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Disclaimer	
  and	
  Legal	
  Notices:	
  
While	
  all	
  attempts	
  have	
  been	
  made	
  to	
  verify	
  the	
  information	
  provided	
  in	
  this	
  book	
  and	
  
accompanying	
  audio	
  program,	
  neither	
  the	
  Author	
  nor	
  the	
  Publisher	
  assumes	
  any	
  responsibility	
  for	
  
errors,	
  inaccuracies,	
  or	
  omissions.	
  	
  Before	
  implementing	
  these	
  strategies,	
  you	
  must	
  be	
  aware	
  of	
  the	
  
various	
  laws	
  governing	
  business	
  transactions,	
  marketing,	
  or	
  other	
  business	
  practices	
  in	
  your	
  
particular	
  geographic	
  location	
  as	
  some	
  of	
  the	
  suggestions	
  made	
  in	
  this	
  book	
  and	
  audio	
  program	
  may	
  
have	
  inadvertently	
  introduced	
  practices	
  deemed	
  unlawful	
  in	
  certain	
  states,	
  municipalities,	
  and	
  
countries.	
  This	
  book	
  is	
  not	
  intended	
  for	
  use	
  as	
  a	
  source	
  of	
  legal	
  or	
  accounting	
  advice.	
  In	
  all	
  cases,	
  
you	
  should	
  consult	
  the	
  services	
  of	
  a	
  professional,	
  licensed	
  attorney	
  in	
  all	
  matters	
  pertaining	
  to	
  the	
  
operation,	
  delivery,	
  and	
  marketing	
  of	
  your	
  business	
  and	
  services.	
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Bill Ooms 

BSS Consulting 
!

Monthly Recurring Revenue Up $33,093 
Gross Sales Up Over $400,000 

Doubled His Business In 3 Years 
!
!
“We  recently  celebrated  our  20th  year  in  business.  Prior  
to  2015,  I  had  never  had  a  million  dollar  year.  Well,  we  

ended  2015  with  $1,356,219!!!  It  can  be  done!”  
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Dave Johnson 

Portland Managed Services 
!

Net Profits Up 583% 
Monthly Recurring Revenue Up $26,597/month 

!
!
“In  2015,  I  decided  to  take  Robin’s  advice  that  ‘Top  line  
if  for  vanity  and  bottom  line  is  for  sanity.’  Combine  that  

together  with  “Marketing  Oil  Wells”  and  a  “Pumpkin  
Plan”  for  my  business.  I  am  pleased  to  say  that  this  

combination  worked  beyond  my  expectations  and  I  had  
more  fun  and  peace  of  mind  in  2015  than  I  ever  had  

running  the  business.”      
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5*62,+*7%8fter	
  a	
  quick	
  talk	
  with	
  Robin	
  in	
  Nashville,	
  we	
  launched	
  a	
  new	
  site,	
  focused	
  on	
  
marketing	
  to	
  law	
  firms	
  that	
  had	
  20+	
  users.	
  	
  With	
  this	
  focus,	
  we	
  launched,	
  
www.attorneystechservices.com,	
  a	
  Robinized	
  website	
  that	
  focused	
  content	
  which	
  lawyers	
  
understood.	
  	
  We	
  leveraged	
  the	
  relationship	
  between	
  Pronto	
  and	
  Technology	
  Marketing	
  toolkit	
  
and	
  did	
  not	
  have	
  to	
  spend	
  any	
  money	
  developing	
  the	
  site.	
  	
  	
  	
  

&9-+:;<%=*>2;*++*(7	
  	
  We	
  refocused	
  on	
  our	
  marketing	
  lists	
  and	
  continued	
  to	
  reach	
  them	
  with	
  
email	
  newsletters,	
  paper	
  newsletters	
  and	
  LinkedIn	
  networking	
  campaigns.	
  These	
  efforts	
  helped	
  
deliver	
  over	
  $6,000	
  in	
  MRR,	
  in	
  2	
  and	
  3	
  year	
  contracts	
  while	
  only	
  costing	
  $1,000	
  MRC	
  –	
  !?"@%
ABC.	
  	
  	
  

D,(*E+%&',;%E'01',.-27	
  Amongst	
  the	
  campaigns	
  that	
  we	
  did	
  are	
  the	
  Godfather,	
  Aspirin,	
  Band-­‐
Aid,	
  Nuts	
  campaigns,	
  and	
  Bad	
  Date	
  Letter.	
  	
  Although	
  they	
  did	
  not	
  generate	
  any	
  direct	
  deals,	
  
they	
  did	
  dovetail	
  into	
  our	
  involvement	
  with	
  the	
  Association	
  of	
  Legal	
  Administrators	
  (ALA)	
  and	
  
our	
  legal	
  client	
  focus.	
  Name	
  recognition	
  and	
  presence	
  were	
  key	
  in	
  other	
  deals.	
  	
  We	
  also	
  did	
  a	
  
BDR	
  email	
  campaign,	
  which	
  cost	
  us	
  $45.00	
  and	
  returned	
  $600.00	
  MRR	
  –	
  #?F?""@%ABC.	
  

4*0,-'(2GHI19:	
  Our	
  involvement	
  with	
  the	
  ALA	
  had	
  a	
  total	
  costs	
  of	
  $3,090.26,	
  including	
  our	
  
participation	
  in	
  their	
  ALA	
  Expo,	
  which	
  was	
  the	
  typical	
  vendor	
  showcase.	
  	
  We	
  had	
  to	
  be	
  
different!	
  We	
  rented	
  a	
  couch,	
  hired	
  a	
  masseuse	
  and	
  massage	
  chair	
  and	
  handed	
  out	
  scalp	
  
massagers/scratchers.	
  	
  Our	
  message	
  was	
  simple,	
  please	
  relax,	
  we’ll	
  take	
  the	
  stress	
  off	
  your	
  
head.	
  	
  	
  A	
  line	
  quickly	
  formed	
  which	
  allowed	
  us	
  ample	
  time	
  to	
  meet	
  and	
  greet	
  everyone.	
  	
  The	
  
contracts	
  signed	
  generated	
  from	
  this	
  effort	
  generated	
  over	
  $3,733.00	
  MRR–	
  #FJ?"@%ABC.	
  

=*+>9(),-.7%I	
  continued	
  to	
  network	
  and	
  attend	
  non-­‐technical	
  and	
  non-­‐industry	
  related	
  
networking	
  opportunities	
  to	
  meet	
  new	
  people	
  and	
  find	
  new	
  opportunities.	
  	
  One	
  of	
  largest	
  
clients	
  came	
  from	
  a	
  “lunch-­‐and-­‐learn”	
  class	
  I	
  attend	
  weekly.	
  	
  Involvement	
  in	
  the	
  networking	
  
group	
  costs	
  $150	
  every	
  few	
  weeks	
  to	
  cover	
  lunch,	
  about	
  $900.	
  	
  Our	
  current	
  agreement	
  is	
  for	
  
$7,150	
  MRR-­‐	
  ##??"@%ABCK	
  

/;,*-+%A*L*((';2:	
  	
  We	
  continued	
  efforts	
  to	
  farm	
  our	
  referral	
  network,	
  leading	
  to	
  two	
  new	
  clients	
  
and	
  $2,000	
  in	
  MRR	
  –	
  No	
  cost	
  –	
  M-;,0,+*3%ABC.	
  

/9-2,3*(*3%HI1*(+:	
  	
  Being	
  the	
  expert	
  carries	
  big	
  weight.	
  	
  Being	
  featured	
  on	
  Telemundo	
  National	
  
News	
  as	
  their	
  technology	
  expert	
  helps	
  with	
  client	
  introductions	
  and	
  closing	
  deals.	
  	
  Although	
  
there	
  is	
  no	
  way	
  for	
  me	
  to	
  track	
  exactly	
  how	
  this	
  helped	
  in	
  ROI,	
  I	
  know	
  it	
  was	
  instrumental	
  in	
  
closing	
  some	
  deals.	
  

N99.;*%8359(32:	
  	
  After	
  struggling	
  to	
  control	
  the	
  spending	
  in	
  my	
  area,	
  we	
  had	
  turned	
  off	
  
Google	
  AdWords	
  for	
  much	
  of	
  2014.	
  	
  In	
  2015	
  we	
  outsourced	
  AdWords	
  management	
  and	
  spent	
  a	
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Jason Abel 

IntermixIT 
!

Revenues Up $624,900 
Monthly Recurring Revenue Up $45,101/month 

Net Profits Up 556% 
!
!
“We  found  inspiration  again.  With  my  Accountability  
Group  and  the  awesome  IT  business  owners  around  
me  now,  I  have  found  people  that  knew  what  we  were  

going  through  and  wanted  to  help.”  



 

I would love to say we tried this campaign and that campaign, and it yielded us thousands of dollars in 

MRR.  This just isn’t the case.  This essay isn’t going to even talk about what campaign worked and what 

didn’t, however, it will talk about what changed and led to us to successfully double our revenue in 

2015. 

If you notice I used the term “we” instead of “I” - this isn’t about “Me” it’s about “Us”.  My team.  My 

employees, business partner, and my accountability group. Honestly, without them, I would be in the 

same place I was in early 2014, broke, pissed off, and depressed. 

So let’s start from the beginning.  I started my company in 2003, much like everyone else fixing broken 

PC’s in my neighborhood.  I was “lucky” enough to land a deal with Dell doing warranty part 

replacements.  That put me in front of a lot of different business, not that I was supposed to, I dropped 

my card off at every one of them, and eventually landed a few as clients.  Fast forward to 2007, I was 

making cash, I mean a lot of cash, like close to six-figure cash replacing parts and doing break-fix work.  

But while I was BANKING, I was over worked, tired, and not able to do much more besides work.  I 

needed help.  I needed someone that would help me take by business to the “next level” and that cared 

as much as I did.  I needed a partner not an employee.  I was lucky to find that guy.  And I’m still lucky as 

all hell that I have him on my team as my partner and equal.  Moving right along… 

In 2008 we heard about this whole managed services thing, we knew we wanted to do it, but had no 

idea HOW to do it.  We invested in heavily into RMM, PSA’s, you name it we probably bought it.  We 

also discovered Robin Robins.  We found her website and instantly thought she was talking to us, holy 

shit this chic knows exactly what we need to do to make millions!  We need this – we need this now!  

We signed up on her “Silver” level plan and away we went.   

After going through Managed Services Blueprint, we were ready to sell-sell-sell.  We were convinced 

that everyone was going to buy managed services, we found the golden ticket! Who should we 

approach first? Our best break fix client of course.  They have been clients for years, why wouldn’t they 

buy this??  The appointment was easy – I memorized Robins selling script – I was ready to collect my 

cash.  I arrived at Starbucks across the street 60 minutes early to prep, I was ready for anything they 

threw at me.  I walking in into the meeting confident, what I wasn’t ready for was the sticker shock.  

After my pitch, she laughed.  She laughed hard!  “Jason, we can’t afford this”, she said.  “But you NEED 

this!” (I didn’t really say that but I wanted too).  My best client just laughed at me, literally laughed at 

me.  Talk about a deflating feeling.   I couldn’t understand why they weren’t throwing their money at 

me.  Fact was, I wasn’t selling any value.  I was trying to sell them a service plan that was double their 

current expenditure, without showing them anything of value in return.  

It took us almost 2 years to sell $7k in MRR. Yup, two years - $7k – pretty shitty.  Between 2010-2012 we 

were lucky to break $200k in revenue.  With overhead costs and shitty financial advice, my Partner and I 

were making less than $30k a piece and shelling out thousands personally at the end of the year in 

taxes.  We had long ditched Robbin Robbins, why would I shell out the monthly fee when we can’t 

afford to pay ourselves, yet alone taxes?   

This nightmare continued for a couple more years, until 2014 to be exact.  We managed grow to a 

whopping $17k in MRR, but nothing changed.  I was depressed, pissed, and ready to quit.  Every day I 

wanted to quit!  Fuck this, I’ll work at Lowes or do Dell calls!  My Business Partner was in the same boat, 

god bless him, I had a wife that worked and got a paycheck, he was the sole bread winner.   



 

We both hated our professional life, hated our business and really just wanted to quit.  Who the hell 

works 60-80 hours a week for peanuts and a big ass tax bill at the end of the year?  I don’t know why we 

didn’t quit.  For some reason we always got back up and tried another approach.  

In 2014, we decided things had to change.  We were sick of losing, being depressed, and hating the 

business we spent so much time building.  What do we do?  We need sales!! YES!  Of course, we need 

more clients, after all, more clients equals more money!  How do we get sales?  Marketing, yes of course 

marketing.  But we tried that marketing thing…it didn’t work.  Did we do it right? 

In 2014, we decided to max out the remaining credit card we had and attend Robbin’s Boot Camp.  We 

went in with a plan, we commit to consistent marketing or we fold.  No other option.  While there we 

committed to the Producers Club, knowing damn well we couldn’t “afford it” we had nothing else to 

loose, but we had to commit, no more joining then quitting.  We are in this for the long haul or at least 

until we can’t pay our bills.  During Boot Camp I joined an accountability group, and away I went, hell 

bent of doing everything it took to turn this ship around.  I committed to newsletters, postcards, 

campaigns, SEO, I took every nugget of info from my accountability and applied it to my business.  Shock 

boxes, pillow boxes, onboarding boxes.  Every damn good idea, I implemented.  We completely 

overhauled our MSP offering and the way we sold it and concentrated on adding value.  We decided we 

wanted our MSP to be the “Louis Vuitton” of MSP’s.  Quality, Client focused IT services.  Nobody else in 

the area can treat their Clients better.  No exceptions.  Finally that damn light bulb went on!!  Finally I 

got it!   

Ok….What was it? 

You see, sales wasn’t the only thing we needed.  We needed a change in attitude.  We couldn’t run the 

type of business we wanted, depressed, pissed off, and hating life.  It wasn’t possible.  We needed a 

complete mental overhaul.  We needed to love our business again!  We needed to feel inspired again!  

We found that.  I personally found that with my accountability group and the people I surrounded 

myself with.  I found other people that knew what we were going through and wanted to help.   

During 2014 we grossed just over $650,000 in sales, and managed to end the year at just over $44k in 

MRR an amazing jump from 2013 where we barely hit $400k (We added $27k of MRR from Boot Camp 

in April until the end of the year – CRAZY!!).  Since most of the new Clients we on boarded came at the 

end of 2014, that led the way for 2015 to be a remarkable year for us.  We finished just a pinch under 

$1.3 million and grew our MRR to over $85,000 per month.  We DOUBLED our MRR from the end of 

2014!     

Our success the past couple years isn’t all due to marketing campaigns, SEO, or whatever.  It’s my TEAM.  

My Business Partner, my Employees, and my Accountability Group.  There’s no magic path to be 

successful, you have to want it, at all costs.  I personally believe you have to hit rock bottom to get to 

the top.  Hang in there and find your inspiration.   

 

 

 



https://dashboard.technologymarketingtoolkit.com/User/MarketingPlan/ManageCampaign/Detail/?ID=12517&ReturnURL=%2FUser%2FMarketingPlan%2FManageCampaign%2F
https://dashboard.technologymarketingtoolkit.com/User/MarketingPlan/ManageCampaign/Detail/?ID=12517&ReturnURL=%2FUser%2FMarketingPlan%2FManageCampaign%2F
https://dashboard.technologymarketingtoolkit.com/User/MarketingPlan/ManageCampaign/Detail/?ID=12560&ReturnURL=%2FUser%2FMarketingPlan%2FManageCampaign%2F
https://dashboard.technologymarketingtoolkit.com/User/MarketingPlan/ManageCampaign/Detail/?ID=12560&ReturnURL=%2FUser%2FMarketingPlan%2FManageCampaign%2F
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Gross Revenues Up $924,878 
Monthly Recurring Revenue Increased From  

$21,451/month To $247,894/month In 3 Years 
!
!

“In  November  2012  when  we  joined  Robin,  we  were  
pulling  in  $21,451  in  monthly  recurring  revenue.  Now  3  

years  later,  after  learning  lots,  establishing  our  
marketing  “oil  wells”,  implementing  even  more,  and  
hiring  an  account  manager,  we’re  up  to  $248,000  in  
MRR.    If  that  doesn’t  make  you  a  believer  in  Robin,  

then  I  don’t  know  what  will!”  
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How We Added $  In New MRR Revenue  

In Just 12 Months 
Knowing that we were basically starting from scratch from a marketing 

standpoint, I decided that we needed to go all in on Robinõs recommendations so we 

dove in. Here is a summary of what we implemented that worked: We launched our 

new web site to what we thought were Robinõs specs, but the leads still werenõt 

coming in. After we requested a one-on-one consultation with Robin, she changed 

things around, explained the numbers and how to properly track conversions, and 

got us on the right track to focus on the most important numbers. Surprise, 

surpriseéour web site is rocking now. And thanks to Robinõs advice, we are now 

recording all of our phone calls and tracking against the source of the call so we 

ensure we answer the phones properly and donõt lose a single lead that comes our 

way. We implemented many other Robin campaigns: monthly newsletter, tech-tip 

post card, linked-in campaign, Google AdWords (wow!), and others. Please see 

attached list of campaigns for more detail. 
 
 
 

 

 

 

 

 

 

 

We Generated 70 New Leads This Year And Our Sales Funnel  

Is Better Than Ever 
Over the last 12 months, we have gone from virtually a standstill with only 

referrals generating new business, to a marketing engine that generated over 70 

leads, closed 16 brand-new MRR deals and converted two existing clients to MRR. 

We added $62,162.75 in new MRR this year; but more importantly, weõve established 

a solid base of marketing, and the momentum should add another $100,000 of 

MRR this year. I have great confidence that it will happen. I owe a big thank-you 

to Robin and her team, as well as my fellow Producers Club members who helped 

me during this journey. You have taught me a lot about running an MSP and 

keeping it R.E.A.L.! 
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Monthly Newsletter: We consistently mailed a printed TechTimes monthly to about 250 

clients and prospects. Each newsletter features a client spotlight on the front page with a brief 

summarization of the company and their logo. The newsletter led to a new client that added $3016 

in new MRR. We get great feedback from our clients on articles and content. 

Robinized Website: This is by far our best lead referral. Typically, we get 12 to 20 new leads a 

month from our website. These leads are then qualified with about 25% becoming qualified 

prospects. Of these prospects, we close about 1-3 deals from website leads each month. The 

website is continually being updated with employee photos, testimonials and client photos, and 

campaign specific landing pages. 

Section 179: We sent this campaign using direct mail in mid-November 2015.  This was sent to 

a list of 400 contacts including prospects, clients. Thanks to this campaign, we were able to book 

an additional $150,000 in project sales before the end of the year! 

9 Word email: We used this as a follow up to the Section 179 campaign and had overwhelming 

responses. Many clients never saw the (direct mail) Section 179 letter and requested a digital copy. 

This opened the door to multiple conversations regarding project work in December 2015 and 

possible projects for 2016.  

Robin’s Slippery Slope Sales Process: We implement this as our sales process. The specific 

components of this sales process that we find most successful are the Shock & Awe video, using 

an alias email to set appointments and send reminders, providing network audits/Technology 

Tune Up’s for prospects, and the closing process technique. For the last quarter and the beginning 

of January, our percentage of won vs. loss was 77%. This percentage includes any project work for 

current clients or proposals to new prospects.  Last year, we went on 156 total appointments with 

prospects or to propose new services to existing clients. Of those 156, 82 were converted to a sale, 

for a close ratio of 53%.  

Other Campaigns Used: 

 Shock & Awe video 

 Hassle-Free Book 

 Bad Date Letter 

 JV Partner Lunch and Learn/Cybersecurity talk 

 E-newsletter 

 Valentine’s Day Referral Campaign 
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