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LEGAL NOTICE:

The Publishers have strived to be as accurate and complete as possible in the creation
of this report, notwithstanding the fact that they do not warrant or represent at any time
that the contents within are accurate due to the rapidly changing nature of the business
and the Internet.

While all attempts have been made to verify information provided in this publication, the
Publishers assume no responsibility for errors, omissions, or contrary interpretation of
the subject matter herein. Any perceived slights of specific persons, peoples, or
organisations are unintentional.

In practical advice books, like anything else in life, there are no guarantees of income
made. Readers are cautioned to reply on their own judgment about their individual
circumstances to act accordingly.

This book is not intended for use as a source of legal, business, accounting or financial
advice. All readers are advised to seek services of competent professionals in legal,

business, accounting and finance fields.

You are encouraged to print this book for easy reading.
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One of the most common mistakes that Internet marketers make is to assume that every
last thing they do must be online. Wrong! Offline networking can be a very helpful
resources when it comes to building your online empire. Here are some examples of
how devoting some time to networking offline using traditional networking tools can
make a huge difference. For online businesses, networking offline may be more
commonplace, but it s still important to do it right and very easy to do it wrong.

Even if you operate your business completely online, you still need to interact with
people offline. This means spending time at events where business people gather.
There are a few different venues you can try:

e Chamber of Commerce mixers
e Trade shows

* Business fairs

e Seminars and conferences

In each of these venues, you have the chance to meet with other people, let them know

what you do, and invite them to learn more. Not only do you have the chance to possibly
pick up some leads, but you may also come across someone who would make an ideal

partner.

Other offline networking tools can also work for you. As an example, giving a speech on
your online marketing work at a civic club can open up a lot of opportunities for you to
connect and possibly create solid working relationships with people who are more
experienced with an aspect that s new to you or who have contacts who might be useful
to you..

Both of you can benefit from the exchange of ideas, and at the same time possibly
create a hybrid situation that will be mutually advantegous.
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Offline networking essentially adds one more dimensions to your marketing efforts. The
word of mouth that you generate with all your online methods can be easily doubled if
you also make use of offline approaches.

And after all, when you tell people, so they can tell other people, who you are, what you
do, and how you can help them, it can yield some great results. Most business deals
come, not from marketing as such, but from networking.
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Elevators speeches are all the rage today. Everyone from clerics to corporate executives
make use of this verbal tool. The essence of an elevator speech is to be able to
articulate a complete concept quickly and succinctly in no more time it takes a lift (or
elevator) to navigate the distance between five or six floors without stopping.

Using an elevator speech approach to explain what your vision of Internet marketing
means that with just a few sentences, you will convey the essentials along with your
enthusiasm for the endeavor. It also helps you focus on what your business is about!

Here are a few tips on what to include in your elevator speech:

A good working definition in one simple sentence. This usually will be the first
sentence in your elevator speech. Use this sentence to quickly alert the listener to
the two or three specific points you will make about your business. In a sense, this
first sentence will serve as your outline for the speech.

» Address each point mentioned in that first sentence. Try to do so with no more
than one to two sentences per point. This helps to keep things focused so you don t
wander off into diverse paths.

» Explain why each point is important to your audience. Again, do this with no
more than a sentence or two. Doing so will force you to keep on track and make it
easier for your listener to retain the information.

Keep in mind that a good elevator speech is not intended to be an exhaustive or
comprehensive definition of the subject matter. However, the speech should contain
enough data to entice the listener to want to know more. Often, an effective elevator
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speech will open the door for inviting the listener to learn more about your business
hopefully through your marketing program.

When used properly, the elevator speech can progress an individual from a lead to a
prospect in a minute or less. That is a pretty good turnaround time for positioning
yourself to earn new business.
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One of your most important offline marketing tools is the use of your business card. Also
known as a calling card or name card, the business card presents a great way to leave
something behind after you have moved on to another location.

There are a few tricks to keep in mind if you want your name card to stand out and lead
to some great things in the future. Here are some ideas to ponder.

First, make the card a little different from the pack. You can do this by something as
simple as having the card printed on thicker stock. People will notice the difference in
texture.

Another common approach is to use something other than the usual rectangular shaped
card, perhaps going with a square model or even a round one. Just make sure it will still
fitinto a card file, otherwise it may be discarded if the recipient thinks it will be too much
trouble to keep.

Next, forget all the pretty slogans and wild colours for the text. Colour is great and will
help the card to stand out. But you do not want potential clients and partners to have any
difficulty reading the information on the card. Make sure that whatever colour scheme
you employ, the lettering is always clear and easy to read.

The information you include on your card is also extremely important. Always include
your name and at least three ways to contact you phone, mobile phone and email
address, and fax if you have it. While some consider a fax number optional, the fact is
quite a few people still use this medium, for good reason: it s hard to ignore.

Don t leave if off simply because you don t use a fax a machine often. The idea is to
provide quick and easy means for people to reach you, not to cater to your personal
preferences.
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Outside of these basics, have fun with the name card. A good slogan is great, as long as
it enhances the card rather than making it look too crowded or busy.

Do add a dash of color, just make sure it does not detract from the easy perusal of the
contact information. Check out some examples of cardstock and images online; you may
see something that will be just right for your image and purposes.

Avoid using free business cards if you can. They may be okay when you first start out
but they don t look so professional as a custom-designed card, especially when the
reverse side sells everyone the card was free and where it came from.
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Marketers and other business people need to connect with their peers, and you should
too. Here are some suggestions on how to meet up with other business people.

Sign up to attend a trade show. There is an increasing number of regional and national
events that cater to a wide range of businesses, whether online or offline based. You
can often choose to attend as a visitor.

This allows you to walk around to the different exhibitions and spend time talking with
fellow business owners and representatives. At the same time, you could also be an
exhibitor yourself, creating a situation where you not only get to interact with fellow
professionals, but may also attract the attention of some new prospects at the same
time.

Another avenue is to sponsor an event through your local Chamber of Commerce or
civic club. Send out invitations to business owners, who will be within easy travelling
distance of the event.

Remember to include food in some form everybody i s in the mood to chat when
snhacks are provided, if not a full meal. You help to increase your visibility in the
community, and at the same time get to interact with other business people in the
immediate vicinity.

A third approach is to set up a monthly caucus with business owners in your community
or local area. If you have the space, offer to host the event. If not, then arrange to meet
at a local restaurant for a relaxed social event mixed with a little shop talk. A lot of great
business deals can come out of a casual get together like this.

Think about your own situation and come up with some ideas on how to connect with
other business people in your immediate area. Those face to face encounters can make
a big difference to all of you, and possibly lead to some great working relationships.

' Cinnamon Edge 2008 11



Networking & Public Speaking to Promote Your Business

3 &$ | & # &

Every good business person knows that relationships need to be nurtured. That is why it
is important to conduct follow up communications with your business contacts. Even if
you operate primarily on the Internet, you can still make great use of the same
combination of follow up techniques used by the brick and mortar guys email, chat,
and phone.

Of the three, the telephone call is one of the most time honored forms of follow up.
Companies use this method to make sure new customers are happy with their purchase,
and also see it as a chance to identify other customer needs that they can meet. At the
same time, the action helps to build rapport between vendor and customer and help to
increase the chances for a second sale.

In its own way, email has become a great way to accomplish these same goals. In some
instances, customers prefer this approach, as it makes it possible for the client to
respond at leisure, instead of feeling compelled to take the call at an inopportune time.

The end result can be that the customer takes more time with the email, as there is no
sense of being rushed. Even brick and mortar businesses have found that customers
who consider follow up telephone calls to be intrusive are often very open to a follow up
email.

Online chats have gained in popularity as a follow up tool in recent years. This is partly
because just about all types of businesses rely more on computers and Internet tools
than even ten years ago.

If a client has provided a screen name for chat, then that is an open invitation to follow
up in that manner. Because it is possible to send an offline chat with many systems, you
do not have to wait until you see the customer appear online in your contact list.

Simply send the message and your client will see it the next time he or she logs in. Like
email, it allows the client to respond when they have the time.
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One important rule, whatever follow up methods you use, is not to overdo it.. One or two
contacts shows concern for the customer but too many emails, phone calls or messages
from you will become intrusive.

Know your clients well and stay within their comfort level. If Customer A appreciates
weekly contacts, then do so. But if Customer B finds that more than one a month is too
much, respect their feelings. It is the customer s opinion that matters. In the long run,
your working relationship with each client will be much healthier.

' Cinnamon Edge 2008 13



Networking & Public Speaking to Promote Your Business

S & & *
& )) '

If you want to take your business or other specialised expertise on the road, then
offering both online and offline coaching seminars may be just the ticket. Of course, you
will need to do more than just present a dry recitation of facts and figures. Like any type
of public figure who takes center stage for an event, you have to be able to hold the
attention of your audience. In short, you need to have a good dose of charisma.

Charisma means different things to different people. But at the end of the day, it is the
result of charisma that you want to focus on. You want people to listen to you. You want
people to trust you. You want people to respect you enough to put your suggestions into
action. Basically, you want people to like you.

Cultivating your coaching persona can mean taking on several attributes. It is a good
idea to make sure those attributes come naturally to you. Otherwise you come off as
artificial and stilted at best, or just plain phony at worst.

Here are some attributes that are likely to help you hold the attention of the audience:

 Humor. No, you don t have to dress like a clown or constantly tell jokes in order to
be humorous unless that is relevant to the semina r! But humor has a way of
helping people to relax and enjoy what is going on around them. A little humor
scattered through your presentation will help people to settle in and be comfortable
enough to absorb all that wonderful education you are providing.

» Vocabulary. While technical terms may be necessary up to a point, you also want to
keep your presentation accessible to a wide audience. To some extent, you want the
presentation to be more like a conversation between friends, and less like a lecture
in a college classroom. Using this approach helps people settle down and digest
what you are saying in easy bites that go down very easy. An easy, conversational
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manner makes you seem more likeable, and people prefer to work with and hire
people they like.

» Accessibility. If at all possible, make sure there are ways for people to ask
guestions or make comments. Vary this a little by providing both time for people to
verbally pose a question or offer a comment, and also some means of doing so in a
private manner. For example, you can provide pads and pencils that people can
write down questions. Instruct them to fold the paper in half and drop them into a
receptable when leaving the conference room for a break. Nobody has to know who
asked the question in this manner. Make yourself available, if you can, for questions

and, of course, networking after your presentat ion.

All these qualities, apart from face-to-face questions afterwards, will translate well into
conducting seminars via a web conference. Thus, you really do not have to change your
basic style when moving from one medium to another. This helps you be the same
person all the time, which is less of a strain on maintaining your persona, and also helps
people to see you as being real no matter what the setting happens to be. The only act
that s easy to keep up is acting youself.
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