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A personal message from Martin Howey, TopLine Busin&xsutionGs
FounderandCEO on how you canté

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

Al thought thei6-figures in 90 dayswas a little far fetched. Bufie been out of training
about 90 days now and have been working with several clidmse now reached th&t-
figures in 90 day@ mark and I think the program is spectacular. With the pressure on margins,
so many businesses need our serviéesldoking forward to taking thithing to the moord
Matt Connelly

Hell o, and thank you for requesting this info
If youdre like most peoplenore than a third of your life is involved in earning a living, and

for more than 82 percent of the working population those hours areis@ejobor career that
they dor@ enjoy or that they ddhreceive fulfilment 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 @preciation, and the quality of lifgurjob affordsyou.

The fact is, most people are so busy making a living that they lave
the time or the financial resources to really enjoy the limited time they do
have, and theye living unfulfilled and frstrated lives.

My name is Mé&tin Howey, and for more thar64/ears éve had the
great fortune of working witthousands ofeople from all walks of
life... some very wealthysomedoing fiokayo, and othersn the brink of
financial disaster.ve watched rare than enough people go through
failures, frustrations, hopelessness, bad times and even bankruptcies.

And Iéve also seen a tremendous number of successes, happiness,
prosperity, and people living their dreaarsd enjoyingifairy taled

Martin Howey lifestyles
CEO & Founder - | o
TopLine Business Solutions The common denominator in the overwhelghimajority of these

situationson both the positive side and the negative side, is the work
that a person finds him or herself in.

fAYour Time Is Limited, So Don d Waste It

Living Someone Else & Life. 0
- Steve JobsApple Computer



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, thé&g not sufficiently rewarded for the time, experience and
expertise they contribute.

Theyde letting someone elsé their employeii call the shots for thentell them when to

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

themwh e n
be with

them when theyodére sick, or if

and wh

employer dictates how mucthe person wilbe paidand the amount of time they havkeey have
to settle for the vacation thhis into that timeframe and theaudget.

Some people anwilling to accept the conditions thedbmeone elssets for them and what
that persometermines igifairo compensation for the time and value they contribute.

If youGe okay with that, great. More power to you. beeifound yur nicheand what works
fappd J & @& & © ssonethiegavery. fewlpéopleseven. Butl et 6 s you

for you

| have a little heafto-heart for a minute. Wat if you and I just the two of u$ got together

one dayall by ourselvesnd | askdyouthesefive questions...

Yes No
¢ ¢

Yes No
¢ ¢

Yes No
¢ ¢

Yes No
G C

Yes No
G C

Are you truly happy and fulfilled in the work you &e presently
engaged in?

Are you earning what you are truly worth and working the hoursaant
to workrather than the hours someonsediells you yotlnaveto work?

Are you living the lifestyle youwve always dreamed of and are entitled
to because of the skills yoive developed and the price yaare paid?

Have you found the opportunity that will takare of you and your family
for the rest of your life, including your retirement years?

Have you accepted the fact that thing8are what they ared and that
youde fiokayo with your present situation and that things will
somehow work out oer the long haul?

How would you have responded7hé would your answerhave beef Would you have
answerediNoo to any of thefirst four questionsandiYeso to the fifth? If so, youdre certainly not
alone ang/ou really deserve a lot more out of th 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 othe

e

a |



Can You Relate To Any Of These
5 Common Situations?

Yes No fl am fed up spending my time and using my business skills working for
¢ ¢ someone else and making them wealthy. | want to finally start getting
paid what IGm really worth. o

Yes No fildn worried about my job. With the economic climate the way itis,Hot
cC C sure if my current job will exist this time next year. | need to create a mo
dependable income and more financial security for my fanily.

Yes No fildve recently keen downsized from my job. At my age, nobody wants to

¢ C hire me. Yet, | still have some strong business skills that can help any
number of businesses, and | still havdire in my belly&@ Wwantto
contribute and be a valuable member of society.

Yes No fil know a lot about business and | have some great experience, bt | dg
cC C have an organized system to implement it or teach it to others. If | did, |
make a substantial income as a-seifployed business consultant and only
work a fraction dthe time that | would work for a regular employer.

Yes No iiléve looked at a number of different franchises, liceses and business

¢ C opportunities and frankly, | don & want to pay their high fees and
excessive monthly royalties. | just need kttle direction and a kick-start
and | can run my own business

Well, howd you do? Did any of those points sound familiar? If theyw@lcome to the
clubé vy dewcertainly not alonéd LOT of people have the samencernslf youére not
satisfied wih where you are,@ not the situation thét the problem.ité& 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 layoffsjownsizing, restructuringgompany mergemsnd early retirement
offeringsare increasing every day. Apeéople in every business sector are becoming more and
more concerned about their financial futures and their ability to provide for their famégds
their childreris educations, and the funding of their retirement programs.

Security Can No Longer Be Found i 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 competentyou could pretty much expect to receive a paycheck adequate enough to
meet your needs, and your employment may last until you retiredoBuany peoplehaits
no longer the case.



Technology is rapidly replacing jobs, and many people even
advancd skills, high positions and decades in their current
employmentare finding themselves suddenlyt@f work and
without the prospecbf finding other employment that will
compensate theenough for them to continue the lifestyle thay
been enjoying.

According to Forbes Magazi
annual income for thprevious12 months was $110 milliointwo
and a half times larger than his closest competitor.

ne

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

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

ball into a hole 18 times?

Of course, the answer has to be a resoun@ng S ! He 6 S
every pennyod (At least he was before his unfortunate choice of
|l i festyles caught wup rmwwanttas hi
nothing to do with his golfing skills and the value he provided his

=

spasors as measured by the return they got on their investment L

him as a spokesman.)

Why? Because he eathmorethan that for theompaniesvho
paidhim those sumdn Tiger 6 s case, having
products resulteth more salesievenueand profitsthan the amoust
his sponsors paikim.

The real security (and the ortlpie security) can be found in the

with

fRight out of the gate,
what was so exciting to
me waghat every
person | talked to was
interested and excited t(
learn mote bout &
bufifeSs'atd the
| OPp tun ities thﬁt I
" brought ¢ thél
companies. We have
uch an amazing servic
to offer companies, and
when we sit down with
busmess owners, it is
tIJ1e|‘T‘ prlﬂlggg]ts ha\9e
the opportunity to work
with wus! | 6
to 7-figuresin9 0 d a
C.B. Schottland

n

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

P009) ,

11%

will pay you in direct proportion to the value you bring tditing a
lot of valuei get a big reward. Little valuielittle reward.

cert

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

more than what itosts 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.

t he
pl us

According to Northwest Staffing Resoers
empl oyeebs hourly rate

Atruedo
an

cost of

addi ti

onal

other words, an employee who receives an annual salary of, say, $80,000, really costs the
companyan additional $45,24ih other expenses such as, federal and state taxes, Social

Security, unempl oyment t ax,
of $125,240ust to keep on board.
That amount doesnét take

wor ker 6s

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.

an
cCO0S

compensa

i ondpace thegparsom der at i on

~
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Bottom line? Ifyoua en &6t i n s o mei etherin profits ortinrsavings maren g
than the Atrueo cost of what yourmaybepl oyer pa
consideredxpendable.

If you really want to guarantee your success on a loAgrm basis,you need tofind a
way to provide massivevalue to others, andthen only expect to be rewarded once yaue
communicated ordemonstrated that value tothem.

Y oudve worked hard foyour experience angbude entitledto be paid appropriately for it.
Andif you leave it up to others to call the shots for you and determine wheikewoik,
when yodl work, and how much ydil earn youre playing Russian Roulette with your
security your familyGs lifestyleey our chi |l dr ¢ hés f @ d d c avgilabie s | have
your eventual retiremengpour own opinion of the value of your experience and expedise,
your selfesteem

But it doesi have to be that way.HEre is a huge and starving markegging for help.
Andthat market isnore than willingto pay top dollar fothe person who can ride in on the
white horse andive them the help they need

Businesses Large And Small Are In Trouble

Business owners invery town and cityn the countryarebarelyhanging on wondering if
they will be able tgay the billsand meet their payrodlt the end of every montfihe owners of
these businegs need help and they know it.

In many casesheysimply dond knowwhat to do who to trustpr where to get the help they
need Sotheyend up tryingtosolMee i r probl ems by playing fAcopy:
seen so many other businesse$ dod not understanding the consequences of their actions.

Let me give you an example.
When business gets slawwhen sales are down and not enough money is comjogéof
t he most common things business owneaeste do i s

additionaltraffic andmake it more attractive for their customers and prospects to do business
with them

Mo s t Busi ness Owners Donot Know T

The problem is that most business owners don
concepi busi ness i snét so much a gaméyowdutpncesmber s
(Il ower the selling price) butedpmdéduatl soyoedu:

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
discountingstrategylfa b u s gross masgi s 30% andredices prices by 10%,it will
needits volumeof salego increase by 50% to maintaime sameénitial profit!



That can be @ more sales to the same number of customers or the same wfiisdles
per customer, but to08 more customerfarely has such strategy worked in the past, and it's
unlikely to work in the future.

Y

If You Cut

our Price by
5%
6%
7%
8%
10%
11%
12%
15%
16%
18%
20%

With Your Present Gross Profit Being:

15%
50.0
66.7
87.5
144.3
200.0
275.0
400.0

20%
33.3
42.9
53.8
66.7
100.0
122.2
150.0
300.0
400.0
900.0

25%
25.0
31.6
38.9
47.1
66.7
78.6
92.3
150.0
144.3
257.1
400.0

30%
20.0
29.0
30.4
36.4
50.0
57.9
66.7
100.0
117.8
150.0
200.0

35%
16.7
20.7
25.0
29.6
40.0
45.8
52.2
75.0
84.2
105.9
133.3

40%
14.3
17.6
21.2
35.0
33.3
37.9
42.0
60.0
66.7
811

100.0

To illustrate futher,if you sel 100 units for $100 each at 8% profit margn, your gross

sales would be $3,000 ($100 x 30% ©$3100 units).

If you cut your price by just 10%pu will have to selb0 additional unitdo makethe same
gross profit ($100 x 20% = $20100 units = $2D00 x50% + $2,000 = $800).

But

No one

So when you factor in all the attendant expenses of a sale, 3%umargin example above

knows

a

t her eidasLOTmaoree t O

t

busi ness
way you tll potential customers about something is by advertising. Agdwke advertising

costs money which means that more products have to be sold to compenbsatadexpenses.
And if the advertising draws more peojplenore customers and more sales are made, it may
require more stock and inventognd moreemployes and staff to handle the additional people,
more packagingnorecredit cardnerchant fees anatocessingosts and additional
bookkeeping, delivery, shipping and other related expenses.

S

having

a sal

e unl

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

The fact iscutting prices is one of the quickest ways to business fdthere is. Yet, nearly
get

income That said, there are times and circumstances where cutting prices may be the right thing
ng whe nadaantage.h o w

every business owner you talk to tkis

t o

do.

It 6s

j

ust

t hat

knowi

10
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Acres of Diamon ds
Herebs another crazé thing business owners d
Line up 100 business owners and ask them if they had a magic wand and could wave it over
Lhee;r business, what they would like to have more of. Know what the number one response will
AMore customers. O
That dos it. Mo r e neost busitessowners dodTthepsdHUGE d o

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 IIDdaknonrdshhearl ttblse adtoairty
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 andavned.

Meanwhile, the man who bought
the farmhappened 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 visitpicked
up the stone, looked at it and asked the
farmer i f he knew what
farmer thought it was just a piece of
2 i crystal and said that the creek was full
e e u < L& of such stones.

¢tKA&d RAIFY2YR YAYS ySIN aiN] It turns out that the farm the first

tINBSal K2tSe LGQ& RALlYSHSNMarfer ha@issold $ovthat MeRmighdd ay S+ NI & ¢
deep. diamond mine, turned out to be one of

the most productive diamond mines on
the entire African continent. The first farmer had owned, free andickaes of diamonds. But
he sold them for practically nothing in order to look for them elsewhere.

That #fAAcres of Diamondso story is illustratec
market and businesscheyou can think of. Rather than digging in their own backyard
working with their existing clients and customeérsusiness owners everywleespend 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 cudtwandt does to an
existing customer, and that i1ités 16 times eas
It simply takes more time, more advertising, more contact, and consequently more money to

11



convince
money with you.

a

pr os p e c tthathhsahad naexpersencé with yon to speny thair

The Single Most Expensive Thing You Can Do In Business...

| t 6s

P r Nob What Ypu Think It Is

The simple truth isas important as getting new customers or clients is, that actithg i
second most costly thingpou can dod grow your book of business.

The real money sappethe single most expensive thing you can do in business is to lose a
customer, and the easiest person tbtge an existing customer.

With those factsn mindand wsing a hypothetical busingdsok 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.

Existing clients

1.Client losses per year

2. Average profit value

3. Number of referrals

Total Income At Year End

Current
1,000
100

$200

$180,0 00

Improvement
1,000 (no change)

50
(50% improvement)

$220
(10% increase)

2
(100% increase)

$418,000

That 6s

| &m confi dent

a

youoll

WLB280p indreasg!

bringing any new staff or employees on board!

Now | 6m awar e

t hat

t he

agree

t +especialpwiti$oat3 8 , 0 0 0

a b oeveeybuSinegponto evary may or

type of product or servic®8ut the point is, and what the illustration demonstrates, istreat if

t he

continuedaoing business wittit.

busi méedagnew custa@ners itan still growby keeping in contact with, and
taking care ofts existing customers araeating additional value for thesno

t heyoo!l | want

And the great thing is that the business can graweh more cost effectivebhanit could if
it were attempting to create that $238,000 increase by going after raprogyectsvho have

never heard of the business before

But even ifthe numbers werenly half asgoodas the illustration showtbat businesstill
netted a 162% increase in profitdhhat amounts to $111,375 extraitnbank accouht But even
if it only did half of thatit would still end up with $53,828 in extra income for the year!

Most business owners apgettygood at what they db producing and delivering the goods
and services their businesses d&dipecially when times are godglut runninga business with

12
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optimal efficiency and profitabilty e qui res a compl etely different
business owners simply darave.

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

You seewhentimes gettodg, it 6 s e v e nbusmess ewnenotiortlyi cal t hat
understand these fibasicso but that they know
Unfortunately, what usually happens is timbrder togenerate more business they do too many

of the wrong thingsand they
do them poorly.

Business Gets

Tougher . ..
. And in order tamaximize
Less Traffic and Sales

Tighter Margins the amount of money the
can take out of the business
Financial @S Personal income, they do
stability ofthe  more of the dayo-day work

Company  themselves, put in way too
many hours, burn themselves
More and Tougher Competition OUt.
More Knowledgeable Customers
Profitability
Decreases
SROEES Thentheyget frustrated,

angryand disillusioned

becaus¢ hi ngs arenaodt
working out for them they way they hopaddthey&e not realizing the dreasvof independence,
wealth and lifestylehey had when they first started their business.

With competition so fustanersedre sophistieated, maret t hr oat ,
educated, and haygrmore choices than ever befa@ nearly impossibléor any business to
operatehe same wait did just a few short years ago and maintain the same bottom line profits.

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

In the US. alone, there are more thanr@iflion 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 thesbusinesses could have been saved if the owners just knew what to do, or
if they implemented what they already knew but didave the time, energy, resources, or
manpower to put them into action.

In many cases, business owners are frustratedy&ugsperate, and thég spending money
needlessly and foolishly on the nértagic pillo that they hope will help them gain a
competitive advantage, win a few new clients, and pay the bills this month.

These business ownare desperately seeking qualifibelp to solve their marketing, their

growth, and their profitability problems. Most thiemknow what needs to be done to solve their
problems and make their businesses more profitable.

13



The problem is, they either d@kknow how to go about doing thodengs, they dod have

the time, energy, or resources to do them, or theg #apw where to go to get the proper help.

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

When it comes right down to it, thegally only have a
They
they cotinue operating with no changasd consequently,

couple of

things never change.

choi

ces.

can

stating Ones

(e

Business Performance &
Profitability

1. Do nothing

Or they can attempt to change things themselves by reading 2. Try to fix it yourself
books and attending seminars and courses. But wglaily
happens is they end up learning a few ideas and getting a handfu
of concepts thatever get implemented, and again, their

situations never change.

3. Get outside help

HOV\I TB @oﬁe Wi@l @oorn\0

/

Either one of those choices will bring less than optimal results and will likely end in a
drainedbank account and further frmation for the business ownerhd@re isalsoa third

choiceé and

t hat i s

t o

us e

the servi

managing their business so it operates at maximal efficiency and optimal plitfitabi

Most business owners ddmreven consider this alternative because they eithet KHoow

which consultanto use how to even go about looking for the right consultanthey think its

too costprohibitiveto hire an outside advisor

Here & How To Guarantee A Huge

The Sky is the Limit for the
Demand for the Services
of a Competent
Consultant, and the
Income You Can Earn is
Unlimited!

o J

make.

Personal Income

ces

When the right consultant comes along... the one who
knows how to uncover problems, identify hidden and untapped
profit-producing assets and flush out thseppers and
efficiencywasters, and then provide real, worlealand
practical solutions in a manner that dagéswost the business

owner

a

di

me

out of t heir

consultant is practically a Aarainer.

And if you happen to be thabnsultant? It doeéntake
much to see that the skytlee limit for the demand for your services and the income you can
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The Opportunities Have Never Been Greater,
Nor The Potential More Lucrative

AClients treat me with absol
indispensable member of their ,ed 3 months tops!) .. they are
always pleased to see me afud me to help to move their
business forwardFinancially.... This businessn take me
anywhere | choose. Financi al
Robert Umpleby

Have you ever wondered whatbuld 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 b 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 bdailsafe 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 stegby-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 angilling to pay you any price you ask

\/ Master the secret techniques only the top consultants knget tmatekeepeisn their
sideso they will gladly see tt their message gdtsfront of the peo@ whomake the
buying decisions.

V Create a message that the decision maker campossibly ignore and compel them
to actually call you wanting to see how you can benefit them!

\/ Makeit arequirement and conditin of doing business with ydar your clientsto give
you quality introductions to other business owners who need, want, and would n
kill for your services... sgou never have to prospect adain

\V/ Establish joint ventures with influential centersof influence that canget you in
front of qualified prospects quickly and easily and for little or no out of pocket
expense!

VV Command (anget) premiurdevel feedfrom businesses that other consultantsican
even get in the front door of!

\ Tap into the minds of some of the most successful business consultants in the
world, soyoudl always have a boatload of fresh new ideas help your clients in
any business situation or challenge they encounter!

\/ Position yourself as not only the logical choioe your clients to consider... but in
fact,the ONLY one who has the expertise to solve their prollems
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V Keep abreast of the latest cuttingedge, realworld business development
strategies, andight years ahead of your competitiom

\/ Develop a busineghat gives you théme-freedom, the monefreedom 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 dofriest to you™ so, thenlet me tell you a little
more about me, whabde accomplished and what it can mean to you.

From Zero To $12.4 MILLION

In Just

Martinds 1t
inspiring....an eye
opener, even for
someone with 25 years
of sdes and marketing.
| got more ideas than |
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. | got my first client within
one week of copleting the training and we
are now working successfully together.
There are two or three more potential clie
who | am confident will commit within the
next two weeks.

The training and ongoing support has giv
me a much higher level of self confidenc
when | meet business owners. Even morg
know the strategies work because | have
used some of them myself in my other
business. | have found Martin Howey an
inspiration when | have asked for support
and ideas. | just have to make sure | have
pen and pper ready when he calls.

I't isndét for everytl
happen without effort and hard work
(nothing worth having ever did) but for
someone who is prepared to work and ha
fun it is possible to bring inspiration into
peopleds |ives.

lan Scott

6 1/2 Months!

Several years ago, | dounded a business
development company that quickly became the
fastest growing businessnsultancyn the U.K. and
Ireland. In just 6 ¥2 months we reached a Chartered
Accountands Valuation of $12.4 MILLION dollars!

But being avay from home and my 6 children

andthe 17 grandchildreth had at that timevas

taking a toll. Six weeks in the U.K., two weeks at
home; six weeks gone, two weeks home... it di@esn

take long to get tired of that. And when i

missing your grandkiddall games, piano recils
and singing performances.aly, if you are one who
has your priorities straight | thinkou can guess

what happened.

| wrapped up my obligations overseas agtited
for the second time. Problem wasrd had gotten
around aboutdw successful | had been at helping
people create massively successful consultancy
practices and | was bombarded with requests for help

in teaching others how to do the same.

So after considerable requests and pressure, |
completely overhauled my previosgstem, updated
everything, added tons of additional tools and
resources, and included secrets that | had never

shared before wi

t h

anyoneé

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. | 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!
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My company is calledopLineBusiness Solutiongnd we now havenore tharl,000
consultants andffices inthreedozen countries around the worldudnesss arditerally
knocking at our dooasking for help.

Problem is, we have so0o many requests that th

Sowe areaggressively seeking motivated ssfirters 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 jodnsd are looking for more &m just another

paycheck

When we find the righpeople wehold nothing back in givinghem alltools, resources and
help they need to take advantage of this very lucrative and starving nfarletie teach them
how to do it with no cold calling, no egpsive marketing campaigns, no advertising or
telemarketing, and most importantly, no higfessure selling or closing tactid¢s.fact, our
propr i eSeklingiyNoi NFor essure Presentationodo has
effective way to motivie a prospect to take action.

been

Beli eve me it does nMygoalgsdomakainag eabyead possibleanch an t h

do everythingn my powerto make our consultants successful. And | pull out all the stops to

make it happen.

Nothing Is More Important Than
Character & I ntegr.i

Al rarely endorse other people but Martin is
exceptionalAnd the best thing is that he has integrity
Something that is lacking in many business people |
dayso

David Frey

We are very protective of our reputation and stri
to maintain the highest standards of providing qualit
solutions to our clientdVe invest a LOT of time,
effort and money into each person we bring on. Plus
the reputation of all the other onboard adtents is
on the line.

That 6 s widnypppheaionprecess to
carefully screemach candidat® ensure that only the
right people... those who have the greatest chance (
being successful marketing and business developm
consultants are allowezhboard.

When it comes to training consultants how to
become incredibly successful, nothimglds a candle

Martin, | just realy
wanted to thank you
for your integrity
and your honesty. |
was extremely
skeptical in coming
here.

My wife was raised by an Interrogatc
But once we met you and got to han
out with you, we really felt good abot
it.

The quality of information yogive,
your commitment and the incredible
volume of stuff you give is just
fantastic. I 6m |
met you and am looking forward to
working with you for a long time.

Andre Lereu

to the TopLine systenNOTHING! And no one offers

more realworld experience and personal support timgnstaff and melNO ONE!
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At first, this mg soundlike bragging, but believe még@s not. Its pure and simple fact!

Thats not my styl e. Il n fact, I feel a |ittle wun
because & true. @ir files are full of success stories and testimonials thatibagkIn fact this
very document that youodre reading is | oaded w

the TopLine system.

The late Dizzy Dean once saiilt aind bragging if yodve done it My staff andl have
done it over and over and weninue to do it every day.

In this business ydil find a number ofiwannabe guruswho sit behind a computer all day
pretending to know about marketing or business consulBome seld handful of manuals, or
just as badhavelicensedsomeone el€e couseand are selling ibver the Internet or through the
mail.

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

heinimg (s 121 @ eiEmes. with my sleeves rolled up helping our consultants close deals
TopLineods Cons

trained by the creator and work with their clients to get fast and measurable results.
founder and CEO of the My files are full of success stories from clienfgd worked
TopLine system, with and consultants thadvie trained throughout the world.

Martin Howey.

The TopLine consultants training gram is based on my
more than 8 years of business consulting experiends.ptactical, proven, andrie-tested. s
stepby-step and systematic. You wiifind theory or neasounding ideas that someone else has
supposedly done but have no results to back up their claims.

With TopLine, youre going to learn from me... the founder and developer ofdpé&ine
system, and the trainer of hundreds of consultants around the world. Bsihibtedll. The
follow up support yodl get from TopLine has been referred tofarld-clas®... head and
shoulders above anything you can find in the marketplace.

But | certainly dorit expect you to take my word for it...

Just Imagine The Incredible Income And Lifestyle You al
Have When You Learn And Apply The Same
Tools As These Consultants

filéve learned new and profound ways and techniques to acquire cliants.
know how to analyze their business in ways | never even thought possible
how to pinpoint weak spots and then optimize them for greater efficiency. T
gives me the confidence to go into any company or organization and help t
efficiently operge, grow and increase their bottom lines. This experience ha
exceeded all my expectations!

Larry Ostrovsky
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AOne of my best deals was to receive $15,000 in up front retainer, $5,000 :
month, and 30% above the baseline. The company was on the verge of

bankruptcy and | turned the company around and was able to assist them i
every phase of their growth and operation. Another is an executive search -

get up to $4,000 per month and 20% over the baseline. This will pay me$2|
to $30,000 per monthevy shortlyo

Andre Larabie

filnside of 2 months of completing my training, | have closed 2 deatoffee

shop that will pay me 12% of the gross revenue, and a $2.5 million auto sh
a $1,500 per month retainer, then 25% of the reveriue.deerable to position
myself to negotiate a joint venture with a large CPA firm and business brok
And IGm getting ready to do a presentation to all of the branch managers of
12-branch statechartered bank, to do seminars and joint ventures for the ba

Lake Furney

|l tds Not Just Our Consultants Who R
Well -Known, Top -Rated Business Gurus Do It Too

Just I|isten to what Mal Emery, Australiads n
expert has to say about me and the TopLine system:

day | was having a chat with my friend Martin Howey. HE IS
f the top business consultants in the world. This guy has fortune
companies lining up to use his services because of the amazing
esults he can generate torycompany.

fiDuring our caversation | told him about my current
dilemma systemizing all that my partner lan and | know
into a 6packaged that we coul d
so they too could become world class business consultants,
and how | had been scouring the world lowkfor a

system as good as his that we could give to our
consultants to use.

fiTheninMa r t AripoBasdrawlhesaid ¥u al |l dond
need to worry. love what you are doing, and | want to help

you. | would be proud to join forces with you in Australia!
Tell me what you need.

AWell, this floored me because
successful Consulting Program in the world, so when he offered

p us | knew | could confidently build a new breed of Consultants
because they will truly become STREETSMART .d&that folks, is where we are now.

AWe have one of the most comprehensive train
added tons ofdditional tools and resources and included secrets that | had never before shared
wi t h a secretstkaéwould makaybody, regardless of previous business experience, get
off to an incredibly fast start and create massive amounts of income in their firS06days
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