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The $13 Million Discovery That Shocked Even Me

If you're reading this, it's likely because your business, the entity you've poured your

lifeblood into, is exhibiting symptoms of a chronic, frustrating, and all-too-common ailment.
It's a condition | call Opportunistic Growth Sickness.

The symptoms are varied but painfully familiar. Let me guess, does this sound familiar?
You're riding the 'Referral Rollercoaster'—one month is a thrilling climb with new clients,
but the next is a stomach-lurching drop into an empty calendar, forcing you to wonder if this

is the month you'll have to start cutting back.

To fix it, you dive into the world of marketing, only to find yourself drowning. Your browser
has 20 tabs open to different 'can't-miss' tactics. Your inbox is a graveyard of webinar
replays you swore you'd watch. One guru says funnels are dead, another says Al is the only

answer. The conflicting advice isn't just confusing—it's paralyzing.

So you decide to build something yourself. But you're spending your nights—time that
belongs to your family or your own peace of mind—wrestling with tech that was supposed to

be 'easy,' feeling more like an unpaid IT admin than the visionary leader of your business.

And then, the final gut punch. You're scrolling online and you see them—a competitor,
someone you know isn't as skilled as you are—announcing another record-breaking month.
It's not just frustrating. It feels deeply unfair. It's that persistent, gnawing pressure that

you're working harder than ever, just to feel like you're being left behind.

©2025 Doctor Of Ads ¢ https://DoctorOfAds.com



The Vicious Cycle
of Opportunistic Growth

CHASE NEW
OPPORTUNITIES

N

SEEK NO
RAPID STRATEGI
GROWTH PLAN

RNa

INCONSISTENT
RESULTS

You're working harder than ever, yet the growth isn't just slow—it's erratic. The highs are
exhilarating, but the lows are terrifyingly quiet. This feast-or-famine cycle isn't a business
model. It's an inevitable high-stress condition that threatens the long-term health of your

enterprise and your well-being.

My name is Dr. Theresa, and for 24 years, my world was healthcare. | was a doctoral-level
occupational therapist, trained to diagnose the root cause of an iliness, not just treat its
symptoms. The human body is a complex system, and a lasting cure requires a precise

understanding of the underlying pathology.

When | transitioned into the world of online marketing over a decade ago, | was shocked to

find that most entrepreneurs were doing the exact opposite. They were treating symptoms.

They were slapping on tactical band-aids—a new social media trend, a random ad, a

complicated funnel—hoping to heal a deep, strategic wound.

This manifesto is the result of applying my diagnostic and prescriptive training to the world of
business growth. It's a distillation of 10 years in the marketing trenches, managing millions in
ad spend, and generating millions in revenue for my clients. It's a protocol born from one
simple, powerful realization: Predictable client attraction is not a matter of luck or

hustle. It is a matter of strategic precision.
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Now, let's talk about the most powerful—and most misunderstood—instrument available to

us today: Artificial Intelligence.

Let's be direct: your skepticism of Al is not only warranted, it's intelligent. In the hands of
amateurs, Al is a 'hallucination machine' that churns out generic, soulless marketing and

fabricated data. That is not what we do here.

That's like blaming a surgeon's scalpel for a botched operation. The fault isn't in the tool; it's

in the untrained hand of the user.

The protocol in this Manifesto is not about letting Al think for you. It's about using Al as a
surgical instrument to execute a proven human strategy with a level of precision that was
previously impossible. It's how we diagnose your market's deepest desires in minutes, not
months. It's how we craft messaging with a level of personalization that makes your ideal
client feel truly seen. It's how we execute with a speed that allows our clients to dominate

their competition.

Al isn't the 'magic'. The strategy is the magic. Al is simply the instrument that lets us perform

surgery while others are still fumbling with band-aids.

It's a system I've used to guide entrepreneurs from uncertainty to market leadership. But
don't simply take my word for it. In my clinical practice, results are paramount. Consider

these "patient success stories":

"Working with Dr. Theresa's Al-based protocol, we went from just getting
started to over 7 figures in revenue for our company, FIXIT. Her insights into

demand generation were the critical factor in our growth."— Jesse Briggs, FIXIT
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"The immediate impact was unbelievable. Our leads increased 4X in a
SINGLE DAY after implementing Dr. Theresa's Al-based research. We finally
have a predictable way to grow."— Charley Mann, Founder, Law Firm
Alchemy

These aren't anomalies. They are the predictable results of a proper diagnosis and a potent
prescription. This manifesto is your diagnosis. It will illuminate the true ailment plaguing your
business. And it will hand you the prescription—The Al Demand Manifesto—that has the
power to cure it for good.
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Why 87% of Expert Entrepreneurs Are Slowly Going
Broke (And Don't Even Know It)

Let's be clear. If you're struggling to find a consistent flow of ideal clients, it's not because

you aren't working hard enough. It's not a reflection of your passion or your expertise.

You... have been sold countless prescriptions—funnels, ads, software—without ever getting

a proper diagnosis first.

You've been prescribed the wrong medicine. You've been told the cure for inconsistent
growth is to hustle more—post more, network more, build more, spend more. That's the

equivalent of a doctor telling a patient with a broken leg to just "run it off."
The real problem isn't your effort; it's that you've been trapped on the 'Tactical Treadmill.'

It's that frantic chase for the next magic bullet. You hear 'Facebook ads are the answer,' so
you throw your hard-earned money at a campaign with no real strategy, praying something
sticks. A guru promises his new software is a 'business in a box,' so you invest, only to find it
collecting digital dust. This reactive, symptom-focused chase is the direct cause of the pain

you're feeling right now:

e That sickening feeling of Wasted Ad Spend. You stare at your ads manager, seeing
the numbers climb in the 'Amount Spent' column while the 'Results' column stays
stubbornly empty. It's not just the money you've lost; it's the trust in the entire
process, leaving you skeptical and financially gun-shy.

e The agonizing reality of Inconsistent & Unpredictable Leads. One week, your
calendar is packed and you feel like a CEO. The next, it's a ghost town, and that
familiar panic starts to creep in. How can you possibly hire help or plan for the future
when you're living in a constant state of feast or famine?

e The soul-crushing Massive Time Suck. You, the brilliant expert and visionary, are
spending your most valuable hours stuck in a YouTube tutorial vortex, trying to figure
out why your landing page won't save. It's a thief that steals not just your time, but the

visionary work you're meant to be doing.
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e And it all culminates in total Analysis Paralysis. You have a folder on your desktop
with 50 half-read marketing guides. You're so overloaded with conflicting advice and
complex jargon that you do the only thing that feels safe: nothing at all. And that

inaction is the most expensive mistake of all.

As a healthcare professional, this approach doesn't just feel wrong—it feels like

malpractice.

In my world, we had a name for people who sold miracle cures without a diagnosis: snake
oil salesmen. It was unethical and dangerous. And frankly, what | see happening in the

marketing landscape today is the modern equivalent.

The Al hucksters and so-called 'gurus' have weaponized this opportunistic mindset. They

are preying on your hope, selling you 'quick-fix' Al tactics that are nothing more than digital
snake oil. They're getting rich by treating your symptoms ("l need leads") while deliberately
ignoring the root cause, perpetuating a cycle of wasted money and disappointment because

they know a healthy business no longer needs their quick fixes.
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The $847-Per-Day Mistake That's Bankrupting Your

Future

The fundamental problem isn't your industry, your niche, or your technical skills. It's that

you've been prescribed the wrong strategy.

Look, forget all the complex marketing jargon for a second. When you strip it all away,
most of the bad advice out there—what | call the 'Opportunistic Model'—boils down to three
critical mistakes. It drives me crazy because | see brilliant people making them every

single day.

First, they try to sell steaks to vegetarians. There was this legend, a guy named
Eugene Schwartz—kind of the godfather of all modern advertising. He laid out this simple
truth decades ago that everyone seems to have forgotten. He said you can't create desire
out of thin air. You can only find what people already desperately want and channel that
desire toward your solution. But what does almost every entrepreneur do? They build
something they think is great, and then they burn themselves out trying to convince people

they should want it. It's a losing battle from the start.

Second, they shout their message into a hurricane. They take that offer—the one
that's already a tough sell—and they blast it out to everyone, hoping someone, anyone, will
listen. Without a crystal-clear picture of their ideal client, their message gets diluted into
background noise. They're speaking to everyone, which means they end up connecting

with no one and wasting a fortune in the process.

And third, their message sounds like a carbon copy of everyone else's. Because
they're using the same generic templates and buzzwords, talking about 'unlocking potential'
and 'leveling up.' It’s bland, it's forgettable, and it's a complete disservice to the incredible,

unique expertise they actually have.

And that's the result. You see these incredible experts, people with so much to offer,

struggling to get consistent, high-value clients. And it's not because they're not good
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enough. It's because they're treating the symptoms instead of fixing the broken strategy

underneath it all.

The 3-Pillar System That Generated $13+ Million in

Client Results

The antidote to Opportunistic Growth Sickness is The Al Demand Manifesto. This is
not a tactic. It is not a fleeting trend. It is a strategic operating system for client attraction,
deeply rooted in the timeless principles of direct response marketing, most notably the work
of the legendary Eugene Schwartz.

Schwartz taught us that you cannot create desire. You can only tap into the powerful
currents of hope, fear, and desire that already exist in the hearts and minds of your
prospects. The Al Demand Manifesto is my proprietary framework for systematically

channeling that existing demand directly to your doorstep.
It's a prescription with three essential, non-negotiable pillars:
Pillar One: Optimized Offer
Pillar Two: The Precise Audience

Pillar Three: The Compelling Message

PROTOCOL-MARKET FIT

OPTIMIZED PRECISE COMPELLING
OFFER AUDIENCE MESSAGE
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Get these three elements right, and the system works. Neglect even one, and you're back to

treating symptoms.

L 4

Before you spend a single penny on ads, before you design a landing page, before you write
a single word of copy, you must first craft your Optimized Offer. This isn't just what you sell.

It's the potent elixir that your ideal client desperately craves.

An unoptimized offer is the #1 reason marketing fails. It's a generic vitamin in a world

that needs a powerful antibiotic.

An Optimized Offer does three things masterfully:

1. It Solves a Deep, Painful Problem: It goes beyond surface-level wants and
addresses the core ailment.

2. It Promises a Vivid, Desirable Outcome: It paints a crystal-clear picture of the
"healthy future." A specific, optimized offer naturally repels the tire-kickers and magnetizes
the serious, committed clients you love to serve.

3. It Obliterates Risk and Builds Inescapable Value: It makes the decision to say
"yes" feel both safe and incredibly intelligent. It shifts the conversation from "How much does

it cost?" to "What is the return on this investment?"

One of my clients, Michael, discovered the power of this pillar before ever launching a

campaign.
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"Dr. Theresa’s focus on the offer itself was a revelation. We refined
our core promise and value proposition based on her protocol and
raised our projected conversions to 3.7% BEFORE spending a
penny on ads, saving thousands in wasted testing. We knew it would

work before we even started."— Michael Williams, Coach

Your offer is the medicine. If it isn't potent, no amount of advertising can make it work.

Your offer is the active ingredient in your entire marketing system. Most entrepreneurs

create offers based on their capabilities rather than their market's deepest demand.

It reminds me of that character from My Big Fat Greek Wedding who was convinced Windex
could cure any ailment. That's what the marketing 'gurus’ are doing. They're selling you
their one-size-fits-all 'Windex'—a specific funnel, a trendy Al tool, a social media tactic—and
telling you it will solve all your business problems. It's lazy, it's ineffective, and it's a complete
disservice to your real needs.

The Correct Diagnosis: Find The Raging River of Demand. Your offer must connect with
existing, urgent demand in the market. | teach clients to identify what Schwartz called "the
conversation already happening in the prospect's mind." using proven Al protocols. Marcus
discovered that his target audience wasn't seeking "business consulting"—they were
desperately looking for "predictable profit systems." This single realization transformed his

messaging and results.
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The Potent Formulation: Sell The Destination, Not The Airplane. Premium clients don't
buy based on features—they invest based on transformation. Your offer must promise a
specific, measurable outcome that justifies premium pricing. When Sophia repositioned her
services from "strategic planning" to "90-day profit acceleration for overwhelmed

executives," her average project value increased by 340%.

The Immediate Application: Give Them A Reason To Act Today. Without urgency, even
perfect offers fail to convert. The Optimized Offer includes built-in urgency that compels

action without feeling manipulative or salesy.

©

Once you have your potent elixir, you must administer it to the right patient. A brilliant
cardiologist is useless in a room full of people with skin rashes. Similarly, the world's

greatest offer is useless if it's shown to the wrong audience.

So where does this critical mistake happen most often? It happens in the digital
trenches, deep in the weeds of tools like Facebook's Ads Manager, where entrepreneurs

get tangled in the endless maze of 'targeting and retargeting effectively'.

Precision targeting is about diagnosing your ideal client with clinical accuracy. It's about
moving beyond simple demographics (age, location) and diving deep into the

psychographics:

° What is their State of Awareness? (A core Schwartz principle). One of the
biggest secrets Schwartz taught is that you can't use the same message for all
prospects, because they aren't all at the same stage of their journey. He understood
that you must first know the specific question they're asking themselves in the middle
of the night.

Think of it like someone with a headache. Some people are just starting to feel the
pain. Their only question is, 'Why does my head hurt so much?’' They are obsessed

with the problem, but have no idea what the solution is.
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Others have had the headache for a while. They've accepted the problem, and their
question has changed to, ‘What's the best way to get rid of a headache?’ They're
now researching types of solutions—should they try pills, a natural remedy, or maybe a

massage?

Finally, some people have already decided on the type of solution they want. Their
question is now hyper-specific: ‘Should | buy Advil or Tylenol?' They are comparing

specific products, looking for the best features and the best deal.

Trying to sell Tylenol to the person who is still asking why their head hurts is a
guaranteed way to be ignored. You're answering a question they haven't even thought
of yet. True marketing precision means you first understand the question in your

prospect's mind, and then craft a message that answers it directly.

e What are their Core Beliefs? What myths have they been told? What limiting beliefs
are holding them back?

e Where Do They Congregate Online? What pages do they follow? What influencers
do they trust? What language do they use?

This deep diagnostic work ensures you're not just ‘'reaching the right people,' but that
you're meeting them exactly where they are in their journey. It's the difference between
shouting in a crowded stadium and whispering a compelling secret to the one person who

needs to hear it.

Al is the ultimate MRI machine, revealing these layers of potent buyers with a clarity that

was previously impossible.

But how? It's not about asking a chatbot, "Who is my ideal customer?"—that's the amateur

move that leads to generic garbage.

Our protocol uses Al as a high-speed diagnostic tool to analyze the specific language of
your market across the internet—the precise questions they ask in forums, the frustrations
they share in reviews, the exact words they use to describe the pain they're in. The system

identifies the hidden patterns and buying triggers that a human researcher could spend
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months trying to find. It's how we build a diagnostic profile of your ideal client that's based

on real-world data, not guesswork.

Attempting to market to everyone is like practicing medicine without diagnostic

criteria—ineffective and potentially harmful.

Step 1: Create The 'Ideal Prospect’ Profile. This is where we stop shouting into
the void and start building the 'heat-seeking missile' that will carry your message. Just as a
clinician uses specific criteria for a diagnosis, we go beyond simple demographics. We use
Al to create a living, breathing profile of the one prospect who is not just willing, but
desperate to invest in your solution, based on their deepest pains, triggers, and the

conversations they're already having online.

Step 2: Become The Specialist, Not The Generalist. In any hospital, the family
doctor is respected, but the world-renowned brain surgeon commands the highest fees and
the most authority. Your audience must see you as that specialist. This is where we carve
out your unique space in the market so your ideal clients see you as the only logical
choice. David transformed his results when he stopped marketing to "all business owners"
and started targeting "tech executives struggling with team productivity"—an audience that

paid 3x more and converted 5x faster.

Step 3: Take Their Temperature Before You Pitch. You would never rush a new
acquaintance into a deep conversation. You have to gauge their temperature first. Prospects
are the same. Cold prospects (who are just becoming aware of their problem) need
education. Warm prospects (who are researching solutions) need proof. And hot
prospects (who are ready to buy) need urgency. Speaking the right language at the right

time is the difference between being seen as a trusted advisor and an annoying salesman.
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The Message Technique That Cut Lead Costs

From $7 to $3 Overnight

A

You have a potent elixir (Offer) and the right patient (Audience). The final pillar is the
communication that bridges the two. Your message is how you articulate the patient's
problem back to them better than they can, and then present your elixir as the one, true

solution.

This is where art meets science. Your message must be infused with empathy, authority, and
authenticity. It must overcome the deep-seated skepticism that every consumer in 2025
possesses. This isn't about hype or "salesy" tactics. This is building a genuine connection

through strategic communication.

A Compelling Message will:

e Enter the Conversation Already Happening in Their Mind: It meets them at their
State of Awareness.

e Agitate the Pain: It gently reminds them of the cost of inaction.

e Introduce Your Unique Mechanism: It explains why your solution is different and
uniquely effective.

e Provide Proof: It uses testimonials, case studies, and data to build unwavering
belief.

When you master this, the results are immediate and dramatic, as our client Nicole

discovered.
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"l thought my targeting was the problem. Dr. Theresa showed me my
message was the real issue. | learned how to apply her Al-powered
diagnostic insights to my messaging and cut my lead costs from an
average of $7 to about $3. It completely changed the economics of my

business." — Nicole Piper, Founder, Pipe Wellness Marketing

When your Offer, Audience, and Message are in perfect alignment, you have achieved
Protocol-Market Fit. This is the foundation of a healthy, predictable, and scalable client

attraction system.
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The Protocol-Market Fit
Formula

The Compelling
Message
(The Bridge)
Strategic
Communicatiion
The The Precise
Optimized Audience
Offer (The Right
(‘The Potent Elixir) Patient)

To bridge the gap between your potent offer and your precise audience, your message must

execute three critical missions:

Mission #1: Enter The Conversation Already in Their Mind. This is the first and most
critical step. Your message must instantly make your prospect feel seen and understood.
This isn't about clever copywriting; it's about having the diagnostic accuracy to articulate
their internal dialogue better than they can. When you prove you understand their pain on a

deep level, they will subconsciously believe you must have the cure.

©2025 Doctor Of Ads ¢ https://DoctorOfAds.com
16




Mission #2: Establish Unshakeable Authority. Premium prospects are rightfully skeptical;
they've been burned by the 'gurus' before. Your message can't just claim expertise; it must
demonstrate it without sounding boastful or salesy. We accomplish this by weaving in
strategic stories and undeniable social proof that makes belief in you the only logical

conclusion.

Mission #3: Compel The Next Logical Step. A brilliant message that doesn't lead to action
is a wasted effort. Every single component of your message—every headline, every story,
every piece of proof—must be engineered to effortlessly guide your prospect to the next
logical step. The final call to action shouldn't feel like a sales pitch; it should feel like the

natural, inevitable conclusion to the powerful case you've just made
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The 4 'Prescriptions' From Marketing Quacks That Are
Keeping You Stuck

You have been sold a series of flawed prescriptions based on a faulty diagnosis. Let's

expose the most common and destructive ones so you can stop the malpractice for good.

“If your ads aren't working, you just need to spend more

money.”

This is the first thing a lazy agency or a guru will tell you. But you've already been
down this road. You're not afraid of investing; you're tired of investing in strategies

that don't deliver a return.

The real issue isn't the size of your budget; it's the complete lack of a proper
diagnosis before you spend a single dollar. The most expensive thing you can do is
continue to pour good money into a campaign with a flawed foundation. The truth isn't

to spend more; it's to spend smarter by getting the strategy right first.

"Your business is 'different'—digital marketing won't work for
you." This is the comforting lie you've been told after getting burned. You hear it disguised
as, "My business is built on relationships," or "My niche is too sophisticated for standard

ads." But this belief is a cage that keeps you small. The truth is, human psychology is

universal. Your high-level B2B clients are driven by the same pains and desires as everyone

else. Our protocol doesn't replace relationship-building; it fills your calendar with the right

people so you can build relationships that lead to revenue, not just coffee.

"You're a brilliant founder, so you should be able to figure all this

out yourself." This is the most dangerous prescription because it attacks your ego. You're a

master at what you do, so it feels like you should be able to master marketing, too. But you

wouldn't perform your own dental surgery or represent yourself in a federal court. This is no

different. Trying to be a DIY marketer while wrestling with technology isn't saving you
money; it's costing you a fortune in lost time and missed opportunities that your

competitors are happily scooping up.
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: "Al is a complicated threat that's not worth your time."” First, they
tell you Al is just a complicated tech fad. Then, they whisper that it's going to steal your job.
Both are lies designed to keep you overwhelmed and powerless. We've already established
the truth: Al is the scalpel, not the surgeon. It doesn't replace your expertise; it magnifies it.
It automates the robotic, soul-crushing tasks (like data analysis and copy drafts) that you

hate, freeing you to do the high-level strategic work and client delivery that only you can
do.
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The Cure for Business Chaos

For months—maybe years—your business has been sick.

You've been fighting, not against clients or your offer, but against a chronic condition inside
your business that erodes clarity, drains your energy, and leaves even the most capable

entrepreneur questioning their next move.
The symptoms are everywhere.

e It looks like random lead flow—one day a flood, the next a desert
e |t feels like burnout disguised as hustle
e It sounds like a thousand conflicting prescriptions—from gurus, tacticians, and

trends—all shouting over one another, none delivering a lasting cure
This isn't a marketing problem. It's a strategic disease.

The name of the disease is Chaos.

It thrives on reactivity, rewards guesswork, and convinces you to work harder instead of
smarter. It offers you noise when what you truly need is signal. It fuels anxiety with every

unpredictable outcome. It's not personal—it’s systemic.

But now, you've introduced a new force: The Al Demand Manifesto.
And with that, the battle changes.

In the first weeks, the fog begins to lift.

For the first time in a long time, you stop asking, “What should | be doing?”
You start asking better questions—and getting even better answers.
You gain visibility into the mechanics of demand: what your audience actually wants, why

your previous offers missed the mark, and how to reposition with surgical precision.

Then, something critical happens.
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You start seeing control return.

Campaigns begin with clarity, not anxiety.

The guesswork is replaced with data.

Your ad spend isn’t a leap of faith—it’s a calculated investment backed by insight.

You stop chasing tactics and start directing strategy.

And the daily tension—the chronic, low-grade pressure of not knowing where your next

client will come from—begins to dissolve.
Your calendar is no longer a source of stress. It becomes a reflection of your design.

And now, 90 days after starting the treatment, the prognosis isn't just good—it's a complete

return to predictable health. The transformation is undeniable.

e You are no longer guessing at the cause of your growth. You know the exact clinical
formula for generating—and replicating—demand at will. Your business's vital signs are no
longer erratic; they are strong and steady.

e Your calendar is no longer a source of anxiety. It fills with a calm predictability,
attracting premium clients who arrive pre-diagnosed and pre-sold on your cure, ready to
begin treatment.

e Your own energy is no longer burned fighting the fever of chaos. It's reserved for
what truly matters: serving your clients and leading with the clear mind of a master clinician,
not a burnt-out firefighter.

e And your marketing? It's no longer a high-risk gamble. It is a predictable, clinical
system—a bulletproof immune response that protects your business from the

feast-or-famine virus for good.
This is the predictable result of treating the root cause, not the symptoms.

You didn’t just overcome noise. You dismantled it.

You didn’t just fight the chaos. You replaced it with command.

And from this new position—clarity becomes your default.
Design replaces desperation.

Precision wins the war.

Welcome to the other side.
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Your Prescription for Predictable Growth

Every effective treatment begins with a proper diagnosis. The entrepreneurs achieving

7-figure results aren't just consuming information—they're implementing proven protocols.

The Manifesto has given you the blueprint for a predictable client attraction system. The next
step is to get the protocol that shows you how to implement it without making a single

mistake.

This is why I've created The Pre-Ad Profit Protocol—your diagnostic and foundational
treatment center where you’ll discover exactly what's been blocking your path to predictable

client attraction.
Exactly What You'll Master

e FUNNEL FORENSICS: Diagnose where your current funnel is leaking revenue

e COMPETITOR INTELLIGENCE: See exactly what is working in your market right
now

e TRUST THERAPY PROTOCOL: Establish immediate authority before you ask for the
sale

e PROSPECT ENGAGEMENT RX: How to engage leads so they actually respond

e CONVERSATIONAL AD MASTERY: The framework for ads that start conversations,
not just get clicks

e TECH STACK MASTERY: The simple, non-techy tools you actually need

e CONVERSION RATE REHAB: Fix your conversion humbers before you scale spend

Stop The Bleeding. Start The Protocol

The prescription is clear. The protocol is proven. The risk is eliminated

Get The Pre-Ad Profit Protocol - One-Time Payment of
$497
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My 'You Can't Fail Guarantee'

My promise to you is that this protocol will cure the chaos in your marketing.
| am so confident in this system that | am willing to take 100% of the risk.

If you implement the Pre-Ad Profit Protocol for 60 days—you do the diagnostic work, you
build the profile, and you craft the message—and you haven't had at least one ideal client

say, "Wow, that is exactly what | need" after seeing your new offer...
I will not only refund every penny of your $497 investment...
| will also get on a one-hour private strategy call with you personally to fix it.

| don't want your money if this protocol doesn't work for you. | want your success story.

Get The Pre-Ad Profit Protocol Risk-Free

The Critical Decision Point

You are at a crossroads that will determine the trajectory of your business for the next five

years.

You can continue with the current approach—hoping referrals appear, experimenting with
random marketing tactics, and struggling with Al complexity—or you can begin implementing

a proven strategic protocol.

Here’s the brutal math: Every single day you postpone implementing strategic demand

generation costs you an average of $847 in lost revenue opportunities.

That's $25,410 per month of clients who choose your competitors instead

Stop the Loss. Get The Protocol Now.
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Dr. Theresa has spent 24 years in healthcare and over 10 years mastering strategic online
marketing and Al. Her Al Demand Manifesto has generated over $13 million in client results
across diverse industries. She specializes in transforming expert service providers into client
magnets through strategic marketing demand generation.
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