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主题看板



最受信赖行销达人现身说法


行
 销是什么？根据当代行销学之父菲利浦·科特勒（Philip Kotler）的定义：“行销是一套创造、沟通、传递价值给顾客，并经营顾客关系的过程。”这个原则从传统的电视、广播、报纸、杂志，到今天火红当道的网路媒体，丝毫没有改变，甚至更发挥得淋漓尽致。

因为Web2.0的各种技术发展，人们开始大量使用部落格、微网志和社群网站，进行各式各样的网路串连与互动；也有愈来愈多人习惯在网路上搜寻产品资讯、分享产品使用经验，使得“行销”不再以业者单向传播为主，而是供需双方双向、互动的紧密过程。

作者吉姆·寇克兰（Jim Cockrum）自1997年投入网路事业，已累积销售数百万美元的产品和服务，并成功辅导数千个网路新创事业；他的免费电子报《CES News》有25万名订户；有10万个个人及企业透过培训、书籍、会员制网站等接受他的咨询服务；最近更获得拥有4万会员的IMreportCard.com票选为“最受信赖行销达人”。由他来现身说法，揭示网路行销达人成功的关键要领，可说是再适合不过。而且，更棒的是，他以切身的经验告诉你，做好网路行销不必砸大钱，最有力的行销策略最不花钱！

全书依不同发展阶段可概分成3个基本攻略，每一个攻略都有实际的操作要领和作法——好比整套网路行销系统，从吸引准顾客注意、到产生顾客、到形成忠实粉丝，自成一个完善的体系。其中无论实施任何阶段的攻略，皆可找到相对应的免费资源，提供可行的解决方案——这也正是作者大力疾呼的重点，只要善用网路现成的工具，你可以很低的成本进行制作，以有效的方式和人们进行沟通。你的优质内容和真诚投入才是网路行销最大的卖点。

当每年的调查数字都反应上网人口不断增加，网路黏着度也愈来愈高的时候，网路已是不容忽视的商业及行销平台。如何建立一套有效的网路行销模式，是许多人长久思考的问题。如果你仍怀疑网路上真的有商机吗？客户真的可以透过网路找到我吗？建议你从这21项关键要领开始，一一检视你在网路上做了什么、少做了什么，如果还有遗漏，请默默地开始做，而且不用太担心预算。



5分钟摘要



网路行销不花钱！　
英文



砸钱买广告的时代已经过去，Web2.0网路的使用者已从观众的角色，转变为主要参与者。你必须用心经营、积极回应，获取顾客认同，与顾客建立长期的关系。

虽然花钱买广告这件事原本并没有什么不对，但是在目前的商业活动中，最好且最有效果的行销策略，事实上却是免费的。零成本广告的效果现在真的已经超越广告看板、收音机、电视、印刷品和电话簿等媒体，这都要感谢网际网路这个最大的功臣。

零成本网路行销包括3项基本攻略：


	建立网路能见度，塑造并保护自己的声誉

	建立信任感，并持续拓展自己的影响范围

	随着未来的变动，持续保持关联、有趣且值得注意




关键思维

“我并不是主张不要花钱做行销；我只是发觉目前效果最好的可行策略，都是免费或几乎零成本的。行销和广告好像脱离了古老巨兽和昂贵策略的掌控。由于过去我曾经共事的人和参与的工作，我目睹了许多成功的行销创意。我运用并亲眼看见这些创意，在我自己的事业中实现，也在我的学生和客户的事业中发生；而且有许多案例显示，这些方法已经在将近10年之间，达成了令人惊艳的成果。它的重点不在于省下多少荷包，而是有效行销。”

　　——吉姆·寇克兰





攻略1　建立网路能见度，塑造并保护自己的声誉　
英文



当前的经济活动是建立在即时的虚拟关系和持续的资讯流基础上。在这种状况下，让自己建立一些重要的新习惯，攸关成败：

要领1　建立自己的网路声誉，然后以积极的态度加以经营

你的网路声誉至为重要，因为现在每个人都十分忙碌且分身乏术。你应该积极建立自己的网路声誉，因为这样才能影响更多准顾客。构想如下：


	在大厅装一台可以连结网路的电脑或平板电脑，然后鼓励顾客立即分享和你的交易经验。

	举办竞赛，鼓励顾客对你提出真诚的回馈。

	利用Google快讯功能，以公司名称为关键字，随时监看任何会影响你网路声誉的最新信息。

	记录自己如何改善顾客问题，将顾客的负面经验转换为零成本的行销作为。



要塑造绝佳的声誉，最具决定性的行动就是创造并免费散播更优质的内容。如果你能产出高品质的内容，并且即时散播到正在网路上的准顾客手上，你的声誉自然与日俱增。

你也可以提供疯狂但棒到极点的退货政策，借此强化自己的声誉。如果你对任何要求退货的人都能够快速退款，因此而增加的销售量，将会超过所有利用退货政策占你便宜所造成的损失。对待每一位顾客的方式，应该像是他们都拥有一台扩音器——这点也的确是事实——要不计代价宠爱他们。提供顾客可以大声称赞你的理由，他们就真的会这么做。

要领2　建立小型、聚焦、花费低廉的网站，不要那种昂贵的庞然大物

过去有段时间，建立大型网站是让网路事业成功的重点。时至今日，简单、廉价的资讯型网站，成效已经超过精美的大型网站。事实上在所有的网站中，最有用的是“名单收集网页”——这个单页网站唯一目的就是要取得电子邮件资料，然后再往下进行其他活动。名单收集网页不须花费任何成本，技术也很简单。

放弃建立大型网站，今日成功的网路销售范本是像这样的：
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	建立简单的名单收集网页，它是一个单页的网站，让你用来取得准顾客的姓名和地址。

	接着再寄出后续信息，导引人们前往网站中的独立销售网页。销售网页说明目前产品内容，介绍产品的优点和功能，并且让人们方便订购。

	你还得有一个顾客可以造访的社群网页，他们可以在那里讨论你的产品，分享他们的想法，然后产生互相销售的效果。这个网页可以是独立网站、脸书的粉丝专页、论坛或是讨论区。你要每天和顾客在这里持续讨论，让它成为一个准顾客愿意驻足的绝佳处所。

	设立部落格，让它成为你行销活动的大本营。持续在部落格记录自己解决顾客问题的进展，并让它成为你最忠诚追随者的珍贵聚集场所。



令人不可思议的是这个范本的所有元素，随时随地都可以在网路上找到免费资源来制作。用Google搜寻所有的元素，便会找到很多种免费的选择，就可以为自己的事业组合范本中的这些元素。

要领3　保持简洁、友善并妥善运用影片

简短有力在今日已是一项关键的行销技巧。人们想了解你知道什么，以便进行他们想做的事。想善加利用，你必须：


	只有当你已经计划好要随时进行更新的时候，才把你的业务放上脸书、推特或其他社群网站媒体。社群媒体绝对不是那种一次就结束的事件。通常你必须每天更新资讯，才能让它保持连结。除非使用社群媒体已经成为你的习惯，不然就远离它。不过还是要警告你，如果真的这么做，就会错过这些价值极高的工具。即使你还没做好开始使用社群媒体的准备，仍然应该学习基本的操作方式，并且开始研究未来要如何加以运用。

	YouTube网站已经大到无法忽视。单纯上传一些影片，说明你在做的事以及你为何做这些事，就可以为你的事业创造出一些新的准顾客。对于和你事业有关的任何事物，养成习惯随时摄制一些照片、影片或录音，迟早都能将这些内容放上网路发挥良好作用。



有很多免费的资源可以协助你开始参与社群媒体，以及传送资料到YouTube。你可以尝试以下这些：


	Animoto.com可以让你上传的照片变成一部精彩的动画片，让你可以骄傲地秀出来。这是一项免费的服务。

	你的顾客的手机大多数都有摄影镜头，邀请他们上传使用产品的照片。这些资料可能变成行销的黄金素材。

	如果你到YouTube快速搜寻一下，就会发现一大堆教人如何上传影片到YouTube的影片。这很简单——关键在于必须对自己做的事保持真挚与热情。

	如果你愿意买一台便宜的摄影机，也就等于已经准备好上传一些不错的顾客见证。这样做不能算是免费的——一般摄影机大约要价100美元——但你会发现自己从顾客取得的每一个见证，未来都会轻易地为你创造出1000美元或甚至更多的额外销售。就你的行销费用来看，这是相当划算的。



要领4　做一些简单的事，让搜寻引擎能够找上你

在网路上脱颖而出至关重要。这件事并不深奥，也不需要花钱找人帮你做。因为有一个产业完全靠着搜寻引擎最佳化迅速崛起，如果想在Google或其他搜寻引擎名列前茅，你必须做到2件事：


	设立一个非常棒的网站，提供最新及与关键字相关的高品质内容。

	逐渐增加连结到你网站的优质网页的数量。



这样就可以了。别想用任何花招操弄Google——那里都是聪明人，他们终究会发现，然后将你排除在搜寻结果之外。塑造值得高排名的价值，就会有好结果。

那么你该怎么做呢？


	利用Google的免费工具，弄清楚人们在找你时比较常使用的关键字，然后将这些关键字全面地嵌入你的资料当中。

	确定自己在Google地图和Google地方资讯上有被正确标记。在Google地方资讯把资料填写妥当。

	采取正当的行动提升自己的形象——例如在其他人的部落格发表评论，建立脸书粉丝专页，或是上传文章到贴文网站等等。

	网域名称要听起来好听、写起来简单、可以直觉感受并传达出你的特点。做这件事一年的花费还不到10美元。

	要提醒自己YouTube目前已经是网际网路的4大搜寻引擎之一。上传一些影片，让人们得以进入你的世界，借此强化你的真实性。线上影片是一种效果惊人的头号发电机。



总而言之，要建立起在搜寻引擎名列前茅应该具备的价值，然后尽一切努力，持续维持下去。避免只依赖单一网站例如Google，作为所有流量来源的努力对象。这种方式是疯狂的——因为情势有可能在瞬间改变。多开发一些不同的流量来源，然后努力对每个来源进行最佳化的调整，不要再依赖单一来源。

要领5　不要写营运企画书——拿一张餐巾纸来画销售漏斗

在过去你必须先拟一份经营企划书，然后才能开始。现在你只需要一个对于销售漏斗和理想顾客的构想。它是如此简单，所以你应该只需要一张餐巾纸，就可以描述你想做的事，不再需要篇幅长达上百页的经营企划书。

你的销售漏斗应该像这样：


	你要借着提供高品质的资讯，例如免费的报告、免费的电子报和免费的资讯等等，吸引人们进入漏斗的顶端。

	接着设法让他们可以轻松地向你购买一项低阶的入门产品。

	一旦他们成为顾客后，对你提供的商品也会变得更熟悉，然后就可以向他们推销更高阶的产品。把他们变成你的产品粉丝。



完成销售漏斗之后，接下来的任务就是尽可能的吸引更多的人进入漏斗的顶端。你整个的营运模式就是如此——吸引第一批人进入你的销售漏斗，理想的方式是先厘清自己的理想顾客具有哪些特性；接着想办法吸引那些正中红心区的准顾客。开始的时候先尽可能的吸引更多免费的准顾客，接着花1美元成本，然后是5美元的成本，以此类推。还有别忘了去了解是否有其他人也在招揽类似的顾客？你或许可以和他们进行合作。

要领6　养成习惯，经常挂在准顾客出没的网站上

光只是拥有一个网站，还不足以保证网路事业会成功。你需要流量，而得到它最合理的方法，就是到你的准顾客会出现的地方，和他们进行互动。事实上，如果你够聪明的话，应该在你架站之前就这么做了。如果你做的东西可以解决人们已在讨论的问题，你的成功机会就会提高。

利用eBay也是寻找观众的可行方式。先做出原型商品，看看自己能否用它在eBay上达成有利润的一次性交易。每天有数百万人次浏览eBay，所以它是一个绝佳的流量来源。eBay的产品刊登有严格的规范，禁止直接放入网页连结，但你还是可以标示自己的电子邮件地址。精明的消费者会注意你电子邮件地址上的网域名称，还是有可能会晃到你的网站看看。

除了利用eBay，你还应该弄清楚自己理想的准顾客目前定期造访的网站有哪些，条列出这些网站名单，努力和这些网站背后的关键人物建立关系。你可以做的事包括：


	在这些网站上的部落格贴文区或讨论区做出实质贡献。

	提供可能吸引他们的实用连结。

	追踪网站背后的关键人物目前在别的地方进行的活动，主动提供协助。

	用传统的邮递方式，寄创意卡片或礼物给他们。和他们接触时不要预设目标——只要表现出想多了解他们一点的兴趣，并给予他们真心的回馈。

	提供优质的原创内容，提供他们作为网站的素材。

	注意网路上那些谈及该网站的言论，只要一有负面的评论出现，就好好地给予回应。对于你想建立业务关系的那些人而言，这正是引起他们注意的绝佳方法。



要领7　不要忽视传统媒体——学习以明智的方式运用它们

传统媒体依旧拥有绝佳的传播力。觉得与它们毫不相干而完全加以放弃是不明智的，一旦它们出现，你还是应该准备好面对它们。正确运用媒体报导包括了3项要素：


	准备好一套最新的新闻资料袋——因为这一直是传统媒体用来了解你的方法。在新闻资料袋里放入公司关键人物的简介、顾客的使用见证、优质的照片、访谈的范例问题和一份自己先前曾曝光过的媒体记录。你还要加上自己的故事、统计表单和媒体联络人的详细资料。说明在哪里可以找到你的YouTube影片可以让他们使用，也会有所帮助。你的新闻资料袋制作得愈好，就可以让他们更容易报导你，或撰写关于你的文章，向全世界展示你在做的事情。

	尝试和专精自己领域的那些重要记者和作家建立关系——不用和一般的媒体经营关系。如果可能的话，追踪这些人目前在做什么，并了解他们先前的工作。提供他们会有兴趣追踪的故事构想，试着让自己成为他们打算写和你的生意有关的议题时，会想求教的达人名单之一。

	养成定期向媒体发出新闻稿的习惯——用来说明针对目前社会潮流的整体趋向，自己采取了哪些行动。换句话说，你的新闻稿不能直接说我们的狗项圈现在有了3种新的颜色，应该先提到目前关于犬只照护的新趋势，在内容中顺便提起有新的项圈即将上市，以满足市场需求。发布新闻稿可以创造流量和网站连结，并建立档案资料。要注意的是新闻稿应该塑造成一则崭新的故事，而不是一份产品宣传资料。最具人气的新闻发表网站有BusinessWire、MarketWire、PRWeb、GlobeNewsWire和PRNewswire等。



要领8　体认智慧型手机正逐步接管全世界——务必方便手机应用

网际网路正面临转型的阵痛期，因应人们改用手机，而不再使用桌上型或笔记型电脑上网的趋势。这种状况丝毫不会令人惊讶，因为手机的销售量超过电脑已经有很多年了。这代表今天你就必须确保你的网页在手机的小荧幕上，具有良好的浏览效果，否则你就遗漏了市场中一个主要区块。

这个趋势也让简讯行销开始蓬勃发展。你必须提供一个选项，让人们可以留下手机号码，然后传送他们有用的相关资讯，就不会再有垃圾邮件。提供诱因吸引人们加入，他们就会给予正面的回应。简讯是非常好用的自动提醒工具，也可以用来发送折价券和特别通告等等。切记简讯会让受话者产生费用，所以要适切地使用，但简讯行销只要运用妥当，就会产生不错的效果。

Google正投入巨资推广二维条码的应用。二维条码是一种印刷的密码，只要使用者以智慧型手机拍摄该条码，就可以直接连上你的网站。产生二维条码并不需要任何费用（使用Google的二维条码产生器），它可以用来连结网站、电话号码、多媒体信息、电子名片、行事历活动、电子邮件地址以及地理位置等等。你可以使用二维条码提供立即的折扣活动、把顾客加入邮寄名单或宣传活动等许多用途。

手机配备照相镜头的另一项大利多是，你可以用它来产生使用见证和顾客画面。顾客使用你的产品或服务来解决问题的真实照片，对于准顾客会产生无与伦比的可信度。这种社会认同对于你未来的行销是无比珍贵的。所以你要对既有顾客提出一些绝佳的诱因，以鼓励他们这么做。例如举办一场奖品诱人的比赛，参加方式就是要求他们提交使用你产品的照片或影片。这是一种绝佳的方法，借此你可以非常快速地产出一大堆很有效、可信度又很高的内容。



攻略2　建立信任感，并持续拓展自己的影响范围　
英文



现今行销效率的关键，就在于具备资讯价值、能吸引注意力及威力十足。直截了当地说，任何人只要能够创造出观众愿意买单的最佳内容，就是最成功、最具影响力的。

要领9　聚焦——进行范围小却深入的利基行销

网际网路让利基市场得以形成。每一块利基市场都需要一位领导者，这正是你在某个领域成为“世界顶尖达人”的机会。对利基市场而言，聚焦的范围应该愈窄愈好。你可以而且应该立志在某一件事情上领先群伦，从而名闻全世界。

要让自己成为所属领域的世界顶尖达人的方法之一，是先找出你的目标观众正在使用的网路论坛有哪些。找到后，就要积极地参与这些论坛。不要明目张胆地进行销售，要有所贡献，并且乐于助人。对其他论坛的成员，也要提供协助。在你的每一个贴文结尾附加一个签名档，导引人们连结到你上传YouTube的影片或是你的网站。如果你表现得像是该领域中知识最丰富的达人，并持续努力扮演这个角色，你就会在其中获得成长。在这里，关键的作用是人与人之间的回应，而不是针对产品。如果你看得见、找得到，而且具备丰富的知识，人们就会想接近你。运用这种模式必须心怀诚意才能奏效。如果你是以操弄的手法，为自己披上达人的外衣，立即就会被大家看穿你的伎俩。要具备自己所宣称的达人应有的真才实学，并努力地为自己的利基市场服务。

要领10　如果渴望获得别人认真对待，就把影片整合进来

如果你想成为所属领域中的达人，那么影片就不再只是一种可有可无的方案，它是一个必需品。你必须采取的行动如下：


	找出关于你的产品或服务，最经常被提出的10个问题。

	接着写出所有准买家最可能提出的10个问题——这正是能让你产生差异化的关键因素。

	录制20支短片（每支长度约1至3分钟）回应以上每个问题。使用摄影机拍摄这些短片，或使用电脑荧幕画面编辑软体Camtasia（PC版）或是ScreenFlow（MAC版）加以完成。

	接着再录制4支极短片：
	“想了解更多，请过来”：导引人们到哪里可以看到其他一系列影片。

	“输入姓名和电子邮件地址，就能看见全部20支影片”：这段影片要放在名单收集网页。

	“感谢注册”：用来确认收到联络资料的简介影片。

	“来买我们的商品”：用来销售产品的影片。在销售页面和所有寄出的电子邮件中，都要加上这部影片的连结。







所有素材都准备好之后，就把这20支短片上传到所有你能够找到的影片分享空间、社群书签、播客目录、社群网路或部落格。让这些影片发挥作用，借此让人们认识你的作为，并建立你身为达人的可信度。

达人都要制作影片，已经成为今日世界的基本要求。你的作品不必太讲究或太强调专业性。事实上准顾客看重的通常是有用的内容，而不是绚丽的制作能力。当你的真诚和真才实学被认可的时候，人们就会有所回应。不用等到有网路摄影棚才要处理这些网路影片，尽快把品质合宜的素材传送出去，发挥它们的作用。

要领11　视自己为领域达人，持续产出优质内容

要得到认可你是所属领域的达人，最好的方式便是持续产出优质的内容，而非只是昙花一现。如果人们有机会接触到你所创造的优质内容，他们就会印象深刻——没错吧？以下是实现的方法：


	开始把自己当成作家——即使你唯一的作品只是部落格上的贴文而已。技术上来说，那个也算数。作家在当今社会是很受尊重的。

	把你所知道的事写成一本书——可利用像99Designs、createspace、Lulu等网站的资源加以完成。依需求少量印刷的技术已改写书籍出版、销售的方式，例如亚马逊之类的网站。

	用你的专业知识，开发一本电子书——然后加以出售，或是用它来作为取得准顾客资料的工具。把精彩内容放进电子书中，透过Clickbank或其他网站销售电子书。电子书的绝佳优点就是可以经常更新，还可以把网站连结加进去，让读者只须按一两个键就可以向你订购产品。

	准备一份针对特定对象的电子报——并且定期发送。它可能会成为绝佳的收入和影响力来源。

	找出可以免费赠送的东西——这样做的目的是为了创造出一大群未来可能愿意掏钱买你产品的人。虽然使用Google、YouTube和脸书都是免费的，但是这些企业却借着销售具有高价值的附加商品，赚取数十亿美元。效法他们的模式。

	让你的产品充满活力——方法是为你的信息包加上一个有创意的标题。你的资料要加上那种能吸引人的标题，如：“特别报告”或“关于……你不可不知的7件事”。一个会吸引读者的响亮标题，马上就能提高你的内容价值。

	传播信息要有精明的策略——想要有效果不必太过复杂。把促销短片上传到YouTube就会有用；在自己的部落格上张贴一段录音资料也一样有效；让自己得以被搜寻引擎选列，也是一种浅显且有效的方式。网际网路上到处都有散播内容的免费工具，你应该设法加以熟稔。



要领12　进行或产出一些值得分享的事物，就容易让社群媒体加以使

对于让人们分享并讨论你的产品，社群网站的成效是非常优异的。其中的成功关键就在于拥有真正值得讨论的事物。

目前社群媒体界的大咖就是脸书和推特，有效的利用它们是可行的：


	脸书允许任何企业、组织或个人建立官方粉丝专页及社团。你要尽可能的让更多人愿意来你这里按“赞”，以便未来他们可以得到你的更多信息。留意这些地方的使用规定，不过仍然要利用这些网页，导引人们造访你的部落格或网站，进入你的销售漏斗。

	推特是一个不断持续的线上交谈。从一个基本问题开始：“你正在做什么？”不过你真正该发表的是更重要的问题：“我为何要在乎？”把你在推特上的拥护者当作业务上的伙伴，持续和他们进行对话。露骨的行销动作在推特的效果并不好，它比较适合非正式的谈话。把你的一些优质概念和想法加入谈话内容，推特就会变成一个有价值的工具。



幸运的话，也许你做的事颇具新闻价值，就会像病毒般四处散播。但确实没有任何公式可以让种事发生。这必须是许多不同因素交织成的快乐结果，但是秀出真诚并提供高品质的素材，肯定有帮助。如果你的作为真的像病毒般散开，人们开始奔相走告，你要尽可能享受这股浪潮，好好加以利用。让群众为你效力，而你也要尽可能慷慨大方。“热情”在社群媒体肯定让你无往不利。其他如LinkedIn和FourSquare等社群媒体工具，同样也能大幅促进你的行销。指导准则是前往你的目标观众目前所处地方，建立自己的能见度及联络方式。随时展现热情，在专业上表现卓越。社群媒体通常喜欢向大众强调这个部分，所以别不懂装懂。这样做是无法奏效的。

要领13　学习如何管理以及让电子邮件行销自动化运作

电子邮件仍然是网际网路的主力。电子邮件成本低廉、通行无阻，无疑是最有效率的行销工具。就行销活动的散播来说，它是一项非常重要的工具。虽然也有人不以为然，但电子邮件的确有它的效果。

有效使用电子邮件的关键，在于让你的电子邮件行销活动自动化，别再全部仰赖人工作业。目前在这块领域提供服务的最佳业者有aweber、getresponse、icontact、Mailchimp和constantcontact等网站。这些公司能够确保你不会陷入违反垃圾邮件的法规，并提供了某些相当有用的电子邮件处理工具。应用这类服务，你就可以建立自己的销售漏斗，所以：


	当访客在名单收集网页留下联络资料，就会立刻收到自动回覆的信息。

	接着该访客会收到一连串的追踪信息。因为你让人们可以在不同的网页选择加入，你就可以根据他们的兴趣和喜好，寄给他们不同类型的后续活动资料。

	你也可以对自己的电子邮件名单寄发限时有效的信息或促销方案。这项行动如果运用简短的广播信息，加上一则相关的资讯，就会产生最佳效果。你可以利用这些信息引导人们前往销售网页、社团页面或是部落格。

	随着准顾客成为顾客，然后顾客再变成粉丝，他们收到的电子邮件信息也应该有所不同。你可以用电子邮件来寄送资料、进行进一步的销售，或是让他们知道你和伙伴合作开发出来的其他商品。如果你过去的作为已经建立了信任度和支持，未来顾客就会更乐意也更习惯和你进行更多的交易。



电子邮件行销不单纯只是对你名单上的每一个人进行销售宣传，你必须持续地有所作为，以增加价值及建立信任。努力以电子邮件慢慢地赢得新的顾客。

要领14　询问顾客想要什么，接着提供他所想要的东西——并一再如此重复

谁是驱动你的事业的人？如果你够聪明，你应该让你的顾客来驱动它。或者换个方式说，如果你想要一个能够在这个网路事业的世代成功行销的方程式，那么它就是：

知道这种作法之后，你就应该随时随地探询自己的顾客。询问他们认为你接下来该开发什么。探询顾客的行动应该是你最有价值的行销工具之一。它不仅能够让你对未来走向产生绝佳念头，还可以得到关于最佳定价策略的回馈。

因此，根本的运作动能就是被宠坏的顾客就会忠诚。如果你可以一直有新方法来宠溺未来你最具影响力的顾客，他们就无法停止向别人宣传你。这完全要靠诚恳和实在，不能是虚伪的；只要你能解决顾客在意的问题，他们就会成为你最棒的拥护者。

与顾客对话也可以建立忠诚度，因为大家都喜欢和自己有所连结的企业往来。建立一个线上的讨论区是一个很棒的构想。或者你也可以考虑设立一个会员网站，只允许一些有特殊权限的人士才可以浏览里面的全部内容。将讨论区设计成你的会员专属网站中的一个完整区块，然后对那里所出现的议题都予以回应。你也可以举办竞赛，或是让使用者参与创造可供这个专属网站使用的素材。总之，要好好宠爱你的最佳顾客。

要领15　建立有力的第三方行销伙伴关系，然后加以运用

零成本网路行销还有另一个可行的策略，就是和其他有管道得以接触准顾客的单位，建立伙伴关系，当合作协议能够创造出一种三赢的局面时，这种方式就能够发挥出超乎寻常的绝佳效果——招揽到的新顾客数量会比其他方式更多，你的行销伙伴有所斩获，而你的商业利益也能往上提升。

你应该根据自己的产品或服务类型，与这些行销伙伴采取不同的合作方式。一些可能的状况包括：


	联合销售——即对方同意向他们自己的顾客推销你的产品或服务，而你也愿意为他们的产品或服务做同样的事。

	能够产生综效的伙伴关系——你的贡献正好补强他们的弱点，反之亦然。

	透过加盟方案，让你最好的顾客来帮你销售商品。

	和其他事业体进行交互推广——典型的做法是找不会相互竞争但目标顾客类似的企业。

	邀请其他人为你的部落格或电子报撰写文章——你再予以回覆。这种采用客座文章的方式，能让双方都得到原本没有的曝光机会。

	访谈各个领域的达人——然后将这些资料提供给你的顾客。访谈可以透过电话进行，然后你再把访谈的文字稿放到网站上供人点阅（可以利用InternetTranscribers之类的访谈打字服务网站，加以制作。）

	和你依赖的服务商谈谈如何经营你的事业——看看他们是否能够提供你一些转介业务、接触新客群或是更多指向你的网站连结。即便只是简单地寄一个顾客见证给他们，表达自己的谢意，都可能带来意外机会，让你的事业得以成长。



要领16　活化你的经营故事，然后推销你的理念

你的事业背后有着什么样的故事？它对你来说可能是旧新闻了——因为过去你就在现场——不过一则好的故事可能成为一个有力的行销工具。如果你能使用一则吸引人的故事，重点说明自己事业背后的理念和想要解决的问题所在，就可以非常清楚的凸显及区隔出自己的企业。更棒的是，一则鼓舞人心的故事可以招募顾客加入你的圣战行列，成为你事业往前推展的一部分。精彩的故事总是能够感动人心。

先从“为什么”要成立这家公司开始。你当初投入创业的初衷，很可能不是只想要获利而已。你或许也曾经想要终结饥荒、把这个世界变得更好，或是雇用年轻人，传授他们必要的技巧。再次的擦亮你一直尝试追求的目标。如果你是真心真意想达成，人们就会被你行动背后的伟大理念所感动而挺身追随。写出你的故事并经常加以诉说，以彰显它的价值。要抗拒将它美化的冲动——单纯的呈现它原本的面貌就好，人们会喜欢这样的方式。

事实上借着故事的分享，你就能够传达出自己与众不同之处。在不自觉的状况下，你已经创造出无人可匹敌的独特销售手法。同样的，你也借此创造出一段其他人都无法使用的行销话术。你的故事将得到和你具有相同心境的人的共鸣。

记录并说明自己的创业理念，也会产生一些有价值的效果。如果你的想法得到某些重量级人物的共鸣，你就会发现不用付出任何努力或代价，自己就被推销到非常广大的市场。那些具有影响力的人士，一直都在寻找能够反映并推动他们自己世界观的有趣构想、产品和服务。如果你幸运的和他们想的是同样的事，一扇神奇的门户或许就此为你而开。就算是那些未必认同你主张的人，对你挺身而出和公开透明的态度，通常也会表示尊重。而这所有的一切，都是从你写下事业背后的故事并进行分享之后开始的。



攻略3　随着未来的变动，持续保持关联、有趣且值得注意　
英文



现阶段的销售关键就是记住顾客在接触你之前，就已经懂很多了。他们已经在家里做好了功课，了解每一位竞争者的提案。如果你还想成功，就不能只靠某些事实就想得到顾客的青睐。你还必须表现出真诚，因为仅存的唯一卖点就是你自己。

要领17　在网路上自在地分享自己的心路历程

在网路上做行销，除了诉说自己事业背后的故事，你还必须推销你自己。最好的执行方式如下：


	用自嘲的方式来运用幽默感——这样做可以表现出自己不是一个过于严肃的人。

	多表达一些意见——只要你有保留一些让别人得以发挥的空间就好。

	结合服务与行销——效法Cleaning For A Reason这个组织，他们针对任何接受化学疗法的病人，提供免费的家庭清洁服务。

	乐于辩论。

	不要畏惧去寻求帮助。

	勇于挺身而出——攸关自己顾客的重要议题，应该采取公开明确的立场。

	展现艺术气息——让大家知道你的所作所为正是你内在艺术家性格的自然释放。人们尊重才华。

	行为举止要和理念一致——让大家了解你对自己的作为充满热情。顾客会受到这种热情人士的吸引。



要清楚地表达不计任何代价，你都会把顾客的最佳利益当作是第一优先，就会收到不错的效果。这正是零成本行销的终极策略。

要领18　每个人都喜欢向达人买东西——所以要成为一位达人

当今市场的顾客都喜欢向某一领域最优秀的达人购买。达人要如何让自己脱颖而出呢？


	达人会制作影片来分享他们的专业知识和技巧。

	达人会提供辅导和咨询的课程。

	达人会授课和发表专题简报。

	达人会录制声音资料并用播客播送。

	达人会利用通讯方式举行研讨会。

	达人会参与网路研讨会。

	达人会对旧有的作业方式提出改善方案。

	达人会认真经营人际关系，表现出对某个产业的领导能力并展现创意。

	达人对自己的领域具有充足的知识，能够在大家看清楚现况之前，掌握到最新的发展趋势。



要成为达人需要付出相当多的努力，但成功是可能的，所以你应该努力去成为一位达人。处于21世纪的世界，每一种领域的达人都有可能赚到相当多的财富。

那么你该如何成为一位达人呢？很明显的这个过程不会在一夜之间完成。你要循序渐进，逐步达到这个地位。通常的方式是：

要领19　广泛且经常的进行协同合作

网路的协同合作，在现阶段是一种非常具威力的构想。工具有很多，也都可以免费使用。至于可行的执行方式，说起来也只会受到你自己想象力的限制。想发挥网路行销的全部潜能，你就必须愿意在机会出现的时候，随时随地的进行协同合作。一些协同合作的可行应用方式如下：


	有很多商业著作是从一个构想和一个脸书上的网页开始，然后才开始成长。试着让你的追随者协助，整理出一本由你出版的著作。

	在你的网站上提供一个资源网页给顾客，让自己在那里持续追踪他们可能找到的有用工具。让你的顾客提出可以放进自己工具箱的新网路工具。

	Google行事历可以用来协调大型团体的行动，一齐努力完成。学习如何去使用这项工具。

	Google文件允许使用者在不同地方阅读及编辑文件。或许你可以在顾客团体进行创意思考时使用这项功能，借以产出良好的成果。

	你也可以利用推特作为进行即时合作的工具。它的井字标签功能可以让人们简便地把想法传达给其他人。

	设立部落格，让访客可以发表评论。还有其他附加工具，可以让访客对别人发表的评论再予以回应。让大家共同合作，协助解决每一个人的问题。

	每次上传新素材到YouTube时，你都应该鼓励观众留下他们的评论和建议。要求他们指名还想看到哪些东西，然后利用这些想法补充你未来行动的能量。



简单来说，运用这些协同合作的工具，就可以让你的事业得到来自世界各地人士的管理和影响。协同合作是行销自己事业的绝佳方式。

要领20　了解如何运用分径测试，借以学习如何成功

如果说有某项行动能够区别出行销成效的世界巨星和失败者，那应该就是那些成功的行销达人会进行分径测试。他们会比较为何某一种行销方式的成效会优于另外一种，借此学习成功之道。

那么你该如何进行分径测试？方法很简单：

如果你有到网路上四处找过，你就会发现有一些网站、部落格或著作的使命就是全力在教导并宣扬分径测试。同时你也会发现一些可以用来进行分径测试的免费工具。

就算你不想对分径测试进行深究，只要你加以操作，还是可以让你对自己的行销内容进行全面的微调和最佳化。分径测试说穿了也不过就是以科学化和系统化的方式进行行销而已。它是值得进行尝试的。

要领21　永远不要停止学习——对学习的热爱正是行销的绝佳技巧

行销最美妙的部分（网路的和传统的都差不多）就是它永远都不会停止改变。未来还会出现崭新的行销手法、新的策略会脱颖而出、创意将一一浮现。你唯有继续不断地学习，才有能力去运用这些构想。

就整体而言，对学习的热爱其实也是一种零成本的行销技巧。如果要强化自己的创造力，你就必须一直进行学习和做笔记。执行的方式如下：


	总是随身携带一本笔记本，把你想到的新构想都记下来。你也可以从每天接触的广告里，把自己觉得有趣的用语记录下来。如果携带笔记本不方便的话，你或许可以考虑使用EverNote网站的工具，把笔记储存在云端。

	在你看电视、阅读杂志或是听到广告的时候，把能够吸引你的标题和会让你有感觉的有力词句记录下来。这些对任何行销人来说都是重要媒介，要尽可能四处汲取灵感。

	当你听到一个能让你感动的故事时，写下一些关于它的摘要。或许你会在不久的未来用到。

	定期造访亚马逊网站，记录整个市集和你所属领域中的最畅销排行榜。写下这些产品带给你的想法。

	建立一份清单，列出能协助带领你的事业前进到另一个层次的有力人士。追踪他们目前正在从事的工作，设定Google快讯功能追踪他们的进展。努力对他们的行动给予支援。这样做会强迫自己持续学习得更多，并发展出更好的技巧。

	每天都要花时间，为那些不能做任何事回报你的人做一些事。这样可以帮助你在人生中保持良好的平衡，并为你的事业创造忠实粉丝。这同时也是一件你应该做的事。





MAIN IDEA



Marketing Is Now Free!　
中文



While there's nothing inherently wrong with spending money on advertising, the best and most productive marketing strategies in the current business era are in fact free. Thanks mostly to the Internet, it's now feasible for no-cost advertising to outperform billboards, radio, TV, the print media, yellow pages and more.


Free Marketing Strategies and Ideas


The three basic strategies involved in free marketing are:


	Get found online and establish and then protect your reputation

	Build trust and keep expanding your circle of influence

	Stay relevant, interesting ＆ noteworthy as things change in the future




Key Thoughts

"It's not that I am against spending on marketing; it's just that I've found that all of the most effective strategies available are now free or virtually free. It's as if marketing and advertising have been freed from the clutches of the old, established giants and expensive strategies that used to control them. As a result of all the interesting people and businesses I've worked with I've become a collector of effective marketing ideas. I have used and seen these ideas at work in my own business efforts, as well as in the businesses of my students and clients, and, in many cases, they have achieved amazing results for nearly a decade. It's not about saving money as much as it's about effective marketing."

　　—Jim Cockrum





Strategy 1　Get found online and establish and then protect your reputation　
中文



Today's economy is built on the basis of instant virtual relationships and the constant flow of information. Knowing that, it's vital that you get into important new habits:

Key 1　Establish your online reputation and then be proactive about managing it

Your online reputation is important because everyone today is busy and overwhelmed. You should be proactive in building your online reputation because that will influence lots of prospective customers. Ideas:
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	Have an Internet connected computer or iPad in your lobby and encourage customers to share their experiences in dealing with you right away.

	Hold contests which encourage customers to place genuine feedback about you.

	Set up a Google Alert on your business name so you can monitor any new postings which can influence your online reputation.

	Turn negative customer experiences into free marketing by documenting what you do to make things right for that customer.



The most critical thing you can do to generate a great reputation is to create and freely distribute superior content. If you produce high quality content and get that into the hands of prospects who are online right at this time, your reputation will take care of itself.

You can also enhance your reputation by having an insanely great refund policy. If you give speedy refunds to anyone who requests them, the increase in business this generates will more than offset anyone who takes advantage of your refund offer. Treat each customer like they have a megaphone—which they do—and go irrationally overboard in spoiling them. Give customers genuine reasons to shout your praises and they will.

Key 2　Build small, focused and inexpensive Web sites rather than expensive monoliths

At one time, it was important to build a huge Web site to succeed online. Today, simple and inexpensive informational Web sites are outperforming the big and fancy Web sites. In fact the most effective Web sites of all are "squeeze pages"—one page sites where the entire purpose is to capture e-mail leads you then follow up with later. Squeeze pages can be built with zero expense and minimal if any technical skills.

Rather than building a monolith site, the template for online sales success today is:


	Build a simple squeeze page which is a one-page site where you capture the prospect's name and address.

	You then send follow-up information which directs people to a separate sales page Web site. The sales page tells what is being offered, explains the benefits and features and makes it easy for people to order.

	You make available to your customers a community site where they can talk about your products, share their ideas and in effect sell each other. This might be a standalone Web site, a Facebook fan page or a forum or discussion board. Participate in a daily, ongoing discussion with customers and make this a great place for prospective customers to hang out.

	Start a blog and use that as the home base for your marketing activities. On the blog, keep track of your progress in being able to solve problems for your customers. Make your blog a high value gathering place for your most loyal followers.



Incredibly, all of the components of the template can be created here and now using free resources available on the Internet. Google all of these elements and you have multiple free options you can use to put together the elements of the template for your business.

Key 3　Be brief, be social and use videos well

Today, brevity is a key marketing skill. People want to find out what you know and then get on with what they're trying to do. To use this to your advantage:


	Put your business on Facebook, Twitter and other social media sites only if you plan on updating these all the time. Social media is never a one-time event. You generally have to update information daily to keep it relevant. Unless social media use is part of your culture, stay away—but be warned if you do that, you're missing out on some incredibly valuable tools. Even if you're not yet ready to start using social media, learn the basics and start looking at how you can use it in the future.

	YouTube.com is too big to ignore as well. Simply posting a few videos here talking about what you do and why will generate new prospects for your business. Get into the habit of capturing pictures, videos and audios of anything and everything which relates to your business. Sooner or later you'll be able to put this content to good use online.



There are lots and lots of free resources which will help you get started in social media and in posting material to YouTube. Some you might try:


	Animoto.com allows you to take uploaded pictures and turn them into an engaging animated show you can proudly display. This is a free service.

	Most of your customers will have cell phones equipped with cameras. Invite them to send you images of them using your products. This material can be marketing gold.

	If you do a quick search on YouTube, you'll find loads of videos which describe how to post videos to YouTube. It's easy—the key is to be authentic and passionate about what you do.

	If you invest in an inexpensive video camera, you're then equipped to upload some great customer testimonials for your business. This isn't quite free—an inexpensive camera might cost $100 or so—but you'll find every testimonial you get from your customers will easily generate an additional $1,000 or more in future sales. That's pretty impressive leverage for your marketing expenditure.



Key 4　Get found on search engines by doing simple things

Standing out online is vital. This isn't rocket science and it isn't something you need to pay someone to do for you. While an entire industry has sprung up around search engine optimization, to get a good ranking on Google or any other search engine, you must do two things:


	Have a great site which offers high quality content which is current and keyword relevant.

	Gradually increase the number of quality pages which link to you.



That's it. Forget about trying to manipulate Google by sleight of hand—they're smart people and they will figure it out and ban you from their results. Be worthy of a high ranking and you'll do fine.

So what can you do?


	Use Google's free tools to figure out what keywords people will likely be using when they search for you and sprinkle those keywords through your material.

	Make sure you're listed correctly in Google Maps and Google Places. Fill up all parts of your Google Places listing with good content.

	Do legitimate things to raise your profile—comment on other people's blogs, have a Facebook fan page, submit articles to article hosting sites, etc.

	Have a domain name which is nice sounding, easy to spell, intuitive and descriptive of what you excel at. It will cost you less than $10 a year to do this.

	Remind yourself YouTube is one of the four largest search engines which exist online. Upload some videos which let people peek into your world to enhance your authenticity. Online video is an amazing lead generator.



In total, be worthy of a top listing on search engines, and then keep doing whatever it takes to stay that way in the future. And don't get into the position where you rely on just one site like Google for all of your traffic for your online efforts. That's crazy—things can change in an instant. Cultivate multiple sources of traffic and then work to optimize each of those flows rather than relying on just the one.

Key 5　Don't have a business plan—have a sales funnel you can draw on a napkin

Once upon a time, you had to have a business plan to get anywhere. Today, all you need is an idea of your sales funnel and the persona of your ideal client. It's so simple that you should be able to sketch out what you want to do on a napkin rather than in a 100-page business plan.

Your sales funnel will look something like this:


	You get people into the top of your funnel by offering high-value information like free reports, free newsletters and free information.

	You then make it easy for them to buy a low-end introductory product.

	Once they become customers, you then offer them high-end products as they become more familiar with what you have available. You turn them into fans for what you do.



Once you have your sales funnel all set up, it's then just a matter of getting as many people as possible into the top of your funnel. This is your entire business model—attracting leads into your sales funnel. A good way to do this is to clarify the persona of your ideal target clients. Then you figure out how to attract these bulls-eye future customers. You start out by attracting as many free leads as possible, then you go after leads which cost you $1, next the $5 leads and so on. And don't forget to ask who else is already going after a similar persona? You might be able to work in with them.

Key 6　Get into the habit of hanging out where your prospects hang out online

Just having a Web site isn't enough to guarantee online success. You need traffic and the most logical way to get that is to go where your prospective customers already are and interact with them. In fact, if you're smart, you'll do this even before you build your Web site. If you build something which is a solution to a problem people are already talking about, you stand a better chance of success.

One viable way to find your audience is to use eBay. Build a prototype and see if you can sell it profitably as a one-off sale on eBay. Millions of consumers browse eBay every day and therefore they are a great source of traffic. eBay has strict rules about including links in your listings which will prohibit you from doing that directly but you do include an e-mail address in your listing. Savvy shoppers will notice the domain name within your e-mail address and will more than likely stop by and check out your Web site.

In addition to using eBay, you should also be figuring out which Web sites your ideal future customers are visiting on a regular basis. Put together a list of those Web sites and get to work building a relationship with the key players behind those Web sites. The kinds of things you can do would include:


	Make useful contributions on blog posts or discussion forums on their Web sites.

	Send them useful links to content which may be of interest to them.

	Follow what the key players behind the Web site are doing elsewhere and offer to help.

	Send them creative cards or gifts through good old fashioned physical mail. Don't have an agenda as your each out to them–just be interested in getting to know them better and give them honest feedback.

	Send them great original articles they can use as content for their Web site.

	Watch for places online where the Web site gets mentioned and make thoughtful replies whenever someone places negative feedback. This is a great way to get noticed by the people you're trying to establish a business relationship with.



Key 7　Don't ignore traditional media—learn to pursue them the smart way

The traditional press still have great reach. You'd be un wise to completely write them off as irrelevant. Instead, you should be ready when they come calling. The right way to peruse media coverage involves three components:


	Always have an up-to-date press kit ready on demand—because this is always the get-to-know-you step for traditional media outlets. Fill your press kit with bios of the key players in your company, testimonials, high-quality photos, sample interview questions and a list of your previous "as seen on" media exposures. You should also include your story, fact sheets and media contact people details. It's also useful to point out where you have sample You Tube videos. available for them to use. The better your press kit is, the easier you make it for them to talk about you, write about you or show the world what you're doing.

	Try and establish relationships with the key reporters and writers who specialize in your field—rather than trying to build a relationship with the media in general. Follow what those people are doing and link to their previous work if possible. Feed them potential story ideas they may like to follow-up on. Try and get on their list of experts they turn to when they're preparing articles which relate to your niche.

	Get into the habit of sending out regular press releases—which relate what you're doing with current trends in society at large. In other words, rather than issuing a press release stating your dog collars are now available in three new colors, your press release might be about emerging trends in dog care. You then mention in passing the way new colors are coming to the marketplace to meet demand. Press releases can generate traffic and back links to your Web site and live on in archives. Just be careful to frame your press release as a news story rather than a product pitch. The most popular press release submission sites are BusinessWire.com, MarketWire.com, PRWeb.com, GlobeNewsWire.com and PRNewswire.com.



Key 8　Acknowledge smartphones are taking over the world—so be cell phone friendly

The Internet is in the throes of being rejigged so people can access it with their cell phones rather than with desktop or laptop computers. This is hardly surprising since cell phone sales have outnumbered computer sales for a number of years now. This means today you have to make sure your Web site looks good on a small cell phone screen or you're ignoring a major part of the market.

This trend also means text marketing is coming into its own. You need to offer an option for people to give you their cell phone number and then send them relevant and useful messages, never spam. Give people an incentive to opt-in and they will respond positively. Texts are very good for automatic reminders and to deliver coupons, special announcements and so forth. Keep in mind texts cost your followers real money so be judicious in how you do this but text marketing is productive if done well.

Google is spending a lot of money on making QR codes more widely used. QR codes are printed codes which will take anyone with a smartphone to your Web site when they aim their phone's camera at the code. They can be generated for free (Google: QR Code Generator) and linked to Web sites, phone numbers, SMS messages, virtual business cards, calendar events, an e-mail address, a Geo location and so on. You can use QR codes to offer immediate discounts on the fly, to add customers to your mailing list, to create awareness of a special event and more.

The other great thing about cell phones with cameras is you can use them to generate testimonials and customer vignettes. Photos of real-world customers using your products or services to solve problems build enormous credibility with potential customers. This kind of social proof can be invaluable in your future marketing. Therefore, provide some great incentives for your existing customers to do that. Perhaps run a contest with impressive prizes. To enter, all they need do is submit a photo or video of them using your product. This can be a great way to generate a load of very useable, highly credible content very quickly.



Strategy 2　Build trust and keep expanding your circle of influence　
中文



The key to marketing effectiveness today is to be informational, attention grabbing and powerful. In very direct terms, whoever creates the best content for their audience to consume will be the most successful and influential.

Key 9　Focus—do inch-wide, mile-deep niche marketing

The Internet makes it feasible for niche markets to form. Each of these niches needs a leader. This is your chance to become the "world's foremost expert" in something. And when it comes to niches, the narrower your focus, the better. You can and should aspire to become world famous for doing something better than everyone else.

One way to establish yourself as the world's foremost expert in your field is to figure out which online forums are being used by the people in your target audience. Once you do that, become an active participant in that forum. Don't try and sell things blatantly but be helpful and be available to help others. Provide assistance to other forum members. Have a signature file at the end of each post which directs people to material you've posted on You Tube or to your Web site. If you start acting like the most knowledgeable expert in your field and work hard to fill that role, you'll grow into it.

The key dynamic at work here is people respond to other people, not to products. If you're visible, accessible and knowledgeable, others will connect to you. This kind of approach has to be authentic to work. If you try and assume the mantle of being an expert in a manipulative way, people will see right through what you're doing. Be worthy of the expert status you're trying to achieve and then work hard to serve your niche.

Key 10　Integrate video into what you do if you aspire to be taken seriously

If you want to be an expert in your field, video is no longer optional. It's a must-have. Here's what you need to do:


	Figure out what are the top 10 most frequently asked questions about your product or your service.

	Next write down what are the top 10 questions any potential buyer should be asking—that is, the key points which differentiate you.

	Record 20 short videos (each about 1-3 minutes long) responding to each question. Shoot these with a camera or make your own from your computer with Camtasia for a PC or Screen Flow for a Mac.

	Next record four mini-videos:
	"To Get More, Go Here" which directs people where they should go to get all the other videos in your series.

	"Enter your name and e-mail address to get all 20 videos" which you then put on your squeeze page.

	"Thanks for Signing Up" which is an introduction video to confirm receipt of their contact details.

	"Buy My Stuff" which is your product sales video. You then put the link to this video on your sales page and all outbound e-mails.







Once you've put that material together, you then upload your 20 short videos to every video sharing, social book marking, pod cast directory, social network or blog you can find. Get those videos working to create awareness of what you have to offer and to establish your credentials as an expert.

The bottom line is in today's world, experts make videos. Your material doesn't have to be slick and overly professional. In fact, prospective customers generally value useful content over slick production capabilities. As long as you come across as genuine and knowledgeable, people will respond. Don't delay putting together online videos until you have the capabilities of a network television studio at your beck and call. Get reasonable quality material out there working for you as soon as possible.

Key 11　Position yourself as a specialist in your field who consistently delivers great content

The best way to be seen as an specialist in your field is to deliver great content on an ongoing rather than a one-off basis. If people can be exposed to the great stuff you're producing, they'll be impressed—right? To make that happen:


	Start calling yourself an author—even if all you've written is a blog post. Technically, that counts. Authors are highly regarded in society today.

	Write a book about what you know—perhaps using resources like 99Designs.com and createspace.com or Lulu.com. Print on demand has revolutionized getting a book published and sold in places like Amazon.com.

	Develop an e-book based on your expertise—and sell that or use it as a lead generation tool. Fill your e-book with great content. Sell through Clickbank.com or elsewhere. The great thing about e-books is they can be updated frequently and you can embed links which allow the reader to order stuff from you with a click or two.

	Put together a targeted newsletter—and send that out on a regular basis. This can be a great source of income and influence for you.

	Figure out what you can give away for free—in order to create a pool of people who will pay for other things you offer later on. Google, YouTube and Facebook are all free to use but they make billions by selling add-ons which are valuable. Follow their lead.

	Make what you're offering come alive—by using creative titles for your information packages. Title your materials with attention grabbers like: "Special Report" or "The Seven Things Everyone Needs to Know About..." A powerful title which engages the reader instantly adds value to your content.

	Have a savvy content distribution strategy—which doesn't need to be overly complex to be effective. Posting a short promotional video to YouTube works. So too does an audio posted on your blog. Getting listed in search engines is also an obvious and helpful step. The Internet is full of free tools for distributing content you should become familiar with.



Key 12　Do or produce something worthy to be shared and social media will be easy to use

Social media works very well in getting people sharing and talking about what you have to offer. The key to success here is to have something which is genuinely worth talking about.

At the present time, the figurative "big dogs" in the social media sphere are Facebook and Twitter. Using them productively is straightforward:


	Facebook allows any business, organization or individual to set up an official fan page and a community page. You then get as many people as possible to click on the "Like" button so they will hear more from you in the future. Pay attention to their rules but use those pages to drive people to your blog or Web site and into your sales funnel.

	Twitter is an ongoing instant online conversation. It was formed with the basic question: "What are you doing?" But really you should be addressing the more important question "Why should I care?" Treat your Twitter followers as business acquaintances and have ongoing conversations with them. Twitter doesn't work well for blatant marketing but is more suited to an informal conversation. Have quality ideas and thoughts you're contributing to the conversation and Twitter will be a valuable tool.



If you're fortunate, you might be doing something so newsworthy it goes viral. There isn't really a proven formula to make this happen. It 66 has to be the happy combination of a number of different factors but being authentic and offering high quality stuff is helpful. If what you're doing goes viral as people start passing the word to their friends, by all means enjoy the ride and use it to your advantage. Let the crowd work for you and be as generous as possible. Passion comes across well in social media.

Other social media tools like LinkedIn.com and FourSquare.com can also boost your marketing. The guiding principle is to go to where your intended audience already are and make yourself visible and accessible. Wear your passion on your sleeve and be great at what you do. Social media tends to amplify that to the masses so don't try and be something you're not. That won't work.

Key 13　Learn how to manage and then automate your e-mail marketing

E-mail still retains its position as the workhorse of the Internet. E-mail is inexpensive, universal and undeniably the most effective marketing tool on the planet. It is a serious tool for marketing communications. In spite of all the naysayers, e-mail works.

The key to using e-mail productively is to automate your e-mail marketing rather than do everything manually. The best service providers in this area at the present time are aweber.com, getresponse.com, icontact.com. Mailchimp.com and constantcontact.com. These companies will ensure you don't get caught out by spam regulations and they provide some serious e-mail processing grunt. Using this kind of service, you can set up your sales funnel so:


	Visitors to your squeeze page receive an automated and immediate response back from you when they leave their contact details.

	That person then receives an automated follow-up sequence of messages. By allowing people to go to different opt-in pages, you can send them through different follow-up sequences suited to their interests and preferences.

	You can also send out time-sensitive messages or offers to your e-mail list. Short broadcast messages which incorporate a relevant information element work best in this context. You can use these messages to drive people to sales pages, your community pages or your blog.

	As prospects become customers and then customers become fans, they can be receiving different types of e-mail messages from you. You can use e-mail to deliver material, to up sell or to create awareness of other offers you may develop in association with partners. If you've established trust and rapport through what you've done in the past, customers will be inclined and predisposed to do more business with you in the future.



E-mail marketing is not simply a matter of firing out a sales pitch to everyone on your list. You have to keep doing things which add value and build trust. Work at winning new customers slowly through e-mail.

Key 14　Ask your customers what they want and give them what they want—again and again

Who's driving your business? If you're smart, it will be your customers who are driving it. Or put another way, if you want a formula for marketing success in the Internet business era, it is:

With this in mind, you should be surveying your customers all the time. Ask what they think you should develop next. Surveying your customers can and should be one of your most valued marketing tools. Not only can this give you great ideas for future direction but you can also get feedback on optimum pricing points this way.

The underlying dynamic at work here is spoiled customers are loyal. If you can keep coming up with creative ways to spoil your most influential customers in the future, they won't be able to stop spreading the word about you to others. This does need to be genuine and authentic rather than contrived but if you can solve the problems your customers are concerned about, they will become your greatest advocates.

Giving your customers a voice also builds loyalty because we all like to business with firms we feel connected to. Having an online discussion area is a great idea. Or you might consider setting up a membership site where only those with privileges can see all of the content which is available. Make the discussion forum section an integral part of that membership site and respond to the issues which get raised there. You might also run contests or let users participate in the creation of the material which is available on the site. Spoil your best customers.

Key 15　Form and then harness powerful third-party marketing partnerships

Another viable strategy for free marketing is to enter into partnerships with others who have access to pools of prospective customers. This can work exceptionally well when the arrangement comes up with a win/win/win outcome—where the new customer gets more than they otherwise would, where your marketing partner does well and where your own business interests move forward.

These marketing partnerships can take many forms or formats dependant on your product or service. Some possibilities include:


	Joint ventures—where others agree to promote your products or services to their customer base and you agree to do the same for their products and services.

	Partnerships which generate synergy—because you're contributing in areas where they are weak and vice versa.

	Getting your best customers to sell what you offer through affiliate programs.

	Doing cross promotions with other entities—typically with non-competing businesses which target a similar demographic as your business.

	Have other people pen guest articles for your blog or newsletter—and you reciprocate. These guest articles allow both of you to gain exposure you otherwise would not have had.

	Interview experts in their field—and make that material available to your customers. The interview can be over the phone and you can then make a transcript available at your Web site. (Use a transcription service like InternetTranscribers.com for that.)

	Speak with the service providers you rely on to run your business—and see whether they can provide you with referral business, exposure to new customer pools or back links for your Web site. Even something as simple as giving them a testimonial expressing your appreciation can sometimes lead to unexpected opportunities to grow your business.



Key 16　Make the story behind your business come alive and then sell your why

What's the story behind your business? It may feel like old news to you—because you were there at the time—but a good story can be a powerful marketing tool. If you can tell an engaging story which highlights the rationale behind your business and the problem you're trying to solve, you can distinguish and differentiate your business quite clearly. Even better, an inspiring story can enlist the customer into your crusade and make them part of what happens going forward. Great stories always move people.

Start with the "Why?" of your business. More than likely, you went into business to achieve something more than merely making a profit. You might have wanted to end hunger, to make the world a better place or to employ youth and give them much-needed skills. Shine the spotlight on what you're trying to achieve. If you're authentic about this, you will invite people to emotionally attach themselves to the bigger cause behind what you're doing. Write your story down and polish it by telling it often. Resist the urge to embellish—just tell it like it is. People will like that.

In fact, by sharing your story, you will communicate what makes your different. Without even realizing what you're doing, you will be coming up with a unique selling proposition nobody else can compete with. You create a marketing message nobody else can use in quite the same way and that's great. You r story will resonate with like-minded people.

Documenting and explaining the why of your business also does some other worthwhile things. If your way of thinking resonates with some heavy hitters, you could find yourself being promoted to very large markets without any effort or expense on your part. Influencers are always on the lookout for interesting ideas, products and services which reflect their own world view and pass them on. If you're fortunate enough to think the way they do, impressive doors might open. Even those who don't necessarily agree with what you're saying will often at least respect the fact you're being up-front and transparent. It all starts with writing down the story behind your business and then sharing that.



Strategy 3　Stay relevant, interesting ＆ noteworthy as things change in the future　
中文



The key to selling today is to remember your customers are already hyper educated before they speak to you. They've done their homework and know what every competitor offers. To succeed, you can't impress your customers with facts alone. You also have to be authentic. The only thing left to sell is you.

Key 17　Get comfortable sharing online what makes you who you are

In addition to telling the story behind your business, you also have to sell yourself when marketing online. The best ways to do that are:


	Use the kind of humor where you poke fun at yourself—because that sends the signal you don't take yourself too seriously.

	Express opinions—which are fine as long as you leave room for others to make their case as well.

	Combine serving and marketing—along the lines of Cleaning-For A Reason. org which provides free housecleaning for anyone undergoing chemotherapy.

	Be controversial.

	Don't be afraid to ask for help.

	Become indispensable—by taking a public stand on issues which are important to your customers.

	Be artistic—show that what all you're doing is releasing the inner artist. People respect talent.

	Be aligned with your why—and show people you're passionate about what you're doing. Customers gravitate towards those who are passionate.



Make it clear you put your customer's best interests first no matter what the cost and you'll do fine. This really is the ultimate free-marketing strategy.

Key 18　Everyone likes to buy from experts—so become an expert

In today's markets, customers like to buy from those who are the best in their field. How do experts distinguish themselves?


	Experts make videos where they share their expertise and know-how.

	Experts offer coaching and mentoring programs.

	Experts teach and make presentations.

	Experts create audios and do podcasts.

	Experts teach teleseminars.

	Experts participate in webinars.

	Experts come up with improvements on what has been used before.

	Experts focus on building relationships, showing leadership for an industry and being creative.

	Experts are knowledgeable in their field and know the latest developments before everyone else catches on to what's happening.



Being an expert takes a lot of work but it can be done and you should work towards becoming one. In the twenty-first-century world, experts in every field can make very good money.

So how do you become an expert? Obviously, it won't happen overnight. You grow into this status by taking one step at a time. The general approach is:

Key 19　Collaborate broadly and frequently

Online collaboration is a very powerful idea today. There are lots of tools which are freely available. The ways you can do this are literally limited only by your imagination. To achieve your full potential in online marketing, be willing to collaborate whenever and wherever the opportunity arises. Some potential uses of collaboration:


	Lots of business books start with an idea and a Facebook page and then grow from there. Try and involve your followers in helping put together a book you publish.

	Try and offer your customers a resource page on your Web site where you keep track of tools they may find useful. Let your customers suggest new online tools to add to your toolkit.

	Google Calendar can be used to coordinate the actions of big groups working towards successful events. Learn how to use this tool.

	Google Docs allows contributors in multiple locations to see and edit documents. Perhaps this can be used to tap into the creative thinking of a group of your customers to come up with something good.

	You can also use Twitter as a real-time collaborative tool. Hash tags (#) make it easy for people to forward ideas to each other.

	Have a blog and enable viewers to leave comments. Plug-ins are also available which allow readers to respond to the comments left by others. Let people work together to help solve each other's problems.

	Each time you post new material to You Tube, encourage viewers to leave their comments and suggestions. Ask them to nominate what else they'd like to see. Use those ideas to fuel your future efforts.



The simple fact is using these collaborative tools enables your business to be managed and influenced by people from all over the world. Collaboration is a great way to market your business.

Key 20　Understand how to use split tests to learn how to succeed

If there is one single activity which separates the marketing superstars of the world from the also-rans, it is that successful marketers do split testing. They compare how one marketing approach works against another to learn what works.

So how do you do split testing? It's easy:

If you look around the Internet, you will find there are entire Web sites, Blogs and books which are dedicated to teaching and extolling the virtues of split testing. You'll also find there are a range of free tools which can be used in doing split testing.

Even if you don't want to dive deep into split testing, doing this can allow you to fine-tune and optimize every aspect of your marketing message. Split testing really is nothing more than approaching your marketing scientifically and systematically. It's well worth trying.

Key 21　Never stop learning—love of learning is a great marketing skill

The great thing about marketing (online and traditional alike) is the fact it never stops changing. New marketing vehicles are going to emerge in the future, new strategies are going to come to prominence and creative ideas are going to surface. The only way you'll be able to use all these ideas is if you keep learning.

When it comes right down to it, a love of learning is another free marketing skill. To enhance your creativity, you've always got to be learning and taking notes. Here's how you do this:


	Always keep a notebook handy and jot down new marketing ideas you come across. You can also jot down interesting words you hear being used in the advertising you're exposed to each day. If keeping a notebook is impractical, you might consider using a tool offered by EverNote.com which stores your notes in the online cloud.

	When watching TV, reading magazines or listening to advertising, jot down the headlines which appeal to you and the power words you respond to. These are key areas for any marketer so draw inspiration from anywhere.

	When you hear a story that moves you, make some notes about it. This may come in handy later on.

	Periodically stop by Amazon.com and take notes of the bestsellers overall and in your market niche. Note down any ideas those titles give you.

	Maintain a list of power players who could help take your business to the next level. Follow what they're working on. Set up Google Alerts to track their progress. Work on supporting what they're doing. This will force you to keep learning more and developing better skill sets.

	Spend time every day doing things for people who can't do anything for you in return. This will help you keep a good balance in your life and create fans for your business. It's also the right thing to do.
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