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- John, 20 years old, looking to start and grow his own profitable
lawn care side business to hustle early.

- What are they afraid of?

Having to work in the heat, worried about the body effects of the
labor,
- What are they angry about? Who are they angry at?
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- What are their top daily frustrations?

- What are they embarrassed about?

Continuing to rely on parents for things constantly,
- How does dealing with their problems make them feel about
themselves?

- What do other people in their world think about them as a result of
these problems?

- If they were to describe their problems and frustrations to a friend
over dinner, what would they say?

- If they could wave a magic wand at their life and change it
immediately into whatever they want, what would it look like and feel
like?



- Who do they want to impress?
- How would they feel about themselves if they were living in their

dream state?
- What do they secretly desire most?

Making short-term profits on the side, being their own boss and
pursuing entrepreneurship,

- If they were to describe their dreams and desires to a friend over
dinner, what would they say?

- What do they currently believe is true about themselves and the
problems they face?

They aren’t charging enough for their services,
- Who do they blame for their current problems and frustrations?

- Have they tried to solve the problem before and failed? Why do they
think they failed in the past?

- How do they evaluate and decide if a solution is going to work or
not?

- What figures or brands in the space do they respect and why?

- What character traits do they value in themselves and others?



- What character traits do they despise in themselves and others?

- What trends in the market are they aware of? What do they think
about these trends?

> Who am | talking to?

> Where is the avatar now?

> What is the objective this copy is aiming to achieve?

> What steps do they need to take in order to get there?

> What do they need to think, imagine, feel, smell, see, taste, hear,
and experience to take action?

> What level of awareness do they have?

> Are they problem aware?

> Are they solution aware?

> Are they aware of their roadblocks?

> Where are they in the funnel?



> Why did their attempts in the past fail?

> Are they sophisticated? Do they know how it works?

> How could | interact with the conversation in their head on a deep
level?

Hey <insert name>

When | first began my lawn care business (Currently on my third),

| made a mistake that could easily make or break multiple of my sales while leaving

priceless testimonials on the table...

And using this mistake, | aim to get you from raking leaves,

To maintain 5+ clients/week all with this email list.

Starting with this mistake that | REFUSE to watch you fumble your business on.

Hint: I's Commonly overlooked by beginner lawn care businesses regularly.

Not because they’ve bought the wrong lawn mower, or because they fail to mow a certain

way.

I's because they Compete on price...

DO NOT compete on price,



Do you think the best lawn-mowing companies are arguing with clients about a discount?

No.

And learning this now will get you your first client and testimonial in half the time.

Now sure, charging less for your first few gigs is necessary, BUT learning this now will fuel the

#1 piece of your entire lawn mowing career.

Your foundation.

The part that requires the most of your time,

and in the next email (within 24hrs) I'll be revealing the difference between a profitable lawn

mowing business,

And one that can barely keep equipment intact. (Hint: Involves Foundations)

So make sure to check your inbox tomorrow, unless you’d like to watch your business

crumble all because you missed an email...

Helping you find lawn care success,

Jason Creel



Hi Tone,

| am currently running my third lawn care business and | can honestly say that lawn care is a good business
that brings success to many people.

BUT...so many people struggle in the business as well. | personally don't help many people go from a $5
million dollar per year business to a $10 million dollar per year business. | am trying to help people get through
the first few years....and then they may go on to achieve bigger and better things than | ever have.

You see, there is no way to have a thriving business in 10 years if you do not set a good foundation the
first few years.

So here's a quick tip and a mistake to avoid. Don't compete on price. | repeat. DON'T COMPETE ON PRICE.

Maybe early on, you can charge a little less just to get your feet wet, but very quickly you should try to establish
your business as an excellent lawn care provider who is not available for a discount. People should choose you
because you provide great service at a fair price.

That sounds simple but it can be easy to forget, and devastating to your success.
| plan to be back in a few days with another mistake that can cost you BIG!

Also, | have a lot products online from $39 to $497. These include documents for immediate download that you
can customize for your business. | have weed control documents that can help you put together a program and
start you toward building a weed control and fertilization business. | sell logos. | sell full video training courses
teaching how to start a mowing business and also a weed control and fertilization business. If you want hours
and hours of training, then you can check out all of the options at www.lawncarelife.com
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Helping you in find lawn care success,

Jason Creel
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