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Martin Howey 
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TopLine Business Solutions 

A personal message from Martin Howey, TopLine Business Solutionôs  

Founder and CEO on how you cané 
 

Transform Your Life And Business Experience 
Into An In -Demand, Highly -Paid Marketing 

And Business Development Consultant  
 

ñI thought the ñ6-figures in 90 daysò was a little far fetched. But Iôve been out of training 

about 90 days now and have been working with several clients. I have now reached that ñ6-

figures in 90 daysò mark and I think the program is spectacular. With the pressure on margins, 

so many businesses need our services. Iôm looking forward to taking this thing to the moon!ò 

Matt Connelly 

 

Hello, and thank you for requesting this informationé 

 

If youôre like most people more than a third of your life is involved in earning a living, and 

for more than 82 percent of the working population those hours are spent in a job or career that 

they donôt enjoy or that they donôt receive fulfillment from. 

 

In many cases it has nothing to do with the amount of money they earn. It 

has as much, or even more to do with working conditions, job satisfaction, 

recognition and appreciation, and the quality of life your job affords you.  

 

The fact is, most people are so busy making a living that they donôt have 

the time or the financial resources to really enjoy the limited time they do 

have, and theyôre living unfulfilled and frustrated lives. 

 

My name is Martin Howey, and for more than 46 years Iôve had the 

great fortune of working with thousands of people from all walks of 

life... some very wealthy, some doing ñokayò, and others on the brink of 

financial disaster. Iôve watched more than enough people go through 

failures, frustrations, hopelessness, bad times and even bankruptcies.  

 

And Iôve also seen a tremendous number of successes, happiness, 

prosperity, and people living their dreams and enjoying ñfairy taleò 

lifestyles.  

 

The common denominator in the overwhelming majority of these 

situations on both the positive side and the negative side, is the work 

that a person finds him or herself in.  

  

ñYour Time Is Limited, So Don ôt Waste It  
Living Someone Else ôs Life. ò 

- Steve Jobs, Apple Computer 
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Far too many people are trapped in jobs that are not fulfilling and are driving them crazy. Or 

if they do enjoy what they do, theyôre not sufficiently rewarded for the time, experience and 

expertise they contribute.  

 

Theyôre letting someone else ï their employer ï call the shots for them, tell them when to 

come to work, what to do on the job, and when they can go home. They let their employer tell 

them when and if they can take an afternoon off to see their childôs game or school performance, 

be with them when theyôre sick, or if and when they can take a vacation, And because the 

employer dictates how much the person will be paid and the amount of time they have, they have 

to settle for the vacation that fits into that timeframe and their budget.  

 

Some people are willing to accept the conditions that someone else sets for them and what 

that person determines is ñfairò compensation for the time and value they contribute.  

  

If youôre okay with that, great. More power to you. Youôve found your niche and what works 

for you and youôre happy. Thatôs great. Itôs something very few people ever do. But letôs you and 

I have a little heart-to-heart for a minute. What if you and I ï just the two of us ï got together 

one day all by ourselves and I asked you these five questions... 

 

Yes  No 

Ç    Ç    
Are you truly happy and fulfilled in the work youôre presently 

engaged in? 

Yes  No 

Ç    Ç    

Are you earning what you are truly worth and working the hours you want 

to work rather than the hours someone else tells you you have to work? 

Yes  No 

Ç    Ç    
Are you living the lifestyle youôve always dreamed of and are entitled 

to because of the skills youôve developed and the price youôve paid? 

Yes  No 
Ç    Ç    

Have you found the opportunity that will take care of you and your family 

for the rest of your life, including your retirement years? 

Yes  No 

Ç    Ç    

Have you accepted the fact that things ñare what they areò and that 

youôre ñokayò with your present situation and that things will 

somehow work out over the long haul? 

 

 

     How would you have responded? What would your answers have been? Would you have 

answered ñNoò to any of the first four questions and ñYesò to the fifth? If so, youôre certainly not 

alone and you really deserve a lot more out of the time you spend earning a living.  

 

The truth is, your work... what you spend a major part of your life doing every day has a 

tremendous effect on the quality of the rest of your life and the relationships you have with your 

family members and others.  
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Can You Relate To Any Of These  
5 Common Situations?  

 

Yes  No 

Ç    Ç    
ñI am fed up spending my time and using my business skills working for 

someone else and making them wealthy. I want to finally start getting 

paid what Iôm really worth.ò 

Yes  No 

Ç    Ç    

ñIôm worried about my job. With the economic climate the way it is, Iôm not 

sure if my current job will exist this time next year. I need to create a more 

dependable income and more financial security for my family.ò 

Yes  No 

Ç    Ç    
ñIôve recently been downsized from my job. At my age, nobody wants to 

hire me. Yet, I still have some strong business skills that can help any 

number of businesses, and I still have ófire in my bellyôé I want to 

contribute and be a valuable member of society.ò 

Yes  No 

Ç    Ç    

ñI know a lot about business and I have some great experience, but I donôt 

have an organized system to implement it or teach it to others. If I did, I could 

make a substantial income as a self-employed business consultant and only 

work a fraction of the time that I would work for a regular employer.ò 

Yes  No 

Ç    Ç    
 ñIôve looked at a number of different franchises, licenses and business 

opportunities and frankly, I donôt want to pay their high fees and 

excessive monthly royalties. I just need a li ttle direction and a kick-start 

and I can run my own business.ò 

 

Well, howôd you do? Did any of those points sound familiar? If they did, welcome to the 

clubé youôre certainly not alone. A LOT of people have the same concerns. If youôre not 

satisfied with where you are, itôs not the situation thatôs the problem... itôs how you respond to 

these two questions... 

 

1. WHAT , specifically, are you going to do about it? And, 

   

2. WHEN  will you finally get around to doing something about it?  

 

The number of layoffs, downsizing, restructuring, company mergers and early retirement 

offerings are increasing every day. And people in every business sector are becoming more and 

more concerned about their financial futures and their ability to provide for their familyôs needs, 

their childrenôs educations, and the funding of their retirement programs. 

 
Security Can No  Longer Be Found ï Long -Term  

In  Working For Someone Else  
 

It used to be that if you found work in a large company or corporation and you were 

relatively competent, you could pretty much expect to receive a paycheck adequate enough to 

meet your needs, and your employment may last until you retired. But for many people thatôs 

no longer the case. 
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ñRight out of the gate, 

what was so exciting to 

me was that every 

person I talked to was 

interested and excited to 

learn more about the 

business and the 

opportunities that I 

brought to their 

companies. We have 

such an amazing service 

to offer companies, and 

when we sit down with 

business owners, it is 

their privilege to have 

the opportunity to work 

with us! Iôm on my way 

to 7-figures in 90 days!ò 

C.B. Schottland 

Technology is rapidly replacing jobs, and many people even with 

advanced skills, high positions and decades in their current 

employment are finding themselves suddenly out of work and 

without the prospect of finding other employment that will 

compensate them enough for them to continue the lifestyle theyôve 

been enjoying. 

 

According to Forbes Magazine (June 17, 2009), Tiger Woodsô 

annual income for the previous 12 months was $110 million ï two 

and a half times larger than his closest competitor. 

 

Now really, do you honestly think that any one person is worth 

that much money? Especially someone who hits a little round, white 

ball into a hole 18 times? 

 

Of course, the answer has to be a resounding ñYES! Heôs worth 

every penny!ò (At least he was before his unfortunate choice of 

lifestyles caught up with him. But thatôs another story and has 

nothing to do with his golfing skills and the value he provided his 

sponsors as measured by the return they got on their investment in 

him as a spokesman.) 

 

Why? Because he earned more than that for the companies who 

paid him those sums. In Tigerôs case, having his name on certain 

products resulted in more sales, revenue and profits than the amounts 

his sponsors paid him. 

 

The real security (and the only true security) can be found in the 

value that you can bring to the marketplace. In fact, the marketplace 

will pay you in direct proportion to the value you bring to it. Bring a 

lot of value ï get a big reward. Little value ï little reward.  

 

So what about you? If work for an employer, what kind of value do you provide them? Is it 

more than what it costs to keep you on board? If so, how much more do you produce, or how 

much more value do you provide over and above your costs? 

 

This is very critical and very few people fully understand it, including employers. 

 

According to Northwest Staffing Resources, the ñtrueò cost of an employee is the 

employeeôs hourly rate plus an additional cost representing 56.55 percent of the wage rate. In 

other words, an employee who receives an annual salary of, say, $80,000, really costs the 

company an additional $45,240 in other expenses such as, federal and state taxes, Social 

Security, unemployment tax, workerôs compensation, pension plans, insurance, etc., for a total 

of $125,240 just to keep on board. 

 

That amount doesnôt take into consideration (if required) the floor space the person 

occupies, their furniture or equipment, or their telephone or computer. And if a secretary or 

other assistant is needed to aid or support that person, the wages and expenses of the support 

person must also be included. 
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Bottom line? If you arenôt in some way contributing ï either in profits or in savings ï more 

than the ñtrueò cost of what your employer pays you, your job is tenuous and you may be 

considered expendable.  

 

If you really want to guarantee your success on a long-term basis, you need to find a 

way to provide massive value to others, and then only expect to be rewarded once youôve 

communicated or demonstrated that value to them.  

 

Youôve worked hard for your experience and youôre entitled to be paid appropriately for it. 

And if you leave it up to others to call the shots for you and determine where youôll work, 

when youôll work, and how much youôll earn youôre playing Russian Roulette with your 

security, your familyôs lifestyle, your childrenôs educations, the funds youôll have available for 

your eventual retirement, your own opinion of  the value of your experience and expertise, and 

your self-esteem. 

 

But it doesnôt have to be that way. There is a huge and starving market begging for help. 

And that market is more than willing to pay top dollar for the person who can ride in on the 

white horse and give them the help they need. 

 

Businesses Large And Small Are In Trouble  
 

Business owners in every town and city in the country are barely hanging on wondering if 

they will be able to pay the bills and meet their payroll at the end of every month. The owners of 

these businesses need help and they know it. 

 

In many cases, they simply donôt know what to do, who to trust, or where to get the help they 

need. So they end up trying to solve their problems by playing ñcopycatòé doing what theyôve 

seen so many other businesses do ï and not understanding the consequences of their actions. 

 

Let me give you an example. 

 

When business gets slow ï when sales are down and not enough money is coming in, one of 

the most common things business owners do is have a ñsaleò. They cut prices in order to create 

additional traffic and make it more attractive for their customers and prospects to do business 

with them. 

 

Most Business Owners Donôt Know This Stuff! 
 

The problem is that most business owners donôt understand one simple, but very basic 

concept ï business isnôt so much a game of numbers as it is a game of margins. If you cut prices 

(lower the selling price) but donôt also reduce the amount you pay for the products youôre selling 

by the same margin, you can very quickly find yourself in big trouble. 

 

The following table indicates the increase in sales that is required to compensate for a 

discounting strategy. If a businessôs gross margin is 30% and it reduces prices by 10%, it will  

need its volume of sales to increase by 50% to maintain the same initial profit!  
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That can be 50% more sales to the same number of customers or the same number of sales 

per customer, but to 50% more customers. Rarely has such a strategy worked in the past, and it's 

unlikely to work in the future. 

 
   

If You Cut  
Your Price by  

With Your Present Gross Profit Being:  

10% 15% 20% 25% 30% 35% 40% 

5% 100.0 50.0 33.3 25.0 20.0 16.7 14.3 

6% 150.0  66.7  42.9  31.6  29.0  20.7  17.6  

7% 233.3  87.5  53.8  38.9  30.4  25.0  21.2  

8% 400.0  144.3  66.7  47.1  36.4  29.6  35.0  

10% --------  200.0  100.0  66.7  50.0  40.0  33.3  

11% --------  275.0  122.2  78.6  57.9  45.8  37.9  

12% --------  400.0  150.0  92.3  66.7  52.2  42.0  

15% --------  --------  300.0  150.0  100.0  75.0  60.0  

16% --------  --------  400.0  144.3  117.8  84.2  66.7  

18% --------  --------  900.0  257.1  150.0  105.9  81.1  

20% --------  --------  --------  400.0  200.0  133.3  100.0  

 

To illustrate further, if you sell 100 units for $100 each at a 30% profit margin, your gross 

sales would be $3,000 ($100 x 30% = $30 x 100 units). 

 

If you cut your price by just 10%, you will have to sell 50 additional units to make the same 

gross profit ($100 x 20% = $20 x 100 units = $2,000 x 50% + $2,000 = $3,000).    

 

But thereôs more to it ï a LOT more. 

 

No one knows a business is having a sale unless theyôre told about it. And in business the 

way you tell potential customers about something is by advertising. And of course advertising 

costs money which means that more products have to be sold to compensate for the ad expenses. 

And if the advertising draws more people ï more customers ï and more sales are made, it may 

require more stock and inventory, and more employees and staff to handle the additional people, 

more packaging, more credit card merchant fees and processing costs, and additional 

bookkeeping, delivery, shipping and other related expenses. 

 

So when you factor in all the attendant expenses of a sale, in our 30% margin example above 

it may require significantly more than a 50% increase in sales in order to make the same money 

 

The fact is cutting prices is one of the quickest ways to business failure there is. Yet, nearly 

every business owner you talk to thinks thatôs the way to get more business and generate more 

income. That said, there are times and circumstances where cutting prices may be the right thing 

to do. Itôs just knowing when and how to use a sale or price decrease to advantage. 

 

 
 



 11 

¢Ƙƛǎ ŘƛŀƳƻƴŘ ƳƛƴŜ ƴŜŀǊ aƛǊƴŀ ƛƴ 9ŀǎǘŜǊƴ {ƛōŜǊƛŀ ƛǎ ǘƘŜ ǿƻǊƭŘΩǎ 
ƭŀǊƎŜǎǘ ƘƻƭŜΦ LǘΩǎ ŘƛŀƳŜǘŜǊ ƛǎ мΦнр ƪƳ ŀƴŘ ƛǎ ƴŜŀǊƭȅ рнр ƳŜǘŜǊǎ 
deep. 

Acres of Diamon ds 
 

Hereôs another crazy thing business owners doé 

 

Line up 100 business owners and ask them if they had a magic wand and could wave it over 

their business, what they would like to have more of. Know what the number one response will 

be? 

 

ñMore customers.ò 

 

Thatôs it. More customers. So what do most business owners do? They spend HUGE 

amounts of money on advertising in order to convince more people to come to them and buy 

their products and services. 

 

Did you ever read the book or hear the story, ñAcres of Diamondsò? Itôs about an African 

farmer who sold his farm and spent his life traveling the African continent searching for the 

diamonds that would make him wealthy. Unsuccessful in his search and in a fit of despondency, 

he threw himself into a river and drowned. 

  

Meanwhile, the man who bought 

the farm happened to be crossing the 

small stream on the property and 

noticed a gleaming stone in the water. 

He picked up the stone, took it home 

and placed it on his fireplace mantel.  

 

Several weeks later a visitor picked 

up the stone, looked at it and asked the 

farmer if he knew what heôd found. The 

farmer thought it was just a piece of 

crystal and said that the creek was full 

of such stones. 

 

It turns out that the farm the first 

farmer had sold so that he might find a 

diamond mine, turned out to be one of 

the most productive diamond mines on 

the entire African continent. The first farmer had owned, free and clear ï acres of diamonds. But 

he sold them for practically nothing in order to look for them elsewhere. 

 

That ñAcres of Diamondsò story is illustrated countless of thousands of times a day in every 

market and business niche you can think of. Rather than digging in their own backyard ï 

working with their existing clients and customers ï business owners everywhere spend way more 

time, effort and money trying to attract new customers to their businesses, when right under their 

noses lies their greatest potential for additional sales and profits. 

 

Studies show that it costs 6 to 8 times more to sell to a new customer than it does to an 

existing customer, and that itôs 16 times easier to sell to an existing customer than to a new one. 

It simply takes more time, more advertising, more contact, and consequently more money to 
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convince a prospect that doesnôt know you or that has had no experience with you to spend their 

money with you. 

 

The Single Most Expensive Thing You Can Do In Business...  
Itôs Probably Not  What You Think It Is  

 

The simple truth is, as important as getting new customers or clients is, that activity is the 

second most costly thing you can do to grow your book of business.  

 

The real money sapper - the single most expensive thing you can do in business is to lose a 

customer, and the easiest person to sell to is an existing customer.  

 

With those facts in mind and using a hypothetical business, look what would happen if you 

were to reduce the number of customers you lose every year, and at the same time double the 

number of referrals you get and increase the dollar value of each sale by just 10 percent.   

   

  Current  Improvement  

Existing clients  1,000  1,000 (no change)  

1.Client losses per year  100  50  

(50% improvement)  

2. Average profit value  $200  $220  

(10% increase)  

3. Number of referrals  1 2  

(100% increase)  

Total Income At Year End  $180,0 00  $418,000  

 

Thatôs a whopping 132%  increase!  
 

Iôm confident youôll agree that a $238,000 raise in one year isnôt bad - especially without 

bringing any new staff or employees on board! 

 

Now Iôm aware that the above figures may or may not apply to every business or to every 

type of product or service. But the point is, and what the illustration demonstrates, is that even if 

the business doesnôt add any new customers it can still grow by keeping in contact with, and 

taking care of its existing customers and creating additional value for them so theyôll want to 

continue doing business with it. 

 

And the great thing is that the business can grow much more cost effectively than it could if 

it were attempting to create that $238,000 increase by going after raw new prospects who have 

never heard of the business before. 

 

But even if the numbers were only half as good as the illustration shows that business still 

netted a 162% increase in profits - that amounts to $111,375 extra in its bank account!  But even 

if it only did half of that it would still end up with $53,828 in extra income for the year! 

 

Most business owners are pretty good at what they do ï producing and delivering the goods 

and services their businesses sell. Especially when times are good. But running a business with 
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optimal efficiency and profitability requires a completely different skillé a skill that too many 

business owners simply donôt have.  

 

Question: How Many Business Owners Do You Think Know That?  
Answer: Not Many  

 

You see when times get tough, itôs even more critical that business owners not only 

understand these ñbasicsò but that they know how to apply them in their businesses. 

Unfortunately, what usually happens is that in order to generate more business they do too many 

of the wrong things, and they 

do them poorly. 

 

And in order to maximize 

the amount of money they 

can take out of the business 

as personal income, they do 

more of the day-to-day work 

themselves, put in way too 

many hours, burn themselves 

out. 

 

Then they get frustrated, 

angry and disillusioned 

because things arenôt 

working out for them they way they hoped and theyôre not realizing the dreams of independence, 

wealth and lifestyle they had when they first started their business. 

 

With competition so fierceé often cutthroat, and customers more sophisticated, more 

educated, and having more choices than ever before itôs nearly impossible for any business to 

operate the same way it did just a few short years ago and maintain the same bottom line profits. 

 

Over 80% of All Startup Busin esses Fail  
Within Their First 5 Years  

 

In the U.S. alone, there are more than 27 million businesses and the number increases every 

day. But the failure rate of startups within their first 5 years of operation is over 80 percent! The 

great majority of these businesses could have been saved if the owners just knew what to do, or 

if they implemented what they already knew but didnôt have the time, energy, resources, or 

manpower to put them into action.  

 

In many cases, business owners are frustrated, theyôre desperate, and theyôre spending money 

needlessly and foolishly on the next ñmagic pillò that they hope will help them gain a 

competitive advantage, win a few new clients, and pay the bills this month. 

 

These business owners are desperately seeking qualified help to solve their marketing, their 

growth, and their profitability problems. Most of them know what needs to be done to solve their 

problems and make their businesses more profitable.  
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How To Cope With Poor 
Business Performance & 

Profitability 
 

1. Do nothing 
2. Try to fix it yourself 
3. Get outside help 

The Sky is the Limit for the 
Demand for the Services 

of a Competent 
Consultant, and the 

Income You Can Earn is 

Unlimited! 

The problem is, they either donôt know how to go about doing those things, they donôt have 

the time, energy, or resources to do them, or they donôt know where to go to get the proper help. 

 

The Most Common Action Business Owners Take  
Are Often The Most Deva stating Ones  

 

When it comes right down to it, they really only have a 

couple of choices. They can either do nothingé which means 

they continue operating with no changes and consequently, 

things never change.  

 

Or they can attempt to change things themselves by reading 

books and attending seminars and courses. But what usually 

happens is they end up learning a few ideas and getting a handful 

of concepts that never get implemented, and again, their 

situations never change. 

 

Either one of those choices will bring less than optimal results and will likely end in a 

drained bank account and further frustration for the business owner. There is also a third 

choiceé and that is to use the services of an outside consultanté an expert at growing and 

managing their business so it operates at maximal efficiency and optimal profitability.  

 

Most business owners donôt even consider this alternative because they either donôt know 

which consultant to use, how to even go about looking for the right consultant, or they think itôs 

too cost-prohibitive to hire an outside advisor. 

 

Hereôs How  To Guarantee A Huge  
Personal Income  

 

When the right consultant comes along... the one who 

knows how to uncover problems, identify hidden and untapped 

profit-producing assets and flush out time-sappers and 

efficiency-wasters, and then provide real, workable, and 

practical solutions in a manner that doesnôt cost the business 

owner a dime out of their pocketé the decision to use that 

consultant is practically a no-brainer. 

 

And if you happen to be that consultant? It doesnôt take 

much to see that the sky is the limit for the demand for your services and the income you can 

make.  
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The Opportunities Have Never Been Greater,  
Nor The Potential More Lucrative  

 

 

ñClients treat me with absolute respect and I quickly become an 

indispensable member of their team.( 3 months tops!) .. they are 

always pleased to see me and  for me to help to move their 

business forward. Financially.... This business can take me 

anywhere I choose. Financial freedom within five years.ò 

Robert Umpleby 

 

Have you ever wondered what it would be like to not be able to sleep at night because you 

were so excited about the work you had to do the next day? To have the people you work with 

thrilled to see you? To earn more money in a month than you previously earned in an entire 

year? And to be able to get away whenever you needed so you could spend time with your 

family or enjoying your favorite activities? 

 

Have you ever thought how your life would be different... how your attitude and perhaps 

your outlook on the future may change if you had a fail-safe system that virtually guaranteed 

your success? What if you were given such a system... a system that took you by the hand and 

led you step-by-step to... 

 

V Build an incredibly successful business consulting practice that has a never-

ending flood of business owners practically begging you to help them grow their 

businesses... and who are willing to pay you any price you ask!   

V Master the secret techniques only the top consultants know to get gatekeepers on their 

side so they will gladly see that their message gets in front of the people who make the 

buying decisions. 

V Create a message that the decision maker canôt possibly ignore and compel them 

to actually call you wanting to see how you can benefit them! 

V Make it a requirement and condition of doing business with you for your clients to give 

you quality introductions to other business owners who need, want, and would nearly 

kill for your services... so you never have to prospect again!  

V Establish joint ventures with influential centers of influence that can get you in 

front of qualified prospects quickly and easily, and for little or no out of pocket 

expense!  

V Command (and get) premium-level fees from businesses that other consultants canôt 

even get in the front door of! 

V Tap into the minds of some of the most successful business consultants in the 

world, so youôll always have a boatload of fresh new ideas to help your clients in 

any business situation or challenge they encounter! 

V Position yourself as not only the logical choice for your clients to consider... but in 

fact, the ONLY one who has the expertise to solve their problems! 
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V Keep abreast of the latest cutting-edge, real-world business development 

strategies, and light years ahead of your competition! 

V Develop a business that gives you the time-freedom, the money-freedom and the 

lifestyle that allows you to do the things you WANT to do WHEN you want to do 

them, rather than the things you HAVE to do when you have to do them! 

  

Now be honest... Would these things be of interest to you? If so, then let me tell you a little 

more about me, what Iôve accomplished and what it can mean to you. 

 

From Zero To $12.4 MILLION  
In Just 6 1/2  Months!  

 

Several years ago, I co-founded a business 

development company that quickly became the 

fastest growing business consultancy in the U.K. and 

Ireland. In just 6 ½ months we reached a Chartered 

Accountantôs Valuation of $12.4 MILLION dollars! 

 

But being away from home and my 6 children 

and the 17 grandchildren I had at that time was 

taking a toll. Six weeks in the U.K., two weeks at 

home; six weeks gone, two weeks home... it doesnôt 

take long to get tired of that. And when youôre 

missing your grandkidsô ball games, piano recitals, 

and singing performances. Well, if you are one who 

has your priorities straight I think you can guess 

what happened. 

 

I wrapped up my obligations overseas and retired 

for the second time. Problem was, word had gotten 

around about how successful I had been at helping 

people create massively successful consultancy 

practices and I was bombarded with requests for help 

in teaching others how to do the same. 

 

So after considerable requests and pressure, I 

completely overhauled my previous system, updated 

everything, added tons of additional tools and 

resources, and included secrets that I had never 

shared before with anyoneé secrets that would 

make anybody, regardless of previous business 

experience, get off to an incredibly fast start and 

create massive amounts of income in their first 60 to 

90 days. I wanted this program to be the best of its 

kind anywhere, at any price. And it worked. There is 

absolutely nothing that can compare to it anywhere 

in the world! 

Martinôs training was 

inspiring....an eye 

opener, even for 

someone with 25 years 

of sales and marketing. 

I got more ideas than I 

could possibly know 

what to do with.   

 

But above all they were real and 

relevant...ideas and strategies that real 

people and real businesses have used 

successfully.  I got my first client within 

one week of completing the training and we 

are now working successfully together. 

There are two or three more potential clients 

who I am confident will commit within the 

next two weeks. 

 

 The training and ongoing support has given 

me a much higher level of self confidence 

when I meet business owners. Even more, I 

know the strategies work because I have 

used some of them myself in my other 

business. I have found Martin Howey an 

inspiration when I have asked for support 

and ideas. I just have to make sure I have a 

pen and paper ready when he calls. 

 

It isnôt for everybody and it wonôt just 

happen without effort and hard work 

(nothing worth having ever did) but for 

someone who is prepared to work and have 

fun it is possible to bring inspiration into 

peopleôs lives.  

Ian Scott 
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My company is called TopLine Business Solutions, and we now have more than 1,000 

consultants and offices in three dozen countries around the world. Businesses are literally 

knocking at our door asking for help.  

 

Problem is, we have so many requests that thereôs no way we can keep up.  

  

So we are aggressively seeking motivated self-starters who have either grown tired of 

working for someone else and want more from life and their careers, or who may have been 

downsized, laid off or even fired from their jobs and are looking for more than just another 

paycheck.  

 

When we find the right people, we hold nothing back in giving them all tools, resources and 

help they need to take advantage of this very lucrative and starving market. And we teach them 

how to do it with no cold calling, no expensive marketing campaigns, no advertising or 

telemarketing, and most importantly, no high-pressure selling or closing tactics. In fact, our 

proprietary ñNo-Selling ï No Pressure Presentationò has been touted as the easiest and most 

effective way to motivate a prospect to take action. 

 

Believe me it doesnôt get any better than that. My goal is to make it as easy as possible and 

do everything in my power to make our consultants successful. And I pull out all the stops to 

make it happen. 

 

Nothing Is More Important Than  
Character & Integrityé NOTHING! 

 

ñI rarely endorse other people but Martin is 

exceptional. And the best thing is that he has integrity. 

Something that is lacking in many business people now 

days.ò 

David Frey 

 

We are very protective of our reputation and strive 

to maintain the highest standards of providing quality 

solutions to our clients. We invest a LOT of time, 

effort and money into each person we bring on. Plus 

the reputation of all the other onboard consultants is 

on the line.  

 

Thatôs why we use an application process to 

carefully screen each candidate to ensure that only the 

right people... those who have the greatest chance of 

being successful marketing and business development 

consultants are allowed onboard.  

 

When it comes to training consultants how to 

become incredibly successful, nothing holds a candle 

to the TopLine system. NOTHING! And no one offers 

more real-world experience and personal support than my staff and me. NO ONE!  

Martin, I just really 

wanted to thank you 

for your integrity 

and your honesty. I 

was extremely 

skeptical in coming 

here.  
 

My wife was raised by an Interrogator. 

But once we met you and got to hang 

out with you, we really felt good about 

it.  

 

The quality of information you give, 

your commitment and the incredible 

volume of stuff you give is just 

fantastic. Iôm just really happy to have 

met you and am looking forward to 

working with you for a long time. 

 

If youôre thinking of coming here and 

working with Martiné get down here! 

 

Andre Lereu 
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Nothing is left to chance. 
TopLineôs Consultants are 

trained by the creator, 
founder and CEO of the 

TopLine system,  

Martin Howey. 

 

At first, this may sound like bragging, but believe me, itôs not. Itôs pure and simple fact! 

Thatôs not my style. In fact, I feel a little uncomfortable saying ité and the only way I can is 

because itôs true. Our files are full of success stories and testimonials that back it up. In fact this 

very document that youôre reading is loaded with comments from people who have experienced 

the TopLine system. 

 

The late Dizzy Dean once said, ñIt ainôt bragging if youôve done it.ò My staff and I have 

done it over and over and we continue to do it every day. 

 

In this business youôll find a number of ñwannabe gurusò who sit behind a computer all day 

pretending to know about marketing or business consulting. Some sell a handful of manuals, or 

just as bad, have licensed someone elseôs course and are selling it over the Internet or through the 

mail. 

 

Not so with TopLine. Iôm in the trenches every single day 

with my sleeves rolled up helping our consultants close deals 

and work with their clients to get fast and measurable results. 

My files are full of success stories from clients Iôve worked 

with and consultants that Iôve trained throughout the world.  

 

The TopLine consultants training program is based on my 

more than 45 years of business consulting experience. Itôs practical, proven, and time-tested. Itôs 

step-by-step and systematic. You wonôt find theory or neat-sounding ideas that someone else has 

supposedly done but have no results to back up their claims.  

 

With TopLine, youôre going to learn from me... the founder and developer of the TopLine 

system, and the trainer of hundreds of consultants around the world. But thatôs not all. The 

follow up support youôll get from TopLine has been referred to as ñworld-classò... head and 

shoulders above anything you can find in the marketplace. 

 

But I certainly donôt expect you to take my word for it...   

 

Just Imagine The Incredible Income And Lifestyle You ôll  
Have When You Learn And Apply The Same  

Tools As These Consultants  
 

 

ñIôve learned new and profound ways and techniques to acquire clients. I now 

know how to analyze their business in ways I never even thought possible and 

how to pinpoint weak spots and then optimize them for greater efficiency. This 

gives me the confidence to go into any company or organization and help them 

efficiently operate, grow and increase their bottom lines. This experience has 

exceeded all my expectations!ò 

Larry Ostrovsky 
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ñOne of my best deals was to receive $15,000 in up front retainer, $5,000 a 

month, and 30% above the baseline. The company was on the verge of 

bankruptcy and I turned the company around and was able to assist them in 

every phase of their growth and operation. Another is an executive search firm. I 

get up to $4,000 per month and 20% over the baseline. This will pay me$20,000 

to $30,000 per month very shortly.ò 

Andre Larabie 

 

 

ñInside of 2 months of completing my training, I have closed 2 deals ï a coffee 

shop that will pay me 12% of the gross revenue, and a $2.5 million auto shop for 

a $1,500 per month retainer, then 25% of the revenue. Iôve been able to position 

myself to negotiate a joint venture with a large CPA firm and business broker. 

And Iôm getting ready to do a presentation to all of the branch managers of a 

12-branch state-chartered bank, to do seminars and joint ventures for the bank.ò 

Lake Furney 

 

Itôs Not Just Our Consultants Who Rave About Usé 
Well -Known, Top -Rated Business Gurus Do It Too  

 

Just listen to what Mal Emery, Australiaôs number one marketing and business development 

expert has to say about me and the TopLine system: 

 

ñOne day I was having a chat with my friend Martin Howey. HE IS 

one of the top business consultants in the world. This guy has fortune 

500 companies lining up to use his services because of the amazing 

results he can generate for any company.  

 

ñDuring our conversation I told him about my current 

dilemma systemizing all that my partner Ian and I know 

into a ópackageô that we could easily teach to other people 

so they too could become world class business consultants, 

and how I had been scouring the world looking for a 

system as good as his that we could give to our 

consultants to use. 

 

ñThen in Martinôs Arizona drawl he said óYou all donôt 

need to worry.  I love what you are doing, and I want to help 

you. I would be proud to join forces with you in Australia! 

Tell me what you need.ô 

 

 ñWell, this floored me because Martin has the most 

successful Consulting Program in the world, so when he offered 

to help us I knew I could confidently build a new breed of Consultants 

because they will truly become STREETSMART. And that folks, is where we are now.   

 

ñWe have one of the most comprehensive training programmes ever developed, we have 

added tons of additional tools and resources and included secrets that I had never before shared 

with anyoneé secrets that would make anybody, regardless of previous business experience, get 

off to an incredibly fast start and create massive amounts of income in their first 60 ï 90 days. 
































































