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(No need to wade through this if you're 

doing just fine). 

 
You don't become a howling success 

just because you know more - 

though that helps.  
 

Nor because you work harder - 

though that helps too. 

 

You don't even need a better 

idea.  

 

You can thank Nikola Tesla for 

radio, wireless technology, neon 

lamps, and X-rays - but he died 

penniless. Marconi and Edison 

took his ideas and cleaned up. 

 

The big difference is simple. 

 

While the dreamers dream, the 

winners get on with it.  

 

Pretty much every day we hear 

from people who are "thinking" 

about marketing. 

 

Not all their ideas have genuine 

potential. But quite a few do. 

 

They just don't follow through. 

So, they don't get anywhere. And 

we think it's a waste and a shame. 

 

Who knows? Maybe you have 

something with real potential. 

 

It doesn't have to be entirely new.  

 

It could just be a new way of 

selling something old (books were 

around for quite a few centuries 

before Amazon set up shop). 

 

Whatever it is, don't just sit there. 

 

 

 

Contact Gerald. He's a very down 

to earth guy so he won't waste 

your time, or ours making fancy 

promises. 

 

But whatever you do, don't just 

think about it. 

 

Please.  

 

Drayton  
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