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Give Away my Books for FREE 

 To learn about my four books, go to http://thewpi.org/?a=PG:1434.  

 Advisors are desperately looking for ways to differentiate themselves and increase new client 

flow. Unfortunately, it’s very difficult to find a system that generates dozens or hundreds of new 

potential client leads.  

 Advisors have used books as sales tools and the basis for seminars for a number of years. That can 

be successful even if the books are ones I don’t like and think are fluff pieces vs. true educational books. 

 I’ve written what I truly believe are the best full disclosure books in the industry that advisors can 

use to educate and motivate clients. The feedback from advisors who use my books is very consistent. 

Advisors who use them grow their business and earn more money. The challenge is getting more 

advisors to use them as marketing tools. The sad fact is that most advisors are too cheap to spend even a 

few hundreds of dollars to buy books to hand to potential clients.  

 It is my goal with this revolutionary marketing platform to take away every excuse from 

advisors when it comes to the question of why they are not using educational and motivational books to 

pick up new clients.  

Download my Books for Free in an E-Format 

 Over 50% of the books sold today are in e-format. It’s not that in-print books are dead, but it sure 

seems that the trend is to read them on an i-Pad or other electronic reader.  

 As stated, I’ve decided to do something that has not yet been done in our industry. I’m going to 

allow advisors to give away best-selling educational/sales books for FREE in an e-format to clients and 

potential clients.  

 Why? Because I know advisors need better tools to increase their client flow. Advisors need to 

build their e-mail databases so they can touch potential new clients with quality e-newsletters in an effort 

to motivate them to interact with advisors.  

 What’s the “best” way to build an e-mail database of potential new clients? Let them sign up for 

FREE to read important books to help them protect and grow their wealth by filling out a form online.  

 How can this be accomplished? Imagine the following:  

 1) A standalone website custom made for each advisor where you could have 1, 2, 3, and/or 4 of my 

books on your site.  

 2) The site would have a sign-up system where clients would go to sign up to read the books for free. 

 3) After someone signs up to read a book, an e-mail is sent by the system to the advisor telling 

him/her that someone signed up. Additionally, the people signing up are sent an e-mail with instructions 

telling them where they can go to download one or more of the books. 

 4) The advisor would have a back end to the website that would have info of anyone who signs up 

and when the last time they logged in to read the book. 

 The website (see info. on the next page) is the epitome of Keep it Simple Stupid.  

 

http://thewpi.org/?a=PG:1434


Sign Up to Learn How You can Give Away my Books for FREE 

 If you have an interest in giving my books away for free to attract new clients, click on the following link 

to sign up for more information: http://www.strategicmp.net/page/life/booksforfree .To learn more about each 

book, click here or on the picture of the four books below.  

 

 If you would like to view an example of the TEMPLATED WEBSITE advisors will be able to custom 

make for their own use, go to www.educationforretirement.com or click on the picture blow. The following is Tab 

2 from the website and the one that I think will be the most motivating reason potential new clients will sign up to 

download a book.  Everyone is pushing information on why they have the best wealth-building plan. NO ONE is 

answering the one burning question that is in the back of the minds of 95% of every consumer─is my advisor any 

good and how can I tell. Again, the goal is to motivate people to sign up so contact information can be gathered. 

There is no doubt in my mind that this one-of-a-kind marketing tool will help advisors grow their businesses and 

earn more money.  
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