
Traditional Service Deal Growth Broker
Survey 

Potential 
Clients

- Udemy & Other Course Sites | Look for courses whose 
marketing materials are sub par but have some sales.

- Local Market | Look for companies who appear to have 

a budget but whose marketing needs an upgrade.

- Your Network | If you already have a connection the 

approach can be much more informal. 

Dream list

- Create List of potential clients.
- Prioritize first by chance of succeeding.
- Prioritize second by deal value.
- Gather different approaches to contacting.

- Know what value you really bring. 
[Sell sales not systems]

- Think of your service as a product; know & 
map your core deliverables.

Growth Broker

Product
Providers

Distributors
(influencer)

approach

Marketing 
Promotion #1

approach

Deliverables... 
(marketing 
materials)

"The Deal"
10%/45%/45%

Broker: Builds out the marketing materials.
Distributor: Agrees to promote.
Product Providers: Agrees to help with promotion. 

Proposal

bridge promotion

Marketing Emails

Bridge Pages

Affiliate Webinars

Advanced Agency Deals
Proposal

Production

Outbound - 
Value First 
Approach

Yes

- Give to get approach.
- Leverage tools like Jarvis to quickly create better 

versions of copy that clearly needs attention.
- "something I think you could use, can I send you 

an idea of ways we could work together?"

Yes

No

No Follow Up 
Loop

see 20k proposal 
example

learn more about Sean's equity deals: 
https://sean.co/ecs

https://sean.co/ecs
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