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Introduction 
 
GREG: Hi, this is Greg Rollett, the CEO of Celebrity Expert 
Marketing. Welcome to this Celebrity Expert Marketing 
masterclass. Now, this program is based on creating your 365 day 
promotional calendar. What you’re about to listen to is a live 
presentation that I gave in January 2013 at the Celebrity Expert’s 
Marketing Academy. It goes through the process that we use here 
in our own business and with our clients to create and craft a 
marketing and promotional calendar.  
 
This is one of the backbones of our business and it drives all the 
marketing and promotions that we do. You’re going to hear exactly 
how we create our calendars and how you can create your calendar 
too. You’re also going to hear and see examples of how to use the 
calendar to your advantage, including holidays and ways to use the 
months of the year as well as the conversations that are going on in 
the heads of your prospects and clients during different months of 
the year.  
 
Again, this is based off of a live presentation so you may hear me 
reference things from materials you may not have. We’ve done our 
best to provide you with slides and the Action Guide that will share 
some of those resources that we shared with the audience so you 
can follow along as well.  
 
With that said, I want to welcome you to the Celebrity Expert 
Marketing Class. Please enjoy.  
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Sequential Email Marketing 
  
Let’s go over calendars. The first part of this might be review for 
some of you but this is literally our marketing calendar – the most 
valuable piece of paper in our entire business.  The reason for that 
is because it tells us everything that’s going on in our business and 
everything that’s bringing in money. That’s what we ultimately 
want. Every single dot on here is a dollar sign. Some of it is code 
so you may not know what they mean; I get that. But I wanted you 
to see how many things are going on for any given day in our 
business.  
 

Our Marketing Calendar 
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So this is from December. What I’d love for you to look at is 
December 6th. It should say NROS Email 1. In our sequence, that 
was for a book called “New Rules Of Success” (Hence, the 
shorthand) and email 1. That says that someone needs to write the 
copy, log into InfusionSoft and trigger Email 1 on December 6th.  
 
What that does is it sends an email to our entire mailing list to get 
them to register for the teleseminar. Makes a lot of sense. If it’s not 
on the calendar, it won’t be sent. On December 6th, I was in South 
Florida and Nick was in Canada. So, if this isn’t planned out on 
our calendar, it’s not going to happen, right? It has to be on the 
calendar.  
 
If you look at the 10th, you have NROS Email 2. That’s the second 
email. What that means is that all the people who didn’t open the 
first email are sent the second one. If you didn’t open it on 
Thursday, maybe we need to change the subject line and you’ll 
open it that time. So now we’ve given two chances to register. 
Maybe Thursday was a bad day. Maybe Thursday you thought, 
“Screw it! I’ve got 200 emails! I’m deleting them all.” I don’t 
know! But we’ll send you another one.  
 
On the 11th, NROS Email 3. We’ll send you a third one! If you 
haven’t registered yet, I don’t know why you haven’t registered 
but I’ll remind you to register again. And once again, that email 
copy has to be written, loaded into InfusionSoft, approved…all of 
that needs to happen before the 11th. On the 11th at 10:00am, you’ll 
see that a reminder NROS call goes out. That’s NROS call serves a 
reminder to those who already registered that they have a call 
coming up. It will reiterate the time and phone number to call so 
they can lock that into their calendar and make sure they make the 
call.   
 
Reality is, if someone registered for the call on Monday, there’s a 
99% chance that they forgot they registered for it by Thursday. So 
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you need to remind them! But if that copy is not written and the 
reminder isn’t ready to go, that’s not going to happen.  
 
The call is at 2:00 so at 1:45, they get qeued for another email. 
This will remind them that they have a call in 15 minutes. 99% of 
these people have their emails open every hour of the day so that 
15 minute reminder is huge! Our open rates on that 15 minute 
reminder are close to 80%.  
 
At 2:00, we have the call. Now, what happens if Nick is in Canada 
at 2:00 and he’s in a meeting. Does the call still happen? Of 
course! That just means we have to prepare. Sometime before that 
date, Nick has to record that call. Then we have to edit the call and 
load them into the teleseminar program and make sure that it runs 
properly. All of that has to happen before the date.  
 
If it’s live, then we just need to make sure there’s a quiet space to 
record, that everything is set up and that everyone knows not to 
disturb that time on the phone. As soon as that call happens, at 
3:00, we get an email from teleseminar with a link to the recorded 
call and we edit that recording right away. Then we get ready for 
an encore. We have to get ready for a replay, a CD and a 
transcription for a special report. 
 
All of that happens because we put it on the calendar. That’s how 
important the calendar portion is. The biggest part of this is 
knowing how much a promotion is worth to you. We know that 
every time we do a teleseminar, it’s worth X number of dollars. If I 
look at this calendar, I know that Christmas is the 25th. We can’t do 
anything on that day. If I miss a promotion for one week, we’d lose 
all that revenue. Just because it’s Christmas on Tuesday doesn't 
mean we can’t have a promotion on Thursday. I actually did a 
marketing webinar that Thursday that promoted this event. We had 
more attendees here for this event because of that promotion.  
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So, every Tuesday, we sit down and look at this calendar. That’s 
when we’ll notice holes in the schedule or timing issues. Maybe 
the partner backed out, there was a timing problem in someone 
else’s schedule…whatever the reason, there’s a hole in the 
schedule. We decide how to fill that hole as quickly and effectively 
as possible. Once you know how much these promotions are worth 
and you have a hole, you’ll realize how important it is to fill any 
holes.  
 
Second, you have to plan out your resources. On the coming pages, 
you’ll see all the stuff that we put into our teleseminar sequences. 
Whether you’re doing live events, seminars, mailing postcards or 
direct mail, a lot of stuff goes into all of that. You need to learn to 
effectively allocate your own time as well as the time of your staff. 
You need to know when you need to have materials to the printer, 
when you need to know your drop dates, the best timing for your 
mail outs and all of these different moving pieces.  
 
This will also keep your partners in line. Maybe you’re working 
with joint venture partners or have other people emailing on your 
behalf – these people can be some of the worst in the world! We 
were doing a call last week with someone and the day of the call, 
he says, “Oh! We have a call today?” So, without this calendar, 
joint venture partners will most definitely forget.  
 
Now let’s take a look at all the stuff we have to finish in order to 
make these teleseminars happen. Here are the things we take care 
of for ONE teleseminar sequence.  
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Using The Calendar To Run Your 
Teleseminar System 
 
Below is the list of all the moving pieces that need to be completed 
for one teleseminar event. Take a look at our checklist as well as 
the examples of each piece on the following pages. 
 
! Registration Page 
! Thank You Page 
! What You Get Page 
! Application Page 
! Shopping Cart Links 
! Promo Email #1 
! Promo Email #2 
! Promo Email #3 
! Reminder Email (day of) 
! Reminder Email (15 min before) 
! Encore Email #1 
! Encore Email #2 
! Replay Email #1 
! CD Replay Of Call Sent To Select List 
! Postcard Promotion Sent To List 
! Newsletter Insert 
! Last Chance Video 
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Call Registration Page 
 
 
 

 
Notice that a lot of design goes into this page. We need to attract 
people to the call with sharp design and easy-to-locate buttons.  
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Call Registration Page (cont) 
 
 
 

 

 
This is the bottom of the registration page. Here, you’ll notice 
there’s an email form and space for first, last name and phone 
number. All of that goes into InfusionSoft so we can trigger their 
reminders for later. We always offer a digital reward in return for 
their emails. Many of you who are best-selling authors can give 
away free copies of your digital chapter for free. Then offer a 
physical copy in exchange for their mailing address and the other 
information listed on the application/shopping cart pages. 
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Thank You Page 
 
 
 

 

 
 
 
Once you fill out that registration form from the previous pages, 
you’ll be directed to this Thank You page. We don’t want people 
to go through all the trouble to fill out a form and get some random 
InfusionSoft “thanks for filling this out” page. So we send them a 
personal thanks and welcome and give more information on what 
to expect. It’s really important to reassure people of their purchase! 
Absolutely crucial. We’re all a little unsure of purchases made 
online without personal connection. This eliminates that worry.  
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What You Get Page 
 
 
 

 

 
 
 
This is designed to showcase all the stuff you’ll get with our 
promotion. It’s important to design this well, again, to show clients 
and potential clients what they can achieve by linking up with you. 
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What You Get Page (cont) 
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Application Page 
 
 
 

 

 
 
We do a 2-step checkout process. For any of you selling online, or 
even doing leads online, we suggest this 2-step process. This 
increases your odds of collecting data. If you have a single step, 
where all their information is needed, it’s much easier for the 
potential customer to walk away without giving you anything. The 
first form doesn’t have any credit card requests on it. This makes it 
less intrusive. We simply ask for name, email, address and 
sometimes felony information. When they hit submit, that tags 
them as an applicant to that program.  
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Shopping Cart Page 
 
 
 

 

 
 
Applicants will immediately be redirected to this page where they 
are asked for their credit card information. If they don’t fill out this 
shopping cart: maybe they got scared, maybe they didn’t want to 
give their card online. Whatever the reason, InfusionSoft will send 
triggers to our sales team that informs us of applicants that didn’t 
complete the purchase. That way, our sales team can contact these 
leads and help convert the lead. That will lead them to the follow-
up sequence, shown below.  
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Promo Email #1 
 
Sent: Thursday Before Call  
 
Subject: Your final chance in 2012 to join me in Orlando to be 
on TV! 
 
Hey ~Contact.FirstName~,  
 
Are you ready to be seen as one of America's PremierExperts®?  
 
We think you are and we'd like to showcase your brand on the next 
season of America's PremierExperts® TV show, filming in 
Orlando. We are excited to bring Media, Marketing and PR 
GUARANTEED to both you and your business and get you off on 
the right foot for 2013!  
 
As you've probably seen, I've produced a TON of TV shows. I've 
helped well over 300 of my clients get their place in the spotlight 
and be interviewed on shows that have appeared on ABC, NBC, 
CBS and FOX affiliates around the country, and even on CNN, 
FOX News, CNBC and MSNBC from coast to coast.  And you'll 
also notice that I KEEP ON DOING IT.  Why?  Because it really 
works!  I had a client email me not long ago telling me that when 
she added the clip of her being interviewed on America's 
PremierExperts® TV show to her marketing, her income tripled!  
 
Now, we can't all expect 300% growth in our income, but I do 
know the strategy works, because I've used it over and over again, 
and so have my clients.  The bottom line is you've got to have 
media credibility to get people to listen these days, and I've got an 
amazing way for you to do it on my next show.  
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Of all the TV shows I work on throughout the year, our signature 
television series, America's PremierExperts, may be the most 
fulfilling, for me personally, and now's the exciting time when we 
figure out who our next big guests are going to be!  
 
America's PremierExperts is the show we produce to offer business 
owners, entrepreneurs, and professionals like you an exclusive 
opportunity for further exposure and growth in the marketplace, 
and right now we're finalizing the latest round of guests for our 
next show in Orlando!  This show will be seen on ABC, NBC, 
CBS and FOX affiliates around the country - and I'd love for you 
to join me on my call next Tuesday with my partner, JW Dicks, so 
we can give you all of the details you need to be a part of this 
production. Clear your calendar, and register NOW for next 
Tuesday's big call:  
 
Tuesday, October 2nd, at 2:00pm Eastern / 11:00am Pacific  
 
CLICK HERE TO REGISTER NOW!  
 
• On the call you'll learn:  
• Just how the TV show generates instant - and lasting - 

recognition  
• The Secret Formula for Media Success  
• The Business Trifecta that will explain why Media and PR 

don't work for most people  
• Why my first media feature in the New York Times was a 

flop because I didn't know how to leverage it 
• How you can learn more than 30 ways to use any media 

appearance in your marketing  
• And much, much more!  
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But you've got to be on the call to learn all of this great stuff. In 
fact, click on the link below NOW to register for our informative - 
and fun - call:  
 
Tuesday, October 2nd, at 2:00pm Eastern / 11:00am Pacific  
 
CLICK HERE TO REGISTER NOW!  
 
I wish we could feature everyone who deserves the title a place on 
America's PremierExperts, but unfortunately, there are only a 
limited number of interview subjects for the show that we are 
taping in Orlando, and we already have some of them 
reserved.  Do yourself a favor and get the inside edge by joining 
my Celebrity Branding Agency co-founder JW Dicks, and me, 
tomorrow as we explain all of the benefits of appearing on the TV 
show that officially presents you to the nation as one of America's 
PremierExperts!  
 
Tuesday, October 2nd, at 2:00pm Eastern / 11:00am Pacific  
 
CLICK HERE TO REGISTER NOW!  
 
Dedicated to Bringing Out the Celebrity in You!  
 
Nick  
 
P.S.  All of your questions about America's PremierExperts will be 
answered on my call.  Whether or not you have ever been on a TV 
show before, I don't want you to miss out on this 
opportunity!  Tuesday, October 2nd, at 2:00pm Eastern / 11:00am 
Pacific  - CLICK HERE TO REGISTER NOW!  
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Promo Email #2 
 
Sent Day Before Call 
 
Subject : ~Contact.FirstName~, Ready To Go Out With A 
Bang In 2012? 
 
Dear ~Contact.FirstName~,  
 
Are you ready to be seen as one of America's PremierExperts®? 
We think you are and we'd like to showcase your brand on the next 
season of America's PremierExperts® TV show, filming in 
Orlando. We are excited to bring Media, Marketing and PR 
GUARANTEED to both you and your business and get you off on 
the right foot for 2013!  
 
As you've probably seen, I've produced a TON of TV shows. I've 
helped well over 300 of my clients get their place in the spotlight 
and be interviewed on shows that have appeared on ABC, NBC, 
CBS and FOX affiliates around the country, and even on CNN, 
FOX News, CNBC and MSNBC from coast to coast.  And you'll 
also notice that I KEEP ON DOING IT.  Why?  Because it really 
works!  I had a client email me not long ago telling me that when 
she added the clip of her being interviewed on America's 
PremierExperts® TV show to her marketing, her income tripled!  
 
Now, we can't all expect 300% growth in our income, but I do 
know the strategy works, because I've used it over and over again, 
and so have my clients.  The bottom line is you've got to have 
media credibility to get people to listen these days, and I've got an 
amazing way for you to do it on my next show.  
 
Tomorrow! October 2nd at 2:00pm Eastern / 11:00am Pacific  
CLICK HERE TO REGISTER NOW!  
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We'll be talking about how our show attracts the kind of attention 
that will work for you time and time again, and how America's 
PremierExperts® has enhanced the careers of the business owners, 
entrepreneurs, professional speakers, teachers, lecturers, authors, 
professionals and corporate CEOs who have appeared on previous 
editions of the show. This will be a call you won't want to miss, 
with important information that can transform your branding, your 
public awareness, and even your life.   
 
If you've ever wondered what you could do to rise above your 
competitors and have your voice heard over the national media 
noise, join me for our upcoming call to secure your spot on 
America's PremierExperts in Orlando - so register NOW:  
Tomorrow! October 2nd at 2:00pm Eastern / 11:00am Pacific  
 
CLICK HERE TO REGISTER NOW!  
 
The sooner you can register, the better - just like the spots are 
filling for our next taping of America's PremierExperts, so are the 
lines for this call, and I want you to be able to join us!  
 
And speaking of the show, on this call you'll learn exactly how 
we're selecting the guests for our taping in Orlando.  Jack and I are 
actively seeking experts in every field for discussions that will 
reveal your unique skills, and I'll be providing information on our 
call about what you need to do to be one of our selected interview 
subjects.   
 
America's PremierExperts is a show that sparks interest in our 
guests from all media, and now is the perfect time for you to have 
your unique skills and knowledge showcased on ABC, NBC, CBS 
and FOX affiliates around the country.   
 
Don't miss this call!!  Register NOW:  
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Tomorrow! October 2nd at 2:00pm Eastern / 11:00am Pacific  
CLICK HERE TO REGISTER NOW!  
 
We'll see you tomorrow!   
 
Nick  
 
P.S.  Our call will answer all of your questions about appearing on 
a TV show (and how easy it can be!).  I don't want you to miss out 
on this opportunity!  Tomorrow, October 2nd at 2:00pm Eastern / 
11:00am Pacific - CLICK HERE TO REGISTER NOW! 
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Promo Email #3 
 
Sent Morning of Call 
 
Subject: ~Contact.FirstName~, It's D Day - Will You Be Our 
guest expert on NBC, CBS, ABC and FOX? 
 
Dear ~Contact.FirstName~ 
 
I've got to get ready for my call this afternoon with Jack, but I 
promised I'd send out one more e-mail in case you haven't 
registered yet!  You don't want to miss this chance to be on our 
exclusive TV show, America's PremierExperts, filming in Sunny 
Orlando, Florida so make sure you click on the link to register, 
NOW! 
 
Today! October 2nd at 2:00pm Eastern / 11:00am Pacific 
CLICK HERE TO REGISTER NOW! 
 
Today's conversation will reveal the benefits of being interviewed 
on a professionally produced television show seen on ABC, NBC, 
CBS and FOX affiliates around the country- and we promise you'll 
learn how you can be one of the selected few appearing on the 
show when you register and join our call!  
 
I can't wait to get started on the actual shooting, but it's important 
for Jack and I to give you the information you need about 
appearing on the show before we shoot in Orlando.  Our call today 
will talk about what you can do to secure your spot on America's 
PremierExperts - along with some other great advice on new ways 
you can magnify your Celebrity Brand. 
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On the call you'll learn: 
• Just how the TV show generates instant - and lasting - 

recognition 
• The Secret Formula for Media Success 
• The Business Trifecta that will explain why Media and PR 

don't work for most people 
• How and why my first media feature in the New York Times 

was a flop because I didn't know how to leverage it 
• How you can learn more than 30 ways to use any media 

appearance in your marketing 
• And much, much more! 

 
But you've got to be on the call to learn all of this great stuff. In 
fact, click on the link below NOW to register for our informative - 
and fun - call: 
 
Just click on the link below NOW: 
 
Today! October 2nd at 2:00pm Eastern / 11:00am Pacific 
CLICK HERE TO REGISTER NOW! 
 
Okay... my time's running short, and I want to be sharp for you 
later today.  Get ready for a tremendous conversation that I 
guarantee can open new doors for you.  If you've ever wanted the 
notoriety you deserve, and you've believed that you should be seen 
and known by people around the country, we want you to be 
named one of America's PremierExperts. 
 
It's just takes one click to get started, so register NOW!  
Today! October 2nd at 2:00pm Eastern / 11:00am Pacific 
 
I hope you'll join me later today!  
 
Nick  
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Reminder Email – Day Of 

 

 
Subject: [Call reminder] Today is the day you can make the 
decision to be a guest expert on my TV Show and get on NBC, 
CBS, ABC and FOX affiliates around the country!  

Hey ~Contact.FirstName~,  

Just a reminder about the special call where Jack and I will reveal 
the benefits of being interviewed on a professionally produced 
television show seen on ABC, NBC, CBS and FOX affiliates 
around the country- and we promise you'll learn how you can be 
one of the selected few appearing on the show when you join our 
call!   

Be sure to tune into the call THIS AFTERNOON!  

REVEALED: How to become a Celebrity Expert, and learn how 
to be on my TV Show and get on NBC, CBS, ABC and FOX 
affiliates around the country!  

FREE Call on how to be a guest expert on my TV Show and get 
on NBC, CBS, ABC and FOX affiliates around the country!  

TODAY! Tuesday October 2nd  

2:00pm Eastern / 11:00am Pacific  

Call Information  

Phone Number: 321-354-6946  
 
PinCode:  627705#  

If you have any issues connecting to the call, please 
check http://instantteleseminar.com/local/ for your local call in 
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number.  

If you are calling in via Skype, please follow the instructions 
here, http://instantteleseminar.com/skype/ to connect.  

Dedicated to creating opportunities for your success,  

Nick  
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Reminder Email – 15 Minutes Before Call 
Subject: It Starts in 15 Minutes! 

Hey ~Contact.FirstName~,  

Just a reminder that the special call with Jack, and I starts in 15 
minutes!  

On the call we'll reveal How to become a Celebrity Expert, and 
learn how to be on my TV Show and get on NBC, CBS, ABC 
and FOX affiliates around the country!  

TODAY! Tuesday October 2nd  

2:00pm Eastern / 11:00am Pacific  

Call Information:  

Phone Number: 321-354-6946  
 
PinCode:  627705#  

If you have any issues connecting to the call, please 
check http://instantteleseminar.com/local/ for your local call in 
number.  

If you are calling in via Skype, please follow the instructions 
here, http://instantteleseminar.com/skype/ to connect.  

Dedicated to creating opportunities for your success,  

Nick  

 
 
 



	  

	  
25	  

Replay Email 

Subject: [Replay inside] Time is running out to learn how you 
can get on NBC, CBS, ABC and FOX affiliates around the 
country! 

Hey ~Contact.FirstName~,  

If you missed out on the call where my partner Jack and I told you 
about the opportunity to be on on America's PremierExperts®TV 
Show, I'm going to give you another shot at it.  

If you want one of the guest appearances on the show, make sure 
you listen now and apply asap!  If you'd like to listen to the call 
again click here to listen now!  

If you're ready to be on America's PremierExperts® TV show that 
will air GUARANTEED on NBC, CBS, ABC and FOX affiliates 
around the country to build your business and your income, click 
here now to apply for one of the spots!  Before it's too late!  

Dedicated to bringing your success!  

Nick  

P.S. - Remember, if you want one of the guest appearances on the 
show, make sure you listen now and apply asap!  If you'd like to 
listen to the call again, click here to listen now! If you're ready to 
be on America's PremierExperts® TV show that will air 
GUARANTEED on NBC, CBS, ABC and FOX affiliates around 
the country, to build your business and your income, click here 
now to apply for one of the spots! Before it's too late!  
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Teleseminar CD Mailing 

	  
	  
We send these out in clear, clamshell cases. With the photos on the 
CD, you’ll recognize that the CD is from us. We include the 
number that tracks calls specifically generated from this CD mail 
out. That way, we know how well we did with it. On the back, we 
include a yellow sticky note that says, “From the desk of Nick 
Nanton. We only have a few slots left in this show. We want to let 
you know about it, give us a call at…” and Nick signs it and says, 
“Lindsay, please make sure this gets to [Name]. Here’s his best 
address.” That makes it look handwritten.  
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Teleseminar Postcard Mailing 
 

 
	  
 
On this postcard, we include testimonials and theme those 
testimonials for whatever the promotion is. So, if we’re doing a 
dental product, we make sure we have dentist’s testimonials. So 
make sure if you’re sending something to a specific market, that 
you have testimonials from that market. If you’re targeting senior 
men, don’t include testimonials from senior women. If your 
targeting women for fitness, don’t have a buff dude giving 
testimonials.  
 
Include personality in all of your marketing, like photos of yourself 
and photos from tv shoots, etc. Keep in mind, you need a caption 
for all photos. They won’t just understand by looking at it. Even if 
it’s just a photo of you, have your name under it.  
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Plan Your Next Event Driven Marketing 
Campaign 
 
Create an event for your business, whether it be a sale, a 
presentation or a workshop. Then follow the checklist for each step 
of the planning process. Check off each element when it’s 
completed.  Follow this guideline any time you put an event on 
your business calendar.  
 
What event will you be planning? When is the event scheduled? 
Write your event on the calendar provided in this manual  
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
"     Copy 
 
What marketing materials will you plan to use for this event? 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
When do you need your copy completed by? Mark this date on 
your calendar as well. 
 
______________________________________________________ 
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Who will you delegate this task to? 
 
______________________________________________________ 
 
______________________________________________________ 

 
"     Design  
 
What elements will you need design work for? 
 
______________________________________________________ 
 
______________________________________________________ 
 
When do you need your design completed by?  
 
______________________________________________________ 
 
Who will you delegate this task to? Who will you hire to complete 
the task? 
 
______________________________________________________ 
 
______________________________________________________ 
 
"     Print 
 
When do you to send your marketing elements to the printer? By 
when do you need to receive your printed materials? 
 
______________________________________________________ 
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Who will you delegate this task to? What printing resource will 
you use? 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
"     Mail 
 
When do you need to send out your direct mail and/or email 
marketing materials?  
 
______________________________________________________ 
 
Who will you delegate this task to?  
 
______________________________________________________ 
 
______________________________________________________ 
 
"     Response 
 
What will be your response mechanism?  
 
______________________________________________________ 
 
Who will be responsible for taking care of these responses?  
 
______________________________________________________ 
 
 
 
 



	  

	  
31	  

"     RSVP 
 
When do you need RSVP’s?  
 
______________________________________________________ 
 
Who will be in charge of the guest list?  
 
______________________________________________________ 
 
______________________________________________________ 
 
"     Post-Event Sequence 
 
When will you send your follow-ups to the event? How often?  
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
What is your plan for follow-up? 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
Who will you delegate this task to? 
 
______________________________________________________ 
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Using Big Events To Connect With 
Clients 
 
Alright, now we’re going to talk about personality-driven 
marketing to the extreme. This is for those people that think, “I 
don’t have anything to say! I don’t have any content. No one wants 
to hear my stuff!” This whole section is for you! 
 
You’ll notice Nick Nanton on the following page. Last year, Nick 
spoke at a plastic surgeon’s conference in Hawaii. So, while they 
were in Hawaii, they knew it would be a great opportunity to not 
only tell people they were there but also to tell them about 
something else clients should be a part of.  
 
They’re basically saying, “Hey! We travel the world. We do all 
these really cool things. You should do all these cool things with 
us as well.” 
 
So, while we were in Hawaii, we designed this before they went to 
Hawaii, got them printed, brought the postcards with them and 
dropped them from the hotel in Hawaii so they could have the 
Hawaii stamp on it. 
 
It’s a “we wish you were here” card, something we love to get 
from our friends and family. That’s why we sent it. On the back of 
the postcard, it reminds clients about the Kentucky Derby 
opportunity with us. So, we’re saying, “Hey, you may have missed 
Hawaii with us but you can still join in during the Kentucky 
Derby!”  
 
Any big event is an opportunity to utilize a tool like this.  
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Nick And Jack In Hawaii Postcard 
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Nick And Jack In Hawaii Postcard 
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Using Holidays To Connect With Clients 
 
This next postcard was probably one of the most fun and corny 
things that I’ve done. It seems too corny but it really connects with 
your audience. This was a Thanksgiving message that we sent out 
in our newsletter envelope. You can see our corny little pilgrim 
hats that Nick, Jack, Lindsay and I wore. This is the design of our 
newsletter envelopes.  
 
All we did was have our designer put the corny little hats on there 
and the big clipart turkey. But inside, (which you’ll see on the next 
page) we had our staff take a picture in the beginning of October, 
because we planned it out in advance. It was just a quick way to 
say “Happy Thanksgiving from our family to yours.”  
 
You see Nick and myself and all of our staff behind waving, being 
goofy and having a good time. You’ll then see the message that we 
included in this Thanksgiving card. This goes back to personality 
driven marketing and knowing your brand. So, in the card, we are 
trying to relate clients to Thanksgiving AND our business.  
 
In that package, we included a DVD with a sales message to join 
us in Mexico. So, we hit you with a card that lets you know we’re 
thinking about you and then send you that special message while 
we have you wrapped up in our Thanksgiving greeting.  
 
Do not miss the opportunity to sell in these greetings and Holiday 
efforts.  
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DNA Thanksgiving Card 
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DNA Thanksgiving Card 
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DNA Thanksgiving Card 
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Deb Cheslow Christmas Card 
 

 
 
This postcard is from one of our clients, Deb Cheslow. She did an 
amazing job with this. It’s just a simple Christmas card. But she 
sent it, it arrived on time and the best part? She put an offer inside. 
And she had lots of people take her up on that offer.  
 
To take this concept to the next level by maybe including a holiday 
or themed coupon code.  
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Deb Cheslow Christmas Card 
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Deb Cheslow Christmas Card 
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Using Your Personal Life to Connect 
With Clients 
  
The following is a really cool direct mail piece. This was from our 
Bestsellers Summit. I wasn’t there because we were having a baby! 
So I put this in the mail. I wrote it from my son’s perspective and 
voice. It’s a very powerful thing to do.  
 
We use a young, handwritten style font in places, did his little 
footprint signature at the bottom, and the whole thing is just “Sorry 
that my daddy missed the summit!” 
 
We played along with the entire baby theme. He was less than a 
week old when we took that picture. We just took a little onesie 
and used sticky letters to say, “Future Bestseller” since this went to 
bestselling authors who were at the Bestseller’s Summit. Follow 
along with your theme! 
 
People also really related with this. 99% of my clients that I 
encounter ask me how my son is doing because they feel 
connected. These kinds of pieces are a conversation point.  
 
Jack did the same thing for Halloween. He took pictures of him 
and his granddaughter at Disney World’s Not-So-Scary Halloween 
Party to share with clients. 
 
Same thing with the attached 7 Lessons article. I thought, “What 
can I write about?” Well, I was dealing with fatherhood so I wrote 
about what I knew. And that connected me with my audience even 
more. I got an email from a client that said, “Hey, excellent article 
on the 7 Lessons you wrote recently. My wife intercepted it, 
highlighted a few parts and then woke me up to a welcoming 
presentation of it. Congratulations on your new baby!”  
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This guy will be a fan forever. (and his wife too!) So think about 
ways to integrate your life. You’re a real person who just happens 
to do marketing. Be authentic. 
 
You’ll also see Mike Reese’s ads. He’s a financial advisor and 
does an incredible job using his dog, Charlie. He has a TV show 
that airs locally in his market. He brings Charlie on there and 
Charlie is sort of the mascot for his brand.  
 
He also has these little cardboard cutouts that he and his clients 
take on vacation. So you’ll see Charlie skiing, hanging in the city 
and there are literally hundreds of these photos from all over the 
place!  
 
Take a look at the examples on the following pages and try to use 
them in your own business. Use pets, use kids, use anything that 
you possibly can to connect with your audience and send stuff out.  
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Colten Direct Mail Piece 
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JW and Kendal At Disney 
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Greg Using Colten In A Newsletter Article 
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Greg Using Colten In A Newsletter Article 
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Greg Using Colten In A Newsletter Article 
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Mike Reese And Charlie 
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What Can You Promote This Month? 
 
Think of sales and promotions, personal events, current popular 
events or holidays to help you come up with 4 reasons to connect 
with your prospects and clients. Feel free to use our cheat sheets, 
that list holidays throughout the month. But however you come up 
with them, the point is to just connect with your clients! 
 
 
What are 4 reasons to talk to your prospects and clients in January? 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
 
What are 4 reasons to talk to your prospects and clients in 
February? 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
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What are 4 reasons to talk to your prospects and clients in March? 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
 
What are 4 reasons to talk to your prospects and clients in April? 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
 
What are 4 reasons to talk to your prospects and clients in May? 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
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What are 4 reasons to talk to your prospects and clients in June? 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
 
What are 4 reasons to talk to your prospects and clients in July? 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
 
What are 4 reasons to talk to your prospects and clients in August? 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
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What are 4 reasons to talk to your prospects and clients in 
September? 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
 
What are 4 reasons to talk to your prospects and clients in 
October? 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
 
What are 4 reasons to talk to your prospects and clients in 
November? 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
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What are 4 reasons to talk to your prospects and clients in 
December? 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
 
______________________________________________________ 
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Holiday Cheat Sheets 
 
 

  January 
Eye Care Month 
 
Hot Tea Month 
 
National Blood Donor Month 
 
National Braille Literacy 
Month 
 
National Hobby Month 

National Staying Healthy 
Month 
 
National Thank You Month 
 
Oatmeal Month 
 
National Soup Month 
 
National Soup Month 
 

Jan. 8th  Elvis Presley’s Birthday 
 

Jan. 10th  Peculiar People Day  
 

Jan. 12th  National Pharmacist’s Day 
 

Jan. 17th  Benjamin Franklin’s Birthday 
 

Jan. 20th  Inauguration Day 
 

Jan. 23rd  National Handwriting Day 
 

Jan. 29th  National Puzzle Day 
 

Jan. 31st  Jackie Robinson’s Birthday 
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February 
American History Month  
 
American Heart Month  
 
Black History Month  
 
Children’s Dental Health 
Month 
 
International Friendship 
Month 

National Cherry Month  
 
National Embroidery Month 
 
National Grapefruit Month 
 
National Snack Food Month 
 
National Wild Bird Feeding 
Month 
 
Responsible Pet Owners’ 
Month 

Feb. 1st   National Freedom Day 
 

Feb. 2nd   Groundhog Day  
 

Feb. 5th   Disaster Day 
 

Feb. 7th   Send A Card To A Friend Day 
 

Feb. 14th   Valentine’s Day 
 

Feb. 16th   Do A Grouch A Favor Day 
 

Feb. 18th   President’s Day 
 

Feb. 22nd   Be Humble Day 
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March 
American Red Cross Month 
 
Irish-American Heritage 
Month 
 
Music In Our School’s Month 
 
National Craft Month 
 

National Noodle Month 
 
National Nutrition Month 
 
Woman’s History Month 
 
Youth Art Month 
 
National Frozen Food Month 

March 1st    Peanut Butter Lover’s Day 
 

March 3rd    National Anthem Day  
 

March 6th    Dentist Day  
 

March 10th    Daylight Savings  
 

March 14th    Albert Einstein’s Birthday 
 

March 17th    St. Patrick’s Day  
 

March 20th    Big Bird’s Birthday 
 

March 25th    International Waffle Day  
 

March 30th  Doctor’s Day  
 

March 31st  Easter 



	  

	  
59	  

  April  
Autism Awareness Month 
 
International Guitar Month 
 
Keep America Beautiful 
Month 
 
National Child Abuse 
Prevention Month 
 
National Frog Month 
 
Stress Awareness Month 

National Garden Month  
 
National Humor Month 
 
National Parkinson’s 
Awareness Month  
 
National Volunteer Month 
 
National Mathematics 
Education Month  
 
National Poetry Month 

April 1st   April Fool’s Day  
 

April 7th   No Housework Day  
 

April 10th   National Sibling Day  
 

April 13th   Scrabble Day  
 

April 15th   Income Tax Day  
 

April 18th   Pet Owner’s Day  
 

April 22nd  Earth Day  
 

April 25th   National Telephone Day  
 

April 26th  Arbor Day  
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  May 
Asthma & Allergy Awareness 
Month 
 
Better Hearing & Speech 
Month 
 
National Physical Awareness 
& Sports Month 
 
National Strawberry Month 
 
Older Americans Month 

National Bar-B-Que Month 
 
National Hamburger Month 
 
National Mental Health 
Month 
 
National Salad Month 
 
National Photo Month 
 
Transportation Month  

May 4th   Star Wars Day  
 

May 5th   Cinco De Mayo 
 

May 6th   International No Diet Day  
 

May 7th   National Teacher Day  
 

May 8th   National Train Day  
 

May 9th   Peter Pan Day  
 

May 12th   Mother’s Day  
 

May 29th   Paper Clip Day  
 

May 30th  Memorial Day  
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  June 
Great Outdoors Month 
 
National Adopt-A-Cat Month 
 
National Drive Safe Month 
 
Zoo & Aquarium Month 

National Iced Tea Month 
 
National Rose Month 
 
National Safety Month 
 
National Tennis Month 
 
Turkey Lovers Month 

June 1st  Donut Day  
 

June 4th   Cheese Day  
 

June 6th   D-Day 
 

June 12th   Magic Day  
 

June 14th   Flag Day  
 

June 16th   Father’s Day  
 

June 17th   Eat Your Vegetable’s Day  
 

June 21st   First Day Of Summer 
 

June 24th  
 

UFO Day  

June 30th  Superman’s Birthday 
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  July  
Anti-Boredom Month 
 
National Blueberry Month 
 
National Hot Dog Month 
 
National Baked Bean Month 

National Picnic Month 
 
National Recreation Month 
 
National Ice Cream Month 

July 4th  U.S. Independence Day 
 

July 6th   National Fried Chicken Day  
 

July 8th   Video Games Day 
 

July 11th   Cheer Up The Lonely Day  
 

July 21st   National Junk Food Day  
 

July 23rd   Day That The Ice Cream Cone Was Invented (1904) 
 

July 26th   Aunt & Uncle Day  
 

July 27th   Bug’s Bunny Day 
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  August 
American Artist Appreciation 
Month 
 
Foot Health Month 
 
Home Business Month 
 
National Catfish Month 

National Inventors Month 
 
National Water Quality 
Month 
 
National Golf Month 

Aug. 1st   MTV Debuted (1981) 
 

Aug. 5th   American Family Day  
 

Aug. 8th   Dollar Day (The Day The Dollar Was Created) 
 

Aug. 11th   Hulk Hogan’s Birthday  
 

Aug. 13th   International Left-Hander’s Day  
 

Aug. 18th   Bad Poetry Day  
 

Aug. 20th   National Radio Day  
 

Aug. 26th   National Dog Day  
 

Aug. 30th  Frankenstein Day  
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  September 
Baby Safety Month  
 
Better Breakfast Month 
 
Cable TV Month 
 
Children’s Eye Health & 
Safety Month  
 
National Piano Month  
 
National Rice Month  
 
National Read-A-New-Book 
Month  
 

Classical Music Month  
 
National Chicken Month 
 
National Courtesy Month 
 
National Honey Month  
 
National Pediculosis 
Prevention Month  
 
National School Success 
Month  
 
National Sewing Month  
 
Women of Achievement 
Month 

  October 
Adopt-A-Shelter-Animal 
Month 
 
Breast Cancer Awareness 
Month 

Family History Month 
 
Computer Learning Month 
 



	  

	  
65	  

 
 
 
 

 
 
 
 

  November 
Aviation Month 
 
Child Safety & Protection 
Month 

Good Nutrition Month 
 
International Drum Month 
 

  December  
Hi Neighbor Month 
 
National Stress Free Family 
Holiday Month 
 
Safe Toy & Gift Month 

Family History Month 
 
Computer Learning Month 
 
Universal Human Rights 
Month 
 
Write To A Friend Month 


