out-of-stateregional partner - exclusiveLas
Vegas/Texas regional opportunity that San Jose
unlocks.

Hereisthe full day-one onboarding Kit.
Empire Command Center / Space Resurrector
Out-of-State Regional Partner Day One Onboarding Kit

For Contractors, Agents, Brokers, Investors, and Regional Sales Partners

1. Welcome Message
Welcome to the ground floor.

Y ou are not being recruited as aregular salesperson. Y ou are being recruited as a Founding
Regional Partner who can help open a new market for Empire Command Center, Space
Resurrector, LineFlow, Ascension25, Accident Shield, NewBizHunter, Restaurant Predictor,
Shoe Predictor, Jewelry Predictor, Tax Titan, Gigs4Baddies, and the full app ecosystem.

The missionissimple:

Help contractors, brokers, investors, agents, and local businesses in your state use Al-powered
app systems to find opportunities, capture leads, create traffic, improve sales, and turn
real-world business activity into digital revenue.

Thisis built from the ground up with no loans, no funding, and no payroll burden. We start
with one strong partner, close the first businesses, prove the market, then build the regional
sales team.

2. The Big Positioning
Do not pitch this as:

“Help me sell apps.”



Pitch it as:
“Help me open aregional Empire Command Center business channel in your market.”

The partner is not just selling software. They are helping build alocal business growth
network.

They can target:

* Contractors

* Real estate brokers

» Commercia property owners
* Investors

* Restaurants

* Shoe stores

* Jewelry stores

* Auto businesses

» Window cleaning companies
* Event venues

» Apartment complexes

* Promoters

* Local service companies

* |nsurance agents

* Car dealerships

* Talent/event businesses

The goal isto make the out-of-state partner feel like they are getting in early on aterritory, not
just pushing someone else’ s product.

3. Best First Person to Recruit
The first out-of-state partner should be someone who already has access to business people.
Best candidates:

1. Commercia contractor
2. Real estate broker

3. Property manager

4. Insurance agent



5. Investor connector

6. Business consultant

7. Local service business owner

8. Event promoter

9. Commercial cleaning/window cleaning operator
10. Chamber of commerce/networking person

11. Car dedership/auto business connector

12. Restaurant/vendor relationship person

The best first partner is not necessarily the richest. The best first partner has:

* Businessrelationships

* Local credibility

* Hunger

* Sales ability

* Follow-up discipline

* Belief in technology

* Access to decision makers

* Willingness to start commission/revenue-share
* Desire to become the first regional operator

4. The Founding Regional Partner Offer

Position Name

Founding Regional Partner

Territory

The partner can represent a city, county, metro, or state depending on performance.
Examples:

* LasVegas/ Clark County
* Dallas-Fort Worth

* Houston

e Austin

» San Antonio

* Phoenix



* Atlanta

e Miami

* Chicago

* Detroit

* LosAngeles

* Sacramento

» Oakland / Bay Area expansion
* Any approved metro market

What They Get

* Early regional partner status

* Ability to sell Empire Command Center app packages

* Ability to sell Space Resurrector opportunity reports

* Ability to recruit contractors, brokers, agents, and investors
* Ability to sell LineFlow campaigns

* Ability to connect businesses to Ascension25 missions

* Ability to earn commissions and recurring revenue

* Ability to build ateam later

* Possible territory priority if they perform

* Possible Regional Operator upgrade

What They Do

* Build lead lists

» Contact contractors, brokers, agents, and business owners
* Set appointments

* Pitch app/report packages

* Sell entry-level packages

» Refer premium partners

* Help recruit future reps

* Track conversations

* Report objections

* Help prove the territory

5. Main Offer to Sell First



Do not make the first partner sell the entire Empire.
Start with one clear offer:
Regional Business Growth Report + Lead Activation System

This package helps a business or professional identify local opportunities and convert them
into leads, traffic, or sales.

It can include:

* Space Resurrector opportunity report

* LineFlow QR lead campaign

» Ascension25 mission activation

» App recommendation based on business category
* Local target list

* Al outreach scripts

* 7-day action checklist

* Follow-up support

Suggested Starter Price

$297 setup

For simple report + campaign setup.

Suggested Growth Price

$997 setup + $149/month

For full report, QR campaign, lead list, outreach messages, and monthly tracking.
Suggested Premium Price

$2,500-$5,000

For contractors, brokers, agents, or investors who want a market opportunity report, lead
targeting, campaign setup, and strategy call.

Suggested Regional Partner / Operator Discussion

For serious partners only:



$25,000-$350,000+ depending on the level of regional rights, equity, licensing, and territory
structure.

6. Products the Partner Can Sell or Refer
1. Space Resurrector
Best for:

* Contractors

» Commercia brokers
* Investors

* Property owners

* Developers

* CRE consultants

* Building owners

Pitch:

“Space Resurrector helpsidentify underused, distressed, or repositionable commercial
properties and turn them into opportunity reports, investor pitches, contractor plans, and
value-growth strategies.”

2. LineFlow
Best for:

* Restaurants

* retail stores

* events

* nightclubs

» comedy clubs

* theaters

* parks

* gpartment complexes
* storefront businesses



Pitch:

“LineFlow turns foot traffic, waiting lines, event crowds, and local attention into QR scans,
leads, offers, and customer follow-up.”

3. Ascension25
Best for:

* Promoters

* business districts

* SPONSOrs

* event teams

* local brands

* businesses wanting engagement

Pitch:

“ Ascension25 turns real-world business promotions into missions, challenges, rewards, and
verified engagement.”

4. Accident Shield
Best for:

* Auto shops

* tire shops

* body shops

* insurance agents

e car dedlerships

» driving schools

* DMV -related services

Pitch:

“Accident Shield helps drivers prepare for accidents, save key information, request help, and
connect with local driver-support businesses.”



5. Restaurant Predictor
Best for:

* Restaurants

o cafes

» food trucks

* bars

* lounges

* pizza shops

* seafood restaurants

Pitch:

“Restaurant Predictor helps restaurants create better offers, repeat-customer campaigns, and
traffic strategies.”

6. Shoe Predictor
Best for:

* Shoe stores

* sneaker shops

* streetwear brands
* retall stores

* boutiques

Pitch:

“Shoe Predictor helpsretail stores promote hot products, drops, customer polls, and style
campaigns.”

7. Jewelry Predictor
Best for:

* Jewelry stores



* pawn shops
* luxury retail
* watch stores
* gift stores

Pitch:

“Jewelry Predictor helps promote high-margin products, capture buyer interest, and create VIP
product campaigns.”

8. Terminator Cleans
Best for:

» Window cleaning companies
* janitorial companies

» mobile car wash operators

* service contractors

* grocery stores

e liquor stores

* storefront businesses

Pitch:

“Terminator Cleans helps service businesses sell, schedule, train, and grow route-based
cleaning revenue.”

7. Commission and Revenue Share Plan

Since there is no budget, compensation must be commission-based and upside-based.
Founding Regional Partner Commission

Small Business App Package

Sale price: $297 setup

Partner earns:



$100 commission

Growth Package
Sale price: $997 setup + $149/month
Partner earns:

* $300 upfront
* $30/month recurring while client stays active

Premium Strategy Package
Sale price: $2,500
Partner earns:

$750 commission

Commercial Opportunity Report
Sale price: $5,000
Partner earns:

$1,500 commission

Regional Partner Referra

If they refer a serious contractor, broker, investor, or operator who enters a larger
license/investment agreement:

Partner earns:

* 5% referral fee on collected upfront payment, or
* Custom success fee approved in writing



Example:
If a$25,000 regional access package closes, 5% = $1,250
If a2$100,000 partner package closes, 5% = $5,000

If a$350,000 partnership closes, referral fee must be defined in writing before the close.

8. Payment Rule
Commissions are paid only after client payment clears.
No commission is owed on:

e unpaid invoices

* refunded payments

» chargebacks

» fake deals

* unapproved discounts

* unauthorized promises

* deals outside written terms

9. Day One One-Page Offer Sheet

Empire Regional Growth System

Al-Powered Reports, Lead Campaigns, and Business Missions for Local Growth
Most businesses have opportunities hiding around them:

* underused properties

» weak storefront traffic

* missed customer leads

* poor follow-up

* no QR campaign

* no local partner network
* NO SPONSOr strategy

* no digital product funnel



* No app-powered engagement
Empire Command Center helps turn those opportunities into:

* Al reports

* QR campaigns

e lead lists

* sales scripts

* customer offers

» mission-based traffic

* Sponsor opportunities

* app-powered business growth

What We Offer
Space Resurrector Reports

For contractors, brokers, property owners, and investors who want to find commercial real
estate value.

LineFlow Campaigns

For businesses that want to turn traffic, lines, parks, events, and storefront attention into QR
leads.

Ascension25 Missions

For businesses that want engagement, gamified promotions, and verified action.

Predictor Apps

For restaurants, shoe stores, jewelry stores, and retail businesses that need smarter promotions.
Accident Shield

For auto-related businesses that want driver safety, referral, and membership opportunities.

Best Buyers



* Contractors

* Brokers

* Investors

* Agents

* Restaurants

* Retall stores

* Auto shops

* Event venues

* Apartment complexes

* Local service companies
* Shopping centers

» Commercia property owners

Starter Offer
Regional Business Growth Report + Lead Activation
Includes:

* Business/opportunity report

* Target buyer profile

* QR campaign idea

* Lead capture recommendation
* Al outreach messages

* 7-day action plan

Price:

$297 setup

Growth Offer
Includes:

* Full report
* LineFlow QR campaign
e Lead list



* Al outreach messages
* Follow-up checklist
* Monthly tracking

Price:

$997 setup + $149/month

Premium Offer
For contractors, brokers, agents, and investors.
Includes:

* Space Resurrector opportunity analysis
* Market opportunity report

* Business model strategy

* Lead targets

* Al outreach campaign

* 1-on-1 strategy call

Price:

$2,500-$5,000

Main SalesLine

We help businesses turn hidden opportunities into leads, traffic, reports, and revenue using
Al-powered app systems.

10. 30-Second Partner Recruitment Pitch
Use thisto recruit the first regional partner.

“1’m building an Al-powered business growth network that connects Space Resurrector,
LineFlow, Ascension25, Accident Shield, and Empire Command Center. I’ m looking for one
serious regional partner outside Californiawho already knows contractors, brokers, agents,



investors, or business owners. Thisis not a payroll job. Thisisafounding partner opportunity
where you help open your market, sell reports and app campaigns, earn commissions, and
potentially build toward regional operator status. | want one person who can help close the first
clients and create the mountain from there.”

11. 10-Second Pitch

“1’m looking for one serious regional partner to help sell Al-powered business reports, |ead
campaigns, and local growth systemsin your market. Commission-based with regional
upside.”

12. Contractor Recruitment Pitch

“Contractors aready see building problems that most investors miss. Space Resurrector turns
that construction intelligence into commercial real estate opportunity reports, repositioning
strategies, and investor-ready plans. I'm looking for one contractor partner in your market who
can help introduce this to property owners, brokers, and investors.”

13. Broker Recruitment Pitch

“Brokers need better reasons to contact owners and investors. Space Resurrector creates
opportunity reports that show how underused buildings can be repositioned. LineFlow and
Ascension25 add traffic and engagement tools. I’ m looking for one broker partner who wants
to use this as a lead-generating advantage in your market.”

14. Investor Partner Pitch

“Most investors are looking at the same deals everyone el se sees. Space Resurrector helps
identify hidden commercia opportunities, repositioning angles, and local business use cases.
I’m looking for one investor partner who wants early access to the report engine and regional
opportunity pipeline.”



15. Agent / Connector Pitch

“If you know business owners, contractors, brokers, investors, or local operators, this gives you
away to monetize those relationships. Y ou introduce the right people to our Al-powered
reports and campaign systems, and you earn commission on closed deals.”

16. Social Media Recruiting Post

I’m looking for one serious out-of-state partner who knows contractors, brokers, investors,
agents, or local business owners.

I’m building an Al-powered business growth and commercia opportunity system connected to
Space Resurrector, LineFlow, Ascension25, Accident Shield, and Empire Command Center.

Thisisnot an hourly job. Thisisacommission-based founding partner opportunity for
someone who wants to help open aregion from the ground up.

Best fit:

* contractor

* broker

* investor connector

* insurance agent

* business consultant

* local service owner

* sales hustler

e promoter

* real estate relationship person

Y ou help sall reports, app campaigns, lead systems, and business growth packages.
First goa: close the first clients, prove the market, and build toward regional operator status.

DM me REGIONAL PARTNER.

17. Direct Message Script

Hey [Name], I’m reaching out because I’'m looking for one serious regional partner in



[City/State]. I’ m building an Al-powered business growth system that helps contractors,
brokers, investors, and local businesses create opportunity reports, QR lead campaigns, and
mission-based traffic. Y ou came to mind because you know business people in your market.
Thisis commission-based with upside, not aregular job. Would you be open to hearing how
the first partner position works?

18. Follow-Up DM

Just following up. The reason | thought of you is because this works best with someone who
aready has relationships with contractors, brokers, investors, agents, or business owners. I’'m
only looking for one good partner to start in each market, not a big team. Want me to send the
short breakdown?

19. Serious Interest Reply

Good. Thefirst partner’sjob is simple: help introduce the system to businesses and
professionals in your market, sell the first report/campaign packages, and help prove demand.

Y ou earn commission on sales and can grow into aregiona partner role if the market performs.
Thefirst products are Al business reports, Space Resurrector opportunity reports, LineFlow
QR campaigns, Ascension25 missions, and app growth packages.

20. Cold Call Script for Recruiting a Partner
Opening

Hi [Name], thisis[Your Name]. I’'m building an Al-powered business growth network and I'm
looking for one serious regional partner in [City]. Are you open to a quick business
opportunity conversation if it involves contractors, brokers, investors, and local businesses?

If yes:

The short version isthis: | have a system that creates Al-powered business reports, commercial
opportunity reports, QR lead campaigns, and mission-based traffic campaigns. | need one
person in your market who can help introduce it to contractors, brokers, agents, investors, and
business owners. It is commission-based to start, with regional upside if it performs.



Qualifying question:

Do you aready have relationships with business owners, contractors, real estate people, or
local operators?

If yes:

That is exactly why this may fit. I do not need someone to learn the whole tech world. | need
someone who can open doors, set meetings, and help sell useful reports and lead systems to
people who already need more deals, traffic, or customers.

Close for meeting:

Would it make sense to do a 20-minute call where | show you the first offer and how you
would get paid?

21. Partner Qualification Questions
Ask every possible partner:

1. What city/state are you in?

2. What industry are you closest to?

3. Do you know contractors, brokers, investors, agents, or business owners?
4. Have you ever sold commission-based?

5. Are you comfortable calling or DMing business owners?

6. Can you build alist of 100 local prospects?

7. What business categories do you aready have accessto?

8. Do you want quick commission, long-term regional upside, or both?
9. Can you commit to a 7-day test?

10. What would make this worth your time?

11. What type of businesses do you think would respond first?

12. Do you have any local credibility or relationships we can use?

13. Areyou willing to track leads and follow up?

14. Can you avoid making unauthorized promises?

15. Areyou interested in eventually building a small sales team?

22. Who to Avoid



Do not recruit people who:

* Need guaranteed hourly pay immediately
» Want equity before proving anything

* Cannot follow scripts

* Refuse to track leads

» Exaggerate or lie

* Promise guaranteed results

» Want to control the whole business

» Have no relationships and no hustle

* Are only curious but not action-oriented
» Ask for money before making any contacts
» Want to copy the system instead of sdll it

23. First 7-Day Test for Partner
Before giving them too much access, give them atest.
Day 1

Learn the offer and build a 50-lead list.
Day 2

Contact 25 prospects.

Day 3

Contact 25 more prospects.

Day 4

Follow up with all replies.

Day 5

Book at least 2 demo conversations.
Day 6

Try to close or escalate 1 serious prospect.



Day 7

Review results and decide if they continue.
Pass Criteria

They passif they produce:

* 50+ leads

* 50 contacts

* 5 conversations

* 2 interested prospects

* 1 serious demo or close attempt

They fail if they:

» make excuses

* do not track anything

* do not contact people

* disappear

* try to renegotiate before proving effort

24. Lead Target List for Partner
Start with 100 prospects.
Contractors

* General contractors

» Commercia contractors

* tenant improvement contractors
* restoration contractors

* roofing contractors

* electrical contractors

* HVAC contractors

* plumbing contractors

* concrete contractors

* remodeling contractors



Readl Estate

» Commercia brokers
* residential brokers with investor clients
* property managers

* |leasing agents

* developers

* building owners

* gpartment owners

* CRE investors

* hard money lenders
* title/escrow contacts
» mortgage brokers

Local Business

* restaurants

* auto shops

* salons

* barbers

* shoe stores

* jewelry stores
e liquor stores

* gyms

* event venues
* retall stores

* shopping centers

Investor / Finance

* local investors

* real estate meetups

* business brokers

* private lenders

* angel groups

» franchise buyers
 small business buyers
* tax strategists

* insurance agents



» wealth advisors

25. Prospecting Message for Contractors

Hey [Name], I'm working with an Al-powered commercial opportunity system called Space
Resurrector. It helpsidentify underused buildings, repositioning opportunities, and
contractor-friendly deal flow. We're looking for contractor partnersin [City] who want early
access to reports, referrals, and possible regional opportunities. Would you be open to seeing
the short breakdown?

26. Prospecting Message for Brokers

Hey [Name], I'm working with atool that helps create commercial property opportunity
reports and repositioning strategies. It can give brokers a stronger reason to contact owners,
investors, and contractors. We' re opening conversations in [City]. Want me to send a quick
example of how it works?

27. Prospecting Message for Investors

Hey [Name], I'm working with a commercial real estate Al report system that helps identify
repositioning opportunities, underused buildings, and local revenue strategies. It is designed
for investors, contractors, and brokers who want better deal intelligence. Want to see the short
version?

28. Prospecting Message for Local Businesses

Hey [Name], I'm helping local businesses set up Al-powered QR campaigns that turn foot
traffic, lines, and eventsinto leads and follow-up opportunities. It works well for restaurants,
retail, auto shops, salons, and venues. Want to see how it could work for your business?

29. Partner Sales Script: Discovery Call

Step 1: Open



Thanks for taking the time. | want to keep this simple. We are building aregional business
growth channel using Al-powered reports, QR campaigns, and mission-based local
engagement. | want to see if your market and relationships are afit.

Step 2: Find their market

Tell me about your market. Who do you know more of — contractors, brokers, investors, or
local business owners?

Step 3: Match the offer

If contractor-heavy:

Then Space Resurrector is probably the best first angle.

If local business-heavy:

Then LineFlow and Storefront Traffic Booster are probably the easiest first sales.
If entertainment-heavy:

Then LineFlow, Gigs4Baddies, and Ascension25 are the strongest angle.

If auto-heavy:

Then Accident Shield is the best first door opener.

Step 4: Explain money

The starting model is commission-based. Y ou sell reports, campaigns, and business growth
packages. Y ou get paid on closed deals. If the market performs, we can discuss regional partner
status, team overrides, and territory opportunities.

Step 5: Close for test

Thefirst step is not abig commitment. It isa 7-day test. Build 50 leads, contact them, track
replies, and let’ s see if your market responds. If it does, we build from there.

30. Objection Responses

“| do not want to work for free.”



| understand. Thisis not positioned as free work. It is commission-based partner development.
Thereis no payroll budget yet, so | am looking for someone who wants upside and is willing to
prove the market. Y ou do not have to spend money. Y ou bring relationships and effort. If deals
close, you get paid.

“Why should | help you build your business?’

Because the right partner is not just helping me. They are opening arevenue channel in their
own market. If you help prove the market, you can become the first person positioned for
regional opportunities, team overrides, and territory priority.

“What if this does not s&ll?”

That is exactly why we start with a 7-day test. We do not guess. We contact real prospects,
track responses, and see which offer gets attention. If the market does not respond, we adjust or
stop.

“1 do not understand the apps.”

Y ou do not need to understand every app on day one. Y ou only need to understand the first
offer. For contractors and brokers, we lead with Space Resurrector reports. For storefront
businesses, we lead with LineFlow QR campaigns. For auto businesses, we lead with Accident
Shield.

“Can | get exclusive territory?’

Territory priority isearned, not given upfront. If you prove activity, bring qualified leads, close
deals, and follow the system, then we can discuss regional territory status.

“1 want equity.”

Equity or ownership conversations only happen after proven performance or capital
contribution. The starting path is commission and regional upside. Close dealsfirst, then



bigger conversations become real.

“Can | copy thisand do it myself?’

The valueisnot just theidea. It isthe app ecosystem, reports, prompts, workflows, dashboards,
brand, sales system, and future network. Partners make money by hel ping expand the system,
not by trying to rebuild it from scratch.

“Do you guarantee income?’

No. Income depends on outreach, follow-up, market fit, and closed sales. What we provideis
the product stack, scripts, offers, and commission opportunity.

31. Close Script for Recruiting the Partner

Hereiswhat | recommend. Let’ s not overcomplicateit. | am not asking you for money today. |
am asking you to run a 7-day founding partner test in your market. You build alist of 50
prospects, contact them using the scripts, track the responses, and we review together. If the
market responds, you keep going and we build your regional opportunity. If it does not, we
adjust.

The upside is that you become the first person positioned in your market before | open it up to
others. Are you willing to run the 7-day test?

32. Close Script for a Contractor Prospect

Based on what you told me, Space Resurrector is the strongest first step for you. We can start
with acommercial opportunity report or regional business growth analysis. The goal isto
identify underused property, repositioning opportunities, and contractor-friendly deal flow in
your market. The starter report is $297, and the premium opportunity package starts at $2,500
depending on depth. Do you want to start with a starter report or schedule the deeper strategy
review?



33. Close Script for a Broker Prospect

This gives you a stronger reason to reach out to owners and investors. Instead of saying, “Do
you want to sell or lease?’ you can bring an opportunity report that shows what the property
could become. The starter report is $297. The premium broker package starts at $997 and
includes lead targeting and outreach. Do you want to test it on one property or one owner list?

34. Close Script for aLocal Business Prospect

The best starting package for your businessis the LineFlow QR campaign. It gives you a scan
page, lead capture, and a simple way to test customer interest. The starter setup is $297, and
the growth plan is $997 setup plus $149/month. Do you want to start with abasic QR
campaign or the full growth setup?

35. Close Script for a Serious Regiona Operator

The bigger opportunity is not just selling one report or one campaign. The bigger opportunity
IS opening your region as an Empire Command Center market. That means app sales, reports,
local business campaigns, event activations, sponsor packages, and eventually aregional
operator model. | do not give territory away casually. But if you prove the market with real
leads and closed deals, you become first in line for that conversation.

36. Day One Partner Checklist
Before the partner starts, confirm:

* [ ] Partner understands they are commission-based.

* [ ] Partner understands no income is guaranteed.

* [ ] Partner knows the first offer.

e [ ] Partner knows the target market.

* [ ] Partner has scripts.

* [ ] Partner has lead tracker.

* [ ] Partner knows not to make unauthorized promises.
* [ ] Partner agreesto 7-day test.

* [ ] Partner knows commission structure.



* [ ] Partner knows how to report leads.
* [ ] Partner knows how to book a demo.
* [ ] Partner knows what counts as a qualified prospect.

37. Daily Activity Targets
Minimum

* 10 new contacts per day
* 5 follow-ups

* 1rea conversation

* Lead tracker updated

Strong

* 25 new contacts per day
* 10 follow-ups

* 3rea conversations

* 1 demo attempt

Aggressive

* 50 new contacts per day
« 20 follow-ups

* 5 conversations

* 2 demos

38. Lead Tracker
Use thistable:

| Prospect | Category | City | Contact | Relationship | Offer Fit | Status | Last Contact |
Follow-Up | Notes |

el B R e R R R |1
Categories:

» Contractor



* Broker

* [nvestor

* Agent

* Local Business
* Auto Business
* Restaurant

* Retail

* Venue

* Property Owner

Statuses:

* New

* Contacted

* Replied

* Interested

» Demo Booked

* Proposal Sent

* Closed

* Not Interested

* Follow Up Later

* Regional Partner Candidate

39. First 7-Day Mission
Day 1: Learn and List

 |_earn the main offer
e Choosefirst niche
 Build 50 leads

Day 2: Contact 25 Leads

* Send messages
* Make calls
* Track replies

Day 3: Contact 25 More



* Finish first 50
* [dentify top 10 warm leads

Day 4: Follow Up

* Follow up with everyone contacted
» Book demos

Day 5: Demo Day

* Show the offer
» Ask for sale or next step

Day 6: Close/ Escalate

* Try to close starter reports
» Escalate serious prospects to founder call

Day 7: Review

* Count leads

 Count replies

» Count demos

* Count closes

* Decide next niche

* Decide whether partner continues

40. What Not to Promise
Do not promise:

» Guaranteed income

» Guaranteed investment return

» Guaranteed property appreciation
* Guaranteed traffic

» Guaranteed sales

» Guaranteed royalties

* Guaranteed territory

» Guaranteed equity



» Guaranteed media coverage
» Guaranteed partnerships
* Legal, tax, insurance, medical, or investment advice

Use safer language:

* “Potential”

* “Opportunity”

* “Designed to help”

« “Can support”

* “May create”

* “Projected”

* “Subject to approval”

* “Requires verification”
* “Depends on execution”

41. Regional Partner Agreement Termsto Prepare
Before they start selling seriously, prepare a simple agreement covering:

* Independent contractor status
» Commission terms

* No guaranteed pay

* No unauthorized promises

* Confidentiality

» Non-circumvention

* No reverse engineering

* Lead ownership rules

» Commission payout timing

* Chargeback/refund rules

* Territory is not guaranteed until written approval
» Use of approved scripts only
» Termination rights

* Dispute process

42. The Best First Offer to Lead With by Partner Type



Contractor Partner

Lead with:

Space Resurrector Contractor Opportunity Report
Broker Partner

Lead with:

Owner Repositioning Report

Investor Partner

Lead with:

Hidden Commercial Opportunity Report
Agent/Connector

Lead with:

Referral Partner Program

Local Business Partner

Lead with:

LineFlow QR Lead Campaign

Entertainment Partner

Lead with:

LineFlow + Ascension25 Event Mission Package
Auto Partner

Lead with:

Accident Shield Partner Package

43. The Mountain-Building Plan



Do not try to recruit anational network first.
Build thisway:

Step 1

Recruit one partner in one market.

Step 2

Have them run a 7-day test.

Step 3

Close one starter report or campaign.

Step 4

Use that proof to recruit two more prospects.
Step 5

Promote first partner to Regional Captain if they produce.
Step 6

Givethem 3-5 repsto train later.

Step 7

Open the next market.

44. Founder Story Script

Use this to build belief:

| started from the ground up. | know what it means to walk into businesses with no budget, no
funding, and no one handing you anything. These apps were built from real business pain —
window cleaning, local sales, events, lead generation, traffic, accidents, restaurants,
contractors, and commercial buildings. | am not trying to recruit a payroll team. | am looking
for one serious partner who sees the bigger picture and wants to help build aregional sales

machine from the ground up.



45. The Final Recruiting Close

| do not need ten people. | need one good partner. If you can build alist, contact real prospects,
follow up, and help close the first accounts, you can become the first person positioned in your
market. We start with a 7-day test, then we build from results. Are you ready to run the test?

46. Final Mindset for the Partner
Thisis not about begging people to buy.

Thisis about showing businesses that they are leaving money, leads, properties, traffic, and
opportunities unseen.

Space Resurrector finds hidden property value.
LineFlow captures hidden customer traffic.
Ascension25 turns engagement into missions.
Accident Shield creates driver referral value.
Empire Command Center tiesit all together.

Y our job isto open the first doors in your market.

One partner.

One city.

One offer.

Onefirst client.

Then the mountain starts.

For serious out-of-state contractors or investors, use the bigger Space Resurrector framing from
your uploaded report: the partner is buying exclusive regional operator rights,
software/platform upside, home-market deal flow, and a credibility story, not just accessto a
San Jose office. The report’ s structured package includes equity in the 34 W. Santa Clara Street
joint venture, exclusive Space Resurrector regional license, Empire Command Center regional
operator status, media story participation, reciprocal deal flow, construction priority, and
quarterly partner distributions.

My strongest recommendation: start with a 7-day unpaid/commission-based test before
offering any territory. Territory is earned only after the partner proves effort, lead generation,



follow-up, and closing ability.



