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The Real Deal:
Four Real-Life Joint Venture Success Stories 

This audio comes straight from the trenches. In it, you’ll meet four 
successful Joint Venture experts with four different approaches to joint 
venturing. You’ll hear each of their stories – the steps they took to get 
to where they are and the regrets they’ve had along the way. But best 
of all, you’ll be able to see how they’ve molded the concept of Joint 
Ventures to meet their business styles and goals.

In addition to their stories, they also share tips, tricks and advice on 
what has and hasn’t worked for them. 

Here’s a brief overview of each interview:

Interview One: You’ll meet a man who made a deal with the owner 
of a third party logistics company to save several small businesses 
money on their shipping rates. Because he never took “no” for an 
answer, he’s brokered many deals – including one that pays him a 
residual of $3,000- $4,000 a month. And thanks to the residuals he’s 
collecting from his JV deals, he now only works part time at his “real 
job” -- just for benefits. In the interview, I also point out a few 
additional areas that he can expand on to make even more money off 
of his deals.

Interview Two:  You’ll hear how this man uses an auto-responder 
and a website to easily do the job of 150 reps. He says his goal is to 
make a million dollars a month and when you hear about the deals 
he’s brokering, you’ll realize he’s probably not exaggerating. He says 
there’s tons of joint venture deals to be made out there because 
“there’s never a shortage of problems.” And according to him, all you 
need to do is “look for those problems and fix them.” 

Interview Three: This man is a real wheeler and dealer. Listen to 
how he leverages every deal to create another. For example, he wrote 
a book where he interviewed business experts and ended up bartering 
deals with them. Then he turned around and used those experts’ 
names to build credibility and barter even more (and more) deals. 
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Interview Four: In this interview, you’ll meet a man who used to 
think face-to-face meetings were the best way to barter deals. But 
that meant he was limited to about an hour’s drive of his house. Listen 
to how he changed all that just by using direct mail, a fax and a 
phone. He says the best part of his new home-based approach is that 
it allows him to find people who are already interested instead of 
trying to make uninterested people become interested. 
    
One thing these Joint Venture experts seem to agree on is that you 
don’t need to have everything perfect before you get out there – the 
most important thing is getting out there. So sit back and listen to how 
the experts make their deals.  

Hi, this is Michael Senoff with Michael Senoff’s HardToFindSeminars.com. Here 
is 70 minute recording with four different joint venture experts. You’re going to 
hear real stories, exactly how it’s happening or has happened and exactly how 
much these people have been able to make using joint venture strategies both 
online and offline. You’re going to hear from a gentleman out of Atlanta who is 
now generating as much money through his joint ventures than he does at his 
main job. You’re going to hear from a gentleman named Kim out of Texas. You’re 
going to hear from an author and book publisher, a gentleman named Dave 
Dutton and how he used a simple 30 minute call to develop a joint venture that’s 
brought him in thousands of dollars. You’re going to hear from a gentleman 
named Tony Millet, and he’s going to discuss ways that he’s used audio 
recordings to establish joint ventures to generate residual income with 
companies related to making money on their power bill. So, get ready, you’ve got 
four different businesses here, four different people, four different stories, many 
different examples that you can learn from, model, take and use for yourself in 
creating more effective joint ventures, using the power and leverage of joint 
venture is more powerful than anything you can imagine, and I hope these 
recordings help you get there. Stay tuned for part two for four totally unique new 
stories to expand your education and expand the experience by listening to 
others on how to do joint ventures. Now, let’s get going!

Michael: I’ve got your email. It says, “Michael, thanks for all you do. You have 
helped me in more ways than you will ever know. I learned a lot in 
particular from the Robert Elliott mp3 calls. I approached a friend with a 
local 3TL company that helps businesses and manufacturers save 
money on LTL freight costs without sacrificing quality or delivery time. 
The way they work is they find ways to save money on freight, and 
they split the savings 50/50 with the local business. They had no USP. 
I shared a few ideas with them. They liked them, but had no intent of 
using them for themselves.”
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“I called a few of their happy clients on my own time, and found out 
what made their service special to the clients. I’ve formulated my own 
USP for the 3TL that I pitched to several manufacturing companies. I 
formulated a set of questions to do on the phone interview that was 
modeled after the HMA presentation questionnaire.

“I’ve then set up a few meetings between the 3TL and the local shipper 
and manufacturer in Viola. Three or four of them closed paying me 
anywhere from $25 to $100 a month. I even had a $500 a month deal. 
I then hit pay dirt last May and brokered a million dollar a year deal for 
them that pays me a residual of three to four thousand a month.

“My ultimate goal is to do this full time. JV’s have allowed me to work 
part-time now at my normal job. I am even brokering JV’s where I work 
and am being paid for my connections. Some months, I make more 
from JVs than from my salary and commission. I love JVs. If you think 
it makes sense to talk about it, don’t hesitate to call. Frank.”

That’s awesome.

Frank: It’s been a fun ride.

Michael: This was about a month ago, too. How has this last month been since 
you wrote this now?

Frank: It’s been good. I’m somewhat slow. It’s the holiday time. It slows down 
a lot. I had my lowest check on that big joint venture idea. My lowest 
check was for the year was $2,800. I’m not complaining.

Michael: So, tell me for people listening about this joint venture. Did you have a 
joint venture mentality six months ago or a year ago?

Frank: No, I was in business myself, and I got hurt really bad. I wound up 
declaring bankruptcy. So, I never ever wanted to go into business 
again.

Michael: How long ago was that?

Frank: About four or five years ago.

Michael: In a nutshell, what happened?
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Frank: Got hung out to dry with a big contractor, stuck me for over six figures, 
and just ruined my life. So, I know I wanted to work for myself, but I 
didn’t want the stress and pressure of a business.

I started researching marketing. I found your website and spent the last 
three or four years just reading and studying and listening, and about 
two and half years ago, I started to get back as the gentleman that I 
talked about. He was talking about frustrations. He said he’d pick my 
brain.

Michael: This was someone you knew?

Frank: Right, a friend of mine who owns a retail company.

Michael: Third party logistics.

Frank: If you could imagine, small company has to do a lot of shipping to the 
client, because it’s a small company they don’t ship a lot. They get 
charged high shipping rates. Three-TL comes along with the mentality 
of a Sam’s Club. They get three or four hundred small companies 
together, and everybody benefits because of volume. Does that make 
sense?

Michael: Yes, it does.

Frank: So, they would come to the table and say, “Here’s your old rates. 
These are your new rates. It’s a win-win situation. We’ll pay all your 
bills. We’ll handle the problems. We’ll do this. We’ll do that. You won’t 
have anything. The only thing is we save you money. It’s a win-win 
scenario.”

Michael: What problems was this friend of yours having with it?

Frank: He just wanted to grow the business, but he’s very close minded. Not 
everybody is open to some of the things that you teach. He liked the 
ideas. We pitched them to his partners. They didn’t like it. He said, 
“Frank, why don’t you just run with it?”

I just closed up my business a little while ago before that. So, I said, 
“What’s the worse that can happen? Let’s see what happens.” It was 
very exciting.

Michael: So, you struck a deal with them.

Frank: I struck a deal.
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Michael: What did you negotiate, and when did you negotiate, was it on your 
terms or their terms?

Frank: I asked them what they paid the typical outside salesperson, and they 
paid 30% of every dollar profit into the company.

Michael: Is it easy to figure out profit?

Frank: Yes, it’s 50/50 split, and that’s the way they work it. So, the margins 
were unbelievable. I loved the idea of residual income, and the older 
you get, you start thinking, “Well, why should I do something and only 
get paid one time?” That’s what I loved about my new site.

Michael: That’s perfect, and that is smart. You make the sales once, but as long 
as they’re happy with the service, they’re going to keep shipping over 
and over again.

Frank: I thought there was a lot of similarities with one of the audios you had 
about the gentleman that was reselling electrical metering services.

Michael: Yeah, Tony.

Frank: That was only a one time deal, and I was thinking, “My goodness, I am 
so blessed. One of these days, I’ll get the nerve and get a hold of Mike 
and see if he has any ideas.”

Michael: I’m glad you did. I just interviewed him again. I had interviewed him a 
year ago, Tony, and I just interviewed him last week on how he has 
changed his business. Remember, that guy was pounding the 
pavements doing cold calling? Well, his business is totally turned 
around. He’s totally automated it and I’m going to have that update on 
there probably in the next week or so.

Frank: That’s exciting. I got a couple of ideas from probably three or four of 
the audios that he got and made my own presentation based on the 
different audios.

Michael: That’s great. That’s what they’re there for to take them and use them 
however you want. So, when you struck this deal and so you basically 
came in as a commissioned independent contractor sales rep.
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Frank: With no experience at all in the retail industry, but knowing about 
marketing, knowing about how to talk to people, knowing about setting 
up deals. That’s basically all you need to know how to do.

Michael: Tell me about your development of the USP. What did you find by 
talking to some of the customers as a way to position what they do 
compared to what you had before you met him.

Frank: You have to remember, a lot of small businesses, the owner has 57 
hats that he has to wear, and then sometimes they don’t even know if 
they have good rates or not. They just want it handled. They don’t want 
any problems. So, we come in and offer to do a free audit consultation 
and show them where there’s being money left on the table, and show 
them some various ideas that’ll save money in house, chasing 
paperwork, opening up envelopes, fixing problems, following up on 
damages, things like that, and showing how this 3TL can handle all 
that for them. 

He doesn’t have to pay a penny for it, only if money saved every 
month. It captures a lot of people’s attention. That’s basically how it 
works. I would set up a very, very brief phone call to see if it made 
sense.  I based that on those phone calls that you had.

Michael: Did you use them in a script?

Frank: Yes.

Michael: Did it work?

Frank: It was beautiful, very, very low key, at ease. Does this make sense? 
Does this sound like something that makes sense to talk a little further 
about? I had set up a phone interview appointment with them, usually 
a week later, and I would send them a homework assignment, give 
them a basis, an outline of what we’re going to talk about, and they 
would have to gather all the information I would need as we talked over 
the phone.

That following week, I would call them, and I’d have a script that I used 
that’s based off the HMA consulting set up that you give us – ask the 
questions and constantly close. 

By the end of the consultation, they would fax me over all the 
paperwork that I asked them to get together for their homework 
assignment. I’d have them send it right to the office with my name on 
top of it, and they would do all the work at 3TL.
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Michael: That’s awesome. Now, is the way to leverage or what?

Frank: They would email me back the results. I would call up and say, “I’ve 
got exciting news for you. You’re not going to believe it. When can I sit 
down with you?” That would be the first time I’d meet them in person.

Michael: That’s wonderful. How’s your closing ratio on these?

Frank: It depends. On the smaller businesses, a lot higher. You only have one 
person, maybe two people that are the decision makers. They’re either 
going to do it, or they’re not going to do it.

The larger companies, that’s the job I close for $4,000 a month, that 
took me over a year to close. So much red tape. So many boardroom 
meetings and director meetings, but it’s worth it.

Michael: Now, do you have a good relationship with the big deal that you did? 
Was there one key player who helped you out in that?

Frank: Actually, the key player was one of the local managers that I 
developed a relationship over the phone and he sold it to his boss and 
his boss sold it up the line. So, you get one person. You corner them. 
You show them how you’re going to make their life easy, and they take 
it all the way up.

Michael: How long have they been using your service now?

Frank: They’ve been using it since last may, and the total savings is going to 
about $300,000 a year.

Michael: Wow, isn’t that great? Now, here’s what you need to do. You need to 
get someone like myself or you and interview them. Get an interview 
and use that as the tool to close your deals. What type of business was 
it?

Frank: They are in the tool manufacturing, and tool rebuilding or maintenance.

Michael: So, are there a lot of these type businesses around?

Frank: Yes.
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Michael: So, you can focus just on that industry. If you could leverage and use 
that case study with them, and you could do an interview with them 
and do an audio interview with you and about your service, what 
makes it unique and then you can automate that selling process to 
other people in the business and leverage off that one client.

So, you could niche yourself like you hear me in the HMA talk about 
niche yourself. You could, as far as the tool manufacturers be a 
specialist in saving tool manufacturers a lot of money on shipping. Do 
you know what I’m saying? Position yourself as that expert, but 
leverage off that case study. You could be the go to guy for shipping 
when it comes to tool manufacturing. That’s just an idea for you.

Frank: I’m taking notes.

Michael: Are you going to focus on bigger stuff now?

Frank: Well, the funny thing about it Mike is it’s all a mindset. It takes just as 
much work to close the little ones as it does the big ones. I practice on 
the small ones, and it’s hilarious.

It’s been two years, three years, and I still get checks for a few 
hundred dollars. It pays the bills. It’s wonderful.

Michael: That is wonderful. You’re at home. You don’t have to go to a job, and 
you don’t own a business.

Frank: That’s right. So, currently, I’m still working on a regular job for benefits 
and stuff. I’m able to negotiate there with my boss.  I work part time 
hours, and this supplements the rest. I do a lot of volunteer work, and 
it’s opening up my eyes to other joint venture possibilities I want to 
work towards.

Michael: Certainly, I don’t know if the consulting and the HMA stuff, but just like I 
told Tony, the electrical guy, he can get in with this service, and then 
you can offer more value, more marketing services other than just you 
saving the money on shipping.

Frank: That’s interesting. I didn’t think about that.

Michael: There’s a page on my website. It’s page H as in Harry, of all the audio 
recordings, and these are all the recordings on the HMA system, on 
the marketing consulting. There’s a guy named Dave Flannery. I just 
talked to him recently, and he put a new first step in this system.
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So, instead of developing the USP first, he’s going in now and he’s 
going to give me the whole outline of it, but what he does is he gets the 
immediate savings by going in and cutting costs on expenses. So, he 
can show them how to increase their profits by spending less. That’s 
kind of what you’ve done with your client just saving them money.

You went in and just saved this guy $300,000 a year in shipping, but 
you can come back to this company, and you could also show them 
ways to grow the business without advertising and take up the whole 
HMA system, if that’s something you’re into.

It’s not a residual for you, but still there’s opportunities for that as well.

Frank: There’s a lot of fun, and very exciting. I have another one I’m working 
on with a manufacturer. If this one goes down, it’ll be $3,000 a month 
from one of their facilities, and then they have big facilities. I don’t 
know if it’ll happen. I’ve been working a year on it. Things look good, 
but you can never know. You have to constantly have a couple in your 
pipeline.

Michael: How do you keep control with the parent company? How do they know 
that these are your guys?

Frank: I have a good relationship with them. I bring them in from the very, very 
beginning, if there’s only going to be a tour, I arrange to be there so 
that I meet everybody, and introduce myself to everybody. That’s the 
only time. The one that I get paid on right now, I talk to them every six 
months.

Michael: Joint ventures are a lot based on trust. You’ve got to have trust with all 
the parties involved, so you feel like you have that with this.

Frank: Oh, yeah, I do.

Michael: What advice could you give anyone considering doing joint ventures 
listening to this? 

Frank: Don’t fall into the trap that I did. I fell into the trap of thinking I had to 
have everything perfect, thinking that I needed to know everything and 
continuing on the search to learn new ways to do it, and better ways to 
do it. Just go out, find somebody that needs help, and just propose it.
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Do you know what I found? There’s not any business out there that is 
not willing to pay for a performance base.

Michael: Do you use a website for what you’re doing now? Are you going to 
build a website?

Frank: That’s my next plan. I built my first website for the sales that I’m doing 
right now for a local contractor, and it’s working great. I get leads off 
the internet, organic based leads. It allows me to work part time, which 
in turn allows me to set up joint ventures with additional contractors in 
there, and I have the people’s trust.

Hey by the way, do you need help with anything else, looking to do any 
other projects? I introduce A to B, and I get paid from that.

Michael: That’s excellent. That’s fantastic. Good for you, I’m really proud of you. 
I’m glad you were able to put a joint venture like this together.

Frank: The mistake that I made for so many years was I tried to do it all 
myself. That was my mistake. I finally learned I don’t have to be that 
smart. I’m good at what I do, but I need to focus on my specialty and 
bring in the other specialists, and that stuff you put together a team 
with that, and you’re unstoppable.

I think the biggest problem people have with joint ventures is they don’t 
feel like they have the expertise. That’s what the joint venture is 
designed for.

Music

Michael: I’m in the middle of the biggest joint venture in my life. The only 
problem is from your product point of view, it’s not finished. We’re 
literally in the middle of it right now. Thank you for your 
recommendations for Camtasia, and I’ll get around to the Art Hamel 
course, too much money to make now.

We provide financing for auto dealers and power sports. We JV’ed with 
a software platform, and the leaders in the association. This means 
zero out of my pocket. I’ve got three clients, my test group, and we are 
about to sign the largest power sport chain in the country, over 2,500 
dealers.

Guess who is in charge of the marketing? Me. This is a great online, 
offline plan. I’m building the website now for audio testimonials and 
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