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What Is “Sponsorship?” 

Click For Introduction Video 
There are too many blogs that discuss different ‘tips & tricks’ for going 
after sponsors, mainly based around the idea that somehow your entire 
proposal process should be focused around manipulating sponsors in 
cleaver ways to donate to your cause. Don’t believe everything you read!! 


Getting sponsorships is much easier than trying to use fancy terminology 
to impress corporations. Do not waste your time trying to sound good and 
instead focus on building something that the corporations want. Instead of 
‘pitching’ brand sponsorships, we will show you a simple 10 step process 
to ‘Building Partnerships’ just like we build our skills.  

In the following Brand-By-Brand outline we will target sponsorship in a 
very practical way that any young or old Flipper can utilize to gain partners 
for events, a brand new trampoline and even camera accessories. We will 
simply discuss some of the ‘need-to-know’ points about sponsorships/
partnerships and provide the necessary information to begin the journey of 
a sponsored athlete or social media influencer. You will see that building 
relationships and putting your left foot forward first is key to successful 
partnerships. Many believe it is all about having the right thing at the 
right time but in reality is about developing the right thing, in the right 
time with the right people, as a team. Just like how we showed that 
biology developed our human forms through cooperation, the real base for 
sponsorship is a partnership!


Sponsorship has a tendency to be perceived as a “money grab” to sucker 
a company into paying for your trip to the #GTGames or a local Meetup 
simply because you have 100,000 followers. In reality however, a 
partnership is a trade of values that the athlete gives to the brand they 
wish to partner with. By partnering with brands and investing your time 
and energy you will greatly increase the value you can offer a brand and 
therefore will increase the value they can return to you. This only happens 
when you put your ‘left foot forward’ first!


https://www.youtube.com/watch?v=G9vH1Ev93FY


If you’re new to the world of corporate brand partnerships you might go in 
looking for a pay-day and hope the corporation ‘believes’ your pitch. The 
FTA has never really pitched a company but we have worked with a few 
hundred brands in the last few years around the world who have helped 
provide a platform for the new generation of flippers and have provided 
over $350,000 in value to the FTA. The building process that we outline 
here was used by the FTA in order to provide a structure to Freestyle 
Trampoline.


The FTA has received cash sponsorships over a coffee, over an email and 
have had companies call us out of the blue offering money and resources 
due to one simple thing: We make it our mission to create value FIRST and 
then ask for brands to chip in AFTER we have already shown the product, 
service or concept. In this way they are simply asked to help us grow the 
concept, and are not expected to create the concept for us. It is our job to 
create the concept first and prove it works, then our partner’s role is to 
simply grow the concept by contributing their own resources in some 
form.


Never go to a brand looking for any form of partnership if you can’t show 
what you have is in high demand in that industry. When you have done 
that, then you simply need to ask the sponsor how they want to ‘join in.’ 
We don’t pitch brands, we include them in what we have made only after 
we have shown it is already successful. It’s really that simple. 


It should be said at this time that corporate partnerships are very complex 
when you get into the nitty gritty facts, specific strategies, numbers and 
terminology, but for any Flipper who is looking to simply get started this 
overview will be a practical way to look at the concept of what 
sponsorships really are; relationships.


Relationships are built upon previous value trading between two people or 
companies. It is very similar to how a Freestyle Trampolinist will use 
previous building blocks to establish new skills. The building blocks never 
really change, but simply get stacked higher and higher as the athlete gets 
better at controlling themselves in the air. This is no different than how you 
should be looking at building your brand partnerships. Get the concept of 
sponsorships out of your head!




A corporate sponsorship is only one form of value trade and in no way 
provides the full view of the potential possibilities you have when 

building your own brand. 

If you build something that brands find interesting, they will want to join 
you; it’s that simple. Many just start too high on the ladder looking at 
companies as if they need their money in order to build something in the 
first place. Think about it, if you were a company and someone came to 
you looking for you to fund their concept for them, why wouldn’t you just 
do it yourself if they are not bringing anything to the table? Companies 
only partner with people that have something they don’t.


It is a similar fallacy to how Flippers will tend to start with all the big flips 
and think that jumping higher will let them land the flip. No, it just 
increases your chance of getting hurt. In the corporate world aiming too 
high at the start with no real base will simply increase your chance of 
rejection. This overview is the way to understand the building process in a 
simple Degree-By-Degree sort of manner. I will not get into all the 
secondary facts, tricks and specific concepts that you will naturally learn 
as you build. We simply want to give you an overview to help you get 
started on the corporate pathway just like we did with the rotational 
pathway discussed throughout the rest of this educational program.


Life and Acrobatics really are synonymous and the same building process 
that we use in the FTA Strength And Conditioning Program, the Freestyle 
Trampoline Training Program and this sponsorship outline all follow the 
same building process because it is a guaranteed success. It just takes a 
motivation and time and if you stick to this 10 step process you will remain 
more disciplined and keep a level head as you build and guarantee 
success. It won’t necessarily be quick, but it will work as long as you 
are willing to stick to the process. 


In the rest of this book I will not be going deep into examples because 
each case is unique and many new Flippers can get lost in the subtleties 
and forget the basic reality of the building process. This book is meant for 
new Flippers who just need to get pointed in the right direction in a simple 
Degree-By-Degree sort of way.


Here is a video where GeeTramp discusses what they look for in a brand 
partnership: GeeTramp Discusses Partnerships 

https://www.youtube.com/watch?v=sqSVeqJSG5E


 #1:  Imagine A Product Or Service You Truly 
Believe In 

If you are going to be successful, you will have to create something you 
actually care about deep down. Many are quick to try and predict market 
movements or identify the ‘next big thing’ but this is backwards thinking in 
the real world. Markets are not predictable and countless research has 
shown even the best stock market professionals have very little success 
consistently guessing trends. That is a shallow game that may or may not 
pay off and should not be the base of your building process. As you get 
more experience you will naturally start trying new ideas that are outside of 
your comfort zone but at the start you need to stick ‘close to home’ to 
prevent ‘injuries.’


Instead of a constantly gambling with your limited resources and time on 
this planet, just dig deep in your mind and try to build something that you 
genuinely care about. Even if the potential brands do not get on board in 
the first few years, will you still be there building and selling your product 
or service over time gaining more and more traction with your ideas as 
time goes on? Or, will you give up once you realize it is not as easy as 
wishing success into existence? When you look at building 
partnerships, you need to look at it like a full training program 
requiring 15,000 hours before the ‘big skills’ are able to be landed 
without injury.  

It is almost guaranteed that you will struggle longer then you predict so try 
to get involved with a personal vision you have no problem devoting a 
good part of your life to or you may end up dropping out of the race before 
the brands are even in the ‘stands’ paying attention. Building 
partnerships is a long term game, not a short term gamble. 

Just because you can’t predict markets does not mean you can’t use 
some simple common sense, logic and some helpful inspiration from 
those around you to estimate what will work and what won’t. All ideas are 
built from previous experiences so do not think you have to go re-invent 
the wheel, you simply need to observe the world around you. Most of the 
time you just need to tweak  pre-existing products or services to make 
them available to different brands. 




True inspiration that hit the deep motivational circuits will usually come 
from the negative aspects of your memories. The frustrations of your day 
to day life and the mistakes you made in the past can be the strongest fuel 
for a new product or service. You simply need to solve a problem that you 
have had, and generally speaking, you won’t be the only one that has had 
that issue. This means you can then help others by giving them that 
solution and this is where partnerships start to build. You have to solve 
some kind of problem in the world before others will want to work 
with you. It is that simple. 

By basing your product or service around solving an issue that you 
personally have had will be a great way to get emotionally attached to your 
product or service and will help ensure that when the going gets tough, 
you will slog it out and keep moving forward. There are many companies 
that believe they have found an opening in the market but never really 
have an emotional connection to their product and many times those 
products will become extinct.


Again, as you progress down the pathway of building partnerships you will 
be able to start getting more creative when you accumulate excess 
resources but at the start, money and time will be limited so base your 
beginning steps around something that really gets you ‘fired up.’


You will have to do some personal digging in the corridors of your mind to 
really start getting to the heart of some of your personal frustrations, but 
you have to start with this important step. You have to be honest with 
yourself and you may want to talk to your friends and family about their 
ideas as well to stimulate the thought process. Your friends will also have 
frustrations and many people love to brainstorm ways to make their lives 
easier. 


Your social circles will help you look at the same issues but from a different 
perspective which is extremely important. Think of it like this: Your 
perspective caused the behaviours and outcomes of the past to manifest 
the way they did. You will need to look at your past differently with the help 
of those around you who have different perspectives  to really find a deep 
emotional problem that can be solved. 




Do not rush this first step. It can be a bit tough examining yourself and 
your past to find areas of improvement. No one wants to be reminded of 
their shortcomings of course. You will have to examine yourself first before 
you can start examining others. It will be your ability to take your strengths 
and weaknesses and see them in others that will help you truly ‘put 
yourself in other people’s shoes.’ You will not make very many 
partnerships if you can’t see their point of view. The more you dig around, 
the more you will see the similarities between you and others which will 
help you relate to them. People want to form partnerships with people who 
they can relate to. To relate to others, you will have to first relate to 
yourself. 


To Do List:  
Create a list of 10 past frustrations you have had in life that you can remember.  
Create a list of 10 current frustrations you have experienced or witnessed in the 
present time frame of 1 year  
Hypothetically create a fun product or service that solves this issue. Assume 
that money is no object at this point. 



 #2: Learn About The World 
The world is a big place and there is a lot of information floating around. 
Once you have dug around your mind and isolated a few issues that you 
think you can solve, you need to start looking at the world and see how it 
basically operates. There are patterns to human behaviour and therefore 
societal behaviour in the real offline world and the online world. You will 
have the opportunity to play in both worlds so start looking for these 
patterns. These patterns will start to emerge the more you look around and 
observe your surroundings. Start asking more questions. 


Ask questions about things you think you already know about and more 
often then not you will get unique and different answers that will spark 
other questions. Once you start asking questions, it will be harder and 
harder to simply take “just so” stories seriously and this is great. Those 
who do not ask questions, never find solutions. If you are going to be 
venturing into the world of corporate partnerships you will need to be 
solution based thinker.  

Start simply by watching light documentaries and letting one question lead 
to an answer that then sparks another question. You will catch yourself 
starting with one question that then sparks into many other questions that 
will pose different opinions and facts that in turn will generate their own 
new questions. 


I suggest that you start with questions that you have about the world and 
then start thinking about specifically learning different topics that will give 
you a strong base in that field. For example, there are tons of online 
resources that have articles and videos that go through a particular 
concept or subject in much depth and detail. Go through as many different 
subjects that you can. You will find that there are gaps in your knowledge 
that will not be overcome until you learn about other industries. 


Keep an open mind and let it happen naturally. Traditional educational 
institutions are consistently showing decreased results for their students 
due to a rigid 2D structure. An inquisitive mind will tend to bounce around 
to different subjects and will start to draw connections between different 
industries randomly at first. Over time you will start seeing patterns in the 
randomness. This is how you will become a 3D thinker and not simply a 



2D robot that sticks to one industry drawing all world conclusions from a 
narrow set of information. No one industry will solve the world’s 
problems so you have to explore all different parts of the ‘educational 
landscape’ to really draw big over arching ideas that then can be 
narrowed in on with your corporate partners.  

At first it may seem that you can’t create connections between the history 
of the French Revolution and Quantum Physics that could ever apply to 
anyone, but after many articles, books and videos you will start to see that 
molecules interact in many similar ways humans do such as in the political 
minefield of the European revolutions. You will start to see many 
similarities between concepts and industries, that on the surface, seem to 
be completely different. Remember how in “Building The Freestyle 
Community,” we discussed the difference between primary and secondary 
biological behaviours? As you look around different industries asking 
questions trying to dig to the deep primary behaviours you will start to see 
patterns emerging. These patterns will start shaping your behaviour in the 
business world. I will warn you that some of the information you see 
will not be pleasant and that humans are not always nice to each 
other but it is important you see the world for what it is, not what 
people around may want you to think. 

A less important aspect, but worth noting is that your corporate partners 
will like to see someone who has a wide range of knowledge between 
different industries. This makes it more probable that no matter which type 
of business you try to partner with, you will have an understanding that will 
allow you to make headway. You will naturally focus on one industry but 
being able to draw ideas and knowledge from other industries will allow 
you to find unique solutions to specific industry problems. Remember how 
in #1 we discussed that the same thinking that created the issue in the first 
place wouldn’t be sufficient in solving the problem? You will find that 
businesses have this issue and find it hard to think ‘outside of the box’ that 
their corporate culture resides in due to long histories of doing the same 
type of business. Businesses will want you to come to them with fresh 
ideas but you can’t step on their culture which is based on their history. 
For this reason, research the history of the industry you are looking to 
get involved with in order to make sure you know how to formulate 
your partnerships.




A great way to get some ideas from educated individuals is to talk to older 
generations such as Uncles, Aunts or Grand Parents. Parents will also 
provide a great base, but the issue tends to be that many kids are too 
close to their parents and see them as more of a barrier and will naturally 
gravitate away from the family unit for many reasons. Those outside of the 
family can be impartial and offer advice that those close to you may not be 
so wiling to discuss if it questions what they want you to think. 

As you research more and more you will notice that no one will agree on 
anything. Experts from different industries will all disagree on different 
topics so just take each person’s opinion for a grain of salt and do not 
commit to one way of thinking so early on. To truly be able to help others 
you can’t get too focused on one way of thinking. Everyone is ‘right’ in 
their own way so try not to take sides and just listen to what researchers 
and people have to say and try to create patterns that you can rely on for 
your future collaborations and business decisions.


To Do List:  
Listen to 1 audiobook every week 
Ask yourself 5 questions everyday and research the answers and write them 
down to refer to later 
Research both sides of a debate equally 



 #3: Build A Presence Through Trial And Error 
Once you have your brain thinking about the big world outside of your box 
you will start to applying the problems solving ideas from #1 to industries 
outside of your personal experience in a trial and error sort of way at first. 
You will start seeing different global issues and industry trends that you will 
start to see solutions for within your specific market.


Now you are ready to create a world presence. You may be wondering 
why I did not simply say “Social Media Presence,” but this is because 
social media is still only one way to create influence. It seems like the 
‘lowest hanging fruit’ in many ways which is why many new Freestyle 
athletes tend to assume that it is the ‘be all and end all’ but it isn’t. In a 
world where everyone is pushing to get online, it may actually be easier to 
get noticed offline in your local community first instead of getting drowned 
out online with millions of people fighting over the same space. See 
“Building Social Media” for more information on the social media side of 
building your reputation.


Overall, you need to create an image that others can relate to in the online 
and offline world. If you are just doing random weird things that no one 
else can understand it is hard to create a following online or offline. In the 
acrobatic industry you will need to see what the typical trends are and 
match those to some degree at first. Then you will start to think about your 
own personal unique solutions to market problems. 


List of Products or Services you can build off of:  
1) Editing Videos 

2) Shooting Videos 

3) Training Athletes/Mentoring Athletes

4) Advising Trampoline Brands 

5) Sell Merchandise 


This list can get extremely long and as you start building, the list will 
become infinite because you can always invent new products and 
services. The point to remember is that you do not need to reinvent 
the wheel. For example, the FTA did not reinvent the wheel. We simply 
took acrobatic competitions aimed at the traditional trampoline market and 



then recreated them with a different vision of the event and catered to a 
different market. 


It is much easier to begin with proven concepts before adventuring out 
into unknown territory. You will be able to freely explore as you build your 
presence but do not get too fancy right at the start. Learn the building 
blocks of the business world before throwing around ideas that may 
simply be too crazy for people to accept. 


Which ever basic product or service you are providing from this list, you 
will need to put your own unique ‘spin’ on it. You can’t just copy other 
people’s ideas or why would anyone pay for your service or product if it 
already exists in that exact form? For example, design unique 
merchandise and develop a unique way of editing videos that others are 
not doing. 


You will have to explore a bit and try new ideas and many will not 
work but you can’t skip this phase. Start with 30 ideas and maybe one 
or two will actually be liked by the community and will show some real 
potential. Statistics show that for every ten investments an investor 
commits to, only one is successful. This is because there are so many 
different people out there all trying to find ‘openings’ in the market along 
with so many different challenges you will face that many ideas will simply 
not be practical. Everyone starts by throwing out many ideas and then 
narrowing in on the ones that others tend to like over time after they test 
them repeatedly in the market.


The process of trial and error in this way will build your presence over time 
and your general influence. Within the first several months of this process, 
assuming you really commit to it every day, you will have a handful of 
ideas that you will be ready to commit to at least as a starting point .


To Do List:  
Create A List Of 25 Companies Or Social Accounts You Think Are Doing A 
‘Good’ Job 
For Each Company Or Account, Write Down 3 Reason Why You Think They Are 
Doing A Good Job 
For Each Company or Account, Find 3 Things They May Be Able To Improve On  



 #4: Build A Network 
Once you have done some research and start really pushing your product 
or service out, the first step you should take is to create a network of 
supporters in your local community and online who can help you as you 
build. Building is never complete, just like the search for knowledge is 
never complete so you will need to create a strong base for long term 
future growth. You will have to build for potentially several years before you 
find an opening in the market that will create a truly viable business or 
partnership opportunity. You will notice how I have not said that you need 
to have a certain number of followers to gain a partnership. You don’t! You 
need a value and having lots of followers is not the value you should 
be starting with. Do not put the ‘cart before the horse.’ 

I know this may come as a shock, but it is true. All great businesses, ideas 
and partnerships are deeper than just getting a bunch of eyeballs on a 
product. Yes, many companies do make this mistake but please 
understand that if you want to truly make a presence, your social following 
will stem from that underlying value and there are many ways to show that 
value. 


For example, a coach that has a great coaching technique can write a 
book with only 500 followers but due to its amazing detail, content and 
applicability to athletes they can partner with a distributor who will have a 
great following that the coach can get access to. 


Here is another example: A video editor with a small following can offer to 
help an influencer for very little cost then that Influencer can open up many 
doors for that video editor to get followers. 


Yes, build an online presence with your own content, but also make small 
mini partnerships with others in the industry even if they do not have any 
real obvious value yet. The more partnerships, the better. You will need 
to collaborate with other members of the community in order to build 
something of your own. You do not want to limit yourself at the start. Form 
collaborations with everyone and anyone you can. You will have to start by 
openly offering help to others for free that are at a similar level to your 
status or even below your status. If you have 500 followers, do not 
message someone with 1,000,000 followers and sit patiently for their 



response. Message the big accounts to potentially plant seeds for the 
future but more importantly try to get to know the owners of your local 
trampoline park or the local Influencers and businesses. Humble yourself 
and find local Flippers that are also starting out and brainstorm with them 
different ways to start building something cool. 


By creating these relationships you will be planting the seeds of your 
future. As you keep building connections with others you will get new 
ideas and have access to new resources and can start climbing up the 
ladder of the online and offline Freestyle world. 


Take the time to build connections online by regularly commenting on 
other's posts with positive insights. To get noticed, make each comment 
insightful, not just an emoticon. Do not expect the account to respond to 
you at first, but you will notice after several weeks and months, many will 
start commenting back to your posts and you will see a connection being 
created. It takes a lot of time so do not expect followers and opportunities 
to simply jump at you within a few short months. Work on it every day  and 
keep building your own content as you get started on the journey. 


Take online polls through social media openly asking the community what 
they need. Try to see if you can take that information and use it in the 
development of your business. Gathering information is key and should 
be done regularly along with the information you gather through 
books and references. Talk to your mentors about the responses from 
your questions to the community and see if you can come up with different 
ideas to help the community. 


Once you fumble around a bit with creating these connections at the 
bottom rung of the ladder then you will naturally start coming up based on 
the results. You will begin naturally making a bond image that your 
followers and partners will recognize as you start fine-tuning your product 
or service. A brand image is nothing more than what comes to mind when 
someone thinks about you. It is not just a profile picture or a signature 
hashtag, its the first thing people think when they see your name pop up. 
If someone were to say one sentence about you or you business, 
what do you think they would say? 


Do not be scared to openly ask people online and in your local community 
who will hopefully be brutally honest with you. Otherwise you will never 



truly learn what people want. You will need to come up with a consistent 
online imagine with profile pics, water marks on videos, hashtags, posting 
schedule, regular meetings at your local school or anything that can be 
used to get people regularly looking to you for some kind of value. This is 
where it starts so do not be so arrogant that you think you are above the 
smallest steps. 


You should be noticing by now that #4 is very similar to #2: Learn About 
The World. The only difference is that now you are learning about the 
specific ‘world’ or industry that you are looking to help. You will discover 
the issues that the community faces and will gain friends who will want to 
help you succeed in solving some of the issues. As you learn more, ask 
more questions and explore the community by observing it in detail, you 
will start getting ideas of how to develop a presence both online and 
offline. 


The issues within the community that need solving will become very 
apparent very quickly and you will start gaining followers that will become 
important later on. Think of this stage as planting the seeds for later bigger 
collaborations and deciding what you want people to recognize you for. 
The seeds you plant at the start of your business development are going 
to be the first ones you come back to once you feel you have solved a 
problem. 


For this reason, try to make a wide network of followers both online and in 
real life in your local community that can start to learn about your 
presence. Make friends with your teachers and even at the local corner 
store. Teachers may be able to give you the opportunity to access the 
whole school during school events and the local corner shop will probably 
let you post flyers for one of your services down the road. Everyone 
around you has a value and it is important that you do not tell them what 
you think their value is. That will limit the opportunities available to you. Let 
them tell you what their value is or could become and use that to fine-tune 
your product or service. Simply let your relationship demonstrate the value 
over time as you learn more about them and they learn more about you. 
This is the building process! 

The older individuals you connect with either online or offline will be eager 
to watch you grow. Older generations love to be mentors because it 
reminds them of their youth and by helping you, they are proving their 



value to society. They want to see you accomplish something so keep 
them updated on your progress and that will be enough for most of the 
older mentors. The younger connections you make will be hoping that you 
will be successful so they can get some success from you. You are doing 
the same thing to them at a basic level so do not feel bad about it. With 
younger connections, work with them and let them use your resources or 
connections and they will let you use theirs. 


Be open to anything you can at the beginning and see what options exist 
and do not over commit to the first idea that you get with one of your 
connections. At first, everything will seem like a great idea but as time 
goes on, you will start to gravitate towards a small handful of ideas that 
will be the base of your business and partnership opportunities. 


Do not expect any real sponsorships or partnerships at this point but 
hopefully you can convince a local trampoline park to let you train in return 
for advice, mentions in posts, training advice etc. You should be able to 
find a merchandise supplier at this time that will give you a great deal on 
shirts and many other small opportunities will open themselves up to you 
within the first year of building. It will not happen in a week so just stick to 
it and keep looking for new opportunities. The more research you do along 
with this networking building process, the more ways you will find to 
connect with people on unique concepts that you wouldn’t even have 
thought of before. Knowledge and networking go hand in hand for this 
reason.  

To Do List:  
Connect with 10 new similar accounts every day by sending a message to them 
Get 1 meeting with someone in your local community every week to discuss 
ideas 
Comment on 20 different accounts every day 



 #5: Commit To An Idea 
After you have built up a great network for a few months and start really 
getting a feel for what could work and what can’t work, you will start to 
feel like one of the many ideas you have will be a real ‘game changer.’ You 
will naturally have a few doubts and there will be challenges but you will 
start to feel it is time to really go for something and you will need to muster 
up all your courage to pick one or two things that you will focus on and 
really set into motion. You will have to take your many other ideas and 
put them on hold for a bit and focus on one or two ideas and make 
them come to life.  

You should have many different ideas to pick form and if you have been 
double checking your work with your mentors and network consistently 
you will end up coming to a clear decision as to which idea(s) will be the 
ones to really devote time and effort to. I say “ideas(s)” because it is 
probable that you will have to blend a few different ideas together that are 
similar and can work together depending on the situation and who you 
think you can ‘sell’ the idea to. 


Your network of mentors and followers will point you in a clear direction 
and this is when you will ‘lean’ on them a bit to help out. This is the time 
that you will ask for a bunch of favours from your network to get your idea 
launched. If you are looking to get into merch for example, you will ask a 
few of your older mentors to ‘sponsor’ the first shipment of 20 shirts. You 
may then team up with a local flipper who does computer design to make 
the designs for free but will put their logo on the shirt as well making it 
worth their time. You will probably have to give your friend a few free shirts 
to sell or split the profits to show them you value that extra help they gave 
without charging you upfront. 


You can then talk to that teacher that took interest in your Flipping career 
and get them to allow you to sell merch to the class or within the school. 
You would then talk to the local trampoline park owner and let them know 
you are starting a merch line and plant that seed for a bigger order if you 
can prove your merch will sell. You shouldn’t rush to the ‘bigger fish’ with 
this first project or you are already using up your favours in a sense. Pick 
your first ‘partners’ carefully and start with a very small favour that you can 
basically guarantee you will be able to return or you will lose their faith very 



quickly. Do not make an initial investment of 200 shirts assuming you will 
sell them all because your random friend online said he would shout it out. 
DO NOT DO THAT!  

Instead start with 10 or 20 shirts that you can make a mistake with. You 
should have done some polls online and spoken to your local Flipper 
friends to know if you can expect your specific design to sell but you never 
know. You will learn very quickly that everyone is super positive when 
its just an idea but when you actually ask them to pay something 
attitudes change quickly. 


Remember at these lower levels you are selling to other Flippers and they 
will generally have to talk to their parents about giving them money to buy 
your merch. The Flippers will all say they will buy it as soon as you suggest 
it, but their parents may not be so supportive as they think. Be careful and 
start small so no one gets hurt if things do not go according to plan. Most 
of the time, business does NOT go according to plan. Start small with 
baby steps and do not ‘go all in’ or you will use up all your favours and 
lose trust with the network you worked so hard to develop all in one 
‘swoop.’ Build the partnerships Brand-By-Brand; don’t just “huck n’ 
chuck!” 


Let’s take another example: Let’s say you want to be a video editor. You 
make a deal with a bunch of local Flippers to be in the video, knowing it 
means they will share it out. You also set up a bunch of online Flippers 
who will spam it out to their friends and in return you tag them in the video 
and put their tag in the edit. You are trying a new style of editing and you 
are not sure if people will like it. You should have been doing smaller posts 
with parts of this new editing style so you should already know that 
Flippers love it and this one big video will be your official launch of your 
new editing service. 


OH NO!…Sadly on the day you planned to release the video with your 
network, your school bus broke down and it caused you to be late and by 
the time you got home you had missed your time slot. Everyone was ready 
at 5:00pm and you didn’t get home until 6:00pm and now only a few 
Flippers shared it out at the peak view time meaning you only got half of 
the comments and views you expected to get. Life can really get in the 
way of developing a business and you have to plan for these kinds of 
issues. Now you get sad because you think all that hard work was a waste 



of time. But, it wasn’t a waste of time, it rarely is if you learn from it 
and adapt to it. 


It’s a bump in the road and you can do some quick thinking to adapt to the 
unfortunate situation. You can message your friends and tell them you had 
a setback but are going to do a Mystory campaign tagging each of them in 
their own Mystory over the next several days which will extend your 
editing service launch campaign and will get your views up even though 
you had a slow start. 


This is how business really works. You have a great vision, then life 
happens and knocks you down and those who don’t freak out and cry 
about it will find a quick solution and still get results. It will not work all the 
time and you will get into the business ‘boxing ring’ and lose many times 
but as long as you go home and dust yourself off and train even harder 
and get back in that ring every day you will eventually start winning the 
fights. 


There are many different examples we can come up with but I wanted to 
simply show you how you will lean on your friends during this stage of the 
building process and even when things do not go according to plan, you 
can quickly adapt and still utilize your network for a great result. This stage 
is important and many things can go wrong which just highlights the 
reason you will not want to order 200 shirts all at once or assume everyone 
will see your great original edit and start asking you to edit all their videos. 

You want to build confidence in your network as much as yourself so it is 
best you take a small steps  at this stage and not just ‘huck n’ chuck’ that 
double flip the first time. I hope it is clear how you need to really look at 
building partnerships the same way you look at building your trampoline 
skills. They are built at the same time in most cases so think about them in 
similar building block terms. 


To Do List:  
Pick a project that based on your research, you believe will be the easiest way 
to start your career 
Pick 5 online friends who will support your ‘launch’ 
Pick 5 local Flippers and mentors in the real world that will also help you in 
some way 



#6: Build Your Network With Your Next New Idea  
Let’s assume that your big launch went well and everyone of your online 
and local supporters were happy with how it went. Let’s assume you sold 
out all your shirts or got at least three paid editing gigs from the launch of 
your first product or service. You will have to keep pushing it out and it is 
not like once you launch, you can sit back with your feet up. This is when 
the work actually starts, now that you actually have work that sells! 


Now you have demonstrated to your network that you mean business and 
they will be expecting you to go bigger and better next time. If you ordered 
20 shirts the first time and made $400 on profits, they will expect you to 
buy a bigger order next time and sell out again. They may even expect you 
to now make shorts or hats instead. You have now shown your able to do 
the first level of business partnership by using their resources to make the 
$400 and they will expect you to reinvest it into a bigger step next time. 
You can’t just take your money and buy some Fortnight video game add-
on package or you will lose their support. They want to see you will take 
your profits and use them wisely. 


Let’s say you can charge $100 per Instagram edit for your three local 
Flippers now that they saw how many views you got on your video. They 
will give you that and you will then need to use that money to upgrade 
your equipment or make a great logo design or then launch a merch line of 
your own with the profits. 


Again, we can come up with a million ideas of what to do with the 
profits, but it should be clear that you need to reinvest it for your 
already established network to take you seriously and continue to 
offer their support. Your older mentors who are going to be more willing 
to actually invest hard cash, are trying to determine if their next ‘round’ of 
investment will be used wisely or if you are just looking to save up for 
video games. 


Your local Flippers are trying to determine if they should go out on their 
own or stay connected with you. If they stay with you, they have to share 
resources and help you but if they go out on their own they will keep 100% 
of the profits. They also keep 100% of the risk though as will you. At this 
point you still need to keep them connected because you have not made 



the big leagues yet. You can’t afford to make enemies at this point. No 
matter how well your initial launch goes or how much a potential partner 
annoys you, just keep a cool head and stick to the building process 
outlined here. Do not rush ahead at a moments notice when you think 
you have it ‘all figured out’ or when someone gives you the shaft. 

At this point, instead of celebrating too early, you should be now thinking 
about the next step up the community social ladder. This is when you 
would start talking to the mentors and show them your great results and 
get their opinion of a next step. If they help you decide that next step, they 
will naturally be more willing to invest in it. Investors call this a “round of 
funding.” Many business oriented people will get ‘rounds’ of investment 
where they ask for a certain investment and based on good results, they 
will then go and ask for more money to make a bigger and better product 
or service. This only works once they have shown that the initial round 
of investment was a worthwhile investment.  

At this point you will not be looking for thousands of dollars but you will be 
systematically thinking of building on each round of investment from your 
network as long as each round shows more and more success. As long as 
each round improves on the previous round you will keep your network 
happy. Do not take huge steps. Take small, basic steps. Round 1: 20 shirts 
- Round 2: 30 shirts - Round 3: 50 shirts etc. 


This is the stage where you sit down with the local trampoline park owner 
and offer them a merch line for their park and ask them to upfront a larger 
number of shirts instead of going to your Uncle. If you can show the owner 
that you sold out your previous orders it will be easy for them to say yes. 
You will want to throw in a few trainings on a weekend with the local 
Flippers to sell your shirts and show the park owner you are trying to help 
them sell the shirts. They do not want to hear you pitch them 50 shirts at 
their cost and then see you sit down playing video games. They want to 
see you trying to sell shirts and come up with a great online campaign that 
will promote their park as well. When someone gives you a ‘round’ of 
investment, work even harder then they expect you too and show them 
you are there with them trying to make their investment back. 


By working with them, you will almost guarantee their support for the next 
round of investment assuming the shirts sell the way you think they will. 
Even if they do not sell, you are greatly increasing your chances of them 



trying again with you if they see that level of commitment. Many 
businesses will give you $500 for shirts but they want to see you work 
for it.


On the other hand, let’s say you are getting great recognition for your new 
editing style; then you may want to approach your local trampoline park 
and offer to edit a promotional video for them that they will play on their 
TVs at the front desk. You will get recognition for this step up and if you 
combine it with a meet up, you can probably get the park to agree to give 
you the ticket sales for the meet up in return for the video edit. 


Many business owners do not like to pay hard cash for lower level 
Flippers. It will be best for you to think of a way for them to capitalize on 
your following and product or service instead of asking for money up front. 
For example, make them an edit, that promotes another Flipper’s merch 
sales at that park and then ask for 50% of the ticket sales. Or make a 
video promoting a new service that park is already offering like a dodgeball 
league. Then ask for 20 free entries and then sell them to your friends and 
keep the money. 


At this beginner level you need to really think about giving your network 
access to your value and combine your efforts to ‘create’ a new way to 
make money. Do not just go in asking for money! 


The way it works is that you will demonstrate your value by partnering with 
the higher level partner and then demonstrate that you can generate 
money for them without them having to give you money upfront. Then they 
will assume that if they actually give you money up front you will get them 
even more results. First you need to originate money organically 
without anyone really paying by combining your network with your 
partners. If you are successful at ‘inventing’ money, then you can ask for 
cash the next round to do it to a larger scale.


When you show them that they simply made money off of your hard work 
and previously established service or product and network, then you can 
ask them for an upfront investment if they can clearly see that the extra 
investment will help them get even more results. Unless the sponsor/
partner/investor thinks they will get more out of the partnership than they 
will spend, they will generally do it. 




Of course, nothing is a guarantee and just like school busses can throw off 
plans, big businesses have many different bumps in the road as well so 
you will probably not have a straight path to success. They will have to talk 
to their team and their lawyers and accountants to establish if the 
partnership is possible based on their business structure and future plans. 
Many times, timing is an issue and these businesses have many different 
projects happening all at once and being a young Flipper, your proposal 
will tend to be last on the list. 


If the gym owner or potential business partner keeps postponing your 
partnership, it usually means they do not quite see the value yet but do not 
want to be mean and tell you to your face. In this case, just keep in touch 
with them and keep showing them you are growing on your own. They will 
happily support your efforts and keep in touch with you but they may not 
be ready to really commit. This happens a lot so do not get discouraged. It 
should just motivate you to work even harder.


This is normal and this is why you want a wide network and you want to 
plant many seeds in different areas both in the real world and online. For 
every 100 potential partners, only 5-10 will actually commit to some form 
of partnership, even if your track record is great. This is simply because 
businesses are hungry for big opportunities and at your current lower level, 
quite frankly, you are not that important yet. It is also partly due to 
businesses being so busy just keeping up to the day to day business 
management that they tend to struggle with committing to new ideas and 
concepts unless they are really big ideas that are really worth the time. 


50 shirts and promotional videos are not exactly high-profile projects. This 
is ok. You have to start somewhere and as long as you prove to them 
that you are a dedicated Flipper who can make success out of the 
smaller partnerships, they will continue to listen to you and when you 
build up to their level they will be happy to talk big business with you. 
After many years of building trust and small investments, they may even 
offer you a job or even to help run a new facility they are opening in the 
next year. 


You have to simply keep taking the baby steps at this time and repeatedly 
prove your service or product is growing. Do not worry about specific 
targets such as 500 shirts sold in a month or ten video edits a month. Just 



make sure everyone who uses your product or service is happy and will 
come back repeatedly or promote your product or service. You are 
establishing your credibility at this time so do not go crazy. You are 
building your reputation, not just your business. Just systematically build 
up  as discussed  here and keep taking polls and speaking with your 
network to help you make sure you stay on track and that they promote 
your business. You are on the right track but are still a baby so do not 
jump ahead yet. 


To Do List:  
Read 1 book a week 
Network with 30 new potential partners a week 
Make sure all your product services and or sales are increasing, even if it is only 
a small amount 



#7: Connect Your Connections  
After several rounds of the previous steps you will start to really make a 
name for yourself and you will have new people starting to approach you. 
Notice how we have not discussed simply getting paid sponsorships for 
simply promoting products or services from brands? This is because 
typically it is not that easy and only a handful of athletes truly get those 
views. Usually they have some unique natural ability, a unique set up at 
their house or something that normal athletes do not have. Instead we are 
looking at the wider range of partnerships available to those who may 
not have a perfect smile. 

It does not mean you shouldn’t be trying to get a following but it means 
you shouldn’t be depending on it. A lot of different factors come into play 
when being an Influencer simply for the views and it is not the only way to 
create a following as we have discussed. It is only one of many ways.


At this point you should be using the money generated from your business 
to fund small trips to local meet ups or events. You will have to constantly 
invest time and money back into the business so that it can grow to the 
levels you need for the major partners to get excited. Brands are looking to 
partner with Flippers who can offer something they can’t. They will happily 
partner with you once you show them you can do something they can’t 
do, or that you can get them the same results for much cheaper than they 
expect. 


An easy way to do this is to establish a small team of Flippers or other 
similar level partners that can combine together to create a great concept 
for a brand. By ‘teaming up’ together with other Flippers you will have 
more influence over a brand. You can also get that brand connected with 
your network for no cost. If the brand needs a great video edit and you 
can help them find a great video editor through your network, they will 
remember that value trade and see you as an asset, not someone with 
their hands out looking for free money. 


It has been seen throughout history that smaller businesses, small 
countries and groups of low level workers form partnerships in order to 
establish a ‘fighting chance’ to stand up for themselves against the ‘big 
fish.’




By teaming up with your network in different ways you will naturally get a 
lot more attention from those higher up on the ladder. They will take you 
more seriously and you will have a larger probability of creating something 
unique that they can capitalize on. Teaming up with different Influencers 
and smaller partners is a quick way to step up the ladder. 


By simply helping the brands that are above your current level by getting 
them connected with other members of your network is a great way to 
‘throw them a bone’ that you can use to keep the door open as you still 
build your value.


You will want to create many different mini projects with different members 
of your team. You will be getting orders of 50 shirts from different parks 
now and will have Flippers asking to get a piece of the action. You are still 
lower on the ladder at the point so keep your focus wide and open to all 
possibilities. At this point you are making moves which is great and you 
will start really feeling like an Influencer. Only when you get to the bigger 
brands do need to narrow in on your focus. You should still be open to 
new ideas until that point.


This is when you would be collaborating with different Flipping groups 
creating meet ups and combined merch lines with both brand logos on the 
same shirts. This is also when you would maybe host a fun editing 
competition between different video editors once many Flippers are 
starting to copy your editing style, which they will do. 


Once someone sees something they like, they will copy it so you will have 
to constantly stay one step ahead of your competitors now that you are 
showing your value. In this case you may want to take the lead and offer a 
bit of money to the winner of your editing competition. You can also simply 
offer promotion in your network if cash is low. You will have to leverage 
your products and services in unique ways based on how high you have 
climbed up the ladder to keep climbing and to keep your competitors at 
bay. Get creative and do not think that you can just pay people for their 
support. You need to try to create value in many different ways by leading 
on your different current partners.


This step will repeat many times before you get to the next step so do not 
rush to #8. Stay at this level for some time and truly establish your merch 



line with many flippers or your editing style to the point you are unable to 
keep up with the orders! The only time to start going to the last few steps 
is when you have so much demand for your product or service that you 
can’t keep up and you may want to build a dedicated team to help you. 


To Do List:  
Connect one new brand with one of your partners every week 
Create a new mini project with new partners once a month  
Connect with 1 new bigger brand every week with your network 

  



#8: Make A Big Idea With A Brand 
After you have made a lot of mini projects and connected a bunch of your 
network with brands in your local area as well as online, then you will start 
naturally narrowing your focus. This will happen naturally as you move up 
the ladder with bigger and bigger brands who will ask pointed questions to 
you trying to strategically capitalize on your product or service. This only 
happens when you have repeated #7 for some time, sometimes even 
several years simply building a bigger and bigger network with more 
partners who help you build your editing service or merch line.


Eventually you will get a great idea and a brand will want to back you. If 
the brand helps come up with the idea, they tend to get involved with it. 
This is human psychology. People love to promote their own ideas which 
validates their worth. If you remember in the other books we discuss how 
climbing the hierarchy is a basic tenant of human biological behaviour. 


For this reason, never go into a business meeting with all the answers 
preset in your mind. You should be going in with the mindset of developing 
the answers with the brand but with your own unique perspective that they 
do not have. Back in the 20th century at the higher rungs of business, you 
were expected to do all the pitching and to ‘knock their socks off,’ but 
now a days, brands are more protective of their company. Everyone with 
their hands out has told them they have the ‘answer’ so they are naturally 
reluctant. This means that naturally they will want more control over the 
project and idea and you will have to really prove your value. Remember, 
you are still not a proven expert in business yet so you have to go in 
humble and ready to work together. You can’t be a lone wolf at this 
level. 


You need to be creative and throw great revolutionary ideas at the brands 
at your meetings but naturally they will tell you certain limitations they will 
have such as legal considerations, budget restraints and other cultural 
barriers of the business which will undoubtedly mean they will have to 
incorporate your product or service into their current business strategy. 
This means they will always hold a few more cards than you will at this 
point. When you are a big shot with hundreds of thousands of followers 
you will be able to start taking more control over the ideas in these 
meetings but not yet. 




The brand will already have something in mind and it is going to be up to 
you to simply add to it and enhance it. DO NOT tell them they are flat 
out wrong. If you do not agree with something they are proposing, simply 
let them know that “other Flippers” tend to not like that idea or that “you 
have tried it before and it didn’t work too well.” They do not want to hear, 
you simply do not like it. They want to know the specific example of why it 
won’t work and how you will solve it. If you can’t solve it, they won’t 
partner with you. It is your job to find a way to make their idea work, 
not imply tell them to try again.  

You have to be open to hearing all suggestions and at first it is best to 
assume everything is a possibility. Ask more questions before you start 
telling the brand what they should or should not think. Remember, before 
you arrived they already had a meeting and came up with their great idea 
and even if you think you are helping them, you are in fact just tearing 
them down. They are people, like all of us so you have to treat them as if 
they have feelings and that you are working with them or that meeting will 
end very fast. 


Keep throwing new ideas at them as well that stem from the previous idea. 
In this way, you are not changing their great idea, you are simply 
enhancing it with your product, service or network connections. The FTA 
has dealt with many brands and this is a common theme. People and 
businesses get “married to their ideas” so you can’t just say “No.” 
Instead say: “Amazing idea and here is how I can make it even better”  

You do not say words like “But” or “Not Sure” or anything negative. It is 
always a great idea and you are always showing your appreciation for their 
ideas and if there is something you think won’t work you offer the solution 
without them even knowing it. 


You also shouldn’t just go along with what ever the brand says because 
that could hurt your reputation long term if it appears you just “sell out.” 
This middle ground works very well and even if you can’t find a resolution 
for a project proposal in that one meeting, it naturally keeps the door open 
for future discussions. 




This is the aim of the game at all levels of sponsorship building; keep the 
door always open. The world is a small place the higher you climb the 
hierarchy and people who are in leadership positions in different industries 
will tend to cross paths at multi-industry conferences and events. As well, 
due to the ever increasing connectivity online many of these brands 
research each other and try to spy on their competitors. For this reason, 
simply let the client take the lead unless they specifically ask you to come 
up with something awesome. 


If they ask you to the lead at the meeting, be honest and be open. You 
should be using phrases such as: “there are lots of details to figure out” 
and, “more market polls need to be done,” “but, I was thinking…” 


This resolution based mentality will serve you well at all levels of business 
partnerships. In this outline we are assuming you are still a younger Flipper 
and have modest  partnership opportunities and a modest network. While 
at this level simply keep working on building your brand and forming 
partnerships. Do not get over committed to one brand at this point 
because it will naturally limit your other opportunities. For example, if you 
take an exclusive deal with Redbull it means you can’t go after Monster 
Energy. At these early stages of building your partnerships it would be like 
getting married at the age of 8. 


That is way to early since you have not explored the world yet to see the 
options. Only ‘settle down’ with a company that clearly demonstrates they 
have many long term growth options for you. I mean it. Companies will tell 
you what you want to hear to get your product or service cheap, but make 
sure you do not fall for this. They want access to your product or service 
for the cheapest price they think they can get. Being a younger Flipper 
makes you a target for being exploited. This is why the FTA is acting as a 
union that helps Freestyle athletes learn about business and develop their 
value. 


I will not get into examples, but be warned that unless the client is willing 
to give you a contract and this contract keeps your options open, they are 
trying to take from you more then you will get from them. I have been 
given contracts from Flippers that try to get a deal with a manufacturer 
who requires the athlete to be exclusive, to promote them all the time and 
the brand only gives them a trampoline and can “take it back at anytime 



with no cause.” Contracts that are worded like this indicate an 
imbalance in the value trade. 


The key point is this: Read your contracts and highlight any aspect that 
you do not understand and speak to your network and older mentors 
about the contract privately. DO NOT just take whatever they send you. 
They are not there to build your value and pay more than they have to. If 
you would like legal advice on contract negotiation please contact the FTA. 


The details of negotiating contracts are complex and a case by case basis 
so it will not be covered here but please be warned that brands are not 
just altruistic and happy to throw Flippers money for a back flip or an edit. 
They will try to “nickel and dime you” if they think your not paying 
attention. A simple way to keep the value trade even: Ask direct questions, 
maintain slightly longer than normal eye contact and ask for details when 
discussing contracts. If someone locks eyes with you never look away 
until they do.


Brands will naturally try to undercut your value at the lower levels. 
Companies who have larger budgets such as Apple Inc. will literally throw 
money out the window because they have so much of it. Governments 
who literally print money as they wish are notoriously known for spending 
money unnecessarily. Larger companies will also have no problem 
changing their ideas at a moments notice. If you are a big company and 
you have money growing on trees, also known as “Rents” in the business 
world, you can throw money at one idea and only get half way and quickly 
change your mind, losing that investment for a bigger idea that will pay 
more (hopefully).


Big companies have million dollar budgets just for marketing new ideas. If 
that new idea that came to them would potentially make them $200,000 
they will not lose any sleep over abandoning your little $10,000 
sponsorship to pursue that idea instead. Big corporations have many 
people all getting ideas thrown at them so to gain traction with your single 
idea is tough and this is why you do not commit to one brand so early on. 
That is also why you need to build a long term relationship early with these 
big companies so your name keeps popping up. 


Play the field and simply focus on increasing your value one step at a time 
through community members and partners that are at your level. You will 



occasionally get big companies that reach out to you and you will 
think you are going to make it big, but in reality most of these ‘long 
shots’ will not go anywhere this early on in the building process. They 
may just be taking a ‘poll’ of their own and have no intention of partnering 
with you.


It is important to never burn these bridges when they fail but instead, think 
of them as ‘seeds in your garden.' You simply keep in touch with these 
bigger companies and update them on your building progress. If they hear 
something they like, they will ask more questions. Do not push them for a 
partnership. Just keep them updated and when they see an opening they 
will be sure to let you know. It does not mean you shouldn’t hint at 
suggestions and openings when you update them periodically, but be light 
and mention these openings ‘in the passing.’


For most cases, you will be dealing with smaller companies that need your 
services but have less finances to actually pay for them. It is frustrating, 
but it is normal in building any partnerships at the low to mid level. Just 
keep building and you will get a bit more every time. Remember the basic 
building process when you start naturally looking to these bigger 
companies. 10 shirts, 20 shirts, 50 shirts, 100 shirts…


For these smaller level companies you will need to get creative and 
leverage your network to make sure you can develop your product or 
service at their price. Be prepared to over-deliver. If the company is 
asking for ABC, you give them ABCD and use “D” as leverage for 
more business in the future with hopefully a larger investment.  

To Do List:  
Before any big meeting, outline 5 different ideas that you can use to spark their 
interest 
After each meeting, write down what the basic ideas were and send it back to 
the brand to make the partnership clear upfront  
Read all contracts with a trusted older mentor who has your interests at heart 



#9: Sell The Idea  
After you have established your building process firmly in the market place 
with steps #1-7 you will be gaining more and more followers, opportunities 
and you will be refining your product or service. You will have to repeat 
#1-7 consistently and stick to that base but #8 and #9 will start becoming 
more available and once your brand gets international recognition you will 
have the opportunity to start really going after the ‘big fish’ with your own 
pitches.


Assuming you have a strong idea and it is really taking off (even slowly), 
you will then be ready to start going after companies yourself that may be 
a few steps above your current level. This is the final step of building the 
partnership process because unless you can easily demonstrate your 
worth to a company from your previous building blocks, they won’t even 
respond to you. You have to have a ‘resume’ before you can get to the 
pitching stage. 


When you decide to sell to a company you will need to go after them in 
several ways. You will want to follow them on social media making great 
insightful comments on their page periodically. Do not over do it or they 
will think you are just trying to get into their wallets. It has to be natural, or 
at least appear natural when you do this. 


You will want to go on their websites and social accounts to see what they 
are doing. Their social media accounts will tell you what direction you 
could take when approaching them for a discussion or meeting. You will 
need to be able to demonstrate you understand the company and their 
motives before they even take the time to listen to you. 


You will also want to send them a private message on social media 
introducing yourself and simply offering help. Never ask for anything in 
the initial messages to any company. Simply tell them your product, 
service or area of expertise and offer help. You should word it in a way that 
demonstrates you have been following their accounts for some time. In 
this way, it is seen as basic customer service to get back to you and 
respond to your message. If they know (or think) you have been a long 
time loyal customer, they are much more likely to hear what you have to 
say. 




I would suggest on social media, you do not formally pitch anything. Just 
get a dialog going. Here are a few ways: 


1) Tell them a great experience you had with the product or service and 
how you use it all the time. Tell them a quick funny story about how you 
shared it with your friends. Thats what they want to hear! 


2) Ask for clarification on a promotion they are doing. They will want to 
answer if they think you are already buying something 


3) Actually buy their product and use it in videos and tag them in it. It will 
potentially open a door for larger partnerships in the future 


4) Suggest a new idea for a product that you think your community will 
like


5) Ask a question about the history of their company or a key aspect 
about the company


These are called “soft sells” where you simply get a discussion going that 
has nothing to do with value…yet. From there if they respond you will 
slowly follow the train of thought and slide in a few facts about you as you 
go. Do not make it all about you or the ‘jig is up.’ Make it mostly about 
them and when they ask you about you be honest but try to lead them into 
a direction. Do not push it upon them! 


You should also send them emails through their website. Check out their 
site like you do with social media. Websites use to be the first social 
media accounts after all. When emailing them through a corporate 
website however, be a bit more formal and direct about your wish to form 
a partnership of some kind.


The best way to get right to the heart of the pitch is to call the business 
directly on  the phone. As a Flipper, you will most likely be calling and 
asking for the marketing division of the company. They will generally ask 
what you are calling for and you will have to sum up your ‘elevator pitch’ in 
one or two sentences. Practice it before you call! 




“Hello, I hope you are well. I was looking to speak to your marketing 
division about a great concept we have that relates to your last social 

media campaign. I loved it and work with [insert company name here] 
and believe we can help you break into that market even more simply 

because we work so closely with that market ourselves.”  

~ Motivated Flipper 

Online you will see a million variations of these pitches and every 
professional will have slight alterations but in reality you simply need to 
show them you have paid attention to their brand and that you can offer 
them help in some way. The specific words are not as important. 


If the secretary transfers you through that is great and you need to 
basically repeat what you told him or her and start asking more questions. 
The marketing director or their assistant will ask what you do and you 
should have this ready to recite as well but make sure as you talk, you tie 
in their company to your ‘pitch’ when you can. Use terms like: “This is why 
working with your company…” or “When we saw you last post we thought 
of you because…” 


Get them talking and you will figure out very quickly if they like what you 
are selling to them. If they do, simply end the discussion naturally and 
when you do, offer to send them an email with more details. They will give 
you their email or their assistants email and you should forward over a 
short proposal (no more than 1-2 pages with video links and pictures) that 
introduces what you are pitching. Do not send the entire concept, just a 
sneak peak that shows it works! Remember, your pitch will change as 
they discuss it with their team. I have sat in offices where I was pitching 
against a competitor and the CEO said that he did not care to read the 
other person’s proposal because it was too long. 


If you can, put it into video format. This could be where you lean on your 
network to help you create a pitch deck or edit a video that describes your 
proposal. Send it over the next day, not right away or you may look 
desperate. Do not wait too long or they will forget you even called. 


You will repeat this process hundreds of times every month. You can’t turn 
your back on your day to day Brand-By-Brand building process from step 



#1-7 with the businesses at your level, but add in at least 50 pitches on 
‘pitch day’ to these other bigger companies. 


I would set aside one day in the middle of the week to send out pitches. If 
you do it on Monday you are competing with everyone else that sent 
something over on the weekend. If you do it on Friday, they may be 
already going home and thinking about a party they may be going to. From 
personal experience you can reasonably send out 100 pitches in a 6 hour 
time frame assuming you copy and paste each one. I know most experts 
won’t tell you to do that, but simply follow this plan: 


1) Pick a specific industry to target (nutrition supplements, energy drinks, 
trampoline parks etc.)  

2) Write a 100-150 word pitch that you think will naturally work for all 
companies in that specific industry


3) Send the pitch addressed to the specific company and name them in 
the pitch (Hello Funk Nutrition)


4) Add in a sentence near the end that discusses a specific concept about 
their specific brand: “Due to the fact we work with so many athletes 
around the world, we can easily help distribute your new Funk Protein 
bars to the acrobatic community.”


5) Send the email with a title like : “Global Athletic Nutrition Partnership 
Inquiry”


6) Open another internet tab and open your email so you have your email 
in two windows


7) Go to your “sent” folder and  find that last email. Copy it  and paste it 
to the second window and keep that tab open


8) Find another company through google search and put their email in the 
second email tab


9) Change the name of the company you are addressing (Hello Extreme 
Nutrition,) 


10)Change the specific sentence in (4) to something about Extreme 
Nutrition. 


11)Send The email and repeat steps 1-11 repeatedly


Once you get into a rhythm after several emails you will get many pitches 
out very systematically. All companies know that most people who email 
them are pitching something. As long as you have a good specific 
sentence and address their company in the email it will suffice and they 
will respond if they are interested in hearing more. It is typical to get about 



15-20% of emails responded to and having tried specifically tailored 
emails in large quantities I can say the difference is negligible. You can 
pitch many more companies at a return of 15-20% compared to 
painstakingly write each email from scratch only getting to the same 
number of companies in the same time frame with no real difference in 
response rates. 


These email pitches are soft sells and expect to call companies just as 
often if not more. It is more effective but not always practical if you are 
traveling all the time. If the company is a favourite of yours you should be 
calling them no matter what. If you can’t get through, then simply email 
them once every two or three months and keep updating them like you do 
with your mentors and existing network. Usually they will eventually 
respond, or ask you to stop emailing them. Either way you are given an 
answer and can try to build off of the response once you are more valuable 
to them.


The real name of the game in selling is numbers. Do not send out a few 
well tailored pitches and wait for money to come flying in. In a world as 
busy as it is with so many different people pitching, they will basically skim 
your email and click a link you sent and if it impresses them they will talk 
to their team or ask for some more info. With so many different companies 
available through online networks you have to simply play the numbers 
game. 


Whenever I pitch a company I will then take a few minutes after sending 
100 pitches and copy and paste all the emails to my excel spread sheet 
and keep track of the company I pitched, if they got back to me and the 
contact info. 


This will make your three month follow ups very systematic. If you 
have a team, put it on google drive and get your team to add to it as they 
do their pitches. Once every 3 months follow up and indicate that you 
have already reached out and wanted to know if the company had time to 
review the last email. If a company does not get back to you after the third 
time just assume they are not interested or you do not have enough value 
for them…yet. Keep them on your contact list, note that they are not 
interested yet and in a year follow up updating them on your progress.  



It’s a simple, reach out and follow up cycle and if you keep track of every 
company you pitch to you will have higher rates of returned emails over 
the long run. As mentioned, companies are always changing and looking 
into new ideas so a pitch you send at one time with no response may be 
exactly what they are looking for in a year or two when their less than 
favourable manager got fired. Companies are always getting new 
employees as well and changing their business strategy so never throw 
contacts away! 


To Do List:  
Pick one day a week to sit and do pitches.  
Call 20 Companies that day  
Email 50 companies that day  



#10: Repeat Degrees 1-10 

This process simply repeats forever and ever. There are many different 
aspects of this process that can take a full book to discuss in detail but I 
hope that at this point you see the generic overall building process. As you 
build your brand and accumulate partnerships/sponsorships/investments 
you will learn a lot just by going through the process. Every different 
business has unique ways of operating so each of these steps will be 
slightly altered but the generic overall process will be the same. 


Simply go back to #1 and go through the process again all the way to #9. 
Simply look for new members of your network who have value to offer and 
help them realize that value with your previous business accomplishments. 
You use them to step up a rung on the ladder and then you help them do it 
as well on their new personal project. Then you go after a slightly bigger 
project and repeat the process. 


As you work your way up the social hierarchy you will naturally find 
yourself trying to go after more and more ‘big fish,’ forgetting to stick to 
the basic building structure. DO NOT DO THIS! Stick to the plan and 
remember your basics just like in training. Consolidating previous 
networks and partnerships is more important than new partnerships. 
Never sacrifice a previous partnership for the hopes and dreams of 
catching the ‘big one.’


Find new partners, help them in anyway you can and then take the next 
step up by utilizing the progress you both have made to get to the next 
step of the ladder. Then once you take a step up, turn around and help 
your network take a step up as well. It is that easy! 


The primary behaviour of a human being is to climb the social hierarchy 
and they want to partner with people who they think they can help them. If 
you are not getting partnerships it means they do not think you can help 
them. It could be a shortsightedness on their part but also could be low 
value on your part. If brands clearly can’t see why you can give them 
value, then that’s your fault, not theirs. It’s your brand and the way 
people respond to it is your responsibility.  



You could have a great product but are not selling it to the right people. 
This is very common so if brands are not responding, do not simply blame 
yourself and get sad, try different types of brands and different types of 
pitches to see if the underlying value is an issue or just who you are selling 
to.  

If this process is not working for you it means there is something wrong 
with your product or service or a problem with the way you are promoting 
your service which doesn’t clearly show the right people the utility in it. 
Making a great product or service is not the hard part of business 
generally. It is getting everyone else to understand how it can help them 
and finding the right people who really need the help. 


In a world where everyone is so busy and getting ‘pitched’ all day every 
day from their friends and family and other businesses, they tend to ignore 
advertisements more and more so you need to differentiate yourself and 
demonstrate your value, not simply talk about it. Everyone talks, not 
many people actually do it though. You will learn that in business.  

I hope the process is understandable and I hope you see that it really 
matches nicely to how trampoline skills are built Degree-By-Degree. It will 
take discipline to take the necessary small steps for many years before the 
big fish appear to you, but it will come if you keep on the pathway. I will 
say that this process will show you something more important than 
anything said in this book: 


This process will show you if you are truly a business minded 
individual. Everyone wants to think they can start a billion dollar business 
but once they get to the Brand-By-Brand process of building it over the 
years as outlined here, they learn very quickly if they really are motivated 
to be a brand or would really rather just balance life out with other things. 
Building a business is life consuming and at the start it will be near 
impossible to balance personal life and business so this process will show 
you quickly which kind of life you want. 




There are pros and cons to both ways of life:  

Pros To Business: 

1) You get to build something new 

2) You never have a limit to your success if you are willing to keep building 

3) You get to control your life and control who you interact with 


Cons To Business: 

1) You are working 100 + hours a week minimum 

2) You never know if it will truly work 

3) Balancing your personal life and business life is very tough


Pros To Being An Employee: 

1) You have stable income 

2) You have a community that works with you right from the start 

3) Life is balanced between friends, family and work


Cons To Being An Employee 

1) You have limited freedom to create something new 

2) Your community may be toxic and you can’t change that easily 

3) Limited control over your social status mobility 


Business is not for everyone and many simply have a small business on 
the side to retain some level of freedom but have a part time or full time 
decent paying job that keeps a roof over their head as they go through the 
above process. This is why I suggest a Flipper start this process as early 
as possible. When you are young you have all the time in the world to build 
a business and get the process started. When you are older, you will have 
many more pressures and people will not be so willing to help you 
because your not young anymore.


Many parents will claim that kids should not work when they are young but 
I do not agree with this. If you are working and building a business you are 
learning about how the world works and how you can positively influence 
it. To wait until you are in your late teens to start getting a job or a business 
means that you will be behind the new generation who is starting to find 
ways to build within the market at an early age. Starting late in working, 
wether it is business or even a simple job like cutting grass for example is 
like starting late in a race. You can start late, but it just means everyone 
else will get to the opportunities first meaning they won’t be available 
to you. 




There will be other opportunities always popping up so its never a done 
deal, but why wait to start building your life? Also, parents will not be 
willing to keep a roof over your head forever and will expect you get a job 
at some point when you are getting into college. Why wait and struggle if 
you can start early and get a great systematic controlled head start before 
paying the bills is an issue? 


Some older generations will say that kids need to be kids and they need to 
play. I agree, but they also need to think about their future as well and start 
finding ways to build their future on their own terms or they will grow up to 
feel trapped and this causes many negative effects in the long term that 
‘playing more games’ will not solve.


If you are young (12yo) start slow and just put in an hour a day of business 
ideas and research between your school work and extra curricular 
activities. If you use your time wisely, while you are at your extra curricular 
activities you will be already making business connections that will grow 
into a full business of some kind. Don’t just give up on school and friends 
to start a business, but don’t just let these early years pass you by 
because the longer you wait to start building, the less opportunities you 
will have at the end of the day. 


Interview With Jesse Heffels Part 1:  
https://www.youtube.com/watch?v=YNaFZTv908w


Interview With Jesse Heffels Part 2: 
https://studio.youtube.com/video/sDguf3TqQ1k/edit


https://www.youtube.com/watch?v=YNaFZTv908w
https://studio.youtube.com/video/sDguf3TqQ1k/edit

