
   

Consultants: Are They Really Worth Your Time and 
Money?

By Ernest O'Dell

Tuesday, April 6, 2010

A  sure-fire  way  to  multiply  your  income  is  by  having  
people working for you who are competent, who know  
what they're doing.  If you hired the wrong person for the  
job, they can cost you and your company a lot of money.

You better be real careful reading this article... because I'm 
going to lay out a case for hiring a competent consultant.

Am I going to try and sell you something you need?  You 
betcha!  You   need   a reality check  .

Perhaps  you're  under  the  impression  that  consultants 
“aren't worth their salt.”  Perhaps you're in that crowd who 
thinks  that  the  word  “consultant”  is  a  synonym  for 
deadbeat,  loser,  or  someone who couldn't  hold  down a 
job.

I’m even going to make a bet with you that you need a 
consultant more than you think you do.  I’m going to make 
it absolutely ridiculous for you to not reach in your pocket 
and  pull  out  your  hard  earned  cash  right  now, 
metaphorically speaking, of course, and PAY someone to 
come in and bail you out of a big jam.

Why?  Because you don't know how... and your consultant 
does!

Are you still with me?
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Pay attention now, because I have a list of “cares” for you:

● I don’t care what business you’re in,
● I don’t care how long you've been in business,
● I  don't  care  how  much  you  know  about  your 

industry,
● I don't care how many “dirty little tricks” you have 

up your sleeve,
● I don’t care how big your client list is,
● I don’t care how cheap you can buy your media,
● I don’t even care if all your marketing is free!

Because, even if it doesn't cost you anything, if you can’t 
write  a  KILLER  sales  message,  and  if  your  sales  copy 
“blows” —it all  adds up to NO SALES at the end of the 
month.

There's  more  than  writing  sales  copy  with  a  “call  to 
action.”  You MUST HAVE hypnotic copy, and you MUST 
get inside your prospect's head and have a conversation 
with them.  If you don't capture their attention and hold 
them,  and  practically  hypnotize  them  like  a  bunch  of 
zombies, then your marketing campaigns aren't worth the 
“virtual” paper they're written on!

You try it!  Go to your office and write your own sales 
copy.  Then, after you spend a couple hours looking at it, 
ask yourself this question: would YOU buy it?

Personally, I think the most valuable business skill you can 
acquire is the art of writing KILLER copy.  But, if you can't, 
then  you need to hire  someone to  do  it  for  you.   And 
DON'T  EVEN  think  about  giving  it  to  your  receptionist! 
She's not trained to do it.  That's like asking your brother-
in-law, the plumber, to perform a coronary bypass on you.
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Yeah, right!  I thought you might see my point!

Not only will  a good copy writer make you a fortune—a 
great copy writer will do even better.

Let me ask you a question: do you have the years and 
money  to  educate  yourself  to  become  a  Master  Copy 
Writer?

I didn't think so.

It's an expensive education.  Trust me.  I have walls full of 
books to prove it.  Those books didn't come free.  And I'm 
not talking about all those cheesy “free reports” and crap 
you pay for on the Internet.

I'm  talking  about  REAL  BOOKS  that  you  buy  at  the 
bookstore,  at  Amazon.com,  Barnes  &  Noble,  and  the 
college bookstores.  Even at discount prices, I have over a 
half  million  dollars  tied  up  in  books...  not  counting  the 
rehashed crap I've bought from every wannabe “guru.”

I'm talking about autographed editions from authors that I 
personally know in this business.

Speaking of gurus, the word “guru” means teacher.  And 
while I try to educate my prospects about the true nature 
of  the  beast  (ie.  Internet  Marketing)  I  don't  consider 
myself a teacher.  I  do consider myself an educator, and 
some people would even call me a consultant.

(Ooh!  There's that nasty word again!)

There's a difference between a teacher and an educator. 
A  teacher  can  spout  off  a  lot  of  information  to  their 
students, but an educator knows when the student “gets 
it.”  A teacher (guru) doesn't care if you “get it” or not.  All 
they  care  about  is  that  they  have  YOUR  hard  earned 
money, and they're laughing all the way to the bank!
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So, if  you don't have the time and money to spend the 
next 10 or 15 years “educating” yourself in the fine art and 
science of copy writing, marketing and advertising—hire a 
“Top Gun” to do it for you.

Contracting, or hiring, a “pure” copywriter, a “hired gun,” 
can save you weeks  and months of  headaches  and lost 
revenue.  Getting a good copy writer to do the job for you 
will  help  you  make  more  money  in   the  next  6  to  12 
months than most people make all their lives.

Think  about  this  for  a  minute: if  you  had copy  writing 
skills, you could choose to live wherever you like.  You can 
carry your work on a laptop, “hook up” to a wireless signal 
in a coffee shop, sip on your espresso and do your work. 
Or,  you could just  shuffle down the hallway with sleep-
crud in your eyes, from your bedroom to your home office.

I don't care...

“IF” is a mighty big word.  There's a lot of space between 
the  “i”  and  the  “f”  in  IF.   “I”  equals  “infinite”  and  “f” 
failure.  But it doesn't have to be that way.

But, let's get back to “if...”

If you knew how to write good sales copy, you can answer 
to virtually no one, make as much money as your ambition 
allows, choose to work as much or as little as you damn 
well please... naked, if you choose.

You could “pick and choose” between your customers and 
prospects like picking the low hanging fruit from an apple 
tree.  If you don't want to work for someone, just say so.  If 
you do, then you can quote their project.  If they “blink” 
because they think  the price  tag  is  too  high,  then they 
have a case of sticker shock and probably couldn't afford 
an amateur—much less, you.
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IF you could write killer sales copy, you would never have 
to worry about traffic jams again.  You could work out by 
the pool or on the beach in Rio. Your neighbors, friends 
and  family  would  envy  you  and think  you  were  a  drug 
dealer.

All this and more is possible because...

Good copywriters are almost impossible to find!

Good copy writers are like good Petroleum Engineers.  A 
good  petroleum  engineer  can  earn  upwards  of  a  half 
million dollars a year—depending on their credentials.  A 
great PE can make millions if they're consulting.

Why would they choose to consult?  Because the industry 
will  only  pay  “so  much”  and  “Corporate  America”  is 
limiting their potential and holding them back.

What about a bad Petroleum Engineer?

Well, those guys can kill you.

If you're out on an oil rig with one who doesn't know what 
he's doing, he can blow up the rig and cause the death of 
dozens of people, and potential destruction of millions of 
dollars worth of property and environmental damage.

Guess what?

A  bad  copy  writer  can  do  the  same  thing  to  YOUR 
business.  If a lousy copy writer doesn't know what they're 
doing, and you let them write your sales copy for you, they 
can literally “blow up” your business and put you OUT OF 
BUSINESS, and all your employees OUT OF A JOB!

They can also leave you with a bad reputation with your 
clients and marketshare, and leave you the laughing stock 
of the industry.
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Get my point?  Did I draw the right picture for you?

Did I make myself PERFECTLY CLEAR?

I  know  people  in  this  industry  who  make  over  $5,000 
dollars an hour, just talking to you on the phone.

Yes!

They charge $5,000 to “consult!”

Two questions for you:

1. Who, in their  right mind,  would pay that kind of 
money?

2. Who do these people think they are?

Well, let me answer those two questions for you.

Number 1.) Those people who charge that kind of money 
know what they're doing in their field.  You might, and you 
might not.  I  don't know what you do for a living and I 
don't know what your skill levels are.

And, who are those people who would pay them that kind 
of money?  Well, the people who don't have the skills they 
need, nor do they have the time and wherewithal to learn 
them.  The reason they hire these “experts”  is  because 
they need the job done—right now... like, yesterday!

Number  2.) Who do these people  think  they are?   The 
question is, “Who do YOU think they are?”

And, see... there's the “rub.”

It  doesn't  matter  what  YOU think of  them.  They know 
who they  are,  and they know what  they can do.   They 
KNOW they're good, and that's why they can afford to do 
without your business.
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So, what it  boils down to is this:  it  doesn't  matter what 
YOU think of them, because...

...they don't care.

There are people in this  industry who make upwards of 
twelve million dollars a month: some more, some less.  Do 
you think they're “hurting” for your business?

There are hundreds of companies with monster budgets 
desperate to  find  a  good  copywriter  and  thousands  of 
smaller  business  owners  begging for  a  good copywriter. 
RIGHT NOW I  can think  of  4  copy writers,  who literally 
make all their income writing copy for their clients.

They don't look for work: work looks for them!

Personally, I get a lot of calls from people who just can't 
afford what I do.  Even if I gave them a discount, they still 
whine about their budgets.  I get at least one or two calls a 
day  from prospects  wanting  me  to  give  them  a  million 
dollar sales letter, but they can only pay a couple thousand 
dollars for it.

Sorry pardner!  It doesn't work that way.

And I don't do “revenue sharing” either.

If you're expecting a sales letter to deliver 10 or 12 million 
dollars revenue in a year's time, don't think you're going to 
pay a pittance for it.   It's  going to take work creating a 
“buzz” for your product or service, and it's  not going to 
happen overnight anyway.

Very  rarely  will  I  take  on these  prospects  because they 
don't know how much it has cost to amass this wealth of 
expertise. I turn down just about 99.99% of the calls I get. 
I  won't  even  “draw up”  a  proposal.   There  was  a  time 
when I wouldn't even bother with anything under $50,000. 
Today, it's about 10 times that.
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Does that sound arrogant to you?  Does this make me 
appear like an egotistical jackass?

No.  And don't make the mistake of misinterpreting this 
attitude  as  “over-confidence.”   I  have  too  many 
testimonials  who  will  testify  to  my  confidence  as  an 
established  fact,  and  not  just  some  sort  of  delusional 
egotism on my part.

Let me make you a little proposition:

● Go back to school,
● Get an education in journalism or writing...
● Get  some  experience  working  with  Master  Copy 

Writers,
● Spend the next 15, 20, or 30 years in this industry,
● Write a few books about it,
● Then hang your “shingle” out on the Internet,  or 

the  Yellow  Pages,  and  see  what  kind  of  ninnies 
come knocking on your door.

No, not all prospects are ninnies.  And not every prospect 
is going to whine about their budget.

Let's  face it: if  they don't  have it  in  their  budget,  then 
maybe they just need to go to the bank and borrow the 
money for their business, or their marketing campaign.

And when the banks turn them down, they'll realize the 
REAL value that good copy writers can give them.

Is it hard to find good copy writers?

You betcha!  But, not impossible.

If you do happen to find one who can give you the time to 
talk to you, and he makes you a proposal of $100,000 or 
$250,000, you might ought to jump on it like a chicken on 
a June bug.

Page - 8 - of 9



Do your “due diligence” and check him—or her—out.  Get 
some “second opinions.”  Heck!  Go get a third or fourth 
opinion if you wish...

If you can even get someone else to talk to you, consider 
yourself  lucky.   Most  of  them are  busier  than a  coyote 
eating a bag of Cheetos.

If they quote you 10 to 20 times what I quote you, then 
consider yourself lucky.  And consider the $100K—$250 a 
good deal.  Because there's one guarantee that I can make 
you right now: if it's a matter of price, you're not going to 
find it any better, and I wouldn't want your business... and 
neither would my colleagues.

Don't  take  the  lowest  bid,  and  don't  take  the  highest 
either.  Work somewhere in the middle and within your 
budget.

But do one favor for yourself: be realistic.  And don't take 
it  personal  if  they  don't  “fit”  into  your  budget.   It  has 
nothing to do with you: it's just business.

Ernest  O'Dell  is  the  President  and  CEO  of  Questar 
TeleCommunications and  Guerrilla  Internet 
Marketing. His company, founded in 1982, is a leading 
provider  in  research and implementation of  Unified 
Communications and  Messaging  for  the  real  estate 
and  insurance industries. Many of his web sites and 
blogs continue to get millions of visitors each month.

Ernest O'Dell
Questar  TeleCommunications and  Guerrilla  Internet 
Marketing
Levelland, TX 79336
Ph: (806) 297-3267
Email: Ernest.ODell@QuestarTeleCommunications.com
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