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Hey there!  
 
Tony here. 
 
As I promised in my third post on "networking upwards"...  
I've compiled a bunch of virtual introductions I've made over the years.  
There's a wide spectrum of referrals, JV attempts and favors here. 
 
What I'll do is paste a screenshot of the intro email at the top of a page...  
And then add helpful (and/or snarky) comments underneath them. 
 
Here's how you should use this document: 
 
As you review each email...  
 
BEFORE you read my comments... Jot down your insights on how damn clever I am...  
THEN read my self-aggrandizing comments to see if you missed any of it. 
 
Once you're done, as always, your feedback would be lovely. 
Please write us at hello@caveofmonsters.com 
 
Sincerely, 
Tony 
 
P.S.  
You should probably know now (early in our relationship), I swear. A lot.  
Sometimes unnecessarily for attempted humorous effect. (They often fail.) 
Seriously though. If you can't handle f-bombs, you should unsubscribe. Alternately... 
Skip all my blog posts and only read Joshua's stuff. He's the saintly one. 
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The One Where I Double Dip 
 

 
 
So this one is fairly straightforward on the surface.  
 
I wrote a sales letter for a client... and now I'm connecting said client to potential JV partners 
that can drive traffic to it. 
 
The genius here is that I've arranged a JV agreement with my client where I get 10% of all sales 
that this joint-venture partnership will create. (That's on top of my 3% royalty for this product.) 
 
I wanted to start this report off on this one... to remind you of the lesson I gave you in week two 
of the PWA blogs... Stop Thinking Of Yourself As Just a Copywriter. 
 
In this instance, I wrote the copy and I'm helping with driving traffic to it... because I've 
developed a network of email list owners. 
 
In fact, this ends up being a selling point for me when I get on that initial call with potential 
copywriting clients. I tell them my milkshake copy includes bringing all the boys to the yard. 
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The One Where I Refer A Copywriter 
 

 
 
Nothing special here except for the fact I took the time to promote the heck out of this 
copywriter. 
 
Seriously, this doesn't take a lot of effort. Just ask them. They'll tell you. Most copywriters have 
an inferiority complex and don't know how to brag about their own damn results. It's absurd. 
 
Oh and yes, 10% referral fee made here from said copywriter. 
 
10% is pretty standard in our world. Referral fees. JV broker fees. It's almost like an unspoken 
thing. You should make it a point to budget that as a copywriter if you're starting out... and be 
happy to pay it out. 
 
Remember what I said about internal changes like gratitude? Yeah. 
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The One Where They're In The Same City. So Why Not. 
 

 
 
In the early parts of my career, I travelled a lot to seed my network. I met a lot of fascinating 
people. This second guy in this email was the right-hand man of one of the biggest name 
marketing consultant you've probably heard of... and you'd be hard-pressed to find this "hidden 
influencer's" name online. 
 
At the end of our day, our industry is weird. I've worked with hundreds of clients I've never met 
in real life. 
 
So when I found out these two people lived in the same city... I introduced them to each other. 
Just because. 
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The One Where I Brought Two Giants Together, But... 
 

 
 
This one's funny, because as you're about to find out... 
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They Already Knew Each Other! 
 

 
 
Yep. They already knew each other. But it was still worth reconnecting them. They ended up 
doing business and I got a 10% referral fee from the traffic guy. 
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The One Where I Help Out A NYT Bestselling Author 
 

 
 
Authors (like copywriters) are some of the worst marketers in the world. It's like all they care 
about is putting words together or something... sheesh. 
 
So even though this guy has raised almost half-a-fucking-billion-dollars in VC money and 
obviously knows how to sell himself and his client's half-baked startup ideas... 
 
He still needed help with pushing his book and the courses he wanted to build around it. 
 
I was glad to help and introduce him to one of my favorite connections... and a few others to 
boot. 
 
Of course... this author, being in the kind of biz he's in... figured out Internet Marketer fairly 
quickly, and he's doing quite well for himself in that regard now. 
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The One Where I Refer A Job 
 

 
 
Nothing special here. Met someone at an event. She needed a bigger package than I offered. I 
passed her on. 
 
But do take note on how I position the person I referred her to... 
 

- 10 minutes of his time is invaluable 
- He's one of my closest friends and colleagues 
- He's the "all-in-one" package 
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