
   

Do You Have What It Takes?

By Ernest O'Dell – Guerrilla Internet Marketing

Date: Monday, February 8, 2010

When  you  hear  about  all  these  "gurus"—and  guru 
wannabes—folks who claim they are making thousands of 
dollars a week selling something on the Internet, doesn't it 
make you want to say something like, "Yeah, right! Show 
me!"

Frankly, I'm not tempted to jump on the bandwagon with 
them. More times than none, the negative reflex kicks in 
and I  just  delete their  message from my inbox.   I  don't 
even save it, much less read it..

It doesn't matter what they're selling: is it right for you?  Is 
it your "cup of tea?"  If not, delete it from your inbox.

But, if they offer you one of those "free reports" and you 
land on a lead capture page,  and you have to put your 
name and email address into a submission form—BEFORE 
they give you their  so-called 'free report'  —then maybe 
you want to do it, and maybe not.

So, let's say you decide to go ahead and give your name 
and email  addy.   You can always unsub from their  crap 
later... right?  Okay... just something to think about.
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So, you click through on their link and before you know it, 
you've taken "the leap" -- you've "pulled the trigger" so to 
speak, and signed up for their newsletter(s).

(Whether you realize it or not, you just did.)

You are now subscribed to their autoresponder.  You will 
receive subsequent messages.  But don't panic!  You can 
always "un-subscribe."

This  is  something  YOU  could  learn  to  do  if  you're  not 
already doing it.

On the surface, "Internet Information Marketing" sounds 
like everybody is doing it.  The reality is that about 99.99% 
of the "Internet Information Marketers" don't know what 
the heck they're talking (or writing) about.

Think about this for a second: if EVERYBODY was "doing it" 
(internet marketing) then who is going to fix your car when 
it breaks down?  You still need a mechanic every now and 
then, don't you?

Who's  going  to  mow  the  grass  if  you're  in  the  "home 
office" all day long, while you're working in your jammies? 
When it comes tax time (which, by the way, is just "around 
the corner") who is going to prepare your returns?

The fact of the matter is this: the guy doing landscaping 
and  gardening  for  you  isn't  interested  in  marketing 
anything on the Internet.  He's only interested in paying 
the bills and keeping a roof over his family's head and food 
on  the  table.   Ditto  for  the  gardener  and  the  tax 
preparer/CPA and the mechanic.

Not everybody is going to go into Internet marketing—as 
tempting and attractive as it sounds.  It's just not going to 
happen.

Should you?
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If you do, you better know what you're talking about.  And 
don't  come  out  with  some  re-hashed  bull-crap  that 
someone  else  wrote  about  making  a  gazillion  dollars 
selling information on the Internet.  And don't try to push 
the "everything to everybody"  web site,  because people 
are only interested in ONE THING AT A TIME: a solution to 
their problem.

What do you do for a living right now?  Perhaps that is 
where you want to start.  Do you sell real estate?  If so, 
write a regular column in your local newspaper about the 
latest trends in your area.  Do you sell insurance? Write a 
regular column or make a brochure about YOU and your 
services  and  hand  it  out  to  your  prospects.   Make  it 
available online—for free.  You'd be surprised how much 
business it will bring back to you.

Do you sell new or used cars? Put together a little "Top 10 
Secrets To Buying A New or Used Car" brochure and give it 
to your prospects.  You could be sitting on the subway or 
on a plane and someone might ask you, "What do you do 
for  a  living?" and you can tell  them what you do,  hand 
them one of your business cards,  and have a few extra 
brochures in your pocket.

This is nothing more than "Covert Marketing" or "guerrilla 
marketing" on your part.   You have to let  people know 
who you are and what you do!

On a sheet of paper, list your formal education, degrees, 
job history, skills, hobbies, and interests.  Think of it as a 
resume.  But you're not going to hand it out.  What you 
want to do is take one or more of the items on that list 
that you can become an "expert" in.

Are you articulate? Can you read, write and spell well?  If 
not, get someone to edit and proofread your rough drafts. 
You don't have to be a New York Times "best seller" and 
write like Steven King.  You don't have to be a multi-million 
dollar author to express yourself.  You just need the ability 
to  express  yourself  clearly  and  concisely  in  a  pleasing 
manner that people enjoy reading.
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And besides marketing your information on the internet, 
there is still  that possibility that you're going to run into 
someone at the store, or on the elevator, who will want 
more  information  from  you  after  you  give  them  your 
business card.   Have your brochures made up and have 
some copies with you.

You can go online and find a lot of nice brochure templates 
VistaPrint or  iPrint.com.  Neither one of those links is an 
affiliate of mine, so I'm not going to make any money from 
them.  I use them all the time for my printing needs and 
they have some truly great designs.

If you have a strong desire to make more money, and you 
can do it online, then by all means, do it!  There are a lot of 
people who publish online (blogs, articles, books, fiction) 
without caring if they make money by doing it.

They post their stuff on the Web and give it away for free. 
Their reward is knowing that people are reading or looking 
at their work. But they're not always making money from 
it.  You've got to learn how to convert your free stuff into 
revenue  generating  material,  and  that's  where  your 
brochure comes in.

Putting  up  a  website  and  posting  content  to  it  is  easy: 
Getting  people  to  pay  you  for  it  is  a  bit  more  of  a 
challenge.

If you have an affiliate business, pick out one or two of 
your top products or services and highlight them.  If they 
provide a residual income, then promote those over the 
"one time" bonus items.  Long term income over several 
months to several years is worth more than the one-time 
bonus.

If you have more than enough content for several articles, 
you  can  then  compile  a  couple  hundred  pages  of  your 
material into a book.  The prospect of making money from 
your intellectual property might just be the impetus to do 
the extra work it takes to create an extra income.
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Here are some questions for you:

● Do  you  have  useful  knowledge  of  a  specialized 
topic that people will pay for?

● Can you express yourself clearly in writing?
● Do you have a desire to earn more money from 

what you know?
● Can you develop some skill in copywriting or article 

marketing?
● Do you understand the fundamentals  of  Internet 

marketing?

The more "yes" answers you give, the better equipped you 
will be to turn your knowledge into dollars signs.

If you're in the business of selling anything, whether it's a 
product or service, you need to be the “first contact” your 
prospect speaks to.  Most people will only deal with the 
first person they call.  In the business of sales, you don't 
always get a “second opinion.”

Whatever your business is, you need to be able to capture 
your  prospect's  call  and their  information.   If  you don't 
catch their call right away, you need to have a way to call 
them right back.  If you've given your business card and 
brochures out to a lot of people, and you've put together 
an attractive marketing piece, you WILL get calls.  Then, it 
will be up to you to make your presentation.

To  do  that,  you  need  a  good  system  of  Unified 
Communications.   Don't  go  out  and  hire  an  Executive 
Assistant to take your calls: they're too expensive and you 
can't always write of the expense of an employee.  Yes, 
they're nice to have, but they cost you a lot of money just 
to take up space in your business and warm the chair you 
bought behind the desk.

If you don't run your business as a “mom and pop” shop, 
or you can't get your spouse or one of the kids to manage 
the phones,  then  get  a  Virtual  Assistant  where you can 
expense it out on your taxes.

Page - 5 -



Look into iTeleCenter to automate your business and see if 
this is something that will fit into your budget.  It's  NOT 
going  to  cost  you  fifty  grand  a  year,  and  it  might  be 
something you can write off on your taxes.

If you're involved in the real estate industry, then look into 
Real Estate Pro (same parent company as iTeleCenter) and 
see if they can help you automate your business and get 
your life back.

In the meantime, build up your “trust factor” by improving 
your customer service.  You do that by being the first one 
to take your prospect's call.

If you have any questions how either of them work, give 
me a call or email me and I'll be glad to go over it with you. 
And I won't charge you any consulting fees.  I'll be glad to 
show  you  how  you  can  look  like  a  superstar  to  your 
prospects.

Ernest  O'Dell  is  Editor  in  Chief  of  The  Guerrilla  
Review  and  an  expert  in  Unified  Communications 
applied to the Real Estate and Insurance industries  
and the legal profession.  For more information how  
to  turn your  sales  up  a  notch,  give him a call  or  
email.

Phone: (806) 297-3267
Email: eodell@QuestarTeleCommunications.com
Website: Questar TeleCommunications
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