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MODULE 1 

VCAdvisors.org and Your Role as a Sales Partner 
 

Lesson 1.1 

What VCAdvisors.org Does 

VCAdvisors.org provides structured public relations, positioning, authority, and 
visibility strategy systems for professionals who need credibility and market trust, not 
attention or popularity. 

These systems are designed for: 

●​ Founders​
 

●​ Consultants​
 

●​ Operators​
 

●​ Public-facing professionals​
 

VCAdvisors.org does not sell publicity services, influencer campaigns, or 
execution-based PR work. The focus is on strategy, not implementation. 

Your role as a Sales Partner is to represent these systems accurately and 
professionally to individuals who are already operating at a serious level. 

 

Lesson 1.2 

What This Program Is (and Is Not) 

This program is a commission-based sales role. 

It is not: 



●​ Passive affiliate income​
 

●​ Influencer marketing​
 

●​ Content posting for clicks​
 

●​ Consulting or strategy delivery​
 

As a Sales Partner, you are not expected to: 

●​ Design PR strategies​
 

●​ Advise clients​
 

●​ Customize frameworks​
 

●​ Guarantee outcomes​
 

Your responsibility is to understand the offers, identify appropriate buyers, and 
communicate value clearly. 

 

Lesson 1.3 

Your Role and Responsibilities 

As a VCAdvisors.org Sales Partner, your role is to: 

●​ Represent the brand accurately​
 

●​ Explain what the systems are and who they are for​
 

●​ Hold professional sales conversations​
 

●​ Maintain ethical and factual communication​
 

●​ Protect brand integrity at all times​
 



You are a representative, not a strategist. 

If a prospect requires advice, customization, or consulting judgment, your role is to 
escalate or step back, not improvise. 

 

Lesson 1.4 

Authority, Visibility, and PR (How We Define Them) 

It is critical that you understand how VCAdvisors.org uses these terms. 

●​ Public Relations is about managing perception and credibility, not press 
releases or media stunts.​
 

●​ Authority is about trust and positioning, not influence metrics.​
 

●​ Visibility is about being seen by the right people, not being seen by everyone.​
 

You should never describe VCAdvisors.org systems as: 

●​ Growth hacks​
 

●​ Exposure shortcuts​
 

●​ Viral strategies​
 

●​ Media guarantees​
 

Accuracy matters more than enthusiasm. 

 

Lesson 1.5 

Professional Standards 



Sales Partners are expected to operate with professionalism. 

This means: 

●​ No exaggeration​
 

●​ No guarantees​
 

●​ No unauthorized claims​
 

●​ No improvising language outside approved positioning​
 

If you are unsure how to describe something, you pause and clarify internally before 
proceeding. 

Long-term trust is more important than any single sale. 

 

Key Takeaways 

●​ VCAdvisors.org sells strategy systems, not services or execution.​
 

●​ Your role is sales and representation, not consulting.​
 

●​ Accuracy and professionalism matter more than persuasion.​
 

●​ When in doubt, do not improvise.​
 

 



MODULE 2 

The Offers, at a Sales Level 
 

Lesson 2.1 

What You Are Selling (At a Sales Level) 

As a VCAdvisors.org Sales Partner, you are selling strategic systems, not services, 
retainers, or execution. 

Each product is a standalone framework designed to help professionals: 

●​ Diagnose positioning problems​
 

●​ Make better strategic decisions​
 

●​ Correct visibility and credibility issues​
 

●​ Understand how authority is built and maintained​
 

You are not selling outcomes.​
 You are selling clarity, structure, and strategic direction. 

Your job is to explain what the system helps someone understand or decide, not 
what it will “get” them. 

 

Lesson 2.2 

Who the Systems Are For 

VCAdvisors.org systems are designed for people who: 

●​ Already operate professionally​
 



●​ Have real-world experience​
 

●​ Are responsible for their own outcomes​
 

●​ Value strategy over tactics​
 

Typical buyers include: 

●​ Founders running established businesses​
 

●​ Consultants and advisors with clients​
 

●​ Operators with public or leadership visibility​
 

●​ Professionals whose reputation affects revenue or trust​
 

These systems are not designed for: 

●​ Beginners​
 

●​ People looking for fast growth or virality​
 

●​ Anyone expecting implementation or hand-holding​
 

●​ People who want guarantees​
 

A qualified buyer understands that strategy informs action. It does not replace effort. 

 

Lesson 2.3 

How the Systems Fit Together 

Each VCAdvisors.org system solves a specific strategic problem. They are not meant 
to be bundled, discounted, or pitched as a “path.” 



Some buyers will need one system.​
 Some will benefit from more than one.​
 That determination is based on their situation, not your preference. 

Your responsibility is to: 

●​ Identify the primary problem​
 

●​ Align the appropriate system​
 

●​ Avoid overwhelming or upselling prematurely​
 

If you are unsure which system fits, you pause and clarify. Guessing damages trust. 

 

Lesson 2.4 

What You May and May Not Say 

You MAY say: 

●​ What the system is designed to help with​
 

●​ Who typically benefits from it​
 

●​ How it is used at a high level​
 

●​ What kind of professional it suits​
 

You MAY NOT say: 

●​ That it guarantees results​
 

●​ That it replaces PR agencies or consultants​
 

●​ That it will secure media coverage​
 



●​ That it will grow an audience or revenue​
 

●​ That it works “for everyone”​
 

Accuracy protects the brand and protects you. 

 

Lesson 2.5 

Common Buyer Questions (and How to Handle 
Them) 

“Is this a course?”​
 No. It’s a structured strategy system designed to help experienced professionals 
make better decisions. 

“Will this get me press or visibility?”​
 It helps clarify positioning and visibility strategy. Execution depends on the buyer. 

“Is this beginner-friendly?”​
 It’s designed for professionals who already have context and experience. 

“Can you tell me exactly what to do?”​
 The system provides strategic structure. It does not replace judgment or execution. 

If a question moves into consulting territory, your role is to stop and escalate. 

 

Lesson 2.6 

Your Responsibility as a Sales Partner 

You are responsible for: 

●​ Representing each system honestly​
 



●​ Matching the right product to the right buyer​
 

●​ Avoiding pressure or misrepresentation​
 

●​ Maintaining professional tone and boundaries​
 

You are not responsible for: 

●​ Buyer outcomes​
 

●​ Buyer execution​
 

●​ Buyer success or failure​
 

Do not over-identify with results.​
 Do not oversell to “help” someone decide. 

 

Key Takeaways 

●​ You sell strategy systems, not services or outcomes​
 

●​ Buyers must already be operating at a professional level​
 

●​ Each system solves a specific problem​
 

●​ Accuracy matters more than persuasion​
 

●​ When a conversation crosses into consulting, you step back 

 



MODULE 3 

Buyer Profile & Qualification 
 

Lesson 3.1 

Why Qualification Matters 

Not every interested person is a buyer.​
 Not every buyer is a good fit. 

VCAdvisors.org systems are designed for professionals who already operate with 
responsibility and context. Selling to the wrong person leads to: 

●​ Refund requests​
 

●​ Frustrated buyers​
 

●​ Brand damage​
 

●​ Wasted time​
 

Qualification is not gatekeeping.​
 It is professional alignment. 

Your role is to identify fit, not convince curiosity. 

 

Lesson 3.2 

The VCAdvisors.org Buyer Profile 

A qualified buyer typically: 

●​ Has professional experience​
 



●​ Is responsible for outcomes in their role or business​
 

●​ Understands that strategy informs execution​
 

●​ Values clarity and structure over motivation​
 

They often speak in terms of: 

●​ Positioning​
 

●​ Credibility​
 

●​ Reputation​
 

●​ Decision-making​
 

●​ Market perception​
 

They are looking for insight, not instructions. 

 

Lesson 3.3 

Signals of a Qualified Buyer 

Listen for: 

●​ Clear articulation of a problem​
 

●​ Familiarity with their market​
 

●​ Willingness to take responsibility​
 

●​ Questions about alignment and fit​
 

●​ Interest in how decisions are made​
 



Qualified buyers ask: 

●​ “Is this appropriate for my situation?”​
 

●​ “How does this fit with what I’m already doing?”​
 

●​ “What problem does this help clarify?”​
 

These are not price-first conversations. 

 

Lesson 3.4 

Signals of an Unqualified Buyer 

Be cautious when someone: 

●​ Asks for guarantees​
 

●​ Wants a step-by-step formula​
 

●​ Focuses on outcomes instead of process​
 

●​ Is comparing prices or discounts​
 

●​ Wants reassurance rather than clarity​
 

Common red flags: 

●​ “Will this work for me?”​
 

●​ “How fast will I see results?”​
 

●​ “Can you tell me exactly what to do?”​
 

●​ “Is there a cheaper option?”​
 



These questions signal misalignment, not interest. 

 

Lesson 3.5 

How to Qualify Without Interrogation 

Qualification happens through conversation, not checklists. 

Ask open questions: 

●​ “What prompted you to look at this?”​
 

●​ “What are you trying to clarify right now?”​
 

●​ “What have you already tried?”​
 

●​ “Where do you feel uncertain?”​
 

You are listening for context, not objections. 

If alignment is present, the conversation continues.​
 If it is not, you disengage politely. 

 

Lesson 3.6 

When to Disengage 

Disengaging is part of the role. 

You should disengage when: 

●​ Expectations do not align​
 

●​ The buyer wants execution or advice​
 



●​ The buyer is price-focused​
 

●​ The buyer resists responsibility​
 

Disengagement is not rejection.​
 It protects both parties. 

A simple, professional close is sufficient:​
 “This system may not be the right fit for what you’re looking for.” 

 

Key Takeaways 

●​ Qualification protects time, trust, and brand integrity​
 

●​ Not every interested person is a buyer​
 

●​ Qualified buyers seek clarity, not certainty​
 

●​ Disengaging professionally is part of the job​
 

●​ Your role is alignment, not persuasion 

 



MODULE 4 

How to Talk About Public Relations, Authority, and Visibility 
Correctly 

 

Lesson 4.1 

Why Language Matters 

VCAdvisors.org operates in a space where language shapes expectations. 

Most people misunderstand public relations, authority, and visibility because these 
terms are commonly used to sell: 

●​ Exposure​
 

●​ Growth​
 

●​ Attention​
 

●​ Popularity​
 

VCAdvisors.org does not operate in those categories. 

As a Sales Partner, your responsibility is to use language precisely, even when 
prospects use it loosely. 

 

Lesson 4.2 

How VCAdvisors.org Defines Public Relations 

At VCAdvisors.org, public relations is not: 

●​ Press releases​
 



●​ Media pitching​
 

●​ Publicity campaigns​
 

●​ Brand awareness tactics​
 

Public relations, in this context, refers to: 

●​ Managing perception​
 

●​ Establishing credibility​
 

●​ Clarifying positioning​
 

●​ Reducing reputational friction​
 

PR is about how someone is understood before they speak, not how loudly they 
speak. 

You should always frame PR as strategic, not promotional. 

 

Lesson 4.3 

How VCAdvisors.org Defines Authority 

Authority is not: 

●​ Influence​
 

●​ Popularity​
 

●​ Follower count​
 

●​ Personal branding aesthetics​
 

Authority is: 



●​ Trust​
 

●​ Credibility​
 

●​ Perceived competence​
 

●​ Reliability under scrutiny​
 

VCAdvisors.org systems are designed to help professionals understand and 
strengthen authority, not manufacture it. 

You should never imply that authority can be created quickly or artificially. 

 

Lesson 4.4 

How VCAdvisors.org Defines Visibility 

Visibility is not: 

●​ Being everywhere​
 

●​ Posting constantly​
 

●​ Maximizing reach​
 

Visibility is: 

●​ Being seen by the right audience​
 

●​ Appearing in the right contexts​
 

●​ Being associated with the right ideas​
 

The goal of visibility is recognition, not attention. 



Sales Partners should always connect visibility to relevance and alignment, not 
volume. 

 

Lesson 4.5 

Language to Use and Language to Avoid 

Use language like: 

●​ “Designed to help clarify…”​
 

●​ “Useful for professionals who…”​
 

●​ “Supports better decision-making around…”​
 

●​ “Helps identify misalignment…”​
 

Avoid language like: 

●​ “Guarantees”​
 

●​ “Will get you featured”​
 

●​ “Explode your visibility”​
 

●​ “Hack”​
 

●​ “Shortcut”​
 

●​ “Proven system for results”​
 

Precision builds trust.​
 Overstatement destroys it. 

 

Lesson 4.6 



Correcting Misunderstandings Without Arguing 

Prospects may bring assumptions into the conversation. 

When this happens: 

●​ Do not correct aggressively​
 

●​ Do not lecture​
 

●​ Do not reposition defensively​
 

A simple clarification is enough:​
 “This system focuses on strategy, not execution.”​
 “This is about positioning, not promotion.”​
 “This helps inform decisions, not replace them.” 

If the misunderstanding persists, disengage. 

 

Key Takeaways 

●​ Language sets expectations​
 

●​ PR is about perception and credibility, not publicity​
 

●​ Authority is trust, not influence​
 

●​ Visibility is relevance, not reach​
 

●​ Precision matters more than enthusiasm 

 



MODULE 5 

Sales Conversations (Without Pressure or Performance) 
 

Lesson 5.1 

What a Sales Conversation Is (and Is Not) 

A VCAdvisors.org sales conversation is not: 

●​ A pitch​
 

●​ A presentation​
 

●​ A performance​
 

●​ A persuasion exercise​
 

It is a clarifying conversation. 

The purpose is to determine: 

●​ Whether there is alignment​
 

●​ Whether the system fits the problem​
 

●​ Whether the buyer understands what they are purchasing​
 

If alignment exists, the sale is straightforward.​
 If it does not, the conversation ends. 

 

Lesson 5.2 

The Structure of a Productive Conversation 



Most effective conversations follow a simple structure: 

1.​ Context​
 

○​ Why they are looking​
 

○​ What prompted the conversation​
 

2.​ Clarification​
 

○​ What they are trying to solve​
 

○​ What feels unclear or misaligned​
 

3.​ Alignment​
 

○​ Whether a specific system fits their situation​
 

4.​ Decision​
 

○​ Proceed or disengage​
 

You do not need to rush this process.​
 Silence and pauses are acceptable. 

 

Lesson 5.3 

How to Ask Questions Properly 

Your role is to ask questions that help the buyer think, not justify. 

Useful questions include: 

●​ “What feels unresolved right now?”​
 

●​ “What made this stand out to you?”​
 



●​ “What have you already tried?”​
 

●​ “What are you hoping to clarify?”​
 

Avoid questions that sound like: 

●​ Qualification scripts​
 

●​ Interrogation​
 

●​ Sales tactics​
 

Curiosity beats technique. 

 

Lesson 5.4 

Presenting an Offer Calmly 

When alignment is clear, present the system simply. 

Do not: 

●​ Add urgency​
 

●​ Stack benefits​
 

●​ Over-explain​
 

●​ Apologize for price​
 

A neutral framing is sufficient:​
 “Based on what you’ve described, this system may help clarify how you’re 
approaching this.” 

If the buyer asks for reassurance, return to clarity. 



 

Lesson 5.5 

Handling Hesitation 

Hesitation is not always an objection. 

It may indicate: 

●​ Uncertainty about fit​
 

●​ Need for reflection​
 

●​ Misunderstanding of scope​
 

You do not need to overcome hesitation. 

A simple response is enough:​
 “Take the time you need to decide if this is appropriate.” 

Pressure damages trust. 

 

Lesson 5.6 

When to Escalate or Step Back 

If a conversation moves into: 

●​ Strategic advice​
 

●​ Custom recommendations​
 

●​ Execution questions​
 

●​ “What should I do?” scenarios​
 



You stop. 

Your role is not to advise.​
 Escalate internally or disengage. 

Protecting boundaries protects credibility. 

 

Key Takeaways 

●​ Sales conversations are about clarity, not persuasion​
 

●​ Structure keeps conversations calm and focused​
 

●​ Questions should help thinking, not force decisions​
 

●​ Pressure undermines trust​
 

●​ Boundaries matter more than closing 

 



MODULE 6 

Ethics, Boundaries, and Brand Protection 
 

Lesson 6.1 

Why This Module Exists 

VCAdvisors.org operates on trust, credibility, and restraint. 

One misrepresentation, exaggeration, or boundary violation does more damage than 
ten good sales conversations do good. This module exists to make expectations 
explicit and prevent avoidable mistakes. 

As a Sales Partner, you are not just selling a product.​
 You are representing a professional advisory brand. 

 

Lesson 6.2 

What You Are Authorized to Do 

You are authorized to: 

●​ Explain what the systems are and who they are for​
 

●​ Describe how VCAdvisors.org approaches PR, authority, and visibility​
 

●​ Answer factual questions about scope and use​
 

●​ Hold sales conversations within the boundaries defined in this training​
 

You are authorized to say: 

●​ What the systems are designed to help with​
 



●​ How professionals typically use them​
 

●​ What kind of buyer they are appropriate for​
 

Accuracy is your responsibility. 

 

Lesson 6.3 

What You Are NOT Authorized to Do 

You are not authorized to: 

●​ Give strategic advice​
 

●​ Customize or interpret systems for buyers​
 

●​ Promise or imply outcomes​
 

●​ Guarantee results​
 

●​ Present yourself as a consultant or advisor​
 

●​ Freelance language or positioning​
 

You may not: 

●​ Suggest execution tactics​
 

●​ Diagnose a buyer’s situation​
 

●​ Recommend actions beyond purchasing a system​
 

●​ Speak on behalf of VCAdvisors.org outside approved messaging​
 

If you are unsure whether something is allowed, it is not. 



 

Lesson 6.4 

Boundaries in Practice 

Boundaries protect everyone involved. 

You must maintain boundaries when: 

●​ A buyer asks, “What should I do?”​
 

●​ A buyer requests reassurance or validation​
 

●​ A buyer wants you to interpret or apply a system for them​
 

●​ A buyer seeks consulting-level input​
 

A correct response is simple:​
 “This system provides strategic structure, not personalized advice.” 

Do not fill silence with help you are not authorized to give. 

 

Lesson 6.5 

Ethical Sales Conduct 

Ethical sales conduct is required. 

This means: 

●​ No exaggeration​
 

●​ No urgency tactics​
 

●​ No fear-based framing​
 



●​ No outcome-based claims​
 

●​ No misalignment disguised as encouragement​
 

If a buyer is not a fit, you disengage. 

A sale that damages trust is a failure, not a win. 

 

Lesson 6.6 

Protecting the Brand 

Brand protection is part of your role. 

This includes: 

●​ Using correct language​
 

●​ Respecting scope​
 

●​ Avoiding speculation​
 

●​ Maintaining discretion​
 

●​ Representing VCAdvisors.org consistently​
 

Public statements, private conversations, and written communication all matter. 

If brand integrity is compromised, the partnership ends. 

 

Key Takeaways 

●​ Boundaries are mandatory, not optional​
 



●​ You represent the brand, not your opinions​
 

●​ Accuracy matters more than enthusiasm​
 

●​ Ethical conduct protects long-term credibility​
 

●​ When in doubt, stop and clarify​
 

 



MODULE 7 

Compensation, Performance, and Expectations 
 

Lesson 7.1 

Commission Structure 

Sales Partners earn 40% commission on qualifying sales of VCAdvisors.org programs. 

Commission is paid on all valid sales that are: 

●​ Successfully completed​
 

●​ Properly tracked​
 

●​ Not refunded or reversed​
 

This is a commission-based role.​
 There is no salary, retainer, or guaranteed income. 

Once a qualifying sale is completed and recorded, the associated commission is 
earned. 

 

Lesson 7.2 

How Sales Are Tracked 

Sales and commissions are tracked through the GoAffPro dashboard. 

Each Sales Partner is issued: 

●​ A unique affiliate tracking link​
 



●​ A unique sales code​
 

Sales are attributed when a customer completes a purchase using the assigned link 
or code. Sales Partners are responsible for ensuring their tracking methods are used 
correctly. 

Tracking transparency protects both the Sales Partner and VCAdvisors.org. 

 

Lesson 7.3 

Commission Payment and Valid Sales 

Commission is paid for: 

●​ Sales of VCAdvisors.org programs​
 

●​ Transactions completed through approved tracking methods​
 

●​ Purchases that are not refunded, disputed, or reversed​
 

Commission is not paid on: 

●​ Refunded purchases​
 

●​ Chargebacks​
 

●​ Fraudulent or duplicate transactions​
 

Once a sale is deemed valid, commission is payable according to the payout 
schedule. 

 

Lesson 7.4 



Performance Expectations 

Performance expectations relate to continued participation. 

Sales Partners are expected to: 

●​ Represent programs accurately​
 

●​ Use approved messaging and materials​
 

●​ Operate within the scope defined in training​
 

●​ Maintain professional conduct​
 

Failure to meet these expectations may result in removal from the Sales Partner 
program going forward. 

 

Lesson 7.5 

Standards Enforcement and Program Participation 

VCAdvisors.org may review Sales Partner activity to ensure alignment with brand 
standards. 

If standards are not met, VCAdvisors.org may: 

●​ Provide clarification or corrective guidance​
 

●​ Limit access to materials​
 

●​ Terminate Sales Partner participation in the program​
 

Termination affects future participation only.​
 It does not retroactively cancel commission earned on valid, completed sales. 

 



Lesson 7.6 

Independent Sales Partner Status 

Sales Partners participate as independent, commission-based partners. 

They are responsible for: 

●​ How they source prospects​
 

●​ How they conduct sales conversations​
 

●​ How they manage their time and effort​
 

VCAdvisors.org does not control schedules, methods, or outcomes, only brand 
representation standards. 

 

Key Takeaways 

●​ Sales Partners earn 40% commission on all valid program sales​
 

●​ Tracking is handled through the GoAffPro dashboard​
 

●​ Each partner receives a tracking link and unique sales code​
 

●​ Earned commission is paid on completed, non-refunded sales​
 

●​ Standards enforcement affects future participation, not earned commission 
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