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PREFACE 
 
 
 
 
 
 
 
 

ately, it seems like everywhere you turn someone is 
hocking some new “online system” guaranteed to 
rocket your business’ sales into orbit. Those ads are 
typically long on carefully scripted hyperbole and 
conspicuously short on details of what their “online 

system” actually does and what it costs. 
As a general rule of thumb, if an ad agency, or someone selling 

you a “system”, is too afraid to come clean at the outset about what 
their system does, how it works, and how much it costs—run! There 
is a very good chance you’re about to be scammed. These kinds of 
scams take many forms. The problem is some of these scams are from 
people most of us consider legitimate service providers.  

I just finished reading a book by someone who instructs people 
about “how to become your own online ad agency”. I don’t mind 
reading “how-to” books. However, this book amounted to little more 

L 
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than a confidence game, running ads on Google, Facebook and other 
social media on behalf of the business, and then bilking the “client” 
thousands of dollars each month for what basically amounted to a 
couple of hours work each month. 

That is not a legitimate business; not in my book. It’s a scam. But 
there are a boatload of so-called “legitimate” agencies and online 
search and lead providers out there, many even funded by venture 
capital, who exist to do nothing more than figure out ways to get you 
to part with your hard-earned money under the guise of “SEO”, 
“expert online marketing” and “online lead generation”. 

I’m not saying that their efforts are altogether ineffective—but 
they are ridiculously expensive for what they actually do. They are 
often, in short, a waste of your hard-earned money. 

Unfortunately, business owners all over the world are paying 
these “legitimate scams” confiscatory fees for what amounts to little 
or no work on the part of the agency or service provider who then 
deliver often mediocre results. 

Just because I provide you a lead to a new customer should not 
mean that I am entitled to a percentage of your sale! But there are 
many “legitimate” online marketing sites out there that do just that. 
They suddenly become your new business partner and they get paid 
up-front while you do all the work. 

That’s nonsense.  
Can you imagine if the old Yellow Pages did that? What if every 

time someone looked up and then called your business, the 
phonebook publisher took 10 or 20 percent of the sale? Can you 
imagine what kind of words you’d have for that phonebook 
publisher? I can; and they would not be words I would want to print 
here. 

As the online culture advances and becomes more and more 
complex, and typical business owners become less and less online 
savvy, we’ve had to bite the bullet and just pay these sharks their 
confiscatory fees or face losing out on a good chuck of online sales. 
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As a business owner myself for the past 30 years, I knew there 
had to be a better way—and there is. I know there is because I built 
it! 

I am going to introduce you to a new company called NewLIST. 
NewLIST is only “new” in the sense that I just launched the company 
in Apopka, FL, this year, in 2018. But there is nothing really “new” 
about what NewLIST does, how it does it, why it works or how much 
it costs. I am completely up front about how and why NewLIST 
works and why you are going to love using NewLIST for your online 
marketing. 

And the best part about NewLIST is that you can get started for 
free—no credit card required. There’s no trial period that is suddenly 
going to end either. You can pay nothing for your NewLIST 
marketing forever. And if you want to have your NewLIST account 
managed by us, you can begin with a paid ad starting at just $45 per 
month. No hidden fees. No revenue sharing for sales leads we send 
you. None of that. All NewLIST fees are listed right on the 
NewLIST.com website. 

So now that you have all of what NewLIST can cost up-front, I 
want to take you into a deeper dive of who I am, where NewLIST 
came from, and why I built what is going to become a major online 
marketing juggernaut. 
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The Dawn of a New Idea 
 
 
 
 
 
 

s a serial entrepreneur who has owned and 
operated various small businesses over the past 30 
years, I am genuinely curious about other business 
people, who they are, how they got into the 
businesses they run, how they approach sales and 

marketing, and all of the other aspects of what it takes to run a 
successful small business, especially in today’s rapidly evolving 
business world. 

One of the things I discovered a long time ago is that most 
business owners are not sales and marketing people. We are experts 
in our chosen fields of the products and services we sell and deliver, 
but we suck at getting our message out to the public. 

This isn’t new and it isn’t surprising. An entire industry exists, 
filled with companies devoted to nothing more than helping 
businesses advertise, market, and sell their products and services to 
the public. 

A 
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NewLIST is one of these companies. 
At first glance, most people immediately recognize what 

NewLIST is and what it does—basically. I have had the occasional 
reveal where someone looked at NewLIST and said, “Huh?” Those 
tepid responses are fortunately getting to be fewer and fewer. As 
word spreads and users begin taking advantage of what the service 
does, NewLIST is emerging as the powerhouse media I designed it 
to be. 

However, before we get into the nuts and bolts of what NewLIST 
is and does, as a business owner yourself, if you’re like me, you’re at 
least a little curious about where this NewLIST thing came from and 
the circumstances surrounding why I built it.  

So, let me take us back to the very beginning of where this crazy 
idea came from, and why it took me 15 years to build it. 

 

The Seed of a New Idea is Planted 
 

Like most new businesses, the idea that became NewLIST was born 
out of both frustration and a need I saw and then sought to fill—back 
in 2003.  

At the time I was running a tiny, one-person Internet company 
doing national dialup access and webhosting. Competition among 
dialup providers was fierce, with little companies like mine trying to 
compete against the AOL’s, EarthLink’s, and MindSpring’s of the 
world. But it was a big industry and at the height of my success I had 
close to 2,000 subscribers. 

My primary means of advertising was word-of-mouth and a 
website you’ve probably never heard of called “The List”. Back then, 
“The List” wasn’t a women’s fashion and entertainment site like it is 
today, it was a cheesy tiny-banner-ad and text list of every ISP 
(Internet Services Provider) and web hosting company on the planet. 
It was ugly, cumbersome to navigate, and barely searchable. But for 
some reason it had tons of traffic. For $5,000 per month, I could buy 
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a small banner ad as a national ISP. For a tiny company like mine, 
the price was steep, but I bought an ad on that site each month and 
grew my company rapidly. 

My $5,000 ad was bringing in about 150 new subscribers each 
month. My company was losing money with the advertising each 
month, but if the advertising kept the growth, the ad was doing its 
job. Eventually, I would reach a subscriber total that would allow me 
to keep the advertising going and the company growing. 

Unfortunately, other ISP’s discovered “The List” and the banner 
ads for national dialup service providers went from just 4 ads to 
about 25 practically over night. I went from 150 new signups each 
month to less than 20. Now I was paying $5,000 each month for $400 
in new business. Several of us complained to the site’s owner that 
they had “diluted” the effectiveness of their site and that these ads 
were no longer worth $5,000 anymore. However, the site’s 
management was typical of the arrogance seen during those days 
within our industry and they basically told all of the smaller 
companies like mine to go pound sand. The AOL-sized companies of 
the era were scrambling to meet any kind of growth numbers to 
present to their investors and they were willing to pay “The List” 
double or even triple their asking fee for the national banner ad space 
as long as it was showing some kind of positive customer acquisition. 

This loss of affordable, effective ad space would signal the 
beginning of the end of my tiny, one-man company. Without 
significant or at least cost-effective advertising to spur growth, there 
was no reason for me to even stay in business. 

My conversations with the management of “The List” also left 
me with a really bad taste in my mouth. Quite frankly, they angered 
me. It became clear that all they cared about was the money and they 
had no interest in actually helping any of us as business owners 
succeed. “We’re not in business to help you succeed,” was effectively 
what the company told me. All they cared about was selling ad 
space. They had more than enough big players to fill their now 
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heavily diluted ad space and to hell with anyone who couldn’t afford 
their confiscatory ad rates. 

Although I was more than just a little grumpy with the 
management of “The List”, the whole concept of the site itself, a site 
that had nothing on it but banner ads where people could go to find 
just the right company they needed—in this case an ISP or webhost—
was deeply intriguing to me. The more I thought about it, the more I 
knew this was a concept that needed to be further explored and 
developed. 

“The List” sparked an idea. A powerful idea. It would be an idea 
that would resonate within the back of my mind for not just 
months—but years.  

Aside from the bad experience I’d had with their ineffective and 
short-sighted management, I really liked the idea of what “The List” 
was doing, or at least trying to do. What I didn’t like was what they 
had become; meaning, I didn’t like how they just sold ads. I also 
didn’t like the arrogance, the inflexibility, or the favoritism the 
management gave to certain ISP’s who had the most money. They 
had a great concept; just the wrong people in-charge. 

There was indeed a better way to do what they were doing. 
To me, advertising isn’t just about selling ads. You have to care 

about being effective for your clients. If your business model is 
simply selling ad space without a care as to whether or not you’re 
being a benefit to the businesses spending money with you, then at 
some point you are doomed to fail. Eventually, “The List” did just 
that—it failed. The people running it, at least the people I talked to, 
didn’t know what they had, and didn’t know or didn’t care what it 
could become. 

By 2005, my tiny ISP was winding down, DSL and cable had 
taken over dialup and webhosting was taking a beating by people 
selling websites for literally $2 a month—times were that desperate. 
I was done with the industry. I brought the company in for a soft 
landing and just shut it down. For the next decade I worked as a 



NEWLIST 
 

 
14 

contract web designer and software engineer for some of America’s 
biggest companies, including AAA, Dell, Enterprise (the rental car 
people), and Disney. But I never lost sight of my experience with 
“The List”. The idea of doing something similar, only better, was 
continually germinating in my thoughts. 

Over the next couple of years, I tried out a couple of off-the-shelf 
products that I thought would work to get my version of “The List” 
off the ground. Instead of “The List”, I called my new creation “New 
List” and I acquired the dot-com domain from someone who had 
previously registered it for an intranet site.  

My “New List” idea underwent a number of iterations, but the 
off-the-shelf software really didn’t work for me. I then bought a 
WordPress theme thinking I could customize that to fit my needs—
but even that was too limiting for what I knew I needed. In the end, 
none of these off-the-shelf solutions really worked and all of them 
lacked the deep flexibility I really needed. 

In 2011, while working as a contractor for AdventHealth, I finally 
bit the bullet and in my spare time, began building the first vestiges 
of what would become “New List”. I junked all of the off-the-shelf 
and WordPress solutions and re-started the project from literally the 
ground up. 

Let’s just say that building a web application of the size and scope 
that “New List” needed to be was not going to be trivial—in fact, it 
was a daunting task. Fortunately, in my current profession, I’m an 
enterprise-class software engineer, systems operations technician 
(that means I build and manage servers), full-stack web applications 
architect, and a graphic designer to boot. And I would need all of 
these skills in order to create a project this huge from nothing. But 
over the next 4 years, I would literally write my “New List” from the 
ground up. 

I need to tell you that while I was developing my “New List”, 
there were times I wondered why I was putting so much effort into 
something that might not ever see the light of day. Some days I just 
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wanted to shut the whole thing down and forget about it. I was done 
with this thing! But then I’d take some breaks; I’d be wandering, 
driving through town looking at all of the businesses that really 
needed something like what I’d been building. I somehow knew that 
whatever the outcome, this “New List” needed to be completed. If 
only that I could say, I finished it. Even if it totally failed in what I 
had created it to do, at least I crossed the finish line. 

By 2014, my “New List” project was evolving rapidly. However, 
this year would turn out to be both a good and a bad year for me. I 
had what we in the contract industry call a “dry spell”. I’m usually 
only a few weeks at the most between contract jobs, but this dry spell 
lasted 9 months! Although 2014-2015 proved to be a huge financial 
hardship for me and my family, the hiatus, so to speak, allowed me 
to push the “New List” project to the point where it was more than 
90 percent completed. The time off from working on other people’s 
projects gave me close to 80 hours a week of good solid development 
time. I would get up a 3:00 or 4:00 AM and work until 10:00 PM on 
days I wasn’t doing interviews. 

When all was said and done, I had put the equivalent of close to 
a $1 million in development time into the project and generated some 
2 million lines of code. My “New List” was ready for prime time. All 
I needed now was some venture capital to get the product launched 
and I’d be on my way! 
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On the Launch Pad 
 

 
 
 
 
 

inally, my “New List” product was complete! I’d 
branded the site “NewLIST” and soft launched the 
production code. NewLIST.com was up and running. 
All I was doing now were routine bug fixes and minor 
feature enhancements. 

Now the business of building NewLIST as a business was on my 
plate. For any entrepreneur this is a fork in the road: what to do about 
investors. Better than 90% of businesses will launch without the help 
of VC (venture capital) money. They self-fund from family and 
friends or they borrow the money. 

My family is not wealthy so borrowing money from my family 
to start a new business was not going to be an option. Another rule 
when starting a new business I learned a long time ago was that you 
never borrow money to launch a new company. You can borrow 
money to launch an established franchise, or to fund ongoing 
operations, like to fund seasonal inventory and the like, but 

F 
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borrowing to launch a new company is always a bad idea. You either 
start smaller and self-fund, or you find venture capital. 

There was always the possibility of launching NewLIST on a tiny 
scale and build the company slowly. But in the back of my mind, I 
had this amazing concept that I knew would take off quickly—like a 
rocket. All I needed was fuel. I very seriously began looking at 
venture capital and initially approached a few VC and angel 
investors. 

I had developed an exceptional business-planning document to 
which other business professionals, from attorneys to very successful 
marketing people, had given high marks. NewLIST looked like it 
was well positioned to be a good target for VC investment. So with 
my articulate business and marketing plans in hand, I hit the 
proverbial road looking for VC investors. 

It would prove, however, to be a rather challenging endeavor. It 
would teach me quite a few things about VC’s and how they work, 
their own business models, and why, if you are starting a new 
venture, it can be difficult looking for VC money. Not because there 
isn’t money to be found, but finding the right VC for your 
opportunity can be a very elusive animal to hunt down. 

In my experience, most VC’s will not even call you back or 
acknowledge your existence. They are so inundated with 
applications they simply don’t have the time to respond back to 
everyone. And those they do respond to, much of the time their 
response is similar to: “great idea—not interested—thank you for 
thinking of us.” 

VC’s have a limited amount of time and money to invest and a 
very high percentage of those investments will fail. Yes, you read 
that correctly. I read somewhere that in some sectors, upwards of 
90% of VC investments will fail. 

These VC’s are then stuck looking for that 10% of their 
investment dollars that will become the next really big thing; a thing 
so big it will have the potential to offset their huge portfolio losses. 
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The dirty little secret in the VC space is that many VC’s themselves 
fail. 

To me, the real problem with VC’s is that they make themselves 
too hard to find. You typically have to network like crazy to find 
them, and once you do, they’re often focused on very specific 
markets or segments that you’re not. You’re making widgets and 
they want a Saas product. Many of them are very focused on “new” 
and “different” and not so much on “experience” and “time-tested”. 
It really depends on the VC. 

A business model that is “time-tested” is one that has a well-
developed market and the business is simply entering that mature 
market with a new and improved product. This is essentially what 
NewLIST is and how we were perceived by some of the VC’s I 
approached early on. 

NewLIST is like the old Yellow Pages brought online. A curious 
mash-up of Yelp meets Pinterest meets digital agency. While 
NewLIST is quite unique as an online marketing platform, all of the 
things NewLIST does, at least in the mind of some of the initial VC’s 
I talked to, is already being done. It’s not really “new” to them. To 
these VC’s, NewLIST is boring. It’s not some “sexy” new business 
concept. It’s not IoT, Blockchain, Machine Learning, or any of the 
current buzz-phrase tech that everyone wants to invest in. 

Do you know what was “sexy” to one of the VC’s I talked with? 
A mobile app that helped Millennials look for college housing—their 
app was named “Crib”. (I know, stop laughing.) I guess that’s 
Millennial-speak for a place you live. This actually got funded by a 
VC we were talking to, but they didn’t want to have anything to do 
with us. 

Never mind the fact that NewLIST is a time-tested business 
model with a well-developed market and eager customers within 
that market. That’s not what’s important to them. They wanted 
“sexy”.  

Whatever. 
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I learned very quickly that if I wanted to grow NewLIST quickly, 
I just need to find the right VC or angel investor team. 

VC’s often specialize in certain industry segments or business 
types or technologies they’re familiar with. And they often have very 
different ideas about what is “sexy” to them. From what I’ve seen, 
some VC’s are simply looking for low-hanging fruit. If you cannot 
patent your business to keep other people from doing it, they’re not 
interested. It’s too much work. They don’t want to have to deal with 
competition—any competition. 

No, I’m dead serious here. Some VC’s are very competition-
adverse. They want to be the only ones in the space—or at least the 
first ones in whatever market they’re entering. 

But that attitude, I discovered, was 180 degrees away from what 
I built NewLIST to be. My clients were going to be businesses 
competing in very mature markets. I needed to be in the trenches 
with them. And I didn’t care who or what the competition was. I’d 
ridden this horse before—competed against some of America’s 
biggest ISP’s and grew my company. I wasn’t afraid of big 
competition. The field was supposed to be “crowded”, that’s what 
the nay-sayers were telling me. We were going after many of the 
same clients the really big players were. But from what I saw, the 
really big players were still approaching the problem badly. I had 
created a much better way. That’s how I grew my ISP and that was 
how I was going to grow NewLIST. 

No, we weren’t a sexy new business concept, but we were 
different and we were going to be effective—more effective than 
what was in the marketplace already. And I was going to draw those 
clients away from the competition, no matter how big they were. 

Some of these initial VC’s I talked with reminded me of the 
people running “The List”. They’re supposed to have vision, but 
what I saw was laziness; a lack of vision: “No, you can’t do that; 
there’s too much competition; someone’s already doing that; you’re 
competing with Google and Microsoft and they have billions; I can’t 
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sell that to the board; blah, blah, blah …” and on and on went the 
excuses. 

Again, my problem was I just needed to find the right VC, the 
right angel investor team; the right group of investors who wouldn’t 
be afraid of openly competing in the marketplace with a new and 
unique product like NewLIST had been created to be. 

When I started Spire, my dial-up internet provider, I was one guy 
and I competed toe-to-toe with the biggest online properties in 
America: AOL, Earthlink and MindSpring, plus a myriad of other 
regional and small ISP’s. I grew the company to nearly a half million 
in sales. How? Because first I showed up, and then I did dialup and 
hosting better than what even the biggest providers out there were 
doing. Sure, AOL and Earthlink were big, but they were far from 
invincible. 

NewLIST is rather unique, and early on a couple of the VC’s I 
talked with just didn’t understand what it was we did. That was my 
fault. I remember having this one conversation with a VC that really 
helped me understand that while NewLIST could do some amazing 
things as a marketing platform, I really needed to be able to 
communicate those aspects and goals. This one particular 
conversation I had with an angel investor went like: 

“You’re a directory with big ads,” he said. “So what?” 
“Well, no, we’re not just a directory,” I countered. “NewLIST is 

an online marketing platform.” 
“Not seeing it,” he said. “What’s your unique sales proposition?” 
“We don’t have one …” I told him.  
“Well you need to be different,” he interrupted. 
“… we have several things that make us unique. NewLIST 

combines a lot of existing features into one cohesive online 
marketing platform … no one else does what we do.” 

“You’re going to have a hard time selling that,” he leveled. 
“No. I’m not.” I countered. 
“Do you have any sales?” 
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“Not yet. I wouldn’t be talking to you if I had.” 
Long pause. “Alright, I’ll give you that one.” We both chuckled. 
The conversation with this particular angel was interesting, and 

very educational for me. It helped me see some gaps in my 
communication and it taught me a little more about finding the right 
VC. This particular investor actually had no business even talking to 
me. Earlier I mentioned that some investors are focused on different 
types of businesses and each one has a different set of criteria that 
they are comfortable with. Amounts of funding; area of business; 
stage the business is in (whether you are a startup or a growth stage), 
etc. 

After several conversations with this particular investor, they 
only wanted (or could afford) to invest a small fraction of what we 
needed.  

I was building a team of exceptional people who would put 
NewLIST on the map. I cannot hire an A-team of people who are 
already well-established in their current occupations because you 
want to “test” the concept. Either you “see” the vision or you don’t. 
Every new product and company goes through this with potential 
investors. This particular investor “saw” the vision, but they were 
very risk averse and ultimately couldn’t move forward. Which is 
fine. They have a business to run and so do I. Those conversations 
were not discouraging, because now I knew there were VC people 
out there who “saw” what it was that we were creating. All I needed 
to do now was find the right investors. 

 

Great Companies Begin with Great Teams. 
 

After my early conversations with a handful of VC’s, I took a step 
back from NewLIST to really look deeper into what the platform 
could achieve. I’d been so focused on building the software that I’d 
not really thought too much about the business itself. I instinctively 
knew what NewLIST was and what it could achieve, but I needed to 
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be much more focused now on the capabilities of the platform from 
a business perspective. 

NewLIST was poised to do some really great things. I needed to 
build a business around the platform that would rocket the concept 
into prime time. Up until this time I’d been doing everything myself, 
building this powerful new platform—but I wasn’t going to be able 
to build the company all by myself.  

I needed to begin building the team. An experienced and 
seasoned team who could launch the business, execute our 
strategies, and rocket us into success. 

I had approached a handful of people over the course of several 
months and talked with them about NewLIST. What I found in 
talking to different people was interesting as well. I think my 
personality type just automatically assumes people are going to be 
interested in jumping aboard a startup. The rude awakening for me 
was that—no, they’re not. Either they just didn’t get what NewLIST 
was; or they didn’t bother to read this book that I gave them; or they 
just blew me off.  

It was startling to me that people would just stare at a (potential) 
pile of money sitting on the table and then walk away from it—nope, 
too busy, not interested, “New—what? That’s a weird name for a 
company.” 

It was odd to me, but in the end, I am glad all of the people I had 
approached early on blew me off. It kept the door open for the real 
A-team to be eventually assembled. The irony was, my search would 
lead me back to people I already knew. 

Over the years of building NewLIST I’d shared the concept with 
this handful of people—professionals I’d known for the past 20 
years. Sometimes the response was something akin to, “Yea, that’s 
nice.” And other times the responses were, “OH! Wow! That is so 
cool! I know some people who could really use something like this!” 
the people who gave me the best feedback, well, I think you can 
already guess who became the new team. The really interesting thing 
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was I started out searching for people outside of my inner circle of 
business friends and associates, when all the while, it was that inner-
circle who were the talent we needed. 

A core team is built around people who are not just good at what 
they do, but are visionary. They see what others do not and they are 
able to articulate and communicate that vision and message well. 

If I approached someone early on, it was only because I thought 
they would be really good at helping to build NewLIST, they had the 
skills. But now I knew I needed more. I needed more than just people 
who worked at the company. I needed people who didn’t just 
understand what we were doing but were consumed by it! 

The whole process of assembling the team made me wonder 
about the people who launched Apple, Google, PayPal, eBay, even 
Amazon. How many people did they have to approach early on to 
build their teams? New companies need seasoned people with 
vision. I’m reminded of the somewhat well-known story of Ron 
Wayne who was an early co-founder of Apple back in the 1970’s. He 
purchased 10% of Apple for $500 with Steve Jobs and Steve Wozniak 
as majority partners. But Wayne was very risk averse and two weeks 
later sold his shares back to Jobs and Wozniak for $800. Wayne’s 10% 
stake in Apple today would be worth billions. Likewise, every now 
and then we hear the stories of VC’s as well who passed on investing 
in companies that are now major players in American and global 
industry.  

“Yea, we passed on eBay,” a VC sheepishly admitted in one of 
the trade journals I read a few years back. I can only wonder why? 
After my discussions with various VC’s, I think I know why, at least 
in part. eBay wasn’t “sexy”. It was classifieds with pictures of people 
selling their junk. Who wants to invest in that? That VC’s team lacked 
vision. eBay was and became so much more. 

This just emphasizes that not every VC is going to be suited for 
every opportunity than comes along. Like the VC who didn’t “get” 
eBay, if a VC firm didn’t “get” NewLIST, I really didn’t want them 
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or their money anywhere near the company. That kind of problem 
usually takes care of itself anyway because if an investor doesn’t 
“get” the concept, if they don’t see the vision of what NewLIST is 
and what it can become, they won’t invest anyway. 

Too many founders, at least from what I’ve read, view the 
investor(s) as something akin to a “necessary evil”. But that is not 
what your investors are. Your VC becomes part of the overall team. 
The VC’s who passed on eBay might have destroyed the company 
because they may have tried to push it in a direction it didn’t belong. 
As a founder, don’t just chase dollars. You only want investors who 
“get” what it is you’re doing; you want them to know what you’re 
doing and why. You want their suggestions and their input, if they 
have some ideas they want to offer. It only makes the team and the 
product stronger when everyone is pulling together. 

 

Taking the Crowdfunding Approach. 
 

Pounding the pavement, so to speak, by approaching VC’s one-by-
one can leave you wondering if VC funding is even in your 
company’s future. I was learning a lot about VC’s but I was also 
getting a lot of “great idea, not interested” kinds of responses. If it 
was such a great idea, why weren’t they funding us?  

The problem was that I was just approaching the wrong people. 
There had to be a better way to approach the VC community with a 
“great idea” but one they would also be “interested” in as well. I’d 
gotten some really good feedback from conversations with some of 
them, but we needed funding that was above their comfort levels. I 
need to find investor people who could see the vision, but who were 
also interested in funding us at whatever level they were comfortable 
with. 

For years I’d been watching the various crowdfunding platforms 
take root. But at the time you could not yet raise equity capital with 
them. Well, in recent years all of that has changed. The SEC’s Title III 
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regulations were updated with new legislation. Companies could 
now raise money to launch their products and services from a group 
of angel and VC investors using an online platform. 

NewLIST could now approach not just one, but hundreds if not 
thousands, of investors using a crowdfunding approach. Each 
investor could get whatever size piece of NewLIST without going 
above whatever investment levels they were comfortable with, and 
we were now able to find and approach people who were actually 
interested in our market and technology segment. 

The NewLIST team now swung into action to create the 
necessary documents and media that would attract investors who 
were actually “interested” in what NewLIST was and what we were 
doing. We were a rocket sitting on the launchpad. All we needed 
now was fuel. We just needed to introduce investors to how we were 
going to change online marketing and make NewLIST a stunning 
success! 
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What is NewLIST? 
 

 
 
 
 
 

ne look at NewLIST.com will tell you in a split 
second what the site (application) does—well, for 
most people anyway. Some of us need a bit more 
of an explanation. There’s no shame in that. Some 
of us aren’t old enough to remember what the 

“Yellow Pages” were. 
In a nutshell, NewLIST is what the venerable Yellow Pages 

should have been when they were first brought online 20 years ago, 
but for some reason, never were. 

Even today if you look at so-called “online directory” sites like 
YP.com, Yelp, Kudzu, CitySearch, and a myriad of others, they all 
look pretty much the same—boring. All you see are endless lists of 
companies tidily arranged so that all of the businesses basically look 
the same. To me, this is what happens when you turn engineers loose 
on a UI / UX problem instead of actual marketing and design people. 

The Yellow Pages never looked like this! 

O 
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For those of us who are too young to remember, the Yellow Pages 
was a book, a telephone number directory actually, of just about 
every business in your town, city or local area. The businesses were 
organized by a category and then alphabetized (sorted) by the 
business’ name. It was that strict adherence to the alphabetical order 
of a business’ name within the directory that led to some rather oddly 
named companies, like “A-1 Plumbing”, closely followed by “AAA 
Plumbing” and “AAAA Plumbers”. Seriously, the Yellow Pages in 
larger cities could have Plumbers with 5 or 6 A’s in front of their 
names because that is how valuable these directory books were to 
these businesses. Getting to the top of the listing of plumbers, or 
florists, or whatever category your business was listed under could 
mean the difference between the “phone ringing off the hook” and 
silence (Millennials might not know some of these colloquialisms, 
but these are phrases that surrounded business communications 30 
years ago). 

But the Yellow Pages weren’t just a listing of business names, 
addresses and phone numbers. The book was filled with display ads. 
Huge, big, bold, beautiful display ads.  

Display ads were the real power of the Yellow Pages!  
Until the decade of the 1980’s, these directories were all black ink 

display ads printed on a light-yellow paper. For an up-charge, you 
could get the directory printer to add a spot of color, usually red, to 
your ad to make it stand out from all the one-color black ads. Being 
able to “stand out” on the page of the Yellow Pages was a really big 
deal.  

Full-color ads didn’t really begin to enter the Yellow Pages until 
about the late 1980’s or early 1990’s, at least not in the small town that 
I grew up in. Then the big deal in Yellow Page ads became getting 
your ad printed with a white background that really stood out from 
all of the yellow ones on the page. 

The business model for the Yellow Pages was also stupid simple. 
A business could buy full, half, quarter, eighth, and even smaller 
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page ad. When you looked up a business category, “Attorneys” for 
example, the “full page” ads were shown first, followed by the “half 
page” ads, and so on. The companies that paid the most for their full-
page ads were listed in the category first. Those that bought half page 
ads were ordered the same way, with the highest payers listed first 
among the half-page ads. You get the idea. 

For well over a century, the Yellow Pages were the go-to place to 
find whatever local company you were looking for. The directory 
books were well organized with finely-tuned categories specific to 
just about every type of business and sub-category you could 
imagine. 

Then came the advent of the Internet. Everything began to get 
moved online. Encyclopedias, dictionaries, other reference books, 
any book in general, all of them were moved online—except the 
Yellow Pages. 

So what happened when the Yellow Pages directories were 
moved from print to online? 

I have been asking myself that question for the past 20 years. In 
fact, in many ways, I have sort of been waiting for someone, anyone, 
to duplicate online what the Yellow Pages used to be in print. Still, 
after 20 years, to my knowledge no one has duplicated what the 
Yellow Pages used to be in print. Not the way NewLIST has. Again, 
it’s a stupid-simple yet powerful concept. So why hasn’t someone, 
anyone, done it? 

I really don’t have an answer; but I do have some theories and 
none of them are complimentary. When we as people moved from 
one generation to the next, we forgot to teach the next generation 
much of our knowledge. Whether deliberately or accidentally, who 
knows? Often culture is based on the tools we have and use in our 
youth. Millennials have grown up in a world where phones were 
never attached to cords and walls, and directories of businesses were 
something their parents and grand parents used before they were 
born. The Yellow Pages have about as much use to the current 
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generations as the public library’s Dewey Decimal System and card 
catalogs. 

Call me old fashioned, but all I have really done in building 
NewLIST is rescue the sage power of what the time-tested Yellow 
Pages were capable of delivering. The concept of the telephone 
business directory has been with us since the 1800’s. NewLIST 
resurrects the power of these marketing concepts and brings them 
back into the 21st century. 
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Online Marketing 
Made Easy 

 
 
 
 
 
 

ow that you kind of know what NewLIST is, I 
want to cover what NewLIST does, beyond just 
showing huge beautiful ads for your potential 
new customers to see. If NewLIST were simply a 
site that showed big ads, we’d be in big trouble.  

There are literally hundreds, if not thousands of websites out 
there right now all trying to become the next big thing in “local 
search” (also referred to as “hyper-local”). 

NewLIST is no exception.  
Some of the biggest most established companies on Earth are 

busy trying to become the dominant player in local search, including 
Google, Microsoft, Amazon and other huge players you have never 
heard of. 

N 
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This is also why some VC’s want nothing to do with anything 
hyper-local. The space is too crowded—meaning there are other 
people with big money “playing” within the business segment, and 
these VC’s don’t want their dollars competing with the likes of 
Microsoft, Amazon and Google. 

These segment-focused, so-called major players are all vying for 
your attention to become the next go-to website and mobile app to 
use when people are looking for a new company. 

One of the things I learned while running my tiny, one-man ISP 
was that companies like AOL, EarthLink and MindSpring were 
enormous and had massive market share, but they weren’t 
invincible. In fact, their size made them highly vulnerable to 
someone with a much more professional and highly targeted 
approach. There were hundreds of “national” ISP’s in the years I was 
running mine, but if you looked on “The List” people only saw a 
handful—and one of them was me. 

One day I was pitching NewLIST to a potential investor. The 
conversation wasn’t going well and out of the gate I could tell that 
they wouldn’t be a good fit for NewLIST. They really liked the 
professional approach I had taken with the design of the site and the 
concept, but then the conversation degenerated into the typical “nice 
work, but the space is already too crowded.” Again, that’s VC lingo 
for “we’re too lazy (or too afraid) to want to actually try to compete 
with other players in the market.” He then proceeded to tell me that 
there were hundreds of hyper-local search engines out there. 

“Oh, really?” I said with a bit of attitude in my tone. I’d had this 
conversation before. “Besides Google, name one.” 

“Yelp.” 
“Another one.” 
“Angie’s List.” 
“Another one.” 
“Ah—” 
“YP.com,” I said. “CitySearch, Kudzu,” I continued. 
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“Yea, those.” 
“You said there were hundreds, name me another one?” 
Dead silence. 
No, I didn’t get anywhere with that particular investor, but the 

conversation led him to my point that if there are really hundreds of 
competitors, but you cannot name but two or three, those hundreds 
of competitors don’t really exist. 

When you walk through the cereal aisle of your local 
supermarket, how many brands and types of cereal do you see? 
Scores, maybe hundreds? You have your favorites that you can name 
off the top of your head, but there are many others you cannot—yet, 
all of those brands and varieties of cereal are successful if they are 
sitting on your local supermarket’s shelves. 

Why? 
Because they are there. They showed up. Are they the biggest 

name brand? No. But I guarantee you that they make money. Lots of 
money. Because they serve a segment of shoppers who want VALUE. 
And shoppers can actually afford to buy the so-called “off-brand” 
product when they wouldn’t touch the so-called “major name 
brand” version. 

Ask yourself this question: Why doesn’t every business advertise 
on the radio? Because it’s too expensive. It’s too much of a hassle. I’m 
not big enough to advertise that much. There are a myriad of reasons. 

NewLIST fills a gap that is going un-fulfilled right now. There is 
a massive market of successful small businesses who would love to 
advertise if all it cost them was $50 a week ($200 per month) to do so. 
But they cannot afford to pay $500 per month for a digital agency 
and another $500 to advertise on Yelp or whatever other popular list 
site is out there. 

 
One of the reasons why I now know NewLIST would not be a 

good fit for a lot of VC’s is because we are truly hyper-local. 
NewLIST isn’t the kind of business you just sink millions of dollars 
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into and expect them to suddenly appear on the radar of millions of 
people nationwide. We needed to start out small. A local market 
needs to be built out individually, one local market at a time, with 
care and attention paid to the kinds of businesses who operate there. 
It’s a slow-growth approach. A VC or corporate-backed one-size-fits-
all approach will be doomed to failure. And this is precisely why 
hyper-local is failing for so many of these massive companies and 
why VC’s avoid them. They can’t make the big splash no matter how 
much money they throw at the problem. 

As long as these huge companies try to treat local search like 
national search, they will continue to struggle. The slow-growth 
model isn’t something a lot of investors are interested in. I think it’s 
the same reason why VC’s avoid restaurant franchises and the like. 
The market is huge and plentiful, filled with eager customers who 
get hungry several times a day, but it takes way too long to expand 
nationwide growing market to market.  

Which is why NewLIST needed to find an investor team who 
would be the right fit. 
 

Not Just Another Directory 
 

By the middle of 2015, my “dry spell” in contracting finally came to 
an end. I was now working for a small media company in Orlando 
who became very interested in acquiring part of NewLIST and 
wanted to be an angel investor in the project. However, the owner of 
the company kept referring to NewLIST as a “directory”. For some 
reason, that description of NewLIST sort of hit me sideways. 

“NewLIST is not a directory,” I replied. “It’s a marketing 
platform.” 

“C’mon, Beau, just call it what it is—it’s a directory.” 
“If that’s all NewLIST is, then the idea will fail.” 
Those talks, perhaps fortunately, didn’t get very far, but they 

taught me another valuable lesson. The owner of the media company 
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kept trying to pull NewLIST into a direction it was never designed 
to go. He wanted to make it into a site of “3D Tours” like what real 
estate people use; a 3D experience that allows you to virtually walk 
through a home or business. NewLIST has the ability to show these 
kinds of virtual tours easily, but turning the whole site into a virtual 
tour search engine was just too limiting and not what I had in mind 
for what NewLIST was going to become. 

We continued to talk on and off for about a year until one day he 
looked me in the eye and said, “Beau, you’re way too focused; you 
are way too tied to your vision for NewLIST. You need to be more 
flexible.” 

I eventually left that company for another opportunity, but the 
thought continued to resonate. “Was I being too inflexible, or was 
my laser focus for NewLIST exactly what I needed to make NewLIST 
successful?” 

In business, especially as an entrepreneur, the traditional 
wisdom is to always trust your gut. I have had businesses before that 
failed because I listened to what other people were saying and I 
didn’t listen to my own experience and what my own intuition was 
telling me. 

I stayed the course. 
The fact of the matter is, NewLIST isn’t just a directory; it’s a full-

blown online marketing platform. Yes, NewLIST incorporates 
aspects of a “directory”, but then it goes way above and beyond that 
to actually push the businesses advertising on the site out into the 
public eye. It is this aspect of NewLIST that allows us to outshine and 
out-perform all of those other hyper-local search sites you’ve never 
heard of. 

 

What is Online Marketing? 
 

Online Marketing is simply a catch-all phrase that describes any 
number of ways businesses attempt to reach potential customers 
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who are online. The objective is to get your message (advertisement) 
“seen” where these potential customers are, and/or entice them to 
“do” something besides (or in addition to) what they are already 
doing online. 

Getting “seen” is fairly easy. 
Getting someone to “do” something, that is typically “click” on 

your ad, is an order of magnitude more difficult. 
Online marketing takes many forms. I’m not going to bore you 

with tracking pixels, re-targeting, open graphs, SEO, or any of the 
other minutiae associated with online marketing. Basically your 
website is an aspect of “online marketing”. Emailing your customer 
base using a mailing list is also an aspect of online marketing. 
Running ads on social media is a very visible aspect of online 
marketing. Analytics—getting reports of how many people actually 
saw and clicked on your ad is also a big part of online marketing. 
Buying search engine terms, like Google AdWords, is probably the 
most recognized way of doing online marketing. 

There are literally dozens of major to tiny things a business can 
do to effectively engage in online marketing. More often than not, 
none of this is especially rocket science—well, not to a software 
engineer like myself anyway. But you don’t need to be a software 
engineer to understand online marketing. Anyone can eventually 
learn the in’s and out’s of online marketing. You can do all of these 
things yourself, if you wanted to take the time and spend the money 
to do so. 

However, I built NewLIST so you wouldn’t have to go and learn 
and do all of these things. 

NewLIST takes all of the major online marketing aspects and 
combines them in to one easy to use package of features all designed 
to get you noticed online. And the most important part—NewLIST 
does this without costing you an arm and a leg. 

 



 

 
36 

 
 
 
 
 
 

5 
 

Making Online Marketing 
Affordable 

 
 
 
 
 
 

was in a conversation one day with a friend who owns a 
small chain of Thai restaurants in Orlando. We were 
discussing NewLIST and she was really intrigued by the 
whole concept. She’d been running some paid advertising 
on Yelp and even Facebook, but she was really 

underwhelmed by the learning curve, the time it took to manage the 
ads, the lack of response, and the cost. Her $400 per month Yelp ad 
wasn’t doing much other than to give her a bit higher ranking and a 
tag on her “everyone-looks-the-same” listing that she was 
“sponsored”.  

Often, when people are online looking at search results, whatever 
it is we’re looking for, if we see a “sponsored” tag next to a list item, 
we often ignore that item. I’m not sure why we do this, but maybe 

I 
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it’s because we’re looking for something more organic in our search 
results and we avoid looking at the “sponsored” list items because 
it’s just someone trying to wedge their way into our pristine organic 
search trying to sell us something. 

The Yellow Pages never had this problem. When you picked up 
the book you knew out of the gate that the businesses you were 
looking at had all paid something to be there. Everyone that was in 
the book was a “sponsored” listing, everyone with a display ad 
anyway. 

It was that conversation and others before it that had got me 
thinking more about what NewLIST was and how it could be more 
than just a “directory”. NewLIST, if it was going to be successful, 
needed to allow our advertisers reach out to people in ways no one 
else was doing. We were already more than just a “listing” item 
where everyone looked the same. We allowed businesses to 
differentiate themselves from others, just like the Yellow Pages used 
to do. But we needed to do more than just serve ads. 

 

No Website Required 
 

After the dialup side of my ISP more or less died out, it was 
webhosting that kept my tiny company afloat. One of the unintended 
aspects of building NewLIST was that, in a sense, I was becoming a 
different kind of “hosting” company. One of NewLIST’s tag lines is: 

 
“Easy online marketing—no website required.” 
 

This is perhaps one of the most powerful aspects of NewLIST. 
Everyone says that if you want to be successful online you absolutely 
have to have a website. 

Not true.  
Not with NewLIST anyway. 
NewLIST can easily become your entire online presence. 
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The fact of the matter is, most businesses really don’t need a 
website. For centuries people had successful businesses without the 
need or necessity for a website. Perhaps 90 percent of the time I go to 
a company website I’m looking for a phone number or their address. 
But then I have to wade through all of the “useless noise” 
(superfluous or unnecessary content) typical of WordPress themes 
these days, just to get to the footer of their site to find their phone 
number, address or figure out where their email contact form page 
is. If I’m lucky, they’ve just posted their email address there too. (Not 
sure how they avoid the deluge of spam they might be getting by 
publicly posting an email address, but at least I have an email to 
contact them with.) 

NewLIST, in essence, becomes your local online presence. I’m not 
saying you don’t need a website or should not have one, every 
business is different, but if NewLIST is doing the job we’re supposed 
to be doing, the typical business won’t need a website. NewLIST can 
easily generate traffic to your location, your phone, and your email 
without one. 

Many business owners don’t realize that having just a website 
will not generate any new business for you. You must somehow 
“drive traffic” (people who are online) to your site. Google can do 
this for you, but unless you are an SEO Jedi, you need to do what the 
rest of do and pay Google to even show up in their search results, 
and that can get quite expensive very quickly. That SEO (search 
engine optimization) plugin you installed into your WordPress site 
isn’t going to cut it either. Chances are, if you somehow get shown 
in a Google search listing, you’re going to be buried on page 3—in 
other words, in the online world, if you are not on page 1 of a results 
page, you don’t exist. 

What I needed to be able to do with NewLIST is drive traffic to 
our advertisers without costing them $400 a month on questionable 
results. 

“Ah—Beau, your full-size ads are $395 per month, dude.” 
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Yes, I know. But the fact is, I don’t want you or anyone paying 
$395 per month for a full size ad unless traffic and competition in 
your search results space merit and benefit you in doing so! This is 
the beauty and flexibility of NewLIST. There are no outside sales 
people pressuring you into overpaying for an ad size you really may 
not want or don’t really need. 

Going back to my experience with “The List”, when they had 
only 4 advertisers for national dialup ISP’s, a $5,000 per month ad 
was tolerable, barely, but it was growing my company. But when 25 
advertisers show up in the same space, there was no way for me to 
dial back my budget if the advertising became diluted with too many 
players. If NewLIST is bringing you enough online business that 
$395 is a great bargain—sweet! But if 10 of your competitors show 
up and $395 is no longer cost-effective, then by all means, dial your 
budget back to where it is cost-effective. No one should be stuck 
paying for something that isn’t delivering results. 

I encourage everyone to start out with a basic $45 per month ad 
on NewLIST. Why? Because I am not in the business of doing what 
“The List” was doing to people back in the early 2000’s, which was 
basically screwing people for as much money as they could milk 
them for without caring what kind of ROI (return on investment) 
they were receiving for their ad dollars. 

Every hyper-local search engine is going to have a finite amount 
of traffic each month. “The List” had a decent amount of traffic, as 
long as that traffic was only being split by 4 banner ads on “The 
List’s” national ISP page, we were generating cost-effective leads that 
led to 150 new signups each month. But the moment “The List” had 
20+ ads on that page, it seriously diluted (divided) the site’s 
effectiveness in terms of new signups. Sure, “The List” was rolling in 
money from those new advertisers, but $5,000 for 15 new customers 
that were only paying me $20 per month—that was no longer cost-
effective advertising. 

NewLIST is designed very differently. 
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You can actually signup for a NewLIST ad for free! NewLIST is 
completely self-service. If you can design a great looking ad and you 
have average online skills, you can get your NewLIST ad up and 
running with $0 cost. Your ad will mostly likely appear below others 
and in a smaller size than others who have paid, but if your business 
is one where you have little to no competition in your area, maybe 
you’re the only florist in town, for instance, like we have in Apopka, 
your ad will show up as a full-size ad in the search results for people 
searching for a “florist” in Apopka. 

The point is I didn’t want my advertisers overpaying for ads just 
so I could make more money. If the online marketing and advertising 
isn’t benefitting your company, I don’t want you paying for 
something that isn’t giving you at least some return on your 
investment. 
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Avoiding the Sharks 
 

 
 
 
 
 

et’s assume you’re a Handyman or Cleaning service 
and you want to run a special for a couple of weeks, or 
even the whole month. Sure, you could put the deal or 
coupon up on your website, but without traffic, no one 
is ever going to see it. You’re essentially paying maybe 

$10 to $50 a month for a website that very few are ever going to see. 
You could use an online marketing site like Groupon to get your 

message out, but Groupon takes a massive, often 50 percent, of the 
sale! Groupon is also slowly dying on the vine because businesses 
are realizing that they don’t like losing money on every sale. 
Groupon is but a pale shadow of what they used to be. 

A relative newcomer to the online advertising space are “lead 
generation” sites like HomeAdvisor, LendingTree and the like. These 
kinds of sites attempt to “pre-qualify” potential customers of your 
goods and services and then charge you a fee for listing your 
company and giving you the opportunity to purchase ostensibly 

L 
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“well-qualified” leads they provide. Depending on the site, and the 
category of the business you operate, I have heard that these leads 
can run into the hundreds if not thousands of dollars if the lead closes 
into an actual sale. In some of these business models, you sign a 
massive contract and actually become one of their “curated” service 
providers—in other words—they more or less now own you. 

To me, this is a dishonest (shark-type) business model. These 
people are simply bilking you out of a percentage of your profit 
margin for no other reasons than they do online marketing better 
than you do. No, it’s not technically stealing because you agreed to pay 
them their confiscatory percentages and fees in exchange for their 
marketing, but I have a huge problem with people reaching deep into 
my profit margins just because I’m a business with some extra money 
and I suck at online marketing and advertising. 

Advertising shouldn’t destroy your company’s profitability, it 
should enhance it! However, in today’s business climate where even 
the largest online marketing firms are at best sharks (no thanks to 
their VC’s) and at worst shady, if a company is bilking you huge 
dollars for online leads and/or not telling you the real analytics of 
how well your online ads are performing, you need to junk them and 
find someone who cares about your success as much as you do. 

When I see an online marketing company telling businesses that 
they will show them how to drive all kinds of online traffic with their 
special “system”, I get really frustrated. If you see some Facebook ad 
promising huge numbers, but you have to sign a contract and stick 
with them for 3 to 6 months paying them $1,000 per month—again, 
run! As a business owner myself, I would never engage with a 
company that wasn’t up-front about their results or one that made 
me stick with some “plan” that wasn’t working. That kind of thing 
just screams “scam”. 

For the record, and this is just my opinion so take it for what it’s 
worth to you, all of the large hyper-local business directories are 
scams. Take your pick. From the smallest to the largest, they all 
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charge you ridiculous rates while giving you highly questionable 
results in return. 

 

What Realistic Local Results  
Actually Look Like 

 
I remember one radio ad that YP was running not long ago where 
they claimed that YP.com got something close to 100 million unique 
visitors each month! Sounds impressive, doesn’t it? Of course it does, 
until you realize that 100 million unique visits is about one-third of 
the US population! What’s their definition of a “unique visit”? Each 
time someone, anyone, visits their site with a new “session” (as 
session is a technical term that describes a web browser visiting a 
website, without regard to who it is). One person hitting their site 
multiple times a day could be a “unique visit”. Anyway, I can 
guarantee you that 1 out of 3.5 people in the US are not visiting 
YP.com every month. I don’t care what their stats say. 

Anyway, the number sounded like ludicrous hype to me. Still, it 
got me thinking, let’s say their “unique visits” were true, what would 
those numbers look like per city? 

Depending on whom you ask, there are approximately 650 major 
to minor metro marketing areas in the U.S. If we divided YP.com’s 
100 million “unique visitors” by each by metro marketing area to get 
just a straight average, that’s not quite 154,000 hits per month for 
each metro area. Obviously areas like New York, L.A., Chicago and 
every other major city you can think of are going to have much more 
of this traffic because they have bigger metro populations visiting 
their site. Some of these metro markets don’t even have 154,000 
unique people in them. But still, assuming you live in an average size 
city, 154,000 unique monthly visitors is still nothing to sneeze at. It’s 
about 5,000 unique visits per day. Still not too shabby for an “average 
sized” major city. Most businesses would kill and die for this kind of 
traffic! But what happens if you don’t live and don’t do business in 
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that “average sized” city? What if you live outside of that average 
sized city? Keep in mind that a “metro area” is often comprised of 
dozens of smaller cities. 

Let’s look at central Florida’s Orlando metro area for a moment. 
What does this “5,000 unique hits” traffic look like for, say, Apopka? 
Or Windermere, or Mount Dora, or Kissimmee? I’ll tell you exactly 
what it looks like. Most of this traffic is going to be targeted in the 
biggest part of the metro area, Orlando. By the time we’re done 
parsing out this traffic by hyper-local communities in and around the 
Orlando metro, how many of these “5,000 unique hits per day” 
actually showed your ad on YP.com to someone? Anyone? 
Depending on your company, and what people are searching for, 
and your location in and around Orlando, you would  probably be 
lucky if 1 to 2 people actually searched for, then saw your ad, and 
then clicked on it. Which is fine—as long as you’re not paying more 
than $5 bucks a day for the ad! 

Now I’m really not trying to just pick on YP here; all of the local 
search sites are just like they are—and they typically have a lot less 
traffic than YP.com does. The major local search sites really only 
focus on the biggest slices of the population and the rest of us, more 
or less, get left out of their business models. Sure, they’ll take your 
money in a heartbeat, but they won’t care if you overpay and your 
ROI is submerged in red ink. 

This is exactly what “The List” was doing back when small ISP’s 
like me were using them. They didn’t care about results; they didn’t 
care about my business’ success or keeping me happy as a client. 
They diluted their own appeal and simply charged what corporate 
idiots with more money than sense were all too eager to pay them. 
Companies like EarthLink and MindSpring all had VC funding, and 
they didn’t give a rip about whether or not the ad space they were 
throwing money at was “cost effective”. By 2003 these companies 
were all moving into survival mode. They just didn’t care. It wasn’t 
their money they were wasting. 
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But the “real” businesses, the small businesses who were actually 
making a living by watching margins and budgets, giving good 
service, and growing our companies organically, yea, we cared. 

As such, one of my pillars in creating NewLIST was that I build 
an online advertising and marketing media that was going to be 
dynamically cost-effective, and usable by any sized business in any 
sized market. It also needed to be easy and very flexible for any 
business owner to use. 
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Flexible and Cost-effective 
 

 
 
 
 
 

ne of the things that makes NewLIST far more easy 
and flexible than the old Yellow Pages used to be is 
that, at any time, you can reduce the cost of your 
ads, all the way to free if you like, if the advertising 
isn’t working for your business. Just try that with 

the old Yellow Pages. Once your ad was in their book, you were 
under contract and stuck paying for it the whole year whether it 
worked for you (was cost-effective) or not. 

With NewLIST there are no long-term contracts. You can cancel 
your service at any time. No problem. And it doesn’t take an act of 
Congress to cancel. Login to your account, cancel the paid ad(s) with 
a couple of clicks. Done. Pretty simple. 

The Yellow Pages ads were also very inflexible. You got one ad 
for the whole year. With NewLIST you can have a variety of display 
ads (different images) and instantly change those ad images at any 
time. You could not do that with the Yellow Pages. And if there was 

O 
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a mistake in the ad, you moved your business, changed your phone 
number, your company name, or what have you, you were pretty 
much stuck still paying for a less than optimum ad until the 
following year when the new book was published with your updated 
ad information. 

NewLIST allows you to change your ad banner images with little 
more than a few clicks. Let’s say, for example, that you want to run 
a coupon special for a week or two. You create the ad with the 
coupon, upload it, then set it to active. Done. You can also add the 
tag (aka. keyword, search term) “deals” and “coupon” to your 
location and now your coupon ad will show up on the Coupons & 
Deals search results section of NewLIST. 

NewLIST is highly flexible. 
But while the Yellow Pages, were not very flexible, there are more 

flexible print media options that are, like the local newspaper, one or 
more local ad circulars you could pickup at various places around 
town or got stuffed into your mailbox, or the neighborhood ad 
magazine that someone chucks onto your driveway each week to get 
rained on so you can toss it into the trash. 

Yes, I’m being a bit tongue-in-cheek here, but these local print 
media actually represent some of NewLIST’s closest competitors. 

In all seriousness, unless your newspaper is fairly small, like the 
one we have in Apopka, advertising in a major metro newspaper as 
a small business is as close to a complete waste of money as I can 
imagine. The ROI for a tiny ad in a major metro newspaper is 
typically close to negative zero. Next to no one is going to see your 
ad, then pick up the phone and call you. There’s just too much noise 
(too many other ads that yours’ gets lost next to). Unless you 
advertise repeatedly, in the same place day-after-day, month after 
month, at which point you can possibly build some familiarity and 
name recognition. It’s still a fabulous waste of money, but businesses 
still do it. Probably because they simply don’t know where else to 
advertise. 
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When I first began laying out the business model for NewLIST, I 
was at a loss for how to price ad sizes. NewLIST doesn’t have 
“pages” like in a newspaper or an ad magazine, we have “sizes”: full, 
half, quarter, and eighth. 

But what to charge for a full-size ad? 
A full size ad should cost a lot more in a more densely populated 

area than a sparsely populated one—right?  
Wrong.  
It doesn’t matter. I discovered that I was thinking too much like 

a publisher and not enough like an online marketer. 
Still, I was competing with other media and I needed to make 

sure that rates and ROI for NewLIST traffic within a particular area 
were not just similar but better than the print media. In my mind, I 
wasn’t worried about the Yelp’s and YP’s of the world. I could easily 
be much more cost effective than they were by leaps and bounds. 
They’re stuck in their chosen business models and only an act of their 
VC gods will change that. As long as they’re bilking clients and 
making money, nothing with them is going to change. 

My real competition in the hyper-local space was actually print 
media: my own local newspaper, “The Apopka Chief”, and a local 
ad magazine called “The Treasure Chest”. 

One of the things you need to do as a business owner is study 
your competition thoroughly. I studied their ad rates and 
circulations and their media at length. Seeing what they were doing 
gave me some insight about how and what to nominally price ad 
sizes for NewLIST.  

To be sure, NewLIST has our expenses that need to be paid to 
keep the business up and running; but as an online media, I don’t 
have their huge expense of paper and ink each week. We also don’t 
have sales staff or distribution costs. As such our static ad rates are 
less than half that of local print media. (The other added bonus is that 
NewLIST is environmentally friendly—no trees are used to produce 
and distribute your ad.)  
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But as I stated before, ad cost with NewLIST is highly flexible. 
While I recommend that a new business start with NewLIST at the 
base $45 per month for an eighth-size ad (mostly this is to get our 
complimentary ad management and ad design for your company), 
you can actually get started for $0, or $1 or $5. This is the beauty of 
flexibility with NewLIST. 
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How Ads and Ad Points 
Work 

 
 
 
 
 
 

f the smallest NewLIST ad is $45 per month, how do I 
advertise on NewLIST for just $5 bucks? 

Excellent question! I’ll show and tell you how right now. 
When you first signup for NewLIST there is no credit card 
required. You simply signup for your account; your first 

location and your first “freemium” ad are created at the same time. 
Once you verify your email address, your account is activated and 
you can begin uploading your ad images into your shiny new 
account. 

What’s a “freemium” ad?  
A “freemium” ad is a free ad that you can later add “Ad Points” 

to so that it shows higher in the search results. Ads that show higher 
is NewLIST search results will show bigger and perform better than 

I 
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smaller ads that display smaller and toward the bottom of the search 
results, just like the Yellow Pages used to work. 

When someone searches NewLIST for a local business or even a 
product (product searches are coming soon to NewLIST), all of the 
locations matching the search criteria are listed, ordered by the 
businesses who paid the most for their ads, again just like the Yellow 
Pages used to be. No, we don’t show you what your competition 
paid for their ad placement. (Not yet, anyway.) 

I wanted NewLIST to be very up-front about how ads are 
prioritized (ordered) within the search results. Back when I was 
running ads on “The List”, a not so small controversy arose when it 
was obvious that a certain advertiser was getting preferential 
treatment. Their ad always seemed to show at the top of the list first. 
We as a small group complained about this. At first the management 
tried to dismiss the preferential treatment as much ado about 
nothing, but it wasn’t nothing. Ads that get shown higher in the 
search results often, not always, but often, do better than the ones 
that show up at the bottom. We were all paying the same, why 
weren’t we all getting placed at the top? Finally, “The List” got a clue 
and fixed the problem by randomizing the banner ads, but it was just 
one more thing in a long list of missteps the site’s management was 
making. It was not the most professionally run media. 

Just like Google AdWords places the highest pay-per-click 
bidders at the top of their search results, NewLIST uses the same 
method. The NewLIST algorithm looks for those locations that match 
a user’s search criteria; then orders the ads based on who paid the 
most. If you paid $45 for an eighth-size ad, but there are only 5 
businesses in the search results for your type of business and no one 
else has a paid ad, your ad will show at the top of the search results, 
and at full-size! I know, you only paid for an eighth-size ad, but we’ll 
show your ad at full-size if it’s at the top of the results list anyway. 

So why do I do this? There are a number of reasons.  
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First and foremost, I hate showing tiny ads in big empty spaces. 
It looks stupid. NewLIST is a beautiful media and the last thing I 
want is for the site to look unbalanced and ugly. No matter how 
much you paid, if your ad is first in the search results, it shows up at 
full-size “above the fold” (this means that you will be the first and 
only ad people see before they start scrolling down the page). Even 
if you paid nothing for it.  

Second, giving people more than what they paid for is what 
value is all about. You paid for an eighth-size but it almost always 
shows up in the search results for your kind and type of business as 
full-size. That’s delivering extra value to our advertisers.  

Third, just like the Yellow Pages used to, I want to engender some 
friendly competition among advertisers on the site. Sure, everyone 
wants to have the top positions on the site, but if the traffic is there 
and your company is making money from ads on NewLIST, 
eventually I want people competing for top ad placement, just like 
Google does with its AdWords. Only instead of Google’s pay-per-
click bidding model, NewLIST is simply ordered by whatever your 
paid for your ad. It’s a much simpler model. 

Do take note that if you paid for a half-size ad, your ad will never 
show up smaller than half-size within the search results. You paid 
for a half-size ad; that is what you will always see within any search 
results. It may show up bigger, but it will never show smaller than 
what you paid for. 

 
Ad Points: Power-up Your Ads 

 
When I first started to build out the business model and technical 
architecture for NewLIST, I knew that I was going to needed 
something that was easy and flexible for people to augment their ad’s 
value—and thus ranking—within the search results. I originally 
thought of creating NewLIST with a pay-per-click model like Google 
uses for its AdWords. It’s a fairly common paradigm for the online 
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world now, but in the end I junked the idea, not because it was 
technically difficult, but because it was difficult from a user 
perspective. (That and Google had a patent on the pay-per-click 
thing that has hopefully expired by now.)  

There is a certain amount of digital magic that needs to happen 
with bidding in a pay-per-click war and that bidding is not always 
clear. Google gets accused of “rigging” bids and clicks all the time. 
They’re not, of course, but most small business owners just do not 
understand the Google business model enough to know how 
important “bids” within a pay-per-click environment are. A too-low 
bid can actually prevent your ad from ever showing up! 

NewLIST needed a model that showed all of our advertisers’ ads 
all the time, regardless of what they paid, not just the ones that were 
going to make the most money if someone clicked on them. 

In the end, I settled on a very simple points system that wasn’t 
rocket science, could easily be understood by the advertisers, and 
didn’t require any high-level technical magic. 

Let’s say there is a really popular search term on NewLIST and 
there are 10 different full-size ads showing for that search term. The 
advertisers all paid the same amount for their full-size ads. How 
could we allow advertisers who want to pay a little more to rank 
their ad higher in those popular search results? 

This is where Ad Points come into play. 
Ad Points are “pools of points” an advertiser can buy and use to 

augment the total point value of one or more ads. You can look at 
Point Pools as ad-hoc points you buy and use to help improve your 
ad’s ranking in your search results. 

You can buy a pool of these point for as little as $1 (ie. 1 point), 
or 5 points for $5. Ad Points are $1 per point. It’s an easy model to 
follow. 

Imagine I have a full-size ad that’s appearing within the results 
of our aforementioned popular search term. Everyone’s ad is scored 
at 395 points. My ad randomly shows somewhere within the search 
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results of these 9 other ads, but I really would like to see it closer to 
the top and I don’t mind kicking in a few extra dollars each month to 
make that happen. This is where I buy my first “Point Pool” of “Ad 
Points.”  

I click the Purchase Point Pool button, type in 100 points, and 
click “Buy”. Boom! Done. I now have 100 extra Ad Points that I can 
distribute to one or more ads to improve their ranking. I just type in 
the number of additional Ad Points I wish to add to my ad, and those 
points are now automagically added to my ad’s point total when the 
ranking algorithm kicks in. 

Now my ad’s total points are 495, 100 more than any of the other 
others, and my ad is now ranking at the very top of the search results 
for that popular search term. 

“Freemium” or paid ads all work the same way. It doesn’t matter 
if your ad is a paid full-size ad or a freemium ad, with enough Ad 
Points applied to a freemium ad, it can show at the top of the results 
list at full-size above the paid ads if it has the highest point total. 

This points-based model makes NewLIST very flexible for 
advertisers. 

As a side note, another pillar of NewLIST is that I was adamant 
not to create a “secret scoring” system within the search algorithm 
that would favor certain advertisers over others, as in what 
happened with “The List”. NewLIST is up-front and unambiguous. 
What you see is what you get. There are no hidden scores that allow 
some advertisers better positioning with the search results. 

To keeps things fair, I also made the decision not to discount 
purchases on the site. It’s going to be perhaps a bit painful for me 
because at some point I know I’m going to lose some really big 
advertisers that could be on NewLIST because they are not in just 
one community, but in numerous local areas and even different cities 
and states.  

“What’s the national discount?” they’ll ask me. 
“There isn’t one,” will be my answer.  
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And I’m not going to create one.  
Not because I don’t want their advertising, but because I want 

the site to be fair. NewLIST is hyper-local, not national. I’m sure other 
folks in the local search space would jump at the chance to sign a 
national advertiser and give them huge discounts for buying ads in 
multiple regions or nationwide. That’s not what NewLIST is about. 
And I’m very glad I don’t have some VC pushing me into diluting 
the effectiveness of the site just to go after those kinds of dollars. 
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Creating Ads That Get 
Noticed 

 
 
 
 
 
 

f you have an ad on NewLIST, you’re going to get noticed 
online. After all that’s my job; to bring online traffic to your 
ad and help make your online presence successful. When 
you’re successful, I’m successful. It’s a very symbiotic 
relationship. What I love the most about NewLIST is that 

any business can start for free. You can upload your ad images, flesh 
out your location info and BOOM! You have a great online presence 
that lots and lots of people will be able to search for and see and begin 
calling or emailing you. 

That is—unless you suck as a graphic designer. 
This is one of NewLIST’s greatest strengths, and also one of it’s 

biggest weaknesses. NewLIST is a very visual media. I designed it to 
be a kind of “light box”, a place to show off a business’ ad like the 

I 
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Yellow Pages used to. I specifically designed NewLIST with a dark 
theme so as to all but disappear into the background so that I could 
show off big, bold, bright and beautiful ads. It was my vision to be a 
place where only the more professional companies would place their 
ads to get noticed and improve their business’ standing within the 
local community. 

If you’re on NewLIST, it’s because you have a great reputation 
(or you’re building one); you care about serving your customers; you 
want repeat business; and you know you’ll get great reviews. You 
want your ads to be as professional as you are.  

I’m not just a software engineer but I also worked for many years 
as a graphic designer. This is not a skill or talent many of us have. 
Even people calling themselves “graphic designers” often aren’t. Just 
because you know your way around Photoshop does not a graphic 
designer make. 

Even though NewLIST is a fully self-service kind of media, I still 
prefer to be hands-on with advertiser clients in getting them up and 
running on the site. After reading this book, you’ll no doubt be a 
NewLIST guru. But I want you to be fully aware that not every ad 
image that gets uploaded to NewLIST gets “approved” for display 
on the site. 

I’m kind of stickler about this. Call me the “image police” or other 
bad names all you like, but in the end, the goal is for businesses to 
show off their professionalism. Uploading unprofessionally 
designed ad images is not how you’re going to get new customers. It 
makes you look bad, and it makes me look bad as well.  

So, although you can use NewLIST for free, unless you’re a rock 
star graphic designer, you’re likely going to have to pay someone to 
design your ad images that represent the professionalism of your 
company. 

Every image and file that gets uploaded is first scrutinized by 
someone at NewLIST before being approved for public display. If an 
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ad image is unprofessional and looks like it was designed by a 5-year 
old, it’s not going to get approved. 

Sorry. 
I know about now you’re probably thinking, “What’s the criteria 

for getting accepted?” 
I’m glad you asked. The honest answer is: there isn’t any.  
I’m deliberately not creating any hard and fast criteria for what 

constitutes “professional” or “nice looking”. The only criteria is that 
an image just has to look nice and professional. I admit that it’s a 
totally subjective process. But in this way, you’re pretty much 
unlimited in what you want to design. We just want to be sure that 
whatever image is being uploaded is classy and business 
professional. 

So, now I’m going to sort of contradict myself and say that there 
are some kinds of ad images that will likely not get approved. 
 

• Ads with too much text or ads that are pure text. 
• Ads that try to look like the NewLIST site. 
• Ads that are too racy, crass, shocking, or classless. 
• Political or religious topic ads (ads for places of worship 

are fine). 
 
In any event, you hopefully get the idea. 

 

Featured Providers 
 

By now, you have already noticed that the home page of NewLIST 
offers a list of “Featured Providers”. There’s no rocket science behind 
these ads. Ads that appear as Featured Providers are simply those 
ads within the local area who are paying the most and hence deserve 
maximum exposure on NewLIST for the ad dollars they spend each 
month.  
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You have likely heard that there is an 80/20 rule for most types of 
businesses. It’s not always accurate, but it hits pretty close to the 
mark for companies like NewLIST. The rule is simply that 80% of a 
company’s sales come from 20% of its clients. Craig’s List operates 
on this principle. Most of the ads on Craig’s List are free and it is the 
small percentage of paying clients who fund the ads for the rest of its 
users. Because NewLIST operates with a similar “freemium” model, 
the 20% of our advertisers who help to keep the lights on deserve top 
exposure on the site for helping to make NewLIST successful. 

 
Adsets 

 
There are 4 sizes of ads on NewLIST. When you create your “ad”, 
you are actually creating 4 distinct images that will be uploaded for 
your full, half, quarter, and eighth size ads to display. 

So why didn’t I just make a one-size-fits-all ad size and shrink it? 
Mostly because you cannot cram as much information into a small 
eighth-size ad as you can on a larger ad size. The image real estate, 
so to speak, doesn’t really allow for a whole lot of information to be 
communicated. Shrinking the ads would have created a mess with 
tiny little text on the ad no one would be able to read. Ergo, 4 ad sizes, 
all with slightly different layouts to communicate your business’ 
message. 

 
Facebook Ad Image 

 
There is also a 5th ad image size that you will need to create if you 
want NewLIST pushing your ads on to social media, namely 
Facebook. 

Everyday NewLIST is on social media and search engines 
driving traffic to your ads within the local area. We take care of 
driving online traffic so you can focus your attention on your 
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business and not have to worry if your online presence is actually 
working to bring you new customers and clients. 

One of the ways we do this is to actually place your company ad 
into a video that gets shown on Facebook. Not everyone will end up 
in one of our marketing videos, but if your ad looks cool, then we 
look cool; and there’s a really good chance you can end up having 
your company displayed within one of our Facebook ad videos. 
There’s no charge for this. It’s just one more reason to have your ads 
look super-professional. 

 
Can NewLIST Create Adsets for me? 

 
Yes. If you signup for any paid ad on NewLIST starting at our 
smallest eighth-size, NewLIST has graphic designers on staff and 
other outside design studios that we use to create your ads at no 
additional cost to you. Just signup and activate your NewLIST 
account, subscribe to an eighth, quarter, half, or full-size paid ad, and 
then open a support request to have NewLIST design your adset. 
Within a few days, your shiny new ads will be created to your 
satisfaction and uploaded for you. 

If you need additional adsets, for coupons or deals, we can do 
those as well; usually for a lot less cost than a typical design firm 
would cost. 

All paid ads also receive free ad management on NewLIST. This 
means we help you adjust and update your location information, 
make sure everything is correct, make minor adjustments, including 
changing ad images for special occasions and promotions. 
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Content and Locations 
 

 
 
 
 
 

eautiful display ads are only part of the equation with 
NewLIST. When someone finds you through a 
NewLIST search, they can click on your ad to see 
specifics about your company, things like: where you 
have the closest locations nicely arranged on local area 

map; of course the phone and address of a particular location; the 
hours that location is open; any special certifications you have like 
licenses and insurance; even ratings and reviews of your location by 
other NewLIST users. 

Earlier I commented that most businesses really don’t need a 
website. It’s true. There is already too much “noise” (superfluous 
content) online in the Information Age. If all people are really looking 
for is your company and contact information, why would you junk 
up their ability to get to that information with an entire website? 
There’s no need to go through all of that time and expense. 

B 
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However, some businesses would like to be able to offer some 
details, or love to show off some of the work they’ve done via 
photography, even offer brochures that prospective clients and 
customers can download. 

NewLIST allows you to add custom “content” to your ad. 
“Content” is sort of a technical term we in software development use 
to describe anything someone else will be writing—usually things 
like blog posts, etc. NewLIST is like that, it allows you to add 
additional descriptive details about your business for each Ad, 
Location, and even upload images and PDF documents that show-
off your work or the location itself.  

You can even link to a 3D virtual tour of your location and 
display that virtual tour right from within NewLIST. 

The point is: You are in full control of how you look on NewLIST. 
 

Just Say No to 3rd-party Content 
 

One of the things I have noticed about other local search engines, like 
Yelp for instance, is that they allow other people to upload their own 
images of a business’ location(s). Google is the worst perpetrator of 
this. Pick just about any restaurant in just about any of the other local 
search sites and you’ll find hundreds of very “amateur” pictures of 
that location—emphasis on the word amateur. 

On the surface, this 3rd-party content might seem like a really 
cool thing to have: “Wow! Look at all of the pictures people are 
uploading of my restaurant!” Folks, this is not good—it’s noise. The 
majority of these images are unprofessional, badly lit, and ugly. You 
don’t want these kinds of images representing your company. If you 
serve a particular dish that is popular with your restaurant clientele, 
get a professional photographer to immortalize your menu in images 
with proper lighting and presentation. Seriously. The last thing you 
need is a bunch of amateurs uploading pics of their half-eaten entrée. 
Don’t do it. 
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Even McDonald’s, the cheapest of the cheap of fast food, takes 
great pains to present their meals in professional imagery. You’ve 
seen what a real McDonald’s meal looks like after it’s bagged and 
handed to you. Do you really want to have some amateur kid taking 
pics of that and posting it online to represent your company? I 
wouldn’t. You get the idea. 

Take control of how people see your company online. You may 
be a tiny hole-in-the-wall restaurant that does fabulous business with 
great food, but maybe your location isn’t so hot. This is a chance for 
you to emphasize why people pay you money—because it may not 
be your less-than-stellar location, but rather your food and service 
that makes your place of business so successful. Cut through the 
noise and put your most professional foot forward. No images are 
often better than bad images. 

 

Ratings and Reviews 
 

Every business on NewLIST is going to be rock star at what they do. 
I’m not going to beat around the bush here. If you suck as a business; 
if your receptionist staff is about as personable as your average 
wolverine; if your idea of doing business is screwing people and 
moving on to the next victim, I don’t want you or your business 
anywhere near NewLIST. In fact, I’ll cancel an advertiser who 
appears to be in business to screw the public. And believe me, there 
are a handful, not many but a few, businesses that you will not see 
on NewLIST because of their lack of professionalism I have 
personally already had experience with them. I will not subject my 
users and my reputation to the same bad, unethical service I was 
treated to.  

These handful of unethical businesspeople do not deserve to be 
in business with the way the deliberately try to screw customers. If 
your business gets too many complaints and you drop to a two-star 
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business on NewLIST, free ad or not, I’m not advertising your bad 
behavior. 

“No Beau! You should keep these businesses on so everyone can 
see their bad reviews!” others have told me. I know, but if these 
businesses suck that badly, they’ll likely cancel their accounts on 
NewLIST anyway. 

Early on I waffled back and forth about whether or not I even 
wanted ratings and reviews on NewLIST. I had my reasons for not 
wanting them, but as time progressed, I found myself wanting to see 
what others thought of this or that business. I wanted their 
experiences and recommendations. Turns out that the only 
businesses that don’t want ratings and reviews—are those 
companies that suck. 

As a business operating in the 21st century where ratings and 
reviews have become ubiquitous with local search, you want those 
great ratings and positive reviews! 

The problem with ratings and reviews is they can be difficult to 
get. You’re asking people to spend a few minutes of their precious 
time to tell others about you. Human nature being what it is, if your 
business ticked someone off big time, yes, you’re going to get a bad 
review somewhere and you won’t be happy about seeing it. 
Everyone has bad days and the occasional difficult customer. I 
wanted NewLIST to have some balance when it came to ratings and 
reviews.  

Just like Amazon does, every rating and review on NewLIST gets 
staff-reviewed before it gets published. We’re not stupid, we can 
usually tell legitimate reviews from fake ones. If a review appears 
“fake” to us (and we have the tools to help us see these), whether 
positive or negative, it doesn’t get published. If we see too many of 
these fake reviews, we’ll just cancel that user’s account and all of 
their so-called reviews will magically disappear. 

We’re all Human beings here at NewLIST and your company is 
run by Human beings as well. We understand the occasional review 
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is going to be bogus, meaning you and your client got into a 
disagreement, the client got ticked off, you didn’t get paid, they leave 
a bad review. Stuff happens.  

Don’t you wish you could review customers and clients?!  
If you see a “bogus” review on NewLIST, open a support ticket 

and tell us about it. No business and no customer is perfect. We 
simply want honest ratings and reviews on NewLIST. 

 

Certifications 
 

Certain types of business have various certifications they need or 
must have in order to do business. These would be: State and local 
licenses, bonding, insurance, and now background checks have 
become a big thing. 

If your business has these kinds of certifications, NewLIST 
provides a way for your company to show-off your documents as 
proof of your certification. Simply upload an image or PDF of your 
certification document, whether a license, proof of insurance or 
bond, or background check document. Once the document or image 
is uploaded, you can edit that image/document properties to tell the 
application that it’s a certification. In the image edit window, select 
the “Certifications” tab and then select which type of certification the 
image or document represents. Click “save” for the 
image/document. 

CAUTION: Make sure these are “public documents”. Your 
prospective customers and clients will be able to view these 
documents online. Make sure these documents do not have non-
public or personally private information contained within them. 
Background check documents especially should not have personally 
identifiable information about your employees other than perhaps 
their name and employee number. Your background check provider 
should be able to provide you with a certification document that is 
publicly viewable without compromising employee privacy. 
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Once your certification documents are uploaded, you need to 
“attach” or assign these images to your location(s). In the locations 
area of NewLIST, click on the image control icon of a location for 
your company. This will open the associate images area. A table-ized 
list of your images will appear. Simply clicking on the image row will 
highlight that row indicating that your certification image is now 
associated with this location. Now when people view your location, 
they will see tags for your various certifications within the details of 
your business’ location. 

Certifications on NewLIST are location-specific. You will need to 
repeat this process for each location you do business from. For most 
companies you likely only have one location or region that you do 
business from or within, but if you have several locations, you’ll need 
to associate your certification documents with each location. 

 

Where to Add Content Details 
 

There are three areas within NewLIST where you can add detail 
descriptions about your company: locations, images, and ads. These 
content details are simply text descriptions of your location, just like 
you might see on Amazon for a product or book description. These 
areas can be a great place to talk about what your company does, as 
pre-sales information, or for images, a brief title and description 
details of what the image is about. 

Image Details only allow simple text. However Location and Ad 
Details allow limited HTML to be embedded within the area. 
NewLIST limits the HTML to certain tags. Any images you want to 
place in the details area need to be uploaded to NewLIST and served 
from NewLIST’s CDN (content delivery network), otherwise the 
system will strip out your image tags. Scripting (the insertion of 
JavaScript) is also not allowed. In the future I’ll add some “short 
tags” that allow you to do some fun things within the detail areas, 
but for now, I’m keeping things simple. 
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NewLIST Delivered! 
 

 
 
 
 
 

nline marketing is more than just search engine 
optimization and social media ads—email is a very 
important aspect of any business’ online marketing 
strategy. It is also a cornerstone of how NewLIST 
brings you new customers.  

You would probably be shocked to learn that email is the number 
one online traffic builder. While everyone complains about spam, we 
still cannot resist a great deal showing up in our email boxes from 
companies we like and trust and love to shop with. 

I get two to four emails a week from my local PizzaHut. Most of 
the time I delete them but not before I’ve looked at the deals they’re 
offering. More often than not, the deals are pretty good and I can only 
get them online from the code embedded in the email ad. PizzaHut 
does a great job in marketing to people online via email and keeping 
them engaged. 

NewLIST does similarly for our advertisers. 

O 
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Each week, NewLIST sends out a weekly email blast we call 
“NewLIST Delivered!” The email is essentially a slimmer copy of the 
current “Featured Providers” home page list, featuring up to 50 
NewLIST businesses. This opt-in email blast keeps NewLIST—and 
your company—fresh in the minds of local customers who use 
NewLIST. 

In the near future, as our subscriber base grows, we’ll be 
segmenting (better targeting) email subscribers with the types of 
businesses they want to see, including a section of weekly special 
deals offered by our advertisers. 

The best part of this is, you don’t have to lift a finger or pay one 
cent more. There are no email lists to maintain or build. No costs to 
develop proper email-able content. There is no need to maintain 
unsubscribe features—we handle all of that for you. 

Mailing list services would typically charge you $20 to $50 a 
month to maintain the size of email list NewLIST does just in Apopka 
alone. You get this traffic-building service for no additional cost. 
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Don’t Call Us.  
15 of Us Will Call You. 

 
 
 
 
 
 

mentioned earlier in the book that there have sprung up 
quite a number of so-called “lead generation” sites. These 
sites have mostly focused on the services and home 
improvement sectors, but they’re popping up everywhere 
now for just about any type of business. LendingTree does 

this for mortgages. HomeAdvisor is focused on home improvement, 
et. al. Even Amazon has gotten into the act for some services.  

Lead Generation is a form of online marketing where a marketing 
firm, in this case Amazon, HomeAdvisor, LendingTree, Takl, et. al., 
market and advertise the kinds of services you do—like painting, 
house cleaning, garage door installation, you get the picture. These 
sites then provide you with leads or actual jobs that people want. The 
Amazon and Takl models even handles the payments—all you do is 

I 
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show up for the work, complete the job and get paid via the site. It’s 
a lot like Uber, only for (usually small) home improvement jobs. Sites 
like these who do the “instant job” kind of thing are a boon to small 
handyman-type services. I really have only one critique about this 
type of online marketing. It’s great for the customer, great for the 
service provider, and the site handles the payments. Everyone wins. 
The only drawback is, you don’t get to choose who does the work for 
you. You can’t see their reviews or who they are. The site just sends 
out the contractor, they do the work, you pay the site instead of the 
contractor.  

Personally, I’d like to know who I’m hiring before they show up. 
The unknown contractor model is not my fave. 

So why don’t these sites let you see who’s going to do the work? 
Because at the time you purchase your gig, they don’t know who is 
going to choose to do the work. It’s a lot like Uber. You don’t know 
who your driver is going to be until the driver chooses to accept your 
trip. You might get a great driver, you might not. It’s the same with 
the lead generation site. You may get a great contractor, or, like I did 
with my recent garage door install, someone who didn’t really seem 
to know what they were doing. The job took twice as long as it should 
have and I had to ask them to redo the wiring because it looked 
unprofessional. 

When you “pre-purchase” a gig on a lead generation site, 
contractors in your area will review the job and accept it or just skip 
it. If they’re not busy, and they don’t mind working for the 
discounted fee (they have to pay the site’s owner a hefty percentage 
of the job) you’re in luck. Someone, some random contractor will 
show up to do the job. Not a bad way to stay busy if you’re a 
contractor. I’m not knocking the marketing or business model; it 
works. But it would be better if you didn’t have to use lead 
generation sites like these. Honestly, they cost you a lot! 
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Pre-qualified Leads! Not. 
 

The other type of lead generation site is the one where the site doesn’t 
get involved in the transaction, but they still take a chunk of your 
job’s fee—if you get the work. This model is one is my least favorite 
because it borders on scam for the contractor. 

What I dislike most about these kinds of sites is that they are 
essentially valueless and annoying to the customer. People use them 
once and then vow never to use them again. Still, it hasn’t prevented 
some businesses from using these sites for at least some of their 
customer leads. 

The 800-pound gorilla of home improvement lead-generation 
sites is unquestionably HomeAdvisor. Despite having terrible 
reviews, the company managed to generate over $300 million in 
revenues and recently merged with Angie’s List. To me, as a business 
owner, working with a lead generation site is a lot like smoking 
crack. After a while you get lazy and begin to develop a dependence 
on your lead generator for a huge chunk if not most your business. 
You’re now a junkie relying on your dealer to push you leads and 
without those leads, you’re in trouble. 

Lead generation sites would be fine if they weren’t so 
ridiculously expensive to the contractor. But when your pusher takes 
a portion of your sales just to bring you new business, you are in too 
deep and it’s time to get out and get clean. Of course, if you’ve built 
your business using a lead generation site, you’ve likely raised your 
prices a bit to account for the extra expense of paying your pusher. 
That’s not good for business either because other service providers 
can basically offer lower prices than you can—they don’t have your 
additional overhead. They become more competitive than you. 

To me, lead generation sites are a type of scam. The hook is that 
they will bring you a fresh shiny new “pre-qualified” lead you can 
get to work on immediately. But what does “pre-qualified” actually 
mean? 
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Nothing. That’s what it means. 
Every customer who comes through your door or calls you on 

the phone will get “pre-qualified” by you all over again anyway. 
Unless you’re hooked into the pre-paid Amazon or Takl model, just 
because a lead generation site says you get “pre-qualified” leads 
doesn’t mean the prospective customer they “lead” you to is actually 
ready to buy your services. 

In the end, the so-called “pre-qualification” essentially means 
nothing and is basically valueless. You may as well have just had the 
customer call or email you in the first place—like what NewLIST 
does. I don’t get involved in your business or your transactions. 

 

Don’t Call Us—We’ll All Call You 
 

The other annoying part of lead generation sites is the infamous 
“sales funnel”. 

Hop onto a site like HomeAdvisor or LendingTree and pretend 
you’re interested in a new roof, or some plumbing work, or a new 
home loan. Slowly, meticulously, the site draws you into their “sales 
funnel” by asking you incremental harmless questions about the job 
that you need done or what kind of house you want to buy. Prepare 
to be asked all kinds of questions as they draw you into their web. 
Toward the end they ask you for something personal, like your 
name, then your city and state, or your email address. The final nail 
in the sales funnel coffin is your phone number. Once the lead 
generation site has that—and this is the ultimate goal and end game 
of the sales funnel—within 15 seconds your phone will start to ring 
… and ring … and ring. For the next two days it may ring with 2, 5, 
10 or even 20 service providers calling you, clamoring for your 
business! 

This is the most annoying part of lead generation sites.  
These service providers have your data and you don’t know a 

thing about them! Sure, the site says their contractors are licensed 
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and background checked, but if you look at the reviews of many of 
these lead generation sites, they are not good. Complaints abound 
about pushy sales people from questionable companies literally 
stalking potential clients for days and weeks after they used the site. 
This is not my opinion, just read their reviews. 

A co-worker at Disney once had a plumbing problem that needed 
to be fixed. He used HomeAdvisor to find someone to fix the 
problem. He literally got 15 calls that rang his phone for hours. His 
exact words regarding using the site were, “I’ll never do that again.” 

Lead generation sites have their niche and place and fill certain 
needs. No, I don’t see them going away anytime soon, but the whole 
aspect of these sites digging deep into a business’ profit margins for 
what amounts to a “valueless pre-qualified” lead is like the Yellow 
Pages charging you a portion of the sale every time someone called 
you on the phone. It’s insanity to my way of thinking. It will probably 
never happen, but my goal at NewLIST is to make these kinds of lead 
generation sites unnecessary. 

My goal at NewLIST is to get people to do a quick search on the 
site, find the most professional provider they see and like, and then 
call you—just like the old Yellow Pages used to empower people to 
do. New doesn’t always mean better. Sometimes new means—this is 
going to cost you more. I want NewLIST to be the place where people 
find real value in the businesses that advertise with us. 

 

Contact Us 
 

As a side note, another feature of NewLIST, besides displaying your 
phone number, is giving people a way to contact you via email. Like 
what most websites offer, NewLIST provides an easy contact form 
that will allow prospective customers and clients to email you 
directly. It’s usually a bad idea to publicly post an email address 
online. The reason is because some spammer-bot will eventually 
harvest your address and deluge you with all kinds of spam. 
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Just like other websites do, we keep your email address private 
and then forward the customer’s contact info and message to you. 
Once a prospective customer or client emails you with their contact 
information, you take over the communications and NewLIST is out 
of the communications stream. 
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Coupons and Deals 
 

 
 
 
 
 

ften, business want to offer specials, coupons or 
deals to attract new and repeat customers. 
NewLIST makes it very easy for your business to 
offer coupon ad deals and get those deals in front 
of an online audience to take advantage of. 

To promote a coupon or deal on NewLIST, simply create an 
image (adset actually) that has your coupon or ad deal prominently 
displayed. If you want to use a coupon ad that customers need to 
physically bring in, NewLIST has a handy print-ad feature that 
allows a customer to print the ad image at full-size right from their 
browser. 

Upload your coupon or deal (adset images) and then simply 
assign those images to your existing ad (any already attached images 
will automagically be un-attached and replaced with your new ones 
when you select them). 

O 
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Not only will your new coupon or deal get displayed on 
NewLIST, we make it a point to put coupon and deal ads into our 
weekly social media videos giving you just that much more 
exposure. 

If your ad is featured within the top 50 on the NewLIST home 
page of Featured Providers, your coupon or deal will also show 
prominently in NewLIST Delivered! email blast each week. 

Again we do all of the online marketing of your ad, deal, or 
coupon for you. All you need to do is take care of business. 
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Analytics and ROI 
 

 
 
 
 
 

o one wants to be paying huge dollars for an ad 
that no one sees and no one is clicking on. Right 
from the start, I built NewLIST to provide real-
time analytics information so that advertisers 
could see in one click how well their ads were 

doing. Providing this kind of information in real-time sends other 
local search sites running screaming into the night. They don’t want 
to provide any analytics because unless they can provide huge 
numbers, tens of thousands of views and hundreds of clicks, they 
really cannot justify their ridiculous fees. 

If you are paying an online ad agency and they cannot provide 
you with decent, accurate, real-time analytics—stop using them. If 
NewLIST isn’t bringing you cost-effective online exposure—stop 
using a paid ad and just drop to a free ad. Seriously. I didn’t start 
NewLIST to scam people. I started it to be an effective media that 
brings online traffic to your business. In fact, some people thought 

N 
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NewLIST should have been a full-service online ad agency. I could 
have done that. But here is the dirty little secret: Most online ad 
agencies don’t do squat for your small business. They often have 
many clients to service, not just you. They’ll run a handful of 
Facebook and Google ads, spend whatever budget you set, and then 
charge you a $1,000 a month for the privilege of using their so-called 
expertise. Often their expertise is no more “expert” than you yourself 
would be if you took the time to read a book on SEO and online 
marketing and run the ads yourself. Again, these agencies all fall into 
the realm of scam to me. $1,000 a month for a few hours work each 
month? But—businesses pay theses people their outrageous fees. I 
guess they feel something is better than nothing? Who knows. Just 
because you have the budget to waste on ineffective ads doesn’t 
mean you should. 

Here are the facts: Depending on the type of local business you 
are, you’re never going to see huge numbers of people hitting your 
website, if you have one. The truth is, you probably really don’t even 
need a website for your business. I mean, it’s fine, it makes you look 
more professional if you have a company domain and email address. 
But if all people use your site for is a landing page to get your phone 
number and to email you, you don’t want to be paying more than 
$10 a month for that. A lot of businesses pay $20 to $50 a month for 
a website. And you probably paid some agency $500 or more, like 
$1,500 or more, to “design” your site. 

With NewLIST, I want to destroy the need for you to even need 
a website. My goal is to make NewLIST the go-to site in Apopka (and 
everywhere else eventually) where local folks can go for a one-stop 
experience to find just the right company they’re looking for. It’s 
going to be a slow but steady growth model, but as persistent as I am 
(it’s taken me 15 years to get NewLIST off the ground), it’s going to 
happen. 

Another subtitle I thought about using for this book and for 
NewLIST in general was: “Online Marketing Made Easy”. I don’t 
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want you to have to lift a finger, other than to setup your ad on 
NewLIST—even then I’d prefer you let me do that for you so you can 
focus on your business and let me focus on driving traffic—and 
customers—to you. 

Some businesses on NewLIST are going to be like that YP.com 
example we talked about earlier where their 100 million unique 
visitors per month really translated into just a couple of clicks per 
day locally. I said earlier that this was fine—as long as you weren’t 
paying more than $5 for those clicks. $5 bucks a day for 1-2 clicks of 
ad traffic that generates calls to your phone is not bad advertising. 
That’s around 30 to 60 clicks a month for “targeted” leads that 
hopefully lead to folks picking up the phone and calling you. 
(Targeted in this case simply means that people clicked on your ad 
because they searched for and were interested in what you had to 
offer.) If local print ad media generated that kind of traffic, we’d call 
the advertising a great success! 

I baked analytics right into NewLIST because I don’t want you 
overpaying for your ads. If NewLIST is generating 1-2 clicks a day, 
to me, that’s worth our $5 per day scenario. But you can probably 
pay a lot less than $5 for those clicks if you want to. 

I keep saying I want everyone who signs up for NewLIST to start 
out with the $45 per month paid ad. This ends up being about $1.50 
a day. If you’re running ads on Google or Facebook, do you know 
what a click—one click—is going to cost you? I have quite a bit of 
experience running ads on Facebook and I’ll tell you—depending on 
the time of day and competition a single ad click will run between 
$1.50 and $2.50. Facebook ads have gotten ridiculously expensive 
over the past few years, as have Google’s AdWords. If you don’t set 
your bid budget high enough on Facebook, or AdWords, you will 
simply get out-bid and next to no one will see your ad. 

Competition for clicks on Google especially has gotten so fierce 
that some industries, like mortgage companies for instance, are 
paying around $100 per click! Imaging setting up a $10,000 per day 
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budget and paying $100 every time someone clicked on your 
AdWords ad link on Google. That’s some serious competition! And 
just because someone clicked doesn’t mean you closed a sale. It just 
means they’re looking at you—but you still just had to pay Google 
$100 bucks! 

Naturally, a community the size of Apopka is not going to be 
rockin’ with millions of views or thousands of clicks every month. So 
let’s set some realistic expectations regarding our local analytics: If I 
have done my job pushing traffic to your ads on NewLIST, you 
should see numbers in keeping with monthly averages of 1 to 2 clicks 
per day and impressions (how many times people saw your ad but 
didn’t click on it) that are much higher than this. And few clicks don’t 
necessarily mean your ad isn’t working—especially if your phone 
number is on the front of your ad, which it should be (NewLIST is, 
after all, the new version of the old Yellow Pages). 

If you’re getting traffic that is much higher than this—great! You 
may want to consider upping the size of your ad on NewLIST for 
better visibility. If you’re seeing very little in they way of traffic, 
please, reduce your paid ad to freemium and just use a $5-$10 per 
month Point Pool to keep your ad above the rest in the search results. 
Or just leave it a free ad. It’s up to you. I’m not here to sell you 
something that’s not working for your business. 

 

Print Ad Media 
 

Earlier I talked about the fact that print ad media was a kind of 
competitive influence to NewLIST. As such, no conversation 
regarding “analytics” would be complete without mentioning this 
competitive media—I’m talking specifically here about a local 
newspaper or the local weekly ad magazine that gets tossed onto 
your driveway. There is absolutely no question that both of these 
types of print ad media work, but how do you measure its 
effectiveness? Online we can see in real-time views and actual clicks. 
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But if you’re paying, say $150 a week ($600 a month) for a print ad, 
how many people are actually seeing it? (Naturally you can’t click 
on a print ad to track it.) 

Before I begin, I want us to know that my intention here is not to 
be critical of print media. This is an analysis, not a “hit piece” on 
anyone’s local print ad advertising. It’s simply a competitive 
analysis. Some of my statistics will be normalized or nominal (ie. 
averaged) and possibly not exactingly reflective of every print ad 
media in every market. 

Print media is a kind of shotgun approach to advertising. It’s not 
really “targeted”. It’s distributed within a specific area, but that is not 
“targeting”—it’s just circulation. Someone searching for your ad 
with a specific tag or keyword—that is targeting, and those kinds of 
ad views are worth a lot more than someone browsing a newspaper 
or ad magazine. 

It works like this: your ad in print is lost among literally 
hundreds of other ads. The print media is not searchable; and your 
ad has a lifetime maximum of a couple of weeks at the most, 
depending on how long it takes for it to wind up in the trash.  

I also get grumpy at print media when they try to inflate their 
circulation numbers by saying things like: “each issue is read by at 
least 2 to 5 people.” That’s not provable. But suddenly their 10,000 
circulation becomes this mythological 25,000 or 50,000 “readers”. 

The truth about print media is most of the copies are never read 
in the first place. Newspapers collect and toss (recycle) up to half of 
their circulation each week depending on the week and readership 
fluctuations. Some weeks they all but “sell out”, while other weeks 
they wonder if anyone is actually reading their news. 

It’s a similar situation with ad magazines. If you’re like me, better 
than half of the time the magazine ends up going straight from the 
driveway into the recycle bin. It never even gets out of the plastic bag 
and into the house—especially if it rained and the thing is soggy. I 
don’t even want to pick it up at that point. 
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If I were to guess, and this is just my educated guess: out of a 
10,000 circulation, at best, maybe 2,000 to 3,000 copies—if that 
many—actually get read by people within their distribution 
(circulation) area. Less than a third. And on days that it rains for the 
ad magazine, I’d be surprised if 500 of their copies for that week were 
read by anyone—if that many. 

You’re probably thinking, “Wow, those are pretty terrible 
numbers.” Actually, they’re not terrible numbers—and I’ll tell you 
why. Every week both the newspaper and the ad magazine are there, 
working, delivering ads. Getting read. Delivering results. 

So how do they stay in business? 
Because they’re effective—that’s why. If they weren’t effective, 

they’d have been gone along time ago. 
I know, I can hear you saying, “But if they only have a fraction of 

their total circulation getting viewed by people, how is that ‘effective’ 
advertising?” 

It’s effective because it doesn’t take much to BE effective.  
Even untargeted and at a fraction of their total circulation, these 

newspapers and ad magazines deliver enough response to their 
advertisers that it keeps business engaged with (at least some) new 
customers calling and coming in the door. Is it cost-effective? Does it 
deliver a positive ROI (return on investment)? That probably 
depends on the business itself. My observation would be that for 
quite a number businesses it absolutely does deliver a positive ROI; 
for others, probably not at all. The fact is I see some businesses with 
full-page, half-page and quarter-page ads in my neighborhood ad 
magazine week after week, month after month. It’s the same with 
our local newspaper. It obviously works for them, even at a small 
fraction of their circulation. 

My guess is that, depending on the type of business, these print 
media achieve some level of success for their advertisers—the 
numbers don’t have to be huge for these media to be bringing in new 
customers and clients. 
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As a much more targeted media, my goal has always been to 
eclipse the effectiveness of print ads. Even with no more than 1-2 
clicks a day, I’m betting that NewLIST will be just as effective, if not 
more so, that our print media brethren. 

Again, every company is different and not every company is 
going to see huge analytics numbers on NewLIST, or any local search 
media for that matter. But at least you can measure what NewLIST 
is doing and how well we are working for your company. Even if 
NewLIST is not the best media for your type of company, that is not 
going to stop me from trying to give you a great, searchable, 
targetable, online presence! 
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Self-Managing Your Ads 
 

 
 
 
 
 

hile my goal has always been to have everyone 
who uses NewLIST to signup for a managed 
paid ad (NewLIST is after all itself a business 
that needs to make sales in order to survive 
and deliver traffic) I did build the site to be 

completely free and self-service. If you don’t want to buy and ad you 
don’t have to. You can use NewLIST for free without ever paying me 
a penny—ever. 

However, the task of self-managing your ads can be a little 
daunting at first and there is a slight learning curve until you become 
familiar with where everything lives. 

There are 3 main areas of NewLIST to be aware of as you begin 
to setup your first ad after you create and activate your account: 
Locations, Images, and Ads. 

All of these seem pretty self-explanatory but all of them are 
interconnected and rely on each other being completed before your 

W 
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first ad will show up in NewLIST’s search results. I’m going to briefly 
walk you through each area and highlight some of the more 
important aspects so that when you’re ready to setup your first ad, it 
will hopefully go smoothly. 

 

Locations 
 

Every business has one or more locations. Even if you’re a plumber 
who lives in Orlando, but working out of your van, you still do 
business within a local area. In this case we can say “Apopka” is your 
local area “location”. NewLIST allows you to setup a center point 
“region” where you deliver your services if that is your business 
type. 

When you first signup with NewLIST, we automagically create 
your first location based on the address you signup with. Don’t 
worry if you signed up with your home address and it is not your 
business location, you can create another actual business location 
later within the Location Area. 

Filling out the details of you location is pretty straight forward 
and there is context-sensitive help for each field if you’re unsure 
about what a field is for and what you need to enter into it. 

 
Categories / Keywords  

 
The very last tab of the Location Edit window is where you will add 
the “category” for your business location, like “Plumbing” for 
instance. You can also add search terms or “keywords” (aka. “tags”) 
that describe your company or what it does. When adding categories 
and tags, try to think of how your customers will be searching on 
NewLIST. If you’re a plumber who fixes sinks and unclogs drains, 
you can add tags like “drain” or “sink” or “clog”. Remember that 
sometimes people might type in the plural version of a term, like 
“drains”, “sinks”, or “clogs” instead. 
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NewLIST allows you to add up to 10 categories and/or tags to 
your location so that your location will show up in whatever people 
are searching for. 

NOTE: Please do not use the name of your competition as a tag. 
I get very grumpy when people do that. Just keep in mind the Golden 
Rule: If you wouldn’t want someone using your name as a search 
tag, please don’t use theirs. 

 
Group and Affinity Tags 

 
One of the really cool things about NewLIST, and one of the things 
I’m trying to promote, are businesses with particular affinities with 
groups within a community. Let’s say you’re a Christian-owned 
business, or a Gay-owned business, or Veteran-owned business, or 
whatever-owned business, and you want to make that distinction on 
NewLIST in an unobtrusive way, attaching the keyword “christian” 
or “gay” or “veteran”, or whatever affinity, to your business’ location 
is a great unobtrusive way for people you want to advertise to as a 
group. A user visiting NewLIST and searching for “christian 
plumber” or “gay restaurant” or “veteran electrician” will turn up all 
of the Christian-owned plumbers, Gay-owned restaurants, or 
Veteran-owned electricians in their local search. And people 
searching for just a “plumber” or a “restaurant” or an “electrician” 
who won’t necessarily care whether or not your business is Christian 
or Gay or Veteran owned, can still find you as well. 

Some business owners might find this off-putting for any 
number of reasons. That’s fine, it’s totally optional. But wouldn’t it 
be cool if you were the member of a large church or synagogue and 
you could tag your business with your church’s name or just 
denomination to let other members know that they can find local 
business owners who attend your same church or denomination? 
Tagging your business’ location with “catholic”, “sda”, “lds”, 
“baptist”, etc., could be a great way for you to promote your business 
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to others who share your faith, or just about any other type of affinity 
interest you might share with other potential customers and clients. 

 
Images 

 
The Images Area is where you manage all of your images and PDF 
documents that get uploaded to NewLIST. There is a very simple 
drag-and-drop upload interface. Once your image or document is 
uploaded it will appear in the table-ized list for you to manage. 

You can add your own image name, a title and description of the 
image or document to show users who click on it from within your 
location’s details. You can filter and sort your images as well. 

This is the area where you will also upload your ad images. Ad 
images are 4 very specific sizes in NewLIST. When the application 
“sees” an image that fits one of the 4 standard ad sizes, it treats it a 
bit differently than images you upload to show off aspects of your 
business. For instance, you cannot edit ad images to add details to 
them. 

This area also provides a downloadable ZIP file of the image 
adset templates for all of the ad image sizes you’ll need to create your 
ad images. 

As mentioned earlier, don’t forget to have your graphic designer 
create the 5th Facebook ad image and be sure to upload this 5th 
image with the rest of your adset images. NewLIST will then be able 
to optionally use this image to include in videos and other 
promotional ads we serve up on Facebook and other social media. 

 
Approvals and Featured Providers 

 
Everything uploaded to NewLIST first gets virus-scanned and then 
reviewed by a staff member. NewLIST is a professional, classy, 
business media. If you upload junk for your ad images, or an image 
or PDF brochure that has questionable, unsavory or tasteless content, 
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it won’t get past our “censors”. Amazon and every other online 
property all do the same thing. 

As the founder of NewLIST, I’m very Libertarian. This means 
that NewLIST is open to anyone, any legal business or organization, 
who wants to advertise, regardless of your or my pet social-religious-
political bents. I don’t care if you’re a strip club or a church, if you 
want to advertise on NewLIST, you are more than welcome to do so. 

That being said, I do try to keep our Featured Providers home 
page free of controversial, political, religious, or ads that might be 
too racy for some folks. As such, ad images get approved for two 
areas: General and Featured. If you’re a typical business selling 
something like candles, for instance, your ad will most likely get 
approved for both areas. If you’re a strip club, a church, or a business 
people generally consider controversial, you’ll likely be approved for 
general (searches) but I won’t put your ad up on the featured area(s) 
of the site.  

I’m really not trying to censor anyone, but I am not interested in 
getting involved in petty controversies. I don’t mind people 
searching for whatever and having ads show up for whatever they’re 
looking for, I’m just not going to be controversial with our Featured 
Providers section. 

 
Ads 

 
The Ad Area is where all the magic happens to bring your ads to life 
on NewLIST. When you first create your account, a shiny new 
“freemium” ad is also automagically created for you. Think of an ad 
as the container that holds all of your locations and tells the 
application which images you want shown to people looking for 
your location(s). For most businesses, the ad will contain only one 
location (or service area) and the four different size ad images we 
want to show. 
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There are also a few details you will want to pay attention to with 
ads. 
 
Metro Area 

 
All ads are “local” to a metro area. This was a business decision I 
made because I didn’t want some huge company with thousands of 
locations paying me $500 a month for one nationwide ad.  NewLIST 
is a local media, you can buy a local ad just like everyone else. If you 
don’t set the Metro Area of your ad, it will not appear in any local 
search results until you do.  

If you have just one physical location, set the Metro Area to your 
location’s zip code. You set the Metro Area by simply clicking on the 
Metro Area table cell for your ad. This isn’t always immediately 
obvious to new self-managed users. Suffice to say if the mouse arrow 
on your screen turns to a click pointer, then that field within the table 
is editable and you can change that cell’s content (text or value) 
without the need to open an edit window. 

If you have multiple locations all over a major city like Orlando, 
for instance, you probably will want to set your Metro Area to 32701, 
which is more or less city center for the Orlando metro area. 
NewLIST considers a “metro area” to be anything within 25 miles of 
your center point. That 25 mile radius pretty much covers a good 
chunk of a major city’s metropolitan area. Some might think that this 
radius is too small. I agree, for some businesses, it will be. But again, 
NewLIST is a hyper-local media that focuses on just communities. 
We’re not a “Central Florida” media, we’re an “Apopka”, or “Mount 
Dora” or “Windermere”, or “Kissimmee” kind of media. If you are a 
particularly large business who does business in multiple 
communities all over central Florida, you may need to setup 2, 3 or 4 
different ads centered in various communities to cover all of the 
central Florida (or whatever) area, where you have or do business in. 
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Locations 
 

In the controls section of the Ad table you’ll see an icon that looks 
like the Earth. Clicking on this icon will reveal the Locations Selection 
area. Every location you created in the Locations area will appear 
within this sub table-ized list. The location list is search and sortable. 
Most of us are only ever going to see our one location / service area. 
Clicking on the location listing turns the row a yellow-gold color. 
This yellow-gold highlight is NewLIST telling you that this location 
has been “assigned” to your ad. Clicking on the location row again 
“un-assigns” and removes the location from your ad. You MUST 
assign at least one location to an ad in order for that location to be 
searched for and your ad to appear within NewLIST search results. 
Clicking on the Earth icon again will close the Locations Selection 
Area. 

 
Images 

 
Again, in the controls section of the Ads table, you’ll see another icon 
that looks like a picture. Clicking on the picture icon will reveal the 
Images Selection area. The only images you will see here are Ad 
Images, in other words, this table shows only those images that 
conform to one of the 4 specific ad sizes recognized by NewLIST. 

If you have already uploaded your ad images using the Image 
Area, you should see all 4 of your uploaded images here. Just like we 
did with our locations selection, clicking on the image row of the 
table will highlight that image row as yellow-gold, telling us that this 
image has been assigned to our ad. 

I recommend that you always assign all 4 ad images to an ad. 
Even if you purchased a half or full-size ad and you know that your 
ad will always appear as either a half or full-size image, there may 
be circumstances where NewLIST will show your ad at a smaller 
size, like in a table-ized list where the user wants to see how your 
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company compares to others. Or we may use your eighth-size ad as 
what a user sees in their favorites area. If you always assign all 4 ad 
sizes to your ads, you’ll be covered. 

Clicking on the picture icon again in the main ads table will close 
the image selection area. 

 

Troubleshooting 
 

If you did everything right, your images were approved, and you set 
the Metro Area of your ad, you should now be able to go to the home 
page of NewLIST and search for and see your bright, shiny new ad! 
If you do not see it, there are a few settings that likely did not get set 
or set properly. These settings are very easy to check and fix. There 
is a FAQ (Frequently Asked Questions) area on the NewLIST website 
that will walk you through things to check to make sure all your 
settings are correct. 

If you still do not see your ad appearing after the FAQ’s checklist, 
feel free to open a support ticket with our staff so we can investigate 
the issue. There is never any charge for asking for support help—
even for non-paid ad clients on NewLIST. 

 

Data Security 
 

I want to briefly touch on something that is at the forefront of a lot of 
people’s minds these days—data security. Is your personal and 
business data safe within NewLIST? 

The short answer is: Absolutely. 
Now allow me to flesh-out the long answer.  
I am a software engineer, an enterprise-class web application 

architect with close to 20 years in this industry working for some of 
the biggest names in American enterprise, including companies 
where it was required that we maintain the most strict adherence to 
HIPAA and PCI security standards. All of this experience and these 
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security standards are deeply baked into the NewLIST application. 
I’m not saying that the NewLIST application is impenetrable, no 
online application is, but I’ll put NewLIST up against anything your 
favorite bank or our state or local governments have built for security 
resilience. 

NewLIST security is state-of-the-art and very tight. 
The application itself resides within not one, but several of the 

most secure datacenters on Earth, AWS (Amazon Web Services), the 
very same infrastructure that powers major companies like Dropbox 
and Netflix, and hosts numerous US Government websites. The 
amount of background sensing that goes on to prevent NewLIST 
(and other AWS clients) from getting hacked is nothing less than 
astounding. It goes far and above rocket science. 

NewLIST is regularly security scanned and penetration tested 
with the latest technologies to detect vulnerabilities in both our code 
and our infrastructure, so these can get patched before a hacker can 
try to exploit them. 

Every file that gets uploaded to NewLIST by the public is 
scanned for viruses and malware. 

PCI is the standard by which every bank and credit card 
processing company online must adhere to for state-of-the-art data 
security. NewLIST is fully PCI-complaint. In fact, no credit card 
information is even stored within the NewLIST application. If 
NewLIST should experience a data breech, not even I have access to 
your credit card number—and I built NewLIST! 

Furthermore, NewLIST is multi-homed, meaning, if a datacenter 
in one region of the country is hit with a hurricane or earthquake, 
power outage or fiber cut, we don’t go down. It’s a totally self-
healing redundant infrastructure. 

Naturally, this enterprise-level data security is expensive. I don’t 
care. My customers and clients are more important to me than saving 
a few dollars harboring the application in a lesser facility and on less 
robust infrastructure. 
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User Passwords 

 
One final note about security has to do with our users themselves. 
One of the security measures we take is making sure our users select 
a very secure password. I know, I know, this is annoying. Very 
annoying. We all have our favorite passwords we like to use on just 
about everything. Even my wife absolutely hates this so-called 
“feature” of NewLIST.  

I get it.  
But I also want you and your data to be secure. Strong passwords 

will keep 90% of data hacking problems at bay. When you signup for 
your NewLIST account, come up with a strong password, then tell 
your browser to remember it for you. Done. If you forget it, well, it’s 
easy to reset. I appreciate your understanding even though it’s a 
pain. 
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Power User Tips 
 

 
 
 
 
 

sers visiting NewLIST for the first time should be 
right at home with how the site works and how to 
search for just the right business they’re looking 
for. The controls and search fields are rather self-
explanatory. 

But there are a few tricks and shortcuts anyone can use to quickly 
find whatever they’re looking for on NewLIST right from the 
browser before even navigating to newlist.com. 

The first time a user visits NewLIST.com the site does a very good 
job of geolocating the user’s local area. Sometimes it’s a few miles off, 
depending on user’s Internet Service Provider, but for the most part, 
NewLIST knows what city you’re searching from and then sets that 
as your initial local town. If the site gets your location wrong, simply 
typing your zip code or city and state into the search bar’s location 
selector will set your location correctly and now NewLIST will 

U 
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remember your city whenever you visit the site in the future. The 
location selector also remembers previous locations you’ve entered. 

 

Autosearch 
 

One of the more useful and powerful features is NewLIST’s 
Autosearch. This simply allows you to type in search terms or tags 
right in the browser bar before you’ve actually navigated to the site. 
Typing: 

 
newlist.com/plumbers 

 
will take you to NewLIST and pre-search the site for “plumbers” in 
your local area. Typing: 

 
newlist.com/plumbers in apopka,fl 

 
or  

 
newlist.com/plumbers in 32712 

 
will find plumbers in those locations using the city and state or zip 
code. Some browsers don’t like you using spaces in the URL. You can 
replace spaces with a + sign to fix any browser that’s complaining: 

 
newlist.com/plumbers+in+32712 

 
NewLIST’s autosearch also recognizes zip codes and will 

automagically set your location if you enter a zip code as the search 
term. Typing the following into the browser bar: 

 
newlist.com/32712 
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will set your location to Apopka, FL. 
What’s kind of fun is typing random zip codes into NewLIST to 

see where they land you. Ever wonder where the zip code 12345 is? 
Try it: 

 
newlist.com/12345 

 
You can also combine search terms that allow you to find very 

specific kinds of company ads, such as: 
 
newlist.com/pizza deals 

newlist.com/pizza+deals 

newlist.com/restaurant coupons 

 
will bring up a list of folks offering coupons and/or deals for pizza 
within the local area. 

 

Ad Sharing 
 

You’ll notice in the location details area there is a button called “Ad”. 
Clicking on that button will take you to a new tab or window in your 
browser that just features your (or whomever’s) ad at full size. The 
URL looks something like this: 

 
newlist.com/2371e1e3-5042-470a-97a7-

09600fb9cb82 

 
That big-long string of numbers and letters after the “/” is simply 

the ID of an ad that exists on NewLIST. Copy and pasting this URL 
into an email or any kind of message allows you to share this ad with 
anyone. Even better, pasting the URL into Facebook, Messenger, 
Twitter, or other social media, will automagically insert the ad image 



MARKETING YOUR BUSINESS ONLINE 
 

 
97 

into the post. This works well for sharing great deals you might find 
on NewLIST.  

I know that string of numbers looks a little ugly. There is now a 
new feature that allows you to share a more user-friendly, Human-
readable URL that includes the location zip code and an easy-to-
remember location name: 

 
newlist.com/location/32801/hot-thai 

 
This may not be any easier to remember than the string of letters 

and number, but it is much more Human-readable. 
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Signing Up 
 

 
 
 
 
 

his is the last chapter of the book and, of course, the 
place where I try to close the sale and get you to signup 
for a paid ad with NewLIST. You can also signup for a 
free ad as well. But by now you have a lot more 
understanding about who NewLIST is, what it does, 

and how it works to drive online traffic in different ways to your 
business. I’ve tried to be very transparent about how this all works. 

The old Yellow Pages are toast. There are still some directory 
books being published, but ask yourself: “When was the last time 
you really used a phone book?” If you’re like me—it’s been a decade 
or more. The first place I go is online. 

I created NewLIST to replace the magic and power of the Yellow 
Pages and help brick-and-mortar small businesses capture sales from 
the places where their customers are now—which is online! 
Compared to other print and online media, NewLIST is a lot less 

T 
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expensive to get up and running with and for your business—my 
hope is to make it a lot more effective. 

Allow me to help you capture local online sales without breaking 
the bank. Signup for a paid ad on NewLIST, and over the next few 
months I will get you noticed and making sales from online—that 
magical virtual place where your customers are all just waiting to see 
what you have to offer right now. 

Thank you for reading my story and being a part of this crazy 
idea called NewLIST—together we are going to be a super-awesome 
success! 
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