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How To Get Unlimited Financing For Your Business 
Without Ever Touching Your Personal Credit

Whether you own a business or are just thinking about owning one, this interview is for 
you. It’s all about how to get financing for business ventures without ever having to dip 
into your personal funds. That means you’ll never have to refinance your home, max out 
your credit cards or beg your friends and family for business money again. 

In fact, according to the Money Man, if you properly separate your personal credit from 
your business credit, not only will you have money at your fingertips, but you’ll also be 
getting loans at better rates – and you won’t be putting your family’s finances at risk if 
your business deals go south! 

And because business credit is separate from personal credit, you can obtain good 
business credit no matter how bad your personal credit is. But it’s not going to happen 
overnight. It’s a process that takes a little time. So in this audio, you’ll hear the steps 
you’ll need to take in order to build a good business score. And if you do everything the 
right way, eventually you’ll be able to get the kind of unlimited, no-hassle financing you 
probably thought only rich people got.

Key Concepts Discussed In The Audio
 What business entities qualify for the kind of business credit that doesn’t require a 

personal guarantee
 How to make sure you apply for business credit correctly – if you don’t cross 

your “T”s and dot your “I”s in just the right way when setting up your business 
files, your company could be red flagged by banks!

 What a personal-debt-to-income ratio is, what you’ll want yours to look like and 
who will be checking it 

 What an unsecured line of credit is – and how to get one
 How to use secured CDs as incentives for banks to lend you more money
 What trade credit is and how to use it as a stepping stone to business credit
 How to obtain a business credit score that banks will drool over

Business credit is a lot different than personal credit. It doesn’t just set up itself. You 
have to apply for it and use it in order for it to grow.

The Money Man will assist you in every step of the business credit process. With his 
four-tiered system of credit building, you’ll be receiving unlimited cash credit before you 
know it. 

And because you don’t pay interest until you use the money, you can have access to 
funds whenever that chance-of-a-lifetime business opportunity comes up. So even if you 
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don’t think you need business credit right now, you may want to give this recording a 
listen. Enjoy.

Michael: What are you going teach me here today during our talk?

Trent: We’ll we’re going to talk about how to get unlimited business financing, 
and eventually how to do it without a personal guarantee. I’ll be the first 
one to mention that it’s a process. Building business credit take some 
time, and there’s certain steps that need to be followed, and it’s a 
process.

So, to get money without a personal guarantee is not going to happen 
next week, nor will it probably happen next month, but it will happen if 
you follow the steps of building business credit.

Most importantly, what we want to start off from the very beginning is 
learning how to separate the personal credit from the business credit.

Michael: Who is this presentation specifically for? We don’t want to waste 
anyone’s time for them to listening to the presentation. Who would you 
say is not qualified to listen to this presentation, who it wouldn’t really 
be realistic for?

Trent: Any one that’s in business currently or wants to be in business in the 
future, really that’s who this is geared for. The whole purpose for 
building business credit is to build credit to a business, and we’ll talk 
about what types of entities and businesses you can build credit to, but 
there has to be a business there to build credit to. There has to be an 
income generating revenue generating business that they can build 
credit to, and pay that business credit back. 

So, who this is for is anyone who is currently in business or wants to 
be in business. Who this is not for is someone who is looking for a 
handout or free money, because this does have to be used 
responsibly.

Michael: When you say without a personal guarantee, what does that mean and 
why is that important?

Trent: Well, what that means is the bank or the lending institution isn’t going 
to make the business owner personally sign on behalf of the business 
debt, and that will take some time to do. Just like an eighteen year old 
that has very little personal credit history, can’t go and get an American 
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Express Platinum card, for example, or Porsche or some fancy nice 
car. It’s going to be the same with the business.

Most business owners, whether they’ve been in business or not, and 
we’ll talk about this here shortly about establishing a business credit 
file, you can be in business for a number of years and not having any 
business credit history.

Just a couple of months ago, I helped a business who had been in 
business for forty years. He was just getting ready to retire and wanted 
to build up his business credit to sell his dental practice. He’d been in 
business for forty years, and had no business credit history 
whatsoever.

So, business credit is unlike personal credit where you get your first 
credit card or first student credit card or your parents’ co-sign on a loan 
for you, and before you know it, you have personal credit. Business 
credit is different.

It’s not set up automatically, so most business owners, they may be in 
business. They may have business credit cards, but they don’t 
necessarily have any business credit history.

So, what we want to do is build that credit business history so that it 
can stand on its own two feet and not require the signature of the 
owners. As I mentioned, that takes time. It takes some time to build 
that history. There’s a number of things that need to be done, and 
that’s what the process is. It’s building it from start to finish.

Michael: So, with this dentist as an example, as he’s getting ready to sell the 
business, what specific reason, why did he want to increase his 
business credit if he was selling his business? How was that going to 
benefit him, if he was selling his business?

Trent: Actually, he’s a unique situation. He was looking to sell his dental 
practice to retire and start a little side business, just to keep him busy. 
What he wanted to build his business credit for, was he was looking, if 
I remember right for about $125,000 that he needed to start his other 
company.

He didn’t want to put in his personal money for that. So, what he 
wanted to do was build up the business credit and get that working 
capital prior to selling his dental practice.
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Michael: Can we talk about some case studies of clients that you’ve worked with 
in the past?

Trent: Absolutely.

Michael: Let’s take one now. Tell me a story of how one of your clients have 
benefited from this service of having unsecured business credit?

Trent: One example, Rhonda and Steve from California. They came to us, 
and they had a dry cleaners that they were running and owned in 
California. The dry cleaners were going well, and they were looking to 
expand. So, they came to us in order to build their business credit so 
they could get additional expansion capital to purchase additional dry 
cleaners.

We helped them build up their business credit, get some unsecured 
business lines of credit that do not show up on their personal credit file 
whatsoever, and they were able to buy now their second and third dry 
cleaners in California.

So, by building their business credit, separating their personal credit, 
they were able to expand from one dry cleaners to currently they have 
three.

Michael: How long did that take?

Trent: To build their business credit?

Michael: Yes.

Trent: In their situation, they were in a hurry, and you don’t want to 
necessarily do this, and we’ll talk what sort of time frame business 
credit takes and what a client can realistically expect as to when they 
have something. They came to us when they had an opportunity to buy 
a dry cleaners, and they wanted to move quickly.

So, we worked as quickly as we could, and it took them about forty 
days to get $150,000 and that was really cutting it close. You want to 
give yourself a little bit more time than that.

As I mentioned it is a process, and we want to follow the steps and not 
be rushed for money.

Michael: That’s a great story.
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Trent: A good lesson to learn from that though is don’t wait until you need 
business credit to start building it. Start building the business credit, 
and have the financing available prior to needing the financing. So, you 
don’t have to scramble at the last minute to put together the funding.

Michael: Are you partners with the IRS?

Trent: It’s nice when we get these client testimonials, and these client 
success stories, but what we have been approved is to partner with the
IRS. It’s nice to have these client success stories and testimonials, but 
when the IRS gives you their endorsement, then you know you’re 
dealing with an organization that knows what they’re doing.

So, as you can see on our website, we have the approved logo of the 
IRS on our website to partner for them, because they can help a lot of 
business owners with some of the tax issues in setting up their 
business properly.

Michael: How is it you’re able to use this logo, specifically? What does this 
mean, actually?

Trent: When we originally talked with the IRS agent and told her what we did, 
and what our services are, she said, “Every single business owner in 
America needs to learn how to separate their personal credit from their 
business credit, and nobody is teaching them how to do it.”

So, she was pretty excited when she found out what it was we did and 
how it was that we helped the business owner build their business 
credit and separate their personal credit from their business.

At that point, they had given us approval to be a partner and put their 
logo on our website. So, we can exchange links and also we have a 
number of resources that the IRS makes available to business owners 
on our website by following the IRS link.

Michael: That’s great. That’s pretty powerful.

Trent: Yes, it’s nice to have an endorsement like that. It really doesn’t get 
much better.

Michael: What do you mean by it takes money to make money?

Trent: Every one has probably heard the quote, “It takes money to make 
money.” I don’t necessarily agree with this quote. You can definitely 
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make money if you don’t have money, but it’s a lot easier to make 
money if you have working capital and if you have money available.

Many people have probably heard of the quote, “The rich get richer 
and the poor get poorer,” and the reason why is in my opinion the rich 
have access to working capital. They have access to funding. They 
have access to money. When the opportunity of a lifetime presents 
itself, which seems to come around every couple of weeks, they don’t 
have to scramble to refinance their home.

They don’t have to run out and borrow money from friends and family. 
They have access to money. Whether it’s their own money or other 
people’s money, so what we want to do is make sure that every 
business owner out there has access to money for their business. 
Even though it’s possible to make money without money, it is a lot 
easier to make money if you have available funding.

We’ve cracked the code to unlimited bank financing. Most people have 
probably the heard the statistics from the FDA. Over fifty percent of 
small businesses fail in the first year, and 95% within the first five 
years. The reason why is not because they had a bad business idea. 
It’s not because they were unorganized or didn’t know how to run a 
business properly.

The main reason is lack of financing, whether it was proper financing to 
start up the company, or whether it was a lack of financing after the 
first year or two to take the company to the next level. It really came 
down to a lack of money is why businesses fail.

So, what we want to do is show everyone what we’ve cracked the code 
on the bank financing and how to have unlimited business financing. 
So, that problem is never an obstacle anymore. They can have 
available funding anytime the business owner needs it.

One of the major problems is where business owners get most of their 
money from. Most everyone has either done this or known somebody 
who has done this. They’ve paid for a business expense using a 
personal credit card hoping to one day to pay themselves back. They 
dipped into savings, retirement, accounts, kids’ college funds, to loan 
money to the business, or worse yet, they’ve turned to family and 
friends to invest money in their business, which doesn’t always turn out 
in the best light.
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So, what we want to do is teach people how to separate their personal 
credit from their business credit so they’re not borrowing funds from 
themselves, from their family, from their retirement. We want to 
separate the personal credit from the business credit.

The nice thing about it is we did not come up with this. In 1998, Inc 
Magazine did an article, “How to Finance Anything,” and they talked 
about business credit using that to properly finance a business. They 
also talk about too many families, over sixty percent of business 
owners use their personal credit card to fund their business. 

It talked about a number of different examples of families who maxed 
out their personal credit cards for the business and when you max out 
your personal credit, of course everyone knows, your personal scores 
go down.

In many instances, these families or these businesses needed 
additional money, and when they went to the bank to obtain financing 
the bank said no because they had maxed out personal credit, and 
their scores were low.

So, what we want to do is learn how to separate the personal credit 
from the business credit so that none of the business debt shows up 
on the personal credit file. So, the family finances don’t suffer.

It would be a good time also to mention as we talked about earlier, the 
personal guarantee. I’m not against giving the personal guarantee. At 
the beginning, it’s going to be necessary, but if you separate your 
personal credit and your business credit properly, you can personally 
guarantee the business debt, and still not have it report to the personal 
credit file so that business debt doesn’t harm the family finances.

Then, eventually, we can work on removing those personal 
guarantees, and obtain additional funding that does not require a 
personal guarantee.

The real reason why anybody wants to build business credit is to 
obtain business funding. It’s nice to have business credit. It’s nice to 
have business scores, but really the end goal, the end result is to be 
able to go to the bank and have a good personal file and a good 
personal business credit file and obtain lines of credit that unsecured 
that do not report to the personal credit file.

Let me tell you how we learned about business credit. My father and I 
as real estate investors wanted to maintain good personal credit. One 
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day, we were reviewing our personal credit scores. We noticed that 
there were a few credit cards that were not reporting on our personal 
credit file.

At first, we were alarmed because we had good history. We had low 
balances. We always made our payments on time. At first we were 
alarmed because we thought we weren’t getting credit for those 
accounts. 

As we looked into it a little bit more, we noticed that those were 
business credit cards that were not reporting.

You’re listening to an exclusive interview found on Michael Senoff’s 
HardToFindSeminars.com.

Michael: Were they set up in the business name with your corporate federal ID 
rather than your social security?

Trent: They were set up in one of our LLC’s names. Now, they did require a 
social security number on the application, but they were set up under 
the business name, and those were not reported to our file.

We also thought, “Well, if these aren’t reporting, what if we went and 
got a business loan and a line of credit?” We started working on 
building our business credit and setting it up properly, and we found
that if the business credit is set up properly, that business loans and 
lines of credit and equipment financing also do not report on the 
personal credit file.

We also noticed that the loans, lines of credit and credit cards on the 
business side almost always have lower interest rates than the 
personal credit cards and lines of credit. This was nice to know. We 
didn’t really grasp the idea. We understood that they didn’t report, but 
we really didn’t understand how valuable it was until one time we went 
to the bank to obtain another mortgage.

We found an investment property that we wanted to purchase, and the 
bank turned us down. We asked them, “Why? We’ve got all these 
other properties that are rented out. We can show documentation and 
the cash that it’s bringing in, the positive cash flow.” The bank turned 
us down for this additional property.

Michael: Were your other properties all set up in the LLC?
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Trent: No, they were all reporting to our personal credit line.

Michael: Oh, so you were financing your real estate holdings under your 
personal name. You weren’t incorporated at that time?

Trent: No, we were, absolutely.

Michael: Oh, you were incorporated, but they were still reporting to your 
personal.

Trent: Exactly, and most real estate investors, even though they want to buy 
a property in the business name, the lender will want them to finance it 
personally. They can quit claim deed the property to an LLC or another 
type of business entity, and that helps transfer ownership, but that 
doesn’t do anything for the mortgage.

Michael: What did you do with the bank that caused your structure to report to 
your personal, not a business credit file?

Trent: Well, 99% of all properties, they’ll naturally report to your personal 
credit file, whether you’re buying it for a business or not. So, what we 
didn’t do is we didn’t say to the lender, “We want the note. We want the 
mortgage to be in the LLC name.”

Michael: Your mortgage on all your ten properties were in your personal name?

Trent: Exactly, all of them were reporting back to our personal name. That’s 
how almost every single lender in America, that’s how they’ll just 
naturally do it.

Michael: But, you were still an LLC.

Trent: We were still an LLC, and even though we did quit claim deeded the 
property to an LLC, we can have the LLC own the property that didn’t 
do anything for the note, for the mortgage. The mortgage was still 
reporting under our personal name.

So, what we found out is you can go, and we searched for a long, long 
time, and anyone who is a real estate investor will know, it is not easy 
to find a lender who will lend a residential property in the LLC name. 

When we finally learned how to properly build the business credit up so 
that the corporation qualified, and we found a lender that would lend in 
the LLC name, we refinanced all of those properties out of our 
personal name, and put them into the LLC name.
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So, the note, the mortgage actually was out of our personal name. It 
was no longer reporting on our file.

Michael: So, you had to do research and find special lending institutions that 
were experienced in doing this.

Trent: Exactly, and they’re not a lot. They were very hard to come across 
because most of them want it to report on the personal credit file.

Michael: Tell me from the bank’s perspective why do most of the banks want it 
to report on the personal credit file, because it gives them more 
leverage of getting their payments?

Trent: Yes, exactly. So, as soon as we learned how to separate the personal 
credit from the business credit and get all of those properties out of our 
personal name, we were able to go to the bank and qualify for 
additional properties. When we went to the bank, they pulled our 
personal credit file and none of those mortgages showed up. So, they 
never had a problem with it because they didn’t even show up on the 
personal credit file.

Michael: So, when you went back to the bank, did you want to buy more 
properties using your personal names, since your personal name didn’t 
have anything reporting back, or did you want to do it now in the 
business name?

Trent: We wanted to and we always still do, do it in the business name. 
However, the bank, especially because of the Patriot Act nowadays, 
they will still look at your personal credit file just to make sure you are 
who you say you are, and you’re not a terrorist.

They’ll still want to look at it, but you can still buy it in the LLC name. 
So, as soon as we learned to refinance those out of our personal name 
into the LLC, we were able to get into the next level of real estate 
investing. We started building commercial properties.

Michael: As you built them and as you invested, now you were doing it all in the 
business name where nothing was reporting back to the personal 
name.

Trent: Exactly, and those were residential investment properties.
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Michael: You’ve got them in the corporate name. You started building your 
business credit, and then you went to the next level of commercial 
properties.

Trent: Exactly, we started building properties. As you can see in the slides, 
we built one. We built another.

Michael: So, this address 5113 was a property that you built.

Trent: 5113, we built from ground up, and we started leasing or renting the 
properties, or in certain cases, we turned around and sold them, and 
we built another one and another one, and then another one. The last 
one there, the big office-

Michael: With the cars in the front.

Trent: Exactly, that one has got over forty executive offices in it that we rent 
out, and that one is hugely profitable. We would’ve never been able to 
do that if we didn’t learn how to separate the personal credit from the 
business credit.

Michael: What did that cost to build?

Trent: Ground up, I think that one was maybe about $3.6 million. The last 
time we had it appraised was a while ago, and it’s doubled in value. 
So, we’ve got a lot of equity in that building, and we literally used the 
business credit to finance any out of pocket expenses we had at the 
beginning to fund the construction and the building process.

Michael: So, all these loans were all in the LLC name, and had nothing to do 
with your personal name, and they’re all unsecured.

Trent: Well, the unsecured lines of credit are different than the real estate 
funding. So, the unsecured lines of credit are just what we have for the 
business name. Then, we get additional financing that actually covers 
the real estate, and the real estate is held as collateral.

Michael: That’s very good. That was all from just what you learned that day 
when you wanted to buy another residential property and they turned 
you down and the bank told you why.

Trent: Exactly, at that point, they turned us down and we said, “We are 
building and we are buying.” At that point, we were just doing 
residential. We’re doing real estate as a business. So, why is our 
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business credit hurting us personally? We thought back to those 
business credit cards that weren’t reporting.

We thought, “If the business credit cards aren’t reporting, then if we’re 
buying real estate as a business, then the mortgages should not also 
report.” It wasn’t until we learned how to truly separate the personal 
credit from the business credit, until we went on to the next level. At 
that point, a lot more doors opened up.

Michael: So, what was real important is you had to know the right lending 
institutions to go to.

Trent: Even before that, we had to know the right steps and the right process 
to build the business credit up so the lending institutions would even 
look at our business.

Michael: Did the bank give you any tips on how to do that?

Trent: No, the banks did not teach us how to do this. We literally learned the 
hard way by trial and error.

Michael: How long was this trial and error going on?

Trent: We started learning, just my dad and I probably about eight, nine years 
ago, and there’s a few corporations that we learned the hard way and 
we messed things up, and we’ll talk briefly here in a couple slides of 
why it’s so important to follow the right steps, and follow the order of 
everything. We’ll talk about this here shortly.

It’s vital that everything’s in place prior to setting up your business 
credit file.

Michael: How am I going to benefit by using business credit?

Trent: Well, you can secure the cash you need to finance your business 
dreams. In my father and my situation, we used it to finance real 
estate. Now, that doesn’t seem that it only can be used for real estate. 
It doesn’t matter whether you have a flower shop or a construction 
company or you want to start a business. As long as you’re in business 
doing something, you can benefit by building business practice.

You’re also able to shield yourself from liability and reduce tax burden. 
You’re able to protect your personal finances and credit history. You’re 
able to obtain favorable lending terms and conditions, and most 
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importantly as we talked about earlier, the quote, the rich continue to 
get richer because they have the cash, now.

That’s what we’re really after. The end result is to have secured 
working capital that we have access to.

Michael: Let me ask you this. When you went from residential real estate 
investing to commercial properties, was that part of your strategy that 
aided in your ability to get the financing because you were dealing with 
commercial properties, or did that not have anything to do with it?

Trent: Do you mean the business credit?

Michael: To get the business credit because you were building commercial 
properties. Did that make easier that you were kind of outside of the 
residential real estate investing arena?

Trent: No, getting into the commercial side of things was only made possible 
after we learned how to properly build our business credit.

Michael: You would’ve done that first if you had the credit.

Trent: Oh, yeah, absolutely, part of the only reason we started in the 
residential side is to get the experience and get the funding that we 
needed to get into the commercial side.

So, the bottom line is you cheat yourself if you finance your business 
investment using personal credit.

Michael: Can we do another case study of someone you’ve helped do this?

Trent: Sure, John was a business owner. He currently had a business, and 
he was also looking to expand. He need to show seasoning of funds 
for some additional funding that he was looking for. 

Michael: What does that mean? He needed to show seasoning of funds.

Trent: The lender wanted to see three months of bank balances. The lender 
wanted to see his last three months bank statements.

Michael: To see that he’s making money.

Trent: One to see that he’s making money, but two to see that he has a 
certain amount on deposit, and what John came to us for was he was 
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about $100,000 short of what he needed for an average three month 
balance.

So, what we had him do is one build his business credit for his current 
business so he was able to benefit that way, but we were able to after 
we built his business credit get him the $100,000 that he needed and 
all he did was that money was simply put it in his bank account.

Michael: That was good enough for the bank. 

Trent: And, that was good enough for the bank.

Michael: They don’t care where it came from, as long as it was in there.

Trent: As long as he could show that he had money in his account for three 
months, that was good enough for this particular lender.

Michael: What kind of loan was he going for?

Trent: He wanted to expand his business. If I remember right, he wanted to 
buy another location. So, after building his business credit and getting 
him the funding that he needed to show in his bank account, he was 
able to secure additional funding to buy another location.

Michael: Do you remember how long that took him to do?

Trent: It took him about 75 days.

Michael: That’s pretty quick.

Trent: It’s not bad. It does take some time, so it’s not going to happen next 
week, but it’s not two years down the road either. If you structure your 
business debt correctly, you can do like John and separate the 
personal credit from the business credit.

Because you’re separating the personal credit from the business 
credit, your business credit will not report to your personal credit file, 
and because your business credit is not reporting to your personal 
credit file, the debt won’t hurt your personal debt to income ratio.

Michael: What is a personal debt to income ratio? Who looks at that? Why is 
that important?
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Trent: Well, anytime you’re looking for financing, the bank is going to look at 
how much debt you have versus how much income that you have. 
They want to see that you’re able to service the debt load.

So, the lower debt that you have and the higher income that you have, 
the better the ratios are. The reason why it’s so harmful to not separate 
the personal credit from the business credit is let’s say the business 
owners has $50,000 in debt, and let’s say the family has $20,000 in 
debt, just credit card debt or car loans, home loans, whatever. 

So, they’ve got a total of $70,000 in debt. Now, let’s say that income is 
$100,000. Their debt to income ratio would be obviously the $70,000 in 
debt versus the $100,000 in income, and a good chunk of that, 
$50,000 of that is not their personal debt. It’s the business debt.

If they learn how to separate their personal credit from the business 
credit, that $50,000 wouldn’t even show up in the calculation of their 
debt to income ratio. So, it would only be what it should be, the 
$20,000 in debt versus the $100,000 of personal income.

So, when the business debt doesn’t show up, it won’t hurt the personal 
debt to income ratio, and because those debt to income issues aren’t 
harmed, you credit score will remain high so next time you need 
financing, you can get the best terms and conditions. Eventually, 
lenders won’t require a personal guarantee.

Michael: Everyone’s seen the commercial, “I’m thinking of a number,” and 
they’ve been educated on their credit score. That is what it’s all about 
that number, correct?

Trent: Exactly, you need to have a 680 or above is pretty medium, and what 
is best is a 700 or above, or even better a 720 or above, but lenders 
are going to pull the credit score. They’re going to look at that three 
digit number, and they’re going to base your credit worthiness off of 
that number.

Michael: Can we talk about some reasons why one should avoid using personal 
credit for their business?

Trent: When using personal credit for your business, you instantly slash the 
amount of personal credit you have. Let’s say for example you have a 
$15,000 credit limit on a personal credit card. If you put $10,000 on 
that personal credit card for the business, that means you only have 
$5,000 left over for personal reasons. So, you slash the amount of
personal credit you have.
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The more personal credit you use, the less you get, the more personal 
credit you use, the lower your FICO score drops. If the business fails, 
your personal assets are at risk, and if the business fails, your family 
finances suffer. That’s what we want to keep protected and keep 
separate from the business.

So, some of the entities that you can build business credit to, it doesn’t 
matter if it’s a C-Corporation, an S-corporation, a limited liability 
company. It doesn’t matter as long as it has an EIN number or a Tax 
ID number.

Now, I also put on the slide a sole proprietorship. Now, the reason I put 
that on there is so that everyone understands how this works. Sole 
proprietorship is a catch-21 situation. You do not want to build 
business credit to a sole proprietorship.

The reason why in most sole proprietorships are based on social 
security numbers. So, when you start building business credit, it will 
report back to that nine digit number, and you’ll have business credit 
reporting on your personal credit file which is exactly what we’re trying 
to separate.

Michael: Can you build business credit in a sole proprietorship?

For more exclusive interviews on business, marketing, advertising and 
copywriting, go to Michael Senoff’s HardToFindSeminars.com.

If you live in the US and you’re interested in any of these services you’re hearing 
about on this recording, you may telephone toll free by calling 888-446-1139. The 
number again is toll free 888-446-1139.

Trent: You can technically, that’s why I put it up there, but you don’t want to 
because all of it will report back to the personal credit file. So, the 
personal credit file is now going to have personal credit and business 
credit, and it really turns out to be a mess.

Michael: Explain for maybe someone who doesn’t even know, what’s a sole 
proprietorship?

Trent: A sole proprietorship is in other words a DBA, a doing business as. It 
may be Trent doing business as ABC Bakery. So, it’s me personally 
doing business. I don’t have any type of a business entity separate 
from me personally that’s actually running or owning the business.
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So, it doesn’t matter whether it’s a corporation or an LLC, and a 
business owner will want to talk with their particular tax attorney or a 
local attorney to determine what entity is best for their business. It 
doesn’t matter on our end which entity it is. You can build business 
credit to either one of those entities.

Let me introduce you to the main business credit bureau. The main 
business credit bureau is Dun & Bradstreet, and Dun & Bradstreet as 
you asked earlier Michael, they have a paydex score and a Dun’s 
rating.

A paydex score is on a different range scale than personal. It ranges 
from zero to one hundred, and a seventy-five or higher is considered 
good. What we are looking for is eighty or higher.

This score is based on the payment experiences reported by vendors. 
I’ll talk here in a couple of slides about what that is exactly, but make 
sure to remember you need five trade references who report to 
generate a score.

Now, how is this business credit file set up? As I mentioned earlier, just 
because you maybe in business with a business credit card or a 
business loan or line of credit does not mean you have a Dun & 
Bradstreet file set up.  Dun & Bradstreet, what we will do, we will go to 
our representatives and we will manually set up your Dun & Bradstreet 
file for you.

The reason that’s so important is we need to make sure that everything 
is set up properly, the business name is spelled correctly, the business 
address, the ownership, everything is set up properly. So, we will 
manually go and set up your D&B file for you.

Michael: So, as a business, I may already have ten or fifteen different vendors 
doing business with them for many, many years, and I’m not even 
using the assets of these trade references especially if I’m not in debt 
and I’ve got all this history.  You’ll show me how to set that up and start 
using my trade references to start building the paydex store?

Trent: Exactly.  We can help you get a number of those trade references if 
you currently have some reported on your file.

Michael: Once they’re reported could it reflect the history and the time that I’ve 
had that account with these trade references.
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Trent: Yes, if those trade references qualify, but yes, you’re right.  You can 
have that history added to your file, but one thing that’s important, I 
can’t stress enough, if you don’t know you have a Dun & Bradstreet 
file, it’s probably a good sign you don’t have one because it’s not set 
up like a personal file.  You don’t just one day wake up and you have a 
file filled with history there.

We go and manually set that up for you.  Now, the next business credit 
bureau is just like the personal, Experian.  They have a business side 
called Corporate Experian, and it’s very similar to Dun & Bradstreet. 
They have what they call an Intelliscore.

An intelliscore ranges from zero to one hundred, again 75 is good, 
eighty is what we’re looking for.  It’s based on the payment 
experiences reported by the vendors and with Corporate Experian, you 
need two trade references who report, only two to generate an 
Intelliscore.

Now, this file is set up differently than Dun & Bradstreet. This file is set 
up by your first trade account reporting your payment history to 
Corporate Experian.  When they report that history and there’s no file 
found in Corporate Experian, they will generate your file. They’ll set up 
your file.

The reason why it’s so important to note this is let’s say Target for 
example, we’ll talk about them in one of the upcoming slides.  Let’s say 
you spend some money with Target for the business, and Target 
reports to Corporate Experian  your payment history.  

If Target misspells your business name or possibly puts St. instead of 
Street spelled out completely for the business address or a number of 
other variables, that is how Corporate Experian will set up your initial 
credit file.

So, it’s vital to make sure that the vendor has everything properly 
spelled and everything properly set up to report to Corporate Experian 
to generate your file.

The reason why that’s so important is, let’s use an example St. and 
Street, if you have one vendor that reports your payment experience to 
your company name and the address is St., and another vendor who 
reports your company’s payment history and they’ve got your company 
name and the address is Street, they may not go to the same file. So, 
you might not get credit for both of those vendors.
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So, it’s imperative that you have set it up properly from the first vendor, 
and the nice thing about it is we are set up to report to Corporate 
Experian every single month.

So, anytime someone becomes a client of ours, we will report their 
payment history to us to Corporate Experian, which takes care of two 
things.  One it sets up their file properly, and two, we become a trade 
reference on their file. Remember, you only need two with Corporate 
Experian to generate an Intelliscore.  So, at that point, the client only 
needs one more to generate their scores.

Michael: Does Dun & Bradstreet and Experian share information?

Trent: No, they’re two separate companies.

Michael: Who is bigger?

Trent: Dun & Bradstreet is much, much bigger.

Michael: When they’re considering financing in money, are the banks checking 
both of these resources?

Trent: No, most banks will check Dun & Bradstreet.  There are a number of 
lenders who will check Corporate Experian.

Michael: So, your special list of lenders, are some of them using Corporate 
Experian?

Trent: Exactly, our job is to decipher which bank is pulling what report, and to 
determine, okay, the Dun & Bradstreet’s file is strong enough now, but 
I’ll send you to this lender who we know pulls Dun & Bradstreet or vice 
versa.

We know the Corporate Experian file is strong, so we’ll send them to 
XY’s lender who we know pulls Experian.

Michael: Can you tell me another case study where maybe this came into play, 
the client you helped?

Trent: Well, it was Spencer who was also a business owner in Oregon, and 
he simply needed about $50,000 for working capital.  What he found 
was a lot of the invoicing that they did was not necessarily paid on 
time, and so at the end of the month, if a number of his invoices were 
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paid late, he didn’t have enough money to cover other expenses –
payroll and other working capital needs.

So, what we did is we got him $50,000 after building his business 
credit just to simply have in reserve in case he needed to cover any 
miscellaneous expenses.

Michael: That’s a perfect example. This is the kind of thing that can kill a 
business.

Trent: Absolutely, as we talked about earlier, the number one reason was 
lack of financing. There’s so many times that  business has a short fall 
of money, and it’s not because they don’t have a profitable business or 
they don’t know how to run the business properly.

There’s just a lot of variables that are outside of a business owner’s 
control, where they just may need $50,000 here and there to cover any 
miscellaneous expenses.

So, by building his business credit properly, we were able to get him 
the working capital that he needed to take care of his business and 
make sure he stays up to growing as possible.

Michael: Do you remember how long that took?

Trent: Everyone is going to be about the same time, anywhere from sixty to 
ninety days.

Michael: Was he already set up as a corporation?

Trent: Yes.

Michael: His credit was already pretty good, right?

Trent: Yes, most of our clients will already have some sort of a business 
entity set up and will need for them at least a 680 or better personal 
credit score.

Michael: Can we talk about the different types of business credit?

Trent: Yes, that is going to be the most important that we go over today. 
There’s trade credit or vendor credit, and that is one and the same.  
Trade credit or vendor credit, and there’s cash credit.  Let me explain a 
little bit of both of them.
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Let’s take for example Quill. Quill or Office Depot or Target, all three of 
these are examples of trade credit. What that really is, is let’s use 
Target for example. Target extends your business a $10,000 trade line. 
That trade line, that credit line can only be used at Target. 

So, let’s go back to Spencer and his situation. A $10,000 line of credit 
at Target would’ve done him virtually no good. What he needed was 
cash.  That’s really what we’re after is the cash credit, but let me talk 
briefly about trade credit and why it’s so important, why it’s even so 
vital to business owners.

What happens is if Target extends you a credit line, you go and use 
that credit line, you want to spend about $80 on something, $80 or 
more.  What will happen is they’ll let you go into Target, spend the 
money, walk away with the product and they’ll invoice you, or invoice 
the business.

When you get the invoice and make the payment on time, Target will 
then report your company information, your trade line and your 
payment history to the business credit bureaus.

Michael: So, let’s say I did it with Target. They’ll report I had $10,000 trade line. 
They’ll report that I bought something for $80. You’re just giving an 
example of once you get it, go buy something for $80, and then make 
the payment.

Trent: That’s how you get them to report. Just getting a trade line doesn’t 
mean they report.

Michael: You’ve got to use it.

Trent: You’ve got to use it. Remember, it’s based on the payment 
experienced by the vendor.

Michael: So, $80, is that a magic number? Are you saying you don’t want to do 
it for three dollars? 

Trent: Yeah, eighty dollars or more.

Michael: Eighty bucks or more, okay, so buy something, use it, pay it back. Do 
you pay it back within two days? Does it matter? 

Trent: Wait until you get the invoice. Just pay it on time. Don’t pay it late, 
whatever you do, just make sure you pay it on time.
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Michael: When you get that invoice, you can check how they listed your 
company, and make sure that’s all correct.

Trent: Yes, absolutely.

Michael: So, when you get that and you fill out the application for your trade 
credit, set it all up in your business name.  Don’t put your personal 
name on there. Any tricks on that?

Trent: No, no tricks. Naturally, just to make it easy, we set up all the trade 
accounts for clients.  So, that way, there’s no confusion for what to do 
or what to say and what not to say. We’ll actually set up most of the 
trade accounts for everyone.

The reason why this is so important, these trade accounts is 
remember, this is how you generate your scores.  With Dun & 
Bradstreet, five trade references, with Corporate Experian, two, and so 
your payment history becomes a trade reference on your business 
credit file.

Even though we’re not after trade credit, let me explain why it’s so 
important.  On this next slide, you’ll notice this is a small portion of a 
business credit report.  I underlined a portion at the top that says D&B 
has not received sufficient sample of payment experience to establish 
a paydex score, and notice on there, there’s a trade line of $1,500 and 
a trade line of $500.

Now, notice off to the side, the far right, under the column 91 plus, you 
see a 100. That means that they were past due. They were late 91 
days or more.  So, this is where it shows how you pay your bills. 

If you have late pays, it shows up there, and if you go to the bank with 
late pays just like on your personal credit file, they’re not going to want 
to lend money to businesses who don’t make the payments on time.

Michael: There were only two trade references where they need five.

Trent: Exactly. Now, the reason this is so important is right here. This next 
slide, D&B issues a credit limit recommendation. Now, most business 
owners don’t realize, when they go to the bank to apply for financing, 
the bank is going to pull the personal credit, make sure they’re okay 
there, and the business credit and see what’s there.
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Michael: Does the bank subscribe to this D&B service?

Trent: Exactly. They subscribe to D&B and they pull companies’ reports. The 
reason this is so important is Dun & Bradstreet, they rate companies 
and they recommend credit limit recommendations for the banks, and 
how they calculate this as you notice here on this one, conservative 
$5,000, aggressive $15,000.

Now, these two files don’t necessarily go together. I’m just showing 
you an example. How they calculate this is they take the number of 
trade lines a business has and they take an average.  In this case, this 
prior one has two trade lines one for $1,500, one for $500. They’ll 
calculate and average between $1500 and $500, and that’s how they 
get a credit limit recommendation.

So, the higher trade lines we build, the more trade lines we build, the 
higher the D&B’s private limit recommendation is going to be for a 
particular business.

Michael: Is it the more the better?

Trent: Absolutely, the more the better.

Michael: It’s important to have all of them, but to actually borrow against it and 
make a payment on time.

Trent: Yes, and that’s how you get them to report. You have to use them. 
You’ve got to use them, make the payments on time, and that’s what 
they’re reporting. It’s how you pay the bill.

One thing to note, the bank will typically go with the aggressive credit 
limit.  So in this case, this business, they can expect to get somewhere 
between ten to fifteen, maybe a little bit more at any one given bank. 
They really can’t expect to get anymore because that business credit 
doesn’t merit anymore.

So, let’s go to this next file, one that we’ve worked on.  Notice up at the 
top, the company’s paydex score is 80.

Michael: That’s pretty good.

Trent: That’s perfect. Notice all those dashes on the far right. That means 
they have no late payments, but most importantly notice the trade 
lines.  They have some large tradelines on the file.
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Now, again, this next slide doesn’t necessarily correlate with this one 
here, but this next credit limit recommendation is now for $50,000.  So 
because somebody has spent the time building up their trade credit, 
they can expect to get a lot more cash funding at the bank, which is 
really what we’re after.

So, trade credit, even though it’s not the end result, it is a stepping 
stone to cash credit, and that’s what we’re really after is the cash 
credit.

Michael: So, really, again, this is for businesses who have good credit, and once 
they score the 680 you were talking about, getting these trade credits 
shouldn’t be that big of a problem.

Trent: Well, the nice thing about it is trade credit is not correlated to personal 
credit whatsoever.  So, we don’t care if someone declared bankruptcy 
yesterday. We can get them trade credit and build up their business 
credit file. So, when applying for trade credit, the issuing vendor, the 
issuing creditor will not check personal credit. They’ll only check 
business credit.

Michael: What if I have no paydex score, no business credit history, and I’m 
trying to get trade credit?

Trent: Again, that’s why it’s so important that you follow the steps. That’s 
partly why we set up the trade credit for the clients. We have a series 
of four tiers. We have a list of companies on each tier. 

Tier one are companies that are known to grant credit to businesses 
who have no trade credit whatsoever, and it’s not going to be a lot. 
Let’s say it’s $200, $500, $750. They’ll grant the credit to the business 
who has no history whatsoever.

Once the business owner uses that credit, gets those files on their 
business credit file, we’ll send them to tier two. Tier two is full of 
companies who are known to grant credit to businesses who have little 
business credit history. They’ll see the trade line of $500, and then in 
tier two, they’ll say, “Okay, we’ll beat that. We’ll go to $1,000.” We’ll get 
a few more on tier two.

Once we get done with tier two and got those reporting, we’ll move to 
tier three. So, it’s a gradual step. Tier one is for brand new people with 
no business credit history and we just work them up the ladder. The 
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higher they go, the more the credit they get and the higher limits they 
get.

Michael: That answers my question. You build it up. 

Trent: Exactly, that’s why I say it takes time and it’s a process.

Michael: Right, it takes time to build it up especially if you have none because 
you’ve got to make those payments every thirty days.

Trent: Now, what we’re after is actual cash credit, and this next slide has a 
business MasterCard application. Most business owners don’t realize 
why the business credit bureaus are in business. Obviously, they’re in 
business to make money, but they don’t understand how the business 
credit bureaus make their money.

How they make their money is just like personal credit file. They’re 
data collectors. They collect as much data as possible and they resell 
it. Now, the reason why this is so important to know as a business 
owner, let’s use for example, Citibank.

Citibank may go to Dun & Bradstreet and they may say, “We want to 
buy everyone who’s newly incorporate in the last six months in the 
state of Nevada.” What Citibank will do, most everyone on this call who 
has an entity set up has probably received them, they’ll send out junk 
mail, preapproval offers. Let me explain the next step.

Michael: They’re buying that from Dun & Bradstreet.

Trent: Exactly.

Michael: So, Dun & Bradstreet’s in business to sell data.

Trent: Exactly. They’re data collectors. What most business owners don’t 
realize is that same Citibank may go to Dun & Bradstreet and say, 
“Okay, we want to buy everyone in Nevada who has a paydex score of 
78, and a Dun’s rating of 1R3.” The offers that Citibank sends to that 
business owner are in a completely different ballpark than the offers 
that someone who does not have business credit receives.

You’re listening to an interview on Michael Senoff’s HardToFindSeminars.com. 

Michael: That’s the same thing in the personal arena. When you start getting a 
credit card, you start getting offers from all the other credit card 
companies.
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Trent: Exactly, the more credit worthy you are, personally and business wise, 
the same rules applies. The more credit worthy you are on the 
business, the better offers you’re going to receive.

Michael: So, let’s face it. They’re in business to loan money to low risk owners.

Trent: Exactly, you’ll start to receive offers like this next one for Capital One 
for $20,000, US Bank for $15,000, Chase for $35,000.

Michael: These are all business lines, right?

Trent: These are all business credit cards. The reason I bring this up talking 
about business credit cards is I have a stack, and I can’t even keep up 
with how many they send to me. The business credit cards are the 
cheapest money that you can borrow. I have a stack of these magic 
checks, is what I call it.

They send out these magic checks, zero percent for six months, 3.9% 
for the life of the loan. So, you could literally borrow, in this example, 
Chase $35,000, at either zero percent for six months or 3.9% for the 
life of the loan, and remember, none of that shows up on the personal 
credit file.

Michael: These have all been sent to you based on your paydex with Dun & 
Bradstreet.

Trent: Exactly, based on the business, and so that’s what we’re after is to get 
access to capital and especially in this situation, even though the 
particular credit card rate may not be the best, but the magic checks 
that they send out are sometimes the cheapest money that a business 
owner can borrow. 

As you continue to build credit, the offers will get better and better. As 
this next slide shows, they give you the option, federal tax ID or social 
security number. If they ask me that question, I’m not going to put my 
social security number on there. If I don’t put my social security 
number on there, that means they can’t pull personal credit, and 
they’re not going to get a personal guarantee.

On this next slide, they specifically ask should you give us your 
personal guarantee, and then on the next one, notice number three.
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Michael: Let’s say should you give us your personal guarantee, completing this 
section will speed the process of your application, if you have a young 
or small company.

Trent: One thing that you need to realize is if you leave that section blank, it 
will take a little bit longer to process the application because it’s going 
to be based completely off your business, but the wait is worth it to me 
to not have the personal guarantee on the card.

Michael: This section should be completed if your company is a sole 
proprietorship, a partnership or unincorporated, or is incorporated for 
less than two years, or has annual revenue of less than $2,000.

Trent: Notice the les than two years. On the next slide, it also says number 
three, all businesses established less than three years ago. So, it is a 
lot easier to get additional financing if you’re been around for 24 
months or more. If you’re a brand new business, brand new 
corporation, you can still get business financing and still build business 
credit. It’s not going to be as much, but you can still obtain business 
credit.

Michael: Let’s say I’m listening to this presentation. I’ve only been incorporated 
a year. I come to this slide, and I say, “Well, Trent, how can you help 
me? Can you tell me about your service how you’ve been able to solve 
this problem and expedite it?”

Trent: The nice thing, and again, we’ll talk about this here in a little while, the 
nice thing is I can teach any business owner to have three years in 
history overnight. It will cost a little bit extra money, and we’ll talk about 
how that’s done, but if that’s important to a business owner to get a 
certain amount of money, and they need that kind of history, that 
definitely can be done.

Michael: That stack of magic checks, generally, just from your experience, what 
kind of fees are associated with those? Are there annual fees kind of 
like credit card? Where do they get you on these offers?

Trent: Business credit cards are going to have some sort of an annual fee, if 
you’re using the card properly, I ask for that annual fee to be waived. 
Most of them, if you’re using it, have good history and are making your 
payments, they’ll waive it, and if they don’t, well it’s all a tax write off to 
the business anyway.

So, the next slide, and this situation MBNA, they are giving a credit line 
of $50,000, and this is where they actually give you a check book. You 
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have a book of checks you can write out for whatever, whenever, a 
business needs money, or the next slide for $50,000. 

Now, notice the interest rate down at the bottom, 2.7%. If anyone is 
good at math, they’ll quickly realize the payment on $50,000 at 2.7% is 
less than $120 a month, and that’s pretty cheap to have access to 
$50,000 for less than $120 a month.

Now, let me mention the interest rate is not typically going to start out 
that low. Let’s take the next slide for example. Here’s another one, 
$50,000, the interest rate is prime plus 1.7%. That’s where most of the 
interest rates are going to start out is prime plus, and the bank will 
decide prime plus one, prime plus two, prime plus three. The bank will 
determine what interest rate you can start out, but remember, credit 
building is a process.

So, as you use that money properly, every couple of months, you can 
ask for that $50,000 to be increased and that interest rate to be 
decreased. So, it’s a matter of learning how to play the credit game. 
Learn how to increase the amount and decrease the interest rate.

Michael: Now, you said something important. There may be a lot of businesses 
sitting there who need cash, but they’ve never even considered calling 
their credit card companies business or personal for that matter and 
asking for an increase, especially if they’ve paid their bills on time.

Trent: Depending on the bank, they’ll have a rule as to how often that can be 
done, but every single time that that time comes up, I ask for a line 
increase and a rate decrease.

Michael: About how often do you think would be a reasonable time to go back 
and ask for a line increase and a rate increase?

Trent: Depending on the bank or the lending institution, either three months 
or six months is typical. The bank’s in business to lend and make 
money, and they make money by lending money. So, if you can show 
that you’re responsible, they’ll lend more money to you.

Michael: Consumers have a lot of rights when it comes to their credit and credit 
report. There’s a whole Fair Credit Reporting Act. What rights does a 
business owner have to correct inaccurate information?

Trent: This is the second most important part that we’re even going to talk 
about today, and as I mentioned earlier, I mentioned it was so vital to 
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follow the steps to have everything in place prior to setting up the 
business file. The reason this is so important is everyone has probably 
heard of the Fair Credit Reporting Act. In essence, prove it or remove 
it.

When it comes to personal credit, they have a certain amount of time, 
the personal credit bureaus, where if you dispute information, they 
have to by law respond, verify and inform you of their findings.

Now, why is this important to us as business owners? Business credit 
bureaus are not regulated by the Fair Credit Reporting Act. So, if you 
skip a step in the process, if you take a short cut, if you don’t have 
everything in place prior to set up your business credit file, the 
business bureaus have what they call a high risk or a red flagged 
status.

If your business is put in this high risk or red flagged status, then there 
is literally nothing you can do. There’s no laws on our end protecting us 
to go back and dispute that information. 

So, realistically, it’s easier to shut the doors to that corporation and 
start all over, and earlier, Michael, I had mentioned my father and I had 
learned the hard way. We learned what to do and what not to do 
because we’ve been in that situation, and it’s literally is easier to shut 
the doors to that corporation.

I’ll go back a slide to a number of slides where the credit limit 
recommendation shows the $50,000 aggressive limit. If you notice over 
to the right, where it has the asterisk, it says, “A zero dollar 
recommendation indicates that this company has a high risk 
assessment.”

So, if your business is put in the high risk assessment, that credit limit 
recommendation will show zero, meaning no banking institution will 
ever lend money to someone who’s in the high risk status.

Michael: What slide was that?

Trent: That is slide 31.

Michael: Credit limit recommendation, okay so this is on the slide where Dun & 
Bradstreet gives a recommendation, and there’s an asterisk, a zero 
dollar recommendation indicates that this company is a high risk 
assessment or is in bankruptcy.
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So, if someone pulls your record from Dun & Bradstreet and sees this, 
you may as well start over.

Trent: And, what’s even worse is if you had any lending any funding, and you 
get put in the high risk category down the road, if that lending 
institution finds out, they’ll probably call due immediately the current 
lines of credit you have. So, it’s imperative to make sure to follow the 
process in order of building business credit.

Michael: So, these lines of credit are not really unsecured because they can call 
them.

Trent: Well, no they’re unsecured meaning no collateral.

Michael: No personal collateral.

Trent: Yes, you don’t have to put the equity in your home. You don’t have to 
put the title of your vehicle on the line. It’s just on good personal and 
good business credit.

Michael: Let’s say I had established $100,000 worth of credit lines and then I 
got a bad report or I got sick and something happened and I got one of 
these credit limit recommendations of zero, the banks could 
immediately call all those personal lines.

Trent: Well, paying your bills late will not put you in the high risk category.

Michael: What will put you in that high risk category?

If you live in the US, and you’re interested in any of these services you’re hearing 
about on this recording, you may telephone toll-free by calling 888-446-1139. 

Trent: It’s mainly things that are done prior to setting up your business credit 
file. So, that’s why it’s so important what we do on our end. What we 
do is we walk the client through step by step process of getting 
everything set up properly prior to setting up their Dun & Bradstreet 
file.

Let’s take for example someone who’s been in business. When we go 
to set up their file at Dun & Bradstreet, Dun & Bradstreet checks for a 
number of things, and I know everything they check for so we make 
sure it’s all in place prior to sending that to Dun & Bradstreet, but let 
me give you an example.
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Dun & Bradstreet will check a business’s phone number to make sure 
that it is listed in the 411 directory, and that’s just one of the things Dun 
& Bradstreet looks for.

Many business owners may be operating their business from a cell 
phone or an 800-number. Dun & Bradstreet needs a local landline 
phone number listed in 411 prior to setting up the file.

So, what we want to do as consultants is walk the client through every 
single thing that Dun & Bradstreet is going to verify. We’ll make sure 
that that’s in place prior to sending them over to Dun & Bradstreet.

You don’t really need to be put in high risk unless you’re trying to do 
this on your own.

Michael: Let’s say someone has an established credit lines, what would they 
have to do to revert back to high risk, what kind of mistake or anything 
that you could think of?

Trent: Well, once they have the credit established, they would really have to 
be either doing some illegal activity, or they would have not be keeping 
up with what any business owner should have. If they’re letting their 
corporations lapse, if they’re not renewing business licenses, there’s a 
few other things that we make sure clients don’t have to do.

It’s really not that big of an issue after you have your D&B file set up. A 
number of advantages of business credit is you can stop using your 
personal credit for business expenses. You can have higher personal 
credit scores by keeping the business credit out of your personal 
name.

How you do that is you have a separate legal entity, which is separate 
from you, and remember the business credit it tax deductible. 
Borrowed money is not taxable, and most importantly, you can have 
peace of mind knowing that business creditors can’t cut through 
personal assets.

Some additional advantages of business credit is it does not report to 
the personal credit bureaus. It’s based on tax ID number not your 
social security number, lower interest rates on business loans and 
leasers and eventually you can get commercial and residential 
property without it showing up on your personal credit report.
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The nice thing about it is unlike personal credit where you can only 
have one personal credit file, you can create a new clean business 
credit file for each corporation. 

So, you have virtually limitless credit potential. Each corporation that 
you have can honestly have a tax ID number. Each corporation can 
have its own business credit file, and each corporation can obtain 
business funding.

Michael: Yeah, that is pretty powerful. With your social security, you’re just one 
person.

Trent: So, if you mess up one corporation’s business credit, it’s not the end of 
the world. We can do it again under another credit file, but most 
importantly, if you’re working with us and know what you’re doing when 
it comes to business credit, you don’t have to worry about messing up 
business credit files. You can just simply build credit files as to many 
corporations as your business needs or wants to have.

Now, one thing I get asked all the time is what if I don’t need business 
credit now, and I always like to live by the boy scout motto. Be 
prepared. You don’t know when the business is going to need some 
additional working capital or there’s going to be an opportunity that 
presents itself, and the last thing you want to do is try and run out and 
scramble to get funding at the last minute when you need it.

So, you want to have it available prior to needing it or prior to the 
opportunity arising, and the nice thing about it is you don’t pay interest 
unless you use it. So, for a lot of business owners, we build business 
credit to, they don’t need it for a couple of months, or they don’t even 
know what they need it for. They just have it there for emergencies.

The nice thing is if you want to start a business, it may be six months, 
you’re not quite ready, or your business may have something coming 
up in a couple of months. Build the business credit now, and simply 
don’t use it. It won’t cost you anything.

The nice thing about is it’s unsecured meaning no collateral. It’s stated 
income and typically no financials are required.       

Michael: What does stated income mean?
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Trent: Stated income means they’re not going to ask for the last two months 
worth of paycheck stubs to see exactly the amount of money that 
you’re making. You can use a stated income figure for the business.

Michael: So, what can you do for me as a partner?

Trent: What we will do as your partner is walk you through the step by step 
process. We’ll provide you with a list of companies that grant business 
credit without a personal guarantee. As I mentioned earlier, we will set 
up the trade accounts for you.

We will obtain credit cards that don’t require a personal guarantee. 
We’ll show you how to build up the business credit so you purchase 
vehicles or equipment without a personal guarantee. We’ll keep your 
business out of a flagged or high risk status, and most importantly, 
we’ll introduce you to our banking contacts that you can apply for an 
unsecured business line of credit for your company that will not report 
to your personal credit file.

Michael: Okay, you have different packages for different customers?

Trent: Exactly, there’s the silver credit builder which includes trade credit of 
$50,000, credit cards based on a tax ID only $25,000. So, you’re 
looking at a total of anywhere, and again these are estimated amounts. 
Some people get quite a bit more. Some people get less, different 
areas. You’re looking at a rough total of $50-$100,000 in credit.

Michael: That you’ll help me get.

Trent: That we will help you get.  We will of course help you set the Dun & 
Bradstreet file, the Corporate Experian file, and establish paydex and 
Intelliscores.

Now, notice that this silver credit builder does not include any cash 
credit at the banks. The reason why as I mentioned earlier is we need 
to have the business owner have at least a 680 or higher personal 
credit score to send them to the bank. 

We can get the trade credit and the credit cards based on the business 
credit only, but what we want is for them to also have a 680 or better 
so we can get some cash credit at the bank.

Michael: So, anyone who has a poor credit score or has challenges financially 
on their personal credit, they could still get this funding using the silver 
credit builder.
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Trent: Exactly, and what we have this in place for is so while we are working 
on building this business credit, the client can also work on repairing 
their personal credit.

So, once their business credit is built and their personal credit is in 
place at 680 or higher, they can upgrade for free to no cost at all to the 
gold credit building program.

Michael: How long will the silver credit builder take?

Trent: This will take a little bit longer. I’d plan on a good three to six months, 
and the reason it takes longer is we have to take the time to build up 
the business credit file to obtain funding on its own without the 
business owner’s personal guarantee behind it.

So, this file will take a little bit longer to do, and the only reason 
somebody should be doing the silver credit builder is because they 
have bad personal credit. If somebody has good personal credit 
meaning 680 or higher, there’s no late pays and bankruptcies, there’s 
no negative information, the gold credit builder is what they want to do.

The gold credit builder includes everything that the silver credit builder 
does, the trade accounts, the $50,000, the tax ID, cards with $25,000. 
It also includes an additional $50,000 in business credit cards and $75-
$100,000 in bank lines of credit. So, a rough total of $100-$200,000.

Now, this file will take, as I mentioned earlier, anywhere from about 
sixty to ninety days. So, it’s a lot quicker, and the reason it’s quicker is 
we can feedback the good business history off of the good personal 
credit history and obtain funding a lot quicker.

Michael: How long will this gold credit builder take?

Trent: About sixty to ninety days.

Michael: What are some advanced credit building techniques?

Trent: As I mentioned earlier, anyone who wants the two to three years in 
history overnight, they can purchase a shelf corporation. A shelf 
corporation is a corporation that’s been set up two to three years ago 
that really, just as the name applies, has sat on the shelf. It hasn’t done 
any business.
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A business owner can buy that shelf corporation, and start running 
their business from that corporation and when they go to the bank, and 
the bank asks how long has the business been around, they can 
legitimately say two to three years.  

What the bank will do is they’ll verify that. They’ll pull the Secretary of 
State, and they’ll see that, yes this corporation was set up two or three 
years ago, and that’s a way that someone can get instantly to two to 
three years of history. That doesn’t mean that everyone needs to have 
that. You can get more funding if you have 24 months of history, but it 
doesn’t mean that that’s a necessity.

People can get anywhere from $30-$60,000 cash right now as a newer 
business.

Michael: Then, that’s good for someone maybe who has a business or a 
corporation that their credit is destroyed or they have a zero paydex 
and they can start fresh.

Trent: Exactly.

Michael: Trent, what’s the CD Deposit program?

Trent: Well, the best way to obtain high amounts of credit, and we’re talking 
at this point $500,000 and above, the best way to obtain those types of 
credit lines is to incentivize the bank to lend the money to you. The 
best way to incentivize the bank to lend money to you is to deposit 
money in their bank.

We have a special program for those who are looking for higher 
amounts of lines of credit. Let’s say someone is looking for a million 
dollars. We can arrange for double that in essence, two million dollars 
to be deposited at that particular bank in the form of secured CDs.

Now, the money that we deposit in CDs is not used as collateral, but it 
does incentive the bank to look at giving that business owner lending 
that they wouldn’t have otherwise given to them because two reasons.

One, we’re giving the bank the liquidity to make the loan, and two the 
banks have certain whatever their ratios are they can lend out. If we 
deposit two million, they can lend out quite a bit more than that, and 
make money on that two million.

So, it’s a nice way to get the banks to give you large amounts of lines 
of credit and incentivize them to do that.
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Michael: Do you know what those ratios are on US banks by any chance?

Trent: They can lend out ten times the amount. So, if we deposit up to two 
million, they can lend out ten times that amount, but that’s just rumors. 
I don’t know for sure.

Michael: CD deposit program would qualify for them to lend out the ten times.

Trent: Yes, they can lend out based on the amount of money they hold in 
deposits. That qualifies in CDs are held on the bank’s deposits 
records.

Michael: Loans in the LLC name and non-recourse, what are these?

Trent: Basically, that’s what we had talked about earlier. When my father and 
I learned to get loans in the LLC name, out of our personal name, we 
want the mortgage, we want the note to not show up in our personal 
name, and there’s a number of loans that you can do that does not 
require a personal guarantee. In essence, it’s non-recourse.                                           

Michael: What’s the next one?

Trent: We work with a particular funder that will fund up to a 103% of 
commercial property with not personal guarantee. This really is 
advanced technique once you have new credit built and some lines of 
credit. If you identify commercial property that you want to get into, you 
can finance 103% of it.

So, not only can you do it without any money out of your pocket, but 
you can actually get paid cash back at closing and not have to sign a 
personal guarantee.

Michael: Now, I’m sure did you learn this with your commercial properties?

Trent: Exactly, when it comes to those higher amounts of funding, we do not 
want to personally guarantee those commercial buildings. So, we do it 
through a non-recourse loan.

Michael: So, how can that pay 103%? What’s the catch?

Trent: We can help the client analyze the property. There has to be a little 
equity there to make sure that they’re not legally over-financing the 
property.
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Michael: Do they want to rent it out?

Trent: Well, there’s different programs – some for if you’re building, if you’re 
buying existing, but it is easier if you buy an existing property that’s 
already performing.

Michael: What’s this removing personal inquiries?

Trent: Well, a lot of clients ask, “Can I go and apply for credit at ten different 
banks?” The immediate answer is no. The long term answer is yes.  
The reason the answer is no in the short term is if I send the client, 
let’s say to the fifth, sixth, seventh bank, bank five, six and seven are 
not going to like that they see that four other banks have pulled the 
individual business owner’s personal credit.

So, what we do is we will typically send the client to three to four banks 
to apply for funding. If they need additional funding, we will send them 
to an organization that we work that does credit repair, and the credit 
repair as it shows on the next slide, they can remove those inquiries 
that the bank just placed on their file.

When those inquiries are removed, we can send the client to three or 
four more banks.

Michael: This clean-up company, is it easy to get rid of those inquiries?

Trent: It takes a little bit of time, maybe another thirty to sixty days, but if the 
client needs additional financing, we can remove those inquiries and 
send them to another three or four banks, and we can repeat that cycle 
as many times as needed.

Michael: What’s next?

Trent: So, in conclusion, the last slide, a lot of people think they’re coming to 
us to get $50-$75-$100,000 of credit. That’s true. We will help them get 
back credit, but if they think they’re coming to us just to get them a 
$50,000 or a $75,000 credit line, then they really have missed the 
entire point.

The point is we will help the client get as much funding as we possibly 
can to get their business up and going, or to take their business to the 
next level, but the point is to teach them the process of building 
business credit because that $75,000, that $50,000 that we help them 
get initially, in three months that should be $200,000. In six months, 
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that should be $400-$500,000. By the end of the year, they should be 
getting close to a seven figure credit line.

So, the money that we help the client get is only the beginning.

Michael: Now, you give them the system. Once you do it once, they can start 
any other business and use the same system to do it over and over 
and over again.

Trent: Yes, exactly, not only can they do this on multiple entities, but most 
importantly, they’ll now the process to take what we’ve done just the 
foundation, that’s all we are laying is just the foundation.

They’ll know the process to take that foundation and start building up 
from there, and really turn it into unlimited business financing.

Michael: What is this whole process meant for you and your dad?

Trent: Well, not only has this process allowed us individually to become 
financially free because we’ve learned how to use this to start up 
businesses and to buy investment real estate, we never imagined that 
we would be doing this helping others. We just initially started building 
business credit for our own business purposes. Before we knew it, 
people started asking us a little bit more, and people started asking us 
to speak at different seminars and to teach their organizations what we 
did.

This has really turned out as a surprise, but there’s a huge need for it 
in the marketplace because everywhere we go people that have been 
in business years and years have no idea how to properly build their 
business credit. When they find out how it’s done, it’s just like the IRS 
agent said, every single business owner in America needs to learn how 
to build their business credit, and separate their personal credit from 
their business credit and nobody is teaching them how to do it.

Michael: Can we close out with some more stories of client case studies?

Trent: Absolutely, I have Rob, he was not a business owner when he came to 
us, he wanted to be a business owner. He was tired of years and years 
working fifty, sixty hours a week for someone else. He had a lot of 
experience, and he wanted to start his own company instead of work 
for someone else.
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He was stuck in the rat race, and he didn’t have the initial capital he 
needed to start his company. So, he came to us for $75,000 to get his 
company up and going.

So, now because we built his business credit and got him that initial 
funding, he now works for himself and has others that work for him 
instead of working for someone else.

Michael: How about another one?

Trent: Richard was another business owner that had been in business for a 
couple of years, and he was doing well. He gets certain discounts 
based on the amount of products that he orders. He had the demand 
for additional products, but he didn’t have the money he needed to buy 
more products than he currently was.

If he’d get over that little hump and take his product purchasing to the 
next level, he would get a bigger discount, which would mean more 
profit on each product that he sold.

So, we helped him get $100,000 so he could use that plus the money 
he was using already to buy the products that he needed each month. 
He was able to buy a lot more and get a bigger discount on each 
product and has made his business more profitable because of it.

Michael: Can we do another case study?

Trent: Jamal who lives in Arkansas, and he was like us, a real estate investor, 
actually very similar situation. He did a lot of residential and knew he 
wanted to eventually get to commercial, but he needed some money 
for a down payment on a commercial building. We helped him get 
$200,000 so he could use for the closing costs and part of the down 
payment he needed on the commercial building. That was his first 
commercial building.

From there, he’s been able to move on to additional properties 
because as you know once you get on your first one, it’s a lot easier to 
move on to the next. He needed a little bit of help just getting into his 
first commercial building.

Michael: What would you say to all the real estate investors out there? You’ve 
found out about all this through your real estate investing. Are there
still investors out there in the real estate investing market who could 
benefit from this, and do you speak to a lot of real estate investors?

http://www.hardtofindseminars.com
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Trent: Absolutely, I would say realistically half of our clients are real estate 
investors, and in my opinion, in the right market, in the right area, 
there’s no better time than right now to buy real estate because you 
can get it at such a deep discount if you’re planning on keeping them 
for the long term.

So, it’s a perfect time and a perfect place for real estate investors to 
use this money for closing costs, down payment, whatever they need, 
fix-up costs, but it doesn’t necessarily have to be used for real estate.

Take for example Stephanie, another business owner, she simply 
needed $45,000 just for marketing. She had a current marketing 
program that she had already tried and tested and she knew some 
rough numbers. If she spent X amount, she’d get Y amount in return. 
So, she was just looking for another $45,000 to use for marketing.

So, we helped build her credit to get that money to use for marketing, 
which took her business to the next level. I’m going to conclude with 
this last story.

A past client, and actually he still comes back to us quite a bit is Dr. 
Curtis, and he had purchased a small apartment complex in his self 
directed IRA, and he simply needed some working capital because he 
was turning those apartments into condos. He was doing a condo 
conversion, and he simply just needed some working capital to convert 
the apartments in the condos and then have his self-directed IRA 
manage those for him and sell them off.

That’s the end of our presentation. If you’d like more information on how to get 
business financing you may call toll-free 888-446-1139. This call is good from 
anywhere in the US.

For more interviews like this, go to HardToFindSeminars.com

http://www.hardtofindseminars.com
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How to use Richard's simple, risk-free, home-study system to... 
 

Become A High-Paid Marketing 
Consultant In 45 Days Or Less...Without 

Any Prior Marketing, Business Or 
Consulting Experience 

 
 In this letter you will learn a simple, painless and inexpensive way to become a high-paid 
marketing consultant in the next 45 days -- complete with paying clients and a steady flow of 
income that comes in year after year.  
 
 It doesn't matter what your current skills are now.  And it doesn't matter if you have any 
"connections" or business experience. 
 
 In fact, all you really need are a few, simple (and 100% proven) secrets my friend Richard 
has developed over the years to become a high-paid, in-demand marketing consultant.   
 
 And the best part is, you do NOT have to shell out tens of thousands of dollars for these 
secrets...and you can even use them yourself... 
 

Almost Free, If You Choose. 
 
 I’ll explain the details of this incredible offer in a second. 
 
 But first, let me tell you what's in Richard's HMA system, why it really is an absolute "no 
brainer" for almost anyone (regardless of your experience) to use, and why you can realistically 
be up and running and making money in just a few days after getting it. 
 
 To begin with: 
 
 If you do your homework, you'll find that there are several competing marketing consulting 
opportunities in the marketplace. And I'll be the first to advise you to look into all of them before 
you invest into any of them, including Richard's HMA system. 
 
 I've interviewed countless people who have paid enormous fees to attend these trainings.  
I have received firsthand feedback on Y2 Marketing, Action International, Quantum, Topline, 
Peter Sun Consulting, and other opportunities and many of them are actually pretty good.   
 
 But what separates Richard's system from the other ones I've seen is that, with Richard's 
system, you don't need any previous marketing experience, any business connections or even a 
lot of money.   
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 In fact, Richard will be the first person to tell you if he can do it...you can do it. 
 
 How can he be so sure? 
 
 Because when Richard started he was broke himself, and had very poor selling, speaking, 
marketing and presentation skills.  And even today... 
 

He's Just As Shy And "Introverted"  
As The Next Guy. 

 
 In fact, the only difference between you and Richard -- the only reason he is making a fast 
and easy fortune as a marketing consultant and you aren't -- is because of a simple (very simple) 
system he invented after attending a Jay Abraham marketing consulting seminar over 15 years 
ago. 
 
 You see, Richard discovered that while Jay Abraham really is a marketing genius, his 
system (like most other marketing consultant programs today) was not geared toward "ordinary" 
people who don't have a lot of money or natural marketing talents.  
 
          Jay Abraham, in the early 1990s had credibility, contacts and millions of dollars.  The 
training Jay taught consultants was taught from his own millionaire perspective. 
 
  But Richard was near broke. So broke he had to borrow money from his dad to attend 
Jay's training. Richard had no credibility and few contacts. 
 
         And when Richard went out in the field to test Jay's teachings, he failed. 
 
 Richard did not quit. After years of experimenting and organizing the marketing concepts 
into a workable system, Richard began to experience an almost instant success.  
 
 Richard had unlocked the code and discovered his own unique "system" to make money as 
a marketing consultant that is so easy to follow and simple to learn...almost anyone can use it to 
make money quickly, cheaply and even... 
 

While Sleeping Like a Baby 
 
 Richard had created a system that will work whether you are a millionaire like Jay 
Abraham or broke like Richard, struggling to make the rent. 
 
 It's taken Richard 15 years to perfect and tens of thousands of dollars working out the 
"bugs", and getting his system so you can approach virtually any kind of business to offer your 
consulting services. 
 
 And since sharing his system to the public, Richard has created successful, highly paid 
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marketing consultants in the US, the UK, Australia, Greece and even Holland  (some who were 
totally new to marketing when they started) who are now making it big doing consulting. 
 
 
 Here's why... 
 
 With Richard's system all you do is use the tools he's created for you the exact way he says 
to use them...and within just a few weeks (maybe even a few days)...you can have a strong, 
secure and stable marketing consultant business with paying customers and large fees dwarfing 
anything you could make at your regular job.  
 
 And best of all:   
 
 You can do it all without pressure...without strain...and without the unbearable personal 
rejection most marketing consultants endure when getting started. 
 
 For example, most people getting into the consulting business believe making cold calls to 
get clients is the worst and most difficult way to get clients.  
 
 This method is usually reserved for the consultant who has no contacts whatsoever. 
 
 While other consulting trainings tell you to make prospecting calls yourself, Richard's 
system trains you to pay others to do your prospecting for you.  
 
 Take for instance, the telephone prospecting scripts in the system.   
 
 All you do is take these proven phone scripts, hand them to a part-time telemarketer with a 
copy of the Yellow Pages, and tell him or her to call businesses and read the scripts word for 
word. 
 
 This simple method for getting new clients works time and time again. You do none of the 
calling and you still generate clients.  
 
 This way you can be sleeping in, playing golf, or even taking a vacation...and have an 
endless stream of fresh, quality appointments coming in each and every day... 
 

Without You Lifting  
A Finger. 

 
 Plus... 
 
 In addition to these proven phone scripts, you'll get an audio training called “How To Get 
Appointments” which takes your people step-by-step through the whole process on how to use 
the scripts.  
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 That means, if you don't want to pay a lot of money for a professional telemarketer, just 
hire a student or a stay-at-home mom and give her the “How To Get Appointments” training and 
she'll be just as good (if not better) than anyone else at getting you appointments. 
 
 Of course, the phone is only one way to get clients. 
 

 Your HMA system also has already-tested direct mail letters for selling your consulting 
services such as:  

 
 An approach letter and a follow-up letter. 

 
 A proven collection of postcards designed to generate leads. 

 
 And even a sample brochure and professional audio presentation  

 
 All you do is fill them out, drop them in the mail and you'll have as many appointments as 
you can handle -- without rejection, stress or having to deal with any "gatekeepers." 
 
 Is it really that easy?   
 
         With Richard's system it is.   
 
          And with the simple tools he's created you'll be hitting your prospects from every 
conceivable angle, giving yourself the maximum chance of capturing those high-quality paying 
clients within days of starting your consulting business. 
 
 And if you're really ambitious, and want to make a LOT of money quickly, then you can 
also use Richard's system to create what's called "the podium effect." 
 
 What's the podium effect? 
 
 The podium effect is this phenomenon where people automatically respect, trust and 
believe people who talk at seminars or small workshops.  
 
 And since Richard also includes prewritten seminar and workshop flyers, you can fill a 
room, give your presentation, and watch as dozens of people scramble to hire you the second you 
step out from behind the podium. 
 
 Not sure how good you'll be at putting on a presentation? 
 
 No problem. 
 
 Because Richard has already created a powerful, professional seminar outline for you -- 
complete with a PowerPoint presentation and all the training you need to be up and running fast.   
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 This is the same presentation Richard currently uses to capture clients today.  
 
 More on this later.  
 
You won't have to try to figure anything out or structure your presentation.  Just plug in 
Richard's "pre-made" seminar presentation, follow the word-for-word transcripts and you'll be 
delivering a powerful, proven presentation that gets clients fast. 
 

Easy As 1-2-3. 
 

 And here's something else to think about: 
 
 With Richard's system you won't have to worry about not having a reputation or a "track 
record" of helping business owners with their marketing.   
 
 If you've never done consulting before, I know what you may be thinking now. You're 
asking yourself -- why should these business owners believe anything I say?  
 
 You're afraid that they will ask you for proof that you can get results. You think they'll 
want referrals before they work with you.  
 
 You're thinking that you have no credibility. This is only an illusion in your imagination.  
 
 It's a FEAR not based on reality.  
 
 I am here to tell you this will not happen to you and here's why. 
 
 You must understand that your clients are not interested in you. They are only interested in 
the results you can bring to them.  
 
 Being a fully certified HMA marketing consultant means you'll be able to draw on the 
successful track record of the HMA system. 
 
 
 It's actually pretty simple: 
 
 Richard has discovered a proven way for you to use his testimonials, his stories, and his 
successes for your business.  And by following Richard's simple instructions, you'll be able to 
"borrow" Richard's credibility for yourself. 
 
 Plus, you will also learn a secret way Richard has invented to "create" your own credibility 
within the first thirty seconds of meeting a potential client… 
 

Without Needing ANY Testimonials,  
Success Stories Or Past Success.   
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 This is one of Richard's "trade secrets."  
 
 And it works like gangbusters for everyone who uses it.   

 
 But here's the thing... 
 
 Getting the appointment or filling a room with prospects is only step one.   
 
 You can get all the appointments in the world...but if you can't close the sale, then it's all 
for nothing. 
 
 Richard knows this more than anyone.   
 
 And after spending hundreds of hours and tens of thousands of dollars on "trial and error" -
- he has created a truly foolproof system that lets almost anyone turn at least 25% (usually even 
more) of their appointments into cash sales. 
 
 And what makes this possible is Richard's proprietary "opportunity analysis worksheet".   
 
 With this simple piece of paper Richard has created, you can walk into any business, 
command immediate respect and attention, and literally become a marketing "miracle man."  
 
 Reason why is because this opportunity analysis worksheet lets you literally "make over" a 
business owner's marketing and show them exactly how you will create real cash profits right 
before their eyes.   
 
 And if the business owner you are talking with has any desire to grow his business at 
all...then he will have no choice but to be impressed by you and want to work with you.   
 
 In fact, the opportunity analysis worksheet makes converting appointments into paying 
clients so simple, easy and painless... 
 

You'll Almost Think  
You're Stealing Candy From A Baby 

 
 But you're not.  
 
 And when you see how it works for yourself, you'll be shocked at how easy making money 
and getting clients can be.   
 
   Richard also shows you how to command large fees and even get paid on a portion of the 
sales you make for your clients for years into the future. 
 
 This is called a "contingency" fee agreement. 
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 This should only be used with a client after they have hired you and paid you to do 
project work.  
 
 Other expensive consulting opportunities teach you that contingency is the only and best 
way to sell consulting services.  
 
 And it works like this:   
 
 If you help your client make an extra $100,000 a year (not uncommon for Richard's 
students), and you make a 15% "contingency" agreement with that client, you will pocket an 
extra $15,000 on top of your regular fees per year. 
 
 If you do this for just five of your clients, you will make an extra $75,000 a year.  If you 
do this for just ten of your clients you will make an extra $150,000 year.   
 
 And so on. 
 
 Again, this is in addition to your regular fees.  You can typically charge a client anywhere 
from $500 to $5000 per project. And most clients will need at least four projects.  
 
 
 Quite frankly... 
 

You Could Literally Get Rich  
Off Just a Handful of Deals like This. 

 
 And it's so easy once you understand Richard's system. 
 
 Because Richard really has done 90% of the "work" for you already. 
 
 For example, his system includes... 
 
 
Endorsed letter samples. 
 
 All you do is find businesses that sell similar (but not competing) products and services as 
the business you are helping, and strike a simple deal with them where they send your offer to 
their customer list for a portion of the profits.   
 
 This way, you and your client make a bundle off the initial sales, and an even bigger 
windfall from additional sales later.   
 
 All from leads that didn't cost your client a penny to generate. 
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Client reactivating letter samples. 
 
 This is your easiest way to make fast cash for you and your client because almost 
NOBODY goes after his or her inactive clients and customers.   
 
 And all you do is take one of your prewritten letters and mail it to your client's inactive 
customers.   
 
 Watch your clients shake their heads in disbelief as inactive customers (they thought would 
never buy again) come back to life -- spending their money with your clients again and again and 
again.   
 
 And remember, if you set up simple contingency deals with these clients (as Richard 
explains in his system)... 
 

You Will Get Paid On All  
This Action, Too. 

 
Letter templates.  
 
 For things like special promotions, unique sales and other events.  Each letter is proven to 
work and it's almost guaranteed money in your bank account every time you use them. 
 
 Anyway, these are just a few of the reasons why Richard's students report such fast and 
easy profits.  To hear real stories from six existing HMA marketing consultants in their own 
words go to the link below. 
 
http://www.hardtofindseminars.com/AudioclipsH.htm        
 
 Learn how they are able to get clients that pay cash so quickly.   
 
 This is why I have no problem saying nothing could be simpler than using Richard's 
system to make money quickly and easily as a marketing consultant. 
 
 And realize this: 
 
 Every time you make one of your client's money using Richard's "paint by numbers" pre-
created tools... 
 

You'll Become Your City's Marketing  
And Business Guru.   

 
 And you'll have the instant reputation as the guy who turns straw into gold.   
 
 You'll be the person your clients won't be able to help but rave about to their business 

http://www.hardtofindseminars.com/AudioclipsH.htm
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friends who will also want to hire you. 
 
 And your whole consulting practice "snowballs" from there until you have an endless 
stream of clients and profits coming in so steadily you couldn't stop your money from coming in 
even if you wanted to. 
 
 As I said before, I have seen all the other marketing consultant programs out there.  And I 
have not yet seen anything that even comes close to Richard's system. 
 
 But you certainly don't have to take my word for it.  Because as you will see, you can try 
everything almost for free if you want to see for yourself. 
 
 But first, here is a quick breakdown of all your exclusive marketing training you will be 
getting in your HMA system: 
 
HMA Resource # 1: 
 
 This is the HMA "System". 
 
 You get all 10 HMA operation manuals showing you each step of the way how to capture 
clients and make them real profits. This collection represents the system. Each binder walks you 
through all steps of the system. You'll reference these materials as you take your client through 
the steps of the HMA system. Richard spent years creating and refining these modules. Each 
comes in their own three-ring binder. You'll use these manuals as you follow along in Resource 
#2 & #3. 
 
HMA Resource # 2: 
 
 1995 HMA Live Seminar Training 
 
 You'll own 25 hours of cutting edge HMA marketing training in downloadable audio.  
 
 Richard's first live marketing consulting seminar was conducted in early 1995. 
  
 Your 1995 training features Richard at the top of his game teaching a room packed with 
students his system for becoming a successful marketing consultant. Each student paid $5000 to 
attend.  
 
 You'll be able to download, hear and learn everything you need about capturing clients and 
creating marketing systems for them.  It's like having Richard right there with you showing you 
exactly what to do each step of the way.  
 
HMA Resource # 3: 
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 2005 HMA Live Seminar Training. 
 
 You'll get Richard's most recent live training on DVD. This is the same training Richard 
did from 1995 but updated ten years later.  
 
 You'll see Richard in action in full color and live in front of a room full of students eager to 
learn Richard's secrets of his HMA consulting system.  
 
 Each DVD is professionally produced. The picture quality and sound is perfect. You can 
play your DVDs in your home, computer or portable DVD player. 
 
 I've also arranged to have your audio from each of your DVDs converted to downloadable 
mp3 audio files.  
 
 You'll not only be able to watch this newest training in video, but you'll have full access to 
download each audio as mp3 files. You can also burn CDs to play in your home or car CD 
player.   
 
 Anyway you choose, you’ll sit from the comfort of your home, car or office and have 
Richard transform your mind into a human "Hidden Marketing Asset" detector."   
 
 After learning Richard's system, you'll be trained to sniff out and find money in virtually 
any business lucky enough to retain your services.  
 
 Richard's students paid thousands of dollars to learn what you will get in these DVD 
training videos alone. 
 
 HMA Resource # 4: 
 
 HMA GROUP Training Video DVDs. 
 
 
 This is Richard's most recent training, conducting live group training for 15 business 
owners wanting to learn how to grow their businesses. The Group-training concept is another 
way for you to make money.  
 
 Richard discovered that many of the businesses he talked to wanted his consulting services 
but could not afford his one-on-one fees.  
 
 As a result, Richard started working with manufacturing associations and started doing 
group trainings with 10 to 20 business owners at a time.  
 
 Each group training would last for two hours twice a month for three months. You can 
charge anywhere from $500 to $3000 per business. 
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 If you were to do group training for 10 businesses -- and let’s say you charge only $1000 
each -- you've just made $10,000 for only 12 hour of work. That’s $830 per hour.   
 
 I have never seen an easier way to make money than this.  
 
 Imagine using one of your prewritten letters from your HMA system and sending it out as 
an e-mail to a list of your local Chamber members at no cost to you. 
 
 Then, imagine prospects attending your free seminar on how to grow a business without 
advertising. 
 
 Then imagine taking your guests through your pre-designed HMA PowerPoint presentation 
crafted to sell group trainings and one-on-one consulting services.  
 
 Remember the podium effect? 
 
 Then imagine having 10 people fighting their way to you with checkbooks in hand ready to 
pay you anywhere from $500 to $3000 each! 
 
 If you're the consultant who likes action in an exciting group atmosphere and who likes to 
make a lot of money fast, this presentation is for you. 
 
 Your set of Group training DVDs will show you exactly how to execute this training. 
You'll have access to pre-designed workbooks to provide each one of your paying clients.  
 
HMA Resource # 5: 
 
 You get lifetime access to exclusive online training and support in your HMA University --
including online audio, email, telephone backup and more.     
 
 You’ll hear intensive interviews with marketing consultants making anywhere from 
$500,000 to $2,000,000 (two million dollars) a year doing marketing consulting. You'll learn 
their secret ways of making money and how they run their consulting businesses for maximum 
profits and minimum work. 
 
 These interviews and trainings are updated regularly and published in your HMA 
University.  Which means you'll have all the support and feedback you need to make your 
consulting business fly right from the start. 
 
HMA Resource # 6: 
 
 You get my famous "Joint Venture Magic" course -- including audio training, joint venture 
sales letters and sample contracts and agreements.  This course sells for $597, but you get it as 
part of your system for free. 
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 And trust me, if you do nothing else but harness the enormous power of joint ventures -- as 
explained in this course -- you'll never worry about money again.   
 
 Plus, this joint venture course also includes a collection of contracts and letter of 
agreements for use in your consulting business.  
 
 You’ll have agreements for Contingency Marketing, Copywriting, Intellectual Property 
Rights, Marketing Consultant Retainer Fees, Non-Disclosure Forms, Creating New Profit 
Centers, Referral Fees, and many more.  
 
 Without a doubt, you would have to pay tens of thousands of dollars in legal fees for a 
collection of agreements like these. But this entire collection is yours when you become an HMA 
consultant. 
 
HMA Resource # 7: 
 
 You get a gift certificate for $1000 off my audio creation service.  
 
 This will pay for itself a hundred times over in your first year alone. 
 
 Here's why: 
 
 If your client can talk into a phone, I can create him an information product that can sell for 
anywhere between $497-$3900. I’ve done it myself. I’ve sold hundreds of thousands of dollars 
worth of information products using this very system.   
 
 And with your help, he can then sell that product, or use it to generate leads for his 
business.  And, of course, if you set up a contingency agreement... 
 

You Will Get Paid On  
These Sales Too. 

 
 You'll also get a certificate worth $500 off my audio infomercial service.  
 
 There’s nothing better than a hard-hitting audio recording that features the benefits of your 
product or service, and there’s no better deliveryman than the Internet.  
 
          Plus, you can also use these services for your own business.  
 
          When you have your own, unique audio infomercial, you'll literally ooze with the kind of 
ironclad credibility money can't buy.  And even the most skeptical clients and customers will 
many times want to hire you right on the spot. 
 
 And perhaps the best part about your certificate is that it can be sold or transferred to your 
clients. There is no expiration date as long as you remain an active HMA consultant. 



 13

 
HMA Resource # 8: 
 
 Free publicity and press training from the "Publicity Doctor". 
 
 This is HUGE. 
 
 Especially when you set up contingency and commission deals.  Because every time you 
use free publicity, money will come back to you in buckets, without your client having to do 
anything but answer the phone and answer a few questions. 
 
 You’ll learn the secret of getting millions of dollars in free publicity for your business and 
your clients' businesses in newspapers and magazines and on television and radio.  
 
HMA Resource # 9: 
 
 You also get the reprints and resale rights to 23 professionally written business reports 
including: 
 

 Insider Business Strategies:  Five Ways to Increase Your Bottom Line Profits Without 
Spending an Extra Dime on Advertising 

 
 Quick-Fix Marketing:  One-shot turnaround strategies for 50 different companies. (This gives 

you 50 marketing plans for 50 different businesses.  Chances are, your clients will fall under 
one of these categories, and you can use these reports to make your job ten times easier.)  

 
 The Headline Bank: 100 top moneymaking headlines. 

 
 How to Up Your Profit in a Down Economy: 114 Tips and Techniques and Tactics to Kick-

Start Your Cash Flow.  
 

 Yellow Page Success Secrets. 
 

 How to Attract More New Businesses with a Riveting Ad that Captures Immediate Attention. 
 

 How to Use Brochures to Grow Your Business. 
 
  And more. (23 in all) 
 
 The great thing about having all these reports is not only the business changing 
information...but that you can also resell them.  
 
 You’re going to have all the rights you need to put your own company name on them, and 
resell them to your clients and make revenue.  
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 This is a residual income opportunity built in to the HMA Marketing Consulting Training.  
 
 You’ll own these reports in Microsoft Word and PDF files so that you can reproduce these 
for your clients and sell it to them directly.  
 
HMA Resource # 10: 
 
 The use rights (not resale rights)  to my collection of 117 hours of audio content and 
written transcripts from http://www.hardtofindseminars.com   
 
 You'll own the use rights to over 117 hours of downloadable audio interviews, marketing 
lessons and transcripts by Bob Bly, Mark Joyner, Gary Halbert, Jay Conrad Levinson, Brian 
Keith Voiles,  Carl Galletti, Ted Nicholas, Joe Vitale, The PR Doctor, Millionaire Mr. X, Taylor 
Trump, Herschell Gordon Lewis, Mr. Arthur Hamel, and many other marketing experts. 
 
 You'll instantly have a mountain of new products you can: 
 

 Use to get more customers, clients, subscribers and strategic business contacts. 
 

 Use as free bonuses to sell consulting projects and services.  
 

 Offer as special incentives to help your clients sell more of their existing products.   
 

 Package and bundle together to make one-of-a-kind products to give away free to build 
good will.   

 
 Educate and excite your clients.   

 
 Your options of what you can do with this content is endless. 
 
 This content has been a labor of love that has taken me years to build. I've invested tens of 
thousands of dollars and hundreds of hours to put this material together.  And yet, I'm making 
this available to you as an HMA consultant at no cost whatsoever.  
 
HMA Resource # 11: 
 
 Lifetime membership to www.hardtofindads.com.  
 
 You’ll get over 700 typed word-for-word transcripts from the world’s largest digital swipe 
file of editorial style ads by the highest paid and most successful copywriters in the world like:  
Eugene Schwartz, Claude Hopkins, Gary Halbert, Brian Keith Voiles and John Carlton.   
 
 This is like having a team of the world’s top copywriters on your desk telling you exactly 
what to write to make a winning promotion.  These ads have pulled in hundreds of millions of 
dollars in sales and are proven "templates" that will work for you and your clients. 

http://www.hardtofindseminars.com
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 In many cases, you can take what's already been done and "adapt" it to what you're selling. 
 
 Products with just half these profit-producing ads sell for over $5,000.  But they're all 
yours free as part of this super HMA consulting package. 
 
HMA Resource # 12: 
 
 24-7 "Remote Control Consulting Services" selling tool.   
 
 Selling consulting to people who don’t want consulting can zap your motivation stone dead 
and eat hours of valuable time.   
 
 You should only be selling your services to QUALIFIED prospects. 
 
 And so you get a valuable time saving tool to "pre-sell" the HMA System for you. It’s a 
PowerPoint Presentation outlining all the steps in the HMA system.  
 
 This presentation will let you send a link to any prospect in the world that has Internet 
access and have them learn about what you can do for their business as an HMA consultant.  
 
 In other words...it takes you out of the selling position UNTIL they have gone through the 
presentation. 
 
 If your prospect does this, they are uniquely qualified as a legitimate prospect and are 
worthy of your valuable time and expertise.  
 
 You’ll get this presentation customized with your photo, your company logo, your website 
and your e-mail address branded throughout.  
 
 This one tool has saved me hundreds of hours by letting me pre-sell and educate prospects 
about the HMA system without my direct involvement. 
  
 You’d pay thousands to produce a selling tool on your own like this. But it’s yours to use 
and brand the second you become an HMA Consultant.  
 
HMA Resource # 13: 
 
 You'll own 100% usage rights to all your marketing tools, sales letters, postcards, 
presentations, ads, press releases, client generation reports, client testimonials, manuals, my 
million dollar consultants list of service providers and more – everything you need.   
 

What About Support? 
 
 As an HMA marketing consultant, you will be in business for yourself, but not by yourself. 
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 By that I mean, when you have a question you get Michael Senoff. Not some "customer 
service" rep that doesn't speak English.   
 
 You get me working directly with you. You get me returning your calls minutes after you 
leave a message. You get me returning your e-mail in hours not days. You even get marketing 
assets I’ve accumulated over the years -- like my knowledge on direct mail marketing, 
advertising and copywriting.  
 
 In other words... 
 

I’m Always Here  
For You.  

 
 And I’m personally going to whatever I can to help you succeed.  
 
 If you need something, just ask and I will do whatever I have to do to get any answer 
you're looking for.  Whether it's asking Richard or going to my network of millionaire marketing 
and business experts.   
 
 And if I don't have the answer...I will find someone who does. 
 
 
 And finally, as I said at the beginning of this letter, you get to try everything out -- use all 
the tools and learn all the secrets -- without having to risk a single penny of your own money. 
 
 Here's why: 
 
 If you follow this system step-by-step exactly the way Richard teaches, and you don't 
capture your first client in 45 days or less...I'll refund 100% of your purchase price.   
 
 With no questions asked, no hard feelings, and no trying to "talk you out of it." 
 
 All of which means you can...  
 

"Test Drive" This System Without 
Risking A Penny. 

 
 And I mean that. 
 
 I want you to hold my feet to the fire for 45 days.  Use the system.  Play with it.  Compare 
it with other systems. And see for yourself exactly what you have in your hands. 
 
 And if you aren't making money with this system in your first 45 days, then return it. 
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 How much does it cost? 
 
 Well, I've done the math, and the tools, resources and personal help is easily $22,000 worth 
of material.   
 
 Probably even a lot more. 
 
 And other popular marketing systems I've seen, with only a tiny fraction of the features in 
the HMA system, cost $30,000 plus ongoing fees and even royalties on the money you make.  In 
fact, that is standard practice -- to take a cut of the money you make with their systems. 
 
 But with Richard's HMA system you won't be paying any royalties or fees.  
 
 Nor will you be paying $30,000, $20,000 or even $10,000. 
 
 No, you can claim your complete HMA marketing system with the tools, manuals, videos, 
audio, lifetime access to ongoing HMA university training and all the high powered marketing 
resources I've listed and more for just six payments of $995 plus shipping and handling or one 
payment of $5970, plus shipping and handling.   
 
 Note: The six pay payment plan is NOT a layaway plan where you don't get the product 
until all payments are made. You get everything starting with your first payment of $995 plus 
shipping. Nothing described in this letter is held back. 
 
 Shipping if you live in the USA is $43. If you live outside of the USA, your shipping will 
be anywhere between $97 and $250 depending on location. Your Investment for your HMA 
system is small compared to what you're getting.   
 
 Especially when compared to other marketing consulting courses -- with a lot less value 
and with all their fees and royalties. 
 

However, There Are Two Small  
"Catches" To This... 

 
 First of all... 
 
 Do you remember earlier in this letter when I said I was giving you my audio creation and 
infomercial at a huge discount? 
 
 Well, if you become an HMA consultant you are going to be dealing with a LOT of people 
who will want and need that service.  And I am hoping you will send some of those people my 
way to get these audio services done when the time is right.   
 
 If you become an HMA consultant in the next thirty days from the date of this letter, I'll 
happily pay you a fat 20% "finder's fee" for any audio work you refer to me. (Yet another way 



you can make money with this system without so much as lifting a finger.) 
 
 But this is another of the main reasons why I'm giving you all this value away at this 
ridiculously low price.  And I'd be lying if I said I wasn't offering this deal as much for me as I 
am for you. 
 
 And secondly... 
 
 Even though you're free to use your HMA system anywhere without restriction, I will limit 
the number of systems I sell within each geographical area. 
 
 Richard and I wants to make sure as an HMA consultant you have the maximum 
opportunity to profit without competition. 
 
 So being accepted as an HMA consultant is not guaranteed and I have the right to say no to 
you if I choose. The only way to be sure of claiming your system is to act now to see if you 
qualify. 
 
 All you have to do is call me personally at 858-274-7851 and together we’ll determine if 
becoming an HMA consultant is right for you.  
 
 If we’re both in agreement, I’ll send you a payment agreement by e-mail in the form of a 
PDF document. You’ll complete it and fax it back to me at 858-274-2579. 
 
 I'll then process your payment and send you the membership details for the HMA online 
university and I'll rush your HMA system to you by courier. 
 
 You can start listening to your online audio immediately while you wait for the rest of your 
HMA system to arrive. 
 
 And that's it.   
 
 If you have any questions at all, call me at 858-274-7851. 
 
 

Yours sincerely, 
 

 
 
Michael Senoff  

 
 
P.S.  Please keep in mind that while it really is easy and simple to make a lot of money with 
Richard's system, it is NOT for everyone.   
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I say this because if you and I talk, and it looks like you are not a fit for this and I decide not to 
let you be a member, please do not take it personally.   
 
Trust me, there are some people who just shouldn't be marketing consultants, especially with 
Richard's system. 
 
It's like me and playing golf.  I love playing golf, but I know I'll never be good at it.   
 
And if someone was selling a product on how to improve my golf game, and they were 
qualifying people just as I have to qualify people for Richard's system -- I would most definitely 
not be a good fit.  Because I just will never be good at it and it would be a waste of my money to 
buy the product. 
 
And the same goes for the HMA marketing consulting system. 
 
There are some people who just shouldn't do it.  And if it's not right for you, then it's nothing 
personal.  And if you want, I can even help you find another opportunity that will be better for 
your situation. 
 
But the only way to find out is to give me a call at 858-274-7851.  
 
 If you get my voice mail, please leave your name, area code and phone number. Say that 
you are calling about the HMA system and I'll call you back at once. Please do not e-mail. I get 
so much SPAM that your e-mail may never make it to me. 
 
PSS. Are you still not sure? Do you need to hear more information? You can hear hours of audio 
interviews with other HMA consultants at the link below. You may also download and read the 
printed transcripts. All you have to do it go to  
 
http://www.hardtofindseminars.com/HowToConsulting.htm     
 

http://www.hardtofindseminars.com/HowToConsulting.htm

