
ASSETS
THE ONE SHIFT THAT CAN CHANGE YOUR ENTIRE BUSINESS

BY PETER GIANOLI



Why   Focusing   on   Creating    
Assets   in your marketing 
is  So   Important
This has been the single biggest game changer I have made to transform both my 
business and the businesses of my clients.

It is all about Creating Assets.

.

Remember: 
You are not creating a marketing asset for  a  business   if  it  hasn’t  got  a
 primary  purpose  such  as:

A. To generate leads OR
B. To generate sales or goodwill OR
C. To deliver or fulfil on an order

These are the only things we should be doing. 



Here   are   some   Examples   of   How You   can   
use   ASSETs
Here is a book I have written “Product Minus Sales Equals Junk – 7 Psychological 
Triggers to Enhance Your Sales and Marketing”.

I wrote the book in 2013. It has been my main front end for getting new customers, 
which leads to consulting clients. It has been my major list build device.
The only thing I’ve changed about this book is the format as I use it in both Ebook and 
physical book versions. So that is 4 plus years of value and I did the work just one time to 
produce it. To date it has been worth in excess of $2.5 million of revenue.

Next example is a Seminar which became an evergreen Webinar (a recorded version of a 
seminar that plays on demand) that was used to sell Real Estate investment properties.
Once I was comfortable with the physical seminar to a live audience – which took around 
3 attempts – I ordered the video guy to capture the magic and had him perform a few 
desktop edits to make it an evergreen Webinar. That webinar averages around 3 sales 
a month – which yields a commission of circa $45,000, Cool! Created it over 3 months – 
but now it is in it’s 37th month of producing commission. That’s an asset.

Next example is a podcast I created entitled Monday Sales Coach. This podcast sits on 
iTunes and churns itself mad with downloads and listeners. 
It is aimed at Sales Managers and event organisers and is my primary tool to secure public 
speaking gigs. 



All the material for Monday Sales Coach comes from my consulting work, my 
presentations and of course my book – “Product Minus Sales Equals Junk”. I am 
constantly on the lookout to produce assets which serve me profitably. So, if I am 
producing a presentation for a custom audience - why not use aspects of it for asset 
creation. 

When it comes to Monday Sales Coach – it is easy product creation – all I have to do is 
switch on my microphone and sound my animated self and bingo I have content – an 
asset – that gets me almost 100% of my speaking gigs. Assets live on – well after we think 
they are still useful.

We get tired of our own stuff roughly 
50,000 times faster than our markets get 

tired of our stuff.

Start thinking about your situation “How can I use or repurpose what I have that can 
become a perpetual asset that will continue to yield a benefit for my business?”

An asset can even be a promotion.

Let’s consider my 114 Point Website Checklist Campaign. I created that offer and the 
campaign in early 2016. I didn’t even write the copy. I had someone on Upwork write it 
and then I worked with her to automate it. It’s brought in $250,000 in sales and I don’t do 
anything other than say “send campaign” to my consultant. Last month it yielded 2 new 
$15,000 clients. Automated asset.

The metrics of that asset are so predictable – 
I believe it will run like clockwork for a least 
another 3 years. Let’s see.

Now I want to share with you the type of 
thinking that really changed the game for 
me.



The    Million    Dollar    Influencer 
Mentality
This type of thinking substantially changed the game for me, and I call it the “Million 
Dollar Influencer Mentality”

This is how you get rich in business.

What we do in business is we multiply capital by leveraging assets.

The standard get rich principle that sadly not everybody in business understands.
• The capital in this case is the money that we invest into advertising.
• The assets are the campaigns and products that turn that investment into profit.

Lots of people understand this concept when they take money and purchase a house 
That’s an asset . They hope the market  goes up, and they bank on selling  the house 
later for a profit or capital gain.
Some people do it in the stock market. In this case, they cross their fingers in hope 
that the market rises. I prefer to do this in business – because there is no finger 
crossing and hope required – you actually have control. 

Here’s an example.

I created a new ad campaign last month selling my consulting services, by the way 
of my “Product Minus Sales Equals Junk” book. I just had to make a couple of new 
Facebook ads. We spent, $9,317.25 in the first 21 days. The revenue collected during 
that period is $15,000.00 so my net profit is just over $5,000. That’s a 53% ROI (Return 
on Investment) in 21 days.

If you were to do that in the stock market, you would be in the same league as 
Warren Buffet.



The ads yielded 53% in 21 days.

Instead of thinking about promotions and products, you just make a subtle shift and 
think about assets and return on investment. You’re investing money into your busi-
ness whether you realise it or not. Even time spent is investing money because time 
is money, You can use time to get money or lose money, but you are doing one or the 
other.

Remember….

We are investors who use our own creations to create 
assets as multipliers for capital.

That’s what we do.

The best-case scenario, which is what you want to work towards, is to invest money 
into campaigns, see profit and repeat. The end.

You continue to scale it all the while selling more stuff to buyers from the initial cam-
paign and have as much as possible automated.
That’s the end game and if you can do that your business can’t help but prosper. You 
start to get money or at least clients in your sleep. 

It really works, but you’ve got to follow a structure. There are a lot of structures – and 
tailoring one for people like you is what I do for a living. I am going to show you the 
one that works for me.

First thigs first…

It’s not products, it’s not promotions, it’s assets and ROI.

It’s a very simple shift, but if you change that focus, it’ll change the game. It did for 
me, it did for lots of my clients.



Th e    Auth o r ity    Fu n n el
Now I will show you the one thing that takes the cake. Over the years I have tried all 
sorts of structures, but none work better than the authority funnel. Here’s how the 
authority funnel works…

We start out with, something that we use to create authority – I like to use a book.

I have tried both giving the book away for free and selling the book for a very small 
consideration such as $7. They both work – if you get the ad copy right. But unless 
you are in the business of selling online information where you already have the 
online shopping cart mechanics plus a range of I click upsells, I’d recommend 
sticking with the free giveaway strategy.

Now I know some of you are screaming at me right now saying – why would I want 
to pay to advertise giving away a free book when I need to sell (insert your widget or 
service) to make money and survive….

And…

I am going to reply – that if you put all your eggs into an ad to convert straight into 
sales of (insert your widget or service) you are more than likely not going to make 
enough sales to survive anyway never mind making a profit AND you are definitely 
not getting any closer to developing an asset.

The real money is the stuff you sell 
to your customers after they have 

registered for the book.



That is the kicker. It has taken me 15 years to actually get that.

Please don’t be as dumb as me because this is what I do, I’ve been studying this 
stuff since 1989 diligently all day, every day. This is what I have spent years on, 
visited countless experts from all sorts of countries and markets thinking I could 
craft the perfect ad and all our marketing problems would be over.

That’s the dumbest thing ever.

What I am sharing with you is what a Million Dollar Influencer gets in the first 10 
seconds. Now, here’s where most people in the marketing of their products or 
services FAIL.

They think that they’re supposed to make money 
in the white squares, the direct response to their 

campaigning.

But where we marketing folk drop the ball is we get stuck in the three boxes, and 
we don’t realise that most of the money is in selling other stuff to prospects later 
and doing so in as automated basis as is possible. To achieve this, you  have  to  
undo a lot of traditional marketing thinking but this is what really will make the 
difference to your business.

Why  Sta rt  With   a   B o o k?

People like books so it’s easier to get them to take action. There’s nothing hard to 
understand there. It’s safe. Grab a book.

Number two, it gives you credibility. You wrote the book on it. Hard to beat.



Number three, it’s a proven model. I do it, my clients in yoga, organic meat, real estate, 
apartment development, sleep medicine, investment, personal training and a lot more 
all do it. The creation of an Authority Funnel has been proven forever.

Number four, the information you create for your book, like any great asset can be 
leveraged in so many other ways – articles, material for blog posts, videos, audios, 
interviews, press releases, advertising copy, email follow ups you name it. A book 
provides you the essence for a suite of information to continually develop other assets 
than can all be crafted into a even greater Authority Funnel.

Number five, it’s the one sure fire way to trump your competition. Nothing grabs 
ownership of a market or territory like a book. If you are the first in your market local or 
multinational you are the Authority – the second guy will always be the copycat.
So here is how to get started on all of this…

The   Assets   You   Need

Here are the assets you need.

Number one, a book. Obvious I know!

Number two, a method to promote and deliver your book – website- with an optin 
page or sales letter is my preference – although not the only way.

Number three, an autoresponder service that serves to capture and build your database 
and allows you to segment and market to this list of prospects.

Number four, a call to action that gets you in font of your clients solving their need or 
problem

Number five, a low cost social media platform and campaign to promote the availability 
of your book.



So that’s it the One shift that will change your entire business….
I suppose in truth its two – but I tend to think of them as one.
Create Assets in your marketing and do it with Authority – simple start with a book.

Grrrrrrrrrrrr… 

I can hear you now, “Get out of town - sure I will just head to the Amalfi Coast, hire a 
villa, and write a book.” Look I understand. I know what you are saying – remember I 
have written 12 books and counting – and ok I do love the Amalfi Coast – but trust me 
I wasn’t writing when I was there.

The BEST option to your OWN BOOK.

You don’t have to actually write the thing, but it does require some thinking.
What I like to recommend is that you create an audio presentation of what you know 
about your industry, service or product. Think about it like you are trying to solve all of 
the frequently asked questions that you encounter from your customers and clients.

Sit down with your smart phone and put it on record and away you go. 

All up you will need around 60 minutes of audio to create about a 60 odd page 
eBook.

If this intimidates you – then sit with somebody and devise the 10 to 12 most 
important questions and have that person interview you with the record button (the 
red one) pressed on.

Next get the whole audio recording transcribed. It costs around $1 per minute and 
you can find lots of transcribers at a service called Fiverr www.fiverr.com 

Once you have the transcription – hunt on Fiverr a little further and track down an 
editor, proof reader and designer and you have a book.

http://www.fiverr.com


now for the sales funnel
   Next–  you  will need  to  establish  the  whole  kit  and  caboodle. This  includes  a  suite
 

of
  authority  assets  along  with  a   conversion  funnel  that

 
will

 
deliver

 
you

 
paying

 customers  on  a  plate.  (please  see  example  below)



Despite the way it looks it is not complicated. In actual fact if you follow the 
arrows logically you will notice it is simply moving prospects along a logical 
process toward a transaction. 

The mechanics of a sales funnel 

 

takes

 

a

 

bit

 

more

 

explaining.

 

It

 

is a lot easier to talk 
about successful sales funnels than it is describing the concept in writing. 

So, I urge you to attend the upcoming Supervision breakfast on October the 9th as 
I will be covering this topic in a lot more detail and revealing some of the 

      

secret

 

sauce

 

essential to getting more high paying clients.

    
        

I

 

know

 

this

 

is

 

a

 

lot

 

to

 

absorb

 

but

 

the

 

key

 

is

 

to

 

just

 

keep

 

working

 

on

 

this

 

asset

 

creation

 

mind

 

set

 

with

 

all

 

of

 

your

 

marketing

 

and

 

the

 

results

 

will

 

start

 

to

 

flow!

 

And

 

the

 

best

 

thing

 

is

 
 

when

 

they

 

do,

 

it

 

will

 

be

 

continuously.

This is the funnel that I developed for the Property Investment product that I 
described earlier.

    

Now that is an Asset!

I look forward to seeing you on the 9th of October, in the interim if you have any 
questions please do not hesitate to email me at peter@dmanagement.com.au or 
visit my website  www.petergianoli.com

mailto:info%40dmanagement.com.au?subject=



