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Attention GOLD Members: An Important Message That
Helps You Get More From Your Membership

By Justin Hitt, Strategic Relations Consultant, hitp.//justinhitt.com/

Welcome aboard!

This report provides you more details about the benefits you receive, plus shows you how to
get the most from your membership. It's critical you take the time right now to read these
materials, and then keep them by your computer while you use the on-line portion of this
program.

Who Is Membership Really For And Why Is This Important To
Remember?

My client is the sales or marketing manager of a business-to-business professional services
firm who wants to create and keep more profitable customers.

A sales or marketing manager could be the owner in a smaller company, it could be one
person even in a larger company. However, it's the individuals responsible for selling activities
in an organization.

These men and women are on the front line of commerce today, where customers eat their
young, willing to turn on a vendor at any moment. Whether selling or marketing, it's all about
closing new opportunity, profitable opportunities, that move a company towards its business
objectives.

A membership isn't for the weak at heart? I'll say things to you as members that aren't
pleasant, maybe not even kind, but truthful in nature. I do this not because I'm mean, but
sometimes you just need a little wake up call to unlock your potential.

A membership isn't about me, or what I've done, but instead it's about you and what you are
capable of doing. You the member are the most valuable part of this program and every part of it
revolves around providing value to you.

That's why it's so important to speak up when you need questions answered, to be proactive
about getting results, and to use what you'll discover however you can for professional benefit.

If any part of this membership fails to perform for you, then it fails to perform for all

members. So be blunt in asking for what you want ... you'll be surprised that you'll likely get it.
I'm not a mind reader so your input is always encouraged.
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When you forget this is YOUR MEMBERSHIP, you lose control of a valuable asset for
results in your business. That also means if you find a member to be uncooperative or negative,
it's important to kick them out, surround yourself with successful winners.

In this program YOU have control, so it stands to reason that you'll get out of it what you put
in. If ever you are not satisfied with what you get from this program, you are welcome to leave,
but first take the opportunity you are given here to improve this resource and you will be
rewarded.

A Simple Formula That Unlocks Hidden Potential From What You'll
Experience As A Member

With anything I provide you get 10 times more than you invest, in a way that helps your
company be more profitable. This program isn't just for your company; I want to position
members for greater career advancement and stability.

To get more from your subscription and I will tell you, you will get hundreds of dollars a
month more than you expected by using what is shared here, but --- you must follow these
simple steps.

1 Read with an open mind,

2 Participate with earnestly,

3. Calculate bottom-line returns,
4 Take specific action each day,

This report is designed to help you save time in the membership area and get more from any
materials you may receive. I know you are satisfied with the products and services that I am
providing, but here is the tip. This is very important ...

If you ever have a question, concern, comment, or wonder how a certain strategy can work
for your organization ... or you have something on your mind ... even if you just are courteous
... go to the message board and post your questions or schedule a consultation call.

The only DUMB question is the one never asked. Remember, what Benjamin Disraeli says,
"A fool wonders, the wise man asks." The answers you'll gain from both peers and experts alike
may transform the results you gain in business (and what you'll get from this program.)

Unanswered questions drag your mind away from creating daily results. Doing research on
your own, drudging through all the information out there wastes your time. By asking your

questions, you'll get better results and more focus.

Later in this report you'll discover 3 ways to ask your questions so you can get on with what
creates results in your business.
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Let's Explore What You Get Every Month As A GOLD Member

This membership program is designed to provide thousands of dollars in value for each dollar
invested. It records historical conversations and provides a master archive of materials to help
you create solid results year after year. GOLD membership includes:

1.

10.

Special GOLD member call-in times, (a complete consultation recorded for you,
$397 value). These consultation calls are worth every bit the effort to attend. They are
private calls between you and me to discuss your unique situation. Each is scheduled
first-come first-serve.

GOLD member restricted access web site, (400+ easy to use articles and tools, $1977
value). The Internet provides a unique communications medium that allows members
from around the world to connect, share ideas, and exchange information. It's my hope
you'll use this tool for research and communications. With more than 497 articles, tools,
and resources you're bound to find something use can implement today.

Across the board discount on purchase over $200 dollars, (5% off including labor
and catalog). I don't have any fancy software to measure this, just deduct 5% off your
total balance and note "5% GOLD Member Discount" on returned payment. This special
discount is nontransferable and only available to current members.

Complete newsletter archive searchable by topic, (every issue since 2002, a $299+
value). Many of my newsletter subscribers have been with me since my computer
consulting days in 1992; loyal readers have enjoyed these insights month after month,
now you can too.

Interactive discussion forum, (connect with peers, get answers, worth hundreds).
Ask questions, connect with other members, and get answers to your pressing challenges.
This is a place where you can continue consulting discussions, discover new ideas, and
network with other members.

Complementary subscription to Inside Strategic Relations, (plus all contextual
extras). A twice-monthly e-mail newsletter for sales and marketing management who
want stronger business relationships that magnetically attract and retain profitable
customers.

24 hour, 7 days a week, Questions & Answer Fax Hotline, (like a $1200
consultation). Further explained in this report, this tool lets you ask questions, prepare
for consultation calls, and get results quickly without much effort.

Bottom line building Sales & Marketing tools, worksheets, and reports, (any one
worth $974). These are the exact same tools I provide clients in consultations or use in
my own firms. They provide step by step actions to create powerful sales and marketing
campaigns without all the hassle.

At least a 25% discount on future events and seminars, (a value of $235 to $1,577+).
At least three times a year I hold seminars or small member get together to go over the
latest strategies. I'll also arrange discounts with partner organizations so you can
continue your education for less.

Educational tutorials that show you exactly how to implement lessons here, (typical
program worth $495, included here). Available on-line and as part of the custom
reports received from consultations. These materials are designed to help you solve
common problems experienced by sales and marketing management.
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11. Periodic Hot-Sheet's, Interviews, and Special Reports by Mail or Fax, (each worth
$197 or more). With your monthly members newsletter you'll receive these tools to use
at your leisure. Many are designed to give to your staff to improve their productivity.

12. GOLD Membership "Fast Start Guide' helps you get started quickly, (a $297 value,
could save you hours). This is what you are reading right now; it provides an overview
of the program and what you'll get from membership.

You'll get these benefits by postal mail, fax, telephone, and over the Internet. It's my
objective to give you at least $2,047 a month in valuable services, tools, resources, reports,
and how-to articles, for one simple monthly investment.

Plus if you're not completely satisfied, you are not obligated to continue your membership
and can cancel anytime by sending a request by fax to +1 (757) 282-7779. There is no risk to
you.

A Fool Proof Method To Get More From Consultation Calls

To get the most from consultations, each week jot down questions that come to mind in the
course of your sales and marketing efforts. Think about problems you've had with employees,
things that you'd like to work better and certain result you want to gain. By the end of a week
you should have twenty or so questions.

With your list of questions, choose the top 3 critical to creating massive results in your
sales and marketing efforts. These questions, once answered will create results that attract the
praise of executives, and astonish your selling team. Or maybe just solve a problem facing your
organization.

Forty-eight hours before a consultation call or members-only mastermind session, fax these
questions to +1 (757) 282-7779. GOLD member's questions always get priority and will be
clustered with other similar questions to build the outline of the call.

This is what usually happens. Many of the questions you have are similar to questions and
concerns of other members. By compiling these critical questions you'll not only get focus
(sometimes that focus helps you answer the question before the call) but helps frame each call in
its most useful context.

You are welcome to remain anonymous during consultation calls or mastermind sessions
using the "No-Name Method Of Problem Solving And Conflict Resolution" -- or if you wish you
can use the time together as an opportunity to share what you are doing with other members.

These consultation calls are free to you. They are included in your subscription. In all
other cases I charge my regular customers, many who gladly invest in $1,200 to $2,500 calls.

I charge other people who have not committed to a membership, $297.00 for 45 minutes

billed in five-minute increments. You'll get the same value provided in an Initial Paid
Consultation as part of your participation in this membership program.
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Seriously, this by itself is worth the entire subscription investment. Plus all calls are
recorded so you'll get to listen to the call over and over to extract new nuggets of insights critical
to real solutions in your business. Consultation calls and members-only mastermind sessions
require a lot of time and effort on my part.

I do this for GOLD members for two reasons.

1. It helps me create additional materials for members and I guarantee you that any
problem you are facing today, however unique, or individual it is, your peers, other sales
and marketing management, will experience it at least once in their life or in the duration
of being a member, so this is going to help them as much as it helps you.

2. These calls provide a cost effective way to find solutions and possibly open doors to
consulting assignments. While my time is limited for consulting efforts, I do periodically
accept assignments. However, to be sure I'm the right fit for you; you must attend at least
one consultation. These weed out anyone not quite ready to create the results I bring
clients.

The only difference between a GOLD member's consultation call and a paid consultation is
that they are limited to 45 minutes in length. You don't have to use the whole 45 minutes, but
any time after that needs to be rescheduled. You are welcome to schedule a paid consultation if
you feel additional time is necessary and I'll make your first 45 minutes no charge for as long as
you are a member -- a deposit is required for that, more information is available at
http://justinhitt.com/advisory/

I do not mind investing the extra time necessary to get you the answers you need. Now I do
not do this off-the-cuff. You cannot just call in and talk to me because I want to be prepared.

Consultation calls are NOT sales calls; they are real in-the-trenches let-solve-problems in
your business calls. It's a time to pick my brain about a specific topic that with the right answers
creates measurable results in your organization. I'm looking to be responsible for breakthroughs,
not interesting concepts.

That's why I prepare for GOLD members calls just as I would a paid consultation, it's a

$297+ value to you, and costs my staff the same amount of time. This is an investment in you
and all the other members, as much as a tool to solve problems for you.

How To Schedule A Consultation Call and what do you get

Is it fair to you not to be prepared when we do a consultation call? It is not fair. That's
why consultation calls and members-only mastermind sessions are available on a first-come first-
served basis only.
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WARNING: All conversations with Justin Hitt are recorded,
especially telephone conversations. As a member of this program, you are
consenting to telephone recording, plus acknowledging that materials
contained within such recordings will be used in marketing, educational
programs, and/or future works.

You waive your rights to compensation and control of such recordings.
Even if your state does not permit telephone recording, you are granting
permission with your membership. Do NOT share proprietary
information on calls!

Here is how you schedule your call. I've laid out every step for clarity; however, this process
isn't quite as complex as it seems here:

1.

2.

Email or fax on your letterhead your question(s). Use the e-mail address
questions@iunctura.com and the fax number +1 (757) 282-7779.!

Someone at my office will compile information based on the materials already on
my web sites and unpublished works library. This may include past consultations
with other members. This "Reference Sheet" provides tips, resources, and other materials
mailed, faxed, or e-mailed to you.

Within 24-hours they will return a reference sheet specific to your question. What
you are going to get is a reference sheet? It is going to give you some quick information
you can get right away, even before our call. This will include a "Scheduled Time Sheet"
of available times to reserve your call.

Two days after your reference sheet is sent I'll sit down with that list and your
question. I may call you for clarification, but [ am going to create an outline for our call.
At this point you would have returned the "Scheduled Time Sheet." Your call is
now confirmed, to prevent late or missed calls you have up to 24-hours before a call to
cancel otherwise you'll be billed for a $297 call. Remember, attend the call and there is
no charge for GOLD members. Calls are scheduled in 45 minute blocks.

During the call relax; don't worry about taking notes and just focus on the questions
at hand. Since the call is recorded, and you will get a copy, focus call time on
generating real solutions for the challenges at hand. It's my objective to (a) answer your
questions, (b) identify questions you haven't answered, (¢) isolate certain actions you can
take to get the results you desire, and (d) provide tools to measure your performance.
After the call I create a custom report just for you. Now this is just like the
$2,000.00, $3,000.00 report I create for clients but the reason I will go through that and
take the time to do that is because you have invested in a membership and those materials
will be available for other members in the future. Maybe, not right away, maybe not until
after our call, but they will be available in the future.

Return the Non-Disclosure to release the full recording and report to you. This is
critical because I'm handing over thousands of dollars worth of proprietary unpublished
materials specially compiled by me for you and your organization. These are not
publicly available materials.

" GOLD Members who use the http:/askjustinhitt.com/ website or questions hotline may not get everything
described here. If you use those channels, be sure to mention you're a GOLD member.
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9. You'll receive the full package, including a recording of our conversation on CD in 5
to 10 business days. Because I have other clients, plus a full schedule, I don't do any
pretty PowerPoint presentations with cute little clip art -- this report is literally
photocopied notes from consulting assignments tacked together with typed articles.
Sometimes I get someone to type it up, but most times, I literally throw everything on the
copier then bind it. Remember it can take months to put together a pretty report, by then
you've already lost thousands.

10. Consulting call follow up. For as long as you are a member, and because the report will
be ugly, you can fax any page in question to the office for clarification. Attach along
with it any additional questions you may have, or ask for clarification on the message
board.

If you really want a fancy document, you are welcome to send $15,000 and wait 10 months
for someone to typeset what is provided. Meanwhile you're competition will eat your lunch ...
however; [ want to give you this option.

I have more than 51 such reports I've put together for my own use, plus at least 27 more I've
been paid at least a hundred thousand dollars by clients to produce. Most fancy studies are never
read, these materials are designed to be used by you immediately upon receipt.

One question I asked a client who complained about the handwritten notes placed in one
document after a second revision. "Would you rather me omit that information, or spend another
two weeks at $397 retyping it?" As long as the materials are useable, and they will be, please
don't complain about little stuff or I reserve the right to bill you.

What Does My Consultation Custom Report Contain?

Your consultation report contains thousands of dollars in consulting experience, compiled
into one bound report. This is actual in-the-trenches materials to supplement our call together.

It's my objective to provide you a tool kit that you can choose from cafeteria style. Pick out
strategies that will work best for your business now to create and keep profitable customers, then
come back later picking something different as your situation improves.

Many of these reports are built on past consultations and they save you time to get you
specific answers right away. That's why this report is customized after our call together, because
during the call I'm 100% focused on your situation. This way you get the most relevant
materials for you.

If you have some wild revelation during our call, don't worry about capturing that moment.
Since the call is recorded, your custom consultation report will include a CD and transcript. You

do not need to worry about taking notes.

You'll be able to sit down with the CD and report, focus on specific solutions, and create real
measurable results for your sales and marketing efforts. Since this report is designed just for you
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it's relevant cover to cover. That is what it is all about, getting results that are measurable,
getting results that you can take to the bank.

As long as you are a member, as long as you have this manual in your hand and you are
investing in a membership, you are welcome to call, write or anything, schedule another
consultation call if necessary to get additional information that helps you solve additional
problems in your organization related to the first problem. So, I want you to get results. I want
you to make money. [ want you to do more with what you have in your business.

Now, this is not in place of formal paid consultations or assignments. You may find that you
need a more intense or more, you know we can write up a statement of work for that. That is
fine. I can write up a letter of intent.

Remember, I will not provide consulting services work with you unless you have a
consultation first, because most of the time the consultation will get you started. It will help you
clarify the problem. It will help you get a few action items to get you started right away and it
will help you generate some results that can basically boot strap any other services you may or
may not need.

Now, participating in a consultation does not mean you are going to need services, so
what you are getting here is a bundled package that some clients will pay $10,000 even $15,000
for, and it's worth every penny. They pay for this type of information because it creates results.

The Secret Behind Every Consultation Call That You Can Use To
Create Results In Your Business

Now if a consultation call is worth $10,000, even $15,000, and I have clients who will pay
for such calls, how I am giving it to you, just "because you have invested in membership." I just
heard a skeptic shout, "He's full of crap, can't be worth the time invested unless Justin's getting
something out of it."

The secret behind every consultation call, even the ones clients pay full price to receive is ...

For every member with a problem, there are hundreds of nonmembers who are willing
to pay top dollar for a solution!

Don’t you think after 30, 20, even as little 10 consultations I'm going to have enough
materials to write a book or even create other training materials. For more than a decade that's
how I have created the information products that help me attract customers and keeps me off
airplanes each week.

There is a secret in that that you need to know for your organization. There are insights that I

will share with you unbridled. I go and find the answers if I do not have them, but you will get
something you can take to the marketplace and make work for your organization. I guarantee it.
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As a member, [ make an investment in you and do all the work for you. Now other people
cannot do this. You cannot just call up and have me do this because I am going to charge
nonmembers $297.00 for a consultation, and I am going to charge you $3,000.00 for the report
plus you will pay for every hour of my time at the regular rate.

Because you are a member [ am going to absorb these costs because we are creating
materials together that I can use some place else in the future that I can share with other
members that I can use to add value to my overall products and services. The secret for
your organization is ...

Is there some technology, expertise, or practice you have that can be packaged and resold to
help your buyers get more from what you offer?

You can't patent insight, if working with you created a certain widget to which I had the
rights, wouldn't it be in my best interest to license it. I didn't come up with this insight on my
own; I learned it from 3M, AT&T, and Pal Alto.

By creating a solution once then selling it many times, I'll earn back my initial investment
tenfold. It's a value to you as a loyal member and a regular part of my own capital investment
into growing the asset value of my organization.

Please understand that once you get this report and recording, you can only use it for your
own personal use. You cannot share with anybody else. That is part of the deal.

I am going to have you sign a brief non-disclosure because this is compilation of some of
all my experiences for the last decade. This is insights I am going to glean from friends and
peers who also are experts in their fields. I am going to use real life case studies.

Plus, I am going to use everything in my arsenal including draft articles that are not available
anywhere else. Let me tell you, do not share this with anybody else, because if you do, I am
going to have to bill you. That is just the way it is. But as a member, this is for your own
personal use.

You should protect your proprietary insights in the same way. Elisha Gray lost his rights to
the fame and fortune that came from inventing the telephone to Alexander Graham Bell over a
few hours difference at the patent office. Of course, it was only the difference discovered after a
few well worded phrases and an intense legal batter.

What You Stand To Gain From Members Only Mastermind
Sessions

One of the best ways to move forward with challenge facing your business is to bounce ideas
off peers. Not just any peer, but proactive ones with similar interests and a mentality to do better
themselves.
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That describes the unique individuals who decide to become a member of this program. At
certain prescheduled times 3, 5, 10, but no more than 25 members dial into a conference bridge
with one purpose in mind: to combine their intelligence to create new more powerful ideas.

I'll introduce the call topic based on questions I've been receiving from members or have
captured in much of the market research I conduct regularly. Each call will start with a brief
educational presentation to warm up the call, and then it will open for your questions and
concerns.

Use Members Only Mastermind Sessions to:

¢ Bounce new marketing strategies off the group to address logistical issues, get feedback,
or refine before launch;

e Present a problem you face seeking similar experiences, perhaps opening your eyes to a
welcome solution;

¢ Discuss a specific topic relevant to your business, but get feedback from members on
application;

e Share new resources the group may be interested in, tell how you are benefiting from
them;

e Identify and discuss industry trends influencing compensation practices of sales and
marketing management;

While I haven't had any reason to say this, my lawyer advises me to mention -- This is not a
forum for political, religious, or intolerant discussion of any kind. Every member is asked to be
open-minded about mastermind context and be polite with other members. Anyone being
disrespectful to another member will be banned from the call and have their membership
cancelled.

Leadership of these calls is sometimes shared with a member opening with a description of
their own experiences, lessons learned, or challenge they face. No matter who opens the call you
can listen or participate, but everyone is encouraged to introduce themselves and share their
biggest success they have gained since becoming a member.

Don't be surprised if someone, in an unrelated business, has something just turns on a light
bulb for your own firm. Often just this regular interaction with like minded professionals can
open new opportunities.

Just as Napoleon Hill suggests, "No two minds ever come together without thereby creating a
third, invisible intangible force, which may be likened to a third mind."

Since everyone's time is valuable, mastermind calls are limited to 60 minutes. Additional
discussion on a particular topic can at that point continue on another call or be moved to the

message board.

For privacy, it isn't necessary to share anymore than your first name and a general description
of your company. It's important to remember that you can solve problems without "all the
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details" -- but like trade events, there is a certain level of networking value from a mastermind
call. Just be aware, don't share things you don't want in the public eye.

All mastermind calls are recorded and at times available on the member's site -- each
attendee of that particular call will receive a copy but must notify my office they were on the
call.

For in person calls, I'll do my best to have recordings available, unless it's an invitation only
closed door session. These events last longer and do not permit recording by any party.

Seven Ways To Use The Website To Solve Problems, Even Attract
Profitable Customers

The web has opened new opportunities for learning, but unfortunately is now cluttered with
junk. I've provided a members area free of this crap, focused on helping you create maximum
results with minimum time.

While you may have joined this program through http://applyingstrategicrelations.con/ all
membership resources are hosted at http://iunctura.com/ -- this website provides you a 24-hour
archive available from anywhere in the world.

This site is specifically designed to find any page within 3 clicks or by search in less. It's not
pretty, not many graphics, but loads as fast as possible. The member's area is also designed to
work with mobile devices so you can even visit while on the road.

The membership website is composed of several areas including:

The Members Area,

The Newsletter Archive,
Educational Tutorials,

Feature Articles and Columns,

The Discussion Forum,

Site Index and Glossary,
Relationship Libraries Compendium,

A il

With more than 497 articles, the member's site can be overwhelming. There are areas that
are less developed than others, wandering around the site is not recommended, instead ...

Explore the member's area with purpose!

Use the questions method shared for preparing for consultations, that means jot down a few
questions, then walk through the site looking for specific answers.

Start with the "Members Area" home page, use the "members" link at the top of most pages,
and enter your password. This page provides an overview of all sections described here.
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At the top of all pages except the home page you'll find a "Search" field. Because of the
depth of materials, I choose Google as our search engine. Use the same methods you use
anywhere else to ask questions, search for key phrases, or perform a Boolean search.

At this time Google doesn't search inside audio files, so visit the "Libraries Compendium" for
a quick reference of programs available.

To solve specific problems common to sales and marketing management, visit the
"Educational Tutorials" using the "tutorials" link at the top of each page. Each tutorial is
designed to point to specific articles related to that topic.

If you have suggestions for improving specific tutorials, please write. It's important to ask
for what you want; I have many file boxes full of unpublished materials I've been collecting for
more than a decade.

Haven't found what you needed? Then it's encouraged to do a consultation. Through that
process supplemental materials will be created and posted (even provided in the custom report) --
this can significantly save you time.

It's useful to periodically check the "Discussion Board" to ask and read answers from other
members.

Periodically you may see strange usernames and posts show up on the message board. This
is SPAM and my team works diligently to remove it as soon as it shows up. Please ignore this,
its part of being on-line today.

Rest assured no credit card information is stored in an open format, and my web team does
their best to monitor software versions for the latest security patches. I've also moved all e-mail
addresses to an ultra secure hosting service to best protect your privacy.

You'll save the most time by using your RSS reader to monitor the discussion board and new
columns. Plus there are a number of announcement lists you can join for specific types of
information.

I'm at the point I don't know what's on the website anymore because it's grown so large.
Parts of the site have served customers since 1996. Most anything I need I find through the
search tools for fastest access.

All That's Left To Do Is For You To Take Action Now!

This membership provides insights and secrets that you can use to get a competitive
advantage for your organization and all for the low monthly investment. You know, really I
want to hook you. I want you to get addicted to the powerful resources that I can bring together
for your organization so that you are a member forever; so that you choose to stay with me till
we both retire to watch our grand children grow up with everything they need. Isn't that is what
it is all about?
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I want to make sure you are company has huge results, stuff I can brag about to potential
clients. I want you to create the results that you really want. I just want to make sure you knew
about that benefit of being a member of that small investment that you can get valuable resources
that I hope you use every day as a member and do not neglect it.

Take a moment to login today at http://iunctura.com/ -- just enter your username and
password and start on the path of selling success and stronger business relationships.

If there is anything I can do for you, just write or call. I am looking forward to hearing from
you soon.

Additional Resources Just For Smart Sales And Marketing
Management

Resource Catalog for Sales & Marketing Managers -- If you're struggling to attract
profitable customers and build business relationships, then these resources can help.
http://catalog.iunctura.com/

Building Business Relations Columns -- Regularly published materials specific for Sales &
Marketing Managers who want to build profitable business relationships.
http://iunctura.com/columns/

Ask Justin Hitt Blog -- Answering your questions about creating and keeping profitable
customers in business to business service firms. http://askjustinhitt.com/

Business Relationships Into Profits Guaranteed -- Imagine sales and marketing creating
and keeping profitable customers more effectively. http://justinhitt.com/
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