SECRET DELIVERY GOLDMINE


“This is one of the MOST duplicatable, easy to do businesses that 'anyone' can do with very minimal effort.”

 “Unique Delivery Business Makes Ontario Man $11,250 In The First 30 Days And How You Can Easily Duplicate His Simple Step-By-Step System!”

 “You'll never run out of business because of the continuous demand.”
“Cash in with this unique delivery service goldmine you can start from home on a shoe-string budget.”

 “This is a very real opportunity with 'very real' results!”
Incredible delivery service that delivers something so unique no one else is taking advantage of the opportunity. It’s wide open, and the demand for this unique delivery service is gaining momentum daily.

The business model in this manual was originally written as a safety net for my family in case my job was eliminated. No employer can guarantee you job security, only you can!

You can be in business within hours instead of lining up at the unemployment line with your colleagues.
Inside this manual you’ll discover a REAL money making business you can easily start from your own home and begin making a profit by the end of the week.

What makes this Little-known delivery service unique?

This is an actual business NOT a useless opportunity scheme.

There is great demand for this service almost everywhere across the country.

You will be proud to own and operate this type of business.

The potential for you to make HUGE profits is phenomenal.

You can launch this business quickly and have it running in an afternoon.

You can operate this business on a shoe-string budget.

You are able to set your own hours and work only when you want to.

Right now you can gain a strong foothold in your area and earn maximum profits in minimum time.

No one else is taking advantage of this type of delivery service because very few people know about it.
Why This Business Plan Was Created

This business plan was created when my job was threatened.

How many times have you gone to work and thought it might be your last day?
The company I was working for was having financial difficulties so they decided to ‘restructure’ the entire office and cut back spending.

I was worried the company would eventually go broke and without much warning, so I decided I had to do something to secure my financial future.

Since the company no longer had a safety net for its employees I was bound and determined to create my own.

I began searching for different businesses I could start and operate from home on a shoe-string budget and also be able to turn a profit within a few days.

I needed to find a business with the following conditions;

· Low start-up costs

· Must be profitable within 5 days

· Operate during normal business hours

· No inventory required

· No investment capital required

· No licenses required

· Must be able to launch in an afternoon

At first I thought it would be impossible to find such a business that would fit all the criteria I just laid out.

I researched hundreds of small business opportunities and couldn’t find any that met every one of my conditions.

I thought I would never be able to have a business of my own and more importantly, I thought I would never have control over my financial future.

But then a strange thing happened to me when I least expected it…

So what’s this amazing business that made me $11,250 in the last 30 days?

Well, before I tell you I want you to fully understand that this business model I’m about to reveal has never been written about or exposed ever before.

The opportunity you have right here, right now… today, is unlike any other business opportunity because there is barely anyone competing for your clients.

Sure there are a few people who offer this service right now but not in the same capacity.

This manual will give you a competitive advantage over the few that you actually compete against.

Here is you chance to be financially free and own a business that will prosper for many years to come.

Here it is… Exactly how I made $11,250 in the last 30 days…

Legal Delivery Service

A delivery service that caters to the legal profession ONLY, is a proven niche that no one is taking advantage of… Until Now!
This manual covers the exact details of this unique delivery service and business model I discovered and developed including;

· Sales letters

· Mailing list compiling

· Daily operations schedule

· Profit forecast

· Billing forms

· Contact forms

· Business card designs

This business is so incredible because you can set everything up ahead of time. 

Then when you’re ready to go you can have your own legal delivery business fully operational in a single afternoon.

If the company I was working for went broke I would have been able to launch this little-known, high-profit business that same afternoon instead of joining my colleagues in the unemployment line.

Fortunately I was able to launch this unique business and quit my job on my own timetable and on my own terms.

A legal delivery service business is a much-needed service by lawyers and other legal professionals.

The idea came to me when I witnessed an “average Joe” serve my friend with divorce papers.

All he did was drive up to the house, ask if he was <name> and told him to sign here and then handed my friend a thick yellow envelope.

He wasn’t carrying anything special, just a clipboard and a regular fountain pen. He didn’t dress very fashionable…

…To be honest he was wearing an average pair of blue jeans and a T-shirt.

It didn’t take long before I began thinking this could be a very profitable business. All this guy did was collect a signature.

I did some research and found that these types of deliveries are worth $50 - $125 for every set of legal documents delivered.

The price gap depended on the distance of the delivery from the lawyers office and the state or province you were in.

With a little professionalism and the right contacts throughout the legal profession, you could easily start delivering legal papers to hundreds of clients within days.

This is a huge market, which you can easily begin profiting from right away.

The National Center for Health Statistics recently released a report, which found that 43% of first marriages end in separation or divorce within 15 years.

Let’s do a quick calculation to see the enormous profit potential of this business.

In my area there are 150 legal offices. Some of these offices have 2 or 3 lawyers in each.

Let’s assume that each office has 100 clients seeking divorce.

If you were to send a special 2 page letter (included in this package) and your business card to these lawyers telling them about your service do you think you could get 10 deliveries a week?

I’ll bet you can!

That’s only 0.07% of the divorce market and a potential profit of $1,250 every single week.
But it gets even better because you can also offer additional services at a premium, like;

· Inner office deliveries

· Court house deliveries

· …and other client related deliveries
The Key To Your Success

The number one key to having a super successful business is being organized.

A good portion of organization is having a solid plan ready to implement whenever necessary.

For instance, when I thought of this business I was able to take care of a lot of the administration ahead of time such as;

· Business cards

· Billing Forms

· Mailing/Leads lists

· Marketing letters

· Advertising plan

· Service prices

· Contract forms

· Referral systems

· 1-800 numbers

Working on these details and having them ready ahead of time can and will save you months of preparation latter on.

Let’s face it, when your main source of income gets cut off most people start to panic, but if you already have a plan and the details worked out it’s just a matter of following each step systematically.

I was prepared to the point where all I had to do was mail out 150 letters to my leads.
They were already written, addressed and ready to go!

The Step-By-Step Plan

The first thing you need to accomplish is identifying your target market.

	The target market is a defined segment of the market that is the strategic focus of a business or a marketing plan. Normally the members of this segment possess common characteristics and a relative high propensity to purchase a particular product or service. Because of this, the members of this segment represent the greatest potential for sales volume and frequency. The target market is often defined in terms of geographic, demographic, and psychographic characteristics


Your target market is all the lawyers and legal professionals in your area who specialize in divorce and family disputes.

They are susceptible to a service that offers delivery of their legal documents to their intended recipients in a timely and professional manner with the least amount of tracking, administration and follow-up.

They live within a ____ mile radius of your area.

It’s important to be as specific as possible when identifying your ideal target market.
This will help you to better focus your marketing efforts so you can attract more business in less time with a lot less work.

After you have identified your ideal target market for your area you can begin to compile your own mailing list that fits the profile.

You can compile a mailing list yourself for free by using several online and offline resources such as;

· http://www.Yellowpages.com

· http://www.Reveal.ca

· http://www.Zip411.net

· http://www.business.com
· http://www.uscity.net

· http://www.lawyers.com

· http://www.hg.org

· http://www.allbusiness.com

You can also go to www.google.com and type in the search phrase “business directory divorce lawyers” without the quotes to get a huge list of divorce lawyers.

Revise your search on google to reflect the area you are interested in by adding your state or province to the search phrase mentioned above.
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To increase the size of your mailing list you can also use offline resources to find those businesses that do not have a web presence.

· Yellow pages

· Local library

· Chamber of Commerce

· Better Business Bureau

· Business Registry Office

To help you further develop your mailing list look for the following books at your local library;
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SRDS List Book
3. SRDS Business Publications

4. SRDS Consumer Magazine Book.

The SRDS publications are now available online at http://www.srds.com Your local library should also have these publications for use in the library only.

After you have compiled your mailing list you need to design your business cards.

It’s important to realize that your business cards act as silent sales machines.

The following is an article written by Diana Ratliff from www.businesscarddesign.com that will help you better understand the importance of designing and marketing your business cards more effectively.

	How to Design Unforgettable Business Cards That Enhance Your Image & Reputation

Business cards can do much more than convey contact information; they can be used as "mini-billboards" to market your business as well. However, few people give more than a few moment's attention to planning their business cards.

Result? The following common mistakes: PRIVATE "TYPE=PICT;ALT=Some of the military and patriotic business card templates from BizCardGuru.com"

Printing business cards on flimsy paper with perforated edges
According to surveys and interviews, people strongly dislike receiving cards with rough edges (homemade cards created using lesser-quality business card stock.) They're perceived as cheap and unprofessional. Using them is almost always a false economy, since this negative perception actually hurts business.

Printing "plain vanilla", black-ink-on-white-card-stock business cards
Since the vast majority of cards are printed in black ink on white card stock, adding color is a very simple way to make your card stand out. You don't have to spend a lot of money; you'd be amazed at how little four-color process printing costs these days!

Overcrowding your business card
According to printers, this is the single biggest design mistake they see. Novice marketers try to cram every conceivable snippet of contact information onto their business card. Result? People can't read it (or don't try.) Pare it down to truly essential information, and/or use the backside of the card as well.

Hiding what you do or whom you do it for
The content of your business card is actually more important than the color, card stock or font choice. One of the reasons is that cards get passed around. It's possible that someone who doesn't already know what you do may get hold of your business card. If your name doesn't convey what you do, be sure to include a tag line that does.

Use Business Cards Effectively, Too

Advance preparation can make a world of difference when it comes to using your business cards to attract business. Remember, this is a marketing tool that people not only expect you to have, but expect you to offer them. Still, many people miss opportunities by committing the following mistakes:

Not having them with you
This may seem obvious, but it's amazing how many people are simply unprepared to take advantage of chance encounters with likely prospects. If you can't carry your business card case with you, tuck a few cards in your car's glove compartment.

Thrusting cards at people you've barely met
Yes, there are situations in which you're expected to pass out cards to everyone present. Still, an exchange of business cards has far more impact if you've taken a few moments to talk and establish some rapport. You also take the risk of offending a potential client by coming across as overbearing or pushy.

Handing them out when and how everyone else does
This may seem like a contradiction to the above statement, but there are literally HUNDREDS of ways to pass out your business card. You just need to get more creative than your competitor. How about tucking your card in related books at the library, or handing your card to the receptionist at the doctor's office, or leaving one with your tip at a restaurant?

Handling OTHER people's cards inappropriately
When you receive a business card from someone, take a moment to look at it. Make a comment. Tuck it carefully into a business card case. The care with which you handle a prospect's card makes a powerful (though subconscious) statement as to the care with which you'll handle their business.

Losing track of business cards
Did Bill Gates hand you his card and ask you to call his special private line? It could mean millions of dollars in business for you — but what if you can't find the card? Unfortunately, business people lose sales because they don't develop a logical method for sorting and organizing their cards.

******************************************************

Diana Ratliff believes your advertising should work as hard as you
do. Visit http://www.businesscarddesign.com to learn how to design a
business card that is kept, remembered, and used by your prospects!



To design your business cards for free I recommend using a little program called Business Card Studio which you can get from me by clicking here that will help you design and print your own business cards.

Business Card Studio allows you to create business cards, using a WYSIWYG interface.

It includes several templates to get you started and you can also create your own designs from scratch, using the supplied editing tools.
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You can draw shapes, insert elements, clipart, backgrounds, logos, text and more.

Business Card Studio uses a vector graphics engine and the results can be exported to BMP, JPEG, EMF or WMF format.

Click here to get your own personal copy of Business Card Studio for Free!

Another option and a resource that I use consistently is VistaPrint.

The quality is outstanding and the price is the lowest I’ve ever seen.
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I was able to get 250 color business cards for $14.00 including shipping to Canada without any advertisements on the back of the card.

But, if you don’t mind a little advertising on the back you can get 250 business cards for free.

Now you need to work on a direct mail piece that gets results.

Using direct mail to increase your business profits is the best way to find loyal, quality customers.

What direct mail will do for your business:

· You don’t have to compete with other messages about the same topic.

· Direct mail is immediate and personal.

· It’s the most testable form of advertising.

· You have control over your message and your market.

· You can search for specific prospects through targeted lists.

· Dollar for dollar it’s the cheapest form of advertising and is the most profitable.

· You can manipulate your response rates by changing your message, headline, or price.

· You can re-sell to your customers again and again.

There has been a lot of debate whether a short sales letter is better than a long one.

The one rule I always follow, and it pulls orders like crazy is the length of your sales letter should be whatever length it takes to complete the selling process.
If your sales letter is truly interesting your prospects will want to keep reading to get more information about your service.

The more information they know about your service will better help them make a buying decision.

That’s why it’s always important to test different aspects of your sales message.

· Headline

· Sub-headline

· Opening paragraph

· Guarantee

· P.S.

· Testimonials

· Price

· Graphics

Always test “A” v.s. “B” and you’ll soon find the sales letter that continually pulls better and make you more profits quicker.

The different components of your sales letter should always be answering the clients question of “what’s in it for me”.

If you successfully answer this question throughout your sales letter, on all your headlines and sub-headlines, you’ll consistently have more clients than you know what to do with.

Headlines

Headlines are the most important part of your sales letter. This one component will be the deciding factor for your prospect to continue reading or to just throw it away.

While writing your headline remember that you want to sell them what they want, not what they need.

Gain interest with a powerful benefit rich headline. You want your headline to state the most powerful benefit of your service and invoke some curiosity to encourage your prospect to read further while still being able to answer the question of “what’s in it for me”.

Here are a few examples of solid benefit rich headlines. You can modify them to suit your own business.

	They All Laughed When I Sat Down At The Piano… But When I Started To Play…

The Secret Of Making People Like You…

How A New Discovery Made A

Plain Girl Beautiful

How To Win Friends And Influence People

Hands That Look Lovelier In 24 Hours…

Or Your Money Back

You Can Laugh At Money Worries…

If You Follow This Simple Plan

Why Some People Almost Always Make

Money In The Stock Market

Discover The Fortune That Lies Hidden

In Your Salary

Guaranteed To Go Through Ice, Mud

Or Snow… Or We Pay The Tow!



Take your time and come up with a solid headline.

You should be spending twice the amount of time on your headline, as you would on the body copy.

Sub-Headline

Your sub-headings throughout your sales copy work exactly like a headline.

It must convey a benefit rich message and invoke further curiosity to the reader to draw them in and guide them through your sales letter.

Most people browse a sales letter by reading the sub-headings.

If your sub-headings are used correctly the prospect will read more of your sales letter because of the curiosity you invoke with each sub-headline.

It makes the reader want to stop and learn more about your service.

The sub-headlines are also used to slow the reader down and take notice of important information like a guarantee or special price.

Opening Paragraph

The opening paragraph is used to gain immediate interest and encourage the reader to keep reading.

You can use a paragraph, which states a specific problem your service solves.

	Why do some people make money so easily on the Web -- while others try everything possible and barely make a cent? 


About 2 years ago I discovered a little known secret: How to get almost anything for free!

In case my headline made you skeptical, here's proof that I do know what I'm talking about...
Honestly! I get angry every time I hear someone say that there's no money to be made by promoting affiliate programs.


You can form the opening paragraph as a question.

	Are you confused, frustrated and fed up about…

Which of these mistakes do you

make in English?

Do you really know what your costs are…?

Or are you just guessing?

If you could make more than $20,000

in a single weekend — would you?




You can even generate immediate curiosity by making an action or impact statement that requires more information to understand.

	I want to let you in on a little secret…

In case my headline made you skeptical,

here’s proof…

Thinking back on it, it’s kind of funny…

STOP – ask yourself…

Get all this free, and more within

the next 5 minutes…

Yes! It really is this simple…

Ask yourself this question…




Guarantee

A guarantee is designed to shift the risk of ordering onto you (the seller). Make it as risk-free as possible to your potential customer and they will feel more assured of your offer.
Here is an example of a quality guarantee…
	100% Satisfaction Guarantee!!!
Go ahead make the call…

I’ll personally guarantee a successful delivery within a respectable time frame. Your documents are completely secure and we also provide written documentation upon pickup and delivery, including a signature of receipt from the receiving party.

Your documents are always safe with us…


The P.S.

The PS is designed to put information relating to your offer that didn’t fit in the sales copy. It is also used to stress the most important benefits of your offer… like reminding them of your guarantee… or your price/special offer…

I recommend you put at least 2 and in most cases, 3 PS’s at the end of your sales copy. The reason for this is people tend to read the headline and sub-headline then skip right down to the end of your letter to read the PS.

Remember… people are very busy and won’t take much time reading your sales copy. That is why I also recommend making a follow-up phone call a few days after you send your sales letters.
Testimonials

It is very important that you get testimonials for your delivery service from reputable people that are well known in the community.

When another lawyer sees these testimonials they will feel more trusting of your service and more times than not, will try out your delivery service.

I would even go so far as to offer incentives to others who refer your services and results in a delivery contract.

Using testimonials as a leverage point is the key to using testimonials in your sales copy when presenting your offer, so use them as close to the top of your sales copy as possible and use them often.

You can even add another piece of paper that has nothing but testimonials on it and put it right on top of your sales letter so they see all these testimonials first.

In this service industry it’s very important to list your testimonials contact information so they can be called right away. This adds to your credibility and quality of service.

Price

The prices will vary depending on the area of the country you live in. The lawyers in my area were willing to pay $50 per delivery citywide and $75 per delivery outside the city within a radius of 20km…
In addition to a well-written sales letter you should also have a short one half-page list of attention grabbing benefits. (or testimonials)
I always put together some teaser copy along with top benefits on an 8.5 x 11-sheet of paper cut in half.
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Believe it or not this reinforces the strong benefits of your service and creates immediate attention to your sales letter.

This will attract the reader’s attention and after reading the immediate benefits, will be intrigued to take a look at your sales letter to learn more about your service.

Using this method I was able to get a 0.5% response on my first mailing.

A few other things to keep in mind when writing your sales letter;

1. Use 12 point Courier New

2. Hand sign every sales letter

3. Address each sales letter to a specific person with the correct title

4. Give specific contact details such as phone, fax, cell, email, etc.

5. Address each envelope in your own handwriting.

It’s also important to develop a “Second Notice” and a “Final Notice” sales letter which will be used to follow-up your first sales message after 10 days to those companies you’ve originally contacted but have not yet heard from.

The easiest way to develop additional follow-up letters is to create a summary page with the words “Second Notice” at the top.

The summary page reinforces your service’s benefits to the client and delivers a powerful “What’s in it for me” statement.

I have had incredible success by remembering that the main objective of the sales letter is to establish contact with your clients to further discuss the benefits of your service to their company.

You could even try a two step approach by first sending out postcards offering an incentive to respond.

Those who respond will get your sales letter along with an incentive for replying such as;

· Free report

· 25% off first order

· Free delivery

The main differences between getting a flood of new clients and not is your sales message.

If you convey the wrong message to the wrong market your wasting your time.

So it’s important to ensure you take the time to fine-tune every detail of your sales message to the market you are targeting.

It’s All In The Details

Always ensure you keep accurate records of every pick-up and delivery you make.

You must also get a signature from the person who the documents are addressed to.

Doing this will give you an accurate and detailed record of all deliveries and pick-ups you make in case you need to provide proof of delivery and/or receipt latter on.

Other types of businesses you could apply this same concept are;

· Medical files and x-ray delivery service

· Dental records delivery service

· Insurance claims delivery service

· Real Estate document delivery service
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