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This publication is designed to provide accurate and authoritative information regarding 
the subject matter covered at the time of publication.  It is distributed with the 
understanding that the publisher is not engaged in rendering legal, accounting or other 
professional service.   The authors and WUN Publications, Inc. shall assume no liability 
or responsibility to any person or entity with respect to any loss or damage caused, or 
alleged to be caused, directly or indirectly by the information contained in this eBook.  
 
Every effort has been made to make this eBook as accurate as possible.  However, 
there may be mistakes, both typographical and in content, which have not been verified.  
In addition, due to differences among user interfaces (browsers), cross-platform 
conversion processes can in some cases modify the representation of the information 
contained herein.  This text should be used only as a general guide.  The Internet 
changes as the “speed of light” which can render certain information to become 
obsolete or irrelevant. The purpose of this eBook is to educate and entertain. 
 
In some instances, where a product or service has been recommended, the author may 
receive a commission if you purchase it.   The authors have made these 
recommendations based upon their own experiences and therefore have made these 
available to the readers of GET MORE BUSINESS, based upon that experience.  
 
The contributing authors of this eBook have permission to post, email, print and pass it 
along to anyone as long as no changes or edits to its content are made.  The rights to 
sell the book in digital format are also granted.  However, the rights to print, bind and 
sell it as a book are strictly reserved.  GET MORE BUSINESS is the first in a series of 
books/eBooks and therefore are protected trademarks of WUN Publications, Inc.   
 
For more information about the Women’s ECommerce Association, visit: 
www.WECAI.org.  For more information about WUN Publications, visit: 
www.WUNPublications.com.  The printed edition of this eBook will be available for sale 
on or before August 1, 2006.   
 
This eBook is a dynamic product and therefore updated versions will be available as 
information and resources change.  For the most current edition, visit 
www.thegetseries.com or the site of any of the contributing authors. 
 
E-Printing – 1st edition 
 
Published by  
WUN Publications, Inc and WECAI.org 
info@wecai.org 
 
All rights reserved worldwide. 
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http://www.wunpublications.com/
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EEddiittoorr’’ss  NNoottee  
 
Welcome to Get More Business - The Woman's EMarketing Guide to Promote Your 
Products and Services on The Internet by Members of the Women’s ECommerce 
Association, International, without whom this eBook would not be possible. 

Thanks to  Jennine Rexon, Kathleen Gage, Anita Campbell, Dina Giolitto, Jim Barber, Laura 
Wheeler, Monique Rider, Joy Gendusa, JoAnn Hanes, Dr. Gayle Carson, Louisa, Bird, Bev 
Hilton, Bonnie Mackey, Lori Bergman, Cindy Greenway, Heather Lloyd-Martin, Susan Van 
Dorsten, Jan Barosh, Stephanie M. Cockerl, and Mariangie Gonzalez  for your contributions to 
Get More Business. The quality of your contributions have inspired me to turn this into a 
printed book!  STAY TUNED! 

Special thanks to Jay Berkowitz, Author of “Ten Golden Rules of Internet Marketing,” for writing 
the Foreword, for being a genius when it comes to internet marketing and for being an all-
around great person.   
 
I must also thank Michelle Manafy, Editor of EContent and Intranets for your help in editing the 
first draft.  Your suggestions helped me to crystallize what it is I was trying to accomplish and 
also made this eBook worthy of publication. 

The following members graciously submitted their resources to GET MORE BUSINESS: Sue 
Ellis, Kathleen Gage, Angel C. Hale, Mariangie Gonzalez, Bonnie Mackey, Monique Rider, and 
Terri Zwierzynski. Thanks so much for adding value to this eBook. 
 
And finally, thank you to all the members of the Women’s ECommerce Association, International 
for all your support and encouragement.  We are really excited to be able to share this resource 
with you, your circles of influence, visitors to www.wecai.org and to the contributing authors’ 
sites. 
 
If you are receiving this eBook and would like more information about the Women’s Commerce 
Association, International - visit www.wecai.org.  If you would like to know how you, too can 
offer this eBook to your customers/clients and prospects, contact info@wecai.org with eBook 
Offer in subject line.  
 
We would love to hear from you!  Send your comments to heidi@wecai.org (or any of the 
contributing authors) with eBook feedback in subject line – we may even include your 
testimonial in our printed issue (and a link to your site). With permission, of course. 
 
If you would like to read about upcoming eBooks in “The Get Series,” visit -
www.thegetseries.com.   
 
Here’s to your success… and then some! 
 

Heidi 
 
Heidi Richards, publisher, editor, contributing author 

 
 
 

http://www.wecai.org/
http://www.wecai.org/
mailto:info@wecai.org
mailto:heidi@wecai.org
http://www.thegetseries.com/
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FFoorreewwoorrdd    
By Jay Berkowitz 

 
The internet is exploding. It is exploding among users, over 70% of Americans now use the 
internet and over 40% have high speed access. It is exploding for business. Over $150 Billion of 
retail transactions will be conducted on the internet in 2006 and over 120 Billion searches will be 
conducted. Unlike marketing in the past, when you are marketing your businesses on the 
internet you can target web searchers looking specifically for your goods and services, and you 
can utilize specific strategies to build a permission based business relationship with these 
visitors to your website. 
 
Heidi Richards, and the members of the Women’s eCommerce Association have written a great 
set of articles on the leading strategies and tactics for driving more traffic to your website, and 
converting those visits to leads or sales. The articles in “The Women’s eMarketing Guide to 
Promote Your Products and Services on the Internet” feature up-to-date explanations of how to 
“Get More Business” online. 
 
In 2003 I wrote “The Ten Golden Rules of Internet Marketing”. These ‘rules’ - the core strategies 
for attracting more visitors to your website and converting those visits to revenue - have stood 
the test of time. I have presented the “Ten Golden Rules” to thousands of web site owners who 
have in turn used these strategies to generate millions of dollars in revenue. A number of tactics 
to profit from these ‘golden rules’ are explained in this book.  
 
Golden Rule Number 1 “There are No Rules” explains that you can’t start internet marketing 
with preconceived ideas about what is going to work. The strategy for success is to test, test 
and re-test. Joy Gendusa’s article “Don’t Assume, Just Test and Track” is a great resource to 
learn how to test and measure your way to success. 
 
Golden Rule #2 “The Internet is Not Television” explains how most traditional marketers 
approach internet marketing like a TV ad, which is a one-way communication. The internet most 
closely represents the practice of direct marketing, it is measurable and interactive.Several of 
the authors in this book explain the tactics that work online, including Stephanie Cockerl’s article 
on making your website search engine friendly and Heather Lloyd-Martin, a veteran of search 
engine copywriting, who shares tips for finding the right copywriter. 
 
A number of authors explain the importance of offering something for FREE on your website to 
get a site visitor’s email address. Golden Rule #3 “Create a UVP” a Unique Value Proposition is 
expanded on by Kathleen Gage in “Managing Your Lists”. 
 
“If you build it they won’t just come”, Golden Rule #4 explains that you must drive traffic to your 
site. With the exception of natural search engine optimization which attracts free clicks to your 
site, you must use a combination of tactics to direct traffic to your website. The inimitable Heidi 
Richards shares one of her successful tactics, affiliate marketing, the practice of creating a 
virtual sales force of some of the best internet marketers in the world in the article “The Three 
P’s of Affiliate Marketing.” 
 
 There are a number of articles that feature the strategy explained in Golden Rules # 5 
“Subscription Models Survive” and #6 “Remember the four P’s”. Internet Marketing is 
‘marketing’ and you must test Price strategies, your Place in the online environment includes 
search engine marketing, links to your site and affiliate marketing among other tactics. 
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Please refer to articles by Bonnie Mackey in Chapter Fifteen to safeguard your web site, Golden 
Rule #7 “Trust is Golden” highlights the importance of security in the online environment. 
 
 Golden Rule #8 “Use the Right Tactic” outlines which tactics work to get more business to your 
website. eMail and paid search are good new customer acquisition tools, online newsletter 
eZines (featured in Jim Barber’s article Easy E-zines) are a great way to build an ongoing 
permission-based relationship with your customers. 
 
“The Best Never Rest” Golden Rule # 9 describes the active testing and innovation practiced by 
the authors of “The Women’s eMarketing Guide to Promote Your Products and Services on the 
Internet”. 
 
And finally, the authors do an excellent job outlining some of the leading trends, Golden Rule 
#10 “Lead the Trends” explains the importance of staying on top of leading trends. Internet 
marketing changes so quickly, if you don’t test new tactics they are often ineffective in six 
months or less! I refer you to articles about leading edge tactics by Monique Rider on eBooks, 
Kathleen Gage on “Making Money While You Sleep”, Bev Hilton on online Public Relations 
(very hot right now), Jan Barosh on teleclasses and Heidi Richards “Virtual Networking”. 
 
I know you will enjoy reading “GET MORE BUSINESS - The Women’s eMarketing Guide to 
Promote Your Products and Services on the Internet”. Not every tactic will be  appropriate for 
your website. I urge you to select the articles that apply top your business, put the tactics 
explained in the article into a test on your website, measure the results and if it works expand 
the test, if not then try something else! On the internet it is fast, easy and inexpensive to test 
different tactics, so put the principles outlined in this book to work for you. Good luck becoming 
the next dot-com millionaire 
 
 

ABOUT Jay Berkowitz 
 
 

 
 

Jay Berkowitz is a seasoned professional with over twenty years of 
marketing   experience. He has been behind the marketing for Fortune 
500 brands: Coca-Cola and McDonald's Restaurants, and has developed 
online and offline strategies for AT&T, Sprint, and leading health and 
fitness website eDiets.com. 

 
Mr. Berkowitz is the Founder and CEO of www.tengoldenrules.com, a strategic online marketing 
consulting business based in Boca Raton, Florida. Tengoldenrules.com clients include: internet 
dating company www.date.com , Top corporate domain registrar www.Moniker.com , Online 
retail network www.Anniescostumes.com , a Nutritional Supplements website 
www.LifeScript.com , www.PrintPelican.com, www.1-800-PetMeds.com , and NBC’s The 
Biggest Loser. 
 
Mr. Berkowitz is a popular presenter at conferences and events such as The Association of 
Internet Marketing and Sales, The Direct Marketing Association, The American Marketing 
Association, The Global Benchmarking Council and The Executive Forum, and is a Member of 
the Board of Directors of The South Florida Interactive Marketing Association and the President 
of the South Florida Chapter of the American Marketing Association. 
 
 

http://www.tengoldenrules.com/
http://www.date.com/
http://www.moniker.com/
http://www.anniescostumes.com/
http://www.lifescript.com/
http://www.printpelican.com/
http://www.1-800-petmeds.com/
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GET MORE BUSINESS! 
 
 

TThhee  TThhrreeee  ““PP’’ss””  ooff  AAffffiilliiaattee  MMaarrkkeettiinngg  ::    
PPAARRTTNNEERR,,  PPRROOMMOOTTEE,,  GGeett  PPAAIIDD 

By Heidi Richards 
 

 
“When it comes to creating a viable marketing program, affiliate marketing has become a  

major ingredient in promoting your products and services on the net.” 
 
 

When it comes to creating a viable marketing program, affiliate marketing has become a major ingredient 
in promoting your products and services on the net. In fact, more and more companies and individuals 
are getting into affiliate marketing as a means of creating a robust income stream. Amazon.com, and 
eBay are both good examples of distributors that have built an incredible arsenal of “salespeople.”  In 
fact, in most major industries it has become the norm to have an affiliate program. And you don’t have to 
be a BIG company to make money in affiliate marketing. 

Just what is Affiliate marketing and how does it work? According to Wikipedia (the online encyclopedia), 
“affiliate Marketing is a popular method of promoting web businesses in which an affiliate is rewarded for 
every visitor, subscriber and/or customer provided through his efforts. It is a modern variation of the 
practice of paying finder's-fees for the introduction of new clients to a business. Compensation may be 
made based on a certain value for each visit (Pay per click), registrant (Pay per lead), or a commission for 
each customer or sale (Pay per Sale).” 
 
Affiliate marketing is, in essence a partnership.  The partnership is between the advertisers or merchants 
also referred to as affiliate merchants or distributors (those selling the product or service) and the 
salespeople also known as affiliates.  The affiliates are the ones who publish and sell other people’s 
products, either on their website, on their blog, in their ezine or by way of other email marketing venues.  

There are many benefits of affiliate marketing which includes creating a sales force beyond ones own 
capabilities and reach, the ability to automate the process to make tracking and reporting easier and the 
fact that the affiliate merchant need only pay for the performance of affiliate partners. The main 
responsibility of the affiliate is to direct traffic to the site of the distributor.  The distributor then handles the 
order, the payment and shipping of product. .. and pays the affiliate for finding the customer.   

Finding the Right PARTNERS 

The real job in becoming an affiliate is much more than simply signing up for a program.   It begins with 
finding the right partners’ products and services to promote via your circle. This is the key to making lots 
of money in the affiliate marketing business.   
 
What should you look for when checking out affiliate opportunities?  It’s important to learn what you can 
about the distributor before signing up with their program. Without doing your due diligence beforehand, 
you may find yourself with a company that does not pay on time, is unreliable, doesn’t have the 
supporting materials and infrastructure necessary to help you promote their products and services or they 
simply go out of business.   
 
Is the product one that is in demand?  Is it something you can easily market?  Is it congruent with the 
means to which you will promote it such as your website, your email newsletter, etc? One of my five 
websites is a retail flower site (www.EdenFlorist.com).  I have joined several affiliate programs and 
marketed them through that site.  One of them is Ice.com. Why?  Because they sell jewelry and flowers 
and jewelry naturally go together.  I probably wouldn’t sell a water softener solution or barbeque grills 
because to my customer base, there is not an obvious connection. 
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The Three “P’s” of Affiliate Marketing – PARTNER, PROMOTE, Get PAID 
 
 
Is there a cost to become an affiliate?  The cost of becoming an affiliate can vary from free to a one-time 
payment or even a monthly subscription.  Make sure that if you are paying to belong to an affiliate 
program the potential for making money is greater than the cost to be an affiliate.  This is something that 
you may have to “test” for a couple of months to see if the commissions start “rolling in.”  If not, move on 
to a more profitable program. 
 
Before joining an affiliate program, make sure they have a great payment structure.  Is it 1%, 10%, 50% 
or more?  The amount of money you can make will be in direct proportion to the demand for the product 
and the means in which you promote it. Although I would not entirely discount a program where the 
commission is 10% or less, the effort to make a sale is the same as with high-commission programs, 
therefore wouldn’t it be better to put your efforts in marketing a program where you have the greatest 
opportunities to make the most money? Equally important is how often you get paid.  Is it monthly, 
quarterly or when you reach a certain dollar amount? 

How are the statistics reported to the affiliates?  Is there a thorough statistics page that lists the number of 
click-throughs, number of sales and amount earned?  Is it broken down per month?  Is it updated 
automatically and frequently?  If you join an established, reputable program, these things should already 
be in place. 

Are there some examples on the distributor’s site of how these affiliates are marketing their products? 
Another site I run is a membership site – the Women’s ECommerce Association, International – 
www.WECAI.org - our mission is to help women do business on and off the WEB, therefore two of the 
more than a dozen affiliate programs we promote are a domain seller (with their program, we are known 
as resellers) www.wecaidomains.com and an email distribution service called Group Mail Pro. Each of 
these companies provides me with the tools I need to promote and sell their products. And WECAI makes 
money.  
 
Does the distributor provide affiliates with a wide variety of text links, banners and graphics for the affiliate 
to use to market their products?  How are other affiliates doing with the distributor program?  Are there 
testimonials; and is there a way to contact these affiliates to see how they are doing? Does the distributor 
offer other support such as monthly or weekly tips in the form of a newsletter or email campaign?  How is 
the customer support?  You can test this by sending the distributor a message or query to see how long it 
takes for them to respond. If they do not respond within 48 hours, consider another program.  

13 Tips to PROMOTE the Distributor 
 
There is a lot more to affiliate marketing than just setting up an affiliate account, dropping your website 
into cyberspace, and sitting back as the cash rolls in. Yes, it can be easy, and it is definitely creative and 
fun, but it is a business, like any other, and you need to be qualified for the position and have a good 
handle on what you’re doing in order to survive. If you are Net-savvy and have an established site with 
good traffic and/or an e-zine with a large number of subscribers, you can succeed in Affiliate programs.  
However, even without these two components it is still possible to sell other peoples products and make 
money. Here’s how: 

1. Build your database by creating your own opt-in email system. You need a good database in 
order to have people to market your affiliate products. This allows you to have contact with people 
who have some interest in the product you are promoting.  You can capture email addresses by 
offering something for free at your site, which the visitor must “subscribe to” by giving you their 
information.  I do caution you however.  The more information you ask for up front the lower the 
ratio of subscribers there will be.  If all you ask for is an email address and first name, you will 
have a better chance of getting the valuable information for your database than asking for a last 
name, address and other demographic information.  Of course, if the item you are giving away 
has no value to the prospect, you will have very little chance of capturing email information in the 
first place. 

http://www.wecai.org/
http://www.wecaidomains.com/
http://www.sellshareware.com/CustomView.asp?PrID=34362&AfID=7838&PageID=1
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GET MORE BUSINESS! 

 

2. Get automated.  Sign up for affiliate programs through Clickbank, Linkshare, Flilinet and others 
(see resources at end of book) to make the program seamless. This will allow you to do the 
marketing so necessary to promote the products and make the sales. 

3. Market through ezine ads. These ads can be place in your own ezine and in other popular ezines 
to drive traffic to your affiliate link.  

4. Write articles on a subject relevant to the product you are promoting.  Submit these articles to 
article submission sites and ezines as well as posting on your own site and in your own 
informational distribution channels. Focus on publications your target market is interested in and 
reading. 

5. Create an email course to which you put links to the product in each message.  This can be done 
in the body of the course (provided it is relevant to the subject matter) or in the resource box 
(signature file) at the end of the course. Set up your course using an autoresponder system by 
which it gets distributed automatically at set intervals when someone signs up.  An example might 
be a 7-day ecourse on relationships or book authorship, or even the topic of loosing weight. The 
Affiliate Masters Course by Ken Evoy is an excellent example of this method.  In his own words 
the Affiliate Masters Course “leads you step by step, day by day through a flawless process... ... 
from developing a site concept ... to brainstorming hundreds of profitable, related keywords ... 
to building that themed site full of money-earning keyword-focused content pages... to attracting 
targeted, motivated traffic that clicks on your recommendations, and buys from the merchants 
you represent.”  And best of all, it’s free.  

6. Get affiliates to sign up under you and let them do the work of selling.  The commissions may be 
smaller but the reach will be greater. This is an excellent way to build your passive income 
stream. 

7. Write an ebook and give it away.  Market your distributors throughout the book or at the end in 
the resource section. 

8. If you have your own products to sell, offer one of your affiliate products as a back-end sales 
item.  For instance if you sell an eBook or other informational product, when you’ve made the 
sale, mention your affiliate links in the thank you, in your autoresponder message, when you ship 
the product, any way that will give the customer another opportunity to purchase from you. 

9. In addition to using the marketing tools provided by the distributor to promote the product or 
service (which can include brochures, copy, graphics, media releases and more), create your 
own.  Think about it, everyone else is probably using the same materials as you, so when you 
create your own, you stand out from the crowd and have a better chance of making the sale. 

10. Create a content-rich site filled with resources that keep the visitor coming back often.  Sales will 
go up as relationships develop and soon, the visitor or prospect becomes a lifelong customer. 

11. Give the product your own stamp of approval.  Write personal recommendations based upon your 
own research and experience with the product.  Endorsements motivate people to buy.  

12. Optimize your website.  Have pages with product reviews.  Study and research keyword phrases 
and learn the process. Or hire someone who is skilled at Search Engine Optimization freeing up 
your time to explore other avenues of promotion. If people can't find you, they can't buy from you.  
Update your site often with fresh content. This not only helps with the natural search engine 
indexing, it gives visitors a reason to return again and again. 

13. Most Affiliate Marketing Experts will agree that you must spend 75% of your time promoting Your 
Affiliate Program. It’s the difference between success and failure for the affiliate.  

These 13 tips will help you successfully market your affiliate programs. Although there are many other 
ways to market your affiliate programs, if you only did these and did them well, you would make money – 
lots of money.  And isn’t that the point?  

 

 

http://www.linkshare.com/
https://www.filinet.com/Affiliates.aspx?raid=1417
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The Three “P’s” of Affiliate Marketing – PARTNER, PROMOTE, Get PAID 

Get PAID! 

As previously mentioned, there are many benefits to becoming an affiliate. Choosing a profitable niche 
can be easy money.  It does require some research, the first key to success in finding the affiliate 
programs right for you. In addition to all those things mentioned in finding the right partners, you can do 
your research on Google AdWords and Wordtracker (www.wordtracker.com) to choose the most 
profitable niche from among the ones you've identified.   
 
Another really useful research tool is Overture located at www.pixelfast.com/overture/. You simply type a 
phrase, such as ‘fresh flowers’ click "Go", follow the instructions, and you can see how much advertisers 
are paying per click for that phrase on the Overture network of web sites. This tool also allows you to see 
how many people searched for the phrase the previous month. In addition, suggest you double check the 
results using Wordtracker since Overture statistics have been know to be inflated or exaggerated at 
times. 
 
Perhaps the most enticing part of affiliate marketing is that you do not need a product. Product 
development takes a lot of time.   With affiliate programs, the product is already there.  You don’t have to 
invest in expensive software to keep track of your sales, the distributor does that for you. And you don’t 
have to pay for it.  You can start selling product almost immediately.  You don’t have to invest in 
inventory, sales staff, or other administrative services.  All you have to do is sign up, promote the 
products and GET PAID!  So what are you waiting for?  Check out the resource section of this book and 
find the affiliate programs that are right for you. 

 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://www.wordtracker.com/
http://www.pixelfast.com/overture/
http://www.wordtracker.com/
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AArree  yyoouu  DDaattiinngg  yyoouurr  AAffffiilliiaattee  NNeettwwoorrkk??  
By Jennine Rexon 

 
With so many affiliate networks, publishers now have a broader selection of companies to work with, 
more campaigns to choose from, lower margins, higher payouts, and faster payment terms. When 
presented with all of these choices, how do you decide which ones are right for your business? How does 
a publisher decide what makes an affiliate network unique? How many are ideal to work with? 
 
One way to answer these questions is to “date” networks until you find the ones you are most comfortable 
with.  Just like people, networks have personalities. They each have a unique brand, a distinct style of 
doing business, and a specific set of priorities.  It is up to you to find the ones that best fit your business. 
 
In addition to matching your company’s “soft” characteristics, think about your business needs. For 
example, what are your cash flow requirements? Can they be met by a network’s payment terms? Having 
open and honest dialogues about financial arrangements before you begin your relationship can prevent 
serious issues going forward. 
 
Another key to publisher success is not just starting relationships with networks, but maintaining them. A 
“one-night stand” affiliate who strays away from the network to make a few more cents on a similar 
campaign is not appreciated.  Networks prefer the opportunity to meet or exceed your expectations and 
want to be given the chance to do so.  Loyal network/affiliate relationships are most often the ones that 
prosper in the end.  For example, if a committed affiliate promotes an offer and the advertiser’s site goes 
down unexpectedly, the valued publisher will often be compensated for the lost revenue caused by the 
outage (even if it comes out of the network’s pocket).   
 
In the ever changing and fast paced Internet world, publishers also need to consider factors beyond their 
control. For example, there will be a number of networks merging, being acquired, and going out of 
business. Although there is no magic way of knowing what company will do what or when, it’s important 
to keep up to date on industry trends and align yourself with companies you have confidence in.  
 
It is also important to remember that for a relationship to work, it must be a win-win for both parties. While 
publishers have the luxury of choosing among many networks, affiliate programs also have the 
opportunity to decide who they want to work with.  Some recruitment strategies are broad, while others 
are more selective.  Regardless of the network’s approach, all are trying to find synergistic relationships 
to value.   
 
With all these choices and factors to balance, how many networks should you get involved with? “Date” 
as many affiliate networks as possible to start.  Then narrow down your associations to as many as your 
business can comfortable manage.  Continuing to “date” a select few will allow the relationships to 
develop, thus strengthening the communication that will afford you many opportunities to make money 
together. 
 
To summarize, feeling good about who you are working with and being part of a community of like 
minded professionals will bring prosperity to all those that cooperate.  Just like dating people, dating 
affiliate networks can get complicated and tricky.  But, when you find the right affiliates and networks for 
your business it will be a wonderful experience that will make you feel great about the solid relationships 
that you have established.  Here at Rextopia.com we take great pride in our business and cherish the 
partnerships we have made to date.  We always welcome like professionals to join our ever growing 
family. 
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EEaassyy  EE--zziinneess   
By Jim Barber 

 
Although e-zines have been around for a several years, some people are still not entirely sure what an ‘e-
zine’ actually is. So let’s start with describing the characteristics of this remarkable marketing technique. 
 
An e-zine is a marketing or communications piece that is: 

• sent electronically (in other words, by email) 
• to a defined group of people 
• on a regular basis 
• for a defined purpose. 

 
Let’s look at these characteristics in more detail. First, an e-zine is basically a newsletter that is sent by e-
mail. (Sometimes they’re called “e-newsletters”, but the term ‘e-zines’ is more manageable.) That’s all. 
Nothing magical about them. So don’t let the concept confuse or daunt you. 
 
However, not everything sent by e-mail is an e-zine. E-zines are sent to a defined group of people (your 
“subscribers”), such as your current customers, your prospects, or past customers. Since e-zines are so 
inexpensive to distribute, you can afford to send them to people who simply show an interest in receiving 
your e-zine, even if the likelihood of their eventually becoming a client is slim. 
 
E-zines are also sent on a regular basis. ‘Regular’ can be anything from daily to every other month. In 
general, the more frequently your e-zine is distributed, the more effective it is. But if your customers 
receive your e-zine too frequently, they won’t read it and they might resent receiving it... or, even worse, 
ignore it. And e-zines which are distributed too frequently sometimes show a corresponding decrease in 
quality. 
 
So, in general, you should send out your e-zine as frequently as possible while still maintaining a quality 
publication which your subscribers look forward to receiving and reading. 
 
Finally, it’s probably obvious but it needs to be pointed out, your e-zine should have a purpose. Two 
purposes, actually. You should know why you are sending out your e-zine and you should also be clear 
why your readers should spend their time reading your e-zine. As is true with any communications or 
marketing tool, you need an answer to both of these questions in order for your e-zine to be effective. 
 
One problem which confounds many people is determining how to distribute their e-zines. It can’t be as 
easy as simple e-mailing, can it? 
 
Actually, it can – if the number of people that you’re sending your e-zine to is sufficiently small. The e-mail 
program that you’re already using to send and receive e-mails is probably capable of sending out emails 
to large groups of people. The problem lies, not with your e-mail program, but with your ISP (Internet 
Service Provider). To foil spammers, many ISPs impose a limit on the number of e-mails that you can 
send out in a particular time period. 
 
So if your e-zine subscriber list is sufficiently small, just use your current e-mail program (like Outlook 
Express, for example) to send out your e-zine. However, do not put your list of e-mail addresses in the 
“TO” (or “CC”) fields. You are making everyone’s e-mail addresses readily available, leaving a less than 
favorable impression on the recipient. Instead, put your list of e-mail addresses in the “BCC” (Blind 
Carbon Copy) field, and put your own e-mail address in the “TO” field. (That’s an easy way of checking to 
be sure that your e-zine is being sent out properly.) 
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If your e-zine subscriber list is too large for you to send out yourself, then your best bet is to subscribe to 
an Internet-based e-mailing service. You simply provide the service with your e-zine and the list of 
addresses that it’s to be sent to, and – for a nominal fee – they take care of sending it out for you. A good 
service will also handle ‘remove requests’ as well as e-zines that are returned as undeliverable. 
 
Now that you have a better idea how you’re going to distribute your e-zine, let’s consider what form your 
e-zine will be “published” in. 
 
An e-zine can be published in one of four general formats — text only, attachment, HTML formatted, and 
a hosted approach. They each have their advantages and disadvantages. Let’s consider them individually 
so you can determine which method is best for you. 
 
TEXT ONLY - A text-only e-zine consists only of printable characters – A to Z, 0 to 9, and various 
punctuation characters. In other words, it looks rather like it was produced on a typewriter. It has no 
formatting (such as bold or italics), no color, and no graphics or pictures. 
 
The primary advantages of text-only e-zines are that they are easy to develop (all you need are basic 
typing skills), they are universally accepted (in other words, everyone – regardless of their hardware, 
software, or level of expertise – can easily receive and read text-only e-zines), and they download very 
quickly. 
 
The last point is extremely important to your readers who don’t have a broadband (very fast) Internet 
connection. This includes people in both rural areas and many areas outside of the United States, as well 
as “road warriors” (people who travel in their professions) since some hotels do not yet have high-speed 
Internet connections. (If they do, it can be expensive to use.) 
 
Those are pretty strong advantages. Unfortunately, there are several equally strong disadvantages of 
text-only e-zines. For one, because there’s no formatting of the information, a text-only e-zine can easily 
be boring. So it’s essential that your text-only e-zine be written by a skilled copywriter. 
 
The second disadvantage is that there’s no easy way to navigate around within a text-only e-zine. 
Consequently, you are pretty much constrained to communicating one single idea, so that your e-zine will 
naturally be read from start to finish. Although it’s quite possible to have multiple topics in one text-only e-
zine, if your readers aren’t interested in the first subject, they might not bother trying to find the 
subsequent topics. 
 
ATTACHMENT - The second popular e-zine form is as an ‘attachment’. In this form, a simple text e-mail 
is sent out, with the actual e-zine attached to it. Although the attachment can be in any format, the most 
popular format is Adobe Acrobat, commonly called ‘pdf format’ because ‘pdf’ is its file type-code. 
Microsoft Word is another popular choice for e-zines sent as attachments. 
 
The primary advantage of ‘attachment’ e-zines is that they can be formatted – bold, italics, even color – 
and they can include pictures and graphics. 
 
Unfortunately, there are several serious drawbacks to using attachments. For one, they tend to require a 
lot of storage, so they can take a long time to download. They also occupy a lot of room in your readers’ 
mailboxes, so if several of your subscribers don’t check their e-mails for a few days, it’s quite possible that 
their mailboxes will “fill up”. When they discover that it was your e-zine that overloaded their mailbox, they 
won’t be happy. This obviously defeats the purpose of your e-zine. 
 
But a bigger disadvantage of ‘attachment’ e-zines is in the attachment itself. Many people (and 
companies) are understandably concerned that an attachment may harbor a computer virus. Some 
companies prohibit their employees from opening attachments; others do not even let attachments get 
through their security filters. So although you can be reasonably confident that you’re not transmitting a 
computer virus to your subscribers, they may not share your confidence. 
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HTML FORMAT - Fortunately, there are other alternatives to text-only format which do not require using 
attachments. One is to send your e-zine in HTML format. ‘HTML format’ is the same formatting that web 
pages use, and so your e-mail looks like a web page with text formatting, color, and embedded pictures 
and graphics. 
 
The primary advantage of HTML-formatting your e-zine is the same as with attachments — your e-zine is 
attractive and interesting in appearance. Because you can use links to navigate around your e-zine, it is 
easy to convey multiple ideas in a single e-zine… something that is difficult in text-only format. And since 
the e-mail message itself is formatted, there is no need for an undesirable – and unpopular – attachment. 
 
Unfortunately, there are also disadvantages to sending your e-zine in HTML format. Like formatted 
attachments, HTML-formatted e-mail can be considerably larger than its text-only equivalent — possibly 
ten or twenty times as large. This can cause the same download and mailbox-overflow problems 
discussed earlier. 
 
But size isn’t HTML’s only problem. Although HTML format is popularly accepted, it is not universally 
accepted. Some of your subscribers’ e-mail programs may not be able to handle HTML, therefore your e-
zine may appear ugly to them – or it may not be readable at all. 
 
Even if your subscribers’ e-mail programs can decipher HTML, you need to be aware that your e-zine 
may not appear exactly as you planned. E-mail programs mimic browsers when they display HTML-
formatted e-mail, but it is seldom an exact match. So if you HTML-format your e-mail, I advise you to keep 
it simple. 
 
Finally, HTML-formatting is more difficult to perform than simply typing text. Although many e-mail 
programs make it straightforward to do simple formatting – such as changing the size or color of your text 
– more complex HTML formatting usually requires the services of a webmaster. Or you need access to an 
HTML page-generation program.  A good choice, if it is an option for you may be tooffer one of the 
formatted choices as well as text-only.  This way, the reader can choose the form that works best. 
 
HOSTED E-ZINES - There’s a fourth method, which combines many of the advantages of the other three 
methods with only a few of their disadvantages – the hosting approach. The ‘hosting’ approach is a 
combination of the other three approaches. You send out a text-only announcement of your e-zine, with a 
link to the HTML-formatted pages which are being hosted somewhere on the Internet. In other words, 
your e-zine is actually one or more web pages; and instead of sending out the e-zine itself, you send out 
a link to the e-zine. Your subscribers download your e-zine and read it at their convenience. 
 
The hosting approach has numerous advantages. The e-mail “announcement” is text-only, so it’s quite 
small — downloads are quick and storage requirements are minimal. The HTML-formatted e-zine is 
viewed with a browser, not an e-mail program, so there are no compatibility issues. And navigation is not 
a problem, so you’re not limited to a single idea or topic. 
 
In fact, since the e-zine actually resides on the Internet and is downloaded by your subscriber ‘on 
demand’, you can have an unlimited number of ‘pages’ in your e-zine. Instead of sending out an e-zine 
which resembles a simple e-mail or an electronic “flyer”, you can send your subscribers an electronic 
newsletter or even an electronic magazine. 
 
If you choose the hosted approach, be sure to use your e-mail announcement to tell people what’s 
waiting for them in the e-zine. You see, you need to compel the reader to click through to the attached 
newsletter.  Don’t just say “this month’s issue is ready”, but rather say something like – “this month’s issue 
is packed with helpful tips for powerful phone use, changes to tax laws that affect YOU, and the single 
best sales technique I’ve ever heard. Click here to discover all that… and more!” In other words, don’t 
wait for the e-zine to do your marketing… start marketing in the announcement itself. 
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Of course, there are disadvantages to the hosting approach. Since the e-zine itself is HTML-formatted, 
you need to create your e-zine by using either web-page generation software yourself or by hiring the 
services of a webmaster. Because the e-zine is maintained on the Internet, you obviously need 
someplace to ‘host’ your e-zine, such as your website.  
 
Although the second and third methods — attachment and HTML formatting — both work, I recommend 
that you send out your e-zines in either text-only format or as a hosted e-zine. Use whichever method is 
best for your particular situation – The best choice is to give the reader a choice. 
 
• Use text-only if you are a skilled copywriter and you wish to convey one single idea in each e-zine. 

Because text-only is easier to produce, it also works well if you’re limited in time or resources. 
  
• Use the hosting approach if you need to convey multiple ideas in one e-zine or you want the 

attractiveness of HTML formatting and layout. An HTML-formatted e-zine is more difficult to produce, 
but its professional appearance may give your message a greater impact. 

 
Whatever method you choose for your e-zine, there are several notices that you should include with your 
e-zine (or e-mail announcement). 

 
• Tell people why they’re on your e-mailing list — did they specifically request a subscription (called 

‘opting in’), or did they request general information about a product or service you provide? 
  
• Include a copyright notice on your e-zine. (If it’s a hosted e-zine, the copyright notice should appear 

on every page of your e-zine, as well as the announcement e-mail.) 
  
• Tell people how they can get their own subscriptions. 
  
• Always give your readers an easy way for them to remove themselves from your mailing list 

(commonly called “unsubscribing” or “opting out”). 
 
 
With all this information, you may be wondering if e-zines are worth the effort. The answer is a resounding 
‘yes!’ – e-zines are a moderately inexpensive way of reaching a huge number of prospects and 
customers. 
 
However… 
 
A few years ago, an e-zine was assured of success simply because it existed. Even a mediocre e-zine 
worked — its rarity made it desirable to your subscribers and highly effective for you. 
 
That’s no longer true. People are being inundated with e-mails and they’re receiving more information 
than they can handle. And it’s getting worse every day. So e-zines are still highly effective – but only high-
quality, useful e-zines. The others will simply never be read. 
 
Your e-zine must be attractive and easy to read — but more than that, it must have valuable and 
interesting content. It must also be written and distributed on a regular basis. 
 
You can see that it takes time and/or money to produce a quality e-zine… but you’ll certainly discover that 
it’s one of the most valuable marketing and communications vehicles that you have. 
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IInnccrreeaassee  PPrrooffiittss  TThhrroouugghh  MMaarrkkeettiinngg  AAuuttoommaattiioonn    

 By Kathleen Gage 
 
 
In years past, marketing simply meant running a few ads, doing a bit of direct mail and maybe putting up 
a poster or billboard. Today, things have changed. Not only do you have the front end marketing and 
promotions in order to gain customers and clients, you absolutely must have a good system in place to 
follow up with your customers and keep your name fresh in their mind. Additionally, competition has 
become increasingly fierce. 
 
With the advent of the Internet and specific types of technology, there are ways to do this with ease. The 
fear some people have, especially in smaller communities, is that use of the Internet and technology will 
take away the human aspect of doing business. Although this may be true in some cases, fact is, proper 
use of technology can allow you to have more time to spend with your customers. Again, it is about 
putting systems in place to better serve you and your customers/clients.  

Use technology to your customer’s advantage. Although you might not be ready to embrace all that 
technology can do for you, your customers may be. A few things to consider are: 
 

• Email follow up 
• Databases and contact management programs 
• Card scanners 
• Auto Responders  

 
Technology allows you to respond to your customer’s inquiries immediately. It’s amazing how many 
people said they didn’t get callbacks or emails back from someone in a company they wanted to do 
business with. More amazing is how many companies lose sight of the importance to have a system in 
place that allows them to develop a marketing strategy for people who are already doing business with 
them. Rather, they invest the majority of their time and money with programs designed to go after new 
customers.  
 
Imagine how much lost revenue occurs because of poor follow-up. Again, good follow up should be a 
major part of your marketing strategy.  
 
Develop a system where you can keep in touch with your customers not just right after the sale, but on a 
regular basis.  
 
Capture Contact Information 
Do what you can to capture key information on your customers. This can be done by getting their 
business cards, having them fill in a response card, or you fill out an information card on them. Input the 
information into a database as quickly as possible. If you don’t input information immediately, names and 
information pile up and then it becomes almost impossible to catch up. Again, it is a matter of putting a 
system in place that allows you to stay on top of what you are doing.  

Databases and Contact Management Programs  
A good contact management program will help you to keep track of your customers. There are several on 
the market. Depending on the size and type of your business you can either use a good off-the-shelf 
brand or you may have to have one that is specific to your industry. A good off-the-shelf brand is ACT! 
www.act.com  
 
 
 

http://www.act.com/
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Increase Profits Through Marketing Automation 

 

Business Card Scanners 
If you collect a lot of business cards, you will want to consider getting a card scanner. This is a device that 
links up to your contact management program and you scan in the information from business cards you 
have collected. One of the best on the market is called Card Scan®. www.cardscan.com Although the 
scanner captures most of the information, you will have to do a bit of clean up. However, if you collect a 
lot of business cards, this is a must have.  
 
Immediately upon inputting the card information into your database, send out an email or thank you cards 
to people you met and begin the process of keeping in touch.  

Auto Responders 
A good auto responder can take orders from your web sites, send out follow up letters to customers, 
automate digital delivery of information, track the visitors and sales, follow up with prospects, and take 
subscriptions to your mailing list or ezine. An auto responder is an excellent way to stay on top of 
requests that come via your web site. Get Response is a very popular auto responder. 
www.getresponse.com  

Make Doing Business with You as Easy as Possible 
People are busy. And yet, they want to be informed. Make the experience with you one in which the 
customer feels like you want to work with them instead of against them. Simplicity for your 
customers/clients is a powerful marketing strategy. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://www.cardscan.com/
http://www.getresponse.com/
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TToopp  TTeenn  TTrreennddss  iinn  BBuussiinneessss  BBllooggss  aanndd  RRSSSS  iinn  22000066  
By Anita Campbell 

 
 
Blogs conjure up all sorts of images and preconceived impressions.  Some think of them as focused on 
politics or hot issues of the day. Others may think of them as the hormone-driven ramblings of teenagers 
using Xanga or LiveJournal.   
 
Still others view them as no-holds-barred mud pits where everyone is fair game for mob justice and no 
reputation is safe.  Forbes ran a very negative story about blogs, called “Attack of the Blogs” making this 
very point. 
 
All of the above hold true – at least to some degree.  However, the landscape for blogs is much more 
varied and rich.   
 
When it comes to the business world, a specific picture has emerged.  Businesses have figured out the 
value of blogs as vehicles for word of mouth marketing, to develop and strengthen customer 
relationships, and to improve search engine standings. 
 
Evolution of Business Blogs 
 
When I started blogging in 2003, business blogs were still an uncommon sight.  At that time I had a pretty 
good handle on most of the English-language business blogs out on the Web. Imagine – one person 
could keep track of them all.  That is how few business blogs existed just a few short years ago!   
 
Fast forward to today.  It almost has become a cliché to talk about how the number of blogs have grown.  
The latest count by Technorati.com has the number of blogs at 28 million and rising (as of this writing).    
 
Along with the overall growth of blogs we have seen an explosion in business blogs.  No way could any 
one person possibly claim to know all business blogs today. 
 
As the blogosphere has grown, so has the overall sophistication of business blogs.  Expectations are 
higher today.  There are more blogging software platforms to choose from – with more robust 
functionality.  Businesses spend more money designing blogs and incorporating special features into 
them.   
 
 

Top Ten Trends in Business Blogs and RSS for 2006 
 
 
So now that the bar has been raised, what can we expect to see in business blogs today, as we enter 
2006?  Here are the Top Ten Trends in business blogs and RSS that will impact businesses in 2006: 
 
 
1. Design matters:   A pleasing, creative and professional-looking design will become 

increasingly important. 
 
Two or three years ago most business blogs were purely based on templates.  They seemed amateurish.  
Nobody minded, because all blogs looked amateurish back then. 
 
Today the overall look of business blogs has become more sophisticated.  The bar is raised. More and 
more business blog owners are springing for custom designs.   
 
Luckily, blogs – being conversational and informal in tone – can have a more creative, less formal design 
than other kinds of websites.  No one expects them to be too serious.  

 

http://www.xanga.com/
http://www.livejournal.com/
http://www.forbes.com/home/free_forbes/2005/1114/128.html
http://www.technorati.com/
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Top Ten Trends in Business Blogs and RSS in 2006 
 
This tendency towards having a little fun with the design will continue in 2006.  However, expect the fun 
designs to have more polish in 2006. 
 
It is now common to see business blogs that are branded with company logos, memorable names, and 
even interesting original graphics. Designs based on cascading style sheets (CSS) are ever more typical, 
making it easy to update the blog's look and feel and giving added control over the design.  With more 
people accessing the Web via broadband connections, some blog owners feel a license to add third party 
services, photographs and even video clips with less worry about load speeds. 
 
This demand for better designs has given rise to a whole new category of Web design firms that 
specialize in working with blogs.  Blogudio, E.Webscapes, and Sekimori are just a few of them.  And 
traditional Web design firms are quickly adding blog designs to their portfolios. 
 
2. Blogs and Websites start to merge – The dividing lines between blogs and typical websites 

will break down even further. 
 
It used to be that a blog was one type of site and a traditional commercial website was another -- and 
never the two shall meet.  As time goes on, the boundaries between traditional websites and blogs are 
breaking down.   
 
Small businesses are blending their traditional websites and their blogs into a cohesive whole:  a term 
some people have dubbed a “blogsite.”  Blog + site = blogsite. They use blogging software packages 
such as TypePad, Movable Type or WordPress as their website content management tool.   A whole 
realm of user-generated “hacks” can be found through some creative searching to add functionality to the 
basic blogging software. For example, WordPress’s Codex has a large number of user-created plug-ins 
available to add just about any functionality you can think of.   
 
Some very small businesses, such as no-employee or sole proprietorship businesses, are dispensing 
altogether with websites.  They are leapfrogging to start their first online presence with blogs. Then over 
time they expand their blogs with additional pages and turn them into functional business websites. But at 
their heart they are still blogs.   
 
For larger businesses that use blogging, they are incorporating their blogs seamlessly into sections of 
their commercial websites.  Their blogs will take on a more consistent look and feel with the rest of their 
websites.  Often they are worked into the navigation scheme of the main website. 
 
3. Navigation gets better – In 2006 blog navigation will be well thought out and better executed. 
 
Let’s be honest.  The average blog based on a blog template has primitive navigation.  It has a home 
page, post pages, and archives.  Compared with traditional websites, blog navigation leaves much to be 
desired. 
 
Moving around within a blog from page to page can be hit or miss.   For instance, some of the original 
Blogger templates that you still run across occasionally, have no built-in navigation to get back to the 
home page!   If you arrive at an archive page or individual post page, you are effectively marooned. 
 
Chronological navigation -- either through the little calendar graphic that you see on some blogs or by 
chronological archives – is fairly common on personal blogs that function as online diaries for their 
owners.   However, calendar or chronological navigation is useless for a business blog.  A visitor is not 
going to search by chronology to find information.  Business visitors are looking for specific information, 
and search by keyword or topic.   
 
 
 
 
 

http://www.blogudio.com/
http://ewebscapes.com/
http://sekimori.com/
http://www.typepad.com/
http://www.sixapart.com/movabletype
http://wordpress.org/
http://codex.wordpress.org/Plugins
http://www.blogger.com/
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In 2006 we will see “real” navigation become de rigueur on blogs.  Business blogs will feature pop-up or 
drop-down menus – or at the very least simple link-type navigation.  The little calendars will go away on 
business blogs.   
 
We will also see more emphasis on better keyword and category searches.  That’s a necessity for 
business blogs. It’s about time. 
 
4. Robustness and efficiency co-exist – Emphasis will be on more robust end-user functionality, 

while creating streamlined blogging backends.   
 
Now that business bloggers have been at it for 2, 3 sometimes even 4 years, their expectations for 
functionality increase.  At the same time the focus is on easy and efficient site administration.   
 
At first many business owners are thrilled just to have a website they can update on their own.  After all, 
that's what a blog is.   
 
But over time, as the blog gets bigger, the ability to administer the site takes on greater importance.  As 
with any business process, time is money.  You start evaluating the time it takes to maintain the blog just 
as you would any process in your business, and start emphasizing ease and speed in administration. 
 
In 2006 we are going to see blogging tools morph into fuller featured content management tools.  We 
have already started to see this with the latest versions of WordPress, the popular open source blogging 
software.   
 
At the same time the emphasis will be on adding efficiency to the blogging process.  We will also see 
more tools developed to overlay on top of existing blogging platforms, to make posting and administering 
sites easier. Examples include Blogger’s Microsoft Word add-in tool, and Qumana’s blog editor tool. 
 
5. Posting frequency gets real – Once a week blog posting will be plenty in 2006. 
 
The old advice for bloggers used to be:  “write a blog post a minimum of once a day -- more if possible.”    
 
That may be good advice for those whose blogs are moneymakers and the goal is to maximize ad 
revenues or sell affiliate products.  In that case the business model pretty much boils down to:   
 

More posts = More pageviews = More click-throughs = More revenue 
 
If maximizing advertising revenues or affiliate sales off your blog is your goal, then by all means, the more 
postings the better. 
 
However, most small business owners and corporate managers – even those involved in eCommerce – 
are not trying to maximize Google AdSense revenues.  Rather, they use a blog as a component of a 
broader online marketing and customer service strategy.  They have businesses to run and don't have 
that kind of time to devote to writing a blog at the expense of other duties.    
 
Perhaps more to the point, their readers are not likely to want to read that much.  Reader fatigue is also 
beginning to set in as the novelty of blogs wears off. 
 
Posting frequency of twice a week –  even once a week – is turning out to be an adequate and realistic 
goal for most business blogs.   It is enough to get a meaningful number of keyword-rich posts indexed by 
the search engines.  It gives customers and prospects something fresh to read once a week.   
 
Think of it this way: for a small business to have a site that is being updated 50 to 100 times a year is an 
admirable goal – especially in a world where most small business websites are barely updated once a 
month. 

http://wordpress.org/
http://www.blogger.com/
http://qumana.com/
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6. Non-hosted services – Business bloggers will require their own domains and will move away 
from hosted solutions. 
 
Many business bloggers start out with a hosted blogging solution.  Blogger and TypePad are the two 
most commonly used.  MSN Spaces is also sometimes used.  WordPress now also offers a free hosted 
version, which can be found at WordPress.com.   
 
A hosted solution lets you get up and running quickly without having to fuss with domain names, find a 
hosting provider, hire a firm to set up the blog, and so on.  What's more, the price is right.  Prices range 
from free for Blogger, to $5 per month to $15 per month for TypePad as of this writing.  That’s well within 
reach of even the smallest sole proprietor business. 
 
But over time businesses are beginning to see the advantages of hosting their own blogs and having their 
own domain names.  Partly it has to do with the reputation that blogspot-hosted blogs have gotten for 
being the refuge of spammers.  Recent stumbles by TypePad, where the service was unavailable for 
days, have added to this sense of wanting to be in control.   
 
Business blogs have left the experimental stage.  They are now taking their rightful place as a proven part 
of an online marketing strategy. That being the case, a hosted solution really won’t do. Businesses are 
coming to realize they need to be able to switch hosting providers if site performance is not up to snuff.  
They need to get access to their blog at the server level to administer files.  Also, they need user-friendly, 
compact URLs to give to customers and readers, instead of lengthy URLs that are subdomains of a 
blogging provider.   
 
7. Niches become a necessity – Niche topic blogs are where it will be at in 2006. 

 
If your goal is to attract new customers or increase your standings in the search engines, then you are 
going to want to find a blogging niche that is not too crowded.   
 

⇒ In 2001 it was enough to write occasionally about business topics on your all-purpose blog.   
 

⇒ By 2003 you had to have a "business blog."   
 

⇒ In 2006 you will need to have a blog covering a business niche -- the narrower the better.   
 
Why?  Just that there are business blogs on any manner of topics now.  Name a topic today and you 
would be hard pressed not to find a blog on it.  Just the other day I ran across the “High Heels Blog”!   
 
If you simply want to brand your blog the same as your business, then you should follow whatever you 
are doing for your business.  But of course, small businesses and even larger businesses are going after 
niches in their business models, so you end up at pretty much the same place:  needing a niche to set 
you apart. 
 
8. RSS use grows and RSS analytics come of age -  In 2006 site owners’ and marketers’ interest 

in tracking their RSS subscribers will take center stage and the technology to do it will be 
ready. 

 
Until recently RSS subscribers were such a small percentage of Web users that most blog owners did not 
pay much attention to them, other than to simply make the feed available.  Moreover, the technology to 
track RSS subscribers and their reading behavior was rudimentary or non-existent.  
 
But, as RSS enters further into the mainstream, the number of RSS subscribers will grow.  RSS use will 
intensify in 2006 as RSS readers are integrated into other business and Web tools used, such as My 
Yahoo, Google search, and Microsoft’s new operating system and Office suite with integrated RSS 
capabilities.  

http://www.blogger.com/
http://www.typepad.com/
http://www.msnspaces.com/
http://wordpress.com/
http://highheelsblog.com/
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RSS subscribers soon will be on marketers’ radar screens.  RSS analytics tools are improving at rapid 
speed, too.  FeedBurner now offers tracking capabilities, both free and premium.  Services such as 
SyndicateIQ.com offer RSS analytics that are improving monthly.   
 
The result?  In 2006 site owners will start using tools more widely to track the number of RSS subscribers, 
how many are reading the feed each day, which articles they view, which they click through on, and 
similar detailed statistics.   
 
9. Multimedia for everyone – Podcasts and even video clips enhance business blogs and provide 
content in the ways users want to receive it:  their way. 
 
Who hasn’t heard about iPods and podcasts?  With the price of technology coming down, and the 
popularity of free services like Skype and Blogger’s Audioblogger for recording audio, we shouldn’t be 
surprised by the quick uptake in podcasts.   
 
Some people prefer to listen.  Some prefer to read.  Others prefer to see visual representations.  
 
In 2006 we will see even more business blogs offering a combination of the written word and the spoken 
word, through podcasts and short audio clips that are enclosed in blog posts.  And by the end of 2006 we 
will see advancements in the technology for doing video posts and inserting video clips in blogs. 
 
In the future even a small business can be a publisher, a broadcaster and a filmmaker.  And readers can 
have it their way – written, spoken or visual. 
 
10. Translation capabilities become mainstream – The “universal translator” of Star Trek fame is 
not that far off – at least on the Web it is not. 
 
Globalization is one of those trends everyone has been talking about for years.  When you start a 
business blog you start to see it firsthand.   
 
If my blogs are any indication, about 30% of the traffic comes from outside the United States.  It is not 
uncommon to use a tracking tool like Technorati and see links from non-English language blogs.   
 
English has become the lingua franca for business.  Even so, with the improvement in tools like the 
Google translation tools and BabelFish, it does not take that much to reach out to global visitors in their 
own language.  These translation tools are still rough, but by using them you can get the gist of a post.  
And so will your visitors. 
Translation capabilities on the fly are just at the cusp, but we will start to the see the beginnings of them 
on blogs in 2006, and more in the years following.  It is a tool whose time has come. 
 
Conclusion:  Business blogging is here to stay.  Those who embrace it will have another powerful 
marketing tool in their arsenal of marketing firepower.  Make sure your business is armed with the 
power of blogs and associated RSS feeds.     
 
 
 
 
 
 
 
 
 
 
 
 
 

http://www.feedburner.com/fb/a/home
http://www.syndicateiq.com/
http://www.skype.com/
http://www.audioblogger.com/
http://www.google.com/language_tools
http://babelfish.altavista.com/
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TThhee  AArrtt  ooff  SSuucccceessssffuull  BBrraannddiinngg    
By Dina Giolitto 

Branding: it’s a term that carries great weight in the world of advertising. Successful branding is best 
illustrated by the world’s most prominent corporations, but it’s no less important to the small business 
owner. Your Brand is your identity; it’s every single puzzle piece, fitted into the big picture of your 
company. From your name and logo to your business philosophy and corporate mission; from your 
advertising campaign message to your design elements; from your products and services; all that is 
owned, produced, stated, sold and marketed by your company falls under the broad heading of your 
Brand. 

What exactly is a “brand?” The term probably originated at a time when when ours was a strictly 
agricultural society. Ranchers take a branding iron to their cattle, as a way to signify they OWN those 
cows. Likewise, modern corporations choose a logo to brand their name into the mind of the consumer. 
Every time you label an ad or website with your company logo; every time you take a political stance on 
behalf of your corporation, you’re putting your brand into effect. And if a brand indicates ownership, then it 
should be your ultimate mission to dominate, or own, your niche. Brand your company. Own the cow. 

How do you determine your style of branding? Analyze your audience. Zero in on the group you’re trying 
to reach. Are they male, female, or both? What's the age group and economical level? What are their 
spending habits, their values? How do they TALK? What are they concerned about? What do they think 
they NEED? Where will their focus be in six months? And most importantly, how does your marketable 
product fit into the scheme? If you never really get to know your audience, you can read all the marketing 
how-to strategies in the world, and it isn't going to mean diddly-squat for your business. It isn’t going to 
help you build your brand. 

What’s the next step? Always, always, always put yourself in their shoes. Jump right into their heads, if 
you can. Think of your audience during the business-plan conception process. How do they 
communicate? What do they find visually appealing? Are you marketing to senior citizens? Use bigger 
fonts, a nostalgic tone, and a morally forthright attitude. Is it the filthy, stinking rich whom you’re trying to 
attract? Save the Crazy Eddie shtick, because money is no object here. Every bit of energy used to 
promote your brand should be focused toward winning over your key customer. 

There will be a time when you completely lose sight of who you’re trying to attract. This, in turn, dilutes the 
power of your brand. You’ll be in the middle of writing an ad, when suddenly your head is racing with 
potential buyer types. This happened to me once during my writing stint with a digital media company 
who sold Santa Claus greetings.  

In my sales letter, which went on for pages and pages, there was no limit to what Santa could do! He 
could praise tiny tots for using the potty. He could play matchmaker to a couple of young lovers. He could 
patch up an argument you had with Aunt Freida in Topeka. All of this was great, but it was really 
convoluting Who We Were as a company, and our Santa was becoming a Jack Frost of all trades. It was 
no good! So we went back to square one. And through simple words and a more narrow focus on our 
original audience of children, we finally captured the Magic of Christmas that we had originally intended to 
be Our Brand. 

Reflect your brand in everything you do; from your website design, to your public relations, to how you go 
about selling your product. Once you’ve done this, the next step is to create Brand Awareness. This is 
achieved through consistency. You can dream up the most brilliant ad campaign on the planet, but if 
you’re not consistent about putting it in place, you’ll never establish brand recognizability. 
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The Art of Successful Branding 

If the tone of your company is “fun, light and non-controversial”, steer clear of anti-war demonstrations. If 
Arial is your font of choice, then don’t go switching it up mid-campaign and putting out affiliate program 
materials using Tahoma. If tongue-in-cheek humor is how you attract attention, don’t line your website 
borders with super-mushy personal ads. Ask yourself: will this resonate with my key customer? And use 
your logo and company tagline wherever possible—in your email correspondence, on your website, as 
your letterhead, on your business cards, in your advertising and on your product packaging. Remind 
people of who you are. Burn your brand into their minds. 

To some extent, branding is following the herd... emulating respected companies that capture what you’d 
like to be known for. Still, a wise entrepreneur must never forget that today's success story is tomorrow's 
dot-com that went under. "What sold" for someone else may not work for your company. Just because 
Joe Baloney made millions selling with a bilingual circus clown doesn't mean that will work for you... or 
that anyone's even going to find it remotely interesting in six months. The market changes like the tide, 
depending on what direction society is going in. Where they were before, which way they're headed, and 
wherever it's likely they'll end up... socially, economically, ethically, politically, culturally, intellectually, 
psychologically, philosophically. 

How will you know that you’ve branded successfully? When people start listening to you. Not just hearing 
what you say, but letting you call the shots. You’ll know it when people start imitating you, too. You’ll start 
seeing knock-offs of your products and your company image. This may flatter you or it may annoy you, 
but when it happens, it’s your cue to lead the pack in a new direction. That's how to stay on top of the 
Branding Game. 

The day that you find yourself functioning as a real, live spokesperson for a group of individuals, is the 
day you’ve achieved Brand Recognition. The day that you make the front page news headlines is the day 
you’ve become a household name. But a word to the wise: once your brand achieves true power, 
someone will try and take you down. Remind them that you own this cow. 
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BBeeccoommiinngg  aann  IInnffoopprreenneeuurr  wwiitthh  EEBBooookkss    
By Monique Rider 

 
What is an Ebook? 
An ebook is an electronic digital product designed to be read online or through a hand held device.  Some 
people print them but due to technical reasons or size sometimes they do not print well.  Ebooks are a 
quick, easy way to get your information out to the public.  It is a publishing method that allows you to be in 
control of your product. 
 
Creating Ebook Content 
When creating content make sure you identify your audience.  Who are you trying to reach with your 
information?  Once you've done that use your own experiences to create the content for your ebook.  
What do you do well?  What topic excites you?  Choose a topic that you know well or one that you enjoy 
enough to research.    
 
When you are clear about your topic create an outline or a top ten list of the things you want your readers 
to learn.  Remember that you are creating this product for the end user – not for yourself.  So clearly 
outline the objectives in order to stay on track with your writing.     
 
Many people enjoy learning 'how to' information or a step by step method.  Take your readers through a 
process of how to do something or how to achieve something.  Add in a personal testimonial if that is 
appropriate or a case study.   
 
It is usually helpful to list resources within the ebook so that readers can access additional information if 
they choose.  Just make sure the resource web links are active once they are posted in your ebook.     
 
Formatting Your Ebook 
There are different philosophies about the type and size of font to use when writing online material.  
Some widely acceptable fonts are Times New Roman, Veranda and Arial.  Usually a size of 10 or 12 
point is appropriate for an ebook.   
 
Look at the format of a hard cover book.  You can easily mimic this format by creating a table of contents, 
introduction, author bio, index and numbered pages. 
 
You can also look at other ebooks to see how they are laid out.  You will see a large variety of styles.  
This clearly shows that you are free to take creative license with your ebook.  So don't be afraid to let your 
personal style come to life. 
 
Since ebooks are designed to be read online use a lot of white space.  This means keep your paragraphs 
short and allow several spaces between them.  The length of your ebook will vary.  Ebooklettes can be 
very short, as short as twenty pages or less.  Or you may have an ebook that is sixty pages or more in 
length.   
 
The most widely recognized format for an ebook is Adobe PDF.  This is recognized by both PC and 
Macintosh systems.  The Adobe program is expensive but may be well worth the investment.  You may 
also turn your ebook into an Executable file.  This is cheaper but is not easily recognized on many 
computer systems. 
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Becoming an Infopreneur with eBooks 
 

Ebook Title and Cover Design 
The trick to drawing attention to your ebook is a snappy title.  Your title should convey what your readers 
will gain from reading the book.  So think about the objectives or what you want them to walk away with 
after finishing the ebook 
 
Be sure to create a unique front and back cover design for your ebook.  If you are creative and have the 
technical knowledge you can do this yourself.  There are various design programs available to aid you.   
Another option is to have someone do the design work for you.  If you are hiring this task out to a 
designer be sure to check their references, look at their portfolio and ask specific questions about their 
copyright policies.   
 
Editing Your Ebook 
It is very important to have your material edited.  Initially, this can be done by you but eventually it should 
be passed on to a second set of eyes.  You can have your material edited by an experienced editor or 
you can use other options.   
 
Your ebook can be edited by those in your writer's group, family, or groups of people interested in your 
topic.  You can create a focus group to look over your material and offer suggestions about it.  The 
important thing is that you pass it on to others for feedback before releasing it to the public.   
 
You should have your ebook edited for both content and technical aspects.  Content editing involves 
making sure the sentences make sense and flow properly. Technical editing means that grammar, 
spelling and punctuation are evaluated.   
 
Do not overlook this step in the creation of your ebook.  Remember you are trying to establish yourself as 
an expert on this topic.  The smallest spelling or content error can cause readers to question your 
credibility.   
 
Gathering Ebook Testimonials 
Prior to releasing your ebook to the public, send it out to friends, clients, or your writer's group ahead of 
time.  Ask for feedback that can be used as testimonials within the book or in your promotional material.  
You can also barter for this type of feedback by offering a free copy of the ebook, or by mentioning their 
name in the acknowledgement section of the book.  Testimonials lend credibility to your product. 
 
Distributing Your Ebook 
Once your product is finished you need to decide how you will make it available to the public.  You have 
several options.  If you are expecting very little demand for your product then it may be possible to send 
the file via email to the buyer and have the buyer pay you by check through regular mail.   
 
However, large files do not transfer well through email.  Also, it means that you must make the time to do 
this for each request and deal with waiting for payment to arrive.  So it is not the optimal choice. 
 
Another option is to partner with online distribution companies who do the promotion and distribution for 
you.  This method is more efficient but these companies also expect to be paid a percentage of sales. 
 
To be in complete control of your product you can create your own online store and promote and 
distribute the product yourself.  You will need a web site and an online payment method.  Paypal is 
commonly used for accepting online payments.  Their web link is included in the resource section of this 
ebook.  It is fairly simple to set up your online store but you may decide to hire this out to someone else.    

http://www.paypal.com/
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The down side to using Paypal to send out digital goods is that the link to your product is not secure and 
can be easily sent on to someone else.  So your digital product can be passed on to others for free.  To 
be sure this does not happen integrate Payloadz into your Paypal html code.   
 
Payloadz allows you to have a free account for your digital goods.  One of their best features is a secure 
link that goes to buyers.  It cannot be passed on to others and therefore your product is protected.  The 
link to Payloadz is also included in the resource section of this ebook. 
 
Promoting Your Business with Ebooks 
Once you have written an ebook you become the expert on that topic.  You can use that to your 
advantage.  Promotion activities should fall in line with the marketing plan for your business.  For 
example, structure the ebook promotion activities around other business promotions that you are doing.   
 
Use the ebook as an excuse to distribute online announcements or press releases.  There are many free 
web sites that allow the posting of these press releases.  You can also send out announcements to your 
email contacts or post the information on your web site.  
 
An ebook can be offered as a free giveaway or a promotion for contests.  This is fun to do at local events, 
workshops or presentations.  An easy way to do this is to download it to a CD and offer it to your guests.  
Your ebook can also be offered to clients as an informational tool.    
 
Whenever you promote your ebook be sure to promote your business at the same time.  Your business 
name and contact information should always be on the ebook as well as your biographical information.    
 
Using Ebooks for Additional Income  
Your ebook will take time and patience to create.  Get as much mileage out of it as possible by creating 
other products from it.  You can divide up your ebook and create a series of articles or reports from it.  Or 
you can use that same topic and expand on it to create a series of ebooks.   
 
If your ebook is short consider creating an ecourse out of it.  An ecourse is a series of five to seven 
emails that go out automatically to subscribers.  Each email gives a bit more education about your topic.  
 
Use the topic of your ebook to do a local workshop or a virtual teleclass.  And by recording either of these 
presentations, you then end up with an audio product.  You can sell your audio material and your ebook 
together as a package.   
 
Another option is to sell your written material to a print magazine.  Many times magazines will offer an 
attractive fee for permission to print your material.  You can even negotiate to retain the copyright. 
 
One other option is to reformat your material for printing and have it bound into a hard copy book.  If you 
choose this option remember to increase the price so that you will be reimbursed for your expenses.   
 
There are numerous ways to create additional income from your ebook.  All it takes is a little creativity.  
For additional information or ideas about writing and distributing ebooks please access the links below. 
 
 
 
 
 
 
 

http://www.paypal.com/
http://www.payloadz.com/
http://www.paypal.com/
http://www.payloadz.com/
http://www.payloadz.com/
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SSttaarrttiinngg  aann  OOnnlliinnee  BBuussiinneessss  oonn  aa  SSkkiinnnnyy  SShhooeessttrriinngg  
By Laura Wheeler 

I started a business on nothing. I did it more than once. Each process was similar. I have helped 
clients do the same, so I know the patterns. You can start with nothing but a computer, software, and 
printer, and build bit by bit. You can earn a good income, after you invest time and work.  

The rules are different, though. You must find alternate ways to do things, and work around things that 
many people consider to be essential. You must work when you feel discouraged, and keep working 
when you wonder if it is ever going to get easier. You must reassess and set new goals periodically.  

But, you build something unique, without the heavy debt normally incurred. You value your customers, 
and you become valued. Every achievement matters. I feel it is SO worth it, to do what I love doing and 
reach my goals as a mother along side it. 

Only one in a hundred who think they want to do it, will actually dig in and stick it out. There are so many 
myths about working at home, when many people hear what the reality is, they just fold, and never learn 
that they have something inside them that they didn't know was there.  

The Myths - You've heard them all: "One of the systems hasta work", "It takes money to make money", 
"$29.95 buys a money machine", "working at home is easy", "there is a secret to making money fast", 
"you can buy a turnkey store that will make money immediately with no work on your part". And that you 
can quit your day job, come home, and be earning more the next day than you made at your job. 

Apply some logic and common sense, and you'll expose the empty promises. If it were that easy, nobody 
would be poor. And why would the person be selling it for $29.95? They'd simply replicate and keep all 
those profits! If it is secret, why are they selling it? If they sell it, it isn't secret! 

I must say, unequivocally, that those myths are empty fantasies with no basis in fact. Every time. 

The Reality - People who start a business work long and hard at it. They plan for months, make 
researched decisions, and invest either significant financial resources, or make up for the lack of money 
by sheer hard work. If asked when they started their business, they'll give you a date that is many months 
after when they started the preparation, so you may be further along than you think! 

Successful people love what they do. They gain satisfaction from the tasks they complete. They dislike 
parts of work, but enjoy enough to make up for that. Successful sales people, designers, manufacturers, 
marketers, consultants and technicians, love their work. Enough to get up every day and do what is 
boring to someone else. 

It is absolutely possible, and reasonable to build a business with virtually no financial resources. You 
must have the basic elements to do the tasks involved in the work, and determination to do marketing 
tasks when it seems discouraging. You must find workable alternatives, and invest hard work, and 
patience - LOTS of patience - instead of money. 

You can expect the following: 

1. You must work hard marketing through legitimate free avenues (you'll learn which are good and 
which will hurt you). You must "be the business" and tell everyone what you do.  

2. Within three months of hard work, you'll have a trickle of results. In this phase it takes much time 
and effort for each achievement. 
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3. Within six months you'll see the beginnings of some trends of growth. Do well by your customers, 
and you'll see a bit of effect from word of mouth. You'll still work very hard for each customer. 

4. It takes a year to know the full potential – it won't REACH its potential in a year, nor will it take that 
long for results. It just means that your business will show some definite trends, and you'll be pretty 
certain where it can go with continued effort. You'll still spend regular blocks of time marketing, and you'll 
still work hard to keep getting customers, but more will come from unexpected places. 

5. It'll take two years until you can slow down on marketing efforts. It takes time and hard work to 
start, but it does build momentum. At first you put in more effort than seems worth it. Later, you can slow 
down without reducing the flow of income, because many low budget marketing tactics have better 
residual effects than expensive tactics. 

Startup - You must choose a business that is built on common sense, and sound business principles. It 
needs a solid product behind it, and must be marketable at a price that leaves you with sufficient profit to 
earn well. Watch for limitations that would keep you, personally, from succeeding. 

Find out what the daily required tasks are. You must know this, because those tasks are what you 
must do to make it succeed. You must be certain they are things you can do. You also need to own the 
necessary equipment for daily business operation. 

eBay is one example. Some people love listing items, filling orders, shipping. They get satisfaction from 
each step they complete. They love seeing their feedback rise, and enjoy the challenge of statistical 
analysis and finding the perfect product. 

They must have a computer, internet connection, ability to analyze statistics, and to research effectively. 
They need a good digital camera, image software, and skills to describe things well. 

I have the equipment, and the skills. But I don't like it. To me, those tasks are interesting once in a while, 
but otherwise they are pure drudgery. If I chose such a business I'd hate it, give up, and end feeling like a 
failure. 

Web design is different! I love the challenge of discovering just how to reflect the individuality of my 
clients. I love learning how to best market different products. I enjoy helping my clients understand their 
part, so they don't end up with a site that doesn't work. I like developing a working relationship with my 
clients, and love when it comes together and does what I told them it would. I get up in the morning, and 
look forward to working. 

It took time to develop a successful web design business. I did this twice, and both times the process was 
the same. I gave a lot initially - I gave more than I contracted for (and I still try to), and bartered and 
negotiated. It paid off in a good reputation and in customer referrals. When I was marketing hard without 
much appearance of success, loving my work kept me going. 

Minimizing Risk - With shoestring startups, risks are different. Questions involving insurance, trade 
name protection, or incorporation, have different answers than if you have financial backing. Assess your 
risks for each situation and determine what works for you, but never take risks with legal issues. Tax, 
licensing, facilities regulations, etc, must be attended to meticulously. 
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If you choose to reduce costs in a way that increases your risks while those risks are inherently low (such 
as not carrying business insurance when you first start out), then set a criteria for when you need to 
change your strategy, so that the decision does not bite you later. It would be heartbreaking to build 
something wonderful, then lose it in a nasty lawsuit. 

Finding Your Niche - You cannot compete with the big guys on their terms. You CAN compete in a 
niche. Niches can be formed around a product or service, or how you offer that product or service. The 
reasons why people choose to shop at one store instead of another include variety or selection, 
uniqueness, atmosphere, trust, value (different from price), and price.  

Determine what you can offer better than anyone else. Market that as much as the product. You 
cannot compete on a basis of lowest price, so pick something else to form your niche around. 

Website Economics - Saving on website costs is a two-edged sword. If you don't understand how a cost 
cut affects performance, you can end up with a serious flaw which is expensive to correct, or a site that 
fails in its function. There are some quick tips: 

Find several web hosts (they sell space to put your site in) with solid reputations, and do your 
comparison shopping among them. You can find web hosting review sites easily online, with ratings for 
various hosts. Many hosts now offer "one click installs" - add-on features that improve your site much 
more easily. Many still require a professional to set up, but it still saves time, which saves money. 

Shop for a low cost domain name (your unique web address, ie: www.yourname.com). There isn't much 
difference in service with domain names. A lower cost one may be slower to make changes to, but this is 
not a significant inconvenience. A lower price can be due to the kind of domain name (ie: .us or .biz 
instead of .com), so compare apples to apples. 

You can cut corners several ways in web design (creative and technical services) and come out ahead. 
There are areas that should not be compromised, or it will hurt your business. Learn what the long term 
effects are when you make a choice to cut a cost. Basic design rules are: 

1. Find someone with small business experience. They'll understand your needs better.  

2. Do it yourself if you have the time to learn to do it right (very time consuming). Otherwise scrape 
together the money to hire it done - find someone who will negotiate aggressively with you and still do a 
quality job. 

3. Cut out features that won't improve the effectiveness of your site. Just because you can, or 
because it looks cool, is not reason to spend on extras. It should substantially improve the earning 
potential of your site, or leave it off. 

4. Look at long term costs. Some features increase maintenance time. Navigation links made from 
images, for example, make it harder to expand your site than simple text links. A Guestbook, requires 
monitoring for abusive posts. Other things also affect long term maintenance time and costs. Weigh 
benefits gained, against maintenance required. 

5. Simple works faster and more reliably than complex. Don't go buy Dreamweaver just because 
someone said it is best - lesser software will often be easier to use, and can produce cleaner code 
(resulting in better speed and reliability). Don't make it more complex unless there is a significant 
advantage. Save dynamic scripts for necessary features, and don't put in extra JavaScript or other 
features unless they bring more traffic, or increase purchases. Simple function beats glitzy 
unpredictability! 
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Starting an Online Business on a Skinny Shoestring 

6. Don't forget expected features: Stores MUST have prices. A shopping cart is not essential, prices 
and product descriptions are (images of products when possible). You must have predictable navigation 
throughout your site. Include an About page (to help people know who you are), and a Contact page 
(People won't trust you if you don't post contact info).  

7. Don't pay for "Search Engine Optimization". Create good text content on all pages and describe 
well what you offer. There are other tactics, but good text is most important and least technical. It makes 
a HUGE difference. Other tactics merely nudge your site a tiny bit. 

Marketing Strategies - Strategies costing little or nothing, take longer to work than buying clicks on 
Google. But for a small startup, they are more effective long term, and result in stable trends instead of 
stopping as soon as you stop paying. Here are the basics: 

1. Put your URL on your business cards and carry them everywhere. Hand them out whenever 
anyone is interested. People remember better when they have a card. 

2. Use a signature line in emails you send, letters you post to forums, articles you publish, comments 
you leave in Guestbooks, etc. Anywhere you leave your name, leave your URL and description (short and 
concise). Do NOT Spam lists! Just use your signature line and leave your URL wherever you normally go. 
When you are fatigued and need a break, go post to a forum somewhere and leave your link!  

3. Place links. Find niche directories to submit your site to (different than larger search engine type 
directories, though you should submit to them too). Avoid most Free Classifieds because they will just 
Spam you. Avoid directories with large numbers of scam or near-scam sites listed. Get Quality links that 
don't damage your reputation. 

4. Exchange Links. Cooperate with other small businesses to exchange links. Put an invitation on your 
links page for other sites to trade links. Screen them and do not link to sites that are not appropriate for 
reasons of quality or morality (which will hurt your credibility), but trade with anyone else who will trade. 
This is NOT the same as Traffic Exchange Programs, or Link Exchange Programs. Those programs often 
use tactics that will hurt your business. Build an independent effort to find sources to exchange link for 
link.  

5. Find low cost ads with one time fees, or low periodic fees. Don't spend what you can't afford, and 
test each one. Use stats tracking to see which bring you traffic and which don't. Renew ones that do, drop 
those that don't. 

6. Give something away, as a promotional item, or trade for a link. A client sells herbal products. She 
also takes gorgeous photos of her herbal gardens. We built a photo gallery on her site. Photos are free 
for use, in exchange for a link. She is giving something of genuine value, and getting something useful 
back. Online, you can produce something once, and have it downloaded automatically and an infinite 
number of times. Trading a freebie for a link is simple and effective. 

7. Use viral marketing to get your link passed on. eBooks, newsletters, replicatable websites, 
watermarked images (with the URL on them), affiliate programs, posting articles, and anything else that 
gives your URL the chance to be duplicated by someone else and passed on is viral marketing. Only use 
honorable forms or it will hurt you. Create a system that provides for the replication of your URL, which 
rewards someone else to pass it on. 

8. Join low cost or free trade associations, online communities, and groups offering advertising 
benefits. Some organizations offer free listings, reduced cost advertising, the use of forums, or let you 
submit articles. Make sure you'll benefit - a soap manufacturer in a soap maker's group will not be 
successful marketing their soap to other manufacturers who are trying to market their soap in return! 
Make sure the marketing reaches potential customers, not just other merchants. 
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GET MORE BUSINESS! 

The Power of Cooperation – Advertising is full of aggression and money. Legitimate free advertising is 
diminishing. Ads that were inexpensive are now unaffordable for shoestring startups. Payment of money 
doesn't guarantee results. Purveyors of "internet marketing secrets", "online business promotion", and 
"search engine optimization" promise that if you pay your money, your business is guaranteed instant 
success. But those payments have sucked the resources from countless businesses without returning 
enough to keep them from sinking into oblivion. 

If you compete with large corporations on their terms, you'll lose. Whatever you try, they can do 
bigger. What you can do, that they cannot, is be personal with your clients, and cooperate with other 
merchants. This part is about cooperating with other merchants.  

I used to say, "Get complimentary links, not competitive." I now say, "Cooperate to succeed." Trade links 
with everyone that meets your criteria for honesty and safety. Even if they are competitors, a link for link 
trade is fair! It helps BOTH of you. No need to miss a chance to promote your business just because it 
promotes someone else at the same time! If it helps you, do it! Links help you! 

Goodness enhances marketing success. Kindness will get you in where hard headedness won't. It will 
build you an extraordinary reputation. Cooperation with customers, and other merchants has a power that 
is unfathomable! Large corporations cannot touch that! 

The Necessity of Integrity - Absolute integrity is essential to shoestring startups. Without it, you cannot 
get repeat business, and you spend all your time trying to get new customers. How much better to get 
repeat customers, plus referrals from satisfied ones. A small business provides individual attention and 
customized solutions better than a large corporation. If you have integrity, that is a powerful asset. If not, 
it will bury you - they might forgive a large corporation if one employee messes up, but if you are not 
honorable with customers, they won't forget you, and they won't trust you again. 

People who build a business from nothing cherish every triumph, because they worked hard to 
achieve them. It takes tremendous work and determination, but building a strong business from minimal 
resources is an entirely reasonable goal! 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 42

CChhaapptteerr  EEiigghhtt  
  
  
  
  
  
  
  

DDiirreecctt  MMaarrkkeettiinngg  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 43

GET MORE BUSINESS! 
 
 

DDiirreecctt  MMaaiill  ––  DDoonn’’tt  AAssssuummee,,  JJuusstt  TTeesstt  aanndd  TTrraacckk  
By Joy Gendusa 

 
Where to Start: 
 
Most novice marketers have definite fixed ideas about direct mail that are way off base - most often in the 
area of what to spend and how much to do.  You should determine what you are able to spend for your 
marketing budget, spend it, and determine the maximum number of leads that you can create.  For 
instance, I’ve heard this statement quite often:  "We aren’t that large of a company. How could we send 
out 2,000 postcards all at once?" because "What if they all call?" – seems like a valid concern, right? 
 
Here is the reality behind it: Unfortunately they won’t all call. However, a good deal of them very well may 
and making sure that your traffic in is not more than you can handle is something to think about. 
Truthfully, there is no sure way to tell exactly how many people will call if you haven’t done this type of 
marketing before. Think of it this way. What would happen if they did all call? You may not be able to 
handle all of them, but you would handle as many as you possibly could, right? 
 
In this scenario, you would have maximized your income for that time period providing you could close up 
all those callers! You can also explore the idea of expanding your operation to handle the number of 
leads that you can create. 
 
What if you didn’t max out your promotion at the very start? You can afford to send out 4,000 pieces 
every two weeks but you think that you will simply get too many calls to be able to handle them all. You, 
instead, send out only 2,000 and the response is decent. However, you still have some down time where 
you are having to try to “manufacture” sales. 
 
You saved $400 in marketing money but you had enough down time where you could have closed quite a 
few more sales than you did. The question now is "Which gives me more money in my pocket?  Saving 
$400 on marketing or closing quite a few more sales and earning an extra couple of G’s potentially.”  
More than likely the answer is to spend as much as you possibly can on your marketing, right? 

 
By spending all that you can afford on marketing when you start a program you maximize your income 
almost immediately. 
 
Okay, Time to Track Results. 
 
Hopefully you have more than one way that you try to recruit new customers. So how do you know which 
ones are working and which aren’t?  Set up a system to track the results. 
 
Let’s take for example a situation in which you decide to start a Postcard Marketing Campaign for your 
business. The first week you send out 3000 postcards. When they start hitting homes you get 30 calls. 
Did all of these leads come from the postcards? Probably not. Because the week before you got 8 calls 
and hadn’t sent out any postcards yet. So how can you tell who actually got a postcard? 
 
The Answer: All you have to do is ask them. "So how did you hear about our company?" The hard part is 
making sure that any employee in your company who answers the phone and may talk to a new prospect 
remembers to ask the question every time. The fewer prospects who answer this question, the less 
accurate your information will be when making future marketing decisions. 
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Direct Mail – Don’t Assume, Just Test and Track 
 

 
Now let’s assume that you have been sending out postcards for a while and you have a good number of 
calls coming in. If you ask the question "So how did you hear about our company?" they may respond, "I 
got your postcard in the mail."  But, by now you have mailed postcards to 4 different lists, 3 times each. 
How do you tell which list and which mailing this customer was from? 
 
The Answer: Put a marketing code on the postcards that will tell you which specific postcard they 
received and when it was mailed. 
 
Give each list a name and work the date into your marketing code as well.  And the only thing your 
representatives have to ask is "Would you mind reading me the marketing code above your address?" 
This code should give you all the info that you need to know and help you keep your Marketing Results 
Tracking as accurate as possible. 
 
Try not to operate off of assumptions about “how to market” if you haven’t educated yourself.  And make 
sure you collect all the data and make your future marketing decisions based on the facts. 
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GET MORE BUSINESS! 
 

CCaann  YYoouu  RReeaallllyy  MMaakkee  MMoonneeyy  WWhhiillee  YYoouu  SSlleeeepp??  
By Kathleen Gage 

 
 
If you’ve been utilizing the Internet for any length of time it’s likely you have been bombarded with junk 
mail claiming you can make money “while you sleep.” Most sensible people are bound to ignore such 
claims of easy money. But is it true? Can you really make money while you sleep?  
 
The answer is an absolute YES! However, don’t assume my answer in any way implies that it is a get rich 
quick while you sleep proposition.  
 
I know it is possible to make money via the Internet while one sleeps as I have been doing it for a little 
over a month. Actually, I have been utilizing the Internet to market my business and events for several 
years with a great deal of success, but it is only in the last month that I began aggressively selling 
products via my website.  
 
Over the last few weeks, between e-products and my latest book, 101 Ways to Get Your Foot in the 
Door, I have sold a substantial amount of product. Within an hour of launching my products I was making 
money. From day one, each morning when I turn on my computer I am greeted with sales.  
 
What I most like about doing this is the profit margin. With my e-products the profit is close to 100%. With 
my books there are shipping and handling costs and yet, the profit is still very nice.  
 
To the casual observer this may seem fantastic. Truth be told, it is. And yet, I didn’t simply put products 
on my website and the sales miraculously happened.  
 
As is true for anyone who successfully sells on the Internet, I have worked on the backend of launching 
my products for quite some time. Before I made my products available for sale from my website I had to 
make sure my systems were in place. 
 
The process began with a great deal of research into how to successfully launch products on the web. I 
read virtually everything I could get my hands on by folks who are making money on the web. I listened in 
on teleconferences, went to seminars, bought other people’s products, and spent countless hours 
becoming very familiar with how the process works.  
 
It is important to state I didn’t necessarily believe claims from someone just because they said they were 
making money. Plenty of people are claiming to make massive amounts of money on the Internet when in 
fact, they aren’t. However, there are others who are making incredible revenues from web-based product 
sales.  
 
Before I would accept what someone was saying, I checked them out. I talked to other people either 
through email or via the phone to find out what they knew about some of the more “well known” experts. I 
had the opportunity to talk real-time to some of the experts as a result of taking the initiative to contact 
them with valid inquiries about their products and businesses.  
 
With each conversation, book, seminar, e-book and teleconference I added to my own arsenal of 
information. Over a period of about a year and a half, I had acquired quite a storehouse of knowledge.  
 
Knowledge alone wouldn’t lend itself to being successful in this new branch of my business. As with other 
products and services I have made available at various times to my market, I had to make sure that the 
products I would be introducing would sell. It’s all very nice to have something you think is great, but will 
there be people who will actually pay for what you are selling? 
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Can You Really Make Money While You Sleep? 
 

 
I also had to make sure most of the kinks would be worked out prior to launching the products. This took 
a considerable amount of time meeting with my webmaster. Together we worked on the vision and how 
everything would link together.  
 
Many people are very skeptical about informational products being sold on the Internet.  They have every 
right to be as there is a lot of garbage out there. There are people claiming to be experts when in fact, 
they aren’t.  
 
I also know we live in a “try before you buy” world. People have to feel comfortable with the purchases 
they make. Communication is key. Before, during and after.  
 
Offering something at no cost prior to asking for a sale is an incredible way to build trust. It is also 
important to offer multiple choices in products and prices. Some people are more comfortable making a 
smaller purchase before they make a larger purchase.  
 
For this reason, I have multiple free information products as well as a very cost effective e-book for only 
$8.95. As you will see when you visit my site and products page, I have several choices I offer. 
 
As with a brick and mortar business, it is easier to sell to existing customers rather than selling to a 
stranger. This definitely proved to be true with the products I introduced. I have thousands of people in my 
database. I treat my database like gold because it is. I keep in touch with people in my database. 
 
This is an area that I often see people lose substantial amounts of revenue. They fail to constantly mine 
their database or keep their name fresh in people’s minds. As a result they are not able to fully realize the 
profits that come with a well groomed database and name recognition.  
  
As with any type of business, my continued success with this stream of revenues will be determined by 
whether or not I keep in touch with people, how I market my products and how valuable my information is.  
 
Yes, you can make money “while you sleep.” And yes, it can be very profitable. However, your level of 
success will be directly proportionate to your level of commitment and professionalism in this avenue of 
your business as with any avenue of your business.  
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GET MORE BUSINESS! 
 
 

HHooww  ttoo  AAcchhiieevvee  eeCCoommmmeerrccee  SSuucccceessss  ……  iitt’’ss  iinn  tthhee  PPllaannnniinngg  
By Heidi Richards 

"Build it and they will come! Not! You can have a terrific site, with lots of bells and whistles and if people 
don’t know you exist, you never get any visitors, let alone customers."  

 

Before becoming a netpreneaur, I was an entrepreneur. First, I owned a successful child care center 
which grew to capacity in less than two years. When I sold that, I bought a little flower shop that had less 
than 300 customers and grew it to what it is today, one of the most successful, award winning companies 
in South Florida with more than 7,000 customers who purchase from us on a regular business. To better 
serve our customers, we took our business to the Internet. We still have a brick and mortar storefront, yet 
everyday we receive more and more customers via the Internet. 
 
How about you? Do you or did you have a traditional business or professional practice? Is it successful? 
Unless you were born under the star called “LUCKY,” you probably did lots of planning. A business plan, 
a marketing plan, maybe even a succession plan for what to do with your business when you were 
through. 
 
You may have heard the statistics that half of all small businesses fail in their first year and of those, only 
25% make it through to five years. According to youngbiz.com it can be even less for e-businesses. 
 
Build it and they will come! Not! You can have a terrific site, with lots of bells and whistles and if people 
don’t know you exist, you will never get any visitors, let alone customers. 
 
Planning is the key to success in business. Amazon.com had a plan, Bill Gates had a plan, eDiets had a 
plan, and I’ll bet they still do. Once a business launches on the net, you will need a marketing plan to be 
successful. Your biggest challenge will be to find time to plan. However, if you don’t find time now, you 
will find yourself with plenty of it (time, that is) later on, and no business to speak of. 
 
Unlike a business generally created to get financial backing from investors, Netpreneurs create marketing 
plans for themselves. Where do you start? First you have to ask yourself these questions. Where do you 
want to be in One year, five years, ten years? How many customers do you want or better yet, how much 
money do you want to make? Who are your customers? Do you know what they want, need and expect? 
Can you give it to them? What are your competitors doing? What are you doing that is different? How will 
you promote your business? 
 
Now Create your Website marketing plan. 
 
Put it in writing! Not only do you have to plan, you have to write it down! Take a notebook or idea book 
and write the following: your vision, mission strategies, goals and the time frame you wish to accomplish 
these goals. Keep this notebook next to your computer and refer to it often. It will help you stay focused. 
 
What is your vision for your business? Your vision is what you want your web site to accomplish. Write 
your vision statement in your notebook. The vision statement for my flower shop is to “Make a reasonable 
profit via the Internet by providing a quality product, delivering exceptional service, at a price my 
customers will pay.”  

What are your goals? What do you believe you can accomplish that may be a bit of a stretch but doable? 
If the goals are too easy, you are not getting the most out of your planning process. And you could be 
losing money. Can you make a profit of 20% in 3 months? Can double your customer base in 6 months? 
If so, write it in your notebook.  
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How to Achieve eCommerce Success … it’s in the Planning 

What steps do you need to take to achieve your goals? How much do you have to sell to achieve your 
goals? You must first know your profit margin to determine this figure. Then you have to figure out how 
you are going to find the customers to make your goals come true. 
 
What are your marketing strategies? Start with those goals you know you can attain. How will you reach 
your market? Are you going to use search engine optimization, email, newsletters, networking, 
advertising on related sites, advertising in trade magazines, or write an article to submit to online 
publications? Participate in online forums, message boards and newsgroups. Include your URL (Internet 
address) in your signature file. Offer a free download in your signature file to drive traffic to your website. 

What is the time-frame for accomplishing your goals? Create a time-line for every goal in your notebook. 
Next to each goal, write down the starting and ending dates of when you plan to accomplish that goal as 
well as what type of marketing strategies you are using. 
 
Are you keeping track of your marketing results? If you are doing any advertising whether it is online or 
offline, track the results. You can track online advertising using ad tracking software such as 
adtrackz.com, to track all the links you place online. Analyze web site statistics to find out how visits found 
you. For offline advertising, place codes or words in your advertising to keep track. Your online order 
forms should have a place to enter the code. To learn how customers found us, we use a numeric code 
on all advertising/marketing materials. 
 
What is your return on investment? How much money did the marketing strategy cost? How much money 
did you take in? How much did your product cost to develop or obtain? Subtract the second figure from 
the first two and that is your profit (or loss).  

Keep track of those marketing campaigns that worked and those that didn’t. Do more of the first. 
Reevaluate the second. Can you change one thing in the strategy and achieve different results? Try it! 
Add new strategies to the mix. 
 
Stay Focused on Your Goals. Nothing feels better than accomplishing a goal. Except maybe, all the 
money you are going to make when you do!  
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GET MORE BUSINESS! 
 
 

TToopp  1100  KKeeyyss  ttoo  IImmpprroovviinngg  YYoouurr  EEffffiicciieennccyy  
By Susan Van Dorsten 

 
How many times have you “committed” yourself to “firm” goals at the beginning of a year and then not 
achieved them by year’s end? In the fast-paced world in which we all live, consistently finding the time to 
devote to improving our personal skills for a better future may be one of our greatest challenges. 
However, take heart; there are ways to regain control of your time and optimism for a better future. 
Empower yourself to achieve the goals that have eluded you in the past. Following are 10 tips to 
becoming more time efficient and goal oriented.  
 
1. Establish a life plan or mission statement. What do you want to accomplish over your lifetime? 
Prioritize your most important goals with an explicit time period for completion such as 90 days, 6 months, 
1 year, 5 years, and 10 years. Develop a strategy to measure the incremental milestones along the path 
to  
achieving your overall goals so that you can measure your progress over time. 
  
2. Consider career, family and personal growth goals. Expand your horizon. How many times all of us 
thought about someday pursuing our personal interests such as taking up a new hobby, learning a 
second language, reading the “classics,” or becoming healthier? What about traveling to that special 
place, hiking that mystical trail, learning to scuba dive, or sailing to the exotic destination that exists in our 
mind. Make sure that these goals get as much consideration as the more “sensible” ones such as career 
advancement, time management, or financial goals. Remember, “Someday” never comes, only the goals 
that are explicitly defined, with reasonable and honest time frames and a firm commitment are ever 
achieved.  
 
3. Structure your important work hours with a time management system. Make sure to reserve time 
to manage our daily “emergencies” and block out time to complete necessary tasks like phone calls, 
email, meetings, marketing, unplanned interruptions, and administrative duties. To consistently find time 
to exercise, it MUST appear on your daily planner.  
 
4. Plan your week ahead of time. Use either Friday afternoon or Monday morning to plan the week to 
come. At the end of the week, look to see what was not accomplished and list it in the following week’s to 
do list. If you consistently find many items not completed, reconsider how reasonable your planning has 
been and make changes.  
 
5. Make a daily to do list. List out the items that need to be done and prioritize the importance of each 
one.  
 
6. Manage interruptions. Keep track for one work week how many interruptions you experience, how 
long each one takes to resolve and whether they were external or actually self-imposed. You may be 
surprised at how much time, energy and money interruptions can cost you.  
 
7. Review your schedule and goals daily. After taking the time to plan your week and list your goals, 
DO NOT file them away outside of eyesight and hope that everything will get accomplished. Keep these 
items in a place of easy access and review them frequently.  
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Top 10 Keys to Improving Your Efficiency 
 
 
8. Make goals measurable. You must be able to measure progress towards your goals to sustain your 
motivation. After clearly defining your personal goals, being able to incrementally measure your progress 
is the most important component in lifestyle change. How will you know if you are on the right track to 
achieving your goals? You must break large goals into several measurable components so you can see 
your success and stay motivated in your efforts.  
 
9. Get a buddy to help with accountability. Often describing to another person what we are working on 
and why its important to us can help us with support and  
accountability towards reaching our goals  
 
10. Have goals and tasks that are achievable. Make sure that the tasks and goals  
that you set out to accomplish are attainable; don’t set yourself up for failure.  
It takes time and energy up front to become more time efficient and goal oriented, but  
you can create more time in your life and increase the chances of reaching your goals and full potential in 
life.  
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GET MORE BUSINESS! 
 
 

TThhee  GGoolldd  iiss  iinn  tthhee  OOpptt--iinn  LLiisstt  
By Kathleen Gage 

 
 

When I consult with small and home based business owners, more times than not one of the greatest 
concerns they have is how to increase reach to a targeted market while keeping costs down. Hands 
down, effectively using the power of the Internet is the cornerstone to achieving this outcome. More times 
than not, companies are not using their Internet presence as effectively as they can.  
  
I often see a company that has a website that looks great from a design perspective, yet from a marketing 
and sales perspective the site is not working. Many people are under the mistaken belief that, if a 
potential customer or client visits their site they will be so impressed they will automatically return time 
and again. Fact is, this is not what happens in the real world of the Internet. Chances are within minutes 
most visitors have forgotten sites they looked at unless there was something that encouraged them to 
remember.  
  
People remember based on the value you create and a problem being solved. They also remember by 
you keeping your name and company fresh in their mind.  One way to do this is to offer visitors the 
opportunity to opt in to your mailing list. If people have taken the time to visit your site, you need to 
encourage them to leave their contact information. You do this by offering them something that is 
incredibly valuable that they sign up for. 
  
It’s incredible how many companies, large and small, miss the opportunity to encourage visitors to sign up 
for something. It is in the signing up you will build a mailing list that is worth more than its weight in gold.  
  
Most people are so overloaded with information that if you don’t immediately solve a problem for them 
they are not going to be interested in signing up for anything. Additionally, once they sign up if your 
information does not continue to solve their problem they will want off your list.  
  
In today’s world of Internet marketing, your job is to look for ways to continually offer value while 
increasing your distribution list.  
 
Specific Strategies to Increase Your Distribution List 
If you are in the retail industry, every time someone comes to your store, simply ask them if you can add 
them to your distribution list to keep them updated on specials, events, and unique offers. In most cases if 
they are attracted to your store, they will gladly give you their information. Make sure to get their email 
address.  
  
If you have a current mailing list of clients, conduct a survey and offer an incentive for people to respond. 
Direct them to your site where they fill out a survey and perhaps receive a free report or eBook.  
  
If you do any type of presentations as a part of your job, collect contact information from the attendees. 
Send a follow-up message within 48 hours inviting them to sign up for your Ezine. 

  
Use your email signature file to encourage people to sign up for an incentive on your website. Put the 
web link right in your signature.  
  
Put a sign-up box on every page of your site. Many websites have a sign-up on the main page but have 
not put one up on other pages of their site. Fact is, a web search for a specific product or service can take 
people anywhere on your site, not just the main page. Make it easy for them to sign-up for something 
from every page.  
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The Gold is in the Opt-in List 

 
 

Write and distribute articles online with a strong byline at the end of the article. A byline is simply an 
information piece that is usually a few sentences in length. In the byline direct readers back to your 
website for something of value. 
  
Offer a free report from your site. Make sure it is compelling enough for people to want to sign up.  

  
Offer free eBooks to encourage people to leave their contact information in order to download the file.  
  
Opt-in lists are one of the most powerful marketing tools you have in your online and offline marketing. 
Complemented by a good Ezine, website, consistent focus on driving traffic to your site and gaining 
visibility, the potential for growing your business is unlimited.  
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GET MORE BUSINESS! 
 
 

UUssiinngg  FFeemmiinniinnee  SSttrreennggtthhss  ffoorr  MMoorree  SSuucccceessssffuull  MMaarrkkeettiinngg  
By Louisa Bird 

 
We know that increasing numbers of women are starting businesses, but what will ensure that these 
numbers keep rising, and what will keep these women business owners in business? As a marketing 
coach, I admit I'm biased here, but I feel that one of the essential keys to women breaking through in 
business is using successful marketing techniques that exploit uniquely female skills and capabilities. 
 
Indeed, studies have also shown that effective marketing is what separates a successful company from a 
failing company. So what marketing activities should women focus on to produce the best possible 
results, whilst maximizing their innate talents and inclinations? 
 
Decades ago, there were fewer products and services available for consumers to choose from than there 
are today, so marketing was a simple equation – advertise, and customers buy; advertise more, and 
customers buy more. Perhaps it’s a hangover from those simple, heady days, but marketing is still often 
equated with advertising and selling. In that context, women can often see themselves as being at a 
disadvantage. The research shows that a common complaint among women wanting to start their own 
business is a perceived lack of confidence. I would suggest that an important part of this is that women 
often feel uncomfortable at the thought of selling and promoting themselves and their companies, 
perhaps because of this misplaced perception that marketing equals selling. 
 
Self-promotion (and let's face it – when you're self-employed, you pretty much are the business) is 
something women frequently struggle with. Throughout childhood, we are invariably taught to be demure 
and passive and wait for things to come to us. Business owners of either gender just can't afford to wait 
around for business to come to them; we have to get out there and start spreading the word. Women are 
taught as children to do precisely the opposite, and this is reinforced in popular films and literature (just 
look at all the "heroine waiting to be rescued" stories we are presented with - from Sleeping Beauty to 
Pretty Woman). Men, on the other hand, are programmed to be the pursuer, and so had an easier time of 
it in the old marketing model. 
 
In today’s sophisticated and choice-laden buying environment, though, the "advertising = sales" formula 
no longer applies. Consumers are completely overwhelmed with marketing messages (some sources 
suggest we are confronted with several thousand marketing messages every day) and we have almost 
more choice than we know what to do with. These days, effective marketing is not about being brash and 
shoving your message down people's throats and it's not about shouting about how great you are to 
anyone and everyone who'll listen. It’s about creating authenticity and company values that people in your 
target market can relate to, and most of all, it's about building relationships. 
 
Relationship marketing is seen as the key to penetrating the overpowering and seemingly inescapable 
background noise of marketing and advertising, and to building successful businesses in the 21st century. 
What is relationship marketing? Seth Godin, in his book "Permission Marketing", describes it as the 
process of "turning strangers into friends, and friends into customers". At its core, it’s about turning 
customers into regular customers, and finally into raving fans who will spread a positive message about 
our companies for us (remember, word-of-mouth advertising through recommendation is the most 
powerful form of marketing there is).  
 
This relationship-building approach is a more sophisticated and more long-term process than the 
outdated "hit 'em and run" method, but I feel it’s one technique that women-led businesses can master 
and integrate into their operations with relative ease. After all, what are women traditionally good at? 
Building relationships. As the saying goes, strangers are just friends you haven't met yet. Perhaps a 
useful analogy in marketing would be that non-customers are simply customers you haven’t built a 
relationship with yet. 
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Using Feminine Strengths for More Successful Marketing 
 
 
The traditional, masculine selling style was to cajole and convince the prospect to buy, by whatever 
means possible and whether they really needed or wanted the product or not. Today, good sales practice 
focuses on listening to the potential customer and understanding their needs first, before you offer 
something which meets those needs (or if you haven’t got what they need, act with integrity and give 
them details of someone else who might be better suited to their needs – again, the long-term approach). 
 
How do you start using this concept of relationship marketing in your business? First you have to get 
members of your target market to "put their hands up" in the marketplace. One way of doing this is to offer 
an appealing free or low cost product related to your higher-priced products/services. For example, a web 
designer might offer a free report on "8 Questions You Must Ask Before Hiring a Web Designer". Once 
they have registered their interest in what you have to offer, you keep in contact with them, perhaps via a 
newsletter, offering useful information that you know will be of interest, and making occasional offers.  
 
Keep delivering value as the relationship and trust grows, and some of these customers will go on to 
become "advocates", raving fans of your company who will recommend you to others. That, of course, is 
the ultimate goal, and the way in which your business can produce sustainable growth. 
 
Successful marketing means a successful business, and women have special strengths that enable them 
to be at the cutting edge of effective marketing methods. Learn everything you can about relationship 
marketing, build on your strengths and get creative in establishing and deepening your relationship with 
your customers.  
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GET MORE BUSINESS! 
 
 

PPrreessss  RReelleeaassee  aanndd  MMeeddiiaa  BBaassiiccss    
By Beverley Hilton, APR, CPRC 

 
Let’s explore some basic actions that the person responsible for public relations or media relations would 
take to begin to establish a PR presence for her company.  This is by no means intended to represent the 
full spectrum of PR actions, but it will get you started.   
 
You have a message that you want to get into the media.  Where do you start? 
 
What is needed and wanted? 
 
The media have a job to do.  Your story may or may not help them to do that job.  So the first, perhaps 
most important thing for you to do is to try to put yourself in their shoes.   
 
PR is all about viewpoints.  Take the viewpoint of the media person who must get a newspaper out, 
produce a television or radio news or talk show.  What can you tell them about your story that will make 
their life easier?  What elements make your story news?   
 
If you can take that viewpoint when writing your release, and give the media contact what they need 
to get their job done, you'll make getting your job done a lot easier and more productive. 
 
Beats and Media Lists 
 
There are many different beats, areas of interest, to media.  You wouldn't want to send a puff piece on a 
day care center to the sports editor.  Or a piece on the local high school brass band to the business 
editor. 
 
You'll need to do some research.  News media directories are available for many cities, and there are 
national directories such as Bacon's out of Chicago, which can be purchased or found in libraries.   
 
But the phone book is the least expensive and quickest way to get going, especially if your area is not too 
extensive.  Look up broadcast stations - radio and television.   Look up publications, newspapers, 
magazines.  Look up wire services.   
 
Publications will have a masthead that will list the names of primary editors, reporters and columnists, 
and you may be able to get the information you need there.  Mastheads usually are very near the front 
(sometimes back) of the paper.  (The banner is the name of the paper in large letters or logo format 
across the top of page one.) 
 
Organization 
 
Be organized.  Use a computer database program if you have one to keep track of the information you 
gather.  At the least use a word processor so you will be able to generate mailing or fax labels and 
follow-up sheets.  However you compile this list, set it up and save it to be used again to produce labels 
and a follow-up worksheet. 
 
Call each media, and ask for the name and title of the person to whom you would direct your particular 
type of story.  You may want to ask also for the name of the news director, public service director, and if 
they have any talk shows, the name of the producer or other person to whom you would send a pitch for a 
spot on the show.  Get the address, get the fax number, and ask what the preferred method of receipt is.  
More and more media today are requesting releases by e-mail.  Some want to receive faxes, some will 
trash your press release if it comes in by fax.   
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Press Release and Media Basics  
 
 
Relationships You may want to use this time to begin to establish a relationship with the media you are 
calling.  Just be sensitive to the possibility you may be calling at a bad time.   
 
Just as in any other aspect of your business, relationships with the media are extremely important.  Be 
willing to talk with the person, but also realize that if they are on deadline - a persistent state for media 
people - they may not be able to talk with you, and may even come across sounding rude.  If you are 
going to do public relations, you cannot take this sort of thing personally.  
  
 
Press Release Content, Form and Format 
 
Draft your release with the question in mind:  How can I present this material so the person receiving it 
will be able to make use of it?  Use letterhead if available, or mock up a letterhead to include your or your 
organization's name, address, telephone number and fax number, and any other pertinent identifying 
information.   
 
Aesthetics, readability, good grammar and punctuation, language skills DO COUNT! This is 
perhaps the most wide-reaching “best foot” you will ever put “forward.”  Make it count. Recommendation:  
Purchase a style manual (The Associated Press Stylebook and Libel Manual, The New York Times 
Manual of Style and Usage) and check it often.  It can make the difference between a professional and an 
amateurish presentation. 
 
 

At the top of the release put the following information: 
 
 
For immediate release                                                Contact:  Your name 
 
Date                                                (area code) phone number 
 

If it is not for immediate release, put:  
 
For release (and the date it should be released) 
 
The specific format above is not essential; the information conveyed is.  You must have a contact 
name and telephone number, or your story will not be used.  You must date your material, or it may 
or may not be used at all, and if it is, it may not be used in a timely manner.  Whatever format you use, 
make it look good, aesthetically pleasing, inviting. 
 
Come down at least two to three inches; then center the headline.  The space between the date and 
contact information and the headline gives the editor a place to write notes to the reporter or what used to 
be called a typesetter.  Don’t cram your story into this area - leave plenty of room.  It’s functional, and 
aesthetically it looks better. 
 
Headlines are not typed in all caps; they are typed upper and lower case, or with the first word and proper 
named capitalized and the balance lower case.  Both styles are proper according to the New York Times 
Manual of Style and Usage.  Whichever style you use, be consistent.  Headlines can be bolded, and put 
in a larger type size than the body of the release.  
 
Start the first paragraph three lines below the headline with the dateline, which means the name of the 
city and state in which the originator of the release is located, followed by a dash.  For example: 
 
Miami, Florida - Opening line of your release. 
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GET MORE BUSINESS! 
 
 
Remember back in school, the five Ws:  Who, what, where, when, and why, and how.  And the 
inverted pyramid - the most important information at the top, with progressively less important information 
following.   
 
Get the most important information, the five Ws, into your first paragraph.  Follow in the second 
paragraph with the next most important.  And so on.   
 
Think of a way to make your release stand out from the dozens (hundreds) of others that will share the 
in-basket on the media contact's desk.  Don't make it gaudy, but use your creativity and ingenuity to make 
it memorable. 
 
 Keep releases as short and punchy as possible.  Be creative, be clever, but be absolutely truthful.  
 
The first time you are caught in an untruth or unjustifiable gross exaggeration, you're dead.  If you take 
nothing else away from this chapter, take this: Never lie to the media! 
   
If you are a good writer, go for it.  If your writing abilities are questionable, have a good writer help write, 
or proofread your release for comprehensibility, punctuation, grammar and appearance.   
 
Appearance does count.  It tells if your approach is that of a professional or an amateur.  Make it 
inviting.  Spell check, grammar check if you have a grammar checker, and make it clean, attractive and 
well spaced.  Make it look and read like a professional produced it, even if you're a novice. 
 
If there will be photographs, have them reproduced in the quantity needed. Send photos only to media 
that may actually be able to use them.  In general, use color photos.  These days color photos can be 
taken down to black-and-white with little loss of quality, and they are much easier to have processed. 
 
Write a caption that can be run off on labels and placed on the back of the photo.  Avoid writing on the 
back of the photo as the pressure of the pen can cause a ripple in the surface of the photo, and wet ink 
will destroy any photo it contacts.  Include the names and titles of each person, each organization, 
location, date, whatever is involved, and the site if pertinent. 
 
Also note who took the photo (Photo: Richard Wm. Hilton) if a photo credit is expected.  This is an 
especially nice way to thank a volunteer photographer 
 
 A few things to be on the lookout for:   
 
< Titles:  In general, confine capitalization to formal titles used directly before an individual’s name. 
 
< Punctuation:  Keep it simple.   
 

Avoid exclamation points like the plague.  Learn to exclaim with language, not punctuation.   
 

If you don’t know the rules for using semicolons, don’t use them.   
 
< Language:  Keep it simple. 
 
Big words and long sentences will not help you communicate your message.  Short, concise sentences 
and words that can be understood by a high school sophomore will. Distribution 
 
Referring to your media list research, produce the number of copies of your release that you need.   
 
 

 
 



 63

Press Release and Media Basics  
 
 
Run your labels for envelopes and stuff them with the release, photos, any other information deemed 
appropriate, and your business card.   
 
Run your labels for faxes and get them going.  If you are e-mailing it, let ‘er rip.  Send photos by E-mail 
also, or follow up by mail if you do not have the electronic capabilities. 
 
You also can use a reputable distribution service such as BusinessWire or PR Newswire.  Considering 
the breadth of distribution and reasonable cost, they are a good value.  
 
Follow up is perhaps the most important difference between seeing your story in print and 
watching it die a silent death. 
 
Run off a follow-up sheet, a list of media to which you send your release.  It will be as long enough to 
allow for names and notes.  It should contain contact name, title, name of media, phone and fax numbers.  
Recommend it also include address, since you may need to resend. 
 
Start making follow-up calls the day or day after the releases arrive at the media.  Take copious 
notes.  Use your follow-up sheet or enter into your database program.  Offer to provide additional 
information if any is needed.  Be friendly, be courteous, and be sure to thank the person whether they are 
going to run your item or not.   
 
Begin to build genuine, sincere relationships.  You will be calling on these folks again and again so 
begin to establish relationships.  The better they get to know and like you, the greater the likelihood your 
items will be used now and in the future.  Be courteous, be yourself, do not act or talk in any way other 
than what you normally would.  Be genuine, be sincere, treat your media contacts the way you would 
want to be treated. 
 
Keep notes on your follow-up worksheet or database.  When you call back, this gives you an 
opportunity to refer to something they told you about the first time.  "How was your weekend in Naples?"  
"How is your broken arm coming along?"  They will be touched and impressed by your thoughtfulness 
and courtesy.  Let them know that you are available to help them by serving as a resource or expert 
should they have questions or need a quotation.   
 
Follow up until each contact has either run the piece or you have assured yourself that they will not be 
using it.  This can take time.  And persistence.  You may have to resend your release several times 
before it finally makes it into print or on the air.  Realize that while your release is extremely important to 
you, it is one of hundreds or thousands of such releases that cross that person's desk each week.   
 
Don’t pester your contacts, but stay on top of follow-ups.  It’s a fine line between persistent and pestering.  
If you think it’s too soon to call back, it probably is.  This always is a judgment call, develop that judgment.  
When you’re talking with a contact, ask if it’s OK to call back in (specify an amount of time) a week, two 
weeks, whatever seems appropriate.  If they say yes, mark it down for a call back and follow through.   
 
Pay Day! 
 
Collect your articles as they come out.  Clip and paste up along with the banner from the section in 
which the article appears and the header that gives name of paper, date and page number.  This serves 
as verification of the article.  Make it look good!  This is the end result of your hard work, and the start 
(or continuation) of your press book.   
 
A press book is a binder into which you put all your good press.  Suggest using simply a three-ring binder 
and page protectors.   
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GET MORE BUSINESS! 
 
 
 
Enjoy the limelight!  Use your clips to market your organization or business to existing and 
prospective supporters or clients.   
 
Press Kit 
 
This is the packet of information about you that you should have on hand to provide when you receive 
media inquiries.  It will include your biosketch or resume, your photograph, current press releases 
(such as the one discussed above), background material, list of available services, etc.  It should be 
in a professional-looking portfolio or other cover, and reflect the level of professionalism and tone by 
which you wish to be perceived. 
 
If you are going to try to draw media attention to yourself, a press kit is mandatory.  If you cannot give the 
media information about you, your enterprise, your people, they will find it elsewhere.  You may not want 
that to happen.  Be prepared.   
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GET MORE BUSINESS! 
 
 

NNEETTIIQQUUEETTTTEE  iinn  DDiissccuussssiioonn  FFoorruummss  
By Louisa Bird 

 
 

A Guide to Netiquette on Discussion Forums 
 
Online discussion forums and groups are an excellent resource if you want to learn about web marketing 
and search engine optimization (and much more besides). There really is an abundance of knowledge 
and assistance out there, and all for free. It frequently amazes me how you can ask what seems to you to 
be quite a tough question, and someone will come back to you – sometimes within minutes – with a 
detailed and highly knowledgeable answer. 
 
However, these forums and newsgroups are often so heavily populated that they can intimidate many 
new users. The best piece of advice in this situation is to just slowly try to integrate yourself into the 
community. Above all, make sure you follow these rules closely and concisely so that you do not offend 
anybody: 
 
1. Do not spam the forum with your questions. If you have a few things that you would like to discuss you 
will probably get help, but do not try to hog all of the assistance for yourself. For one thing, most of your 
questions will have probably been answered already. There is generally a “search” option, so always use 
this before posting your problem. 
 
2. Do not “flame.” Flaming is a term used to describe the behaviour of “yelling” at people via a forum. This 
is generally associated with cursing and swearing, constant argument, typing in all caps to try to convey 
anger, and dismissing other people’s posts in an undignified fashion. There are other problems that come 
under the heading of flaming, but those are the worst offenders. 
 
3. Never take a post off topic. If there is something that you would like to discuss that was inspired by a 
post on another topic, post a new topic in the appropriate board and explain where the topic originated. 
You may still want to reply to the post just to let people know that the topic has been created so that 
somebody else doesn’t take it off topic. 
 
4. Do not “bump” your thread (or post). Bumping a post is when you reply to your own post in hopes of 
getting a response sooner. The only time that this is might be acceptable is if your thread has been 
dormant for about a week. However, bear in mind that bumped threads are very annoying to most forum 
users. Bumping posts on a regular basis will probably lead to a lack of interest in your posts and will likely 
contribute to a lack of support in your ventures. 
 
6. Be friendly. Always uphold the highest levels of politeness when posting on a forum. You will normally 
get a very good response if you are simply polite in your post. Politeness in the world of forums includes 
making sure that you have communicated your problem carefully so that people attempting to help you 
can understand and provide answers to the best of their abilities. 
 
So how do you find these boundless founts of knowledge? Here is a brief list of resources that you can 
use when you need help but you don’t want to pay for it.  
 
Google makes discussion groups easy to find with their ‘Google Groups’ tool (groups.google.com). Go 
there and type in "SEO" or "online marketing" to see what’s on offer. You can also try Yahoo’s groups 
(groups.yahoo.com).  
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Netiquette on Discussion Forums 
 
 
Either of these sources will provide you with a pretty substantial list. The standard rules of search engine 
listings seem to apply here, so generally you will see the best results towards the top of the listing. 
 
Another good place to start is dmoz.org. From the home page, you can browse down to any subject you 
want, and you should find at least one mailing list, discussion forum or message board in the listing. 
 
There are numerous large forums out there on the web that focus on online marketing and SEO. Make 
sure you play by the rules, help others out where you can, and you'll no doubt learn a lot from all of them. 
 
A final point: also bear in mind that discussion forums and groups and can be a great way to promote 
your business as well. What's more, using this method to market your business is free; all it takes is a 
little of your time. 
 
Search for a forum that discusses something related to your website. Be sure to spend time ‘lurking’. That 
means reading the posts and becoming familiar with the style of discussion and written (and unwritten) 
rules. Most forums forbid spamming. What is considered spam by one forum is perfectly acceptable by 
another, but blatant advertising rarely is appreciated. 
 
In most cases you can either post a link to your website in your signature or share information that 
arouses interest in your website from other posters. Some forums permit you to post your articles (if the 
forum is business related). If you are unsure about the policies, be careful. Offering free advice can 
sometimes be enough to establish credibility and if you have a blog or other non-marketing site you may 
be able to send traffic to that first and encourage visitors to visit your website from the blog. 
 
Happy posting! 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://www.dmoz.org/
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GET MORE BUSINESS! 

 
OOnnlliinnee  SSeeccuurriittyy   

By Bonnie L. Mackey, CPA*, CSEP 
 

You once thought the “boogey man” was scary, but in today’s technological world, we’re more scared by 
viruses, hackers and spyware. We need to know how to limit our personal data online, in order to avoid 
attacks through our internet connections and wireless devices. Another great concern is protecting our 
children from internet predators. 
 
Nowadays, it’s very easy to obtain names, addresses, phone numbers, email addresses, etc. online 
through a number of search engines. From class reunion sites to internet phone books, we must be 
“choosy” from the start the amount of personal information supplied and what sites that information is 
going to. NEVER give out your information to unsolicited email or telephone requests; you should 
ALWAYS be the initiator of the information divulged. You should conduct an online search to find out 
where your information (personal and business) is listed. If it’s on an unwanted site, request them to 
remove it, by using the “contact us” link or other remove feature listed.  
 
Shopping online could pose problems if you are not familiar with the vendor and/or their privacy policies. 
Try to use vendors with secure sites (you’ll see the yellow lock or https) and check their buyer/seller 
feedback before making purchases. You should always read their privacy policy before divulging your 
personal information and ask questions if uncertain about their information sharing policies. Setting up a 
separate email for online shopping and newsgroups might prove to be very beneficial. If you have to 
delete it, you will not disrupt your business email account and should reduce the amount of “spam” you 
receive on your business account.  
 
Anyone can be a victim of identity theft, online and offline; therefore, learn to protect your personal 
information. If credit card information, social security numbers, etc. get into the wrong hands, your 
personal assets (ie. bank accounts), credit record and credit cards are at risk for theft. If you suspect your 
information has been stolen, visit www.consumer.gov/idtheft to learn what to do. For offline protection, 
you should make a copy of the contents of your wallet. Make sure to copy both sides of all credit cards, 
licenses, etc. This will enable you to have all pertinent information if needed to report lost or stolen cards. 
Keep this copy in a safe place, along with a copy of your passport as well. NEVER preprint your social 
security number or driver’s license number on your checks. You might even consider using your work 
phone and address or a PO box on your checks instead of your home address. If your credit cards are 
stolen, you should notify the three national credit report organizations immediately to place a fraud alert 
on your name and social security number, in addition to notifying the credit card companies. The phone 
numbers are: 
 

Equifax: 1-800-525-6285 
Experian/TRW: 1-888-397-3742 
Trans Union: 1-800-680-7289 
Social Security fraud line: 1-800-269-0271 
 

You are also entitled to receive an annual credit report online, which should be checked annually to 
ensure that no fraudulent activity appears. The secure site to obtain your credit report is 
https://www.annualcreditreport.com.  
 
To help keep your computer safe and secure, use anti-virus software, a firewall and spyware software. As 
“painful” as all this sounds, they are “necessary evils” in our technological world today! These are like 
preventative medicine. Most email programs have email filters; however, you should NEVER open any 
email or download attachments from unknown sources. 
 

 

http://www.consumer.gov/idtheft
https://www.annualcreditreport.com/
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Online Security 
 
Also, keep in mind that having the “preview pane” open is the same as opening the mail; therefore, it’s too 
late to avoid a virus coming in. You should close this pane in the email options and be prompted to open 
any email. If it is uncommon for you to receive attachments from a known source and suddenly you do, 
DO NOT OPEN the email until you’ve confirmed with the source that it is a safe and legitimate 
attachment! 
 
Anti-virus software protects your computer and data from self-replicating programming code that can 
infect other programs and files. Firewalls protect your computer from hackers, who are individuals 
attempting to break into your computer to gain access to your personal information. Spyware can be 
loaded onto your system without your knowledge to monitor your activities and gather your personal 
information; therefore, anti-spyware software should be installed for added protection. Using strong 
passwords can prove to be an effective tool in order to protect your information. When setting up 
passwords, keep the following in mind: have at least 8 characters, including letters and numbers, avoid 
common words, use different passwords for each online account, and change passwords regularly. If 
possible, use a combination of a password and PIN.  
 
Bluetooth technology has enabled wireless attacks. Even though Bluetooth has enabled the ease of 
transferring information and documents, we need to take the necessary steps to protect that information 
in our cell phones and PDAs. Your Bluetooth device should be set to “undiscoverable” when not in use 
transmitting data back and forth. “Cybercriminals” actually drive around to detect signals enabling them to 
“pair” up and hack in to steal your information. These signals can be detected up to one-half mile away! 
Just as described above for computers, a virus could be installed on your Bluetooth device and wreak 
havoc with your information in the same manner. A hacker of a Bluetooth phone could make phone calls, 
send text messages, connect to the internet, etc.  Be sure to use strong PIN codes, avoid storing 
sensitive data, and stay up-to-date on Bluetooth developments and security issues. As with your virus 
protection updates, it’s important to install current security patches on both your Bluetooth devices and 
computers. 
 
Protecting our children is a major concern not only offline, but online. We’ve always been concerned 
about our children walking home or being stalked at the mall, etc.; however, today we must also be 
concerned about internet predators. Besides the old saying, “never talk to strangers,” we must teach our 
children to “never give out personal information” in chat rooms or bulletin boards online. We’ve all heard 
the horror stories on the news about internet predators preying on our young and luring them to another 
location, only to be taken advantage of! We need to know who our children’s online friends are and what 
sites they are visiting, in order to protect them. The need to discuss and set guidelines and rules for 
computer/internet use and possibly keeping the computer in a central area are becoming more and more 
necessary. You can also implement parental controls and firewall locks (just like in your office) to block 
unwanted pop ups and/or illegal sites.  Other considerations may be installing software to monitor web 
traffic and partitioning your computer into separate operating systems (protecting your partitioned 
information). If you believe your child is in danger, you can visit www.getnetwise.org and/or 
http://staysafeonline.info for additional information. 
 
There are numerous sites and vendors that have software and hardware for varying degrees of online 
security and information. If you suspect that you’ve been “hacked,” “spammed,” or received a virus, you 
should immediately unplug the phone/cable line from your computer and scan your computer with 
updated anti-virus software and update your firewall. You can also report your problem to the FBI at 
www.ifccfbi.gov. If internet fraud is suspected, you can report it to the FTC at www.ftc.gov and for 
deceptive spam forward the email to spam@uce.gov.  
 
 
 
 
 
 

http://www.getnetwise.org/
http://staysafeonline.info/
http://www.ifccfbi.gov/
http://www.ftc.gov/
mailto:spam@uce.gov
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GET MORE BUSINESS! 
 

HHooww  ttoo  AAvvooiidd  OOnnlliinnee  FFrraauudd  
By Bonnie L. Mackey, CPA*, CSEP 

 
Fraud differs from identity theft. Stealing one’s identity involves stepping into another’s shoes, actually 
opening accounts and loans, then not paying. Fraud is stealing one’s funds through forgery and/or use of 
unauthorized credit cards. Conducting business over the Internet exposes merchants to the greater risk of 
losses due to fraud.  Therefore, risk management and fraud prevention must become a part of a 
merchant’s e-commerce infrastructure. 
 
The cost of fraudulent transactions can be very costly for the merchant, since they bear the brunt of 
charge backs. It’s unlikely that the merchandise will be recovered in a fraudulent transaction; therefore, 
the cost of goods sold is more than sales. Other costs associated with the fraudulent sale are shipping 
costs, credit card and bank fees and administrative costs. These could add up to hundreds of dollars. 
Thus, the need for online fraud protection is prevalent. 
 
Typically, merchants with “big ticket” items, such as electronics, jewelry and computers are in a higher 
risk situation for fraudulent orders. The risk is never the same for all products; therefore, being able to 
separate orders, customers and products is the key to minimizing risk efficiently. Fraud is a moving target 
with new schemes; therefore, the risk concentration and prevention must change accordingly. Of course, 
we need to weigh the cost of risk management versus maximizing sales. One method of minimizing fraud 
is not to accept international orders; however, that’s a large market to loose. A better solution would be to 
have better fraud screening in place. Another verification mechanism that significantly reduces the 
chance of fraud is the deployment of card verification (the 3 or 4 digit number on a card). 
 
The task of detecting fraud is a difficult one and we run the risk of rejecting some legitimate orders. An 
effective “front-end” screening process is one in which similar traits in orders are flagged and/or orders 
with email addresses associated with previous fraudulent orders. On a broader scale, orders shipped to 
an address other than the billing address with expedited shipping could be an indication of a fraudulent 
transaction. Even though online tools and programs are available for the initial screening, human 
intervention is still needed to determine whether or not an order is fraudulent. This interaction is time 
consuming, but a necessary step to ensure customer satisfaction and minimize lost sales. 
 
Fraud will continue to evolve and merchants must always fine-tune their risk management software and 
policies to detect. Charge back orders of fraudulent transactions should be screened for patterns to look 
for in future orders. If a catalog is updated and promotional materials sent out, the volume of orders could 
contain fraudulent transactions; therefore, regular monitoring of the risk management screening methods 
is beneficial. 
 
On the “flip side,” we as consumers must beware of the fraudulent merchant. We must understand as 
much as possible about the merchant, feedback, delivery, valid email address, etc. Never give out your 
social security number or driver’s license number. Be sure you are dealing with a secure site before 
entering your credit card number (yellow padlock and/or https). Don’t invest in anything you’re not sure 
about; do your homework to be sure the company is legitimate.  
 
If you feel a fraud has been committed, a complaint can be filed at http://www1.ifccfbi.gov/cf1.asp.  
 
 
 
 
 
 

http://www1.ifccfbi.gov/cf1.asp
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IInntteerrnneett  MMaarrkkeettiinngg  wwiitthh  PPoossttccaarrddss  
By Joy Gendusa 

 
 
On-Line Marketing Strategies 
These days an internet marketing strategy plays a vital role in the overall marketing plan of any small 
business.  Getting your website viewed is important for any size business - large or small.  

Remember:  You can't put up a terrific web site on-line and “hope” that people will just arrive. You have to 
let your prospects know, IN EVERY POSSIBLE WAY, that your web site is there. This HAS to be part of 
any Internet Marketing Strategy you develop.  This is actually a basic marketing principle.  Unless you 
have something as needed and wanted as the original and authentic Fountain of Youth, your customers 
are not going to look for you; you have to look for them.  

There is a lot of hullabaloo about promoting your web site.  In fact, building traffic to your web site is the 
subject of thousands of web sites, e-zines, books, courses and seminars.  Using the web to promote your 
site, however, still assumes that your customers are surfers.  Even though you may be an avid internet 
user, there is a large percentage of our population that are not as savvy with the internet as we would like 
them to be. 

So, what do you do about this large percentage of the population who are not internet adept?  They will 
only find out about you through traditional marketing and public relations media. This is particularly true if 
you serve a fairly local market. Fortunately these are the easiest and cheapest prospects for you to reach 
off-line.  

Off-Line Marketing Strategies 
Off-Line Internet Marketing Strategies are still alive.  I recently read a statistic of the US Postal Service 
that stated that consumers spend an average of 25 minutes with Direct Mail and 30 minutes with 
catalogs.  (There are more facts in the Mail Moment series of free white papers form the USPS.)  Yes, 
they may go through their mail like Speed Racer and cull through the mail they want and the mail they 
don’t want at record velocity; but those that catch their eye and grab their attention, they actually read and 
spend time doing so. 
 
You need to tap into that market and utilize that statistic.  Become part of that pile of mail that your 
prospective consumer spends time reading.  Direct Mail should be a pivotal point of your on-line 
marketing strategy.  You need to ensure that you have a direct mail marketing campaign to drive traffic to 
your web site.   
 
Other Marketing Avenues 
Below is a small list of some of the ways to make your web site known (this list was taken directly from 
the Traffic Building Volume of Ken Evoy's brilliant book, Make Your Site Sell!):  

• TV, print and other advertising  
• Stationary and business cards  
• Catalogs, fliers, billboards, blimps, etc.  
• Direct mail (prominently on every document)  
• Telemarketing (make it part of the script)  
• News releases to targeted media.  
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Internet Marketing with Postcards 

 

The main principle, to which you can add all your imagination, is: 

AN INTERNET MARKETING STRATEGY INCLUDES ANY AND ALL MEANS OF GETTING YOUR WEB 
SITE KNOWN AND VISITED BY TARGETED PROSPECTS.  

Unless you have a high budget, the TV, radio, classified ad route is not recommended but if you do run 
ads, be sure to mention your web site everywhere. Make it part of your Internet Marketing Strategy.  

Another guiding principle is that your off-line internet marketing activities should make it easy for your 
prospect to go straight to your site.  One of the best ways to market your website off-line is direct mail 
postcards.   

What’s so Great About Postcards? 
If your prospect sees your website on a billboard as she's driving home, she probably won't look you up 
when she gets to the office the next day.   

This is not the only medium that has problems like this.  Newspapers are bulky, radio has to spell it out 
and with billboards most people are driving at the time.  On the other hand, if your prospect is sitting at 
her computer and a postcard comes in the mail announcing your web site, she can just turn around and 
type in your URL and she's at your web site.  

Now, if someone is in the office reading a trade journal and comes across an article about you in the 
magazine, it's not difficult for him to copy your URL into his browser and pay your site a visit.  If they are 
not in the office, there will be a lag time in logging into your web site.  Also a percentage of those journal 
readers may not write the web address down or even remember to check out your site. 

I don’t mean to say that those other avenues won’t drive traffic to your site, but it will take numerous 
impressions and repetition to get them to remember your address. 

On the other hand, direct mail postcards are generally received at the home or office where a computer is 
present, and if received somewhere else they are small enough to keep with you until you can get to a 
computer.  This way, your prospective customer will be able to take the postcard right over to their desk 
top computer, type in your address and go right to your site.  Brilliant! 

I have seen the greatest success in off-line web site promotion with direct mail, and specifically direct mail 
postcards.  The most successful people on the internet market with Direct Mail to drive traffic to their site.  
The virtual world is just that – virtual.  It really is not the real world so if you want your virtual business to 
be creditable in the real world, apply real world principles.  Direct Mail Postcard Marketing will give you 
the credibility that you seek and will drive copious amounts of traffic to your web site.  Ah, nirvana!   
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HHooww  ttoo  MMaakkee  YYoouurr  wweebbssiittee  SSeeaarrcchh  EEnnggiinnee  FFrriieennddllyy  
By Stephanie M. Cockerl 

 
The search-using population totals 90 percent of all Internet users1. Search Engine optimization (SEO) 
has proven to be an excellent and free way to market a website. Often SEO is considered as an 
afterthought instead of a starting point and process. This article will discuss the basic elements needed 
on a web page in order to be noticed by the search engines. It will also discuss advanced 
recommendations on how to submit to the search engines as well. 
 
The first thing that should be addressed is the title of the web page. <TITLE>Untitled</TITLE> does not 
help the search engines find your website  or give the web page professionalism. On most browsers, it is 
the name in the “blue bar.” The title can be inserted between the <TITLE> and </TITLE> tags. The title of 
the page should reflect the content of the page. For example, if the page is talking about “calligraphy 
pens”, the title should be inserted as <TITLE>ABC Pens</TITLE>. 
 
Meta Tags are also elements needed on a web page. Meta Tags contain information on the site such as 
keywords and  description. Other meta tags may contain copyright information, the website owner, the 
website author (if its not a work for hire) and the type of programming and language of the web page. 
 
We will continue with the pens example. An example of each tag will be listed along with an description 
and explanation as to what the tag does. 
 
<meta http-equiv="Content-Type" content="text/html; charset=iso-8859-1" /> 
 Content in this case is the programming language which is HTML and normal text. “Charset” or  or 
character setting is USA English. 
 
<META NAME="Author" CONTENT="ABC Pens"> 
This tag tells who the author is of the website, 
 
<meta name="robots" content="index, follow"> 
This one tells the search engines whether or not to index (list the web page) and follow the links on the 
web page. 
  
<meta name="keywords" content="pens, calligraphy, penmanship, ink pens, fountain pens"> 
This is the tag that  lists the keywords related to the web page and/or website. Most websites have 10 to 
20 keywords listed. 
 
<meta name="description" content="ABC Pens has an varied selection of pens for all your writing 
needs . "> 
This meta tag contains a description of the web page and/or website. Some sites list the title and the 
description in their search results. 
<meta http-equiv="Copyright" content="2006, ABC Pens. All rights reserved to content, images 
and metatags."> 
This is the copyright tag. It states that the company has the rights to everything on the webpage. 
 

 
 
 

                                                 
1Burns, Enid, “Search Usage Spikes As A Daily Online Habit” , ClickZ Stats,  Clickz.com, 
http://www.clickz.com/stats/sectors/search_tools/article.php/3565561, Date Accessed :1/7/06 
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How to Make Your website Search Engine Friendly 

 
 
 

In addition to meta tags, one must not forget that “Content is king.” It is important to have content that has 
the keywords contextually listed. Search Engines are paying more attention to the content than meta 
tags. Consider replacing pronouns (it, they, theirs, ours) with its proper noun. Its important to do this in 
balance, i.e. do not say the same keyword for two sentences straight. Just make sure that the content 
ultimately makes sense to the web user. A good tip is to have other people review the site for 
grammatical errors. 
 
One way to enhance the content is to break it up into logical sections by using heading and  subheadings 
tags. In HTML, headings can be between <h1></h1> (the largest size) to <h7></h7> (the smallest size). 
Most programmers use heading tags from <h1> ,<h2> for main  headers; and <h3><h4> for sub 
headings. An example of a  heading tag can be as simple as <h2>About ABC Pen Company</h2>. 
 
It is also important to optimize the images on the page. This can be done with using the alt tag attribute in 
the image tag. It is important to label the image because there are still people that have dial-up 
connections, therefore the images do not load to the computer as quickly as they do with a broadband 
connection (cable, DSL, T-1 or T-3.) With the image labeled, people have an idea as to what the image is 
about. 
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Site Maps are also an ideal element to include on a website. They help web users find their way around 
the website as well as provide a helpful index to all the pages of the website. In addition it is also a good 
ideal to list the links of the main pages in text at the bottom of each page, especially the pages where 
there is extensive content where users have to scroll. 
 
Submitting to the search engines is also a necessity in order to be noticed. Most search engines today 
have paid placement programs (pay per listing or paid per click) to bring traffic to their website. If one 
looks carefully, one can find the links on a search engine site to submit for free. The key is if the website 
is well optimized, then there will be little need for paid placement. 
 
Search Engine Optimization (SEO) is a never ending process, such as a website is never “finished.” SEO 
is free advertising and free public relations (PR). Take advantage of it. By doing small, simple tweaks , 
one can increase a web site's online visibility exponentially. 
Stephanie Cockerl is an award winning web designer, developer, professor, online marketer and web 
consultant based in New York City. She can be reached at http://www.stephaniecockerl.com. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://www.stephaniecockerl.com/
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NNiinnee  SSttrraatteeggiieess  ffoorr  FFiinnddiinngg  aann  EExxppeerriieenncceedd  SSEEOO  CCooppyywwrriitteerr  
By Heather Lloyd-Martin 

 

Back in 1999, I wrote an article entitled, "Seven Steps for Finding an Online Copywriter You'll Love." Just 
four short years ago, the title of "SEO copywriter" didn't exist - and only a handful of people dabbled in the 
craft. Writing spider-friendly text with a conversion focus wasn't important. It was all about getting hits to a 
site by whatever means possible.  

And then, the dotcom crash changed everything. And conversion became key. 

Today more businesses understand that properly-created SEO content truly is key. However, determining 
whether to keep their SEO writing in-house or outsource can be a major sticking point. Do you train your 
existing writers in this new skill? Or, do you outsource it all to someone with experience? In the meantime, 
nothing gets written, and the existing copy doesn't position. 

Is it any wonder why marketing and technical teams don't know how to proceed? 

Whether you choose to outsource all of your SEO copywriting, or let your outsourced writer train your 
existing staff, a savvy SEO writer can help your business realize the positions - and the ROI - your site 
deserves. 

Why outsource your SEO copywriting? 

Many enterprise-level clients - as well as small businesses - prefer to initially outsource their work to an 
experienced SEO copywriter. This could be for a variety of reasons: 

• Your business may have a marketing team, but your staff is not experienced with SEO writing; 
• Your business has boomed and you (or your marketing team) don't have time to create new 

pages.  
• You're launching a new site, service or product - and you need to ensure everything is done 

perfectly for the engines; 
• You want to train your existing copywriters in SEO copywriting, and you require "template" pages 

that mirror best practices. 

How an outsourced SEO copywriter will add value to your business. 

Many organizations have valid concerns about letting another person create their Web site copy. After all, 
the writing reflects your corporate culture - and your organization's online branding and messaging is 
crucially important. A poorly-crafted tone and feel - even if the page positions well in the engines - will not 
help with your messaging nor your actual conversions. 

Most SEO copywriters are accomplished with all forms of direct marketing writing, and writing for search 
engines is an advanced skill set. An experienced search marketing copywriter will view your product or 
service's benefits from the customer's perspective and communicate that excitement to your prospects - 
while still gaining the positions you require.  
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Nine Strategies for Finding an Experienced SEO Copywriter 

 

Additionally, SEO copywriters seamlessly weave crucial keyphrases into new marketing text without 
sacrificing a conversion flow - plus strategize how new pages should be structured for maximum 
keyphrase saturation. Knowing another person brings that expertise to the table (especially for time-
challenged marketing departments or sole entrepreneurs) can help immediately increase your site's 
return on investment and your rankings. 

However, not every SEO copywriter is right for every client. And, some SEO copywriters are better than 
others. If you're ready to hire a SEO copywriter for a one-time or an ongoing project, here are seven tips 
on how to choose and work with your new online copywriting expert. 

1. Check their SEO writing experience. The way you write for search engines is much different than 
writing for print or non-SEO online writing, so specific SEO writing experience is crucial. You need 
someone who can switch hats on the fly, write in a Web-friendly manner, integrate call-to-action 
hyperlinks and think about usability issues. Sure, writing for search engines isn't rocket science - 
but if you hire someone with straight print experience and no online or search marketing 
experiences background, they'll be learning about SEO on your dime. 

Your SEO copywriter should have at least one year of intensive SEO writing experience - 
preferably more - and know HTML basics. They should have also trained under a search 
marketing company or Master SEO copywriter to gain advanced skills. If they are new to the skill, 
or haven't trained with someone, search for someone with more experience. 

2. Ask for SEO writing references. This sounds like a no-brainer, but checking your copywriter's 
references is extremely important. There's nothing worse than hiring a new writer and then find 
out that they regularly blow off deadlines, don't answer your emails and turn in shoddy work. Most 
good copywriters have a fan list of satisfied clients, so getting a reference should be a snap (and 
if it IS a problem, run away fast.) Be sure to ask how the individual pages positioned, and for what 
keyphrases.  

It's not important if the writer doesn't have #1 rankings for all their pages. What is important is that 
a single page positions for a number of keyphrases and the page still reads well. It's common for 
well-written SEO pages to position in the top-20 for four keyphrases or more. If you want your 
SEO writer to train your staff, confirming that they "know their stuff" and their pages position is 
crucial. 

3. Request multiple SEO writing samples. Review the writing carefully and see how it makes you 
feel. Does the text tempt you into taking action - now? Or does it put you to sleep? Are the 
keyphrases skillfully woven within the copy? Or does the text read like, "Our cashmere sweaters 
are the highest quality cashmere sweaters of all cashmere sweater stores." If the sample text 
doesn't resonate with you and excite you now, don't figure things will change later. It won't. Find 
another copywriter. 
 

4. Be prepared to pay for quality. Good SEO copywriting does not come cheap. Experienced 
copywriters can charge anywhere from $75-$500 an hour, and they are worth every penny. Just 
as your attorney protects your legal assets, your SEO copywriter is fiercely protective of your 
Internet image. Think about how many Web sites you've left because the text was so bad, you 
couldn't tell what they were selling. Or, you noticed so many grammatical typos that you couldn't 
seriously buy from that business.  
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Additionally, an inexperienced SEO copywriter may inadvertently spam the engines by 
overstuffing the text with your important keyphrases - which could cause your site to be 
downgraded in the engines. Why pay low-dollar for that kind of "quality?" 

5. Give your new SEO copywriter plenty of information to work with. Once you've signed on the 
dotted line, your SEO copywriter will probably want to interview you and other key personnel 
about your business. From a copywriting perspective, this is a crucial step - in order to write about 
your business, your copywriter needs to understand all the ins and outs. Asking for business 
plans, demographic studies, focus group results and click-thru ratios is not uncommon. If you 
block their every move and say that's "proprietary information," they won't get a good feel for your 
business - and the copy will show it. 
 

6. Work with your copywriter when choosing keyphrases. Depending on the page's slant, tone and 
feel, some keyphrase variations may be easier to naturally include within the text. That is, using 
the keyphrase "Hawaiian adventure tours" may sound more natural within the text than "Hawaiian 
vacations." If you tell your SEO copywriter what your keyphrase priorities are, and give them five 
phrases per page to choose from, they can construct copy that specifically meets your positioning 
and messaging needs - and use the terms that work within the text. 
 

7. Plan ahead - and avoid dumping "rush jobs" on your copywriter. No matter how wonderfully 
talented your SEO writer is, first writing drafts are typically unfocused - and that's what you're 
getting when you order a rush job. Strong copywriters are perpetual copy-tweakers, needing time 
to figure out the right writing angle and create killer benefit statements. Would you dump your 
income taxes on your accountant on April 14th and say, "I'll need that done by tomorrow 
morning." Don't do that to your copywriter unless you want bad results. 
 

8. Appoint one person as your copywriter's contact person. One way to drive your copywriter slowly 
insane (and cost you more money) is if five people on your staff all have a different idea of how 
the Web page should read - and they all want a separate revision. Figure out the salient points 
before you talk to your copywriter and have one person handle all communications. 
 

9. Tell your copywriter what they did right - and wrong. Copywriters have writing egos of steel, and 
are used to constructive criticism. Changing the text for your writer without telling them why you 
are changing it will frustrate the writer - and cost you time in-house to make the revisions. No, you 
will not hurt your copywriter's feelings if you don't like a particular headline - feedback like that is 
incredibly useful. On the flip side, if you love their work, tell them about it. You'll make your SEO 
copywriter's day. 

Outsourcing your SEO copywriting can have a tremendous impact on your site's ROI and rankings. By 
simply determining how a writer can best help your business, you can realize improved search positioning 
and top conversions. Plus, the writer can train your existing in-house staff, so you can replicate the results 
on your own. Isn't it nice to enjoy the best of both worlds? 
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TThhee  OOuuttssiiddee  ooff  tthhee  BBooxx  IIss  aass  IImmppoorrttaanntt  aass  WWhhaatt  iiss  IInnssiiddee 
By JoAnn R. Hines 

 
 

So many people never think about the package when they develop a product.  Packaging should be the 
first thought in product development -- not the last. Without the package, you couldn't even have a 
product to sell or ship. After all, the package transports the product from point A to point B, protects it and 
secures the contents inside. 
 
The product has to be shipped using some method of conveyance – the package. So, no matter what 
kind of product you develop (whether it be informative, literature or a physical consumer product) the 
choice of the shipping container or box is just as important as what you put inside it. 
 
Your "package" is the first physical interaction with your customer or potential customer. What it looks 
like, the material it is made from, and the condition it arrives in all convey a visual image of the contents 
inside. Remember this connects back to you and the impression of your products or services: Bad 
packaging-bad products or services. 
 
You can also easily destroy the good impression you have created about your product/services by using 
"shoddy" packaging. Don't incorporate packaging into your shipping that looks as if it has seen better 
days or if it has been used and reused. There are some people out there that tout using any old box to 
ship a product; but if a good impression counts with your customer, don't even consider this as an option. 
There are many inexpensive packaging options that can create a unique look without having to spend a 
lot. All it requires is a little ingenuity and creativity on your part. 
 
Think about the box in the store that is torn, dented or shows obvious signs of damage. Do you ever buy 
that product? No way. It sits on the shelf forever and becomes more shopworn as time passes. Your 
immediate thought-It's damaged inside. 
 
How many plain brown or white envelopes have you tossed without even looking inside at the contents? 
Why would someone want to see what's inside if the outside looks like garbage? Consider when you 
receive something that is torn, tattered and it is from someone unknown. Your first impression is a 
negative one. You may just pitch it before even opening it. The amount of things that are thrown away 
because they are unidentified or uninteresting is staggering. Mailrooms are often instructed to toss this 
kind stuff (junk) before it gets delivered no matter who it's address to. 
 
Here are some ways you can improve the odds to ensure that your product will be opened and seen by 
the receiver. 
 
•    Always ship or mail a sample to yourself to see what condition it arrives in. 
•    Clearly indicate who the material is from and why it is important to be opened promptly. 
•    Use care when selecting packaging material. Make sure the materials will get the job done. 
•    Consider color as a differentiator from all of the white and brown out there. 
•    Make sure the outside of the package screams "open me." 
•    Ensure that the contents inside are protected and secure so they arrive in pristine condition. Think of 
ways to distinguish yourself from the competition. Even using such simple things like colored bubble wrap 
(no more expensive) can create a positive impression. 
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The Outside of the Box Is as Important as What is Inside 
 
 
•    Make the package something that can be reusable or stored. (A client of mine who shipped flower 
bouquets made the shipping package in such a way that gift wrapping paper could be stored in the box 
after the flowers were long gone.) 
•    Make sure the container is substantial enough to be returned should it need to be. Nothing alienates a 
customer more than having to find another box to ship something back in. 
•    Think about what appeals to you when you receive a package. What makes you want to open it? 
Incorporate that feeling into your shipping materials. 
 
Whatever methods you decide to use to ship your products make sure that you put thought and creativity 
into the box or container before you send it out the door. It is difficult to overcome an initial negative 
impression of your product if it arrives in shop worn or damaged condition or in the worst case broken. 
The customer may never give you a second chance. 
 
Remember to make packaging of your product your first thought not your last. As in this case, what is 
outside the box counts just as much as what is inside! 
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SSttaarrttiinngg  aann  OOnnlliinnee  CCoommmmuunniittyy  
By Dr. Gayle Carson, CSP, CMC 

 
Easier said than done!  That’s my first comment.   
 
Nothing is growing faster than the internet.  And you are all a part of it.  In fact, that’s how you’re receiving 
this particular eBook.  But just because you have a brilliant idea and believe everyone else will think so 
too, doesn’t mean that it’s an actual fact.  Plus, once you find the niche that will work for you, it takes a lot 
of research, time, effort and luck to develop the amount of people you will need to create a community of 
influence. 
 
So let’s take it in steps. 
 
First you need to decide just what kind of community you want.  Does it have to do with a hobby, a 
business, social events or even travel?  Hopefully, you will have a personal interest in it as well, but I 
know of several people who develop online groups just to make money.  They are ethical, honest, and 
have the best of intentions for the people who join the community, but their bottom line is the bottom line.  
And that’s o.k.—you just need to understand the reasons for developing these communities. 
 
Second, you need to do an internet search to see who is already in the industry, what they are providing, 
how your group will differ and perhaps even do a joint venture with them.  They can refer you and vice-
versa if you complement one another.  It is much easier to build up from an existing group than trying to 
start something on your own.  That doesn’t mean you shouldn’t go out and do that, but you are adding a 
bit of complication to your life. 
 
Next you need to see if they want something more than just an online community.  Although you can have 
discussion groups or forums, weekly newsletters, a blog etc., some communities need more.  They need 
to meet in person, hold events, get together for networking and share a more personal connection.  
Although you may think that defeats the purpose of an online community, it actually enhances them. 
 
Fourth, start an affiliate program.  Even though financial remuneration may not be involved, you should 
have some way of acknowledging those people who are your fans and supporters.  Some kind of reward 
should be available or you may even let them chose from several options.  There is no faster way to grow 
anything than through viral marketing.  That means your information gets passed from one person to 
another, just because it’s so powerful.  And it’s extremely strong when it comes from someone else, just 
like a referral. 
 
You will always want to have some tele-seminars with experts in your niche.   Not only do people get 
excited by hearing from people they might not otherwise get to know, you can also record these and 
make the CD’s available or put them on an MP3 and let them listen right from their computers.  That way, 
even if the people aren’t available on the date you have the tele-seminar, they don’t lose the information.  
You can charge for these or not, depending on your goals. 
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You also need to be extremely careful that you don’t spam anyone.  Once you get blacklisted from an ISP 
(Internet Service Provider), you will have a terrible time overcoming that.  So make sure, once you make 
contact, you have something that says they want to receive communication from you.  This is often called 
“opting in.”  In fact, many people today do a double opt-in.  They have people sign up to receive 
information, and before they send it, they send another email asking people to re-affirm that they actually 
did elect to receive it.   
 
Does that eliminate some people?  You bet.  But it’s the safest way of protecting yourself.  It isn’t going to 
get any easier either.  As the Internet and email become more and more popular, there is going to be a lot 
of attention for your guest’s ear.  I know that I sometimes eliminate (delete) some things that I would 
really like to have, but I’m overwhelmed by all the data I receive on a daily basis.  So your communication 
must be unique, different, informative and very often information they can’t get anywhere else.  You need 
people who are so devoted to you that they wouldn’t dare miss anything you have to say. 
 
Seventh, always think about the next thing you can offer.  Whether it’s a special report, a webinar, a 
booklet, a mini-ebook, or a discount off a program you are offering, make your VIP’s, real VIP’s.  We all 
have groupies.  And there are people who will buy whatever you are offering and attend every program 
you present.  In a viral community that is volunteer or non business oriented, there are still people who 
will be on your site every day and always offer comments on your blog or discussion board. 
 
The main thing is that you can’t be static.  If you are not offering anything new, people will stop coming.  
Another way of making this work, is to combined the online with dialog.  You can have an interactive site 
where people can have immediate feedback and answers to questions.  If you are doing something on 
the phone at the same time, they can send you email questions, and you can answer them while you are 
doing the tele-seminar.   
 
Eighth, you can offer an online directory of products suitable to your niche or even of your members.  
There may be some privacy issues involved, but people like lists.  And the more information they can 
have at their fingertips, the better.  Most online people don’t use telephone directories or even read any 
more.  They just do a search online and get the information they need.  That’s why newspapers are 
having such a hard time. 
 
Usually the home page of whatever service you have signed up for features the headline news.  I very 
often hear things faster than if I was watching television.  Now there is even internet radio.  You can 
receive your show via your computer and can listen at any time because it is all stored on their home site.  
This is another way of building an excellent online community.  You can interview people who are current 
in this niche and have them offer “specials” to your listeners. 
 
Research which key words apply to the community you are trying to start.  You may be surprised how 
many people are looking for what you are trying to do, or conversely, how many are not looking for it.  
Regardless, if there is a need for what you have, use the keywords to drive people to your website.  Then 
you better have something terrific for them to get information about. 
 
You can also link to similar sites that are not competitive but complimentary.  One hand must help 
another and this is a way for everyone to win.  And every link you have that is viable helps raise your 
visibility in the search engines.   
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One other strategy is to offer a free e-course.  This takes a bit of work and design, but if someone hears 
from you on a consecutive basis four to seven times with powerful information and tips they can’t get 
anywhere else, they will become a devoted follower.  They can even help you make it better with 
suggestions and stories.  If this is something that is really unique, they will refer your site everywhere. 
 
Hopefully this will get you thinking about some of the strategies you can employ to make your particular 
online community successful.  There are many other ways you can probably think of, but the most 
important thing is to do something.  Take action and at least do one thing every day that takes you toward 
your goal.   
 
Most of all, good luck! 
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CCrreeaattee  aa  MMaasstteerrmmiinndd  GGrroouupp  ffoorr    
eeSSaavvvvyy  BBuussiinneesssswwoommeenn  aanndd  SSOOAARR   

By Lori Bergman 
 

 
Would you like help brainstorming ideas about how to get your new business off the ground?  Do you 
need some different perspectives on how to solve that huge problem you just cannot get a handle on?  
What if you could have a breakthrough and fresh inspiration for creating that new product you’ve been 
talking about for several years?   
 
If you could have accountability partners, not just 1 or 2, but 4, 6 or even 8, who support you openly and 
honestly; keep you focused on your goal; inspire and prod you to a new level; with respect, compassion 
and total acceptance would you want to know more?  Two heads are always better than one and with a 
Mastermind Group you can accomplish all of the above and much more.  
 
What is a Mastermind Group? 
 
A Mastermind Group is a group of individuals who get together on a regular basis to challenge each other 
to create and implement goals, brainstorm, problem-solve, inspire, motivate and address some of life’s 
greatest challenges.  Most Mastermind Groups meet for business purposes, many for life’s personal 
challenges or they can be a combination of both. 
 
Participants bring a wealth of both personal and business life experience and knowledge to the 
Mastermind Group enabling them to be objective, catalysts for growth; adversarial, so the individuals can 
see some potential pitfalls as well as supportive colleagues.  Group members will help each other ‘raise 
the bar’ by bringing each other to the next level in their abilities to successfully bring their particular goals 
to fruition or determining that what they thought was a great idea really was not.  The group helps each 
individual attain a level of accomplishment they could never achieve individually. 
 
The concept of the Mastermind Group was first introduced by Napoleon Hill in his classic book Think and 
Grow Rich in the early 1900’s. He believed that a group of like-minded, achievement-oriented individuals 
could dramatically leverage each other's success.  In his book he wrote about the Mastermind principle as 
“The coordination of knowledge and effort of two or more people, who work toward a definite purpose, in 
the spirit of harmony.”  He goes on to say, “No two minds ever come together without thereby creating a 
third, invisible, intangible force, which may be likened to a third mind.”  He continues with, “No form of 
human exchange is more profitable than the exchange of ideas.  When a group of individual brains are 
coordinated and function in harmony, the increased energy created through that alliance becomes 
available to every individual brain in the group.” 
 
The Mastermind Group is a great concept.  It absolutely works! and is just like having your own personal, 
objective board of directors.  And whether or not you agree with Mr. Hill’s ideas from Think and Grow 
Rich, the Mastermind concept has proven itself time and time again as a valuable resource for people 
both personally and in a variety of professions. 
 
Benefits of Creating this Mastermind Alliance: 
 
One of Merriam-Webster’s definitions of SOAR is: to ascend to a higher or more exalted level. 
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Create a Mastermind Group for eSavvy Businesswomen and SOAR 
 
 
SOAR as an acronym means: 
 
Successful 
Objectives 
Accomplish 
Results 
 
As an acronym, remembering SOAR will keep you focused on taking yourself to the next level both 
personally and professionally as a member of a Mastermind Group. 
 
Although you may already be an eSavvy Businesswoman, without the proper planning and support you 
probably won’t achieve your desired result(s).  SOAR with a Mastermind Group and receive many or all of 
the following great benefits.  And these are just a few: 
 

1. Create positive, strong and productive ongoing relationships 
2. More accountability to your goals 
3. Gain insight and become more creative 
4. Set and achieve goals 
5. Inspire change, new ideas and different perspectives 
6.   Achieve higher levels of success  
7.   Become more focused 
8.   Instant and valuable support network 
9.   Raise your income and productivity level 
10. Get practical solutions that work 

 
Don’t forget to SOAR, Successful, Objectives, Accomplish, Results and allow the Mastermind Group to 
support and encourage you.  As a group, the possibilities for open and expansive thinking are endless.  
Much more can be accomplished in less time by working together. 
 
If the benefits of a Mastermind Alliance are attractive, you may want to ask yourself these questions 
before considering starting or joining a Mastermind Group: 
 

1. Why do you want to become involved in a Mastermind Group?  
2. What would you like to accomplish? 
3. What kind of people will participate?  
4. If you are starting the Group, who will you ask and why? 
5. How often are you willing to meet and for how long? 
6. How will you measure your success? 

 
Once you have asked yourself these questions and have decided this is definitely for you, the next step in 
the process is to Create Your Dream Team. 
 
Creating Your Dream Team – Who To Invite? 
 
Before you start inviting just anyone, give some serious consideration to what you personally want to 
accomplish and how you want to get there.  Don’t forget SOAR.  What you want to accomplish now and 
how you desire to get there may change over time especially with the support of your Mastermind Group.  
Don’t fear the change.  In the majority of situations this change turns out to be a welcome opportunity. 
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Create a list of individuals you admire and respect.  Decide if you want to include people from the same 
industry as yourself or completely different.  Do you want these people to have the same or different 
interests? 
 
Consider individuals who have left their egos at the door and are open to moving to the next level of 
success in their lives.  Allowing dominant, self-centered members to participate can undermine the true 
purpose of the group’s formation. Absolutely consider honesty, integrity and trustworthiness when 
choosing members. 
 
In addition, it is important that your Group be no larger than 6 to 8 members.  More than that and you may 
find two meetings going on at the same time. 
 
People to consider for your Mastermind Group: 
 

•  People within your professional association 
•  People in your field who you respect and admire and are not in direct competition with you  
•  Want to improve themselves and their situation 
•  People in related fields or career paths  
•  Eager to actually work on their goals (DOING vs. talking) 
•  People who take you under their wings and mentor you 
•  People who are successful and model the type of professional behavior you wish to emulate  
•  Eager to reach or exceed their goals 
•  People who refer you to additional sources of information   
•  People you partner or create alliances with in business  
•  People you trust who will not “YES” you to death  
•  Individuals who have specialized knowledge in areas you lack    

 
 

 
Now that you have determined the type of people you would like to see in your Mastermind Group, here 
are SOME BASIC GUIDELINES: 
 
1) Decide first if you will meet in person, via bridge line teleconferences or in a chat room.  
Teleconferences, web casts or in a chat room are excellent venues for all of us eSavvy Businesswomen.  
We are already doing business on the web and are continuously searching for new ways to increase the 
online presence of our businesses and to create new relationships and alliances.  An online Mastermind 
Group is an excellent way to meet other eSavvy Businesswomen all over the world as well as the earlier 
mentioned benefits.   
 
Begin by emailing women from other parts of the world whom you already communicate with.  You can 
also submit your news to the Women’s ECommerce Association International’s (WECAI) eMonday News 
inviting other eSavvy Businesswomen who are interested to participate in your online Mastermind Group 
(please read the submission guidelines at http://www.wecai.org/newsite/emonday.htm .   
 
 

 

 

 
 

http://www.wecai.org/newsite/emonday.htm
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2) Once you have decided if your Mastermind Group will meet in person or on the web determine the first 
meeting date.  At this first meeting you will want to establish how frequently you will meet (weekly, 
monthly or even once a year) and how long you will meet (1 to 1-1/2 hours is usually sufficient if meeting 
weekly). Establish guidelines and goals for the group.  All rules must be agreed upon by a majority of the 
group members. 
 
If your Group is meeting online weekly or monthly, you may want to consider getting together in person 
once a year.  Not only does this give you an opportunity to meet each other face to face and to socialize, 
it offers the experience of choosing a great get-a-way to make into both a business and vacation event. If 
meeting in person, the Group may still want to meet yearly. 
 
This get-a-way is a great time to delve deeper into your goals and plans and check-in with SOAR 
(Successful, Objectives, Accomplish, Results) to see just how profitable, thriving and victorious you have 
been to date. 
 
3) Each individual must make a time commitment and stick to it.  Attendance is mandatory.  Don’t allow 
anything except serious emergencies to interfere with your date.  
 
4) Consider a leader/facilitator for each meeting to keep the group on target and on task.  It’s a good idea 
to alternate group leaders at each meeting.   
 
5) Create an agenda and stick to it.  This creates a sense of order and prevents members from going off 
on unnecessary tangents.  A sample agenda may include an open forum at the beginning of the meeting 
and then focusing on individual challenges for maybe 20 minutes per person (depending on how long the 
Group will meet).  After the individual member shares their challenge the others may offer feedback and 
advice.  If the Mastermind Group is online and a chat room has been chosen as the venue, each member 
would, one at a time, ask a question and then have the others offer their responses. 
 
6) Be respectful of others during all interactions.  One speaker at a time.  Listen and offer positive, 
supportive ideas or share potential pitfalls in an encouraging way. 
 
7) At each meeting, the group can decide on a project that everyone will complete for the following 
meeting.  Some topics that have been used are: evaluating each others’ marketing packages, the sales 
process, sharing resources you use in business, accomplishments and successes.  Obviously there are 
many more.  Be creative when thinking about what you want to do before you come together again.  This 
step makes a big difference in the preparedness of the group.  You may also individually want to create a 
notebook and bring it with you to all meetings so you can write down your successes, failures and things 
you've learned. Then share those with the group at your next meeting. 
 
8) As a group, you may decide to invite an occasional guest.  This person may be an expert on a topic 
that the group wants more information or guidance with.  However, be aware that having a guest may 
inhibit the open exchange that has been created.  
 
9) Confidentiality is a necessity and essential.  At your first meeting discuss and decide a policy.  For in-
person Mastermind Groups individuals may openly discuss details of their businesses with the 
understanding that any “inside secrets” are never discussed outside of the group.  If the group meets 
online, you may not want to be as open.  If there is a serious issue, make a point of calling each other and 
discussing the issues off-line. 
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To Create Long Term Success: 
 
1. Leave all egos at the door 
2. Someone must take charge of planning each meeting 
3. Establish the Group’s protocol at the first meeting 
4. Arrive on time 
5. Find ways to improve each meeting 
6. Celebrate successes 
7. Have an open mind 
8. Avoid topics that are not relevant to the group and could be contentious 
9. Reflect on what worked, what didn’t work and why 
10. Know how to ask a group member to leave if things are not working out 
11. SOAR (Successful, Objectives, Accomplish, Results).  Set goals whichencourage you to  take action 
12. Have a clear group purpose that everyone adheres to 
13. When the Mastermind Group no longer meets your needs, you no longer need to meet 
14. Start with honesty, integrity and trustworthiness 
 
Mastermind Groups create a win-win situation for all participants.  New friendships develop and everyone 
grows because of the support and encouragement of the Mastermind Group.  Follow these guidelines 
and you will have a highly successful Mastermind Group and you will see all areas of your life grow.  
Guaranteed! 
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AA  PPeennnnyy  ffoorr  HHeerr  TThhoouugghhttss  --  UUssiinngg  OOnnlliinnee  SSuurrvveeyyss    
ttoo  GGeett  IInnssiiddee  YYoouurr  CCuussttoommeerrss’’  MMiinnddss 

By Heidi Richards 
 

“Look for results that matter to you, to your company, to the bottom line,  
to the customer in particular.”   

 

In early 2006, I had the opportunity to interview Dana Meade, Co-vice President for Zoomerang during a 
teleconference hosted by the Women’s Ecommerce Association (www.WECAI.org).  During our time 
together, Ms. Meade shared with our seminar attendees how using Zoomerang (or any survey tool for 
that matter) could help a company grow, or even get back on track when they were experiencing a “lull” in 
business.  

An advocate for learning all one can about the people most likely to buy my products and services, 
surveys seem like the perfect way to get to know what the customer really wants – and doesn’t want.  Ms. 
Meade shared with our seminar attendees how using Zoomerang (or any survey tool for that matter) 
could help a company grow, or even get back on track when they were experiencing a “lull” in business. 
Zoomerang, an easy to use, Internet-based survey tool allows users to design and send surveys and 
analyze the results in real time.”   

In addition to promoting business, there are many other uses for surveys, including: Customer 
Satisfaction, Marketing, Media and Publishing, Political and Social Concerns, Parties and Events, 
Quizzes, meetings, and much more.  One of the reasons I like Zoomerang is that it has over 100 “ready 
to use” templates which you can utilize, or modify to suit your needs.  This may sound like an ad for 
Zoomerang, however – I have used a couple of the competitor’s tools and find Zoomerang to be the 
easiest to use and most comprehensive of all.  

I have been using the tool to survey my customers since mid 2005 and have had much greater response 
than I did with other surveys we created and posted to our website.  The first online survey we created 
focused on the value our members receive from our Wire-side Chats (teleconferences).  We sent to our 
database of 300+ attendees asking for their opinions on the topics we had sponsored to date.  We also 
asked their input on which topics and experts they would like to hear from in the future.  We received 
almost 20% response rate - enabling us to plan future events to meet the needs of our customers – our 
membership base. In addition to the online survey, some members contacted us via email to further 
expand on the topic.  

There are several benefits to using online surveys for your business. In addition to helping you grow your 
business, it is a great promotional tool, you can see how you “rate” with your customers and prospects 
and you can then use this information to increase loyalty among those same customers. Perhaps the best 
news is that the response rate for online surveys compared to printed surveys can be considerably higher 
– from 10% to as much as 50% response rate when other factors are taken into consideration.  

 

 

 

http://www.zoomerangaffiliates.com/e.asp?e=11&id=1334
http://www.wecai.org/
http://www.zoomerangaffiliates.com/e.asp?e=11&id=1334
http://www.zoomerangaffiliates.com/e.asp?e=11&id=1334
http://www.zoomerangaffiliates.com/e.asp?e=11&id=1334
http://www.zoomerangaffiliates.com/e.asp?e=11&id=1334
http://www.zoomerangaffiliates.com/e.asp?e=11&id=1334
http://www.zoomerangaffiliates.com/e.asp?e=11&id=1334
http://www.wire-sidechats.com/
http://www.wire-sidechats.com/
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A Penny for Her Thoughts - Using Online Surveys to Get Inside Your Customers’ Minds 

 
Here are 15 tips to keep in mind when constructing and promoting your survey:  

1.   Keep it short – a 5-10 minute survey is the norm, anything beyond 10 minutes and the abandon 
rate goes way up.  

2.   Close-ended questions will give you more qualitative feedback than open-ended questions.  You 
can follow up with a why or how question.  

3.   Put a great deal of thought into what it is you want to accomplish with the survey and what you 
plan to do with the information once you receive it.  If you don’t have an action plan, the survey is 
virtually worthless, except as an FYI.  

4.   Avoid using jargon – make the questions clear and easy to understand.  

5.   Give multiple-choice answers with a choice of “other” for those things that just don’t fit. Follow up 
with a comment box so the participant can elaborate on the “other.”  

6.   If you use rating scales, keep them consistent – for instance if your benchmark is a scale of 1 to 5 
with “5” being high, make sure the survey uses the same scale throughout otherwise you will find 
you are getting skewed responses because the participant is confused.  

7.   Preview the survey to test for errors.  I just launched a Marketing survey and after 3 people had 
taken the survey I noticed a typo in one of the questions.  The beauty of Zoomerang (the pro 
version) is that you can go in and modify a live survey.  The 4th person to take the survey 
mentioned that one of the questions was unclear and although I thought it was clear, after reading 
her suggestions, I made some modifications, another benefit to online surveys which cannot be 
done once a printed survey has been mailed.  

8.   If you find you are not getting a good response to your surveys, send reminders.  People have 
good intentions and you may have sent it at a busy time.  A gentle reminder will show you if the 
survey is being responded to.  

9.   Use an incentive to get people to respond.  In the marketing and networking surveys we sent, we 
used a “drawing for 3 books each week” through the end of the survey cycle of one month – an 
incentive we believe helped in achieving a good response rate.  

10. You can promote the survey by sending a link to your email database, posting the link on your 
website and in your print materials (if they change frequently) and in your ezines and newsletters.  
Zoomerang offers several ways to deploy the survey including uploading your email list to their 
server to send, giving you link to send to your email list and even using ZoomPro to fully 
customize and design the survey for you.  

11. Partner with another company or professional to help promote the survey, increasing your 
chances of greater success which also give each of you the ability to use the results down the 
road.  

 

 

http://www.zoomerangaffiliates.com/e.asp?e=11&id=1334
http://www.zoomerangaffiliates.com/e.asp?e=11&id=1334
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12. Ask your customers to forward the survey to their own circle of influence.  It is amazing how many 
new customers you can acquire from this one little tactic.  

13. Take a cue from the Fortune 500 companies- Gap and other stores are using sales slips to direct 
customers to their online surveys, by offering discounts for future purchases in exchange for their 
responses to their recent purchase. Technology is making it more affordable for companies to 
learn about their customers and how the company rates in the mind of those customers.  

14. Collect contact information in the surveys, to help you compile and increase your database which 
then gives you the opportunity to continue to market to those same customers.  

15. And finally, look for results that matter to you, to your company, to the bottom line, to the 
customer in particular. Jack Mackey, vice president of Service Management Group in Kansas 
City, Mo., a firm which conducts surveys for about 75 companies, says, "If you drive up the 
customer satisfaction to a high level, that's where you get the loyalty effect."  

 

As an affiliate partner of Zoomerang, I invite you to take a look at all the options it offers. As featured on 
NBC News, Zoomerang — the industry’s most popular online survey tool — enables you to easily get fast 
answers to important questions.  There is a FR.EE version to test drive the tool and ZoomPro® which is 
what we use to deploy all our surveys.  If the above links don’t work, click here: 
http://www.zoomerangaffiliates.com/e.asp?e=11&id=1334 

http://www.zoomerangaffiliates.com/e.asp?e=11&id=1334
http://www.zoomerangaffiliates.com/e.asp?e=11&id=1334
http://www.zoomerangaffiliates.com/e.asp?e=11&id=1334
http://www.zoomerangaffiliates.com/e.asp?e=11&id=1334
http://www.zoomerangaffiliates.com/e.asp?e=11&id=1334
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EExxppaanndd  YYoouurr  CClliieenntt  BBaassee  WWiitthh  TTeelleeccllaasssseess   
By Jan Barosh 

 
What if you offered a service that touched people across the globe in a single moment? 
 
Have you thought about teaching classes by telephone? What is stopping you? 
 
Disseminating information by teleclasses has many benefits for your clients as well as for you. 

The first thing that becomes apparent is the convenience and comfort. The class is as close as the 
nearest telephone for everyone eliminating travel time and traffic jams and allowing everyone to attend 
wearing their most comfortable clothing seated in their most comfortable chair. 
 
My initial concern of missing out on information received through body language and facial expressions 
was soon alleviated. In person we tend to be distracted or swayed by how people look, are dressed and 
present themselves. Teaching by telephone eliminates these distractions and our opinions of people 
based on what we see. Removing these distractions increases our focus on the personality or core of the 
person with whom we are talking. It is easier to get to know the real person rather than our visually biased 
view of them. 
 
The telephone allows the client to maintain their anonymity and privacy at whatever level they choose. 
For example, I have taught entire programs in managing weight without knowing how much participants 
weighed. Other times, they will tell me within minutes of meeting me on the phone. It is always a matter of 
their comfort and when they are ready to give that information. With the methods I use, it is not necessary 
to know their weight and they feel much more comfortable knowing they can reveal their weight when 
they are ready to or not at all if they so choose. When a client is comfortable, they will move towards their 
goals more quickly. Embarrassment always slows progress and sometimes causes the client to give up. 
 
Finally, there is an amazing camaraderie that develops among clients in a teleclass series providing each 
of them with additional support. Friendships have even formed across time zones as people connect 
during the classes and continue their friendship and support following the class. Happy clients refer more 
clients to you. 
 
I have taught classes with people attending from five or six time zones and sometimes ranging from 
Hawaii to Europe (11 or 12 time zones). It makes it much more interesting for everyone on the call and 
provides the teleleader with an unlimited market. 
 
 
5 Steps to Reach More Clients Using Teleclasses 
 
You want to expand your business by teaching teleclasses, but how do you get started? 
All it takes is a reliable telephone, a conference line called a “bridge”, and a means of advertising your 
classes. If you have experience teaching, you may be ready to get started now. No experience? There 
are teleleader training programs to help you get ready. 
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Step 1 - TeleLeader Certification 
If you are an experienced teacher, you may skip this step. However, some teleclass marketing sites 
require you to be certified by them before you can advertise your classes on their site. 
 
These sites offer teleleader training/certification. It is required to advertise classes on their sites. 

Teleclass International http://www.courseregistrationsystems.com/tci/teleleader/training.html?aid=123 
 
Coachville   http://www.cvcommunity.com/?af=246  You must be a member of Coachville to take the 
teleleader training and to list classes. Coachville also accepts Teleclass International TeleLeader 
Certification. 
 
Teleclass4u  http://teleclass4u.com/ 
This site offers Teleleader Training but does NOT advertise classes: 
 

Step 2 – Secure a Bridge (conference) Line 
Bridge telephone lines can be reserved for up to 25 participants or up to 500 participants. You may rent 
them by the hour, by the month or by the year. Fees range from free up to $150 per hour. Participants 
pay normal long distance telephone charges. 
 
Fee Based Bridge Rental Lines (in USA) 

http://www.telephonebridgeservices.com/  
http://www.teleconferenceline.com/ 
http://www.phonebrain.com/ 
 

Free Bridge Lines (in USA) 
http://www.freeconference.com/  
http://mrconference.com/ 

 
Bridge Lines (in Germany) 
 http://www.freiekonferenz.com/Home.asp 
 
Bridge Lines (in Europe) 

http://www.conferenceuk.com/  

Step 3 – Prepare Class Content and Handouts 
Decide the purpose of your class and what you want your prospective clients to learn. Prepare the 
content accordingly. Prepare any handouts that will enhance the learning experience. They should be 
emailed or faxed to class participants at least 24 hours before class begins.  

Step 4 – Advertise Your Classes 
Use an attention getting title and tell your prospective clients the benefits they will receive from taking 
your teleclass. Let them know what is unique about your teleclass and what sets it apart from other 
classes offered. Advertise it wherever your prospective clients gather. Put links on your website and in 
your email signature to your advertisement copy. Be aware of time zones. List your classes on one or 
more of the following sites. Find out where and to whom each site markets and what their subscription 
numbers are. 
 
 
 

http://www.courseregistrationsystems.com/tci/teleleader/training.html?aid=123
http://www.cvcommunity.com/?af=246
http://www.telephonebridgeservices.com/
http://www.teleconferenceline.com/
http://www.phonebrain.com/
http://www.freeconference.com/
http://mrconference.com/
http://www.freiekonferenz.com/Home.asp
http://www.conferenceuk.com/
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Teleclass International (TCI) 
http://www.courseregistrationsystems.com/tci/teleleader/training.html?aid=123 Click on Teleleader Login. 
You must take their training to list classes. 

 
Coachville   http://www.cvcommunity.com/?af=246  You must be a member of Coachville and 
take the teleleader training to list classes. Coachville also accepts Teleclass International 
TeleLeader Certification. 
 

24-7 Coaching   http://www.247coaching.com/ You must be a member of 24-7 Coaching to list 
classes. 

 
In addition to these sites, create a list of other places either on the web or in your community where you 
can advertise your classes. 

Step 5 – Enjoy Teaching Your Class 
Practice your delivery of the class remembering to smile and to make all participants feel welcome and 
comfortable. Anticipate what questions may be asked by the participants. Call into the bridge line a few 
minutes early so you are there to welcome all participants as they join the class. Initiate conversation and 
help them feel relaxed and comfortable. 
 
Remember to follow up with an email thanking participants for attending and sending links to your website 
or any other information you committed to sending them. Teleclass International has a very simple system 
for doing this. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://www.courseregistrationsystems.com/tci/teleleader/training.html?aid=123
http://www.cvcommunity.com/?af=246
http://www.247coaching.com/
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HHooww  ttoo  HHaavvee  aa  SSuucccceessssffuull  RReellaattiioonnsshhiipp    
wwiitthh  aa  VViirrttuuaall  AAssssiissttaanntt  ((VVAA))   

By Cindy Greenway 
 
 
It takes time to find a great VA – someone who you will share information about your business; someone 
that will, over time, “partner” with you to help you in building your business revenue.   
 
More than likely, you want someone that is excited about your business.  Someone who can’t wait to help 
you reach your goals and someone who can offer a wide range of knowledge and expertise in using 
technology to help simplify and automate tasks. 
 
People “find” their VAs in different ways.  You may have been referred to a great VA from one of your 
colleagues, maybe you browsed around the internet, met someone at a conference/meeting or perhaps 
the VA found you and contacted you regarding your business.  Whichever way you found a VA, there are 
certain aspects that are imperative to ensuring the relationship is going to get off to a good start. 
 
Through managing the Multiple Streams Team and my own VA business, Victoria Business Solutions, I 
speak to people every day that know want to hire a VA.  They are at different stages of their business, 
however they know they NEED HELP.   When I ask them what kind of help they are looking for, they all 
have a variety of responses – some that don’t match the criteria of what a VA is and can do.   
 
Before I go forward, there is one thing I must clarify - a VA is NOT a Coach!  Little bells go off in my ears 
when I hear small business owners say that they don’t want to delegate to a VA – they want the VA to tell 
them what needs to be done and then help them do it.  Perhaps after working with a VA for numerous 
months, after they have a clear understanding of your business strategy and goals and have developed a 
good relationship for you, they will be able to offer suggestions and feedback on what you may want to 
consider working on.  However, it is NOT the VAs role to tell you what needs to take place next in your 
business.  They can certainly provide insight on the tools and resources available to accomplish a task 
(for example, the various ways to automate your newsletter sign up and distribution function), however 
they should not be expected to provide you with a strategy on what you need to do in order to build the 
multiple streams of coaching income for your business. 
 
Here are 5 tips to consider before and during a new relationship with a VA.  If you follow these steps, you 
are more likely to have a positive and successful relationship with a VA from day one. 
 
1.  Know your Business Strategy  
If you are clear about what you want for your business, you are already heading in the right direction as 
far as working with a VA.  By sharing this information with a VA, they will learn the general structure of 
how they can best assist you.  As your relationship progresses and they learn more about you and your 
business, they may provide you with suggestions and feedback on how a certain tool may benefit you 
both short term and long term. 
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If you are not clear on your business strategy, I encourage you to consider this before starting a 
relationship with a VA.  You will find that by having your business strategy in place, your discussions and 
focus will be much more streamlined and well worth your investment in having a VA join your team.  
Remember – think of them as a profit center.  If you don’t know your strategy, how will you know how a 
VA can become your profit center? 
 
2.  Define Your Goals 
Having a business strategy in place makes it much easier to define your goals and approximate 
“deadlines” for when you would like to accomplish them.   
 
By sharing these goals with your VA, they can assist you in prioritizing tasks that need to take place in 
order for that goal to be completed.  As they become more comfortable with you and your business, they 
will start to “look ahead” at the priorities and consider the kinds of tools/resources needed to accomplish 
future goals. Sharing your business strategy and goals with your VA, will insure you have set the 
foundation for a successful relationship.   
 
This doesn’t mean that you can not change your priorities – of course, changing of priorities is “normal” as 
we build our businesses.  We may decide to focus more energy on one area versus another; however the 
tasks and general direction towards the business strategy remain the same.    
 
3.  Communicate Your Expectations 
We all have expectations on what we would like our ideal “partner” to be.  If you have specific 
expectations, then communicate these to your VA well before you start to dive in and have them take 
over tasks for you – avoid any frustration or disappointment well before it has time to evolve!   
 
Remember to be realistic in your expectations.  A VA is a sub-contractor – not an employee, therefore, 
things you may need to consider are their hours of operation that they have other clients also, and they 
are not always going to be available to you 100% of the time by phone or email.   
 
Also, remember that a VA does not know everything.  For example, they may be very skilled in some 
areas and not as skilled in others.  Even in areas that they are very skilled in, they may not be aware or 
potential glitches unless they have already experienced them with another client. 
 
VAs take pride in what they do and often they are continuously looking at ways to strengthen and build 
their skills (that’s why we started the Grow Your VA Biz Membership Area  at www.growyourvabiz.com).  
If they don’t know how to do something, it’s not because they’re not a great VA, it may mean they just 
haven’t experienced that particular task yet.  
 
4.  Be Ready to Invest Some Time 
I can’t stress this tip enough – it takes time, from both the VA and the client, to build a successful 
relationship.   Any relationship requires time, especially at the beginning.  A relationship with you and your 
VA is no different. 
 
When starting to work with a VA, be prepared to take time out of your week to connect with them.  This 
may include sharing information about your business strategy, goals, preferences, your “wants” and them 
learning how they can convert those “wants” into functioning items in your business.  Be available to 
answer questions they may have, take the time to “share” with them and allow for time to simply getting to 
know each other.   
 
 
 
 

http://www.growyourvabiz.com/
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If you make the time for this relationship while you are in the beginning stages, you will find that less time 
will be required later on.  This doesn’t mean you won’t communicate with your VA weekly, it just means 
that they will have learned about your style, wants, needs etc. in the early stages and therefore, can 
confidently move forward in providing you with support.   
 
Not investing time in your VA, especially at the beginning of your relationship could mean frustration from 
both parties and even failure.  You will spend much more time “fixing” pieces later on than you would 
have if you had taken the time to put the pieces in place at the beginning. 
 
5.   Start with a project 
Many times we are so pleased to know there is someone to assist us that we have difficulty determining 
where to start!  I recommend starting with a project – something you’ve wanted to do for some time but 
just haven’t had a chance to do it.  An example may be submitting your articles on the internet.   
 
I quite often refer to a client that I started working with about a year and a half ago.  When we decided to 
work together, he provided me with 5 articles and asked me to find places online that I could submit them 
to.  The goal was to increase his visibility on the internet.  This was a GREAT start for both of us.  By 
reading his articles, I was able to learn about his business, his target, the services he provided and his 
general style.  This also provided him with an idea of my work style.  Did I call and ask questions if I had 
them, when I was left to work on an assignment, did I need constant reminding, or did I just do it?  After 
some time of working on this, we moved to bigger and “better” things.  He learned he could trust me, and 
I learned more about how I could best benefit him in his business.  Today we’re still working together and 
have a great relationship. 
 
In starting with a project, there is very little “risk” involved.  It provides the both you and the VA with critical 
information about the each other before moving forward.  Consider a project that a VA can help you with.  
If the project is a success, keep moving forward.  If there are questions etc., then address those at the 
time.  It’s much easier to deal with any issues at this point of the relationship! 
 
Bonus Tip - 6.  Have a Communication “Plan”. 
As virtual partners, it’s important to have a good “communication” plan in place with your VA.   
 
For example, with clients whose businesses I am very involved in, I have a weekly one hour phone call 
with them.   Throughout the week we communicate via email relating to the various tasks we are working 
on, however once a week we get together for a one hour discussion that includes our current tasks, future 
tasks and anything else that we are working towards. 
 
This provides both parties with a personal connection and allows for easy discussion rather than 
interpreting details from within an email.    I find this weekly call to be invaluable in my relationship with 
my clients and I know my clients appreciate it also. 
 
How can you put these tips into place with your new or current VA relationship?   By considering these 
tips, you will be on your way to having a great, long-term relationship with your Virtual Assistant. 
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VViirrttuuaall  NNeettwwoorrkkiinngg  ––  77  IIddeeaass  ffoorr  MMaakkiinngg  CCoonnnneeccttiioonnss  OOnnlliinnee    
aanndd  DDeevveelloopp  aa  LLooyyaall  FFoolllloowwiinngg   

By Heidi Richards 
 

“Virtual networking is a great way to meet people around the corner or around the world.  What better way 
to reach out and touch someone in the 21st Century than the Internet?”  

 
The Internet has brought about many opportunities for us to network without leaving our office or our 
home. In fact, almost any form of Internet presence can offer opportunities to network. And the goal of 
Virtual Networking is to “get noticed,” to meet people and to develop relationships on your own time and 
in your own space.  
 
Look for groups where people you want to get to know “hang out.” You can start by searching in your 
favorite search engine (such as Google or Yahoo) for your professional affiliation or business expertise 
and you may find more resources than you will ever be able to review.  They can include associations, 
schools teaching your topic, online communities, competitors and colleagues, resource sites, job posting 
sites and publications. Here are a few other ideas for virtual networking sure to get you noticed:  
 

a.   Blogging – the ultimate networking tool. It is a great way to expand your social and business 
universe. You begin to establish yourself as an expert or a highly credible advocate of a subject 
matter you have knowledge of and/or experience with. Others begin to gravitate within your blog-
o-sphere and you within theirs.   

b.   Forums and bulletin boards– Finding the right forums and sticking with them, “hanging out,” and 
participating in the discussions, with the same people will, over time help you increase your 
sphere of influence. Be careful not to be too self-promotional when posting – in most cases it is 
not allowed and you will find yourself banned from participating.  However, you can have a brief 
signature line with your name and company affiliation (and maybe a URL).   

c.    Chats – Many online communities offer chats on specific topics.  Participating in membership-
driven chats offer the best opportunities for good exchanges and forming professional 
relationships.   

d.    Join an online business or social networking community such as MeetUp, Ryze, Max-in-
Common, Linkd In, Open BC, VNI (Virtual Networking International), to name a few,.  These 
groups have subgroups made up of people with a specific focus and similar interests.  Or you can 
join a non-specific group to gain more knowledge, exposure and contacts.  

e.   Give something of value away, online – The Idea Virus by Seth Godin sold more than a million 
copies because he gave the ebook away online, and allowed others to do the same by sending it 
to their own sphere of influence. He sold so many hard copies because people simply had to 
have their own.  He has used this same strategy with each of his subsequent books, with similar 
results. Seth has met thousands (perhaps millions) of people this way.  I know, cause I have 
contacted him and had a couple of great conversations. Free Works!  
 
 
 
 

 
 
 
 
 
 



 109

Virtual Networking – 7 Ideas for Making Connections Online and Develop a Loyal Following 
 
 
  

f.    Find people to interview – The Women’s ECommerce Association, International (www.wire-
sidechats.com) hosts 3-4 wire-side chats (teleconferences) monthly and interviews women from 
around the world.  Members of the association are invited to attend and bring along friends to the 
events.  They are highly interactive and many a good business deal has been created. Click here 
to read and print Checklist for a Worry-free Interview.  

g.   Host a radio program (or be a guest) - Very similar to the idea above except that the event is 
transmitted online either live or in an archived file to be heard later.  Pat Lynch from Women’s 
Radio has met and interviewed women from around the world.  She has helped promote these 
women on her websites and in her programming, her newsletter and in general conversation with 
others.  I know, because I have been the beneficiary of her referrals. I have also been a guest on 
Webmasters Radio, Entrepreneur for Women in Business, By For and About women, Women’s 
Avenue and dozens of others.  It’s a great way to meet the media and many people have 
contacted me and my website traffic has seen a significant increase after a program has aired.   

 
Here are a few other tips for virtual networking success: 
  
• Be careful - when posting the same message to several groups.  Ask the moderator of each group for 
permission first otherwise you will be considered a “spammer,” and be banned.  
• Keep your cool - If you become angered over a post, take a deep breath and consider your reputation 
before responding.  If you must respond to a post in a negative manner, it might be wise to send an email 
directly to the source instead of for the “whole world” to read.  I have seen moderators quit and 
reputations ruined because people lost their cool.  
• Don’t lurk - Lurking is hanging out, reading posts and never participating.  Of course, not all discussions 
will be of interest to you, but if they are, make sure you respond. The only way to be a successful Virtual 
Networker is to get involved with the people and build relationships.    
• Be brief - keep your messages short and to the point.  I have seen many a long post that could have 
been edited down to a short paragraph or a few sentences.  Some people just like to see “see themselves 
speak.”  
•Practice common courtesy, be polite and friendly. Be generous.  If you have knowledge that could 
benefit the group, share it. Givers get more than takers.  
 
Virtual networking is a great way to extend your reach beyond your local community. The Internet offers 
all of us the opportunity to go international if we so desire.  You can meet people around the corner or 
around the world.  What better way to reach out and touch someone in the 21st Century than the Internet? 
  
 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://www.wire-sidechats.com/
http://www.wire-sidechats.com/
http://www.speakingwithspirit.com/InterviewChecklist.asp
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HHooww  ttoo  WWrriittee  AArrttiicclleess  ttoo  PPrroommoottee  YYoouurr  BBuussiinneessss,,    
EEvveenn  iiff  YYoouu’’rree  NNoott  aa  WWrriitteerr   

By Mariangie Gonzalez 
 
 
You have heard it before; articles are a great, free way to promote your business, service or product, (did 
I mention they are FREE promotion?), I don’t know about you, but I could use some promotion for my 
business. Yet, you may not be taking advantage of this tool because you say you’re not a writer; neither 
am I, and you are reading an article of mine =o) 
 
I knew I had to learn how to do this myself, so I sat down one day and figured out I needed my articles to 
be very valuable to the reader, but I also needed a super easy way to do it. Thanks to my personal 
system, my articles are my #1 traffic magnets, and a lot of people link to my website, because of my 
articles. The good news is I’m going to share my system with you! 
 
Here’s a step by step approach on how I write my articles: 
 

1. Choosing the topic. 
 
Choose if you are going to write an industry article or a product/service specific article.  

 
When I have no idea on what to write about I use a search engine optimization tool you may have 
heard of, www.wordtracker.com, this tool helps you identify which information relevant to your 
business, product or service, search engine visitors are looking for. You can use the free trial as 
many times as you like, but you can also pay for a 1-day subscription, (that’s what I do) and get 
so many article topic ideas, you may not need to search for more ideas for a while. 
 

2. Choosing the title. 
 
When selecting your topic title, think of a “how to” “who wants to” type of a question. For example, 
if you are in the organizing business, I would like to read your article “How to get your kids to 
keep their room tidy” or “Who wants to get their kids to keep their room tidy?” (I’m serious about 
this, contact me if you have such an article ;o)) I usually write the title first to have a starting point, 
but usually I end up modifying my title once I finish my article, because of the way it developed. 

 
3. Getting started, first paragraph. 

 
I dedicate the first paragraph to acknowledge your need for a solution to your problem and at the 
same time, I tell you I have been in your place. I tell you I have found something that may help 
you.  
 
Don’t feel bad if you have to do this several times because it doesn’t seem right to you. (I have 
modified this article’s first paragraph 4 times.)  
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How to Write Articles to Promote Your Business, Even if You’re Not a Writer 
 
 
 

4. Developing the content. 
 
Here’s when you feel you’re stuck… don’t! Every article requires some research on your part. 
Let’s say you’re writing about “Product X” or “Service X”. Have your product’s information on 
hand, what it does, how it works, who needs it, what problem it solves, what would happen if your 
reader doesn’t acquire your product, what will happen if he does acquire the product. Do a search 
in your old archives, books, your previous experiences, etc. You can go to the Internet and do a 
research on similar products or even on the product’s ingredients so you can have more 
information on how your product or service is better than the competitors’.  
 
NOTE: Be careful not to violate any copyrights, or to plagiarize, just do a research and then use 
the acquired information to write your own copy.  
 

5. Wrapping up. 
 

This is the closing paragraph; here you tell your reader how your information just gave them the 
key to solve their problem, you create for them a mental image of what their life will be after they 
use your product of service, or you can get cruel and remind them of how miserable their life is 
without your product or service and entice them to give your business at least a second look. ;o) 
 

6. Edit your article. 
 

Go back, read your article again, as if you were your target audience. Pay attention to what’s 
missing, what’s misleading, what’s irrelevant. Add and subtract. Do this as many times as needed 
until you are 100% satisfied with your article.  
 

7. Resource Box. 
 

This is one of the most important parts of your article, if not the most important. Let’s say you 
write a killer article that everyone wants to feature in their website, ezine or newsletter and they 
add it everywhere, every website under the sun that reaches your target market features your 
article, but they have no way of reaching the author…YOU!  
 
That’s devastating, because even if they know your name, if your name is something like John 
Smith, they have no way of finding you, your website, your product or service. And after all your 
hard work you don’t want that to happen. A resource box should include your name, what you do 
and how you can help your readers. If you have a freebie to offer, include that information too and 
a way for them to contact you or to find more information, your website, email, or phone.   
 

8. Where to send your article. 
 

Now that you have finished your article and that you have run the spellchecker, you are ready to 
share your article with the world. First place to post your article will be your website or newsletter, 
and then you can find a lot of free article submission websites. 
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I have included some article submission sites below (additional sites are listed in the Resource 
Section at the end of this book): 
 
www.findbusinessarticles.com  
www.addme.com  
www.allthewebsites.org  
www.amazines.com  
www.articlealley.com  
www.articlebin.com  
www.articlecentral.com  
www.articlecity.com  
www.article-directory.net  
www.article-emporium.com  
www.articlefinders.com  
www.articlesfactory.com  
www.articlessource.com  
www.articlesumbissions.com  
www.articlewarehouse.com  
www.articleworld.net  
www.authorconnection.com  
www.awebhostingprovider.com 
www.businesstoolchest.com  
www.buzzle.com  
www.commonconnections.com  
www.connectionteam.com  
www.constant-content.com  
www.easyarticles.com  
www.ezinearticles.com  
www.family-content.com  
www.fresh-articles.com  
www.freezinesite.com  
www.goarticles.com  
www.ideamarketers.com  
www.isnare.com  
www.marketingpitbull.com  
www.searchwarp.com  
www.uniterra.com  
www.womens-netnews.com 

 
 
As you can see, anyone, from any industry, selling any product or service, CAN write articles. A great 
thing about articles is that other business owners that are looking for content to add to their websites, 
ezines or newsletters will be likely to ask you for your permission to include your article in their document, 
and the more people your get to do that, the better.  
 
The best thing about writing articles is that they position you as an expert in your field, giving you 
credibility, and it is credibility, my friend, that sells YOU over your competitor. 
 
Here’s your assignment, start to write your first article today, even if it’s a simple “10 tips to…” or “how 
to…” Believe me it gets easier every time you do it. 
 
 
 

http://www.findbusinessarticles.com/
http://www.addme.com/
http://www.allthewebsites.org/
http://www.amazines.com/
http://www.articlealley.com/
http://www.articlebin.com/
http://www.articlecentral.com/
http://www.articlecity.com/
http://www.article-directory.net/
http://www.article-emporium.com/
http://www.articlefinders.com/
http://www.articlesfactory.com/
http://www.articlessource.com/
http://www.articlesumbissions.com/
http://www.articlewarehouse.com/
http://www.articleworld.net/
http://www.authorconnection.com/
http://www.awebhostingprovider.com/
http://www.businesstoolchest.com/
http://www.buzzle.com/
http://www.commonconnections.com/
http://www.connectionteam.com/
http://www.constant-content.com/
http://www.easyarticles.com/
http://www.ezinearticles.com/
http://www.family-content.com/
http://www.fresh-articles.com/
http://www.freezinesite.com/
http://www.goarticles.com/
http://www.ideamarketers.com/
http://www.isnare.com/
http://www.marketingpitbull.com/
http://www.searchwarp.com/
http://www.uniterra.com/
http://www.womens-netnews.com/
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RREESSOOUURRCCEESS  
 
 
Anti-Spyware Reviews - Spyware has surpassed viruses as the #1 threat to identity theft and with the 
large number of anti-spyware software choices available today – selecting one that's both easy to use 
and effective can be, at the very least, difficult and confusing. Read more http://anti-spyware-
review.toptenreviews.com/#anchor 
 
Birthday Alarm.com www.birthdayalarm.com  - A free way too keep track of and manage your customer 
& associates birthdays. This is a great way too be reminded automatically AND be able to send out a free 
e-card wishing your contact a happy birthday. 
 
CafePress.com is an online marketplace that offers sellers complete e-commerce services to 
independently create and sell a wide variety of products, and 
offers buyers unique merchandise across virtually every topic. Launched in 1999, CafePress.com has 
empowered individuals, organizations and businesses 
to create, buy and sell customized merchandise online using the company's unique print-on-demand and 
e-commerce services. Today, CafePress.com is a growing 
network of over 2 million members who have unleashed their creativity to transform their artwork and 
ideas into unique gifts and new revenue streams. 
CafePress: Create Buy & Sell Unique gifts or customized products! 
http://www.cafepress.com/cp/info/  
 
Custom Logos in Minutes – LogoYes - Create a professional-looking logo in minutes with 
LogoYes.com! The easy point & click process lets you try before you buy, so you have nothing to lose. 
Choose from over 20,000 exclusive symbols, plus tons of customizing options. No experience or software 
downloads necessary--I tried this myself and it really is easy, and just $99. 
http://logoyes.directtrack.com/z/13/CD351/ 
  
Custom Scoop - Who Gets More Ink? - If you want to know who's getting more press -- good or bad -- 
this service was made for you. Whether you're tracking competitors, clients, partners, or just the 
hometown team, CustomScoop can help. We search 21,000+ online sources (newspapers, magazines, 
blogs, trade press, press releases, and more) from 107 countries in 18 languages. 
http://www.customscoop.com/freetrial/index.cfm?refer=trend 
  
Digital Point - Keyword Suggestion Tool –- Want to quickly and easily figure out the best keywords for 
us in search engine optimization, article and press release writing, etc.? This is a handy little tool will 
show you how many times per day your keyword/phrase is searched for from both Wordtracker and 
Overture. http://www.digitalpoint.com/tools/suggestion/ 
 
eMonday - Member News Each Monday a weekly eblast is sent to our membership database 
announcing approved "Member Happenings." In this special eMonday - Member News, members may 
submit announcements about their company or organization:  This can include events, surveys, new 
products and services, membership opportunities and other newsworthy items you feel would be of 
interest to our members.  If you have news you would like to include in an upcoming issue, be sure to 
read the submission guidelines at http://www.wecai.org/newsite/emonday.htm 
 
 
 
 
 
 
 
 

http://anti-spyware-review.toptenreviews.com/#anchor
http://anti-spyware-review.toptenreviews.com/#anchor
http://www.birthdayalarm.com/
http://www.cafepress.com/cp/info/
http://logoyes.directtrack.com/z/13/CD351/
http://www.customscoop.com/freetrial/index.cfm?refer=trend
http://www.digitalpoint.com/tools/suggestion/
http://www.wecai.org/newsite/emonday.htm
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EZINECHECK.com - Omit words, phrases, punctuation that can cause the filters to reject your email. To 
rate your email message for deliverability visit: http://www.ezinecheck.com/check.html. 
 
Freelance Jobboard -- AllFreeLance.com - Welcome freelancers and welcome freelance employers! All 
Freelance Work is a freelance jobboard, freelance community, freelance information zone, and resource 
for work at home individuals. All Freelance Work has been around since 2000 and is the freelance home 
to over 130,000 freelancers. With 30,000 registered employers of freelancers, they have helped 1000s of 
freelancers find the perfect freelance or work at home job. 
http://www.shareasale.com/r.cfm?B=6242&U=137593&M=2135 

Group Mail Pro - Create that personal and professional message with ease using a combination of 
Personalized recipient information (embed up to 20 fields of recipient information in each message), Rich 
Text (HTML) and images and any number of attachments. Group Mail will make it look like you are 
sending a unique message to each of your recipients! Send messages through your Internet Service 
Providers SMTP server or Direct to your recipients from your Desktop.  

Headline Analyzer - This complimentary tool will analyze your headline to determine the Emotional 
Marketing Value (EMV) score. As you know, reaching your customers in a deep and emotional way is a 
key to successful copywriting, and your headline is unquestionably the most important piece of copy you 
use to reach prospects- visit: http://www.aminstitute.com/headline/ to enter YOUR HEADLINES. 
 
IdeaMarketers.com -- Article Database - If you are using articles to publicize your specific expertise, 
this is one of the main sites you want to submit your articles to. You allow publishers to reprint your 
articles in their ezine or website; they put your brief bio and web site link at the bottom. Or, if you need 
content for your own ezine, this is a great place to look. Use of this site is FREE. 
http://www.ideamarketers.com/ 
 
ID IT! - DRIVE" business to you while sitting IN traffic! Our 'traveling billboards' deliver your message to 
thousands of motorists and pedestrians every day. 
I.D. IT! A great marketing tool and/or fun gift! 
http://www.iditplates.net/new/10848/index.html 
 
LinkShare - you will earn revenue for driving sales, leads and traffic to partner sites.Find hundreds of 
affiliate programs from Fortune 500 and other leading businesses in the LinkShare Network. No cost to 
Register and you can start making money today - just click on the button below to begin! Visit 
Linkshare.com. 
 
Market Research That Works – AskDatabase - Want to generate more income from your your mailing 
list, or convert your website visitors into customers? Take the guesswork out of figuring out what 
customers are looking for. Just @sk! With the With the ASK Database you can find out exactly what the 
wants and needs of your prospective customers are, and use this information to provide them with the 
products and services they are looking for. Get a 21-day trial for just $1! 
http://www.askdatabase.com/specialoffer/?offercode=264600 
 
Memo to Me - It's a free, web-based reminder service; you can set up "to-dos" to be emailed to you when 
you specify. http://www.memotome.com 
 
 
 
 
 

http://www.ezinecheck.com/check.html
http://www.shareasale.com/r.cfm?B=6242&U=137593&M=2135
http://www.sellshareware.com/CustomView.asp?PrID=34362&AfID=7838&PageID=1
http://www.aminstitute.com/headline/
http://www.ideamarketers.com/
http://www.iditplates.net/new/10848/index.html
https://ssl.linksynergy.com/php-bin/reg/sregister.shtml?offerid=7097&mid=560&siteid=wGM74xq1Xws-kbMBpz
http://www.askdatabase.com/specialoffer/?offercode=264600
http://www.memotome.com/
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Monitor for Google is a complimentary Web promotion software designed for search engine specialists 
and webmasters. With it, you can find position of your web site in Google Top for popular keywords and 
get more traffic from Google. Google Monitor will query Google and show you the position of your site by 
your target keywords and also how well your competitors are doing. It keeps statistics for several URLs 
and several lists of keywords. You can add notes.  Visit: http://www.cleverstat.com/google-monitor-
query.htm to download. 
  
1Chapter Free -- Ebook promotion - The idea behind this site is: Don't judge a book by its cover, read a 
chapter instead! As an author, you can upload one chapter of your book for people to read and then they 
can click over to order your book from your site or Amazon or wherever you sell your books/ebooks. And 
it's FREE! http://www.1chapterfree.com/ 
 
PayLoadz - PayLoadz offers a service to sell intangible goods such as: software, eBooks, music, 
podcasts, movies, digital art, manuals, articles, certificates, forms, files, and more. Our automated service 
delivers your downloadable products to your customers instantly after payment. Our system operates 
using PayPal's online payment processing system. You can sell anywhere from web sites, in emails, at 
our eStore, or at auction sites like eBay. http://www.payloadz.com/  
 
PayPal, an eBay Company, enables any individual or business with an email address to securely, easily 
and quickly send and receive payments online. PayPal's service builds on the existing financial 
infrastructure of bank accounts and credit cards and utilizes the world's most advanced proprietary fraud 
prevention systems to create a safe, global, real-time payment solution. Check it out at 
http://www.paypal.com   

PIXIE - If you've ever updated your own website or created any of your own collateral materials, you may 
have the same difficulty that I do in matching colors. This complimentary download tool - called Pixie 
helps you with color matching with websites. Pixie is an easy-to-use, fast and tiny utility designed 
especially to fit the needs of webmasters and designers. Download your copy at 
http://www.nattyware.com/. 

Profit Automation allows you to set up an affiliate program as a way to reward others for linking to you. 
Affiliate program management software, Profitautomation.com allows you the option of paying people (on 
a per-click basis) just for sending traffïc to you.  This still generates a lot of one-way links but only costs 
you when those links make you sales.   
 
Press Release Distribution -- PRWeb.com - PRWeb.com lets you get your press release out to 
thousands, at no cost! You can optionally upgrade to get a higher ranking and more tracking features. 
Solo-E.com uses PRWeb for all our press releases. http://prweb.com/ 
  
Press-Release-Writing.com - Writing press releases can be a very cost-effective way to gain credibility 
as an expert. This resource offers guidelines and tips, as well as samples and templates for creating your 
own press releases. Submitted by Donna Boyette. http://press-release-writing.com/ 
  
Personalized Web Updates -- Google Alerts  - GoogleAlert is the web's leading automated search and 
web intelligence solution, allowing you to catch new information as it appears. Google Alert runs daily 
personalized Google searches for you and emails you new results that appear. Free; an industrial-
strength version is available for a nominal fee.  http://www.googlealert.com/ 
  

 

 

http://www.cleverstat.com/google-monitor-query.htm
http://www.cleverstat.com/google-monitor-query.htm
http://www.1chapterfree.com/
http://www.paypal.com/
http://store.payloadz.com/
http://stores.ebay.com/payloadz
http://www.payloadz.com/
http://www.paypal.com/
http://www.nattyware.com/
http://www.profitautomation.com/app/?pr=36&id=76564
http://prweb.com/
http://press-release-writing.com/
http://www.googlealert.com/
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Promotional Items – CafePress - Want your logo on t-shirts, bags, calendars, and hundreds of other 
items, without having to buy hundreds of them to get a great price? CafePress uses a unique process that 
eliminates the costly setup time, leaving them able to offer you a great price. Plus, you can sell your items 
to your customers at whatever markup over cost you like, with all orders and shipping taken care of by 
CafePress. Or, buy at cost for items to sell or give away personally, with even more discounts when you 
buy 15 or more of an item. Even have your books printed at ridiculously low prices at CafePress! 
http://www.cafepress.com/cp/info/storeref.aspx?refby=SoloE 

PubSub - www.pubsub.com - is a search engine that processes about 3 million newly published blog 
posts per day from more than 21 million sources allowing companies to monitor what's being said about 
them, their products, their competitors and other topics of importance. The tools include a tracker that 
looks at the top 1% of bloggers. 

Spam Filter Review is a tool to help you manage and control the onslaught of unsolicited e-mail or 
Spam. While Spam filtering is not perfect, there are some excellent software solutions for helping with the 
spamming problem. For a side-by side comparison chart of the top 10 anti-spam products available click 
here: http://spam-filter-review.toptenreviews.com   

Street Smarts eMarketing - Tips Guaranteed to Jump Start Your Internet Presence to Put You Miles 
Ahead of the Competition. Gain immediate results guaranteed to gain you visibility on the Internet like 
never before. This book is designed to increase your revenues while keeping your marketing costs down. 
Learn strategies designed to enhance your overall marketing position - GUARANTEED! Written by award 
winning entrepreneur, Kathleen Gage. http://www.streetsmartsmarketing.com/free-ebook.htm 
 
Visual Tutorials - http://visualtutorials.com/html.htm - HTML Tutorial - How to Build a Web Page 
Introduction to the HTML Web Design Tutorial - and it doesn't cost anything except your time to create 
your website. 
 
WECAI Domains - Need a Domain name or hosting solution? Visit our partner site WECAIDomains! 
.com's starting at $8.77! With every domain get: forwarding/masking; change of registration; parked page 
w/domain; domain name locking; and total dns control! Visit www.WECAIDomains.com today! 
 
Women’s Online Calendar – complimentary online calendar – have events coming up you want to 
publish?  Post them here for free – www.womensonlinecalendar.com.  

 
Zoomerang - the industry's most popular online survey tool - enables you to easily get fast answers to 
important questions.  There is a FREE version to test drive the tool and ZoomProR which is what we use 
to deploy all our surveys.  Visit Zoomerang.com.  
 

 
Links for creating ebook covers and using images for your digital products: 
http://www.dynamitecovers.com/ 
http://3dcovers.com/?hop=pyoeb 
http://creative.gettyimages.com/source/home/home.aspx 
http://www.SellShareware.com/ProgramInfo.asp?AfID=7838&PrID=37369 
 
Links on writing and publishing your own ebooks: 
http://www.publishyourownebooks.com/write-an-ebook.htm  

http://www.cafepress.com/cp/info/storeref.aspx?refby=SoloE
www.pubsub.com
http://spam-filter-review.toptenreviews.com/
http://www.streetsmartsmarketing.com/free-ebook.htm
http://visualtutorials.com/html.htm
www.WECAIDomains.com
http://www.womensonlinecalendar.com/
http://www.zoomerangaffiliates.com/e.asp?e=11&id=1334
http://www.dynamitecovers.com/
http://3dcovers.com/?hop=pyoeb
http://creative.gettyimages.com/source/home/home.aspx
http://www.SellShareware.com/ProgramInfo.asp?AfID=7838&PrID=37369
http://www.publishyourownebooks.com/write-an-ebook.htm
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Companies that will help you distribute your ebooks:  
 
http://publishing.booklocker.com/  
http://www.authorhouse.com/ 
 
Obtaining an ISBN for your ebook: 
 
http://www.isbn.org/standards/home/index.asp 
 
 
Links to help you create an online store for digital goods: 
 
www.paypal.com 
www.payloadz.com 
 
Resources and direction for creating a product: 
 
http://www.90daystoaproduct.com/ 
http://www.sethgodin.com/ideavirus/ 
  
Software to create and label CD’s and DVD’s: 
 
http://www.atpm.com/8.04/clickndesign.shtml  
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Jim Barber is celebrating his tenth year as a web entrepreneur. He reflects that "the 
last decade has been exciting, but the next few years will be unimaginable!" Jim is the 
proprietor of the EZduzzit Do-It-Yourself-and-Save Web Center (www.ezduzzit.com), the 
easiest way to tame the Internet. Jim also runs the Up Your Fee Speaker Enrichment 
Center (www.upyourfee.com), the essential on-line association for all "information 
entrepreneurs." When he's not working on the web, Jim is a sought-after keynoter and 
master of ceremonies. Click here to read his article on eZines. 

 
 

 
Jan Barosh, President, HealthPortfolio Coaching, has been a teacher and entrepreneur 
since age 14. She excels in taking the “big picture,” separating the components and 
simplifying the process to start clients on their journey to success. As a former sports 
coach, Jan is sensitive to where her clients are starting at, knows how to take them to 
their own edge and prepares them with a parachute before they jump.  Continually on the 
cutting edge, Jan is a founding member of Coachville, Wellcoaches, and International 
Association of Coaches. She is a certified teleclass leader through Coachville, Teleclass 
International, and Teleclass4u.  http://www.janbarosh.com Click here to read her article 
on Teleclasses   

 
 

Lori Bergman is a Professional Realtor® residing in South Florida, USA.  She is 
committed and dedicated to giving you, the SELLER or BUYER, professional service, 
superior follow through and superb market knowledge.  It is crucial to put your trust in the 
hands of a competent Realtor® so that when your real estate experience has been 
concluded, you are completely satisfied with YOUR results.  Ms. Bergman’s personal 
pledge of loyalty, honesty and integrity includes a total understanding of your particular 
(and unique) needs and desires.Specializing in single-family homes, condos, vacation 
homes, investment property and relocation (including the purchase and sale) throughout 
the United States, Lori is committed to being your Realtor® from start to finish. As a 
former Life and Business Coach and Speaker in the Health and Fitness industry, Lori has 
worked with hundreds of women in reaching their goals. www.LoriBergman.com. Click 
here to read her article – How to Create a Mastermind Group 
 
 
 

 
Louisa Bird is a small-business marketing coach and certified Master Practitioner in 
Guerrilla Marketing – which is based on a low-cost or non-financial approach to 
marketing. One of a rare breed who always knew from an early age that she wanted to 
work for herself, she shares her own passion for self-employment and her entrepreneurial 
spirit by helping other women business-owners attain business success – on their own 
terms. For more information, and to pick up your compelling free report on marketing for 
women, visit http://www.WomensMarketingForum.com today. Check out her articles   
Netiquette in Discussion Forums and Using Feminine Strengths for More Successful 
Marketing 

 
 
 
 
 

http://www.ezduzzit.com/
http://www.upyourfee.com/
http://www.janbarosh.com/
http://www.loribergman.com/
http://www.womensmarketingforum.com/
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Anita Campbell is a veteran business blogger who writes about the small business 
market and technology topics.  Her blogs have won top awards and recognitions.  Small 
Business Trends (www.smallbiztrends.com) was named Forbes Best of the Web, The #1 
Most Practical Blog at Entrepreneur’s About.com, and Honorable Mention for Best Small 
Business Marketing blog by Marketing Sherpa.  Her RFID Weblog (www.rfid-weblog.com) 
was named to the CNET Blog 100.  She also hosts her own radio program, Small 
Business Trends Radio, the archived podcasts of which can be found at SMB TrendWire 
(www.smbtrendwire.com). Click here to read her article – Trends in Blogs and RSS 

 
 
 
 

Dr. Gayle Carson CSP CMC, is known as the “Wiz of Biz” and serves as the president of 
The Internet Association of Information Marketers www.netaim.info  She is also the 
author of “Winning Ways” and “How to Be an S.O.B—A Spunky Old Broad Who Kicks 
Butt.”  www.spunkyoldbroads.com   You can reach her at gayle@gaylecarson.com. Click 
here to read her article on Starting Online Communities 
 
 
 
 

 
 

Stephanie M. Cockerl, based in New York City, is an award-winning freelance web 
designer, developer, and web marketing consultant;  as well as web analyst and adjunct 
professor for Metropolitan College of New York. Her work includes "taking websites to the 
nextSTEPH" by developing, building and maintaining websites for small businesses, 
educational and non-profit organizations. Ms. Cockerl  has been featured on Business 
Idea Café , Netscape Net Business, as Webgrrl of the Week and as a iVIllage's  as 
a"Featured Techondiva." She was also recently a preliminary round judge for the 2005 
Stevie Awards for Women Entrepreneurs. For more info visit: http://www.nextsteph.com.  
Click here to read her article – How to Make Your Website Search Engine Friendly 

 
 
 
 

Kathleen Gage is the President of Turning Point, Inc. Gage is an award winning 
keynote speaker, author and business advisor specializing in marketing and promotions. 
With over 25 years of sales, marketing and promotions experience she is one of the top 
rated business owners in Utah and the recipient of the Utah 2004 Giant Step Award for 
business creativity and success. Kathleen has authored several books including Street 
Smarts Marketing and Promotions; Street Smarts Making Money With the Internet; 101 
Ways to Get Your Foot in the Door; and Message of Hope. She is a featured columnist in 
several business publications addressing issues of sales, marketing and promotions. 
Access Gage’s FREE eBook Street Smarts eMarketing Tips Guaranteed to Jump Start 
Your Internet Presence to Put You Miles Ahead of the Competition at 
http://www.streetsmartsmarketing.com/free-ebook.htm. Click the titles to read her articles 
– Increase Profits Through Automation, and Can You Really Make Money While You 
Sleep? 
 
 

http://www.smallbiztrends.com/
http://www.rfid-weblog.com/
http://www.smbtrendwire.com/
http://www.netaim.info/
http://www.spunkyoldbroads.com/
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Joy Gendusa founded PostcardMania in 1998, her only assets a computer and a 
phone. By 2005 the company did over $12 million in sales, employed over 100 people 
and made Inc. Magazine’s prestigious Inc 500 List as the one of the 500 fastest growing 
companies in the nation.  She attributes her explosive growth to her ability to choose 
incredible staff and her innate marketing savvy. As an Expert Author, she is always 
willing to share her marketing advice through articles, interviews and speaking 
engagements. Visit her web site at www.postcardmania.com  - Check out her articles 
Internet Marketing with Postcards and Direct Mail - Don’t Assume, Test and Track 

 

Dina Giolitto of http://Wordfeeder.com delivers laser-targeted web copy and strategic 
marketing plans for companies wishing to build a loyal subscriber base and convert 
website visitors to paying customers. At Wordfeeder.com, we implement "total package" 
marketing that promises maximum return. We place high value in the client/partner who 
understands that web content must be "fed in" continuously and consistently across 
multiple content venues, molded to your specific audience and channeled outward to 
insure maximum visibility and selling success. Put your website, ezine, blog, sales letter, 
product landing page, network posts and audio scripts in our experienced and capable 
hands. Discover the powerful words that promise steady, targeted traffic for your website: 
email dina@wordfeeder.com for a complimentary copywriting and marketing consultation 
today. Click here to read her article – The Art of Successful Branding 

 

Mariangie Gonzalez is an expert in Animal Sciences and runs a home-based business 
herself. She frequently writes articles to help people avoid making mistakes. You can 
subscribe to her FREE newsletter "Paw Prints" to stay ahead of natural and holistic pet 
care tips and news. You can visit online at: www.MindBodyAndPaw.com 
Click here to read her article – How to Write Articles to Promote Your Business… 
 
 

 
 

Cindy Greenway has been a VA since 2003, working with reputable clients in various 
professions.  In 2005, Cindy and her partners started the Multiple Streams Team which 
offers a team of VAs that provide quality VA support to small business clients.  To learn 
how a VA can help you build your business, visit www.multiplestreamsteam.com and sign 
up for the free “Boost Business with a VA” Report.  Virtual Assistants can learn more 
about the skills the need to have, as well as how to build and sustain a profitable VA 
business by visiting www.growyourvabiz.com and requesting the free 10 Critical Skills 
ecourse. Click here to read her article – How to Have a Successful Relationship with a 
Virtual Assistant 
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 122

 
Meet the Authors 

 
 

 
Beverley Hilton’s public relations career began as a volunteer for American Citizens for 
Honesty in Government in 1978; then worked with South Florida PR masters Hank Meyer 
and Charlie Cinnamon, earned accreditation and certification from the Florida Public 
Relations Association, and served as adjunct professor of public relations writing with 
Florida International University.  She earned awards for the Bass Museum of “Art crisis 
communications” and the Kimberly Bergalis ‘Remember My Words’ public awareness 
campaigns.  She produced award-winning direct mail advertising copy with Pirone Type 
& Graphics, and sold comedy material to Joan Rivers.  Other interesting people Bev has 
worked with include  General H. Norman Schwarzkopf; Mr. Food (Art Ginsberg); Dr. 
Robert Ballard, discoverer of the shipwrecks Titanic, Lucitania, Bismarck and others; Ted 
Arison; Tiny Tim; Loretta Swit; and a handful of Ringling Bros. and Barnum & Bailey 
clowns.  Click here to read her article – Press Release and Media Basics 
 
 
JoAnn Hines the Packaging Diva has been on TV, traveled to China, worked with the 
SBA (Small Business Administration), and spoken at the White House (twice). Why do 
they seek her out? Because she knows how to package products  so that people will buy 
them. When Faith Popcorn made her business trend predictions for 2006, she called 
JoAnn to find out what was going on in the world of packaging. Businesses large and 
small call upon her to solve their packaging problems. She loves to share her proficiency 
in packaging. JoAnn speaks on packaging around the globe and made the packaging 
world more understandable when she created several web portals, packagingdiva.com, 
packagingcoach.com,www.packaginguniversity.com, womeninpackaging.org and to 
answer packaging questions and resolve packaging problems. The Diva's expertise is 
important because packaging is the third largest industry in the US. In fact, 10% of every 
dollar spent at retail goes directly to packaging materials. Packaging employs over a 
million people. Most importantly, you cannot have a product without a package and 
JoAnn will make your "package" work for you. Click here to read her article – the Outside 
of the Box is as Important as What is Inside 
 

 
   

Heather Lloyd-Martin is the President of SuccessWorks Search Marketing Solutions, 
and is considered the pioneer of search marketing copywriting. She's the author of the 
book "Successful Search Engine Copywriting," and co-chair of the Association for 
Interactive Marketing's Search Engine Marketing Council. Heather organizes search-
marketing workshops for top organizations, including the DMA and Primedia. She is also 
a featured speaker at industry conferences such as @d:tech, Search Engine Strategies 
and Seybold. Click here to read her article -  Nine Strategies for Finding and Successfully 
Partnering with an Experienced SEO Copywriter 

 

  Bonnie L. Mackey, CPA, CSEP is a partner with Levin, Silvey, Zelko & Co., PA. Her 
background includes all facets of accounting, including financial statement and tax 
preparation, as well as computer software and bookkeeping assistance. Bonnie can be 
reached by email: bonnie@lszcpa.com, phone: 954.985.8808 x 112, or visiting their 
website: www.lszcpa.com, where you can find several articles authored by her. Click the 
titles to read her articles – Online Security and How to Avoid Online Fraud 

 

http://www.ad-tech.com/
http://www.searchenginestrategies.com/
http://www.seybold365.com/
mailto:bonnie@lszcpa.com
http://www.lszcpa.com/
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 Jennine T. Rexon is President of Rex Direct Net, Inc. (www.RexDirectNet.com), a full 

service Internet Marketing company specializing in affiliate marketing and lead generation 
services. Prior to founding the company in 2001, Jennine worked as a management 
consultant for PricewaterhouseCoopers helping start-up Internet as well as Fortune 500 
companies with their information systems and business processes.  Jennine has a B.S. in 
Engineering and a B.A. in Architecture from Lehigh University.  She is a member of the 
eWomensNetwork, National Association for Female Executives (NAFE), and Women's 
Business Enterprise National Council (WBENC). Click here to read her article – Are You 
Dating Your Affiliate Network? 

 

  Heidi Richards is the Publisher and Editor of “GET MORE BUSINESS” and the author 
of “Rose Marketing on a Daisy Budget” as well as seven other books, the Founder & 
CEO of the Women’s ECommerce Association, International www.WECAI.org (an 
Internet organization that “Helps Women Do Business on and off the WEB”), a business 
coach and Elan’trepreneur. Her mission is to help her clients achieve Success… and 
then some – www.Successandthensome.com.  Ms. Richards can be reached at 
www.HeidiRichards.com or heidi@wecai.org. click the titles to read her articles –  Three 
“P’s” of Affiliate Marketing, How to Achieve ECommerce Success and Virtual Networking 

 
Monique Rider is a transition coach, fitness trainer and the founder of Bodylife 
Dynamics.  Through her Internet business she provides telephone-based support to 
domestic and international clients.  Monique is a champion of women and helps them to 
focus on their inner life, building strength from the inside out.  Based in Arizona she can 
be reached at 480-699-0527 or Monique_Rider@msn.com. Click here to read her article 
– Becoming an Infopreneur with EBooks  

 
 
  

Susan Van Dorsten, President, Global Career Coaching, is an executive coach who 
specializes in maximizing sales, client development and personal productivity with  
diverse professional and executive clientele. Prior to founding Global Career Coaching, 
Susan excelled during 14 years of top-level corporate experience and achieved a position 
of Vice President of Sales and Marketing for a multibillion dollar health care company. 
Susan is a graduate of Corporate CoachU, a member of the National Association for 
Female Executives (NAFE), and a board member for Women's Business Executives 
(WBE). © 2005 Global Career Coaching www.GlobalCareerCoaching.com  Click here to 
read her article – Top 10 Keys to Improving Efficiency 

 
 
  Laura Wheeler has been in business for over eight years. She has been building 

websites and producing small business, computer, and website instructional information 
for over 4 years now. She caters to shoestring startups, with an emphasis on hard work 
and integrity, both for herself and her clients. She says, "I work with the greatest people 
in the world. They don't start out with much money, but they are filled with determination 
and they are willing to make up for their lack of money by diligent work. Friends don't 
make very good clients, but when your clients become your friends, that is the greatest 
business perk in the world!" Laura owns and operates Skinny Shoestring Small Business 
Resource Site. Click here to read her article – Starting an Online Business  
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https://www.keylifejourneys.com/
http://www.edenflorist.com/
http://www.paulapicard.com
https://www.keylifejourneys.com/
http://www.edenflorist.com/

	Just what is Affiliate marketing and how does it work? According to Wikipedia (the online encyclopedia), “affiliate Marketing is a popular method of promoting web businesses in which an affiliate is rewarded for every visitor, subscriber and/or customer provided through his efforts. It is a modern variation of the practice of paying finder's-fees for the introduction of new clients to a business. Compensation may be made based on a certain value for each visit (Pay per click), registrant (Pay per lead), or a commission for each customer or sale (Pay per Sale).” 
	There are many benefits of affiliate marketing which includes creating a sales force beyond ones own capabilities and reach, the ability to automate the process to make tracking and reporting easier and the fact that the affiliate merchant need only pay for the performance of affiliate partners. The main responsibility of the affiliate is to direct traffic to the site of the distributor.  The distributor then handles the order, the payment and shipping of product. .. and pays the affiliate for finding the customer.   
	Use technology to your customer’s advantage. Although you might not be ready to embrace all that technology can do for you, your customers may be. A few things to consider are: 
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	Make Doing Business with You as Easy as Possible 
	 Online Security  By Bonnie L. Mackey, CPA*, CSEP 
	 
	You need to tap into that market and utilize that statistic.  Become part of that pile of mail that your prospective consumer spends time reading.  Direct Mail should be a pivotal point of your on-line marketing strategy.  You need to ensure that you have a direct mail marketing campaign to drive traffic to your web site.   
	Why outsource your SEO copywriting? 
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	  Expand Your Client Base With Teleclasses  By Jan Barosh 
	The first thing that becomes apparent is the convenience and comfort. The class is as close as the nearest telephone for everyone eliminating travel time and traffic jams and allowing everyone to attend wearing their most comfortable clothing seated in their most comfortable chair. 
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