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Unlimited Customer Framework

The Unlimited Customer Framework, developed by Vince Tan, is provided for educational
and informational purposes only. This document is exclusively intended for the education
and benefit of members of the Titanium Mastermind.
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Al meeting summary:

e The meeting Vince conducted emphasized the SLO strategy for business growth and
networking benefits with industry experts. It also covered structuring engaging quizzes to
gather insights strategically and delivering digital upsells as part of sales strategies. Vince
advised on considering pre-order models and summarizing events/workshops into sellable
content for specific target audiences within different industries. The session discussed
maximizing profits through digital products and upsells, emphasizing the need to charge for
added value services.

e Furthermore, the meeting explored creating low-cost high-value digital products from various
sources, with a focus on empowering customers through "Pay What You Want" and
enhancing initial products with subsequent offers. The discussion expanded to research on
platforms like Amazon and using VSL for effective communication in upsell frameworks.
Testing different price points and optimizing customer lifetime value by introducing multiple
products over time were highlighted. The focus centered on building an empire framework to
scale profits continuously.

e In conclusion, the meeting urged creative thinking on product offerings and utilizing market
insights effectively for strategic upselling techniques. It encouraged adaptability and
innovation while providing unique solutions tailored to specific target audiences. The strategy
involved acquiring unlimited customers and scaling profit through maximizing lifetime value,
integrating new products and referral opportunities for sustained profitability over extended
periods. The emphasis was on building a robust business framework that ensures revenue
surpasses marketing costs, driving long-term success in business endeavors.

Outline:

Chapter 1: Strategy Development and Reflection (25:02 - 55:59)

25:19: Focus on strategizing and reflecting during available time.

30:47: Utilizing time for reflection, strategizing, and planning.

42:19: Importance of engaging customers before introducing products through webinars or
questionnaires.

45:20: Utilizing quizzes for lead generation and validation.

55:56: Different outcomes of quizzes and the process of scoring.

Chapter 2: Quiz Funnel and Engagement (48:39 - 1:04:55)

48:41: Implementing quiz funnels for engagement and lead generation.
53:26: Structuring quiz questions to engage and create micro-commitments.
54:42: Using quizzes for validation and gaining insights.

1:04:30: Segmenting users based on quiz responses for targeted solutions.

Chapter 3: Upselling Strategies and Content Creation (1:07:06 - 1:25:06)
1:07:17: Importance of delivering knowledge and awareness beyond pure strategy.
1:10:36: Exploring opportunities for interviews with experts and content creation.
1:12:57: Summarizing information for products and services.

1:23:23: Creating summaries of best-selling books for niche markets.

Chapter 4: Upsell Implementation and Enhancements (1:31:31 - 1:51:22)
1:42:14: Enhancing the customer experience by providing actionable points.
1:46:13: Customizing upsells based on customer responses to quizzes.

1:50:27: Future pacing and setting expectations for learning outcomes.

1:51:22: Modifying frameworks to target diverse audiences for market expansion.
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Action items:

Develop and emphasize the importance of the growth engine concept (31:19)

Further strengthen beliefs in a specific business building strategy (32:25)

Consider implementing a validation or questionnaire process in funnel design for immediate
sales generation (43:44)

e Utilize quiz-based segmentation to offer customized solutions based on customer responses
(53:03)

e Interview industry experts, summarize their insights, and sell as digital upsells or low-cost
products (1:13:52)

e Offer curated CEO interviews with summary reports as an innovative product offering for
customers in the same industry segment (1:14:21)

e Implement the unlimited customers framework to cover marketing costs and acquire as many
customers as possible (1:58:54)
Ensure transparency by showing prices upfront for upsells (2:00:37)
Understand the Empire framework, focusing on maximizing customer lifetime value through
subsequent product offerings (2:02:33)

e Continuously introduce new products to existing customers over time to increase profits
(2:04:38)

Notes:

2> Key Meeting Points

e Sales Strategies: Discussing methods such as webinar registration, lead generation quizzes,
and questionnaires.

e Quiz Lead Generation: Explained the process of using quizzes to generate leads and engage
customers.

e Segmentation: Emphasized the importance of segmenting customers based on quiz
responses for targeted solutions.

e Upselling Tactics: Highlighted the effectiveness of upselling after quizzes by offering tailored
solutions.

e Content Summarization: Suggested creating summaries of expert interviews, events,
workshops, and webinars for digital upsells.

e Personal Touch: Stressed the importance of showcasing human elements in sales pages for
authenticity.

e Customization: Advised customizing offers based on quiz responses to enhance customer
experience.

e (Call to Action: Provided guidance on structuring sales pitches with clear promises, proof of
success, and urgency.

e Market Expansion: Discussed modifying sales approaches to reach diverse audiences while
maintaining a consistent sales funnel.

e Reflection and Sharing: Encouraged participants to reflect on key learnings and share their

top three takeaways in the strategy chat room.
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