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2010 “Better Your Best”  
Contest Essay 

 
 

 
 
 

Victoria Myers 
 Myers Network Solutions  

 
Revenues Up 10% 

Monthly MRR Up To $31,698 
 

"We  not  only  survived  2009,  but  we  grew  an  
additional  10%,  added  to  our  total  number  of  clients  
(54)  and  increased  monthly  MRR  to  $31,698." 

 
 
 
 
 

 

 



Myers Network Solutions 
Better our Best Contest Essay 

 
 
2009 will be a year to remember . . .  
 
We had ended 2008 with a bang . . . our total sales way up ($442,555.), 
increased number of clients (41), greater monthly managed services income 
($24,074) for the 2008 year was all up, up, up and then year 2009 arrived. 
 
Let us first start out by staying, that without the marketing engine created 
using Robin’s materials, I don’t know if we’d be in business today.   
 
In 2009, we lost 7 managed service clients - closed their doors or moved out 
of the area.  The Bay Area, along with the country, suffered through a very 
challenging 2009 economic year.  Officially the unemployment rate is 
12.5%, but unofficially (full-time employees working part-time, others taking 
early Social Security retirement or some who just fell off the unemployment 
rolls after 73 weeks) the local unemployment rate was probably closer to 
19%, even today. 
 
But with Robin’s TMT materials, in 2009 we not only survived but grew an 
additional 10% in Gross Sales ($495,524), added to our total number of 
clients (54) and increased our monthly managed services income to 
$31,698. 
 
We accomplished this in 2009, by re-doubling our marketing efforts in the 
following ways and see binders: 

•   Monthly print campaigns to open/qualified leads.   
•   Quarterly print campaigns to current clients. 
•   Canvassing by an intern to local business parks using print campaign 

materials.  This allowed us to identify businesses still open and obtain 
the name of the IT decision maker.  We picked up additional clients 
who had IT issues or who had recently lost their IT support company.   

•   Quarterly Lunch & Learns - presentations often created by GL 
members. 

•   Monthly mailing of Bits & Bytes print newsletters to clients/prospects 
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•   Monthly mailing of Bits & Bytes email newsletters to all open/qualified 
leads 

•   Monthly mailing of email Tech Tip postcards to all open/qualified leads. 
•   Participated in business expos, trade shows and community 

outreaches. 
•   Wrote monthly IT articles for a local Chamber newsletter. 
•   Improved our Google ranking and SEO optimization – through Robin’s 

TMT dashboard project. 
•   In December committed to developing our social media sites – offered 

by a GL member. 
•   Nailed down a commitment with a large non-profit association (over 

400 members) for a every other month series of Brown Bag Lunch IT 
Technology seminars. 

•   Began our first joint venture with a software company. 
•   Other one-time marketing projects as seen in the binders. 
•   Hired New Customers Now, recommended by GL member, an 

outsourced appointment setter - to provide 3 qualified leads per week. 
•   Joined Gary Pica’s TruMethods (through attending Boot Camp) to 

tighten our offering, understand industry-wide sales metrics and began 
to track sales results. 

 
Attendance at the quarterly GL meetings was invaluable. . Fantastic 
speakers, very relevant Hot Seat topics, help to focus us on our business 
plans and created additional marketing campaigns.   
 
Considering the 2009 year economy, we’re pleased with our 2009 results.   
 
We learned from our mistakes – $6,000 for a booth at a large manufacturing 
trade show was probably not worth it.  The jury is out because we did create 
relationships with 3 possible JV partners and one partner has already 
recommended us to a prospect that we will close in the next week or so.  
We’ll see  . .  
 
We’ve realized after not closing one of 15 sales appointments that we need 
to improve our sales closing process.  We put together our “shock & awe” 
package – thanks Robin, listened to a number of Robin’s teleseminars on 
sales process, attended Randy Hall’s workshop on his fantastic Total-Care 
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managed services binder, signed up for Martin Howie’s seminar and we’re 
reading a number of books on sales presentations, The Wedge, etc.    
 
We’ve realized this year that building a company is a process . . . you build 
the service process and then realize you need a marketing engine.  Just then 
you realize your sales process is lacking.  And you know from listening to the 
GL group that shortly we need to improve our employee compensation plan.   
 
Just as we’re building our business by process, we’ve use those new process 
skills to build in time for a personal life - time with family/friends – time 
spent on meaningful projects – in our case – charitable groups – time to 
grow personally. 
 
We expect to continue to build and improve the business processes of MNS 
and to grow 20-30% every year for the next several years.  THANKS ROBIN! 
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2012 ''Better Your Best'' 

Contest Essay 

John Motazedi 
SNC Squared 

Gross Sales Up $824,047 
Net Profit Up 1,444% 

Monthly Recurring Revenue Up $19,418 per month 

"We lost our entire building, over 50% of our clients' 
buildings were completely destroyed and overnight 
we lost $13,000 in recurring monthly revenue as a 

result of the Joplin Tornado. And yet we never 
stopped marketing." 
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2013 “Better Your Best”  
Contest Essay 

 
 
 
 
 
 
 

 
Jennifer Holmes 
MIS Solutions, Inc. 

 
Net Profit Up 2,968% 

MRR Up 134% 
Gross Sales Up 143% 

 
"Investing  in  the  Producers  Club  Coaching  Program  
has  clearly  been  the  best  business  and  personal  

investment  we  have  ever  made.”
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2014 “Better Your Best”  
Contest Essay 

 
 
 
 
 
 
 

 
Tom Andrulis 

Intelligent Technical Solutions 
 

Gross Sales Up $2.1 Million 
Net Profit Up 231% 
MRR Up $82,915 

 
“We Grew Organically From $1.7 Million to $3.9 Million 
In 12 Months. More importantly, net profits went up by 

231% during this same time. Having an effective 
marketing plan not only allowed me to get more clients, 

but also more PROFITABLE ones; further, it allowed 
my sales team to be far more effective at closing new 

managed recurring revenue contracts.” 
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Tom Andrulis 
Intelligent Technical Solutions 
 
In April 2003, I opened Intelligent Technical Solutions after a lot of cold drinks, video games, and loud music.  
In the first few years, I spent a lot of time scraping the bottom of the barrel for leads; attending early morning 
lead group meetings (barely awake) and waiting for referrals to fall out of the sky. Finding Robin Robins was 
one of my first steps towards running a real company. Listening to her monthly interview series enlightened me 
on various parts of my business and running her direct mail campaigns literally saved my ass when the going 
got tough. I was always looking for the “super, secret” campaign that made money rain from the sky.  While I 
did eventually find some amazing campaigns, I spent the first few years of my membership mentally denying 
the fact that I needed to get a list of leads, clean them up, and send things to them on a regular basis.  (It’s 
amazing how stupid I can be...) Once I accepted that fact, we got to work on cleaning our list, sending out 
campaigns, hiring sales people, and before I knew it, our company grew from $1.7 million to $3.9 million in 12 
months! 
 
Did I mention I dragged my feet?   I’m sure you all can think of a few marketing campaigns you’ve stored on 
your computer, just waiting until you have time to work on it. Here is a great lesson I learned, there is never 
enough TIME! 
 
Make marketing happen no matter what!!!  Robin made me realize that there were a few things like 
newsletters, sales letters and calls that I needed to just MAKE IT HAPPEN. So, I made a commitment to mail a 
company newsletter to a list of 300 contacts for a full year (my mistake). It was some hard work and I didn’t get 
the ROI I expected. I thought, I’ve FAILED. Does this really work? Then a call came in from a prospect I didn’t 
even know was on my newsletter mailing list. He said he wanted a face-to-face meeting to see how I could help 
him resolve his technical issues. He told me, if I could send out a company newsletter like that for 6 months, he 
figured I was still in business. I gained over $10,000 annual revenue from an ice cold contact I didn’t even 
know existed!  
 
Send your marketing to a good list.  This success motivated me to push my marketing efforts even further. I 
was curious what I could get out of a good list with thousands of prospects. So, I spent roughly three years 
building my list through campaigns, newsletters, and telemarketing. It was quite a trial, but now we mail our 
newsletter to about 4,000 local business each month. The return on investment we received from just this one 
simple campaign has been ridiculous.  Looking for that one campaign that keeps on giving?  This is it!  Don’t 
underestimate the power of a consistent monthly newsletter.  
 
Consistently get things out the door.  Year after year, I would send more campaigns including letter series, 
lumpy mail campaigns, and newsletters increasing the number of touches to my contacts annually. Robin 
always says it takes something like 11 touches to rope in a cold prospect. That’s why all my new lists 
automatically go on the newsletter list, in the campaign mailers and on our telemarking roster. I am continually 
amazed by the increased response and ROI from the campaigns. 
 
Keep them spinning!  For some reason, I’ve always compared marketing campaigns to spinning plates.  The 
first one is rough while you figure out how to get it going.  Paying attention and consistently maintaining it is 
critical!  The last thing you want to do is spend a bunch of money on broken dishes while having to start over, 
again and again.  Although once it’s in motion, spinning a second and third campaign takes a little less effort 
than the first one.  As you get more proficient, maintaining the previous campaigns will take less energy and 
you will soon have multiple campaigns in motion, leads coming in, and happy sales people around you.  All of 
the campaigns in our attached Marketing Matrix were built over time and evaluated on a regular basis for 
improvements. 
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People just hand over their money when I show up! Well… Not really, I had to get out of my comfort zone 
once again and learn what a sales process was all about.  Throughout the years, Robin provided numerous sales 
techniques, but one of my all-time favorites is the Shock n’ Awe box.  Sending it out before meeting a prospect 
for the first time has dramatically improved my results.  I can definitely see a difference in the way new people 
treat me on the first meeting after receiving it.  They are much more relaxed and ready to talk about the issues 
that are going on in their business. 
 
 
Client appreciation, keep in touch.  One of the biggest lessons we’ve 
learned is how to stay in touch with our current clients while we’re building 
our MRR empire.  It seems like I hear about Quarterly Business Reviews at 
every conference I go to but what didn’t make sense was the idea of seeing a 
client that pays us $23,000/mo and a client that pays us $500/mo once every 3 
months.  In our experience, bigger the client, the more attention they require.  
And because of this, we created a Client Contact Matrix (See attached) that 
breaks down the types of contact into Face to Face Meetings, Phone Calls, and 
Thank You Cards.  The more the client pays per month, the more often we do 
Face to Face Meetings (and lunches!). This has helped keep our sales people 
on track and no client feeling lonely.  
 
For Christmas, we wanted to impress our clients. My marketing manager found a great local bakery that has a 
multitude of flavored cupcakes so we ordered a dozen and had an executive tasting meeting at the office. We 
couldn’t very well send out horrible deserts, right?  Well, not only were they delicious but the cupcake company 
said they could even print our logo on them.  We thought, “Our logo would be cool, but what about our faces??”  
We ended up sending out 852 cupcakes in December with a picture of our company logo and a different 
headshot from our staff on each cupcake. It was a raging success! We received a dozen or more thank you 
emails with great testimonials too. One of our best clients even sent in a great pic of him biting my head off!  
 
In the end, sending anything works. Keep in touch with your current clients to let them know you are there 
for them. Set up a referral system and stick with it. One of our best referral campaigns was giving away Kindle 
Fires to referring clients who sent us a new client.  
 
Lessons I’ve learned for marketing success… 
 

1. Make a goal, then crush it! Improving just 2% per month doubles your company in 36 months!  Imagine 
what a 5% increase can do… 

2. Keep up the momentum! Don’t get bogged down thinking you have to do everything. Start one 
campaign, make it “good enough”, and then move on to something else.  Perfect is the enemy of “good 
enough”.  

3. Surround yourself with great people. Building an amazing company may start with you, but it ends with 
a team.  Find the best people you can, train them well, and motivate them to do their best work.   

4. Keep learning, keep pushing ahead, and never give up! Success is not magic, the recipe is out there. All 
you have to do is put in the time and effort to find it. 

5. You’re not alone!  Find people that are on the same path and enjoy the journey with them.  
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2015 “Better Your Best”  
Contest Essay 

 
 

 
 
 

Jay Ryerse 
 Digitel  

 
Revenues Up $1.3 Million 

Monthly Recurring Revenue Up 94% 
Net Profits Up 185% 

 
"In Just 5 Years Since We Purchased The Toolkit,  

Our Revenue Has Gone From $175,000 To  
Over $2.6 Million In 2014" 
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A Success Story 

 

As the runner-up in Robin’s 2013 Better Your Best contest, many have asked why I’m submitting again. 
The Rolex Robin gave me is a daily reminder of how important it is to never stop marketing. And while 
the car would be nice, it’s more valuable to me to associate with the best minds in our industry. I want 
to hear their stories and implement that success into our business. That’s truly the biggest reward I 
received from competing in 2013 and why I am entering today. 

The fact of the matter is that we’ve never stopped putting Robin’s tools to good use. I’ve seen 
competitors kill themselves for a year to compete for the car. We do it to continually improve 
ourselves and our business. And because of that effort from our team, our numbers show that like 
investing for retirement, investing every month in our marketing has consistently helped us grow our 
business.   

It’s been five years since we first purchased the Technology Marketing Toolkit. The year before that 
business purchase, we did about $175,000 in annual revenue and we had no idea what recurring 
revenue would do for our business. I say we, but I was a one-man band in 2009. In 2014 WE did fifteen 
times our 2009 revenue :-) 

This packet is a testimony to all the non-believers and critics that say, “Robin’s material is ugly and 
doesn’t work because it isn’t professional enough. And even if it worked for you one time, you 
probably got lucky.” Five years later, our business is living proof that consistent marketing and hard 
work is more valuable than some get rich quick scheme. 

Here are the important numbers: 

 

   2013   2014   2013 – 2014 Increase 

Revenue:  $1,268,000  $2,600,821  105% 

MRR:   $81,920  $158,794  94.6% 

Total Clients:  180   201   12% 

MRR Clients:  151   149   -1% 

Net Profit:  $105,305  $300,300  185% 
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2014 was truly a remarkable year!  

We hit those growth numbers and did so with fewer monthly recurring revenue (MRR) clients.  

We “Pumpkin Planned” the noisiest, least profitable customers and replaced them with high margin, 

high value clients.  

We sold new products into our existing MRR client base – each with their own sticky, recurring 
revenue. When Robin advises us to add two new products to our arsenal every quarter, just do it. It’s 
the easiest new MRR you’ll ever get! 

If you need ideas for products to roll out, just walk outside at Boot Camp or a Producer’s Club meeting. 
You’ll find several great vendors that Robin and her team have already vetted. 

After we upgraded our client base and picked new products, we mapped out the entire year’s 

marketing plan. It was a summary overview of the clients and markets we wanted to hit, the tactics we 
were going to take to reach them, and a timeline for those campaigns. To be fair, it changed a bit 
throughout the year. We had to be nimble enough to capitalize on what was working and adjust plans 
to meet the needs of what wasn’t. Before each quarter, our Marketing Manager Betsy would review 

the results of campaigns, the return on investment on the campaigns we sent, and suggest 
improvements to the next quarter’s initiatives.  

Through the quarterly review process, and after hearing stories from last year’s Better Your Best 
winner and runner-up, we decided to increase the number of newsletters we were sending. We 
started the year with a list of about 600 contacts and finished the year with over 1,600. That increase 
paid off for us with five large signed deals that came directly from our newsletter. We can directly 

attribute $204,658 of revenue in 2014 to the mailed newsletter.  

Thank you Robin Robins, Tom Andrulis and Mike Clemmons! 

The next big 2014 Marketing Success Story came from a combination of Robin’s LinkedIn training and 
an often over-looked set of instructions from Robin’s Dashboard on “Selling to Larger Clients.”  I 
shared this story at the January 2015 Producer’s Club meeting. That presentation was the third time 
I’ve presented winning ideas on how to use Robin’s strategies to tackle big goals. 

The best result of using LinkedIn and the “Selling to Larger Client’s” campaign came toward the end of 
the year. I had received a LinkedIn request to connect with the office manager of a local competitor, 
who should become a client of Robin’s. I waited a few days and then connected. I took a look at her 
connections (they were all public) and noticed that the CIO of a VERY large organization was connected 
with her. I reached out to him on LinkedIn and scanned for friends of mine that knew him to help me 
connect. While searching, I learned that the spouse of one of our employees is a VP at this company. I 
immediately called to get more details.  
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It turns out that this company has over 4,000 employees and their IT staff was larger than ours. While 
I may have known that, I wouldn’t have considered reaching out to him because they were “too big” 
for us. Long story short, our first project for them is a roll-out of a 500 seat virtual desktop 
implementation of VMware. We are working on several other projects for them for 2015. 

Learning about and using some of the techniques that Robin shared with us about LinkedIn and selling 
to larger clients worked for us on several other deals too. In fact, we celebrated 5 new recurring deals 

worth $23,700 per month and $853,200 worth of contract value! 

The last big thing that we did in 2014 to have our best year ever was to consistently market to our 
lists. In the end, we sent over 26,000 pieces of direct mail, tens of thousands of targeted emails to our 
subscriber list, and networked every chance we had. We printed, folded, stuffed and stamped every 

one of those campaigns. 

Excluding the newsletter and LinkedIn marketing, we sent out 39 other campaigns. Those campaigns 
included Tech Tip postcards, Dream 100 campaigns, Wedge letters, VoIP & BDR emails to existing 
clients, campaigns for every holiday, and wrapped up the year with Section 179.  

We earned $317,385 from those mailings with a cost of just $19,012. That’s a whopping 15X return on 
our investment in one year using direct mail. Hopefully you are starting to see why I consider 
marketing an investment in our business. 

In addition to direct mail campaigns, we also benefitted from: 

Google AdWords  Trade Shows (4) 
Robinized Website  Marketing Automation  
Pronto Holiday Emails  Genius League  
Technology Book 
 
Shock & Awe (online and mailed) including targeted  
online S&A campaigns for BDR, HIPAA, etc.     

 

While investing in our team and business is an integral part of our culture, the part I appreciate the 
most is our willingness to give back. Our entire team is dedicated to giving back to our community and 
those we are blessed to serve. As a team in 2014: 

1) We helped raise over $50,000 to provide wireless hot spots for our local schools for families 
that can’t afford internet access. We also collected, repaired, and delivered laptops and tablets 
to those families in need. 
 

www.RobinsBigSeminar.com 



2) We continued to work with our friends at Stick it 2 Cancer to raise money for the Leukemia & 
Lymphoma Society. In the last three years, our team has helped  
raise more than $300,000 for blood cancer research and LLS. 

Other highlights for the year included:  

1) Chosen as Continuum’s 2014 Rookie of the Year 
2) Named as one of MSPmentor’s 2014 Top MSP Executives, Entrepreneurs & 

Experts 
3) Named as Best of Forsyth by local voters in our market 
4) Sold JTECH Networks to Digitel Corporation and chose to stay on to run the 

MSP division of Digitel 
5) Improved our margins by improving our processes so that we could finish the year with the 

same number of employees we started with ;-) 

I mentioned early on in this essay that my goal is to learn from the best. The biggest benefit that I get 
from my Producer Club membership is something that is often overlooked. That’s my Accountability 

Groups. There’s no way we would have had the year we had without them. They pushed me, held me 
accountable, and encouraged me when things didn’t go as planned.   

The biggest advice I can share is something that Robin speaks about every time I hear her. “There is no 

magic campaign that will make you rich. It’s consistently investing in your business with marketing, 

testing, measuring your numbers, and adjusting from what you’ve learned. “ 

I want to thank Robin, Jeff and the entire Technology Marketing Toolkit team for all they do for us. 
They made this year possible! With Robin’s help, you can grow your business 15X in 5 years too! 

Looking forward to our Best Year Ever in 2015 ;-) 

Sincerely,  

 

 
Jay Ryerse 
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