
 
 

A Step-by-Step Campaign on
How to Talk to More People and Sell More Stuff

 
by: Rich O'Brien

 
Here's a eagles eye view of how I use voice broadcasting.
 

 
 
Before I share with you The 7 Secrets of Voice Broadcasting Riches let's 1st 
discuss why some people have such a hard time making money online or 

http://www.rich-obrien.com
http://www.rich-obrien.com
http://www.rich-obrien.com
http://www.rich-obrien.com
http://www.rich-obrien.com


offline.
 
I used to think it was because they simply were lazy or because they took no 
action.
 
But, what I've come to discover is that you can't fight human nature - the 
need to be accepted.
 
If you're looking at using voice broadcasting as a lead generation tool 
then you've probably cold-called prospects and leads before.
 
Perhaps you are a network marketer and have purchased hundreds of phone 
leads only to be hung-up on, yelled at, or ignored; all while spending $2 to 
$8 per lead.
 
The same can be said for other industries: insurance, credit card processing, 
mortgage, etc.
 
The bottom line is you NEED red hot prospects to talk to. But you don't want 
to pull your hair out and be humiliated while doing it.
 
Wouldn't it be great to ONLY talk to those people who were interested in 
what you had to offer and do it in a fraction of the time?
 
About Me
 
I'm a high school teacher. On a daily basis I work with at-risk high school 
students. I get the privilege of encouraging transformation and growth in the 
lives of young people.
 
But it doesn't pay the bills, if you know what I mean.
 
I've got four children of my own, so it's really quite impractical for me to get 
a second job because I want to spend time with my family and have a life.
 
But, I also want to be able to travel to Japan and Europe and buy expensive 
recording equipment; this all takes more money than a teachers salary!
 
So, a few years ago I started the hunt for additional streams of income. I 



surmised that the only free time I had was an hour or so after school and an 
hour or so after the kids go to sleep (which they never seem to go to sleep 
on time).
 
My brother-in-law, knowing that I was looking for something, got me into 
a network marketing company that sold air purifiers. I thought, this is the 
answer to my financial woos!
 
In an effort to grow my business fast, I purchased leads of opportunity 
seekers, and cold-called hundreds of people a week.
 
I was making sales, but just breaking even between my lead costs and 
commissions.
 
Unfortunately, my recruits could not duplicate my success. And without 
duplication, MLM will not work. The fact is, most people couldn't handle the 
rejection of cold calling. I didn't care for it much either!
 
I then focused on retailing the purifiers. I'd go to peoples homes, play with 
the little gizmo that zapped smoke out the air, do tests on Kittie litter areas, 
and boom! make a sale - earn $330.
 
But I hated it. I didn't go to college and become a teacher to do in-home 
demonstrations of air purifiers (not that there's anything wrong with that).
 
Plus, it started taking way to much time hauling these things around all over 
town.
 
It was about then that a buddy of mine, who is a technology manager at 
Sacramento State University, and I got together on a business venture. We 
brainstormed some money making ideas.
 
We settled on affiliate marketing of how-to video tutorials (how to use 
Microsoft Word, Power Point etc).
 
I even produced a series of videos that I sold on clickbank called DVD to 
Ipod. This was just when the iPod video came out a few years ago.
 
It was a simple video of screen shots and a PDF that showed people how to 



transfer their DVD's to their iPod. We sold that thing for $19.95 and made a 
small fortune while it was hot.
 
But even making 50 sales a month of cheap little affiliate products wasn't 
getting me the results I wanted. I was making pizza, beer and movie cash, 
but not fly-to-Toyko, sake and Kabuki Theatre cash.
 
I wanted the Anthony Bourdain, No Reservations life not the Diners, Drive-

ins and Dives life (although I do love dive food).
 
I knew there had to be a way I could maximize my time for more money.
 
It was then that I discovered voice broadcasting. A millionaire young 
guy that I had been following in the affiliate world was making a six figure 
income using this technology to market his network marketing business. And 
he was having massive duplication (the golden key of network marketing).
 
I called him up and made him spill the beans on his strategies, 
websites, - - everything. I quickly set up shop, used a simple capture 
page, got an 800#, a marketing list and recorded my first 30 second 
message.
 
I was shocked when after 10 minutes of the system dialing 1,000 people I 
had 12 messages from people who wanted me to call them back! 
 
OMG, this worked !!!!
 
Now, I simply schedule my broadcasts 4 - 5 times a week and return phone 
calls - all in the space of an hour.
 
I'll never forget how my 1st customer didn't even talk to me, he just 
followed my instructions from my voicemail message and went to my 
website and bought my product.
 
 
Enjoy the secrets!
 
Rich O'Brien
 



My Blog http://www.rich-obrien.com
Let me help you get started in Voice Broadcasting here: http://
www.myprospectmachine.info 

 

Introduction
 
Voice broadcasting can get your phone buzzing with red-hot leads. The 
phone as a technology has been around for over a 100 years and isn't going 
anywhere soon. With the advent of voice broadcasting technology now the 
true power of selling by phone is unbelievable; that is, if you know what you 
are doing.
 
No longer is voice broadcasting only used by corporations and politicians. In 
fact, for some home based entrepreneurs it has become the lead generation 
tool of choice. Here's how it works and the secrets to get your phone buzzing 
like a pro.

Secret #1: People Buy People.
In the movie Kung Fu Panda (remember I have kids, OK?), Po was a chubby 
panda bear who longed to know the secret of becoming the Dragon Warrior.
 
Upon opening the hidden scroll that held the secret to the power of the 
Dragon Warrior, Po discovered it was empty.
 
He then recalled his fathers "secret ingredient" to his father’s ramen noodles 
- nothing.
 
You are the Dragon Warrior when you decide you are!
 
When you set up your campaign make it personal. People don't want phone 
spam, but they do want solutions to their problems.
 
To use another film metaphor from Star Wars "You're are the only hope 
Obi-wan!"
 

Be the solution - Be the answer - Be real and authentic.
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Why? Because, people buy from people. Let your unique personality 
shine. You don't need to be Rich O'Brien or Fabricio or anyone else but 
yourself.
 
 
 

Secret #2: The List and The Plan
 
  
Success in voice broadcasting begins by making a detailed outline of the 
steps that should be taken and the order in which they should be taken.
  
Some people will tell you that any list is a good list but they are the ones 
who are most likely trying to sell you something you don’t need.
 
The fact is that just any old kind of lists is just about useless.
  
The only good list is a targeted list. The kind of lists that you need for your 
voice broadcast is the people who have their credit cards ready and are 
actually looking to buy what you are selling.
  
Voice broadcasts that call just anybody is both wasteful and could get you in 
trouble with the DNC (do not call list). 
 
Who can you call? Well, if you are a business you can call other businesses. 
If someone has a website with a phone number, they are in business.
 
 
Using the LeadNetPro Scraper to Get Leads
 
I target other MLM’s. There are literally thousands of MLM’s and new ones 
coming online all of the time. You can find them here:
http://www.npros.com/newcompanies.asp 
 
For example, I put Zeek Rewards into the scraper.
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The result is this:

You simply upload the phone numbers, record the message you want to 
leave, and the technology does the rest.
 
  
 
It’s better to have 10 potential customers to call back than a 1000 people 
who are not the least bit interested in what you are selling.
  
Therefore: The plan that you will be making is for the purpose of getting 
TARGETED lists to call... not just lists in general.
 



You want the lists to actually be looking for products like yours to buy. You 
don’t want people who are looking for free similar products and you aren’t 
looking for people who aren’t interested in or can’t use your product.
  
Now that you you have a list, make a plan to call consistently if you want 
immediate fresh leads. You still need, however, a detailed plan of just how 
you are going to accomplish these targeted lists goals that you have set for 
yourself.
 

Secret #3: The Message
 
One of the numerous ways you can tempt or persuade your prospect is by 
providing a well thought out "teaser" 30 second message.
 
When constructing a sales message you must understand the "mindset" 
of the recipient. Ask yourself, "What is the customer thinking about? What 
are they doing when they get the call? Would I want to get this message and 
what would make me listen?
 
The first 8 words of a voice message (VB) are the most crucial part of a VB. 
 

Get this wrong, and people will hang up. Get it right, and stuff your wallet 
full of cash.

 
The recipient of a voice broadcast will quickly decide whether he or she 
wants to listen. Therefore, you have to have a compelling, interest 
getting message.
 
Provide a feature and benefit along with a strong call to action.
 
Keep in mind, the first 8 words could easily be regarded as one of the most 
important aspects of your message,
 
You want your VB to instantly grab the attention of your listener and get 
them to be intrigued enough to press 1 to get more information.
 
A good first sentence must always be tickling the curiosity of your recipient.



 
It must literally force the recipient to drop everything and listen. A certain 
emotion must be ignited and get them to continue on.
 
It is essential to use specific words to get the reaction you need. Keep in 
mind that the recipient or subscribers spends only a few seconds listening to 
a VB he/she receives. You must grab your prospects attention right away.   
 
There are many forms you can use for your opening line. You can create 
a message that contains that will teach them tips and methods on certain 
topics.
 
An example of this is using keywords and keyword phrases such as, “How 
to” , “tips”, “Guides to”, "Methods" and others like that.
 
You can also put your VB in a question form. These may include questions 
like, “Are you sick and tired of your job?” Or “Is your boss always on your 
case?”  Or my favorite "how would you like to get red hot prospects 
calling you wanting to buy your stuff or join your business?  Go 
ahead and press 1 now!"
 
 
Try to stay on the topic that pertains to your product/service/opportunity 
so that you’ll know that your subscribers have signed up because they are 
interested in that topic. 
 
This form of VB is very effective because they reach out to your recipients 
emotions. When they have heard the question on your introductory 
sentence, their mind starts answering the question already.
 

"Yes, I want red hot leads calling me!"
You may also use breaking news as your subject to intrigue your prospect. 
For example, if you deal with car engine parts you can say in your 
VB, “Announcing the new engine that uses no gasoline, It runs on water”. 
This creates curiosity with the reader and will lead them to open the mail 
and read on.
 
 



Secret #4: The Call Back
You want to position yourself as a helpful source. Therefore, when I call a 
prospect back that just left me a message wanting more information the 
conversation will go something like this:
 
*Please note this is an example of marketing a business opportunity.
 

Me
When you listened to my call there most have been something that attracted 

you to leave a message?
 
[before I present my opportunity/product I get them talking. I want to make 
a connection with this person if possible. If I hear some emotion, I go on].
 

Prospect
I wanted to find out what this was all about.

 
Me

Well, I'll get you all the information you want. But first, tell me about 
yourself. Have you been in a business opportunity before? Which one? Tell 

me about it.
 

Prospect
We'll Ive tried XYZ widget, XYZ juice, and so and so opportunity. None of 

them seem to work though.
 

Me
What do you think the problem was?

 
And from there I start listening for their hot buttons.
 
I'm listening for someone who has desire and emotions. I don't care about 
their past, or lack of success. As a teacher of at-risk students, I've found it's 
best to meet people where they are at - in school and in life.
 
So I begin to build a relationship around the phone. This is the magic of a 
phone broadcast vs any other mediium.
 



I don't go into a full presentation on this call as I have so many people 
to get back to. I simply let them know that I want to get them so more 
information.
 
I give them my website address and ask them if they would be able to listen 
to a live conference call. I then ask if it would be all-right for me to call them 
back to see what they thought.
 
The people who opt-in to my capture page are the most serious and the 
ones that I will focus my time on.
 
To sum up Secret #4, I would say its to build a relationship and find a 
common bond with the prospect. Plus, give them the opportunity to get 
more information. I let my websites, webinars and conference calls do all the 
telling and selling for me.
 
I simply don't like to sell and my system will do the dirty work for me.
 
Again, I focus on the person as a real individual with real needs. If I can help 
them, AWESOME!
 

 

Secret #5: The Capture Page



Also known as the “name squeeze page” or “lead capture page”, you can 
build your mailing list by funneling all of your would-be subscribers through 
the creation of a landing page. Not only do you do the work just once, your 
lists driving efforts can be focused onto just one effective method.
  
The following are tips in creating a successful landing page that converts 
visitors into subscribers on a very huge percentage.
  
Success Tip 1: Offer a freebie in exchange for your visitor’s email address. 
I very much endorse this method of building your mailing list. You can offer 
a special report or a sample of your paid product to your visitor in exchange 
for their details such as name and email address.
  
Success Tip 2: The landing page must be written professionally. When 
writing your page, treat it as if you are writing a sales letter. While you 
are not necessarily making a hard sale or try to get someone to buy your 
product upfront, being able to entice your visitors to give their details to you 
is just as important as selling.



  
Success Tip 3: Other than your opt-in form and perhaps important 
disclaimers and terms, there shouldn’t be any other links on your landing 
page.
  
Success Tip 4: Rub in the benefits of the freebie you are offering more 
than a mere subscription to your newsletter. You should focus most of the 
attention of the letter on encouraging your prospective visitor to download 
your free offer. Later, you gently remind your prospect that he or she has 
nothing to pay but just merely subscribe to your newsletter in exchange for 
the freebie.
  
As a final reminder and conclusion, in order to build trust, you can include a 
YouTube style video or a photo of yourself explaining where you are coming 
from and how you can help your visitor through your free report on offer.

Secret #6: Convert Them into a Subscriber
If a person visits your website and leaves, chances are that he or she will 
not come back, especially if there are no compelling reasons to do so. After 
all, we all behave rather impulsively on the Internet, so much so that we can 
easily forget where we were 10 web pages ago.
  
But the bottom line is that your visitor may not come back to your website 
again. If 1,000 visitors visit your website, leave and never come back again, 
you can imagine the amount of potential revenue lost, simply because they 
do not come back. You could have converted a fraction of the visitors into 
your customers.
  
Some may say that creating unique content can keep some of the visitors 
coming back, but very often, unique content is not the solution. The real, 
long-term solution lies in converting your visitors into subscribers of your 
mailing list.
  
Before your visitor leaves your website, you want to convert him or her into 
your subscriber via a simple opt-in to your mailing list. You do this by asking 
for your visitor’s name and email address through your opt-in form.
  
And if your visitor signs up to be on your mailing list, you can still follow up 



with him via email. You can get your subscriber to consider your offer, or 
endorse another offer to him or her.
  
All in all, you want to convert as many visitors into subscribers as possible 
and obtain the potential revenue you rightfully deserve – the easy, wise 
way.

 

Secret #7: Get Them in Your Autoresponder 
System
 
If you've reached the point of exhaustion trying to keep up with answering 
the mountain of emails that threatens to bury you alive every single day, 
you're ready to learn about autoresponders.
 
The bad news is that people expect prompt replies to their email inquiries. 
However, unless you can figure out how to work continual twenty-four hour 
shifts, or hire enough people to constantly monitor incoming emails (while 
they're eating up your revenue), you have a problem.
 
The good news is an autoresponder is an inexpensive method of quickly 
responding to emails. What these programs do is automatically respond to 
incoming emails as soon as they are received.
 
Emails are essential to your business for many different reasons. Most 
importantly, these invisible email voices give you their feedback about your 
website - for free! However, if you spend all your working hours answering 
these emails, how are you supposed to run your business?
 
The answer is simple: use autoresponders. Autoresponders are programs 
that automatically respond to your emails without you so much as having to 
click on your mouse.
 
There are a number of good reasons why you need an autoresponder 
besides just answering your email. For example, autoresponders can be 
used if you need a way to send information about your services or products, 
price lists, or if there are repeated questions asked across large numbers of 



emails.
 
Maybe you want to offer your site visitors a special bonus of some kind, 
such as advice or relevant articles. All of this can be handled by an 
autoresponder.
 
Additionally, you can advertise your business and then build stable 
relationships with your customers by using autoresponders.
 
Some autoresponders can do more than simply send out standardized 
messages. They can send out an unlimited number of follow-up messages 
sent at predetermined interval of time. For example, you can set your 
autoresponder to send out a new message every day for as long a period as 
you desire.
 
 
To personalize your autoresponder messages, you can attach a signature. 
Signatures in this case are much like business cards.
 
You can include your name, company, all your contact numbers and 
addresses, and a brief message.
 
It's a good idea to attach a signature to every email that is sent out. 
This works as a repeated reminder of your business identity every time a 
customer sees it.
 
The more they look at your signature, the more likely your company will 
spring to mind when your particular service or product is needed.
 
You can create a standardized signature that every employee in your 
business uses, or you can go wild, and let every staff member create their 
own personal signature.
 
Of course, like everything in life, there are some rules and guidelines to 
creating a personal signature.
 
Keep the length of your signature between four to six lines of text, with no 
more than 70 characters in a single line. Make sure that your email program 
does not cut off your text!



 
The content should include your name, your company name, your email 
address, fax number, and any other contact details, such as 800 numbers. 
Lastly, always include a short personal message about your company.
 
It should be a subtle sell of your services or your products, and possibly your 
company's reliability and longevity.
 
Another specialized use of autoresponders is to create courses that you can 
then offer your site visitors for free. You must choose a topic in which you 
are an expert and that precisely targets your potential customers.
 
Once you have carefully chosen your subject, divide it into a number 
of different sub-topics. Then offer your site visitor a free 10 or 15 
day course, each day offering a different sub-topic.
 
The first topic should always be a welcome message to your site visitor and 
an explanation about what is to follow. Your explanation should be
enticing, getting the point across that you are offering free, quality 
information that your target audience will find of great value.
 
With every lesson, include the number of the lesson, the topic title, 
information about your company and its services or products. At the end, 
include a few blurbs about the next lesson to entice the subscriber to 
continue on.
 
Make sure each topic is packed with essential and valuable information, and 
leaves the visitor lusting to know more. Otherwise, you may lose them in the 
very beginning.
 
Of course, you have to write up your course before you can offer it. Once 
you have done this, and gone over the material carefully, employing a 
professional writer or editor if necessary, you must transfer your text to your 
autoresponder.
 
Email is an excellent marketing tool and works as perfect companion to voice 
broadcasting; it is inexpensive and it is fast.
 
Use it to advertise your business by choosing your email address carefully. 



Your website should contain different email addresses for different contact 
requests. For example, use info@yourdomain.com for information requests, 
or sales@yourdomain.com for questions about sales.
 
It's a good idea to set up one for the owner, such as 
president@yourdomain.com. This presents your company in
a personal, approachable light and insures that direct contact is provided.
 
Autoresponders are an effective and powerful marketing tool, allowing you 
to make contact with thousands of potential customers.
 
This is an invaluable asset considering how many potential customers you 
usually have contact with before you make an actual sale. Essentially,
an autoresponser allows you to automate part of your marketing campaign.
 
Conclusion
I hope you enjoyed reading this informative report. But just remember voice 
broadcasting really is a 5 minute activity composed of;
 
1. Scraping a list
2. Uploading a message
3. Having a follow up message and 800# to collect voicemails
4. Call them back
5. Send them information (conference calls, websites, etc)
6. Call them back to see what they thought of the information
7. Close the sale or use an autoresponder to drip them until they do!
 
BTW, I'll help you get all of this set up with a day or two should you decide 
you want to go forward with getting your phone ringing off the hook with 
people that want to buy your stuff or join your business!
 
Here's my link:http://www.myrposepctmachine.info 

Or Call Me at 1-916-745-5090

Thanks,

Rich O'Brien
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Copyright © www.rich-obrien.com all rights reserved.
 
Please feel free to send this to a friend, or to blog about it (with a much-
appreciated link back),
but not to alter or plagiarize from it in any way.

 
EARNINGS DISCLAIMER

EVERY EFFORT HAS BEEN MADE TO ACCURATELY REPRESENT THIS 
PRODUCT AND IT'S POTENTIAL. EVEN THOUGH THIS INDUSTRY IS ONE 
OF THE FEW WHERE ONE CAN WRITE THEIR OWN CHECK IN TERMS OF 
EARNINGS, THERE IS NO GUARANTEE THAT YOU WILL EARN ANY MONEY 
USING THE TECHNIQUES AND IDEAS IN THESE MATERIALS. EXAMPLES 
IN THESE MATERIALS ARE NOT TO BE INTERPRETED AS A PROMISE OR 
GUARANTEE OF EARNINGS. EARNING POTENTIAL IS ENTIRELY DEPENDENT 
ON THE PERSON USING OUR PRODUCT, IDEAS AND TECHNIQUES. WE DO 
NOT PURPORT THIS AS A “GET RICH SCHEME.”
ANY CLAIMS MADE OF ACTUAL EARNINGS OR EXAMPLES OF ACTUAL 
RESULTS CAN BE VERIFIED UPON REQUEST. YOUR LEVEL OF SUCCESS 
IN ATTAINING THE RESULTS CLAIMED IN OUR MATERIALS DEPENDS 
ON THE TIME YOU DEVOTE TO THE PROGRAM, IDEAS AND TECHNIQUES 



MENTIONED, YOUR FINANCES, KNOWLEDGE AND VARIOUS SKILLS. 
SINCE THESE FACTORS DIFFER ACCORDING TO INDIVIDUALS, WE 
CANNOT GUARANTEE YOUR SUCCESS OR INCOME LEVEL. NOR ARE WE 
RESPONSIBLE FOR ANY OF YOUR ACTIONS.
MATERIALS IN OUR PRODUCT AND OUR WEBSITE MAY CONTAIN 
INFORMATION THAT INCLUDES OR IS BASED UPON FORWARD-
LOOKING STATEMENTS WITHIN THE MEANING OF THE SECURITIES 
LITIGATION REFORM ACT OF 1995. FORWARD-LOOKING STATEMENTS 
GIVE OUR EXPECTATIONS OR FORECASTS OF FUTURE EVENTS. YOU CAN 
IDENTIFY THESE STATEMENTS BY THE FACT THAT THEY DO NOT RELATE 
STRICTLY TO HISTORICAL OR CURRENT FACTS. THEY USE WORDS SUCH 
AS “ANTICIPATE,” “ESTIMATE,” “EXPECT,” “PROJECT,” “INTEND,” “PLA
N,” “BELIEVE,” AND OTHER WORDS AND TERMS OF SIMILAR MEANING 
IN CONNECTION WITH A DESCRIPTION OF POTENTIAL EARNINGS OR 
FINANCIAL PERFORMANCE.
ANY AND ALL FORWARD LOOKING STATEMENTS HERE OR ON ANY OF OUR 
SALES MATERIAL ARE INTENDED TO EXPRESS OUR OPINION OF EARNINGS 
POTENTIAL. MANY FACTORS WILL BE IMPORTANT IN DETERMINING YOUR 
ACTUAL RESULTS AND NO GUARANTEES ARE MADE THAT YOU WILL 
ACHIEVE RESULTS SIMILAR TO OURS OR ANYBODY ELSES, IN FACT NO 
GUARANTEES ARE MADE THAT YOU WILL ACHIEVE ANY RESULTS FROM 
OURS IDEAS AND TECHNIQUES IN OUR MATERIAL.
 
 
 


