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John Logar is as natural a salesman as you’ll ever meet! He is a master at pre-selling 
software solutions and as one of The Foundation’s top students he’s broken all of their 

records!  

He’s also the creator of the site and podcast Business Unleashed, helping “Creatives, 
Coaches, and Consultants succeed in running a profitable business.”  
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https://www.thefoundation.com/?afmc=nloper
http://www.businessunleashed.com/start-here/


He walks us through his step-by-step process, from finding a target market to identifying 
a problem, then creating and delivering the “Magic Bullet” solution. 

Finding an Industry and Business to Target 

John strongly recommends going to a “market that spends money.”  

His criteria for selecting a business to target: 

 Niche market must be in a competitive space 
 Must be turning over $2 million plus 
 Must be 10-50 employees plus 
 Must be spending money on marketing and investing in growth 
 Must have physical assets (i.e. offices, equipment, etc.) 

Growth industries are facing the most pressure, so these are the best to target. They 
have the greatest need for systemization and automation. 

Your niche market can really be any niche market as long as your criteria are met. 

John’s first targeted business was an environmental engineering firm that was still using 
spreadsheets for project management.  

For researching prospective companies to target, John recommends looking at industry 
reports and industry associations. Every major business niche in the world has an 
association or governing body that arbitrates and grants credentials. In fact there is 
even a Society of Association Executives with over 10,000 members worldwide! 

John looks at the top players, the award-winning companies, in selecting his target 
companies. 

In addition, the Inc. 5,000 Fastest Growing Companies List and Inc. 5,000 Fastest 
Growing European Companies List will give you growth percentages of the industries 
that are experiencing the most growth. 

Reaching Out  

Once you’ve identified the companies you want to target, you’ll need a strategy for 

reaching out and connecting with the key players at those companies. 

John says, “A fast game is a good game.” He goes right for the key decision makers 
(often the CEO).  

He’ll send an email with ONE question, asking the person for their opinion on something 
industry-related. In the email he’ll ask to follow up with a quick phone call that will only 
take 5 minutes of their time. 

http://www.inc.com/inc5000/index.html
http://www.inc.com/inc5000eu/2015/facts-and-figures.html
http://www.inc.com/inc5000eu/2015/facts-and-figures.html


The question: “In your opinion, what are the most important key areas of growth in your 
industry?” 

He’ll then immediately call the person and say he wanted to make sure that they 
received his email. If the person hasn’t received the email, he’ll say something to the 

effect of, “If you’ll give me 60 seconds I will let you know what this is all about.” With 
permission to continue, he’ll ask his ONE question from the email.  

Generally, this is enough to get the person talking and will open the door for John to ask 
a few more questions. 

Getting past “the gatekeeper” to get the person you’re trying to reach on the phone may 
be a challenge, but John’s advice is to exude confidence, act like you  already know the 
person you are trying to reach, and give as little information as possible. He says this 
works 70% of the time! 

Get them talking! 

Once you’ve got your person on the phone, you’ll want to mention that you are reaching 
out to several other key players in the industry. Mention the names of those companies 
and the individuals you’ve either already contacted or will be contacting. Likely this 
person will know the other people you mention. This will help you to build credibility.  

John uses a series of questions aimed at getting his contact to open up about the pain 
points they are experiencing in their business. However, he does NOT open the 
conversation saying something like, “I’d like to build you a software solution.”  

He asks his one industry-related question and explains that the reason he’s asking is 
because he’s looking for significant areas and business problems in the industry and 

may potentially be able to offer solutions that could bring new opportunities. He 
emphasizes that the call is about the customer and their opinions. 

John’s sample questions: 

What do you like about this business? 

What do you not like about this business? 

What is the number important thing to you moving forward as an industry? 

What is your biggest challenge right now? 

Where do you think your opportunities are? 

What are the factors holding you back from realizing these opportunities? 

Where are the “friction points”? 



He recommends staying as present as possible, directing the conversation through your 
questioning, and just listening. He says you’d be amazed at just how much “gold” you’ll 

get! 

You need to be able to understand the core problem, the underlying issues, and then to 
essentially feed the problem back to the person, identifying the very area that is the 
source of the problem. 

The $250,000 problem with a $35,000 solution 

John called a solar company in Australia and learned that they were struggling with 
effectively and efficiently communicating with one of their biggest markets, real estate 
agents. 

John was on the phone with someone at the solar company who had just gotten off 
another call where he’d been quoted a high price for a marketing brochure. John asked 
a few questions and quickly uncovered that the brochure wasn’t going to be the solution 

to his prospect’s problem.  

The approach his company was taking was the problem. The cost of the problem? 
Between personnel, materials, vehicles, and overhead, it was around $250,000 a year. 

John asked the solar company executive to “imagine a place that these real estate 

agents could visit in real-time, a dedicated portal they could access” and get the 
information they needed. As it turned out, he was onto something! 

With a few quick calls and emails John was able to price out the cost of building exactly 
what this solar company needed. He placed an Odesk ad with a rough sketch of what 
he needed and asked for a project price. Within 10 minutes he had 6 to 8 replies!  

In selecting providers on Odesk (now Upwork), John looked at those with over 1,000 
hours of work under their belt and specific knowledge of the programming skills required 
for his project. The quotes he received back (16 in total) were between $800-1,600. 

Total estimated cost of the project for John - $2,400 

The work was delivered to his client in under a month and for a price tag of $35,000 
(which they were happy to pay). 

The solution for the solar company was a niche portal that was actually built rather 
quickly using a combination of tools like OptimizePress, Mailchimp, S2Member plugin, 
and MS Livescribe. 

The new system ended up making $35,000 for the solar company in just 2 weeks and 
now averages about $100,000 per month! 

 

https://www.upwork.com/
https://www.optimizepress.com/
http://mailchimp.com/
http://s2member.com/
http://www.livescribe.com/en-us/


Pricing the solution 

John has had 7 software projects built to date. Some have been sold as a one-time 
solution as the example above, and others have been sold on a recurring basis.  

He says the key to success with this is to “find the problem, articulate it as elegantly as 
possible, to find the “magic bullet” that solves the problem in an elegant and simple 
fashion.” 

You want to save your client time and ultimately money. 

He says a big lesson learned from The Foundation is to “let the market come up with 
the idea.” Let the customer tell you what they need. They are intimately familiar with 
their problem. 

Rule of 10 

John bases his pricing on value.  

For instance, a solution that will save a company $500,000 a year is well-priced at 
around $50,000 per year or $4,000 per month.   

John’s #1 tip for Side Hustle Nation 

“Listen.” 

Listen very, very carefully. Spend time in your market, speak to your customer, engage 
your customer more than once, and always validate your ideas. 

 http://www.sidehustlenation.com/126 
 BusinessUnleashed.com 
 The Foundation 

Until next time! 

-Nick 
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