
MARKETING WITH ATTRACTION



Why Gravity?
Modern marketing and advertising techniques have created a monster. With 
seemingly exponential growth in ad spend, it has become harder and harder 
for small businesses or entrepreneurs to compete in an environment defined 
by increasingly low quality, hypertargeted ads that require a huge budget and 
specialized skills to develop. What’s more, as the number of total advertisers 
grows, the actual return on any individual ad decreases, stacking the cards 
even further against anyone who can’t sustain huge losses to play.



There is another way, however. With features like live-streaming, social media 
groups, and community applications, new methods of connecting creators to 
the people who love their content have emerged that are so substantially 
higher in both quality of interaction and value provided that marketing as 
usual is soon to be a thing of the past.



Enter Gravity. At Aion Enterprises, we’ve been pioneering a wildly different 
approach to reaching the people who need to hear from you the most, without 
any of the hyper-transactional, ingeunine interaction that the current business 
environment is rife with.



With Gravity, you’ll be able to grow your brand, your business, and your 
overall presence while still spending time on the things you’re passionate 
about, with the people who want to hear about it the most.



Welcome to Marketing with Attraction.
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What Gravity isn’t:

What Gravity is

• Business as usual


• Competitive in nature


• A quick fix for short-term problems


• Easily quantifiable, especially early on


• A source of fast leads


• Sales

• Collaborative in nature


• Community based marketing


• A long-term, progressive strategy


• An ecosystem that grows with time


• Reliable, consistent, and stable


• An investment in the future


• A source of great content


• The future of business
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Core Concepts:
• Dopamine vs Oxytocin


• Top of Mind vs Close to Home


• Collaboration vs Competition


• The Partnership Economy


• The Rule of Standalone Value


• The Orbit


• Space, The Final Frontier


• Outer Orbit


• Inner Orbit


• The Singularity


• The Expanded Orbit
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How you do one thing is how you do everything. If you’re consistently putting out low-
quality work, you’ll eventually be known as a low-quality business. However, if you 
build your business on caring about the people you work with and ensuring that what 
you’re delivering is something that both of you can be proud of, then you’ll ensure 
that you’ll be known as a great company, and you won’t have to brag about it, either.

The Rule of Standalone Value:
A lot of business is done with a phrase you might have heard in mind: the end justifies the 
means. What this really means is that you can justify doing a lot of things you don’t feel good 
about in the hopes that something good is going to come out of it. What this looks like in practice 
is often less good, and in fact, pretty often it turns out pretty bad.



One of the mistakes that people often make when trying to build their businesses is to make 
everything they do centered around their business itself. You might be thinking that that makes 
sense, but let’s think about that for a second.
 

Let’s say you start a podcast to promote your business. If all you did on the podcast was talk 
about how cool your business is, and how everyone should work with you, and hey, guess what, 
we’re offering a deal for podcast listeners to get 10% off the thing you just pitched in the episode 
that was exclusively a big, long sales pitch, then guess what? That’s going to be a terrible 
podcast, and no one is going to want to listen to it.



The solution is to switch from “the end justifies the means” to a different perspective, which is:  

The means are the end- what you get is what you do.



If you’re going to start a podcast, it should be because you want to make a good podcast. An 
easy way to check if you’re doing this right is what we call The Rule of Standalone Value:  

If the thing you’re doing had absolutely nothing to do with your business, would someone still be 
interested in it and find it to be useful, valueable, and entertaining? If the answer is no, you 
should not do it. This is a critical component of the Gravity approach- if you’re not interested in 
doing any part of this strategy because you actually want to do it, don’t do it. Being ingenuine is 
like talking to people because you want something from them- most people can tell and the ones 
who can’t probably aren’t the people you want to be talking to. What’s worse is that it’s just plain 
manipulative.



The key to making Gravity work for you is by having a genuine passion for what you do and the 
people you do it with. If you’re not in it for the long haul, you should just find something else to do 
that you actually like, rather than making something you’re not proud of.
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MARKETING WITH ATTRACTION



We’re going to start with a basic overview of two of the chemicals in the human brain 
that play a role in almost all of our decisions and interactions: Dopamine, the reward 
chemical, and Oxytocin, which is what helps us trust and form healthy social 
attachments.  

Modern marketing predominantly focuses on dopamine, where Gravity is centered 
around Oxytocin

Dopamine:
Dopamine is the chemical responsible for the good feeling you get when you accomplish a goal, 
and because of that, it’s often called the reward chemical. Social media sites like Facebook and 
many video games are designed with features (likes, points, and leveling up, for example) that 
stimulate the release of dopamine.



This can form what is called a dopamine feedback loop, which leads to things like mindlessly 
scrolling or posting things that you know will get you likes. This is also why games like Clash of 
Clans make the first few levels very easy and fun, then gradually increase the time between wins 
to keep you wanting your dopamine fix. It’s no surprise that this is very similar to the mechanism 
in the brain responsible for drug addiction- chemicals like methamphetamine are very potent 
dopamine-stimulants, and a large portion of our brain’s tendency to get addicted to drugs, food, 
or other things is due to the way dopamine rewards us. 
  
Basically, dopamine says “whatever you just did is good, keep doing it.” This is a good thing 
when you’re doing things like exercising, accomplishing goals, and improving your life, but 
systems that hijack your dopamine, like social media, advertising, and some app games can use 
what we’ll call “dark design,” or systems that are meant to encourage things like addictive 
behavior, to keep you using them.

Oxytocin is the chemical responsible for the good feeling you get when you make friends, spent 
time with family members, or fall in love, and it’s often called the pair-bonding chemical. Normal 
human interactions (positive ones, of course) stimulate the release of oxytocin, and that makes 
us feel like we’re a part of something. Unfortunately, most social media (and social media 
marketing) have created an environment that prioritizes dopamine feedback loops at the 
expense of the natural interactions that help us feel oxytocin, and we end up with narcissistic 
environments that dehumanize the people we’re dealing with. This is why the YouTube 
comments section is like that, if you were wondering.



Changing our focus from dopamine-based strategies to oxytocin-based strategies isn’t just about 
bringing back good interactions, although that’s a worthy goal in itself. It’s also important to note 
that having low levels of oxytocin can lead to things like addiction itself, and the corrolary is that 
oxytocin helps to prevent addiction in the first place. It also acts as an antidepressant- maybe 
that’s why depression rates have been increasing since social media became popular?  

Let’s bring back healthy human interactions with the people we’re dealing with.

Oxytocin:

4

Copyright © 2022     Aion Enterprises

(910) 382-2390 garrett@aion.enterprises @aionenterprisesaionenterprises.com



Now that we have a goal in mind, let’s look at another large facet of the way that 
modern advertising and marketing work with a concept that’s prominent in the 
industry: top of mind awareness.  

Ever wonder why huge, universally known companies like Coke, Geico, McDonald’s, 
or Wal-Mart still advertise all the time? It’s because they’re competing to stay top of 
mind.

Top of Mind:
Basically, Top of Mind Awareness can be summed up with the following experiment 
(answer as fast as you can, and trust you first gut instinct):  

Who is the first car company you think of?

Who is the first fast food restaurant you think of?

Who is the first car insurance company you think of?

If you have longterm payments and you need cash NOW, who do you call?



(Okay, that last one was a joke.)



The likelihood is that you answered these questions with people who advertise constantly, and 
the reason they all spend millions on those ads is to control that gut response in your brain. You 
may even have thought of some of their jingles, commercials, or even logos when you answered 
the questions.
 

While this works for companies with money to burn, it’s more of a shotgun approach and it’s not 
really something you can imitate as an entrepreneur or small business owner.

Fortunately for us, there’s an alternative to competing with organizations who can throw money 
away on such terrible things as Geico commercials, and what’s more, there’s something that we 
can do that all the money in the world can’t buy.  

Let’s call this Close to Home Awareness.



Close to Home Awareness is the kind of awareness that you have of your family doctor, your 
favorite server or bartender at your regular spot, and that local mom-and-pop store that you’ve 
been going to since you were a kid. Unlike Top of Mind, you’re not going to think of it because of 
a knee-jerk reaction. Instead, this is the kind of feeling that gives you the warm-fuzzies, because 
this is a relationship and a feeling based on trust, respect, and reliability.  

If there was a formula for developing CTHA, it would be something like:



(Good interactions over time + A sense of shared values + Quality ) x (Trust+Personal 
Connection)  

We’re willing to bet you can’t show us one of the companies you thought of above that can beat 
your company with that math.

Close to Home:
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Next, we’re going to look at what might be the biggest misconception in human 
history, which is the idea that competition is a better strategy than collaboration. 
Humans are social creatures, and we only got as far as we did because of the simple 
fact that we’re better together than we are apart. This social element is so powerful 
that we can actually die from lonliness, and being isolated causes all sorts of horrible 
side effects like addiction, depression, and antisocial behavior, leading us to...

Competition:
There’s a good chance you’ve heard of things like corporate warfare, hostile takeovers, and The 
Art of War for Managers, which exists for some reason. We don’t know about you, but if 
someone walked into a partnership meeting with that book, we’d walk out.



Competition seems like a good idea to many because we all want to be winners, and if there are 
winners, there have to be losers, right? Unfortunately, it’s this sort of mindset that leads to many 
of the ills in this world, like Microsoft’s psychopathic-sounding strategy “embrace, extend, 
extinguish.” (Look that up if you’re in for a rabbit-hole.)



While there are certainly plenty of good forms of competition, where it tends to go wrong 
revolves around a few concepts: scarcity mindset, zero-sum games, and the idea of winning at 
any cost. Scarcity mindset is the idea that there’s not enough to go around, which is playing what 
we’ll call a zero-sum game, or a game in which only one person can win. This is, of course, only 
possible if we have to win at the expense of others. To simplify that, it’d be like playing football by 
injuring all the other players to ensure they can never play again.



We don’t know about you, but we wouldn’t want to play that game.

While you might be able to play that zero-sum game a few times, the price for failure is total 
destruction, so it’s not a viable long term strategy. On the other hand, if you want to play what 
Simon Sinek calls The Infinite Game, or the kind of game that you and others can play together 
for as long as possible, you actually don’t need to crush your enemies and get a bunch of flags 
called on you. It’s a radical idea, we know, but just stick with us.



The Gravity method is fundamentally anchored on the principle of collaboration, not just between 
you and the people who purchase from your business, but with your business and others. Just 
like a rising tide lifts all boats, so does a good collaborative strategy help everyone involved. 
Plus, when you’re not fighting against the world, you don’t have to watch your back and sleep 
with one eye open.



Take a moment to start thinking about ways you can turn the people you think about as 
competitors into potential collaborators, and you’ll start to shift your perspective towards a new 
kind of business ecosystem we call the Partnership Economy.

Collaboration:
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One of the glaring flaws in the way that many people do business is the short-
sighted, transactional nature of the relationships that companies have with their 
customers. Sure, you can sell someone a lame, as-seen-on-TV product once, but if 
it’s junk, there’s a good chance they won’t buy again. What if we treated everyone we 
worked with not as a sale waiting to be crammed down a funnel, but as a lifelong 
partner to grow and build with?

The Partnership Economy:
The Partnership Economy is the idea that all business relationships should be built with longevity 
in mind. In the same way that a healthy friendship is built on things like trust, shared values, and 
the desire to see each other learn and be better, we at Aion believe that the foundation of all 
good business relationships is the desire to find people who you genuinely like, care about, and 
can share in the adventure of entrepreneurship together.



If this is going to work, we’re gonna have to leave some baggage at the door.



The most important thing we have to change here is our perspective, and an easy way to do that 
is by changing the language we use around what we do. We’ll let you in on a little secret- Gravity 
isn’t actually a marketing or advertising system- it’s actually an alternative to marketing entirely. 
We’re not advertising, and we’re not trying to figure out what we have to say to make you buy 
something. If you’re tailoring your products to what you think someone wants to hear, you’ve 
already missed the point (and if you did that to your friends, they’d call it lying.) Instead, we’re 
cultivating Gravity, which is attractive rather than reactive.



There are a few other things we have to redefine to shift our perspective here:



We’re not in the business of sales, what we’re looking to do is engage with people who are ready 
to collaborate. Yes, there are of course literal sales transactions involved in all things, but you 
actually can’t describe the as-seen-on-TV sort of sales engaging in a partnership (not a good 
one, anyway), so it’s important here to note that semantics matter.



Let’s try another example- if you were going to recommend a product to your grandmother, 
there’s a good chance it’s because you care about her and her well-being, and you’re doing so 
because you think it would benefit her. What you wouldn’t (we hope, of course) do is try and 
close on a hot lead, because that’s your grandma, and that sort of language is just gross. 
Business does involve transactions, of course, but you wouldn’t think about buying dinner with 
your friends as a transactional exchange for networking purposes, would you?



By changing the language around how we think about business, we can change the way we all 
think and feel about it. That’s why we don’t have clients or customers at Aion, we have partners. 
These are people we’re honored and proud to work with, and we hope to continue to work with 
them all the way through the life of their business and beyond.
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Now that we’ve got the “why” and the theory of Gravity out of the way, let’s jump in to 
the meaty practical applications. The first thing we’re going to cover is your Orbit, 
which is the system you’re going to be building to develop Gravity and start attracting 
the kind of people you want to work with.

The Orbit:
Gravity begins and ends with you and your Orbit. Your Orbit is essentially defined by 
your relationship between you and the people your business serves (or might serve 
in the future). There are three layers of your Orbit: 
 

• Space, the Final Frontier-

This is where UFOs (Unidentified Future Opportunities) live



• Outer Orbit-

This is where a potential partner is aware of you, but you haven’t met them yet



• Inner Orbit- 

This is where you and a potential partner have met and are developing your 
relationship



We’ll get more into each of these layers over the next few pages, so for now let’s 
discuss our goal with the Gravity system:



Our mission is to increase your Gravity by doing things that add to your mass, which 
means the weight and impact of your brand, your business, and your digital and 
physical presence.
 

Additionally, we want to build stations along the way to help give potential partners 
more means of discovering and learning about you and your business. We’ll do this 
through a variety of means, including things like building groups and communities on 
social platforms, as well as by producing quality content in a way that expresses 
your business’ value.

UFOs

Outer Orbit

Inner Orbit

You
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First, we need to go hunting for some UFOs. We mentioned that this stands for 
Unidentified Future Opportunities, and this is another use of changing words to 
change perspectives. Normal marketing would call these people leads, but we’re 
willing to bet you don’t tell people you respect, “hey, you’re a hot lead ready to close,” 
now, do you?



Instead, we consider everyone we meet an opportunity for long-term partnership.

Space, The Final Frontier:
Much of the difficulty we face in business is in finding these new opportunities, so it’s 
good to think about the place that UFOs like to hang out as Space. It’s big, it’s 
mostly empty, and it’s both dangerous and difficult to explore, period. This is why 
doing things like lead hunting and cold calling are so tedious and unfullfilling- we 
don’t know about you, but we can’t remember the last cold call we got that was 
exciting.



Instead, with Gravity, our focus is at first with working with what we have, where we 
are. That means that when you apply the Gravity method to your business, you 
actually won’t be starting with Space at all. (However, for the sake of explaining this 
in a way that makes sense, we’re going to work backwards to the important part.)



The most important thing to know regarding this portion of your business is that until 
you’ve developed enough Gravity to start attracting UFOs naturally, you probably 
don’t want to fire your marketing team or turn your ads off. Building Gravity can be a 
slow process, but it’s ultimately much more sustainable in the long run, so be patient 
and submit to the process.



For now, just know that UFOs are out there, and our goal for this part of your Orbit is 
to ATTRACT them.

UFOs
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The Outer Orbit is much more immediately valueable if you already have something 
of an established presence, online or offline. In this part of your Orbit is everyone 
who knows about your business that you have yet to meet. This can be fans, 
potential team members, future partners, or just that one guy who likes all your 
Facebook posts. Our goal with this part of your Orbit is to IDENTIFY these people 
and discover what opportunities for partnership are possible.

The Outer Orbit:
The Outer Orbit is fundamentally developed by the content that you put out into the 
world. There are a number of ways to build Gravity here, from posting regularly on 
social media to building your website or portfolio, and by geting good press, to name 
a few.



A particularly good strategy for developing your Outer Orbit is to let your work speak 
for you. You can do this by getting good testimonials or reviews from satisfied 
partners, or by sharing the work you’ve done with partners as case studies. If you 
remember the rule of Standalone Value, then you’ll realize where it begins to pay off- 
doing a project just for the money might help you in the short run, but if you’re not 
creating work you’re proud of, it’s hard to for other people to like it, either.



Instead, find ways to brag about the people you’re working with. Share business 
successes that they’ve had, highlight examples of the work you’ve done for them, 
and take the time to talk about the great things they’re working on. If you’re proud of 
the people you work with, other people will be too. The best kind of marketing that 
anyone will ever do for your business is person-to-person, word of mouth 
recommendation- just like if you were showing something to your grandma.

UFOsUFOs

Outer Orbit
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The Inner Orbit is where things get really interesting. This is where you’ve finally 
identified a potential partner, and here, you’re working to build TRACTION. Your goal 
here is to develop the relationship with a potential partner by getting to know them, 
their business, and their values, and most importantly, finding out if working together 
with them is even a good idea. If you’ve ever worked with someone who isn’t a good 
values fit, you’ll know that it’s better to not even have worked with them at all. Values 
matter, so find out what yours are!

The Inner Orbit:
The Inner Orbit is the most complex of the three, but this is where you really get to 
have fun with developing your Gravity. An easy place to start here is with a 
Facebook Group- once someone is in your group, they’ve effectively raised their 
hand and indicated that they have more than a passing interest in what you’re doing. 



Another great idea here is to start a podcast. Nowadays, it’s easy enough to do a 
podcast with just a smartphone, so don’t let tech or lack of experience stop you, 
you’ll pick it up. A podcast is also a fantastic way to meet other professionals in your 
field as guests, and almost everyone is down to show up for an episode- it’s fun and 
requires minimal effort.



A rule of thumb for podcasts- guests help you build your audience by drawing in their 
fans, being a guest on another podcasts helps build your own presence by exposing 
you to new viewers.



A more in-depth option for the Inner Orbit is to build a private community with 
programs like Discord. Joining a community like this is a bigger hand-raise, and 
indicates a pre-existing level of buy in to you and your brand that a Facebook group 
doesn’t necessarily have. Once someone joins your private community, they’re 
playing in your sandbox.



We’ll expand on each of these options in more detail in separate guidebooks.

UFOsUFOs

Outer Orbit

Inner Orbit
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If you’ve ever seen Interstellar (and if you haven’t, go watch it), you’ll know that the 
thing in the universe with the most Gravity is a Black Hole, which is also known as a 
Singularity- it’s a point where the mass is so high that not even light can escape.  If 
you get close enough to a Black Hole, you hit what’s called the Event Horizon, which 
is the point of no return, because you’re definitely getting sucked in.

The Singularity:
In our Gravity system, the Singularity is you! However, your Black Hole is less 
menacing. When we talk about the Event Horizon, it’s more of an attitude towards 
partnership- it doesn’t matter how long it takes to eventually work with someone, if 
the opportunity is there and the values match, it’s only a matter of time before you 
partner with someone. Some things are just meant to be.



In less fluffy language, what this means is that Gravity isn’t a race. You should never 
be rushing relationships, because if they’re attracted to you, then they’re going to 
work with you when the time is right. Part of this minset shift is moving from scarcity 
to abundance- if your business is good, then the right people will find you. The right 
thing to do isn’t pusing people in before they’re ready, it’s taking the time to get to 
know them and develop deep, meaningful relationships, and the Orbit system takes 
care of that. By creating different stations along the way, you’re giving potential 
partners the opportunity to get to know you, your business, and your team in a way 
that’s genuine and feels good.
 

If you’re following the rule of Standalone Value, then even if someone isn’t ready to 
partner with you yet, you’ll be providing them with something useful for where they’re 
at, whether that’s informative content, a coaching environment, or even simpler 
things like a weekly mailing list.

UFOsUFOs

Outer Orbit

Inner Orbit
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What fun would all of this be without bringing in some friends?



Your Gravity strategy doesn’t end with you, in fact, you’re only the start. Once you’ve 
started developing your own Gravity, you can actually start helping others build 
theirs. This has a compounding, exponential effect that we call your Expanded Orbit.

The Expanded Orbit:
One of the things we discovered early in our development of the Gravity method was 
the crazy* idea that the more people used Gravity, the better it would work for 
everyone. *(This is crazy to most people because everyone uses marketing, and the 
more people that do that, the worse it works for everyone.) With Gravity, every 
partner you connect with actually adds to your gravity, just like you add to their 
Gravity. It’s kind of like a little solar system made out of your and your partners.



If you’ve ever seen an Avengers movie, you’ll know that the coolest part is the 
crossover of all the different plots, and how when they come together, they make an 
even more impressive story. The Expanded Orbit is your Avengers movie- you get to 
bring together all of the coolest people you know and work with to start building 
something bigger than yourself, something that will live on long after you’re gone 
and will leave a positive impact on the world.



Co-host shows! Start a group podcast, or make a network of different Facebook 
groups, or even private communities! The options are endless, but the most exciting 
part is that you’re guaranteed to meet even more interesting people just because 
you’re doing something cool. Most of all, when you’ve started building an Expanded 
Orbit together, you’ve created an immensely valuable ecosystem of content, 
mentorship, and more.

GROUPS

EVENTS

COMMUNITIES
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