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This week, we’re taking a look at brochures, business cards, and free PR as we delve deeper into the 
deployment of our inception marketing.

 Remember: Everything is an Experiment. It’s only a mistake when you do it more than once! If it 
went well last week, great! How can it go even better?

BROCHURES

 y For the most part, based on the old 1980s features-and-benefits style selling. 

» Focuses on you.

 y What if you could get your brochures and business cards to really talk about 
the prospect? 

» Give them value.

WildFit gives them information about how they eat, thus building credibility and 
authority, giving them tangible value. By the time they get to the end, they want 
to be involved. 

BUSINESS CARDS

 y Most business cards don’t give any value whatsoever. 

 y They only talk about you. 

 y What if you could put information on the business card that was of real value 
to the client? 

» E.g., Business card phone charger, “Five Most Common Mistakes People
Make on Websites” on back of business card for $10.

 y Make a business card that people want to keep.

 y Include contact info on front...

 y But on the back:

» Give solid information or say go to this url to get information from
engagement pitch, etc.

Think about how you can make your business card highly valuable. 
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FREE PR

Think about Inception Marketing. 
 
Who is your ideal target market if you would like to get FREE PR? 

 » Answer: The reporter, the director, the showrunner, the producer. 
(Whoever is  producing the press you would like to be involved in.) 

 
What’s most important to them? 

 » Answer: Good quality content that is in resonance with the population at 
that time. 

 » Whatever is going on in the world at that time, they want more stories about it. 

 » Example: Joel Bauer wanted to release a big book but timed it poorly 
because of a presidential election. He put out a press release about how he 
was going to predict the presidential winner. He ended up getting on every 
major news  station for FREE, and whenever he would go on TV he would 
bring his book with him. 

 y So, identify your ideal target market, find out what they’re thinking about, and  
 give them more of what they want and you’ll get free press! 

 y Another useful tool: Help A Reporter Out (www.helpareporter.com)

 » Try to get yourself in resonance with what they are trying to talk about, and  
you will get free PR. 

Part 1

On one sheet of paper, design what you think a brochure could look like if it was giving value and 
delivering your inceptive story in a great way. 

EXAMPLE:

 y Your headline on the front could be your engagement pitch

 y The inceptive story (that is adding value to their lives) is inside the folder

 y On the back could be a buying criteria checklist and a compelling offer or next step leading them 
toward the offer

EXTRA STEP 

Go to www.fiverr.com and upload the brochure you just created, and give it to someone who offers to 
make you a brochure for $5. Upload it to the Facebook group or Mastermind group for feedback.
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Part 2

Design a new business card that gives value to the recipient. 

EXTRA STEP 

Go to www.fiverr.com and ask someone to make you a business card for $5. Upload it to the Facebook 
group or Mastermind group for feedback.

PART 3

Sign up for Help A Reporter Out (HARO) at www.helpareporter.com, and look through the different 
bulletins.



Notes:


