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Imagine.
You wake up one morning without any alarm or
worry about being late for a job you hate, to
be around people you can’t stand, in an
environment that’s toxic.
Yes, that is a goal for a majority of people,
maybe even you.
If 2020 was anything, it was the world’s
biggest “Work-From-Home” experiment that
gave people a peek of what freedom MIGHT
feel like.
If you are a millennial, you probably heard
your teachers say “Oh you need to do well and
get into this college because your future
depends on it”.
I can speak for myself and growing up in
Toronto I hated most things about the school,
except the social part.
You see, from a very young age, I was able to
build relationships with people and understand
them.
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Today, I’m an advocate for remote-work and
working on your own terms. What does it
mean to work on your own terms?
Well, complete control of how much money
you make, how many hours you’re putting in
for your own future, and the feeling of
conquest when you are building an online
business that provides you with that lifestyle.
This isn’t for most people.
Why? The sense of entitlement is found at
every level of society.
Most people would much rather sit, chill and
talk about a Netflix series, thinking how they’ll
save by cutting a certain bill or feature on
their phone plan.
If this is you, put the book down.
In every profession or business venture, the
most successful people are always the ones
who refuse to settle into the status quo.
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Who doesn’t get satisfied and complacent
once they achieve something, but are always
pushing to the next goal with raging
discipline?
If this you, then continue reading.
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When are you going to start taking
responsibility for your life? No one owes you
anything, ever.
In 2015 after my first internet-venture was
officially closed.
I was observing other entrepreneurs around
me and thinking, what’s next?
I didn’t want to go into a job nor did I want to
be in an office.
What I did want was $15,000/month and
anonymity to work anywhere in the world.
That was my goal when I was starting at ZERO
after Traden Group.
What you need to realize is RIGHT NOW you
have a set of skills and abilities that you can
apply to get you an income of $15,000/month
without having to go into an office, ever again.
MOST of you reading this will be happy with
$15,000/month living in South East Asia or in
Europe.
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You’d be the top 1% of people in the country,
you made it.
Here is the breakdown of the opportunity you
have right now…

Problem + Solution = $ x People = $$$

1. Someone out there who has money also has
a problem that you can solve.
2. Once you solve the problem, find others who
are facing similar challenges.
3. Repeat until you’ve built out a Standard
Operating Process.
4. Hire other people and plug them into that
process.
5. Focus on selling more and scaling.
Remember, if even one person was interested,
that means your idea has value.
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Before we dive into the skills you need and
how to sell them.
I want to prime you with these 10 mindsets
and attitudes that have attributed to my
success and many of those around me.
You need to love the person you are becoming,
and affirm with yourself this version of you.
Feel free to create your own version of Mind
Mantra. Here are mine.
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1. Know your Value
You deserve to be happy, fulfilled, passionate,
and energized. You just need to work for it and
understand that you have a god within you.
2. Bet on You
I like betting on sure things. And the only sure
thing you can always count on 101%, is
yourself.
3. Don’t Settle
When you settle it means you lack confidence.
You need to keep climbing the social ladder
and understand that every man has a sense of
conquest within. That’s the fulfillment that
leads to your value (#1).
4. Work Hard. Work Smarter
Do shit and get it done, fast. Most people
spend a lot of time waiting for permission to
do instead of just making it happen. You need
to lead your crew from the front and set an
example. You’ll work much smarter when you
delegate.
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5. Discipline
I shouldn’t have to explain why this is
important. If you need an explanation put the
book down. But, it’s the single most important
trait you need in order to create the lifestyle
you want.
6. Get Sharp
You need to be actively and continuously
improving yourself in the form of skills,
whether it's social dynamics, persuasion,
marketing, or other money-making skills. You
need to always improve and seek out
opportunities to learn and do more.
7. Observe
Observe everything that is happening in…
Your industry, your client’s industry, your
immediate surroundings, your team
performance, financials, and just about
everything that feeds you valuable information
that attributes to your goals. Learn from
others.
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8. Network
It is your net worth at the end of the day. I
know people who continuously do $100k
dealsnwithout paperwork or middleman just
because they know one another and won many
times before. Go and network with people in
your industry.
9. Experiment
You need to try many different things that
make you money. You’ll be sure to hit a jackpot
if you are consistent with it.
10. Money
Best for last. Because if it wasn’t for the
money you wouldn’t be here. It's what makes
the world a better (or worse) place. You need
to constantly be thinking about money and
how much more of it can flow to your pockets.
If you combine all ten principles and keep
them top of mind, you will succeed in one way
or another.
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Your skills are what will make you money.
You need to apply these skills to problems that
people with money have.
Some skills to have running a marketing
agency are…
1. Web Design
2. SEO
3. Copywriting
4. Graphic Design
5. Video Editing
6. Facebook/IG Ads
7. AdWords
8. Web Development
9. Shopify Designer
1 0 .E m a i l M a r k e t i n g
1 1 .P r o j e c t M a n a g e m e n t
1 2 .S o c i a l M e d i a M a n a g e m e n t
1 3 .B l o g g i n g
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Motivating your team.
Everyone from the top down needs to
understand what’s in it for them and must
have clear objectives.
Where you want every individual to grow.
Everyone must have a core focus, be
competitive, and take the their role seriously.
I can read energy pretty damn well and I know
when someone is putting in 100% and
someone who is putting in 99%.
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1. High-work ethic and loyal, no one on the
team should feel as if they’re above or
below the next team member.
2. You don’t have the luxury of carrying dead
weight and anyone giving you less than
their best.
3. Rules and culture benefit the collective good
of the team dynamic.

Your goal as an agency owner is to build a
strong, loyal crew who are effective, ethical,
and work tirelessly for the success of your
brand and the lifestyle it provides.
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Now it’s time to sell your services.
In the beginning stages of your journey
towards building a digital agency you’ll be
selling one of two things, maybe both.
One, you’re working as a freelancer and
putting in the service hours, or two, selling a
freelancer’s time.
I’ll break down the two business models for
you to grasp a better understanding of how it
works.
Freelance
You are selling your skills at an hourly rate
or per-project basis
Example: $70/hour to do 4 hours of
Facebook/IG Ads
$280 for 4 hours of work
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Selling other people's time
You pay a freelancer $70/hour and bill his
hours to your client for $100
You earn $30/hour for selling and managing
the relationship
$120 for selling 4hours of your freelancers
time

Is it scalable?
Think now if you had 10 freelancers and you
sold 40 hours of each one. That is a total of
400 hours billed at $100/hour… $40,000 $28,000 that gets paid out to your freelancers.
This means you as an agency owner profit
$12,000 in a week!
It’s just sales and building relationships with
your clients.
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Pricing Your Services
The secrets to pricing your services are to
understand your own value and how much it’s
worth to them to solve a problem.
So, how do you go about this? It’s quite
simple.
You need to do some basic math. Answer the
following questions:
How much does your freelancer/contractor
charge you on an hourly basis?
How long will this project take to be
completed?
How much is your overhead for this project?
What tools do you use, marketing tools,
CRMs, anything that would attribute to
getting a client in the door?
How much money do you need to cover your
monthly expenses?
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Pricing Your Services
Freelancer Hourly Rate = $35/hour
Project Duration = 160/hours
Project Overhead = $200
1-month Business Expenses = $2,000
Total: $7,800

When you do this, add your dollar figure on
top of the freelancer’s hourly rate, while
including your project duration, project
overhead, and business expenses.
In the example above, to breakeven you need
to charge a minimum of $7,800.
Now let’s include your profit and how that’s
calculated.
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$35/hour is your freelancer’s rate. You will
now add on top of that a MINIMUM of 35% of
the total hourly rate.
You can even bill up to 200% of the
freelancer’s hourly rate because of your
branding, service, and other benefits they get
by partnering with you.

$35 X 35% = $12.25/hour x 160/hours (for
this project) $1,960 net-profit
$7,800 (project-base) + $1,960 (profit) =
$9,760 total project cost
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“Sales cures all” - Mark Cuban
He’s damn right and if you are going to start
your own service-based business you need to
always be focusing on sales and making money
for you and your team.
You will suck at the start and that’s ok.
Remember, sales is a dance and there are
steps that you can learn. Once you learn, you
practice, practice, and practice.
Even when you are banking $50k per month,
keep practicing and moving up.
So what are the steps to a successful sale?
Before I dive into that, remember that sales
are all about people, and with people, you
need to focus on building a mutually beneficial
relationship with the other person.

CHAPTER 06 SALES PROCESS

Preliminary (Before the sale)
Be Confident
Comes from practicing your abilities
Self-image, you need to see yourself as a
professional and BELIEVE it.
Dress well (Even when you are working from
home)
Don’t stutter. No umms, likes, also, ahhh,
etc. It makes you look unprepared and
nervous. How do you expect people to
invest in you if you are nervous? Cut that
out.
Research
Spend 15-20min before your call or meeting
researching the person who you are going to
meet. Check out their website, social media,
news, employees, reviews, basically
anything you can find.
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Know what you are selling
You need to go in with an agenda. Based on
your research and your abilities, you need to
see where you can add value right from the
get-go. You don’t want to be the consultant
that has a meeting pitching useless
information about your company.
You need to go into this call and BUILD
VALUE, and you can only build value
(confidently) when you dress well to feel
good, have done essential research about
their company, and understand where you
can add value.
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Discovery Call
This is where you gather valuable
information about your prospect and when
you are pitching your services. On this call,
you need to measure the priority of this
challenge that your prospect is going
through and what it’s worth to him to
solve.
Your Pitch. You need to CLEARLY let the
prospect know what your Value Proposition
and Unique Selling Proposition is. Make
your pitch totally about them and the
results your service will get them.
Remember. People don’t buy your
service because you use cool software,
they buy it because of you.
GOAL: Schedule the next call: Strategy.

CHAPTER 06 SALES PROCESS

Strategy Call
I like to call this stage strategy because it
involves elements of the discovery call and
calculated solutions that get the prospect
thinking about the possibilities. You are
building value on top of the value that
you’ve previously provided.
You are giving the prospect information on
strategies that will help him achieve his
results. Don’t worry about technical
knowledge.
The goal in the strategy sessions is to get
the prospect to commit to you taking the
time to put a proposal and a timeline
together. Why? Because you are asking the
prospect for a lot of money and they need to
know how this money is going to be applied
towards solving the problem and how long it
will take.
Your proposal structure should include:
About you, their problem, your solution,
the results they will get, what you’ll do to
solve the problem, and the costs.
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Ask for the Sale
They’ll either agree right away and that’s
when you produce a Statement of Work and
invoice.
If they don’t agree and need more time, then
let it be and follow up after 48hours.
Now you ask for the sale. Here is when
you present your proposal that includes
timelines, costs, payment schedules, and
a description of your services.
Always provide value within a follow up,
no one likes a hagger, you’ll look
desperate.
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Important Considerations
Don’t chase clients
Take a minimum of 50% of the payment up
front and the remainder based on dates NOT
deliverables
Some clients will have a tendency to
increase the scope of work on you
throughout the project and use the last
payments as a hostage, don’t fall for it.
Make sure you set expectations straight
from day 1 and in the Statement of Work.
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You closed the client, great work. Now you
need to deliver the service you outlined in your
Statement of Work and proposal.
Here is a step by step process that will save
you time and stress.
Define project requirements
Whatever the service you’re providing, you
need to make sure that you define the
requirements with the client right from the
start. Every possible detail needs to be
defined.
Gather resources to meet requirements
Once you’ve defined the requirements and got
sign-off from the client, your next step is to
gather resources such as software, tools,
content, and even other specialists that you
may need to help you meet those
requirements. Once you’ve gathered the
resources, get sign-off from people on your
team.
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Confirm requirements and resources
Once steps 1 and 2 are completed, you now
need to confirm those steps with the client to
ensure that nothing was left out or missed.

Get to work on the project
Now it’s time to put your skills and your
team’s skills to the test and deliver awesome
work for your client. I hope you have a process
because if you don’t you will have a lot of
setbacks. It can be a good thing or a bad
thing. Either way, you will need to create a
Standard Operating Process. This is something
that has to get done. An operating process
that you create with your team is something
that will help you scale in the future as you
grow and plug more team members into the
core.
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Weekly check-ins with clients
Depending on the duration of this project, you
will need to set-up weekly recurring calls to
keep them updated on the progress of the
project. It’s also an opportunity to gauge them
for future work. Remember, you are building a
relationship with them. Every call is an
opportunity to form a deeper connection.
Modify
Before launch, you will need to show the client
the work that you’ve produced. At this stage,
depending on your policies, you can offer a
free revision limited to tangible work such as
copy, images, or any content for that matter.
Launch
The day has come. Launch day. After all that
hard work you’ve done. It’s time to launch the
project.
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It’s time to scale things up.
Don’t fall for the comfort that $15,000/month
gets you, it’s a trap. Especially if you are
young, it can hurt you.
Think about this, if you stop now at
$15,000/month you are essentially taking a
loan against your future.
The time you invest now into growing,
expanding, and imagining beyond the horizon
is what will get you from $15,000/month to
$150,000/month.
How do you get 10X growth?
Processes for Everything
From business development and client
onboarding to service delivery and retention.
You will need a scalable process that holds
everyone, including the client, accountable.
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Team with a Vision
Your team needs hustlers in every division.
People who are determined to grow and have
their own vision for their life.

Charging More
As you grow, your value will increase
organically. It’s a byproduct of running a
marketing agency and working with good
clients. You will naturally want to charge more
for your time.
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Where do you go from here?
Join my telegram group, Movers & Shakers.
Follow me on social media (Twitter, Instagram,
LinkedIn)
Apply to be apart of our Whitelabel Agency
Program

