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 Robin Robins
• Robin currently runs the 

largest sales and 

marketing coaching 

program in the world for 

small IT firms. In addition 

Robin is the author of the 

Technology Marketing 

Toolkit and she is highly 

recommended by several 

of our key members.
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“How to Build a Marketing System That 

Consistently and Automatically Delivers a 

Steady Flow of Highly-Qualified, Highly 

Profitable, and Highly Motivated Clients”

Presented By:

Robin Robins
www.TechnologyMarketingToolKit.com

An Exclusive Presentation 

For RSPA Members



Here Is What I Promise To Deliver 

To You Today:

 The BEST marketing strategies for
attracting new, highly qualified clients 
that can easily be put on “auto pilot” to 
cut the time and effort of selling and 
prospecting in half.

 How to clearly differentiate yourself from 
cheaper competitors and easily command 
premium fees.

 How to get every direct mail campaign, 
Yellow Pages ad, web site, trade show and 
marketing campaign to generate two to 
three times more responses and sales
than it currently is.



Here Is What I Can’t Promise Or 

Deliver To You Today:

 I cannot give you “one thing” that will 

solve all of your sales and marketing 

problems finally and forever.
 I cannot promise that you won’t have to 

do some work to make this happen.

 I cannot promise teach you everything you 

will need to know or give you every tool 
you need to have in order to transform 

your business in this webinar.



Who is Robin Robins?

“I specialize in unusual and 
exceptionally effective marketing 
systems to help small VARs, 
MSPs, System Integrators, and 
Solution Providers attract new 
clients, increase sales, and 
make more money on a 

shoestring marketing budget.”



Case Study: Ken Reichardt, 

President, PCX Technologies, Inc.

“I've acquired an enormous amount of easy-to-use 

marketing material from Robin, and all of the campaigns 

have come directly from her materials, verbatim. 

Her materials don't provide vague formless ideas or 
concepts, but real world soup-to-nuts marketing 

solutions that work!”

“We increased our client 

base by 29%, our 

monthly gross sales by 

49% and AVERAGE 

monthly profit by 299%”



Case Study: Robert Marhamat, 

President of ServerPlex Networks

“I had come across your program about 5-6 times, and now I am so glad 

we took the plunge! Although I was skeptical about your program in the 

beginning, the structure that your program has provided is absolutely 

priceless! We achieved INC 500 recognition this year for our efforts... 

after adopting your marketing program and transforming our business 
model into a strict MSP model we will be able to achieve a growth of 

180% this year over last. We have just redesigned our website based 

on your program and have already landed a 35-computer deal in our 

2nd day of our website re-launch.”

“After adopting your marketing 

program, we are on track to 

achieve a growth of 180% this 

year over last.”



Case Study: John Sandy, ISC Manager, 

James Moore & Company

“Robin gave us the model for packaging, pricing, and 

promoting managed services to our clients, which we did very 

successfully. This not only helped our overall revenue and 
profitability, but this surge of new business also made us 

more efficient at servicing our clients. Her materials, 

coaching and advice have provided us the confidence and 

encouragement to move forward. Thanks for all you do!”

“Under Robin’s 

direction, we sold 

15 contracts 

within 4 months”



Case Study: Dave Golden, 

President, MI Solutions, Inc.

“Thanks to Robin’s coaching and marketing materials, 
sales are up over 200% from last year. This boost in 

revenue enabled me to purchase a new 4,000 square 

foot office building. She’s also helped me to think bigger 

about my business and replace my old break-fix model 
with recurring revenue streams.”

“I can easily attribute 

$500,000 to $600,000 in 

new, recurring revenue that I 

generated using Robin’s 

marketing materials.”



The Foundation Of Building A Client-

Attraction Marketing System:

Be The FLAME

Not The Moth



The Foundation Of Building A Client-

Attraction Marketing System:

All Prospects Should Meet These 4 

Criteria By The Time You Meet With 

Them Face To Face OR By Phone:

1. Interested In What You Are Selling

2. Pre-Qualified

3. Motivated To Buy NOW

4. Pre-Disposed To Buying From YOU

What is the fastest, 
easiest, and MOST 

effective way to do this?



The Foundation Of Building A Client-

Attraction Marketing System:

Education-Based

Direct Marketing



Education-Based Marketing:

• Long-form sales letters, both 

online and offline

• Free reports and buyer’s guides

• Seminars, teleseminars, webinars

• Public speaking

• Articles, e-zines, newsletters

• Client testimonials, case studies

“Can” and “clone” 

yourself and your sales 
presentation

2. Think “automatic” and
“robotic” message delivery 

systems



Direct response marketing brings them 

into the funnel:

• Referrals

• Joint venture marketing

• Direct mail

• Google Adwords

• Direct sales

• Web site

• Networking events

• PR

• Yellow pages and newspaper ads

• Trade shows

• Writing articles

• Public speaking

• Teleseminars, seminars, webinars

• Newsletter marketing

These people respond to your marketing 

and request more information about what 

you are offering. This information can be 

a free report, teleseminar or audio 

recording, seminar, or even an 

educational sales letter on a web page.

The free report or buyers’ guide, web site, 

seminar, or other information based 

communication educates the prospect, 

demonstrates your expertise, builds trust, 

and urges them onto the next step of 

buying, enrolling, meeting with you, or 

requesting a free audit.

These people are now pre-sold, 

pre-qualified, and pre-disposed to doing 

business with YOU. Your job is to further 

qualify them, educate them on your terms 

of doing business, and close the sale.

An up-sell system (delivered when 

closing the sale) puts them into a 

subscription service (managed services, 

remote backup, service contract). Then, 

stay-in-touch marketing systems (client 

newsletter, seminars, e-mail, fax 

broadcasts, etc.) are used to sell 

additional products and services.

Monthly newsletters and timely 

promotions build loyalty, cross sell 

solutions, and fuel referrals. 



Critical Element #1: Define A 

Profitable Target Market You 

Want To Monopolize

Get Positively, Absolutely Clear On 

Who Your Ideal Customer Is…

Then Make Sure Every 

Marketing Message, Dollar, and 

Resource You Have is 100% 

Focused On Communicating to 

Only That Customer



Case Study On Targeting: Luke 

Walling, Walling Data Systems

The Marketing 

Campaign Before

Using The Direct 

Marketing 

Strategies I Teach:

• No headline

• No offer

• No benefits

• No guarantee

• No testimonials



Case Study On Targeting: Luke 

Walling, Walling Data Systems

• Added a self-interest

headline that aroused

curiosity.

• Added a powerful 

testimonial to support 

the message.

• Mailed ONLY to IT 

Managers of K-12

Schools who were  

running Symantec or 

Network Associates 

anti-virus.

“Our AVG marketing campaigns were 

barely generating any kind of response. Since using Robin’s suggestions, our 

last postcard generated over $60,000 

in NEW AVG sales. We could barely 

keep up with the number of new 

customers calling our office!”

– Luke Walling, President, Walling Data Systems



Critical Element #2: Decide What 

You Want To Be Famous For

• Narrowly defined promise

• Meaningful specifics

• Powerful guarantee



Is This Ad Compelling?



Example of a 

Compelling 

Proposition:

• Compelling headline

• Talks specifically to   

restaurant owners 

(niche marketing)

• Guarantees to overcome 

the specific problems 

most restaurant owners 

have with their POS 

system and vendors



Critical Element #3: Multiple 

Message Delivery Systems

 Referrals

 Joint ventures, partnering

 Direct mail

 Networking events and groups (BNI, LeTip, 
Charity events, Chamber)

 Newsletters & writing articles

 Partnering with vendors

 Trade shows

 Public speaking (seminars and teleseminars)

 Online marketing (web sites, Google, etc.)

 Yellow Pages ads



Case Study Example:

Implementation of a 

Multi-Step, Multi-Media

Marketing System

 The goal is to sell managed services.

 We implemented multiple campaigns using 

various media and methods.

 The key word here is MULTIPLE; random, 

one-shot marketing does not work.



Case Study: Brett Jaffe, President 

Axis Microsystems, Inc.

The Challenge:

• Brett was growing his company “in spite of himself” 

relying solely on referrals.

• Growth came with an expensive price tag; he was 

working 80 hours a week, hiring the wrong people, 

and found himself $20,000 in the hole after one bad 

month, forced to cover payroll with credit cards.

• Had done some marketing in the past, but it only 

consisted of single-page flyers and weak attempts at 

trying to convince customers to “try” their managed 

services program.



Marketing 

Example #1

RATES ARE 
GOING UP!!!

This was our most 
successful campaign so 
far. We converted about 
25% of our client base 
on the first mailing.

Total gained:  
$10,000K/month



Marketing 

Example #2

This is our first multi-piece 
mailing. It was sent to 100 
current clients with a second 
follow up mailing.  

Cost of list:  FREE

Cost of mailings:  $175

Cost of labor:  $80

Total cost:  $255

Total gained:  $3,000/month



Marketing 

Example #3

We did this joint marketing 
letter with a local company 
that does Security. It was 
sent to about 200 clients 
along with a follow up letter 
from us.

Cost of mailing:  $150

Cost of labor:  $40

Total cost:  $190

Total gained: $1,600/month



Marketing 

Example #4

This is our “Bad Date” 
letter that went out to our 
first batch of clients. I 
simply plugged in our info.  
It was the first of a 3-piece 
mailing to 100 business 
owners.

Cost of list:  $50

Cost of Mailings:  $150

Cost of Labor:  $60

Total cost:  $260

Total gained:  $3,000/month



Marketing 

Example #5

This was a seminar we did for 
existing clients. It was 
tremendously successful and 
we got Iron Mountain to pay 
for half of it.  

Total cost:  $1,500

Total gained:  $1,800/month



My Reward!

After all this marketing and effort, I have 

decided to reward myself…

This is my new BMW 550i… complete with iPod adapter to 

allow me to listen to Robin’s teleconferences on the way to and 

from work and keep me in the marketing frame of mind.



Case Study: Brett Jaffe, President 

Axis Microsystems, Inc.

“All I can say is that we are going gangbusters selling 
managed services. The entire pitch has come from your 

materials and it’s really working. We went from 

generating only $2,200 per month in profit to $19,400 

in recurring, bottom line profits! My only regret is that I 

didn’t do this sooner...I’d be retired by now.”

“We went from 

$2,200 to 

$19,400 in just 

6 months!”



3 Keys To Success According To 

Napoleon Hill, Think and Grow Rich

 A BURNING DESIRE.

 They have SPECIALIZED 
KNOWLEDGE.

 They are DECISIVE.



Announcing… 

The RSPA 

“Rapid Results”

Marketing and Sales 

Acceleration

Coaching Program



Outline Of This One-Time 

Only Consulting Program: 

No more than 50 people will be accepted; as a 
participant, you will receive…

 6 Teleseminar Coaching Sessions Delivered by Robin 

 In-Depth Research on Customer Physiology, Profiles, 

Buying Patterns, Hot Buttons, and Criteria

 Custom Built Marketing Campaigns to Generate Qualified 

Leads, Overcome “Cheapest Price” Competition, Fuel 

Referrals, and Close More Sales

 Guidance and Direction on the Development and 

Implementation of the Marketing Tools Given

 Ability to Collaborate on Best Practices and Take 

Advantage of Group Research, Testing, and Strategy



The Technology Marketing Tool Kit 

Marketing System (A $1,997 Investment)

A complete, paint-by-the-

numbers guide 

to developing a 

reliable and effective
client attraction system

for your technology business.



 FREE: “Speed Selling” Teleseminar and Workbook

 FREE: Interview with Don Crowther, “How to Get Thousands of 
Dollars in Free Advertising Through PR”

 FREE: Interview with Peter Candito, “Secrets To Finding Highly 
Targeted, Hyper-Responsive Mailing Lists”

 FREE: Interview with Greg Phillips, Attorney, “How to Properly Use a Contract to Increase Client Trust and Close a Managed Services 
Sale Faster and Easier than Ever Before”

 FREE: Interview with Larry Schulze, “How to Secure an Above-
Average Profit Margin in Your IT Business” 

 FREE: Interview with Paul Dippell, “A Proven Formula for Compensating Your Technicians to Secure Maximum Growth, 

Performance and Profit in Your Computer Consulting Business”

Audio Training Package

(A $582 Investment):



You MUST Meet This Criteria:

 You must be in the business of selling retail solutions.
 You must be intensely serious about your desire to increase the 

sales in your business over the next 6 – 12 months.

 You must be beyond the “quick fix” mentality and be willing to invest 
the necessary time and patience into building and implementing a 
marketing system. I will not do it all for you. 

 You MUST be willing to report back the results of your activities.

 You must be willing to take responsibility for your mistakes, learn 
from them, and move on. I don’t want anyone with a “victim” 
mentality that constantly blames the economy, the competition, lack 
of time, or anything else for their lack of success.

 You must be willing to ACTIVELY participate in the calls and group 

sessions. I do NOT want passive people who can write a check.

 You must deliver good, honest products and services. There isn’t a 
marketing campaign around today that can make up for poor service 
or substandard products.

 You must be a pleasant, positive person. I only want to work with 
people who are fun to work with and stimulating to the group.



Tuition For The RSPA “Rapid Results” 

Marketing and Sales Acceleration 

Coaching Program:One-Time Payment of $4,997 

or 3 Payments of $1,697

IF You Meet ALL The Criteria Outlined, 

Go To This Web Site To Apply Now:

www.technologymarketingtoolkit.com/rspa

http://www.technologymarketingtoolkit.com/rspa
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Thank you!

Visit GoRSPA.org for more information about RSPA and our education 
programs. 

Coming up: 

Selling Essentials: April 28 – 30, 2008
Los Angeles, CA

Next On-line Education Session:

How to run a Successful Marketing Campaign
April 17, 2008

www.GoRSPA.org

http://www.gorspa.org/

