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THE BOB ROSS
HIGH RESPONSE MARKETING 
EMERGENCY TOOLBOX

Profit System #4 
The 9x12 System

Discover the most proven and powerful 
marketing business model you can start from  
scratch on the planet. 

By “Bob Ross” 
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Profit System #4

The 9x12 System

Ease of Entry:
Easy. Anyone can do it and put into action tomorrow. 

Digital Marketing Tie-ins:
QR Codes, Mobile, SMS List-building, Email List Building

“Old School” Marketing Tie-ins:

Brand Identity Development, Design Services, Copywriting, Consulting, Solo Mailing, 
M3 Mailing, Print Profiteering.

Profit Outlook:
Typically $2,000 to $5,000 in net profit for every campaign released. Recurring profits 
are common, making the prospecting effort lessen on each future campaign. 

The 9x12 System is my flagship business model and the one most used by my member 
community. I have a podcast that’s mostly dedicated to it with interviews from successful  
members here: highresponsemarketing.com/podcasts

Multiple training courses and modules exist at highresponsemarketing.com/members 

Numerous extension products and guides are available as well as products released by 
other 9x12 members sharing their techniques. Private facebook community as well as

20,000+ post forum archive are available for research, training, and discussion as well. 
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A BRIEF         INTRODUCTION
You’re about to learn the most simple and jaw-dropping local marketing service 
imaginable. I know of no other local marketing service that can cater to virtually any 
business (regardless of size or budget), deliver astounding results with little risk, and 
make thousands of dollars in profit in the process. 

What it is

The brilliance of this model lies in its simplicity and tangibility. 

All you do is take a large 9”x12” postcard, pick an area to send five or ten thousand of 
them to, and offer local business owners the opportunity to advertise on it for cheap. 

That’s essentially all there is to it; it can be 
complex but far from complicated. 

If you prefer to be the middleman and not have 
to fulfill complex marketing services that are 
unpredictable & unreliable, you’ll love the 9x12 
system. 

Even after years of doing this, I still have to 
pinch myself that it’s possible to send miniature 
billboard sized postcards to entire local markets 
for so ridiculously cheap. 

You’ll collect around $500 per ad sold on the card (paid before fulfillment), sell 14-18 
spaces, and profit around $2,000 to $5,000 when it’s done in 2-4 weeks. 

Scale it and sky’s the limit ― and scaling is easy.  Everyone loves 9x12!

Is it Proven or Just Theory?

Three years and scores of people doing it in their hometowns (and beyond) prove it 
works. Simply listen to my podcast of some of the success stories and you’ll see that 
people are making it work even while going through the most trying situations. 

BIG Savings From Local Small Businesses!

We   Competitor
Coupons!

10OFF 
Entire Purchase

8630 Seneca Turnpike, New Hartford 
724-8672   OPEN DAILY 8AM to 10PM 

& SUNDAYS NOON TO 6! 
Coupon Expires June 30, 2014

%
PLEASE NOTE: SALE ITEMS AND 

ALREADY DISCOUNTED BOXED WINE EXCLUDED!

40-MILE PRICE MATCH!
Buying Wine or Liquor?

♥

.

PIZZERIA & DELI

7295 W. Main St
Westmoreland

4462 Commercial Dr
New Hartford

557-5008557-5008736-4549736-4549
We Deliver!

Tony’sTony’s
TonysPizzaCNY.com

One Large Pizza
(with 2 regular toppings)

and 30 Wings

Two Dinner 
Entrees

2 Large  
Cold Subs

Small 
Cheese Pizza 
& 10 Wings

Sales tax not included. Limit one coupon per 
person. Can’t be combined with any specials.

ziti, spaghetti, chicken riggies, 
lasagna, hats ‘n broccoli

Turkey, Ham, Roast Beef, Salami, 
Bologna, Mixed, Tuna, or Capicola

Expires 04/30/2014

Plus tax30$

$

$

$

Sales tax not included. Limit one coupon per 
person. Can’t be combined with any specials.

Sales tax not included. Limit one coupon per 
person. Can’t be combined with any specials.

Sales tax not included. Limit one coupon per 
person. Can’t be combined with any specials.

Expires 04/30/2014

Expires 04/30/2014

Expires 04/30/2014
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10
ADVERTISE
315.200.1951
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I don’t care whether you’ve got ten kids at home or work two full time jobs, you can 
build a real marketing business out of the 9x12 system and make serious money, while 
blowing all other local marketers away in value. 

Here’s some recent pictures from our private FB community of members showing off 
their cards:

Everyone from all situations and all walks of life have made 9x12 a success. I can’t 
really think of any reason why it wouldn’t work for someone other than just not doing it. 

Why can’t you be net to share your successful campaign?
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Why You Should

CONSIDER IT
Besides the easy and recurring profit, you can use it to grab dozens of clients in short 
amounts of time and then work them into your back-end funnels. 

Whatever reason you decide, the function is the same: it delivers a tremendous amount 
of value to local business owners for a cost they can all afford and it makes you a lot of 
money. 

It’s refreshing; a very fresh and different service than everyone else is offering.

It’s a real business... an asset. 

Unlike most marketing businesses, the 9x12 system allows you to build an actual asset 
because it doesn’t revolve around you. Once you’ve got it up to speed, you can simply 
sell your business. 

How many marketers can say that about their business? 

Within a short amount of time you’ll have a couple (or more) dozen clients, with profits 
of $3,000 to $5,000 in net profit per card and nearly anyone can buy it and take it over. 

I know of no other way to generate that kind of volume of local clients in such a short 
amount of time, many of whom will be paying repeatedly and will be ready to jump into 
other marketing products you offer. 

You Can Feel Great About It

And you can feel GREAT about what you’re doing. It’s one of those things that you can 
feel totally confident and believe in that it’s worth every penny and more. 

It’s the Perfect Lead-in To Digital Marketing

Even if your bread-and-butter is in digital marketing like Mobile, SEO, Rep Mgmt, etc... 
You probably know that it’s really hard to get those clients from scratch. 

9x12 allows you to scoop them in easy via such a simple service, provide great value 
right off the bat, and then work them through your back-end services. 
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It’s Easy to Sell

Anyone can sell 9x12. The card sells basically sells itself. Business owners can grasp it 
immediately in most cases, unlike digital marketing. Plus it’s so inexpensive that almost 
every business under the sun can afford it. 

It saturates whole markets

A local market is actually pretty small, even if you’re in a huge metropolis. Regardless 
of where you are, most local businesses grab the majority of their business from 
customers who live right in the general area. 

By saturating a 10,000 home radius, you’re hitting in most cases their entire market and 
getting their message into EVERY one of their hands instantly. It’s insane how powerful 
that is. 

I can spoon-feed leads to 
you!

I have a (now) six-person strong 
9x12 calling team in my office 
where we do nothing but set 9x12 
leads for members. 

For just under $15/hour and 50 
cents to $5 per lead in bonus 
(depending on the lead quality) 
you get my incredibly good calling 
team setting appointments for you. 

I even pull the lists and organize 
them for you! 10-15 hour blocks of 
time are ideal. 

Email me to reserve time. 

itsbobross@gmail.com
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How To

FULFILL IT

Print Fulfillment

For printing, it’s no different than the process I explained in print profiteering. Just have 
me or an online printer of your choice print them up and ship them to you. 

The best postcards to use are printed on 14pt or 16pt cardstock, with UV GLOSS on 
both sides. This makes the postcard very thick and durable along with a super high 
gloss varnish that’s so glossy it’s thought of as “clear chrome”. 

Samples

You can pick up samples from me to see for yourself and use as prospecting here: 
http://9x12system.com/samples

You TRULY have to see them to believe it. 9x12’s are massive in size and astoundingly 
impressive to touch and feel. You’ll see right away how business owners will be blown 
away by the quality and size. 

Mail Fulfillment

9x12 Campaigns require you to either prepare and bring the postcards to the local post 
office yourself or you can have me do it for you. 

It takes about an hour or so to prepare a 10k campaign and you’ll need to drive it to the 
post office when finished. I have an easy-to-follow guide prepared here for you:

Or you can have me do it remotely but I have to ship everything via priority mail. 

Design

Getting the ads designed is actually super-easy. If you don’t have a designer 
already then hit me up for recommendations or go into the member content area at 
highresponsemarketing.com/members and check out the recommended designers. 
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What to

SELL THEM
All you need to do is offer them ad space on your card. 

I use a specific layout that I’ve developed 
which looks like this (see left image). 

This kind of layout allows for 14-18 ads 
between the front and back of the card. 

The larger ads on the bottom can be sold 
at that size or even broken up into two 
each. 

I like this layout because it offers a 
multitude of different types and sizes of ads  
but doesn’t look crowded. 

Can other layouts work? Sure. In fact Mark S., who’s put out hundreds of 9x12’s while 
only working about one week per month, uses a tic-tac-toe design with nine ads on 
each side. 

I just like my layout because it fits what works for me but the system is flexible, so use it 
how you like. 

There’s three different types of ads on this particular sample image, which allow for 
greater flexibility

Here’s a rundown of them:

STANDARD ADS

COLUMN ADS

GROUP DEAL OFFERS
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STANDARD ADS

This the majority of what you’re offering and most 9x12’ers strictly sell 
standard ads and that’s it, so don’t feel you have to integrate the other 
two. 

There’s a lot of different ways to ‘sell’ each ad but they all work, it’s 
just a matter of preference and what you feel comfortable with. Small - Medium - Large 
is the most common. 

COLUMN ADS

On ONE side of the card, you place an area where you have a 
column of smaller ads stacked on top of each other. They can be 
given away free or cheap as a downsell. 

Why would you give something away free? Well, for starters you want 
your card to be well received and by giving a small space or two away 

you can cherry pick who’s on it. 

Say you’d like to have some restaurant offers on the card so people will keep it around 
longer and look forward to it, but you’re having trouble selling spaces to restaurants or 
getting them to offer good deals... a free column ad is perfect and you can force them to 
put a great offer since it’s free. 

GROUP DEAL OFFERS

If you can’t fill up all your spaces in time or if you want to make some 
money utilizing your own space, you can simply run a ‘Groupon’ style 
deal on it. Target businesses like restaurants, frozen yogurt, spa, 
massage, and pet grooming since they tend to get great response. 

Look for businesses already doing group deals locally and offer to run 
one on your card. 

Take 30% to 50% of the revenue generated and use a simple deal software like 
wpsocial or (preferably) SaveLocal through ConstantContact. 300 responses at $15 
each can mean over $2,000 in profit to you and that’s from just ONE ad. 
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Who To        TARGET
Who you approach is highly important, in fact it can literally mean the difference 
between struggling to fill a card and filling one with ease. 

You can go through the 9x12 Profit Plan at HighResponseMarketing.com if you want an 
in-depth course on targeting to find the easiest-to-sell businesses but here’s something 
that will help get you started:

Last year (2014) I had three of my assistants go through 
a sample of seven hundred 9x12 cards done by various 
members across the nation, and we analyzed over NINE 
THOUSAND ads sold. 

The results are in these charts to the left and below. 

Now you know which industries are the most common 
ones that buy space on 9x12’s, so target these heavily. 

One thing I’d 
like to note is 

that there are other industries that are highly 
likely to buy space on your card. 

Lawyers, Dentists, Furniture Stores, and Car 
Dealers are good candidates however most 
9x12’ers don’t target them much because the 
like to pick out businesses that people enjoy 
getting coupons and offers from. 

It just goes to show you that most people 
making a success of this model truly 
care about how well valued the card is to 
recipients. 
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What to

CHARGE THEM
Pricing models can be as simple or complex as you want them to be. 

To keep things simple, charge approximately $395-$595 per ad for a 10,000 piece 
campaign. This means they get them for 4-6 cents each which is a STEAL considering 
they’d pay almost a $1 or more in printing and postage if they were to send out a 9x12 
on their own. 

Shoot for $500 or so. On a smaller campaign, say 5,000, the typical prices to charge 
are $250-$350. Always get 100% before printing! 50% down, 50% on ad completion is 
good.

For design, consider charging $25 or waiving it as a ‘sweetener’ to do business. 

Contracts

It’s somewhat tough in the beginning but once you’ve got a couple cards under your belt 
you’ll want to give a discount for contracts such as 3 month or 6 month agreements. If 
an advertisers wants to be on your card for six months, don’t be afraid to give them 10-
20% off. 

Discounts

It’s perfectly fine to offer a discount for someone acting NOW. Jack up your price a bit 
if you expect this and then simply lower it down to your target price after the discount. 
People like ‘getting a deal’ so discounts are a good motivator for them to take action. 

Payment Type

Don’t forget to offer different payment types. Check will be most common but always 
offer credit cards and paypal too. If someone is hesitant about whether you’ll take off 
with their money, then offer credit card payment to seal the deal as it’s 100% protected. 
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What are Some

TIPS AND TRICKS

Keeping the value up

You want your card to have ‘stickiness’ and be something that people look forward to 
receiving in the mail. The only way to do this is to provide them with great value. 

Not only do you have to get value, but your advertisers have to get value and most 
importantly, the recipients need to get value. The better the community responds to it 
the more easily it is to get advertisers as they’ll start calling you fast. 

Try to get coupons and special offers as much as possible. “Branded Ads” are OK but 
you can’t just fill the whole card with them. I’ve found that the 80/20 rule works perfect, 
just make sure you’ve got 20% of your card consisting of AMAZING offers. 

If 3-4 ads are really great deals for things that people use frequently like say oil 
changes, car washes, restaurants, pizzeria, ice cream, etc. then people will love the 
card. 

It’s unrealistic to try and build a card with nothing but killer offers on it, and to be honest 
it’s overkill. Fill the rest of them with anyone who wants to buy ad space!

I learned this the hard way, so take my advice and start hitting up easy-to-sell 
businesses like car dealers and furniture stores. 

Coupon Front-to-Back Preservation

One of the most common questions I get from 9x12 newbies is... “how do I put ads on 
each side of the card and not destroy the coupon the back?”

You have no clue how long it took me to figure this one out back when I started. I wish 
someone was there to figure all these problems out for me but I’m just happy to share 
them with you now. 

There’s a simple solution to solving the coupon problem... design the coupons inside 
each ad, and put the coupons on the lower halves of their ads on the front side and 
the upper halves on the other. That way the layout can remain identical but if you clip 
coupons out their opposing side will remain just above or below. 



Bob Ross Emergency Toolbox

©2015 Structure Marketing Inc. |  HighResponseMarketing.com

9x12 SYSTEM

Don’t sell response, sell exposure

This is probably the biggest tip I can give you if you want to make 9x12 a long-standing 
business for you. As much as we love direct mail and the response it can provide, 
there’s just no way you can guarantee any kind of particular response on 9x12’s. 

Sell them on the exposure and the fact you can get them into every residents hands 
with no envelope to open. 

You want them continuing to spend money with you based on the exposure, because if 
you sell them on response... they’ll get upset if it’s less than you said but if you sell on 
exposure... any response they get will blow their minds. 

10k campaigns take as much effort as 5k campaigns

While 5,000 piece campaigns can reduce the price down a bit, they’ll take just as long to 
fill, so why not stick with a 10k piece campaign where better results will happen, better 
value will come, and more money will likely be made in the end to you. 

Over the years I’ve wondered if telling new members to do 5k is worth it but I’ve come to 
the conclusion that it’s truly best to just start right off at the 10k minimum. 
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How To

KEEP COMPETITORS OUT!
Early on I realized that this system was so easy to duplicate that I was in danger of 
being knocked out by someone coming in and doing the same thing but cheaper. 

And while the world is a big place, it’s not far-reaching that someone could possibly see 
your effort as an opportunity and just push you out. 

So, my advice is to utilize what I call the “triple threat” system. 

Instead of just doing a 10k postcard mailing; include a large quantity of flyer versions of 
the 9x12 and have them distributed at high traffic locations all over town. 

You can print 10,000 8.5x11 flyers with me for only about $500. So instantly, you’re not 
selling a 10k campaign but rather a 20k campaign and it includes saturation by mailing 
and distribution all over town. 

Get them picked up everywhere

You can drop your flyers off at all sorts of places like doctor/dentist/chiro lobbies and 
waiting rooms, hospital waiting rooms, grocery store exists, convenience store exits, 
hospital cafeteria’s, bank lobbies, library entrances, laundromats, and anywhere else 
locals are going. 

You can even drop your mailing quantity down to 7500 and just include the 10k 
flyers along with 2500 more that can be inserted into newspapers for about $50 per 
thousand... so now you’re offering a HUGE amount of exposure for nearly the same 
price. 

If a competitor tried to show up and sell another postcard in your territory they’ll be 
screwed, because they won’t be able to offer the complete market saturation that you 
put in place for nearly the same cost. 

distribution rocks

Flyer versions are great because they reach people who didn’t get the mail, they double 
reach the people who did, business owners see it all over town (causing them to inquire) 
and people can take and share as many as they want with friends. 
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How To

LAND THEM
Selling 9x12 spaces is simply a matter of reaching out to business owners and offering 
the opportunity. They’ll simply grasp it or not. 

Take advantage of the proven data and target the likely-to-buy prospects.  

I have a lot of information and tutorials available in the member content area to speed 
up the process at highresponsemarketing.com/members under the “9x12 Proven Profit 
Plan” and the “9x12 Perfect Pitch”. 

The sales process

A great plan of action is to cold call or cold email prospects to see if they’re interested in 
seeing a sample to check out. That’s it. 

This non-threatening approach uncovers interested leads and gets you in front of them 
so they can see the big boy in person... the 9x12. 

Once that’s in their hands... it’s OVER!

The problem some people have is when they try to ‘sell’ over the phone or email. 

Don’t give prices and spill everything out before getting in front of them. 

If they can’t see or feel the card, it’s not that impressive, so I like to get them warmed 
up by wanting a sample and then getting out there and putting it in their hands. Let that 
little salesman do the work for you. 

If you also hit up neighboring businesses while you’re out, you can easily talk with five 
or so business owners per day with just an hour or two at most of prospecting. In a 
couple weeks your card will be filled and you’ll have put a few grand in your pocket. 
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How To

SCALE IT BIGGER
Scaling the 9x12 system is a funny thing.

I, like most newbies to the system, originally planned on releasing many cards in many 
towns as a growth plan. 

This makes sense theoretically however it’s not the best way to do it. 

If you try to release multiple cards too fast you’ll run into logistical problems that will 
plague you like crazy. Things will happen that are totally out of your control, like clients 
not giving you artwork on time and having to manage lots of different clients all over the 
place. 

What’s much better is to focus on one (or two) cards, and extract the most value 
possible from them. “Bridge” your advertisers over to M3 mailings by pairing them up 
with others and sending out a targeted campaign, sell them print services, sell them 
digital services, copywriting services, consulting services, etc. 

My original plan was to have multiple cards generating $25,000 per month in revenue... 
and now I’m generating that with just two cards due to the value I’m extracting from 
them rather than trying to just pump out more cards. 

Focus on less cards not more

With dozens of advertisers in your stable, you’ve got lots of money to pickup that’s right 
there... don’t leave them in favor of finding more... keep squeezing until there’s no more 
juice, then go planting more trees!

Hire

The quickest way to scale is to start hiring. Hire lead generators to call or email and 
salespeople to go sell. One day of training will get someone up to speed and ready to 
go. 

Pay about $50 per ad sold and they can make an easy $100 or more per day in a few 
hours of part-time work while you don’t have to do any of the heavy lifting.


