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Mike Koenigs 

Quote #1 

“The program 

that we’re 

going to be 

talking about is 

to really show 

you how to 

think 

differently 

using a world-

wide audience 

as your 

potential 

customers.” 

JA Hey friends, this is John Assaraf, CEO and Founder of Praxis Now where we help 
you achieve your ideal life faster than ever before, and today I’m in studio with one 
of my dear friends, a guy who I MasterMind with and somebody that I respect 
immensely.  His name is Mike Koenigs.  And he is an incredible entrepreneur, 
filmmaker.  He speaks all over the world.  As a matter of fact, ya know, we’re going 
to Australia together.  He’s an author.  He also holds a patent in cross-channel 
marketing technology.  And you might be scratching your head right now 
wondering what in the world is cross-channel marketing technology?  Well, we’re 
going to show you.  Now, Mike is known by, by his friends, especially in our 
MasterMind group, and even in his own company, as the “chief disruptasaurus.”  
And he’s the founder of Traffic Geyser and Instant Customer, and he produces 
products, marketing products for tens of thousands, if not hundreds of thousands of 
small business owners, authors, speakers, experts, coaches and consultants 
world-wide.   

And the reason so many people use him is he simplifies the marketing ideas – the 
ways to capture people to, to walk people through a proper selling process.  And 
he’s got a client list that’s holy mackerel, I mean Paula Abdul, Tony Robbins, Tim 
Ferris, Debbie Ford, we use his programs, my buddy, Brian Tracy, Jorge Cruz, 
Dan Kennedy, Harvey Mackay.  I can go on and on and on.  Needless to say, this 
guy is on the bleeding edge of what you should be at least thinking about, doing, 
and moving your marketing towards.  And he has, I think, worked with Sony, Fox, 
3M, General Mills – all the big boys as well, but he loves working with small to 
medium-sized business owners.  And Mike’s companies have produced product 
launches you may have seen on-line with him bleeding them and really creating the 
cross-market and cross-channel marketing strategies.  His lar-, his largest grossing 
one, I hope you’re sitting, and if you’re driving just pay close attention.   

His on-line, largest grossing launch was $9.1 million, not on the Richter scale, but 
million bucks.  And he also has generated, ya know, millions of dollars in sales 
doing direct to camera live webcasts, almost like a QVC style, selling his products 
and services.  So when I tell ya this guy knows what he’s talking about with selling 
your product or service.  I don’t care if you’re a doctor, a lawyer, an engineer, a 
massage therapist, you provide, you have a restaurant, you sell pebbles on the 
beach.  It makes no difference, okay.  The program that we’re going to be talking 
about is to really show you how to think differently using a world-wide audience as 
your potential customers.  Mike, welcome and thank you so much for doing this 
buddy.  

MF Thanks man.  So nice being here.  It’s, it’s great, in fact.  This is, this is awesome.  
I’m glad to get together before we head on over to Australia to do our speaking 
tour.   

JA Absolutely, and as you can see, is a picture of Mike over there on the right.  And 
this is really about, ya know, you can read that stuff.  I’m not going to read every 
word of it, but this is really about, how do you drive more dollars, dineros, into your 
bank so you could live that ideal life?  And if you have a business, then your job as 
CEO or the Marketing Manager, or whatever position you have in the company, is 
to drive revenues and you’ve got to think outside the proverbial box.  And the world 
has changed; it’s not changing, it has changed.  And if you are not at least getting 
caught up or caught up and ahead of the curve, everybody else will eat your lunch.  
You’ll be out of a job, out of a business, looking for something else to do and your 
excuse is going to be, oh I didn’t know that, or I should’ve changed sooner.  Well 
guess what, I’m going to keep you bringing you the best of the best and keep 
bringing you the stuff that you should be thinking about and doing, and you 
understand my philosophy is either do it or get out of the way because somebody 
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else is going to do it.  Mike, take it away and, and let’s really go through, ya know, 
what you’ve learned with, with working with thousands and thousands of 
businesses.   

“I think the, 

the whole key 

here everybody 

is, I don’t care 

what business 

you have, what 

products you 

sell, what 

service you 

sell, the 

market’s good, 

the market’s 

bad, interest is 

high, interest is 

low, feeling 

blue, feeling 

gray – it 

doesn’t make a 

difference.” 

MK Sure, well, well let’s talk a little about what our friends are going to get here.  And 
number one is we’re going to talk about how to gain access to about six billion 
people.  And it’s like, how am I going to do that.  Well, this is what this is about.  
Next I’ve got a bunch of case studies that I’m going to be sharing.  One of them is 
something I did recently and anyone who’s listening or watching right now whoever 
speaks or goes to live meetings and you get leads that way; either at meetings or 
you speak and you present.  This is how I managed to get 114% of all the people in 
the room to ask for more information.  In fact, I closed a $100,000.00 deal in just 
ten minutes as a result of this.  And I walked out of a room of 202 people with 150 
credit cards.   

JA And so, it, it’s actually fun looking at this.  And everybody’s thinking, how do you 
get 114% out of a 100% audience? 

MK Exactly.  

JA And so this is really interesting everybody.  

MK That’s part of the hook.  

JA I know, I know, but, huh?  What? 

MK It’s going to keep you from putting, putting this in pause.  

JA Right.  

MK That’ll be it.  Also, I’ve got another case study. This is a woman.  She’s actually a 
single, she’s a widow.  She has four kids and with five hours of effort she un-, 
learned the system I’m going to describe today and she managed to build a list of 
521 people in two days and sold 300 of them into a $300.00 program, which is $90 
grand.  And the year before using her traditional marketing method, she sold one 
person into her $300.00 program. So that’s pretty cool.  And also another guy 
who’s name is Chris Bull, it’s how he sold five homes in five weeks.  Again, really 
interesting case study.  And this is in Phoenix where the, as of the moment we’re 
recording this right now, the market has been down over there where the typical 
home was on the market typically for a minimum of four months.  

JA I think the, the whole key here everybody is, I don’t care what business you have, 
what products you sell… 

MK Yep. 

JA …what service you sell, the market’s good, the market’s bad, interest is high, 
interest is low, feeling blue, feeling gray – it doesn’t make a difference.  When you 
understand what we’re going to talk about today and what Mike will share, you 
have no excuses.  

MK Yeah.  
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JA All you got to do is take action.  

“But the real 

reason most 

businesses 

aren’t making 

money is 

‘cause they 

don’t follow 

up.  They don’t 

have a strategy 

for following 

up.” 

MK Right and one thing I will also add is we’ve got clients in 61 different countries right 
now who are using these strategies and our clients are authors, experts, speakers, 
consultants, coaches, a lot of people in real estate, a lot of people in the service 
business.  So businesses… 

JA Doctors, lawyers… 

MK …with inventory, everything, yeah. 

JA …dentists, engineers… 

MK Professionals. 

JA …professionals, solo professionals, at-home moms… 

MK And corporations. 

JA …and corporations.  

MK Yep, yep.  So these are strategies that work for anything, so I’m going to try to give 
you as many examples, as, as you can imagine.  Also this is a big challenge.  I 
don’t know about you John, but the typical email open rate is between eight and 
22% on the high end.  

JA Right.  

MK So this is how to get 90% email open rates, that ought to get your attention.  And 
that’ using something called cross-channeling marketing.  We’ll explain what that is 
in a moment.  And also how to instantly discover the most influential and connected 
prospects.  And the whole idea is if you can identify your most influential and 
connected prospects in real time, what it means for you is you’ll know who to follow 
up with first.  Who to start doing joint venture deals with.  

JA And, and one of the things that, ya know, we discussed, in just our last MasterMind 
meeting is one of the biggest mistakes business owners make.  They do not follow 
up.  And so they’ve got, ya know, whether it’s thousands, tens of thousands or 
hundreds of thousands or millions of dollars, on the table that they’re just leaving 
because they don’t follow-up.  

MK Yeah, I’ll show you a stat… 

JA So awesome.  

MK …that’ll blow you away in a moment.  Ya know, I like to open up my presentations 
with “show me the money.”  So right now we’re going to show you the money – 
where you’re leaving money on the table. Because a lot of businesses, they think 
that the reason they’re not making as much money as they should be is because 
they don’t have enough leads, they don’t have enough traffic.  And look, you have 
to have leads.  You have to have traffic.  But the real reason most businesses 
aren’t making money is ‘cause they don’t follow up.  They don’t have a strategy for 
following up.  
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JA And, and that’s whether you’ve got an on-line business, or if let’s say, you’re a 
dentist and, and you don’t have an online business, you might have a 
corporate-looking website.  That’s still a place where traffic comes to, or if you’re 
meeting people and people are coming to your office, okay, and there’s brochures 
there, that’s part of the whole marketing, I guess, global thinking you’ve got to get 
to, right? 

“A channel is a 

way to 

communicate, 

a way to 

capture a lead, 

or a way to 

deliver a sales 

message.” 

MK Right, yeah in fact… 

JA Okay.  

MK ...I’ll just put it this way, the illusion that people have been living under since about 
ah, let’s say, 1999, but ya know, basically since probably the early 2000’s is that, 
ya know, you have to focus all your energies on, on-line, on-line, on-line.  And the 
fact of the matter is what I’m going to talk to you about today is something that 
integrates on-line and off-line and the amount of money you can generate, and the 
quantity and the quality of leads you get when you focus on a combination of 
on-line and off-line.  That’s where the big money is.  And you look at this.  This is a 
good example. MIT found in a study they did that leads convert 20 times more 
often when you make contact in five minutes and part of that story when I talk 
about how I generated 114% of all the room and converted them into leads.  This is 
an exact application example of that.  So, I hope by now you’re sitting on the edge 
of your seat saying okay, now how do I get there?  So we’ll give you a little bit of a 
back story first.  The first thing you need to know is this isn’t about technology.  It’s, 
ya know, yes I love technology. 

JA Yeah.  

MK And you know me, John, I’m kind of a geek.  

JA Big geek.  

MK My background’s in programming.  Yeah, my wife says so too, but, although 
technology is important, understanding that you have to have a system, you have 
to psychology in place, this is where the money’s made and the psychology of 
selling has to do with knowing that your prospect feels as if you really care of them, 
feels as though you’re following up, and you understand their business.  And that’s 
a big part of how this whole system works and works so well.  So, ultimately what I 
want to deliver for you today is a way to get three times more leads, gain three 
times more attention and ultimately generate three or more times in sales.  And I 
think, I know this is a big promise to make, but when you just see this it follows a 
logical progression that’s going to make big sense to you.  And what I love to say is 
the Internet’s too small.  

JA [Laughter]  That’s almost an oxymoron, what do you mean, the Internet’s too small.  
It’s the world-wide net.  

MK Yeah.  

JA Or the world-wide web.  So. 

MK That’s where cross-channeling marketing falls in place.  So if you look at all these 
communication channels, as we watch these slides fall into place.  A channel is a 
way to communicate, a way to capture a lead, or a way to deliver a sales message.  
So we’ve got email, we’ve got mobile text voicemail, direct mail, social media, 
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maybe using audio or video emails.  But the idea is the more channels you have, 
the more money you make, if it’s used properly.  So if you look at the stats right 
now, there’s roughly two billion Internet-connected desktop and laptop computers 
in use worldwide, okay.  Which is mind-blowing.  In fact I was just looking at a stat 
this morning and this came from a new site that I found it’s called visual.ly and they 
said there are 1.5 billion televisions in the world.  

“These are the 

tools you have 

available to 

you and this is 

how you need 

to be 

thinking.” 

JA Wow.  

MK Okay?  So there’s more computers now, and if you take into account all the iPads 
and phones and smartphones, there’s a lot more of those.  I mean I’ve been saying 
for a while that I believe broadcast television is dead.  Okay, it doesn’t even know 
how irrelevant it is, but they’re going to wake up one day and it’s like, uh-oh… 

JA What happened? 

MK …it’s gone.  Yeah.  

JA Yeah.  What, what does that saying, says there’s those who watch it happen, those 
who make it happen, and those who wonder what happened? 

MK What happened?  Right.  

JA And we’re going to show you how to make it happen for your business.  And by the 
way, for those of you who don’t have a business and you’re thinking of getting into 
business and I know many of you are like that who are clients of ours, is this is the 
way you have to think, and so you’re getting a, a phenomenal education right now 
on, okay great, if I’m going to start my own, ya know, small business or Internet 
business or side business or whatever.  These are the tools you have available to 
you and this is how you need to be thinking.  And if you recall, there’s three things I 
always teach you.  One is your mindset, two your strategies and tactics, three your 
systems and processes to leverage yourself, and that’s what we’re going to be 
talking about today.  

MK Yeah, and in fact, roughly half of my clients and customers are people who use our 
tools to start their own businesses.  So. 

JA Oh great, okay.  

MK That’s pretty interesting.  So here’s another great stat-, six billion mobile phone 
subscriptions in use by the end of 2012, over 80% of the world population.  Okay, 
that’s according to the International Telecommunications Union, but check this out, 
by 2015 there will be 15 billion devices connected to the Internet.  That’s two for 
every single person on the planet – 130 million people with devices connected to 
the Internet who don’t even have electricity.  And when we were sitting here 
brainstorming today, you said, you start talking about a Maasai warrior holding a 
cell phone.  We found this picture on-line, but that’s an example of, ya know, my 
wife’s foundation, when we were in Uganda three years ago, I was visiting a village 
in Uganda where there’s no electricity, there’s no running water and the chief had a 
mobile phone.  

JA Yeah, amazing.  
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MK It was like the most. Nokias.  Now when I went back this past year, I was driving 
along. We were in a vehicle and virtually everyone alongside the road is walking 
along and they’ve got a mobile phone now.  In fact a lot of them had smartphones 
and they’re checking into Facebook and they want to connect with you via 
Facebook.  

“So the point 

this, what is 

very important 

is people 

around the 

world are using 

their mobile 

phones to get 

education 

now.” 

JA Wow.  

MK So they call us the, the, they call us Mazoongo over there, which means “fortune 
ones.” 

JA Mazoongo. 

MK Mazoongo.  And, but they want to stay in touch with Mazoongo.  So anyways, the 
point being, you look at this worldwide that 130 million people who don’t have, I 
mean they go 5 km, 10 km either walk or peddle to a solar panel to charge their 
phone.  So the point this, what is very important is people around the world are 
using their mobile phones to get education now.  

JA Love it.  

MK And with…yes. 

JA And, and now, Mike was just reminding me of, of Wayne Gretzky, I met him many, 
many years ago when he played for the Edmonton Oilers, and he was questioned 
on ya know, why, why do you think, ya know, you do so well as one of the greatest 
hockey players of all time and he came up with an amazing great line that, that’s 
one of his most quoted quotes.  He says, “I don’t go where the puck is, I go to 
where the puck is going to be.”  What you’re seeing right now everybody is where 
the puck is going to be.   

MK Yeah.  

JA And so you don’t have to know all of it right now, but you’re getting a vision of what 
Mike is using every day, what we use, what some of our friends use who make 
millions of dollars every year, okay, and we, we want to help you move your 
business to one more tool, one better strategy, one better tactic at a time.  But this 
is where it’s going, so you’re, you’re not going to have a choice if you want to be 
alive and thrive in the future.  

MK No doubt about it.  Well here’s one thing that’s interesting – 96% open rate for text 
messages, emails 8% to 20%.  Well, a good example is think about it?  What’s the 
one thing you have by your bed?  What’s the one thing you carry with you 
everywhere you go? 

JA My gun.  No I’m just kidding.  

MK That’s a good deal.  

JA By my bed?  Like my, my clock? 

MK Your phone.  
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JA I don’t have my phone by my bed.  

“So the big 

problem right 

now that most 

businesses 

have is that 

they only have 

a single 

marketing 

channel, and if 

you’re limiting 

yourself to that 

right now, 

you’re dead in 

the water and 

I’ll prove that 

to you very 

shortly.” 

MK You don’t, really? 

JA Oh no way.   

MK Virtually everyone I know these days.  

JA My wife does.  My wife does.  

MK Okay.   

JA I do not.  

MK I know there was a, there was actually a, a poll taken in, in the UK and people were 
asked, what would they rather give up, their phone or their car?  Now I don’t know 
if this would pass in the U.S., but all, ya know, virtually all of them said they’d give, 
give up their vehicle.  

JA I, I would give up my phone.  

MK Before their phone.  Okay. 

JA Only because people call me so much. 

MK Yeah.  

JA And I’m on it so much.  I say no.  

MK I’ll have to sha-, I’ll have to show you my, my voicemail strategy.  

JA Okay, all right. 

MK That prevents that from happening.  But I understand.  

JA Yeah, I agree.  

MK But the point being, you look at the stats.  Who ignores their mobile texts?  So the 
big problem right now that most businesses have is that they only have a single 
marketing channel, and if you’re limiting yourself to that right now, you’re dead in 
the water and I’ll prove that to you very shortly.  But the ultimate goal is, this is 
more channels equals more money.  So let’s take a look at this.  Oh, and the brief 
story, the only reason I put this is up is, you know this John, I’ve been spending the 
past seven years that I’ve been on-line just building tools that simplify and make 
marketing easier, and part of what I’m going to show you today I’ve dedicated, I’ve 
invested now, it’s actually closer to $2.6 million three years and I’ve got a patent on 
a system that solves, what I believe, are the biggest problems that almost every 
business has.  So, let’s go through the ways that people are using to build lists 
today.  The typical strategy if you’re one line is you have a lead capture page.  So, 
this little page that you’re looking at right now is a page that has converted at 
57.6%, so part of our, our research that we did is we figured out what colors and 
what formats ca-, cause people when they visit a page to add, ya know, basically 
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put their name and email address so you capture those leads.  And if you talk to 
anyone who’s on-line these days, if you’re getting anywhere from 20% to 30-some 
percent that’s considered a good lead capture page.  So, lead capture, very critical 
tool in your arsenal, but this is a channel.  Another channel that you want to look at 
is using mobile text.  And for example one of the strategies, and I’ll show you some 
real examples to this is if you could say to someone, hey text your name and email 
address to subscribe to a campaign, what this would allow you to do is capture a 
lead.  And we have a, a technique, we call it the “networking without a business 
card.”  So the whole idea is if you meet someone, instead of exchanging a 
business card, say why don’t you text your name and email address to this phone 
number.   

“So the whole 

idea is if you 

meet someone, 

instead of 

exchanging a 

business card, 

say why don’t 

you text your 

name and 

email address 

to this phone 

number.” 

They’re immediately added to a campaign and then they receive a mobile text and 
an email and even a voicemail.  So whole deal is, they’re getting an instant 
immediate response and that can also be interactive.  Well another way, ya know, 
you can’t take for granted how powerful the phone is.  So what if you had a way 
where someone could actually call a number and say their name and email 
address and receive instant information, and part of this was modeled after two 
people I consider mentors.  One of them is Chet Holmes, who made a fortune 
doing radio ads.  And part of what gave me the inspiration to create some of the 
systems I’ve been building was when I heard how much money he was making 
using, at the time, conservative talk radio.  People would call, and the whole deal is 
you’d call and ask for a free chapter of his book.  I thought, what is, if there’s a way 
to automate that.  ‘Cause I didn’t want to have, what amounted to, a boiler room of 
40 people answering the the phones.  

JA He had, he had over 100 at one point, yeah.  

MK It’s crazy. Okay.  I didn’t want the overhead, I wanted to automate it.  So I just went 
out and I found out the best voice recognition technology that I, I found in the world 
at the time and, and basically created a voice auto responder, and also modeled, 
our, our mutual, Joe Polish, who’s been using the free recorded message for years.  

JA Right.  

MK Okay.  Now he created and used this strategy in the carpet cleaning business, but 
it worked for virtually any business where someone can listen to anywhere from a 
30-second to a 3-minute or longer voice message and then leave their contact 
information, but it prequalifies them.  So, very powerful strategy.  Another one, this 
is, I’m going, you see these everywhere now – QR codes.  So the whole idea is 
you can scan a QR code and what happens is you can join a list, you can get more 
information, you can get sent to a web page, it will initiate a phone call, it will initiate 
an email.  But this is a very, very effective strategy for capturing leads.  And I’ll give 
you a case study here.  There’s a woman, her name is Kristen Moore.  So she is a 
widowed mother of four kids, no technology background at all, and what she does 
is she does gymnastic class, classes in the summer for kids basically in junior high 
and high school.   

And a year ago, exactly a year ago, what she had done is she when to like a, a, 
like a, basically a mom and dad school event where they were talking about 
gymnastics and showing examples and the whole idea is to get people excited 
about gymnastics.  And there’s typically around 1,500 to 1,900 people in the room, 
so you think there’s probably about 900 families, let’s say, roughly.  So last year 
she just handed out flyers at that event and by the time the event was over, at the 
exact same time as this, as we are this year, she had one person signed up for her 
$300.00 event.  Now this year what she did is she set up these little signs.  And by 
the way she made this sign that you’re looking at and the next one in PowerPoint.  
And she got this entire campaign set up using our tools and a combination of these 
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posters, and you can see it was, it says, text your name and email address, or she 
had the little QR code and you could win gymnastics classes.  And these were 
plastered all over the place at this little event.  Well over a period of two days, she 
captured 521 names and the net result was at the, at five days later, she sent in an 
offer to register for her gymnastics class and she got 300 coup-, or 300 families to 
sign up for her 30, $300.00 event, which totaled $90,000.00.   

“So the point 

of this is, just 

remember how 

powerful a 

strategy it is 

just to make 

sure you’re 

capturing leads 

everywhere you 

go.” 

JA So the year before she made one sale? 

MK $300 bucks.   

JA A year later using some just smart texting technology and some smart marketing… 

MK Right.  

JA …she makes $90,000.00 grand? 

MK And this is, this is a common challenge that, ya know, I know you see.  I see it all 
the time.  I will be speaking at an event, and I’ll ask people, how large is your list.  
Are you doing something to capture and build a list right now?  And I’ll get a whole 
bunch of people that will say nothing, or they’re saying, well I’m trying to do 
something on-line and my list is really small.  And I’ll see the exact same people a 
year later, 75% of them haven’t done anything so they have no list.  

JA Right.  

MK And the other ones are still trying to figure out how they’re going to make it on-line.  
And I’m like, do you ever go to a meet-up?  Are you ever in an environment where 
you can communicate or hand out a business card or anything?  I mean you can 
be capturing and building a list everywhere you go.  

JA Right.  

MK So the point of this is, just remember how powerful a strategy it is just to make sure 
you’re capturing leads everywhere you go.  And we’ve just shown you a couple 
ways to build that list.  

JA Yeah. And, and one thing keep, keep in mind is that, ya know, capturing a lead.  
That’s just a suspect, somebody who you could start to communicate with, and one 
of the biggest mistakes that I see, and I know Mike sees is, is, everybody’s a 
suspect, then they turn into a prospect and then hopefully you turn them into a 
customer.  But every contact that you have you should start some kind of a 
communication with them about your product or service – not to sell them right 
away, is to develop the relationship and the top of mind awareness that they will 
always consider you as the “go to” person for your product or your service or your 
knowledge.  

MK Yeah.  

JA And that’s what this is really all about.  

MK Yes. And I’ll give you another case study.  I don’t have the picture in this, in this 
presentation but it reminded me of something.  Anyone who ever goes to a trade 
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show, for example, and most business owners either do some sort of an event or a 
trade show.  But, one of our clients generated $250,000.00 in 30 days using this 
little strategy and he calls it “the money tree.”  And what they did is they have a 
pole on a stand and they stapled $1.00, $5.00 and some $20.00 bills on it and 
wrapped it with plastic and it said, “Guess how many dollars are on this money tree 
and you’ll, you can win it, if you text your name and email address and your guess.”  
So what wound up happening was… 

“So if you 

know who your 

ideal customer 

is, find out 

where a lot of 

them show 

up.” 

JA Oh I love that.  

MK …they were at a, this is a Financial Advisor, at a trade show and there were only 
225 people, but they’re all brain surgeons.  And this guy was looking at high net 
worth doctors were his ideal customer type.  So the first lesson here is, always go 
where you’ve got a bunch of prospects who are paying money to be somewhere.  
Trade show’s a perfect example.  So if you know who your ideal customer is, find 
out where a lot of them show up.  So out of the 225 that were at this event, he was 
just out front, he collected 175 names.  And know that when someone texts their 
name and email address, you have their personal mobile phone number.  

JA Love that.  

MK So 175 people and then all he did is he used our system to broadcast a voicemail 
message and a mobile text and an email.  He ended up lining up enough meetings 
that over the next 30 days he closed a quarter million in new business, okay.  Not 
too bad, it probably cost him maybe $1,500.00 to be at that little trade show.  

JA Smart, smart, smart.  

MK Yep, same exact basic strategy.  

JA But that, you hear the operative word that Mike just used?  Strategy.  Remember 
everything we teach you is the mindset, the strategies and tactics, and the systems 
and processes.  Those are the three things you always need.  Let’s talk about 
blogs and web forms.  

MK Okay so we’ve got, so far this is the fifth channel to build you list.  So we’ve got 
lead capture pages, mobile texts, phone calls, QR codes, blog or web form.  And 
those are just little copy pastings you can put on any website.  So the goal is you’re 
always in a place where you want to give something of value away in exchange for 
their contact information.  Also, this is something I created is a business card 
scanner, and I think you’ve seen it before John, but it’s a little tool that lets you 
scan a business card and automatically add names to a database so whenever I’m 
at a meeting and I had people walk up to me and say, “stay in touch with me,” they 
give me their business card.  I actually pull out my little iPhone business card 
scanner, take a picture of the card and I hand their card back and I say, hey let’s 
save a tree, even though it’s already dead.  But the whole idea is, I captured, not 
only captured their name, but they’re being followed up with in real time.  So, 
there’s plenty of business card scanners out there.  We have one of them, but the 
whole objective is, most people walk away from a meeting or a live event with a 
stack of business cards and guess what they do with them? 

JA Never follow up, ever follow up. I’ve had this discussion with thousands of business 
owners, and it’s like you’ve wasted your entire time going to an event.  

MK Yeah, you’ve blown the time… 
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JA Yeah.  

“So I was able 

to identify the 

most 

influential 

people in the 

room and I 

followed with 

the most 

influential 

people first.” 

MK …the missed opportunities, the costs and travel and everything else.  And 
remember, I showed you right away, the, the responsiveness, the value of a lead.  

JA 22 times in five, in five minutes.  

MK Five minutes, okay.  Yep, that’s why you want to be following up right away.  And 
also you can building…a lot of people get so many emails, but they never turn 
those emails into a list.  So they’ve got conversations going on but they don’t put 
them into a structured, strategic follow-up sequence.  So, list-building, there’s 
seven basic channels that you can build your list with.  So I’m going to give you 
that little case study and here’s how it went.  So you can see all these people here.  
I got asked to speak at one of my mentors at a Tony Robbins event just a few 
weeks ago, and I talked about cross-channel marketing, did basically a very similar 
presentation to what I’m doing with you right now.  And on the way in, I handed out 
a little flyer that looked like this.  So I had a QR code, the mobile text, they could 
text, they could short code, so they could send a key word to number 58885, call a 
number or visit a little web page.   

Now, what I did was while I was presenting to them, and this is very important, 
whenever you’re walking around, have a little handout, in this case, the free video, 
get more leads, customers and sales with cross-channel marketing.  All right. Fine.  
Well here’s what I did.  During the presentation I put up a code like this and I said 
text your name and email address or look on that form and I also gave away some 
prizes.  So I said I’m going to give away some, some prizes and some money.  So, 
and I said, pull out your mobile phone.  I know you don’t get people that ask you to 
do this very often at a live event, but you can try it out.  So I said, you can get a 
copy of a presentation, blah, blah, blah.  So what I did, I put this up and here’s what 
happened.  Not only did I get the 202 people who were in the room, but that flyer 
got handed out to other people who thought it was super cool, okay?   

So the next result is, I walked out of there, by the time the event was done I had 
224 leads and my system then went out and let me show you what happened.  So 
here’s an example.  Now this is a little bit later, but the system went out and it told 
me, okay, 59 people captured with QR code, 130 via SMS, 101 called and at this 
point there were more people obviously that ended up subscribing.  It went even 
further viral, but then it also told me it found their Facebook, their Twitter and their 
LinkedIn contact information, which means I also got their gender, their age, their 
interests, their website, it found their photograph and more.  So I was able to 
identify the most influential people in the room and I followed with the most 
influential people first.  One of them was someone I believed was a highly qualified 
targeted client in the real estate space.  Called her up and in a ten-minute phone 
call I closed a $100,000.00 deal in MasterMind coaching consulting.  

JA Wow.  Now, if, if all of you are looking at this going holy wow, as I am, and I’ve 
seen this ‘cause Mike and I, as I mentioned are in a MasterMind group together.  I 
mean this is the kind of stuff, the smartest of the smart people are doing and 
moving towards.  They’re automating as much of their marketing as possible.  The, 
the, then creating the leverage points you want to be able to multiply your 
effectiveness.  So… 

MK And the, and the key is… 

JA Love it. 
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MK …what you need to know, ya know, we could put a whole bunch of people on a list, 
but knowing who to follow-up with first is key.  

“Again, you’re 

always looking 

for an 

opportunity to 

get your word 

and your 

message out.” 

JA Right.  

MK But another one of our, our cases I’ve got a guy, his name is Real Andrews who 
works in the network marketing business.  So what he’ll do is he’ll go speak and 
present, doing, using the same strategy, do the handout.  And he’s actually getting 
typically 85% to 95% of a room to respond to this offer and then afterwards he’ll 
send a voicemail message to the people and say, hey this is Real Andrews, I’m 
sorry I missed you, but if you’d like to chat with me about the opportunity and the 
offer he has, give me a call back.  Well, of course, everyone who calls back are his 
highest probable people, ya know, and again, you have their mobile phone 
number.  

JA You’re qualifying… 

MK Exactly.  

JA …so it’s lead capture, lead qualification.  Then, ya know, we teach, ya know, 
capture leads, qualify the leads, sell the leads if you can.  If you can’t then you 
nurture them.  

MK Totally.   

JA Right yeah.  

MK Exactly.  Same exact strategy.  

JA Yeah.  

MK So the whole idea here is and this is an example of the report you get.  So what 
you see is whenever the system goes out and this is, this doesn’t happen all the 
time.  We’re actually buying our data from three different sources, one of them is a 
company called Clout, but just from an email address alone, we’re able to find that 
person’s photograph from either their Twitter or their Facebook and determine 
what’s known as their influence score, okay?  So based on that, I follow up with 
people who have a high influence score, and what an influence score is, is the 
higher the influence score, that means the more connections they have.  So if 
someone has a lot of Facebook followers and a lot of Twitter followers, it means 
they probably have a broad large audience as well.  So we contact them as 
possible joint venture partners.  And we did that during a, a lunch.  We also, it will 
help you determine who might be involved in the media – people with a large 
influence score are very often people who are writers or bloggers, or also, 
sometimes involved in the media.  I got a one-hour radio show one day just by 
following up with someone who had a high influence score.  

JA Hmm. 

MK So just an example.  Again, you’re always looking for an opportunity to get your 
word and your message out.  Now I’m going to give you another great case study.  
This is someone who did the same thing at a tradeshow.  This time they had their, 
they had some models there with QR codes on their t-shirts, so people were, and it 
said “scan me” on it.  Also they had the handouts, very similar, and what these 
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people do is they sell a very high end, it’s basically an RV condominium, is what 
they call it.  So they’re giving away this hot rod grill, that’s what you see on the left.  
So again, text your name and email address, scan the code.  They ended up going 
to a live event and they ended up capturing five times more leads than they 
normally do. Within two days after the event, they had orders, guaranteed orders 
from eight people in the average sale they do is between $82,000.00 and 
$200,000.00, so do the math, okay.  

“But the big, 

big money is in 

good old 

fashion, belly 

to belly 

meeting people, 

but you’ve got 

to have a 

system in 

place.” 

JA Wow.  That’s a million bucks right there.  [Laughter]  I love it.  

MK Totally.  But again, this is just an example of, I love on-line.  You know I love 
on-line. 

JA Yep.  

MK But the big, big money is in good old fashion, belly to belly meeting people, but 
you’ve got to have a system in place.  

JA And that’s what, that’s what’s beautiful about, ya know, this cross-channel 
marketing is, is it makes no difference what business you’re in.  You can start with 
one channel, then add another and add another… 

MK Um-hmm. 

JA …and another.  And that is how you multiply the amount of revenue that you make, 
and that’s, that’s where I really want all of your heads to get into.  Is if you’re not 
the marketing type, if you don’t understand marketing.  Remember I’ve always 
given you three options.  Number one, do it yourself.  Number two, get help doing 
it.  Number three, get it done for you.  I get so much of the stuff like this, what Mike 
is sharing, done for me ‘cause, I, I mean I know it has to get done, I’m just not the 
one who does it.  And so, but that does not mean that I shouldn’t be making money 
from the systems and the processes and the thinking that already exists out there.  

MK Yeah.  

JA That’s the mindset I want you all to have.   

MK Yeah, you’re really good at that.  You are definitely a good guy at just gaining 
leverage.  And so, I’ll give you another example.  This is Chris Bull.  This is his 
strategy.  He generated a list of 200 homebuyers, potential homebuyers, by putting 
up, these are called “bandit signs.”  It’s a real estate space.  

JA That’s the one that go out on the streets.  

MK Yep. 

JA Yeah, okay, I got them.  

MK Not every community allows them, but in this case he just had.  It cost him $300.00 
to hire someone who makes the signs and puts them up for him.  And he found him 
on Craig’s List, okay.  A hundred signs for $300.00, imagine that.  

JA Okay.  
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MK All right.  So these went up and he got his 200 prospects and basically the whole 
idea is, what he did is he had this little flyer and the basic opportunity was, if your 
offer is received by midnight, Tuesday, 3/22/11, you’ll receive a bonus package 
which may include a flat screen TV, a year of Monthly Housekeeping, some other 
home upgrades and he got sponsors who just put flyers in each of these five 
homes that they did this thing in.  

“Think about 

it, he can send 

a virtual tour, a 

little video tour 

to all the 

people who 

sign up.” 

JA So, so let me back up.  

MK Uh-huh. 

JA He put these banners around on the streets, people texted, ya know, that banner to 
find these five homes that are might be great deals and then they came to this 
page over here.   

MK They actually didn’t even have to come to the page.  They got this automatically 
sent to them by… 

JA Okay.  

MK …email and they got text messages telling them exactly which homes to go to on 
the proper days, okay.  

JA Okay.  

MK So get this, over a period of, on the days that these homes were open, it was just 
like, there you can see, 19th and 20th of March.  So there are two days, and they 
had some other homes as well, but the bottom line is they had 75 people show up 
for the Open House.  Okay, talk to any real estate.  

JA That’s a lot.  

MK It’s pretty good, okay. So that’s pretty awesome.  

JA I was a Real Estate Agent, I was a Real Estate Agent 30 years ago.  

MK All right, so you know the deal.  And if you think about it, okay, so now he’s got 200 
potential buyers.  

JA Right.  

MK He built a list that quickly.  So what wound up happening, and these are some, oh I 
don’t actually have the case studies in here.  So I’ve got the proof, but I’ll just…the 
bottom line is he ended up selling five homes in five weeks and went on to sell 
even more.  And they got more money for the homes than even what they were 
being offered for.  

JA Yes. 

MK So what’s, what’s important is, this is just another strategy where yes, we love 
on-line, but it’s he’s able to deliver.  Think about it, he can send a virtual tour, a little 
video tour to all the people who sign up.  But again, the most important thing is now 
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he’s got 200 potential buyers that can be followed up with with other homes and 
other open houses.   

“So, that’s 

called planning 

and that’s the 

strategies and 

the tactics I 

was telling you 

about, and 

when you 

automate it, 

then you’re 

using the 

leverage to be 

able to have 

the system built 

once and you 

use it forever.” 

JA Virtual tours, are they good for the Internet? 

MK This is so, this is so awesome.  

JA You’re, you’re, you’re forgetting my, my past company buddy.  

MK Yeah you’re right, you are right yeah.  So we’ll get in it.  If you look at the old way of 
just having a blog forum where you’re saying here, enter your contact information, 
I’ll see ‘em, ya know, blah, blah, blah.  Well if you’re using cross-channel 
marketing, and you’re using, let’s say, seven different ways of capturing leads, 
what typically happens is, and these are in my experience, pretty typical results.  
You’re typically seeing three to five times more leads that you capture because just 
being able to go out and, and this consistently happens when you saw those 
reports, what we call the dashboard.  You’ll see a third of the leads will come in 
through a web form, a third of ‘em through QR code, a third, a third of them 
through… 

JA Right.  

MK …mobile text or a voice message.  All right, so the next step though is how are you 
communicating?  And we talked about this earlier where email, you’re typically 
getting those 8% to 22% open rates, but if you combine and send email and a 
mobile text, you’ll see 90%.  I’ll give you a good example.  So one of our clients, a 
guy, his name is, is George Thompson, he lives in Tennessee, and he works with a 
Ford dealership.  And what they had is little banners and says, text your name and 
email address to join the discount auto service club.  And their goal was to get 
more people to show up for servicing their car.  And what they do is they’ll send out 
an email every other week with some offers; it may be a half price on an oil change 
or some tires or what, ya know, whatever it is.  They email it and then they 
follow-up 15 minutes later with a mobile text message.  And it says, check your 
email now for some great discount coupons from blah, blah, blah Ford dealership.  
Well what ends up happening is their open rates end up going to 90% to 95%.   

JA Wow.  

MK Typically, okay.  And their phones rang off the hook for service.  So their, the way 
they judge success is based upon the busy-ness of their bays ‘cause if their bays 
are busy, it means that their salespeople are out closing car deals as well.  But 
we’ve seen in virtually all business type.  So again, on-line or off-line businesses, it 
all works the same way.  So, you’ve got email, you’ve got mobile text.  Voicemail 
messaging, now it turns out our system allows you leave voicemail messages as 
well and send letters and postcards and leave audio emails and video emails.  So 
when I’m doing a campaign now, and it literally only takes 15 minutes to set up, I 
actually, I, our, our system will build an email, it’ll create the mobile text for you, it’ll 
give you a script for a voicemail and then you can drop in a postcard and a letter, if 
you want, and audio and video email, but the net results is, I actually make my 
campaign before I go to a live event now, so when I meet someone and I capture 
their lead, they’re getting the follow-up message instantly.  

JA Automatically.  So, that’s called planning and that’s the strategies and the tactics I 
was telling you about, and when you automate it, then you’re using the leverage to 
be able to have the system built once and you use it forever.  
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MK Exactly.  

“So again, if 

you look at this 

and you’re 

using more 

channels to 

capture leads 

and you’re 

communicating 

more 

effectively, 

you’re going to 

make more 

money, all 

right.” 

JA So love it.  

MK Yep, I just make it once, so the whole idea is you have more channels so you get 
listened to and heard.  You have two-way communications to build rapport, trust 
and influence.  And then when you know who they are, you can communicate 
directly to their needs.  So when I walked out of that Tony Robbins event, I knew 
that 25.3% of all the people who were there were in the real estate business.  I 
knew that 22% were in the services business, and services meaning chiropractors, 
professionals, etc., and then another 17% were authors, experts, speakers, 
consultants and coaches, so I could basically modify my messaging to really 
appeal to the, to the, what I’d say the greatest common denominator is.  So again, 
if you look at this and you’re using more channels to capture leads and you’re 
communicating more effectively, you’re going to make more money, all right.  So 
here’s a strategy for selling, and I know you’re a huge advocate of this right now.  
Yes, you live teleseminars, yes you do live webinars, but you’re also doing 
Evergreen teleseminars and webinars. 

JA Right.  

MK Where they’re pre-recorded.  You’re doing webcasts.  And on-demand webinars 
where someone can click and watch it immediately, or an on-demand teleseminars.  
If you look at the numbers historically, in the old days, if you just sent a sales letter 
that went to like a classic web page, the typical conversion rate is relatively low.  
But if you think about it right now, if you’re capturing three times more leads ‘cause 
you’re using more channels to capture ‘em and you’re communicating three to five 
times more effectively, and you’re using more channels to sell with, you’re going to 
make more money.  

JA Right.  

MK And I can’t promise that you’re going to get 150 times better results, but the bottom 
line is the more channels you have, the more money you’re going to make, and 
that’s what the leverage multi-channel effect is.  

JA And, and just, just as I’m sitting here, ya know, I, I want to, I want to ask questions 
on behalf of the people listening so. 

MK Um-hmm. 

JA So if you’re a dry cleaner.  

MK Yep.  

JA If you’re a dentist, if you’re a massage therapist, if you’re a dog walker, you use 
some or all of this. 

MK Yeah.  

JA Right, based on your business and based on the level of sophistication that, that 
you, either you have and/or your team has.  
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MK Yeah.  

“And so if 

you’re not 

coming to your 

clients with 

pertinent, 

relevant, timely 

messages and 

information in 

a variety of 

different ways, 

they’re just 

dropping, yak 

now, your, 

your product or 

your service or 

your 

knowledge 

right out the 

window ‘cause 

they’re getting 

disrupted so 

much.” 

JA But I think, I think the key here everybody to understand is that the world has 
changed, the world of marketing, the world of communication, the world of, of being 
disrupted by thousands and thousands of messages has, has captured people’s 
brains and has got people fried – they’re on overdrive.  And so if you’re not coming 
to your clients with pertinent, relevant, timely messages and information in a variety 
of different ways, they’re just dropping, yak now, your, your product or your service 
or your knowledge right out the window ‘cause they’re getting disrupted so much.  

And so if you think well this is too much, I can’t do this.  I just want you to think 
about yourself, and ask yourself, how busy are you?  And if somebody was 
marketing to you at the time that you needed a dentist, cosmetic surgery, breast 
augmentation, dry cleaning, carpet cleaning, groceries, whatever it is, in a different 
modality would that increase your effectiveness of being (A) on top of their mind, 
and (B) develop a relationship with them in a way that could get you as their trusted 
advisor for whatever your product or service or knowledge is.   

MK Well here’s what I’m going to do.  I’m going to give you some examples.  You can 
throw any business type at me right now so we can, and I’ll give you some.  So I 
had someone walk up to me, I was at a live event this weekend and one guy, well it 
was two, it was a father/son.  They own a few businesses.  One of them is a yogurt 
store, okay.  And I said, well what else do you have?  They have a retail store at 
Disneyland.  They said, how would we use this?  And I said, well, at your yogurt 
store, what you should have is the yogurt club.  And this is what, we have 
restaurants that are using this like crazy, auto dealer ships.  Virtually any business 
can create a “blank club.”   

And the whole idea is text your name and email address and you’ll be entered to 
win a monthly drawing, okay. And what will happen is you’ll accumulate the names, 
the phone numbers and the email addresses of all your clients and be able to 
automatically get their influence scores – you’re going to know who they are.  And 
at a restaurant, for example, if you know someone who’s highly influential, what 
they typically find is there’s a certain percentage of all the visitors are also food 
critics or they’re bloggers.  So now you can identify the bloggers are who are going 
to drive more traffic to you, if you know who they are.  But in the case of yogurt 
store, I suggest they create their club, and I said what days are your slow days?  
And they said, it’s Tuesdays.  So what you do is you do a 2-for-2 yogurt ses-, or 
buy 2 get one free yogurt special, or an automatic upgrade to a large yogurt when 
you come in. 

JA On Tuesdays? 

MK Exactly, and then they just send out a mo-, a mobile text to everybody on the list on 
Tuesdays, and they’re going to have people outside their doors.  It happens with 
every restaurant we’ve done this with.  Now, I had another guy walk up to me and 
this guy collects antique Persian rugs, and he says, I’ve got a lot of rugs and I’ve 
been a big collector, I really, I’m hoarder, and I want to start selling them.  I said 
where do you go where there are other like people like you or other people who 
are, ya know, rug fanatics?  And he says… 

JA Rug hoarders.  

MK Yeah exactly, and he said well I go to a lot of flea markets and, and trade shows, 
etc., etc.  And I said, do all of these rugs have a story?  He says, you wouldn’t 
believe the stories because it turns out if someone calls something a Persian rug, 
Persia used to mean one thing a certain period of time and now they mean 
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something else.  And I said, well what if you just took a little cheap camera and you 
did a little walk-through tour describing each of your rugs and when people would 
text their name and email address, you’d have a little flyer, you could put ‘em 
on-line on a website, that way people would opt in and receive this personalized 
story about the rug because his big challenge he has is someone just looking at the 
rug would think, oh that things only worth $500.00.   

“Price is 

always an issue 

when value is a 

mystery.” 

But if they knew the story, where it came from, how much time it took to 
manufacture that thing that has a perceived value of $500.00 or $2,000.00, 
suddenly has a perceived value of $20,000.00.  So the whole thing is, you can 
deliver a story about your product and that’s what escalates it value.  Same is true 
in the dental world where if you’re, again if you look at where are you gathering 
leads?  If you got a postcard in the mail that said, scan this code for $200.00 off 
teeth whitening. That way that postcard that just got mailed to a home, all it once 
becomes a directory response vehicle that delivers a personalized video from you, 
the owner, describing your product, what it’ll do and maybe a little tour of the office 
and the benefits of it.  So every business with a door can benefit from this.  

JA So, so what, what I’m hearing is, whether you’re in person, business cards, flyers, 
websites, mobile phones, you’re creating a communication and an engagement 
process.  

MK Yes. 

JA That you predetermine what that is, and you keep adding to.  

MK Right.  

JA So that you have that relationship as it relates to your product or your service over 
an indefinite period of time.  

MK That’s right.  And I think, ya know, again, every business if you look at how do you 
make money?  Well you don’t make money on your first transaction, you make 
money when you’re increasing the frequency and the size of the transactions.  
That’s just the way all business works.  So the way you do that is by delivering 
offers and opportunities on a regular basis, and also educating your prospect and 
customer on all the benefits of doing business with you and what the benefits of 
your products and services are.  And the distinction, ya know, every business has, 
does not have a marketing problem, they have a storytelling problem.  And 
whenever I talk to a business owner and they say, well I’m not able to compete, or 
I’ve got to compete on price.  I say, no you don’t.  What you have to do is tell a 
better story about the value you provide and what makes you unique or whatever it 
is, and that just requires building some rapport.   

JA And one of the best lines I ever heard is… 

MK Um-hmm. 

JA …price is always an issue when value is a mystery.  

MK Yes.  Oh yeah, that’s really good.  

JA Right?  And if you can, if you can show them the value of your process – your rug, 
your procedure, your team, your office… 
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MK Um-hmm. 

“The problem 

you have is you 

don’t 

understand yet 

how to capture, 

how to follow-

up, how to sell 

and nurture 

the people that 

are within your 

influence area 

now and the 

people that will 

be over the 

next 30 days, 

60 days, 90 

days, in a 

year.” 

JA …your guarantee, all of sudden the price is not a mystery anymore.  

MK You gotta repeat that again.  

JA Yeah.  Price is only an issue when value is a mystery.  

MK That is really good.  

JA Everybody stop for a second.  Just stop.  Take a deep breath, very, very deep 
breath. You are entering and have entered the mind of a, an amazing marketer, all 
right.  And so, I want you all to understand, I, I have to keep saying this.  You don’t 
have to know how to do all of this, I’m sitting here, my jaw is dropping, ya know, 
saying to myself, God I could be doing all of this stuff.  What I do, just so you know, 
is I’ll take one or two ideas while I’m sitting with Mike, and I’ve already got a couple, 
that I will go back and I’ll have my team implement.   

And then, we’ll watch this video again and we’ll implement one or two more.  But 
the problem you have is not that there aren’t enough people and not enough 
money to buy your products or service.  The problem you have is you don’t 
understand yet how to capture, how to follow-up, how to sell and nurture the people 
that are within your influence area now and the people that will be over the next 30 
days, 60 days, 90 days, in a year.  And the best marketers in the world, which 
happen to be some of my friends, okay, are all doing what you’re learning right 
now.  But all I want you to do is (A) become aware of this.  If you’re feeling any 
fear, any anxiety, any lack of confidence, any lack of certainty right now, let it go.  
Take a deep breath and say wow, I’m learning a bunch.  I love it.  And I could do a 
little bit of this at a time.   

MK Yes.  

JA And for some of you, you just do a little bit more and then a little bit more and a 
little bit more, but like I said, I’m showing you with Mike right now, this is where it’s 
going.  It’s all integrated.  Television, cell phones, computers, on-line, off-line, brick 
and mortar, in your office, out of your office, from your car.  This is not going away.  
So the faster you just say, okay, maybe I’m a beginning at this, maybe I’m 
intermediate, maybe I’m advanced, it doesn’t matter.  But wherever you are, it’s 
perfect.  What I want you to do is make a decision now that you are going to start 
thinking like this and you are going to put people on your team who play at the 
things you have to work at.   

Remember one of my famous lines I learned 30 years ago was hire people who 
play at things you have to work at; or if you can’t hire them, barter with them; if you 
can’t barter, you defer payment.  If you don’t want to defer payment, then you 
partner with people who think like this and can implement this stuff so that you 
make two, three, four, five, ten times more income over the next year to 36 months, 
or less, okay.  So just make sure that, that you just get yourself in check from 
wherever you are, you’re right in the prefect place at the right time.   

MK Good.  Now one thing I will add here, just to give you a little bit of, ‘cause I just 
realized as you, as you went into that, yes this may seem a little overwhelming at 
first, but know that, ya know, one of the things that I’ve spent a long time doing now 
over five years is we’ve got certified professionals who do this for small business 
owners.  
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JA Awesome, awesome.   

“The mobile 

device is kind 

of like the 

connector to 

everything.” 

MK So you don’t have to learn and do this all at once.  And also part of the technology 
when we developed, it’s all fill in the blank, step by step tech.  And there’s other 
ways of doing this.  Is you don’t have to use my tools.  As far as I know, we’re the 
first to ever build this complete integrated system that does it all, but I think what’s 
most important what you were talking about there is, understand where the future 
is going.  Number one, the future is going to mobile and recently Oracle did some 
research and they found that over 70% of all consumers use two or more channels 
to make a buying decision, which means they’re either reading something in a 
newspaper or looking at it in the web.  Or they’re doing it, but, the net result is 
they’re going to mobile now.  So mobile’s where this is all going and that’s what 
you need to focus on.  

JA So, just, just so I’m, so I’m clear.  The mobile device is kind of like the connector to 
everything.   

MK Yep.  

JA So if you want to turn on your stove at home, or your TV or your Jacuzzi, or your 
car, or whatever, chances are in the next two, three, four, five, ten years everything 
will be done from this little device you hold in your hand that’ll control your life.  

MK Yep.  

JA So if that’s the case, then the people who get onto the bandwagon sooner to 
understand this, are the ones who are going to be in front of the consumer’s 
upcoming behavior.  

MK Yeah.  And, and in fact I’d say that businesses that don’t get on the mobile 
bandwagon are going to lose a third to two-thirds of their business in the next three 
to five years, if they, if they don’t take it to heart.  Because if you’re not easily 
findable or accessible via mobile… 

JA See ya, bye.  

MK …you’re just not going to get business.  

JA The attention span of individuals, I mean has just gone down drastically, if you, if 
you talk about attention deficit disorder.  You haven’t seen anything yet. If it’s not 
instant now, ya know, I want to know where’s the best Thai food restaurant within 
half a mile from me – now.  

MK Yep.  

JA I want to know who the best dentist is for my children is now.  I want to know who 
the most reputable massage therapist is right now.  I want to know who’s the best 
of this, the, it’s, it’s instant, it’s instant and you’ve got to start thinking that way.   

MK Totally, yep.  

JA Okay.  
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MK Well, I know we’ve taken plenty of time with your friends here.  

JA Awesome.  

MK Hopefully they found it valuable.  At a minimum, I’m sure their wheels are spinnin’ 
like crazy.   

JA You’re going to need to listen to this and watch this over and over again. I’m going 
to tell you, I’m going to watch it.  Everyone on my team is going to watch it as well.  
All right.  

MK All right, well thanks a lot John.  

JA All right everybody, so cross-channel marketing.  Ya know, Mike Koenigs, brilliant 
at this.  I’ll also include a link, for those of you who want to find out more about 
Mike’s company, if you want to use his programs, products, services, we’ve been 
using them for, I think about five or six years.  Absolutely off the hook, great.  He’s 
also innovating, on the bleeding edge.  He’s got all the guys that I know calling him 
up saying, what’s coming down the pipe?  What’s going on?  He does all the 
research.  He spends all the money making all the mistakes, and then he gives me 
and my friends and, and, and you since your my friends and clients, the benefit of 
millions of dollars’ worth of research in his products and systems at, at a fraction of 
the cost of what the hell it would cost me to create.   

So I’ll include a link for all of you as well if you want to find out more.  And I hope 
you enjoyed this.  This is the type of information I’m bringing you at Praxis Now.  
Remember, ya know, my goal is to help you live your ideal life – whatever that is 
for you. I’m going to be the one who helps you with the mindset, the thinking and 
we’ll help you make sure that you understand to implement the right strategies, 
tactics and systems and support, so I’ll bring you the best people I know to help 
you do all of that stuff.  Remember, it’s your choice to create an amazing life and 
business, and your absolutely right to live the most ideal, spectacular life.  Thank 
you so much, Mike, and thank you all for being great friends and clients.  Have an 
amazing week.  Bye, bye now.  

MK See ya.  
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