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“37 Sure Fire Tips and Tools
to Get Your First Thousand Clients NOW”

itch Russo here to help you build your company. I don't screw 
around with a lot of fluff or telling you stuff you already know. MInstead I am going to give you the best 37 actionable strategies 

and ideas that you can use NOW to move your business forward.

Yes, some are going to be basic because not everyone is as smart as you are 
and there will be a few you may not yet be ready for. The idea behind my 
podcast show; “Your First Thousand Clients” is to help you directly 
and this is an extension of my show. 

˜˜˜˜˜˜˜˜˜˜˜˜˜˜˜˜˜˜˜˜˜˜˜˜˜˜

8Finding Your Ideal Client Type. 

Know EXACTLY who your ideal client is. I can’t tell you how many entrepreneurs I 
spoke with who only had a general idea of who they wanted to sell to, instead of a 
detailed multi-dimensional image of their perfect client. If you’ve never done this 
before, start here:  

8But First Know Your Market.

Now that you know your ideal client, know your market. Who are your competitors, go 
and find them Google to learn more about the ones you don’t know. Go to 

 to do keyword research, track positions and identify where our 
competitors are generating leads. Now that you know who your competitors are and 
how they are generating leads, use SEMRush to find out which keywords they are using so you 
can use them too.

8 Know What Success Means To You.

“Figure out the most important factor to success with your clients and the biggest 
hurdle to them experiencing success with your product/service/business and make 
continuous optimization of that element your #1 key performance indicator.” - John 
Jantsch also provides this: free eBook - How to Create a Referral Engine 

 

8 Find Something Popular You Can Gift.

Create a compelling, valuable give away to attract people to your offer. How do you do 
that? Go to  and use it to see what is popular and what is being 
shared on social media, including Facebook, Twitter, LinkedIn, Pinterest, and Google+.

8Joint Venture your Way To Success.

Want to leverage your time, money or influence? Focus on these 12 things you can 
bring to the table, instead of what you can "get" which in the long run will make you a 
great partner to promote. Want to learn how? Tom Matzen shares his wisdom here: 

8Social Media is Not an Option.

You must be constantly marketing on social media. But don’t do it manually, use tools to 
help manage and schedule posts, send and reuse draft messages and measure keyword 
effectiveness. Take a look at:  It automates much of what you 
need done.

8Free List Building Tool.

Collect names and build your list. You can use   for free up to 
2500 names forever. Now that you’ve created a great lead magnet/giveaway (Tip #4) 
collect those names so you can begin communicating with them about who you are.

8 It’s All About Your Tribe.

Launch a content marketing campaign by starting a community page around your content topic on 
Facebook, build the audience through a paid social media campaign and bring your 
highly engaged community over to your content. You will build raving and committed 
fans that return to read your content time and time again. And you will also build a social 
asset you can utilize to spread your message. We are doing this for clients and it really 
works! - To get your free guide on how to do this from Arthur Tubman Download Here: 

8  What About That Content Thing?

Wait a minute, how can I launch a content marketing campaign (last tip) without content? I got you 
covered with this tip; Get all the articles you want professionally written just for you at 

 And you know I am not going to recommend just 
anyone, They have already delivered over one million articles. Are they customer 
written for you? No. They are one dollar each. They are professionally written so you 

select them by key word. This is how you build traffic, with great key words and relevant content.

8 Pour Your Hear Out, Show ‘em You are REAL.

If you want to capture the hearts and minds of potential clients, you have to build a 
relationship, showing them you know who they are and you are like them. The best way 
to do that is to write your own Hero’s Journey story. Use this guide: 

. After you are done, repurpose it as short video clips, 
emails, blog posts and share your story with everyone. People like to buy from those who they 
identify with. Here’s a secret: you can get anyone to identify with you be being totally and brutally 
honest.

8 Break the Ice with a Survey.

Surveys help people specifically tell you who they are and what they want. Surveys 
have a surprisingly high response rate, use a free service like: 

 and send lots of surveys, collect their email and then use 
their answers to better focus what you offer them in your next message. Make sure you 

GIVE GREAT VALUE FIRST and demonstrate your talent or knowledge.

8 Best Website Tip Ever

Before designing and building your website, answer one question: “What do you want 

your visitors to do once they land on your page?” Make it easy to figure out, eliminate 

choices, full them into an single action first. That action should be to capture their name 
and email address. That alone is where you start your “conversation” with your visitor. 
And make sure you have done the work to know your client avatar before you start.

8 What? You Don’t Have a Logo?

When you do finally build your website, start with a logo. There’s a great little 
company called  that will professionally design your logo for 
$27. You can also look on  for people who will design your logo. Try 

to do this only once because it becomes your visual signature for the rest of your business life.

8 Become The Star of The Internet

Establish your Online Presence. People want to find out who you are, your online 
presence is the way that happens. Some of the best information I’ve ever seen for 
starting this process comes from my friend John Lee Dumas better known for his 
incredible podcast; Entrepreneur on Fire. Here’s a link to his article on building your 
online presence:  

8 A Platform with Instant Traffic

If you don’t have a blog, post your story on LinkedIn. Make one of them your Hero’s Journey (see 
tip #5) and then distribute the content on a content sharing platform. I like 

 because you can get wide coverage for just $10 a day. If you did a 
great job creating compelling content, and there’s a call to action on your website, then 
use content to build your list.

8 Sell, Sell, Automate, Sell!

If you are calling customers to sell a product or service, use a CRM system. There are 
many systems available at prices ranging from free to thousands per site, but the best 
CRM system I’ve found for the money is . Not only can you get yours 
for free, but also after you’ve grown, they only charge $35 a month with no contract.

8  Prove You Have a Business Before Investing

DON’T build a website unless you have to, when starting your business. Sell something first, 
prove there is demand, identify your best customer types and THEN build a simple 
website that allows people to find you. Websites are overrated because in the end they 
don’t make you money, but they can help you build your list. Obviously if you are 
selling products then of course your website is your storefront. But for service 

companies, simple works best.

8 Teach What Y o u  Know and Sell It

It is one thing to sell stuff you make, why not teach others to 
make it too? This applies to service businesses, product 
business, sales trainers, coaching companies, software and even 
s p i r i t u a l  processes. Create a course that teaches what you 
know and sell it. Use this link to get a free course building system for life: 

 which is my link to get you the free course building tool.

Create a compelling UPS (Unique Selling Proposition)

By Jon Benson, Founder of Email CopyPro. The simple formula I use for this is: 

1. “The world’s first/finest/foremost/etc." — This is your POSITIONING Statement 

2. “System/blueprint/formula/online software/service/etc." — This is your MEDIUM Statement

3. "That quickly/effort lessly/easily/simply/strategically/etc." — This is your DESCRIPTOR Statement

4. PRIMARY BENEFIT STATEMENT — the #1 thing your product or service does for your 
customer. (Example: …allows you to create professionally-written emails with a few clicks of 
your mouse…)

5. WITHOUT STATEMENT — this is the #1 objection your prospect may have that your 
product or service overcomes. (Example: …without having to hire expensive copywriters or 
having to write an email from scratch.)

Example of a strong USP using the formula above:  “The world’s only online software that quickly 

allows you to create professionally-written emails with a few clicks of your mouse...without having to hire 

expensive copywriters or having to write an email from scratch.”

Get everything you need for creating emails for your business that leverage the power of 
Persuasion Triggers with proven, lucrative copy with a few clicks of your mouse at 

.

8 Work Flow Management

Organize your work every day and collaborate with others on what needs to be done. 
The most important element of building a business is delegation and coordination to 
ensure you get the most from yourself and your virtual or permanent staff. I use 

  as one of my main tools for building project plans, assigning tasks 
and tracking when done. Do this and you won’t fail.

8 Efficient Communication That’s Fun to Use

Over communicate with your entire time all throughout the day. Yeah, that sounds like 
a major pain in the butt, but I use  to build live chats with both groups 
and people. This is how to work, no more email, stay in the flow using this powerful 
tool.

8 Track Money like it’s… Money!

You may be too small to have an accountant, a bookkeeper of even to buy accounting 
software like QuickBooks. But you can afford FREE, right? Go to 

 and set up your books for fee, even take credit cards all in one 
place. Go do that now; I’ll wait while you do.

8  Time Tracking and Capture

Time Tracking and Capture Manage your time, track your time, find your wasted time, 
start over. Here are 2 apps to help. Start with  to see where you distractions 
are, then use  to track your time and see detailed reports. Hey, that could have been 
two tips!

8 Save The Web On Your Own Cloud

Centralize your note taking, clip articles and research from the web while you are 
browsing and turn it all into a database with . Besides being one of 

m y  favorite web services, it’s also the place where every note, every webinar I’ve ever 
watched, every interview I’ve enjoyed now resides. It’s like a huge storage 
locker for ANYTHING digital you want to save.

8 Set Goals and KEEPING Them!

What would happen if you were to get paid for 
reaching your goals? I don’t mean figuratively, I 

mean literally. Take a look at , which has 
a very powerful motivator that helps you achieve your 

goals. Here’s how it works; You select your goals, you then decide how 
much to stake against completion and you get your money back if you do. If 

you don’t your money goes to the charity of your choice. Pretty cool, I think. Check it out.

8 Reach Out, Check In

Locate people who are way more experienced than you, who are currently doing what you want to 
do, and ask them if you can have a conversation with them. Most experienced 
entrepreneurs are happy to schedule a quick phone call but when you do speak to them, 
be sure you have familiarized yourself with their work, know what you want from the 

conversation and send a thank you note after you speak to them.

Tip booster: Stay in touch with them, send them an occasional short update on      
how you used their ideas to grow or advance, they will appreciate it and you may 
build a friendship.

8 Your Soul Purpose

Business in particular entrepreneurship can be both glorious and very tough. If you want to make it 
through the tough times then you must know your purpose beyond money or profit. Those 
who reach not just success but fulfillment are the ones who get up and go to work with 

something bigger than money driving them. If you haven't found your own "Driving SOUL 

Purpose" Begin now, because having it is the difference between those who get knocked down 

and stay down, and those who get up to fight another day. – Dov Baron 

 

8 Sell Something Now But Plan To Sell Later Too

Never sell one thing without knowing what you will sell next. Here’s the big idea. It’s expensive to 
get a new customer but once they have bought from you, then they will experience your 
products or services and if you are good, they will like you. And, they will want to buy 
more. If you don’t have something they can buy IMMEDIATELY after they 

use/consume or purchase the first level of your service, then you are leaving money on the 
table, which belongs to you. This is by far the easiest sale to make and the best way to increase 
profits.

8 Nothing Happens Without Sales

When starting and growing your company, focus only on selling first. Do not buy office 
equipment, computers, desk mats, paper clips or anything that does not relate directly to 
selling. Don’t create a course, don’t buy inventory, don’t hire anyone. Just sell first and 
then worry about delivery. This one tip can save you thousands of dollars. Only selling will put you 
in business, nothing else will.

8 Measure Your Marketing Effectiveness

Anything you do in terms of marketing must be measured. I have watched as successful 
executives have spent millions on ad budgets and not knowing which of their ads 
worked, where they worked, what they brought in and if they made a return on 

investment. Don’t make that mistake, it’s too expensive. If you don’t know how to 
measure, pay a VA to help you with the stats, they are always available. Never compete on price, 
unless you are selling the exact same thing as many others. Even if you are, compete instead on 
service. Discounting destroys margin and can sink a company while increasing services will 
justify choosing you over a competitor.

8 Never Stop Learning

My friend and successful millionaire real estate developer Mike Wolfe says: “Go from a 

know-it-all to a learn-it-all” and this is from a man who owns 200 properties and generates 

massive passive income. Mike likes to listen to audio books while traveling. 
 

8 Set Your Boundaries, Hold Firm

Constantly check in with yourself and see if your boundaries are changing. You may 
have been willing to do things for clients in the past that you know find annoying, time-
consuming or dreadful. People change, and with that so do their boundaries. If a client 

has been bothering you, find out why. Have you gone through some changes and are no longer willing 

to accept that type of behavior? If so, add it to your list and redefine your wants and needs 

from clients. Do this often and you will find that you attract better clients.” – Mella Get a free 

chapter to her new book here:  

It's all in your mind, isn't it? The trick is thinking the thoughts that will 
fuel your most successful actions. ToBeWise™ is a free iPhone app with the 
smartest thinking of the smartest people in all of history, delivered in an engaging 
format that will create a strong foundation for your success in Life and Business. 
Special content for entrepreneurs. Yes, free. – Thanks to Michael McCafferty 
ToBeWise™: the right words at the right time.  

“I believe it is important to view the business through the eyes of the three key 

constituents – employees, customers and shareowners. All three need to be represented i n  

all decisions that are made – that’s being a Balanced Leader,” - Rocky Romanella 

CEO and Founder 3Sixty Management Services, LLC. Visit  to enter the drawing to win a 
signed copy of  and Starbucks® gift 
card.

These tips are a combination of my own and those of my guests on my podcast called “Your First 
Thousand Clients” with Mitch Russo.

If you like to listen to smart, successful business owners tell their story, share their wisdom and 
disclose the secrets they learned while getting rich and successful, then subscribe on iTunes or go 
to  

Feel Free To Distribute This To Anyone 
Who You Think Will Benefit.

In life the highest value anyone can have 
is to serve others generously. That's all I 
am trying to do. 
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