
The Simple Secret To Getting All The 
New Customers Youʼll Ever Need...

by Rocky Tapscott

In this Newsletter, youʼll learn how to make irresistible offers that can 
instantly attract new customers to your business like moths to a flame.

Bold promise I know, so letʼs get right into it.

The fact is, getting new customers to try your business out for the first time is 
easy... if you know how. Unfortunately most business owners make it much 
harder for themselves than it needs to be.

In this issue youʼll learn the easy way. And when you do it like Iʼm about to 
show you, it also ends up being much cheaper to generate all the customers 
you can handle.

But before we start, letʼs take a few minutes to talk about what Jay Abraham 
termed the ʻLifetime Valueʼ a customer. We want to do this because when you 
understand the ʻLifetime Valueʼ of your customer instead of looking at every 
transaction in isolation, you can attract new customers just like you are 
sucking them in off the street with a giant vacuum cleaner. 

This really is one of the ʻMagic Bulletsʼ you can use skyrocket your profits and 
get lots of new customers in double quick time.

Regardless of what you sell or the size of your business, you should sit down 
right now and work out what the ʻLifetime Valueʼ of your average customer is. 
Thatʼs because once you know this number, you will know exactly how much 
you can afford to spend to generate a new customer and still make a profit.

As Jay describes it, the ʻLifetime Valueʼ of a customer is:

The average value of a purchase, multiplied by the number of times they buy 
from you each year, multiplied by the number of years they stay with you as a 
customer.

Letʼs look at some examples:

Letʼs say on average you generate $200 per sale per client, they buy 3 times 
per year, and currently they stay with you for 2 years.
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As you can see below, that means the average Lifetime Value of this 
customer is $1200.

(You can visit this page for an online form like the one above to help you 
calculate this number for your business.)

SIDEBAR

Letʼs have some fun with the numbers before we get back to this discussion.

In future issues of this newsletter, Iʼm going to be sharing proven ideas and 
strategies for lifting the average order size, the number of times your 
customers buy from you each year, AND the number of years they stay with 
you.

So letʼs look at some hypothetical examples to see what you have to look 
forward to...

What if we can increase your average sale amount by 10% by adding an add-
on or upsell to each purchase?

And then we use some simple followup marketing to get your customers to 
come back just one more time each year?

That gives you an Average Lifetime Value of $1760 (which is an increase of 
45% - see below).
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Now what if we could do even better by applying some of the advanced stuff 
youʼll be learning and increase your average sale amount by 20% instead?

And use those followup marketing techniques to get your customers coming 
back two more times (a total of 5 times instead of 3) each year?

That makes your Average Lifetime Value $3600 (thatʼs a 300% increase!)

How freaken awesome is that?
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OK, so now you know what you have to look forward to over the next few 
issues, letʼs get back to our discussion...

/END SIDEBAR

It doesnʼt matter if your business is car detailing, carpet cleaning, an 
accounting practice, a nightclub or a chain of fast food restaurants... it works 
the same for everyone.

And donʼt think this doesnʼt apply to you if youʼre selling high ticket stuff like 
white-goods, new cars, caravans, holidays or other things people donʼt buy 
every week or month. 

Even if there are years between purchases, every business has the 
opportunity of selling all kinds of other stuff to your existing customers. In fact, 
if you do a good job of making them happy the first time, they are virtually 
“programmed” to buy from you again in the future. 

And of course in upcoming newsletters Iʼll be showing you exactly how to up-
sell and cross-sell things like continuity programs (where people pay you on a 
regular basis for services they use over and over again), related products and 
services (either your own or from other businesses) and how to use “Price 
Elasticity” to increase your prices while keeping your existing customers and 
attracting only those people you love working with.

Iʼll also be giving you a simple way of generating customer referrals so every 
customer you attract will have even more value to your business. All of these 
things are going to add up to a lot of extra sales and profits over a period of 
time. 

But letʼs get back to how and use this free online calculator to get an idea of 
how much every customer is really worth to your business. Go and do this 
now - Iʼll wait.

OK, youʼre back...

So now you should have a base-line number we can work with.

And now you have this number, you know what you can afford to spend in 
order to get new customers.

SIDEBAR 
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If you look around, most businesses advertising in the mass media run dumb 
ads telling the world about how good they are, how great their wonderful 
products are, they have the best price, best quality, best service, and all that 
crap. This kind of advertising is what we can “Company Focused”. Itʼs all 
about them and their company.

Big mistake...

If you want your marketing messages to cut through in todayʼs ultra-
competitive marketplace, you need to make the shift from “Company 
Focused” marketing to “Customer Focused” marketing.

Weʼll go into this in much greater detail in future newsletters, but for now, just 
remember that your customers donʼt give a damn about you, your products, 
or your sales cycle. They only care about whatʼs in it for them.

And until you make your marketing all about THEM and their needs, youʼre 
gonna struggle to get traction. To get you started, Iʼve included a Customer 
Focused advertisement at the end of this newsletter for you to model in your 
own business.

/END SIDEBAR

Anyhoo... where were we.

Oh thatʼs right, youʼve worked out your Customer Lifetime Value and youʼre 
ready to start attracting more people into your business.

So most ads you see usually offer some kind of ʻspecialʼ discount in an effort 
to attract customers. Typically itʼs something like 10% or 15% off or $10 in 
store coupons every time you spend $100.

But the problem with these weak, me-too promotions is unless you have a 
starving crowd of people clamoring at your door to buy your product or 
service (like an Apple store when they launch a new product), nobodyʼs going 
to give a stuff about you or your ʻsaleʼ.

Yeah sure youʼll make some sales because there are alway going to be a few 
people who are ready to buy right now. But the problem is itʼs not going to set 
the world on fire, and while youʼre doing this youʼve got to pay rent, payroll 
and living expenses. AND the damn ads are costing you a fortune. 
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Big dumb companies can afford to act like this and survive. But back before 
they got big and slow, they sure as hell didnʼt run ads like that. They usually 
ran aggressive, bring-in-customers-now-at-all-costs ads. And these are the 
kind of ads YOU need to be using if you want to survive and thrive this year 
and beyond.

What you need to do is find a way to create something that looks like a shark-
feeding frenzy around your business.

Hereʼs how...

A friend of mine is married to a beautiful lady who is a model and fitness 
instructor (lucky man) who wanted to start a women-only gym and fitness 
center. 

Now heʼs got a pretty good grip on marketing, and since they were starting 
from scratch and didnʼt want to dump a whole bunch of money into the bank 
accounts of their local media outlets, they tried something completely 
different..

Instead of offering a free 7-day trial or waiving the usual joining fee like 
everyone else does, for one month he advertised in small local newspapers 
and on flyers: Free 30 Day Gym Memberships - NO Strings Attached. 

You can probably guess what happened...

The gym was packed out every day that month. His wife Natalia gave away 
lots of private training time, nutrition advice and people used the brand new 
equipment day and night. It cost a few thousand bucks all up in “lost” 
revenue. But at the end of the month, Natalia had a business with dozens of 
paying members (she made them an irresistible offer to join for 12 months) 
and since then she hasnʼt looked back.

My friend understands what a new customer is worth to the Gym. He knows 
that once people got used to training at Nataliaʼs Gym instead of someone 
elseʼs, they have created a new habit that will be hard to break. Natalia 
charges more year and per personal coaching session than other local Gyms, 
but her customers love how she takes care of them and they arenʼt going 
anywhere in a hurry.

Because my friend understands the Lifetime Value of a customer, he and 
Natalia were able to ride over the top of all of their competitors, give 
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something valuable away, and have a profitable business in just the 3rd 
month of operation.

Another example is Stefan Ackerie, arguably Australiaʼs most famous 
hairdresser. When Stefan started out probably 20 years ago, he offered Free 
haircuts to anybody the first time you visited one of his Salons.

He knew the average person came back 8-10 times a year and spent 
hundreds of dollars with him over that time. Giving away a free haircut (with a 
real cost of just a few dollars) saved him a fortune in media advertising, and it 
also got him lots of FREE airtime on national television.

Can you see how you can profit from this idea in your business?

Letʼs Look At Some Other Examples

If you are a medical or allied health professional, you could give away a free 
consultation with X-rays if required valued at $200. An Accounting Practice or 
Financial Planning firm or Lawyer could do the same thing. 

A Leisure Center or Video Game Retailer could give away free game tokens, 
all kinds of retail businesses can give away Free coupons, car dealers could 
give away Free servicing or Free safety checks. An electrician could give 
away a Free Report on ways to save on power bills, a Plumber could do a 
Drainage Audit to check for problems with tree roots entering underground 
pipework. I think youʼve probably got the idea...

One great idea I head from Dean Jackson was for a high end furniture 
retailer. He was doing OK but his problem was lots of people came in to his 
stores to admire his furniture, but the sales cycle was quite long and he had 
no way of getting people to come back often enough to make the kind of 
sales he knew he could.

Dean told him to run ads offering a Free Booklet entitled something like, “How 
To Bring Lasting Prosperity And Health To Your Home With Feng Shui”. This 
was such a clever idea because not only would people interested in buying 
furniture immediately want the booklet, but it appealed to a wide audience of 
home owners and renters as well.

The furniture store built an enormous database of local consumers and is 
now able to sell those people all kinds of products and services for years to 
come.
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The fact is every business can use this technique. I am always giving 
potential customers Free advice and helpful information regardless of 
whether theyʼve paid me or not. And the great thing is a good number of 
those people end up spending hundreds and in some cases thousands of 
dollars with me.

Hereʼs the Key - What we are really doing is simply “buying” new customers 
instead of wasting money on ineffective ads or enriching advertising agencies 
without getting any real benefit or results.

Coming up with an irresistible offer and “Buying” new customers works 
amazingly well nearly every single time. But thereʼs a caveat to that - it WILL 
NOT work if your offer isnʼt enticing or you are trying to sell to the wrong 
crowd.

Remember, in most cases, you are trying to overcome inertia and get a 
potential customer to break their habit of dealing with another business. To do 
that you have to give them a very good reason to try you out instead. If you 
donʼt make your offer irresistible, itʼs just going to be too hard to get them off 
their butts and into your store. Thatʼs why a FREE offer like this works so 
well. It gives people a risk free way to sample your product or service.

There is another time when this technique wonʼt work. It wonʼt work if your 
product or service is lousy. And it wonʼt be as affective you donʼt follow up 
your customers with messages thanking them for buying from you, tips for 
getting the most out of their purchase, and other forms of personal 
communication that continue to build the relationship they have with you. 

If you ignore your customers after they buy from you, thereʼs no point in using 
this strategy because they wonʼt keep coming back and you will have wasted 
your time and money.

Now for a word of caution...

Before you start making free offers like this, make sure you use this free 
calculator to work out the Lifetime Value of your customer, and then do a 
small scale test of everything before you commit to a big campaign. Then 
look over the results and make changes if you need to before you roll out a 
big campaign. That way youʼll never get caught losing a lot of money on a 
promotion that doesnʼt pan out.
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But once you nail this, you are going to be able to crush your competitors all 
the time, because theyʼll still be offering some lame 10% off deal that people 
will just be yawning at...

Talk soon,

Rocky Tapscott
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How to get the most potential profits 
out of your business...
Whether you are a retailer, tradesman, distributer or professional you can get 
fast results with our unique Business Growth Package. Here’s how it works... 

Firstly we’ll schedule a meeting where 
we can take the time to really listen 
and understand your business and how 
you operate. That’s critical because we 
need to know every  aspect of your 
business so we can give you the best 
advice possible.
Once we’ve uncovered the areas with 
the highest potential for growth, one of 
our specialists will show you how 
develop them. He can help you with:
1. Setting up your business systems 

for generating new business, 
following up with existing clients, 
managing all of the financials, 
collecting arrears and any other 
areas where you need assistance.

2. Managing your business and your 
staff more efficiently and effectively.

3. Setting goals and targets. We’ll 
work with you to set goals in all of 
the main areas in your business, and 
then create a plan for achieving each 

one of them.
4. Improving your cash flow so you 

know where your financials are on a 
daily, weekly and monthly basis.

5. We’ll advise you on your personal 
and business affairs to ensure you 
are minimising your taxes while 
growing your wealth.

FREE $400 Strategy Session
So you can see exactly  how we can help 
you increase your profits and create 
wealth for yourself, we’d like you to 
have your first 90 minute Strategy 
Session meeting 100% FREE.
Now please understand that this session 
is not a sales pitch in disguise. You will 
not be pressured to become a client in 
any way at all. In fact, if you feel like 
we’ve wasted even 1 second of your 
time, let  us know and we’ll give you a 
crisp $100 note on the spot to 
compensate you for your time.

To book your FREE Strategy Session, call Marissa now on 07 55443322. 
However, places are strictly limited, and we will be scheduling appointments 
for these Strategy Sessions in the order they are received. To take advantage 
of this special offer and ensure you don’t miss out, call Marissa today.



The ad above could be modified for just about any professional service. As 
you can see, the company first gives 5 ways they can help you and then 
offers a FREE Strategy Session worth $400. This is customer focused 
marketing.

They then remove the fear the prospect has that they are going to be “sold” 
into some kind of high priced program. If the potential client gets good value 
and ideas from that first session, they will probably purchase the Business 
Growth Package and then keep coming back for years to come.

This ad from a Dentist was run using a Facebook Offer, and regularly 
generates up to 70 new prospects for the Dental Practice each time it 
appears in peopleʼs Facebook Newsfeeds. 
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Once prospects visit the Practice for their free teeth whitening, they can be 
up-sold on a wide variety of services. This promotion could also be modeled 
by just about any business - Iʼve seen it used in a similar way by a Massage 
Therapist and a Chiropractor as well. 

So what could you offer that people would love to get for free as a way of 
getting them in the door to sample your services? Iʼd love to hear what you 
come up with, so please let me know.

Want My Help?

Itʼs no secret the clients who enjoy the greatest success are those who work 
with me one on one.

So now you understand just how much the lifetime value of each customer is, 
would you like me to show you how you can start to get the most money out 
of your customer database, in the shortest possible time?

Iʼm happy to help you design a custom marketing plan for making additional 
sales to your existing customers, identify the best customers to target first, 
and help you get the maximum number of sales possible. 

This way youʼll be able to generate some profits quickly and get the highest  
ROI you can without wasting time and money. Thereʼs no cost to this and 
thereʼs no obligation of any kind.

I offer this free service because Iʼm a sales and conversion specialist who 
works exclusively with successful businesses that are looking for ways to 
grow even further. 

And thereʼs a good possibility that if you find value in the advice I give you, 
you might want me to help you implement the plan we come up with together.

With that said, please understand that Iʼm not offering a sales pitch in 
disguise. I promise not to pressure you or pester you in any way at all, in fact, 
if you feel like Iʼve wasted even 1 second of your time, let me know and Iʼll 
give you a crisp $50 note on the spot or send you $50 by Paypal to 
compensate you for your time.
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The thing is, I canʼt help everybody. I can really only be of benefit to people 
who have successful businesses that have current sales in the range of $1 
million to $5 million a year.

Hereʼs what to do next

If you want to schedule a custom marketing planning session with me, simply 
click on the link below. When you click, youʼll see a form with a few questions 
about your business and what youʼre looking to accomplish. Once I have that 
information, Iʼll do some market research for you and weʼll set up a time to go 
over it together.

Visit this page to tell me about your business.
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