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Dear Student,

I’m Michael Senoff, founder and CEO of HardToFindSeminars.com. 

For the last five years, I’ve interviewed the world’s best business and marketing minds. 

And along the way, I’ve created a successful home-based publishing business all from 
my two-car garage. 

When my first child was born, he was very sick, and it was then that I knew I had to have 
a business that I could operate from home.

Now, my challenge is to build the world’s largest free resource for online, downloadable 
audio business interviews. 

I knew that I needed a site that contained strategies, solutions, and inside information to 
help you operate more efficiently 

I’ve learned a lot in the last five years, and today I’m going to show you the skills that 
you need to survive.

It is my mission, to assist those that are very busy with their careers 

And to really make my site different from every other audio content site on the web, 
I have decided to give you access to this information in a downloadable format.

Now, let’s get going.

Michael Senoff

        

Founder & CEO: www.hardtofindseminars.com 



Copyright Notices
Copyright © MMVII - © MMVIII by JS&M Sales & Marketing Inc

No part of this publication may be reproduced or transmitted in any form or by any means, 
mechanical or electronic, including photocopying and recording, or by any information storage 
and retrieval system, without permission in writing from the Publisher. Requests for permission or 
further information should be addressed to the Publishers.

Published by:

Michael Senoff
JS&M Sales & Marketing Inc.
4735 Claremont Sq. #361 
San Diego, CA 92117
858-234-7851 Office
858-274-2579 Fax
Michael@michaelsenoff.com 
http://www.hardtofindseminars.com

Legal Notices:  While all attempts have been made to verify information provided in this publica-
tion, neither the Author nor the Publisher assumes any responsibility for errors, omissions, or 
contrary interpretation of the subject matter herein.

This publication is not intended for use as a source of legal or accounting advice. The Publisher 
wants to stress that the information contained herein may be subject to varying state and/or local 
laws or regulations. All users are advised to retain competent counsel to determine what state 
and/or local laws or regulations may apply to the user’s particular situation or application of this 
information.

The purchaser or reader of this publication assumes complete and total responsibility for the use of 
these materials and information. The Author and Publisher assume no responsibility or liability 
whatsoever on the behalf of any purchaser or reader of these materials, or the application or non-
application of the information contained herein. We do not guarantee any results you may or may 
not experience as a result of following the recommendations or suggestions contained herein. 
You must test everything for yourself.

Any perceived slights of specific people or organizations is unintentional.

http://www.hardtofindseminars.com


Do You Let These “Thinking Problems” Get In Your Way Of 

Making A Profitable Joint Venture Every Time? 
An Interview With Marketing Expert Vanish Patel (AKA Mr. JV)  

 

Marketing expert Vanish Patel says when people blow it in business it’s rarely the result 

of money problems. It’s usually the result of thinking problems. Most people have been 

conditioned to believe you have to work hard, put in long hours, and risk a lot in order to 

make money. But the reality is these days everything you need, including every resource 

you could possibly want, is already available through somebody else. By forming 

partnerships, called joint ventures, you can leverage off of other people’s money, time, 

access, databases, reputation...everything.  

 

And in this audio, you’ll hear everything you need to start making profitable JVs a part of 

your business. Vanish says that generally begins with the right mindset and the right 

focus. Statistics show that 87% of businesses fail within the first five years, and it’s 

usually because business owners limit themselves to the products or services they sell. By 

redirecting your focus to include businesses and services you can link up with on the 

backend, you’ll automatically be expanding and growing without much effort. And in this 

audio, you’ll hear all about how joint ventures work to do this. 
 

You’ll Also Hear… 

 The one best way to use coupons and codes in your joint ventures to double your 

options, keep track of sales, and develop multiple streams of passive income (Vanish 

gives an example of one JV he did with 20 businesses)  

 A step-by-step look at how to be the middleman in a joint venture – set up the deal 

with two or more businesses and get paid – without having a business yourself 

 Examples of how joint ventures can be used as powerful tools for breaking into a new 

market  

 Can you really use eBay to buy someone else’s marketing list? 

 Common red flags to watch out for when it comes to joint ventures, and the one 

definite time you should just walk away from a deal 

 Exactly what Vanish means when he says “a good JV broker is like a tollgate 

collector” – and how to begin collecting tolls for yourself  

 

JVs are formed all the time between businesses because they’re a proven way to not only 

“stay afloat” but also grow in any economy. But you don’t need to own a business in 

order to form a profitable joint venture. Middlemen make money just for setting up the 

deal. Anyone can do it. All you really need to get started is a solid understanding of how 

it all works and the right mindset to get it done. And in this audio, you’ll hear all about it. 
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Here's a quick

Clip #54 
 
Michael: Vanish, it’s Michael Senoff. 
 
Vanish: Hi, Michael how are you doing? 
 
Michael: I’m doing well.  How are you doing? 
 
Vanish: Very well.  What are we going to talk about today? 
 
Michael: I’d like to talk about some more joint venture stuff, and I’d like to 

pick your brain on some of the stuff you’ve done. 
 
Vanish: Let’s talk about joint ventures because I think one of the interesting 

things I find is that as you spend more and more time becoming a 
master and a student of marketing, the less you worry about 
actually owning the product.  One of the things I’ve previously 
mentioned to you, in essence what I know is this.  There are three 
things you need to make business happen, you have to have a 
product or a service, you have to have a group of customers and 
you have to have a process be able to communicate to that 
audience.  One of the big things that people forget is those three 
separate things; you do not need to own them to make business 
happen.  What often happens is if you take for example, in an 
information product, people feel that they have to write the product 
and they have to sell it.  They have to own it and go out and get 
their own customers, and they have to sell their own products. 

 
Michael: Why is that?  It’s like we’re brainwashed into thinking, and it never 

occurs to us that this just doesn’t have to happen.  What do you 
think it is that makes us automatically believe that we have to 
create it and that we have to get our customers?  Is it an ego thing 
where we want to be in control or what? 

 
Vanish: I think partially it’s a knowledge thing because what happens is this.  

If I said to you, “Michael, the product that you are going to go out 
and make money on is in the movement of cars.”  You wouldn’t 
control that, going out and building your own car.  The amount of 
capital and expertise and everything, that’s why there are only a 
few car manufacturers because you need millions and millions of 
pounds and you need lots and lots of expertise in order to go out 
and build your own car.  The problem with something a small 
service type business is it is relatively easy to enter that market.  To 
become an author, if that is your expertise, write a few pages it’s 
relatively easy and people fall into the trap of becoming an author 
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first and not becoming a publisher.  One of the interesting things to 
think about is what you find a lot of times is people forgetting which 
activity is actually producing the best results.  You can be very busy 
in business but if you sit down and say, “What activity actually 
produces money for me?”  The activity that actually produces you 
money is getting your product in front of the customer and 
explaining its benefits, etc.  That’s the sales or the marketing 
process.  Ninety percent of business activity is spent maintaining 
and doing all of that.  For example, if we take a restaurant 
business, we understand what the product or service is, it’s food.  
Assume the restaurant is good at producing its food.  If I wanted to 
make money, a very simple statistic is here in the UK forty percent 
of the average person’s weekly spend on food is on take away or 
on restaurants.  Have you been to a restaurant in the last thirty 
days?  Pretty much everybody has been to a restaurant in the last 
thirty days.  There is money being spent.  Now if you can channel it 
through a venture that you’re dealing with you get to keep a slice of 
it.  For me, if I was going to say, “I want to make out of the 
restaurant business” I have to locate a property, build my 
restaurant, go through it with appropriate staff that can cook the 
food, do all of that, pay their wages.  A lot of hassle.  What I find is 
the easiest way to make money is to find the three processes 
separately and then do a joint venture deal.  The reason is this; the 
person that you see running the restaurant is usually very good at 
serving customers.  They are very good at taking customers that 
walk in, step into the premises, and going from that point to the 
point where the person pops his money.  What they’re not very 
good at is getting people to come in.  So their weakness is the 
marketing process and their second weakness is audience, having 
customers.  The only customers they get are from the little bit of 
advertising they may do or whatever.  So what happens is that if I 
can go to somebody that has staffed a restaurant, review the 
business, see if the product is good, then I can approach that 
person and simply say this, “I have found that you deliver a good 
product.  What I’d like to do is show you a way whereby we can 
deliver more customers for you.  It’s not going to require very much 
of your time.”  All you have to do is find an audience and find 
somebody that’s got a lot of customers but hasn’t got much 
product.  What I would do in this case is generally I find somebody 
that’s got a big audience and has some loyalty and some 
connections and get the two to set things up.  By doing that, what 
I’ve got is a customer bank that now has another product.  In the 
case of the restaurant business a very simple thing to do is to go 
and find another business that has a loyal customer base and say, 
“We can supply you another product which you can then 
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communicate to your audience base and you can make some extra 
revenue, but you won’t have to deal with or manage that product.”  
Do you see where I’m coming from Michael? 

 
Michael: Yes, I do.  It’s matching the product to the market, and I hear it all 

the time. 
 
Vanish: The trick is actually to find people that have good product but lack 

an audience and then find people that have a product with a very 
large audience, but lack product.  The typical case I have is where I 
find people with a very large customer base but maybe only a few 
products.  My background, I’m actually what’s classed as a 
business angel, or an angel investor, which is I invest in start-up 
companies, growth companies, companies that are getting going.  I 
typically see around 200 businesses a year.  We see everything, 
food companies, manufacturing companies, advertising companies, 
so what that has enabled me to do is over time, I’ve been able to 
see lots and lots of different types of businesses.  What I find now 
is that through that experience you see lots of inefficiencies.  What 
you will find is somebody, like in the manufacturing end, is very 
good at serving customers but they’re not very good at getting their 
audience or communicating to an audience base.  You see other 
organizations that have lots and lots of customers, but what they 
don’t have is they have a very thin product line.  If you imagine 
McDonald’s, if all it did was burgers, what’s the level of that 
business going to be?  It’s relatively easy for me to come along and 
say, “Do you think your customers would like some fries, or 
perhaps a milkshake?”  That’s the trick of finding somebody that’s 
already got a customer base but usually one product oriented, or 
they have a handful of products.  By introducing another product, 
you can relatively quickly increase the sales.  You can also go to a 
manufacturer who will make his product and then try to find 
individually customers one by one, which is very time consuming 
and very capital intensive.  It’s much better to go and find 
somebody that’s already got a big established customer base and 
form a relationship with them.  When you put that person’s product 
in front of them, there’s going to be a higher uptake, and there’s 
going to be less effort.  Does that make sense? 

 
Michael: It makes sense.  This is very helpful, I think.  From my experiences, 

I’m asking myself, let’s say I find a guy or a business with tons of 
customers and then I have an idea for a product.  How do I 
approach this guy in the simplest way possible?  What am I going 
to say to him to get his attention?  Give me three or four examples 
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of openings that I can call this guy on the phone, or in an email 
message say to him that’s going to get his attention. 

 
Vanish: Usually, what you will generally find is that somebody, if you’ve 

done your research well, with a large audience base but a handful 
of product, let’s say two or three.  You will contact the individual 
and say to them very simply, “How would you like to make an extra 
thousand pounds a month from your existing customer base?”  
Usually, what you’ll get back are a couple of questions, like “Well 
how?”  I very simply will say, “Well, I have a product that I believe 
your customer base will be very interested in.  I can supply it to you.  
All you’ve got to do is communicate that message to them, and you 
will get a cut.  You will not have to deal with any of the handling of 
the product.  I can arrange for another company to do that.”  
Therefore, what you’ve done is you have basically said, “I’m going 
to give you a product, you promote it, and I’ll get somebody else to 
deal with the order fulfillment.”  He’s going to then ask, “What’s the 
product?  What’s the price?  What’s the quality?”  Then you can just 
tell him about the other business, the product and the quality.  If 
you’ve done your homework well, you should find that product 
would be a good match.  It doesn’t take that much research to know 
that it’s a good product.  You don’t have to test it or anything.  At 
the restaurant, we could say, “Look, you’ve got 10,000 customers 
that would be interested in going to these types of restaurants.”  So 
simply all you would do is arrange for that CEO to visit that 
restaurant, try out the product free, and see how he feels, and then 
you can get him to say, “Do you feel that is a product that your 
customers will be interested in?”  And you get a “yes” or a “maybe,” 
and this is the thing that really amazes me.  After you put two 
people together, they could then go off and do their own deal, 
couldn’t they? 

 
Michael: Yes, they could.   
 
Vanish: The point is this; the ability to market and deal with all of the 

emotion and everything, most CEO’s don’t have the time.  They 
would much rather handle it with somebody else.  What I could do 
is if both parties are interested and accept each other as business 
owners and say, “Yes, we’d like to do business with each other”, 
then the third step which I told you is the marketing process, when 
you bring the value in, you can say, “I can show you how to 
promote this product in the best light to give you the maximum 
view.  You can give it your own go and you’ll probably generate this 
amount of income.”  But being a student of marketing, you know 
how to take a higher yield to get more depth penetration and 
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perhaps more repeat sales.  You can say to them, “We’re going to 
generate some extra revenue.  Have you got an issue if I take a try 
at it?”  Most people will say, “Great, you’re going to generate more 
money for me, I’m going to give you a cut and you’re going to 
manage it all.  I don’t have to do very much.  All I’ve got to do is 
decide whether or not I approve of that product.”  An example that 
I’ve done recently is I’ve got a company that has a large readership.  
In the publishing world, most of the income is made from 
advertising.   

 
Michael: We’re talking about a website now, right? 
 
Vanish: Right, a website, pop-up advertising or banner advertising or that 

type of shit or whatever.  I approached the company, and I said, 
“What activity are you doing?  How are you generating revenue?”  
Basically they had four or five ways in which they were making 
money with their readership.  I said to them, “I’ve got three products 
which I can put into your organization and I can show you a way 
whereby we can promote another three products, which in my 
estimation will generate this amount of extra revenue.”  What 
happened here was, and this was interesting I think, this is an 
online website so everything that it is doing is through advertising or 
online deliverables.  What I did was I saw three off-line products.  
These are products that effectively are deliverable in the normal 
way of business.  Most online companies are focusing on doing 
everything online.  But I sought a couple of very simple products 
that would be interesting to that sort of readership.  I then sat down 
with them and told them how they could do the marketing, etc. and 
what they could generate.  I sought three suppliers with whom I had 
relationships previously and worked out what their pricing was and 
a very simple deal was whatever went through the till, I’ll take ten 
percent.  Now, what do I have to do?  I just have to get one 
company to manufacture the product, which they’re already doing.  
I got the manager of that company to check the quality of the 
product, and he was happy with it.  I created the sales copy and the 
marketing message for which the publisher would then promote the 
product, and that added value because we were able to show how 
just doing a simple letter would generate this amount of revenue.  I 
sat down and thought about how developing a good process that 
could double or treble the amount of volume that was being 
generated, and from that, I get a simple ten percent.  In terms of 
effort, how much effort is actually involved?  In terms of the way 
that contract was written, I get ten percent of whatever goes 
through that business between those two relationships.  The whole 
thing took about one month or six weeks to set up.   
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Michael: And that’s an ongoing residual.   
 
Vanish: That’s ongoing, and all of that was done out of my home.  I didn’t 

need to have an office; I didn’t need to set up very much.  I had 
three meetings, one with the MD, and one with each of the 
individual suppliers, and we sent a few emails back and forth.  I’ll 
give you an example of the kind of product we did to give you an 
idea of how simple it is.  The publishing company is an online news 
service.   

 
Michael: Are there a lot of these online publishing companies out there? 
 
Vanish: There are hundreds. 
 
Michael: What is their biggest weakness? 
 
Vanish: Their biggest weakness is that the only revenue stream that they 

have is online advertising.   
 
Michael: How is the online revenue streamed in this day and age in the 

marketplace? 
 
Vanish: At the moment, advertising as a general market is down, and so is 

online advertising down.  The thing that is interesting is obviously, 
as with your hardtofindseminars, Jay Abraham has a very simple 
philosophy.  He always talks about building income streams, having 
different avenues from which you can generate income.  Most 
businesses that I’ve seen have maybe one or two forms of income.  
They may have different names for the ways that they do it.  For 
example, in online advertising, you may have banner advertising or 
email or whatever, it’s all the same form of advertising.  Your 
money is coming from one audience, which is your advertiser.  
There’s only so much that you’re going to be able to generate.  By 
going to these people and saying, “We can add another income 
stream, another way of generating some money, it’s very simple.  
You’ve got Company X that is doing news.  In the printing press, 
obviously the easiest way is to do this for products and services 
through advertising.”  What I did was went to a company, and said, 
“I can sell mouse mats to your audience.”  They have “x” thousands 
of readers coming every day looking at the news.  I said, “It’s very 
simple, we’ll create a little store and we’ll do some touchy, feely 
products.”  Everything else they’ve been doing has been by banner 
advertising, etc.  I had a company that manufactured mouse mats; I 
had somebody to do the pricing.  I put the two together and they set 

8
Here's a quick and easy way you can get into the marketing consulting business. Work part time from 
home. Help businesses make more money. Listen to hours of free interviews, case studies and how to 
consultant training at http://www.hardtofindseminars.com/consulting.htm 

http://www.hardtofindseminars.com/consulting.htm
http://www.hardtofindseminars.com/consulting.htm


FREE GIFT: A copy of our newest blockbuster, “BEHIND CLOSED DOORS: 21 Insider Consulting Secrets 
You're NOT Supposed To Know.” (86 pages the most revealing, proprietary secrets on the subject of business 
consulting that exists anywhere at http://www.hardtofindseminars.com/consulting.htm 
 

 

up a store, and they sell those.  I said, “Maybe we can go into some 
other products, sell some tee-shirts and a few other products of that 
nature.”  Do you see how by just finding other products for another 
audience, finding a manufacturer of the product and saying, “Look, 
let me go find you another audience,” how you could make some 
extra income?   

 
Michael: Oh, yes. 
 
Vanish: In terms of the things that you sell, one of the things I think is 

always very interesting is that a lot of people are always trying to 
reinvent the wheel.  If you had a choice, what would you rather 
have, would you rather have customers where you have a great 
product, or would you rather have an excellent marketing process?   

 
Michael: I’d rather have an excellent marketing process. 
 
Vanish: An excellent marketing process, because you can always find 

somebody else who has customers, and you can always find 
somebody else who has an excellent product.  The key is having 
the process.  People are spending too much time trying to create 
income and create wealth; they’re trying to create a big market and 
trying to create a big customer base.  Somebody has already got 
them.   

 
Michael: Right, it’s right under your nose.   
 
Vanish: Right, you’re already a customer of somebody else’s business.  

There’s already somebody else who’s developing or creating a 
fantastic product.  What you find is if you’ve got an excellent 
marketing process, you can profit from more than that activity by 
just doing it on a bit of volume.  You find somebody with a big 
audience base, you find product manufacturers that address that 
audience base and put the two together and you just take a slice of 
what happens in between.  Because the customer base is trusted 
by whoever owns that customer base, the ability to use the 
marketing process is much higher.  You do not have to cold sell 
someone your ideas.  If they are a customer of some other 
business, then product number two is relatively easy to sell.  All you 
have to do is provide product number two.  The hard part is finding 
the first product to sell to.  Products two, three and four are the 
easiest to sell.  You’ve got customers for your pens, correct? 

 
Michael: Right. 
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Vanish: You’ve got an already established customer base.  Let’s assume 
that you’ve got a big database of people that buy your pens from 
you on a regular basis.  It’s relatively easy to approach them and 
say, “I’ve got another product that I think would fit your audience.  
What I’ll do is supply it to you, and all you have to do is market it.  
We’ll provide you the marketing materials and strategies and follow 
that through, and all we ask is that we get ten percent of whatever 
goes through your business.”   

 
Michael: I’d do that in a heartbeat.  I mail to my customers so few times, and 

I’m just waiting for someone to approach me and say that. 
 
Vanish: Exactly, because what happens is this, you can only spend so 

much time talking about your own product.  The reason that Wal-
Mart is the largest retailer is because Wal-Mart has thousands of 
people approaching them saying, “You’ve got a fantastic audience 
base.  We’d like to put our products through there.”  Now Wal-Mart 
will demand a high rate of return.  The person that’s in between is 
likely to make very little money in between, but you can find the 
Wal-Mart equivalent of an audience base and get a decent deal.  It 
doesn’t take that much to go and find somebody with a 
complementary product.   

 
Michael: That’s a great example.  Wal-Mart is an example of a business with 

tons of customers and all they’re doing are joint ventures with every 
single product in that store. 

 
Vanish: Exactly, and what Wal-Mart does is they simply have open bays for 

all of the manufacturers, “Come in, show us your wares, and we’ll 
talk about price.”  They are a fantastic example of a joint venture, 
because Wal-Mart doesn’t have to produce anything.  It’s got 
manufacturers knocking on its doors, and it just says, “We’ll take 
that product because that’s one that’s going to address our 
audience, and we’ll pay you this.  Do you want to take the deal, yes 
or no?”  If you can imagine that’s what Wal-Mart can do with its 
marketing, you can find other examples of that, much smaller, but 
people who do have that audience base and they’ve only got one or 
two products, and they’re so busy running that business servicing 
that handful of products, they haven’t even sat down and thought 
about product three and product four.  If you’re in, for instance, the 
information publishing business, most of the people in information 
publishing produce a product. In the music business, it’s the old 
classic seven/seven year deal, seven albums in seven years.  
That’s a requirement of the band.  The publisher doesn’t want to 
produce an album; they want to produce seven albums over seven 
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years and turn it out because once somebody is a fan of the band, 
they’re going to buy the next album and then the next one and so 
on.  In information publishing, most people write a book, and then 
they spend two years setting up the website, selling it, and they 
never get around to writing product two.  What I do is find someone 
who’s got a great product and say, “Hey, I can get you product 
three.”  Then I’ll take somebody else’s product and put it in and 
take a cut in the middle.  All you have to do is review good markets, 
find big audiences and then find appropriate products.  You are just 
becoming in effect their personal trucker.  It didn’t take that much 
work to know that audience base was going to like those products.  
That’s what I do now.  I do some other activities, investing etc.  But 
it’s a very simple thing to do, and you can do these sorts of things 
for years and years.   

 
Michael: Once you have somebody who is interested, let’s talk about more 

of the details about contract.  Do you sign a complicated contract?  
Is it a simple agreement?  What are some of the things to caution 
about when you want to get everything written down to protect 
yourself?  What is your philosophy on that part of the business?    

 
Vanish: My philosophy is the first contract is more a moral one, especially 

when you’re dealing with someone you like to deal with.  If they are 
of good character, you get a good vibe, and they are interested in 
your ideas and open to your suggestions, then the contract you 
have to write, relatively speaking, is very simple and it works.  If 
they are the kind of person who isn’t going to disclose much 
information about their business, then that’s usually an early 
warning signal for me that we’re not very likely to do very much 
business.  I can only help somebody if I really understand their 
business.  In the marketing process, you’ve got to know their 
customer base very well, you’ve got to know information about 
them, you’ve got to know how they’re going to market it.  
Otherwise, all I’m really doing is just kind of is referring agencies 
and letting them do his marketing process.  Sometimes I do that; 
sometimes I kind of walk away and say, “Hey, we’ll get straight to 
the fees.  I referred you to this customer.  Just give me a finder’s 
fee,” and that’s it. 

 
Michael: When do you ask for the finder’s fee? 
 
Vanish: I estimate what the value of that business contract is going to be 

worth.  That’s the reason I do the research on the customer base, 
what that customer is going to buy and how much money they are 
going to spend.  What I try to do is track these things where they’ve 
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got effectively an online store where they’ve gone through a credit 
card processing provider because those statements are very easy 
to provide.  Then I simply have a contract that says whatever is 
done through that store, I get a certain percentage of these 
products’ sales on an ongoing basis.  Typically, I’ll do it for twelve 
months, renewable thereafter.  If you’ve got a good relationship 
with the entrepreneur, they’re usually happy to have that happen 
because as far as you’re concerned, you’re paying somewhere in 
the region of, for every pound I put into your business, would you 
have an issue with giving me one-tenth of that back?  This is a 
pound of money for their business, and usually they will spend so 
much time running their own business, they haven’t got time to sit 
down and think.  Once you’ve got that going, you can introduce a 
third product, a fourth product and again that contract covers it all.   

 
Michael: I would think most people are pretty honest.  If you have a gut 

feeling that someone is going to screw you, no matter what contract 
you have, they’re going to screw you.  Use your intuition, and if you 
have a good feeling… 

 
Vanish: What I find is this, if somebody wants to “steal your idea,” they’re 

going to figure out what you have to manage or agree.  If I said to 
you in the same contract, “Hey, you know what?  I’ll do 50/50 deal.   
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