away 

• Say ANYTHING about the website being damage, unfixable, or anything that 

sounds bad. We always just say: “Hey, my employee might of made some 

impact on your site, nothing big, but is there someone around I can let know 

about this so it can be resolved quickly?” 

 

The gatekeeper will almost ALWAYS give the phone to the boss or tell you when you can 

reach them. At that point, you will get the boss on the phone. Time to start knocking out 

obstacles!  

 

The first is knocked out when we do not attempt to sell him anything. Simply explain you own 

an SEO company and one of your employees built some links to his site. Explain that this 

might increase his rank in Google and get him more business. This will usually make them 

happy. You then offer to keep them in the loop if any changes happen to their rankings. They 

usually end up thanking you and you are now are on very good terms. 

 

Step #2:  

Rank for an easy Keyword 

 

Next, rank their website for a super easy zip code term. Call them back up 3 days later with 

the good news. Then, we do exactly what we did with the teacher script. 



 

 

Start by mentioning that they gained some edge on their competitor (Mention whoever is at the 

top of Google for a relative search). Then, mention that you could get them higher on a few 

other searches if they would like. 

 

         Then you need to: 

• Show them their competitors 

• Explain how much traffic they could be getting 

• Schedule the meeting 

 

Messing up has never felt so good, huh? 

 

Method #3: The Straight Forward Method 

So far we have covered some pretty sneaky methods of getting to the boss and making the sale. 

The thing is, we feel like we have also mislead you a bit as well.  

 

So far we have covered “sexy” and “crafty ways” to make sales, thus giving into the whole 

concept that you have to use crazy "beat around the bush" methods to make a sale. The truth is, 

you can dumb it down a lot and still make sales. Hell, you can be brutally straight forward and 

make a ton of sales and that is exactly what we are going to do. 

 

You see, the reason why people hate being sold to is because they think it wastes their time and 

they do not think the product being sold is worth their time. People also HATE stereotypical sales 

pitches. So in this method, we will be taking both of those out and are going to play into 

something that all business owners love: straight-to-the-point honesty. 

 

The Hilarious Birth Of The No B.S. Method 

One day, we were pissed. We had been cold calling for the past few hours and had failed to get 

a decision maker to give us more than 5 seconds of their time. Prior methods would work 

wonders but only if someone listened to us for more than 10 seconds. 

 

 

 



 

So, we called up a local chiropractor and got really lazy with our cold call. It went like this: 

 

[Gatekeeper picks up] 

Gatekeeper: Hello? 

Alex: Hi, is Andrew there? I need to talk to him (Learn the owners name before hand) 

Gatekeeper: May I ask who is calling? 

Alex: Alex Becker. Is he there? 

Gatekeeper: One moment 

 

This in itself made us laugh out loud. One trick we have learned from this is if you call and ask 

for the business owner by their first name and act like he/she should know you, some 

gatekeepers will let you on through. 

 

Anyways, the business owner got on the phone and Becker cut all the B.S. out and laid out his 

options. 

 

[Business Owner picks up] 

Business owner: Hello? 

Alex: Hey Doctor Andrew. Look I am going to be blunt with you, I am calling to sell 

you something that will get you more business. 

Business Owner: Haha you are the first solicitor to ever be up front about it 

Alex: Haha, I just like to be honest. I know you probably are immediately skeptical, 

but if you give me two seconds I am not going to throw you any crazy pitches or go 

creepy car sales man on you.  All I will do is simply explain to you how I can virtually 

double your client base using Google. 

Business owner: Okay, I will give you a minute 

[5 minutes later Becker had a meeting set up] 

 

At the end of the call, he asked him Doctor Andrew why he stayed on the phone with him and got 

back a pretty comical answer: 

 

“Because you didn't seem like you were full of sh*t! Haha!” 
 



 

A little honesty goes a long way. The reason why we love this method is because when people 

spend a lot of money on a service, trust is something that goes farther than the world's greatest 

sales pitch. By cutting the formal jargon and respecting the business owners time, you build a 

open, truthful rapport with the owner. This will get you more sales once you perfect the art of 

speaking to people! 

 

Tips For Making This Method Work 

The biggest obstacle for this method will, and will always be, the gatekeeper. A hired gatekeeper 

does not value honesty or charm. They have one caveman like task and that is to filter out 

salesmen. Therefore, if you are honest with them they will 'Hulk smash' your call. Keep in mind 

we have an entire bonus based around beating these glorified answering machines. However, 

what we want to focus on for this method is getting to the business owner right away. 

 

Now, One thing you might be tempted to do is use one of the loopholes mentioned in the 

previous methods. Don't do it! 

 

The last thing you want to do when building trust is say: 

“Hey! Okay, I didn't break your website. Now, if you don't mind, I would like to sell 

you something.” (Please let us know if anyone pulls this off) 

 

 

So with that in mind, we want to go into a few tips for this method: 

 

1. Use it in mass. This is not always going to work, but it is quick and easy. Line up 20 calls and 

get them done in a hour. More than likely you will reach 1-4 bosses out of the 20 calls. 

 

2. Call from the hours of 5pm-7pm. Very often the gatekeeper will get off by this time. Business 

owners usually are in the office after the 8am-5pm crew has gone home. This means you 

have a very good chance of catching them or being patched in by someone other than the 

gatekeeper. 

 

3. If you get a gatekeeper, simply ask when a the business owner would be free to talk. The 

gatekeeper will ask who you are. Simply say your name and tell him/her you had a few 



 

questions about the businesses. The gatekeeper will hopefully give you a rough time that is 

best for the business owner. The real beauty of this is that when you call back later, you are 

not a stranger. You are the guy who was semi-told to call back. This gives you a foot in the 

door with the gatekeeper! 

 

4. Go WAY over the gatekeepers head. This is not a 100% guarantee because you will get 

some very experienced gate keepers. However, keep in mind that they are used to generic 

sales pitches. For example one time we called a local flower shop with this: 

 

“Hi is Janet there? This is Alex. I needed to talk to her about the algorithmic 

changes of the Google places PPC density. Is she around?” 

 

The gatekeeper had NO idea what she needed to do with me, so we got to speak to the head 

flower lady. When a gatekeeper is confused and you say something that sounds important, 

they will usually get their boss. Consider that it's better to patch through something silly than 

drop a important call and get in trouble later (Trust us, we have both worked as gatekeepers 

at some point and feared dropping important calls like the plague). 

 

Method #4: The Client Method 

This is a method we rely on if we know that: 

 

1. The money maker is usually busy 

2. They do not want to take any unplanned calls (very common with lawyers and dentist) 

 

Because of obstacle '2', the gatekeeper will rarely put you through unless you are a client. Now, 

the last thing we want to do is lie about ourselves being a client. However, if you accidentally call 

and get mistaken for a client this is not your fault! 

 

Step #1: 

Call the office; the gatekeeper will pick up.  

 

Explain that you are a prior client and wanted to know if the Dr/Lawyer/whoever will be 

around and when the best time to call would be. The gatekeeper will give you a time to call 



 

back. Then ask if they could set the time, so that there is no confusion when you call. 4 out of 

5 times they will do this. 

 

Step #2: 

Call back at that time and ask if the money maker is free to talk and that you called earlier. The 

gatekeeper will put you right through. 

 

Step #3: 

Now, Here is the funny part. When the money maker gets on the phone, explain that you are a 

business man who called yesterday (you are not the client whose call they were expecting. You just 

happened to call at the same time). Then go into your sales pitch! 

 

We are going to play off the fact that you randomly happened to call when they were 

expecting a client to call instead. This will give you direct access to the money maker right 

away. Then you need to do exactly what we did it prior steps: Agitate the problem, provide a 

solution and then offer them a free demo. Rank their website for something easy, call back 

and schedule a meeting. 

 

This method is a bit more sketchy than the past few, but it WILL get you in contact with the 

money maker, and give you a chance to sell your service! 

 

 

 

 

 

 

Cold Calling - Section 2 

... Overcoming Objections and Becoming The King Of The Cold Call ... 

 

So far we have covered some techniques to schedule meetings via cold calling. We need to take 

a step back though! If selling simply came down to following a pre-set routine, then we would be 

royally screwed! Selling to people is unpredictable and if you perfect this skill set you will become 

a LETHAL selling machine. 



 

So in this section we want to focus 2 things: 

1. Making unpredictable events predictable 

2. Methods that will improve your cold calling immensely  

 

 

Preparing For The Unpredictable 

Cold calling is kind of like a box of mystery chocolates. For the most 

part, all calls are the same, but there is always a chance for something 

completely random to happen that can stop a sale dead in the water. 

This can even happen when things are going well. 

 

Over time, we have tested and broken down these obstacles that prevent sales into 3 categories.  

 

These categories are: 

• Objections and resistance to a sales pitch 

• Lack of knowledge causing a lack of communication 

• Loss of train of thought (AKA inexperience) 

 

Well, let's go further into these categories! 

 

Prepared Resistance to a Sales Pitch 

Have you ever seen Star Trek? If you have, then you know 90% of the time they fly around with 

the Enterprise shields down. However, if they feel threatened for even a second they will bring up 

their shields; People are exactly the same way. This is why you need to make sure they keep 

their “sales shields” down. 

 

 

Now, if you use some of the methods shown above  

you will easily be able to come in under their radar.  

However, we have seen newcomers and vets alike  

make the following mistakes that set off major  

“Sales shield” alerts.  

 



 

Mistake #1:  

Introducing Yourself as a Marketing Business 

 

In short, this is where you call up with “Hello, I am Fred from Marketing Monkey, do you have 

a second to talk?" We have all gotten these calls from time to time and you more than likely 

hung up on the person right away, right?   

 

Do not introduce yourself like a Telemarketer. 

 

Mistake #2:  

Talking About Money or Buying The Service - Never 

 

The reason why we do not pitch anything over the phone is because there is no pressure to 

buy. We also do not have time to properly sell the person on the service. Because of this, we 

want to stay away from the topic (spending money and making a commitment to the service) 

that will irk every business owner and activate their sales shield. 

 

All we want is a meeting and a chance to discuss how your service could improve their 

business. Do not say stuff like: “For xxx amount of dollars I can get you more business!" or “If 

you sign up, we can get started right away!” 

 

Do not mention money! 

Do not mention signing up! 

Do not mention you are even selling them anything! 

 

However, clients will ask stuff about this all the time. You need to react by deflecting the 

question with a meeting request. 

 

If the client asks "how much will this cost me?", reply: 

 

“It really depends and I really don't want to push you into buying anything right now.  

I would really just love to sit down with you and show you how I can get you a ton 

more business. If you like what you see, we can find a plan that works for you!” 



 

We don't want to put the pressure on the client until we are in the room with them and 

properly able to sell to them. If you start talking about money, the conversation will go from 

“improving their business” to "making a choice to spend money". ALWAYS keep it on the  

side of improving their business. 

 

Lack of Knowledge, Causing a Lack of Communications 

Before you got into internet marketing, could you imagine truly understanding what we are talking 

about in this book? Heck, you probably did not even know what a cold call was!  

 

So, what would make you think a dentist would know what SEO, paid traffic, 

conversions, and search engine marketing is? Unless they are savvy, they 

will not! (If they are savvy they would not need your service anyways) 

 

Ironically, we still see marketers calling up and selling “SEO” and “Search engine marketing”. All 

this will do is create more questions in your potential clients head. This will cause confusion and 

make things awkward. What you need to do is call up and tell them WHAT they will GET from 

working with you, and stay away from the complicated details of HOW.  

 

When we get a client interested, we do not tell 

them we are going to optimize their site and send it 

backlinks to increase its rank. We instead tell them 

that we will make them show up highly on Google 

and that people looking for their business will find 

them. We also tell them this will increase their 

business overall. THAT IS IT! 

 

If they ask how, do what you did before and deflect it with a chance of a meeting.  

 

For example, if they ask “how will you do that?”, reply: 

 

“Well it is a pretty technical process, if you like I can sit down and explain every fine 

detail of it in a meeting if you like. It will be a ton easier to explain in person and with a 

pad and paper!” 



 

Remember, we are not calling to educate them on internet marketing. We are scheduling 

meetings! 

 

Loss of Train of Thought 

One thing that happened to us a lot when we first got into Local SEO was the inability to keep 

ourselves together on the phone. If you are new to calling a stranger on the phone and asking for 

money (which we hope you are), then cold calling can be a bit nerve racking and a new 

experience. 

 

Unlike other courses out there, we are not going to BS 

you and tell you that you will go 10 for 10 on your first 

cold calls. We want you to succeed, so what we are 

going to is tell you is how to easily get to a level where 

you can consistently make sales when you call.  

 

One thing you want to keep in mind is that you have somewhat of a limited amount of businesses 

that need your service in the local area. The last thing you want to do is start with these 

businesses when you have never made a cold call before.  

 

What you need to do is start outside your local area and simply practice calling 

businesses. Then once you are comfortable doing that you need to call them and start 

running some of the methods we have already covered.  

 

This way, even if you mess up it is very unlikely you will call these businesses again. This makes 

messing up okay!  

 

How To Ensure You Get Good, FAST 

The first thing we want you to do after getting this course is pick a local area about 100 miles 

away from you, go to Google, and start finding businesses.  Once you have about 60 phone 

numbers written down, call 40 of those numbers and use the methods above. We guarantee after 

making 40 calls you will lose your newbie nerve. 

 

 



 

Then it is time to start calling your local businesses. However, we need to make warm up calls. 

This is where the other 20 numbers you gathered before comes in handy. Get the left over 20 

businesses and, before you start calling your local business, call up 4 of those 20 first. 

 

When you do this, you will get warmed up and in a mood to start talking. Doing this will 

DRASTICALLY increase your success rate with local businesses and allow you to be comfortable 

by the time you start selling. 

 

 

 

 

 

 

 

-[ Chapter 4 ]- 
... Closing The Deal ... 

 

In the last chapter, we covered some common issues you will run into when dealing with clients. 

Keep those HEAVILY in mind when reading this final step in the system. 

 

Remember, businesses owners do not know a darn thing about Google and it is your job to be 

the total expert. You need to know what they need, when they need it, and why they need it. If 

you are unsure of these things they will be unsure about hiring you. Because of this, we created 

the last part of this system to be purely based around closing the deal and exactly what you need 

to know to be able to do so. 

 

Step 1:  

Have Clear Cut Options 

 

The biggest mistake most people make right off the bat is not having a set price or package 

for clients. The reason this is important is not just so you seem more professional though. 

 



 

The main reason is because if you do not have very clear cut service plans 

for your client, stuff will get out of off topic and out of hand - fast.  

 

The reason for this is because the client will start making assumptions on how much 

something should cost based entirely on unrealistic goals and start coming up with a plan all 

on their own. This is VERY bad for business because they have no idea what they are talking 

about. It will result in you having to under deliver or disappoint them because of their silly 

expectations. 

 

Whenever we go into a meeting with a client, we make it VERY clear that for $1,000 a month, 

they will get 10 local keywords and for $1,500 a month they can get 20 local keywords.  

That's it! 

 

This way there is no debate or negotiating to be done.  

 

Step 2:  

Focus On Return On Investment 

 

Now, when you are set on closing a deal there is only one thing that will get a client to close the 

deal with you. This is a return on investment - Period. 

 

• They don't want higher rankings 

• They don't want traffic 

• They don't WANT SEO 

 

They want to give you a $1,000 and get $2,000 back. So here is exactly what we focus on 

explaining to them and if you want to make a sale you will do so too. Here are the steps: 

 

Step 1: 

Make them understand WHY their current rank in Google hurts their businesses 

 

To do this we will always meet with them when there is a computer close by. To 

explain this to them, we will literally do a search for their business in Google.  Then 



 

show them that it is EXTREMELY hard to find them in Google and show them how 

their competitors are getting all their business. Explain to them that this is how 90% of 

people find businesses today.  

 

What this does is make them aware of the problem they are having. 

 

Step 2 

Explain that you will GET them a spot on page one of Google 

 

To do this, simply bring them to the first page of the search and explain how your 

service will get them there. 

 

Step 3 

Explain HOW that high rank will get them more business 

 

Now look, the first page is great, but you need to make them understand exactly what 

it means for them. What you should do is bring up the search volume for local 

searches related to their business. Explain to them that this represents all the people 

that are looking for EXACTLY what they are selling. 

 

Step 4 

Give them an example of how it will give them a ROI 

 

First of all, NEVER promise a Return on Investment (ROI) in a dollar value. You will 

pay for it big time in the first month if you fall short of it. 

 

For example if you say: “You will make 3g more from this a month” the first 

month you fail to do so and you will get a nasty phone call from your client. 

 

Instead, give them examples of HOW they will make a ROI and let them fill in the 

number values themselves. Also, do this in terms of potential leads and not a dollar 

value.  

 



 

For example, if you are talking to a dentist, you should explain to him/her 

that you can reasonably increase the amount of people that land on his site 

by about 100 per month.  

• Explain that it is likely that 5%-10% of these people will call his 

business and they will have the chance to make them clients. 

 

Now, we know that each client is worth around $500 bucks to him at least but do not 

say this. However, in his head the dentist will think: “Okay, so if I give this guy $1000, 

he will make me 2500 to 5000 more a month? Okay good deal.” 

 

See how we gave him an estimated ROI without putting our neck on the line? Simply 

promise leads and let them work out the dollar value on their own. 

 

Lets Wrap It All Up 

When we perform these steps, we make one simple connection for our client: 

 

Give me money and I will make you more money 

 

The biggest barrier to creating a sale is simply conveying that message. As soon as the client 

knows and UNDERSTANDS how you will make them more money, they will almost always buy 

your service. This is because you are selling them a $100 bill for $20. 

 

 

 

 

 

-[ Chapter 5 ]- 
... Up-selling ... 

 

If you didn’t know, the businesses you are selling to often need more than just SEO. In fact, if 

they are missing SEO, there is a pretty good chance every part of their offline business is just 

plain horrible. 



 

This is great for you because it means that you have much more fun stuff to sell them that they 

desperately need.  This is called: up-selling. 

 

So if you didn’t know, Now you know! 

 

One thing we would like to beat into your head is that it is 10x harder to sell 

something to a new client, than it is to just selling something else to an 

existing client. This is why up-selling NEEDS to be a part of your business 

plan. 

 

Imagine if you sold Google + optimization, a new website, or social media management to just 

1/3rd of your customers. Just like that you now are making 30% more money. That’s enough 

money to take you up a tax bracket. 

 

Marketers Just Don’t Get It 

Even though most businesses are in need of more than just SEO, most marketers very rarely 

ever make an up-sale. This is because they go about doing it like a gas station clerk trying to up-

sell you a candy bar when you buy a lottery ticket 

 

“Hey now that you bought that, do you want to buy this? just because.” 

 

You might as well just ask: “Hey can I have more money?” 

 

You see, we are again going to run into the same problem we ran into when selling the initial 

product. The customer simply does not know that they need it.  

 

However, when up selling we have a few huge advantages: 

1. Rapport 

2. A business owner who wants to grow online 

3. Their attention 

 

So your main issue is an easy one: 

Make them understand why your up-sale is needed. 



 

Look, we understand that you might not even know why the up-sale is needed. This might be the 

first offline course you have ever read. So with that in mind, here is a list of product you can up 

sale, why they are important, and how to up sell them. 

 

A New Wordpress Website 

This is by far the easiest thing to up sale because it is very easy for a business owner to 

understand. In fact, they probably ALREADY want it.  Business owners know appearance is 

important. They will also know that if their website looks like a piece of crap, they appear badly to 

customers.  

 

With that in mind, premium Wordpress themes: 

1. Look awesome 

2. Are a cake walk to install 

 

On top of this, even if you are not technically and graphically adept you can outsource this to 

someone on odesk for next-to-nothing. However, since you are an online marketer, we severely 

encourage you to learn how to do this yourself. 

 

(Here is a free beginners course on how to do so) 

 

Why This Is Important/Essential For Your Client 

Your client can get the best SEO in the whole entire world, but if their website looks like a 

tornado came through there is no way they will get sales. 

 

When people are looking for a local dentist to go to the main 

thing that helps them decide is how the website looks. Even 

though it is not necessarily true, crummy websites mean 

crummy business to local searchers. Think of your website  

as a physical storefront. Would you go into run down store 

packed with ads everywhere? 

 

 

 

http://source-wave.com/beginner-menu/


 

How To Up Sell This To Your Client 

Now that your client has agreed for SEO, you know two things: 

 

1. They want visitors to land on their website 

2. They want those visitors to turn into customers 

 

However, if their website looks terrible', then there is going to be a HUGE gap between objective 

1 and 2. This is the selling point we use to get them hooked. If you want to up-sell them on a 

new website, you need to make them super aware of this gap and, of course, here is how to do 

it: 

 

Step 1:  

Get Permission To Offer Insight 

 

The first thing we do is ask them if we can show them something about how people will view 

their website. They will say almost always, yes. 

 

Step 2:  

Make A Comparison 

 

Then bring up their website and also one of their competitors that is very well done. Then, 

ask them: “What website would you buy from, if you were an average person?” 

 

They will admit that they would buy from their competitor. 

 

Step 3:  

Connect The Dots To SEO 

 

Now it is time to connect the dots. We will do this by asking them: “When you search in 

Google, do you buy from the first site or browse around till you see something you like?” 

 

Like everyone else in the world they will admit they browse around. 

 



 

Step 4:   

Make A Real Life Example They Can Understand 

 

Search their targeted keyword in Google.  

 

We like to say: 

“Okay lets imagine your website is the very first one and your competitor is 

2nd. The customer is going to land on your page first. They won’t LOVE it, 

so they are going to browse a bit more. The 2nd website they land on will 

be your competitor. They will then compare your websites and make the 

decision to go with your competitor based on website alone!” 

 

Step 5:  

Highlight The Issue 

 

We then will highlight the issue. That would be saying something along the lines of: “Even if 

you rank highly in Google, you will leave a ton of money on the table”. If it is a high value per 

customer business, we then ask them: “How much is 5 new customers worth to you?” 

 

Usually this is in the thousands. Then explain that they will lose far more than 5 customers 

by keeping the website. 

 

BOOM! 

The customer now understands WHY they need a website and now know that the website will 

pay for itself. Again, you are now selling a $100 bill for $20 

 

Directory Submissions 

This is something we rarely see offered, but it is extremely easy. On the internet there are 

hundreds of paid business directories that actually get decent traffic (Like online Yellow pages). 

High value per customer business owners are usually very interested in being placed in these but 

do not have the know-how/time to do so. 

 

Good thing you are a directory submission expert! 



 

 

Now remember:  

5 customers to them is usually worth a couple thousand dollars. 

 

Over the course of a year, by being on these sites, they will usually gain 4-8 new customers, thus 

making quite a bit of money; this is especially true for doctors and lawyers. It will usually cost 

about $1000 in hard cost to submit to all of these sites, with that in mind you should charge 

anywhere from $1500 to $2000 for this service.  

 

Remember: just make it very clear that this is one of the easiest ways to add more customers to 

their business. 

 

With that being said… 

There are countless ways to up-sell clients. We personally encourage you to 

also look into: 

• Paid traffic for clients 

• Graphic design 

• Google + and Facebook page set up 

 

Sweet Talking! 

You are now armed to the teeth with more than enough knowledge to get your foot in the door, 

create, and sell any business your services. 

 

The Big Question Is:  
Will you actually do this? 

 

When we got in a groove with this, we were hitting about a 10% success rate. We made 100 

calls and got 10 meetings.; closed about half of those. Just like that we were financially free. 

 

Think about it: 

100 calls to being FINANCIALLY free. 

 

 



 

Seriously, look at the clock right now. If it is between the hours of 9 and 5pm why not make a few 

calls? Do 10 calls a day (this will take less than 20 minutes). We promise, if you do just that you 

will be totally free very soon. 

 

Now all you have to worry about is consistently delivering results so that you keep your clients. If 

you are not sure about that, why not upgrade to the Walking the Walk edition of this course. 

 

Thanks again guys and we hope you enjoyed reading Sweet Talker! Be sure to check out 

Source-Wave and hop on the forums and talk with us. We would love to hear from you guys! 

 

Till next time! 

Becker and Cass 
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