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Jeremiah:

Jay:

Jeremiah:

Jay:

Jeremiah:

Jay:

Jeremiah:

Jay:

Jeremiah:

Jay:

Jeremiah:

Jay:

Okay,
Where are you?

there you are.

Hey Jay.

Hi, where are you?

I'm at home.
That's good.
In Colorado.
Colorado is your new
residence. Just one

second, just one second.

Sure, it's good to see you.

It's good to see you, so let
me tell you what we're
going to do, hold on one

second.

Okay.

Let me see if | got this
here. That an agreement,
that's not it. Let me see

where you are.

We're pretty pumped for

Japan.

This is going to be fun,
hold on one second. What
I'd like you to do, God
darn-it, | had your profile,

(LL'F Jay=Ja, Jeremiah=Je)
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Jeremiah:

Jay:

but | don't know where
they put, maybe this is it,
let's see, hold on. Okay |
got it, hold on. So we're
going to do, probably, one
integrated one that you'll
do for, that will have merit
for either or an existing
business or a start up.
What's the scope you
could really talk the most
meaningful about that will
be the most impressive to
actuate on and also will
get people saying, "Boy I'd
love to know more about
that guy," but not tease
them, but what are we
talking? Are we talking
LinkedIn, are we talking all
social media, what are we

talking about?

| think

combination of

it would be a
partnerships that are
executed digitally. So think
of your frame of reference
doing strategic alliances,
but doing that digitally
with people who own
assets online and | can use
Linkedin as a great

example of that.

Okay, good, and is that the

b LivEtA, EnEn, Dr B
LTFEW, KL, v ELE, &T, 40
LT oHEIL, BEOLIMESNZLDOTL
LIV, AHRT DRENAZ = T v T D
ELONIRNEDBH D HDTT,

BOIRTINFET b BEWD H 5 #iPH O F 1
A& ZATE S H 5 DITR BEIRI T, /-,
MHEMNI DT TIERLS, ThoEdHDAIZD
WTHID WA EAXIZEDELTL
9, FHITLTH, TIZOWVWTEHET DT
472 Linkedin ? Y — Y ¥ )V AT T 2{i]
WZOWTEET DT ?

Je: T UX N THIITIN D /X— hF—
Ty TOMBEDLEZEEZ TOET,

72T, HREEAY A 2 T 1 2 5 TR D T
AzBEZA TS, Th, Thet 7
A VEEEFONE T VZ NV TIT> T
STEEW,

Linkedin #ZDFEL L\ —fF & LT

FET,

Ja: 9., FBES LV, FH0EE DS
Td 8, 7287 5, HARIZ Linkedin 1X5 5




Jeremiah:

Jay:

Jeremiah:

Jay:

best place, because there
is LinkedIn in Japan, isn't
there?

There is. I'm doing
right

now on Japan to see

actually research
which other networks that
are the most popular. |
will probably have more
to speak on closer to that

event.

We don't have time
because it has to be done.
So here's what | suggest.
You can create for me a
that

terribly long, because it's

document, isn't
expensive to translate and
Il have a copy given to
everybody either right
before or after we play
this. So you just have to
generalize, but LinkedIn is
going to be the best place
to focus right, or

discussion groups, right?

Yeah.

Okay, good. | will do a set
up and we'll go at least a
half an hour, they want it
to try to be a half hour. I'll
try to

ask you great

questions. If | ask
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Jeremiah:

Jay:

guestions that are

diversionary or not as
needy as you think you
can give light to, then
what you should do is say,
"That's a great question
Jay, but maybe better one

might be such and such."

Sounds good, and is this
going to be
complimentary to what

I'm going to do in Japan?

No this is it. This is it.
We're not going to do,
they don't want to do, this
is it. So what we're going
to do is use this. Every
morning and every
evening | am playing a half
hour to forty five minute
expert and discussing it in
the beginning and at the
end. I've got let's see, well
| got, I'm doing more than
I'll probably use. | just did
Mary Lou Tyler. | did
yesterday Jim Weldon. |
am doing, | am supposed
to do Steven M R Cuvvy.
I'm doing John Benson in
about a half an hour, or
forty five minutes. I'm
doing | can't remember,

but just a broad spectrum.
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Jeremiah:

Jay:

Jeremiah:

Jay:

So make this as great,
lucid, actionable,
illustrative as possible
because they tried some
stuff and they don't want
to try to do it live because
they think it will be a
nightmare. So this is it,

but make it great okay.

Sounds good and then
after will you tell me how,
what | can prepare for for

Japan?

Yeah, okay you ready?

Sounds good. Let's do it.

Okay, | think this segment
an interview is going to be
particularly  useful for
those of you who either
have never recognized the

power of some of the

social communities and
most  specifically  the
power of Linkedln or

whatever the equivalence
are there in Japan. My
guest right now s
arguably one of the
absolutely industry
experts in the category in
his field, his field is
financial services which is

ultra, ultra competitive.
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It's probably competitive
in Japan and he has
masterfully figured out a
multitude of very ethical
but very powerful ways to
distinguish  yourself, to
own mind share, mind
the

respect of the segment of

share supreme
the market that you want
to target and he is very,
very talented in utilizing
digital partnerships where

you get collaboration
online  with  different
entities, organizations,

enterprises, associations,
and we're going to explore
a bunch of really cool
things and he has
promised me that two
things will occur.

Number one, he will
explain very simply the
what, the why, the how,
and the how to. He can't
go deep, because that's
not doable in this but he's
not

just going to do

superficial. By the time
you are done with this
segment you will look
differently at the power
and the opportunities that

exists, not just in LinkedIn
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Jeremiah:

Jay:

Jeremiah:

Jay:

but in partnering with
different kinds of online
digital communities and
he has graciously agreed
to create for you a
wonderful document that
will be a template for me
to use. So with no further

ado, Jeremiah Desmarais,

| always mispronounce
your name. You
pronounce  your last

name, because | always

screw it up.

Desmarais, that's fine.

| always do it wrong,

because it's got... Is it

French?

That's right.

It's got, I would
pronounce it differently

and every time | do he
goes, "Oh my god." I've
known Jeremiah for a
number of years. He has
demonstrated integrity
and ability and he is very
respected in his industry
and his skill set translates
very, very directly to
almost any business in
almost any part of the

world that wants to gain
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Jeremiah:

Jay:

Jeremiah:

supremacy. So that stated,
let's talk about the
premise that you come
from in your belief system
about why, how, and that
you need to use these
digital
communities, and

partnerships or
let's
then tell a little bit of the
reasons why, in not just
terms of the logic, the
leverage, but also some of
the successes possible
and then I'll start asking

you different questions.

Sounds good.

Okay.

So the premise behind
this really came from
what | would consider
how | was born into the
business world and that
was in the start-up
environment. The start-up
environment is a really
unique place to begin
your business career,
especially if you're in an
environment where you
have very little resources.
| can think back to the
company that | joined. |
was employee number six,

it was a small software
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Jay:

Jeremiah:

company in the financial
space. We didn't have a
marketing budget at all. |
had to come up with all of
the ideas and we didn't,
we were almost looked
down on in the industry
because the average age
of our company was
about twenty-four and we
were going into an
industry where most of
the average age of our
clients, even the people
who already had market
authority, were fifty-five
and sixty years old. So we
had a lot of barriers to
overcome. Whenever you
have a lack of resources, |
find,

greatest creativity comes

that's when vyour

through.

| agree.

What we did, we had a
little database, that was
about maybe sixty people
that could potentially buy
our products. So we had
to go where, what was the
fastest, simplest, easiest,
and also least expensive
method of  reaching

others and that was
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asking ourselves who had
the type of clients that we
want to get and how do
we reach them. We didn't
have any money for
sending out mailers or
direct response. So we
the

medium which was very

turned to one
affordable and that was
email. So what we did was
we thought of, what could
we add that would be of
value to

our target

audience. In this case it

was insurance brokers.
What could we give to
that that

would show them that we

community

knew that we could add
value into their businesses
and as a result gain
clients. That question led
us right away to these
entities we have here
called insurance carriers.
These are the entities that
provide insurance for
most of Americans, and
brokers

who insurance

contract with. So one
carrier could lead us to
three  thousand, five
thousand, sometimes fifty
thousand of our ideal

market.
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So what we did Jay, our
premise was, let's create
something very valuable.
Let's feature one of the
carrier's brokers in a
webinar or a white paper,
or a report and let's invite
the carrier to distribute
that. You see one of the
things that | learned, Jay,
while going through this,
and | think it is an
advantage that anybody
can develop no matter
how much of a marketing
budget they have or how
little, is to ask themselves
what would add value to
the potential partner that
| want to do business
with.

Because these

carriers, despite having
been around for decades
and having millions of
dollars to budget, their
creativity was sadly
lacking. So that's where
we had an advantage and
when we came to them
with an idea that we were
going to take their ideal
brokers and we were
going to highlight how
they're succeeding using

our tools, we had five new

VA, EPLRGEN LT 1T, BED
AT, (IMIfEDH 2 FEERID 2% 5 &
WH ZETL,

HLX Y VT OMSIANE T = B =Ky
A P R= = WEFIIFFAT, KT 57
WIZZEDXF Y UT /LI &S T &
TL7,

VA, BBRINEFBELTFEALEZ EDOD
Eold, =T TERANENE TS
D, ENIZT D0k, K
IZE DR A% LTV IERAY RS — T —IZ
ENIMEE G595 2 LN TEXDHD0H
SABIZHD ZENRATHDH LV HHET
R

RERL, IRHOF Y U TIIHEL D
FESE RS VT E T KA HOTREFF-> T
DIZH b b, AIEEIZELWIZEX
FTWBE NS TT,

DT, TNUNFEORA T, MHEDORK E
DNENZE LV | FLED Y — )L &S T
INZE LTeigifi+ 27 A4 7 4 7 & ko
THED S &~ bk, FA7-HIZIX 60 H
FC 5 4DF L= h =3 T &z,




Jay:

partners within about
sixty days and our little
database of sixty jumped
to about five thousand
people and we did tens of
thousands of sells in a
matter of a couple of
months just with that one
little idea. So that's the
premise | came from. So
when | look at any
situation, Jay, | think
about what can we do to
add value and who has
the audience that would
most benefit from this,
and then proceed that

way.

So now let's talk about
company, by the way
every imaginable type,
size, business
representative in  the
audience, you've got
literally, you've got one
person, you've got large
corporations,
manufacturing  services,
professional services. So
let's look at them and let's
guide them to what they
can do and how they can
do it and what doing it will
do for them and why they
need to do it and how
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Jeremiah:

they will gain by doing it, a
great impact and a great
positioning advantage to
their target market. You
can explain the various
options and opportunities
that are available and a
little bit about how they
might work and some
ways you might
recommend they consider
doing it, and show them,
don't

always see the enormous

because people

impact and leverage,
positive leverage, that
exists in that kind of

scenario or that kind of
dynamic.

Okay, let's start off with a
simple that

regardless of the industry

example
you are in, you could
execute. First question,
who had ht audience that
| would like to serve? So
whether that be you want
to be a consultant, you
want to sell products to it,
who has that audience.
The fastest and easiest
place

internet and find that. The

is to go to the

best areas are the social

networks. So whether that
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be Facebook or Linkedin.
So Facebook is an
excellent network for
consumers and LinkedIn
would be a great example
of a business to business
network. So what | would
do next is, once I've
identified that audience,
I'd find somebody | can
partner with and say, "We
want to produce
something valuable for
the community, but we
want to make sure we
understand what are their
key problems. Would you

like to participate and

develop a survey with
us?"

These little survey
mechanisms are very

powerful. This is a tactical

strategy you can use,
where you come up with a
series of questions that
you would like to know
about your target
audience and that the
partner would like to
know about their target
audience and the number
one question you can ask
the

is, what is single

biggest challenge that
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you're having in this area.
So for example, if you're
selling something to pet
owners, you can ask
something related to that,
but

interviewing seed levels,

let's say vyou're
the question still applies
because they all have a
large challenge they're
trying to deal with and the
way vyou're going to
position your product is
going to come out of that
guestion, what are your

biggest challenges.

The

benefit that comes from

other  secondary
partnering with someone
who has a list and offering
to do the study with
them, is you get to build
your own database with
those prospects. So as
people fill out the survey,
they're telling you exactly
what their problem is.
They're telling you a few
more nuances of their
business you previously
didn't know and they're
also giving you their
contact information. Most
people who participate in

the study, want to get to
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know the results and it's a
great way to build a
constant relationship. So
once the study is done,
then you can send back
out the results, and you
can say, "We've listened to
your results and here's
the
problem in the form of

solution to your
this product or service."
Now most entities today,
we actually did this three
times this past week with
entities that have lists
between a hundred and
seventy thousand people
and five thousand people
and were SO
that

thought of a way to help

they
appreciative we
them add value to their
list that they're going to
be sending this survey out
to almost a quarter of a

million people.

Now that's very valuable
for us to know. So that
would be one strategy,
which is a very tactical
one, but what | love about
this Jay is that out of
there, you can pull out the
best

stories that your

audiences are struggling
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Jay:

Jeremiah:

with and then once you
have this true raw data,
you can take your product
and position it according
to the problems that they
have as the solution. That
would be one tactical

example.

Okay and you've done
that and the response has

been profound?

Absolutely. In one
instance when we did this,
we had a multi-national

corporation that had a

hundred and fifteen
thousand clients. What
we did is we went to

industry associations that
had the audience that we
wanted and we
collaborated with them
and gave them an
opportunity to help us
co-develop a study. They
were very grateful for the
opportunity because they
just didn't think about it
themselves, and they
distributed this to three
different industry groups
that each had over fifty
thousand of our core

audience members and
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that
created a free and no

from study we
obligation digital event. So
we created a virtual event.
We found all the things
that were wrong in those
people's businesses, in
their audience, and we
invited experts to come
didn't
anything and then we

on. It cost us
approached organizations
who also wanted to talk to
this particular audience
and they paid us for the
privilege to have small

advertising.

In one case we had a
magazine we said, "Don't
give us any money, but
instead give us ten
thousand dollars worth of
free advertising in your
magazine," and they were
more than happy to do
that. With just that little
strategy, we executed that
within forty five days Jay
and in the space of ninety
days afterwards we tripled
the number of leads going
to the eighty person sales
team, which its not easy
to feed leads to eighty

people, but we were able

T LT OREDN SH2 B THRE O/
WF U H LR ZAIY £ LT,

TEINBRT=HIIAN—F ¥ LR EZAID F L
7. OO VR A, AR TENL Z A
T2 TR, EMEENOE L,

ZIUTIRT-BIZ—8 b B&II» b T, FF
EDORBEK LFh LImWHRRIES< &L D
DWINS IR NG R ORFHED T2 D I8 % 3L
ST NE LT,

b LI, FAo I3 T TBe T,
KR VIZ 15 FVOEN 8 % & 727z DHE
ECOERAEL TSV EFWNELE,
HoHiEFEATLTINE LT,

F DN TRHRRE T




Jay:

Jeremiah:

to triple the leads and
keep it going for several
months, which put that
company on a trajectory
that did twenty-six million
dollars in  additional
revenue in just eleven
months and that was all
using collaboration and

the group study.

| think that's fabulous. So

give us another strategy

that uses, whether it's
Linkedln, whether it's
Facebook, whether it's
discussion groups,

whatever is appropriate.

Right. So | can think of
another example and this
is a really fun example
because it was started by
one person who didn't
have a lot of resources,
and I'm going to use a
social network as an
example. In this case we'll
use Facebook but you can
do this strategy in any
market where there's a
social

Whatever

community.

country,
whatever the popular
social network is you can

apply this strategy. It's an
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unconventional way of
building what we call a
tribe, where this would be
a group of people that are
passionate about
something that you too
That
can be a business venture,
it could be a hobby, it

could be a product. So the

are passionate in.

traditional way of thinking
Jay is to say, "Okay, if | sell
this product, | want to
create a community," let's
say Apple. "I want to
create a community of
people who love Apple
That's  the
way right?
Let's create people who

products."

conventional
love our product.
However, an
unconventional approach
more

and actually

powerful because it
becomes business asset
that you can retain, no
the

company goes, is to say

matter how far
what is a passion that my
audience has and let's
create a community

around that passion.

So for example, we have

one gentleman  who
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started up a small
company to help
insurance agents find

more leads. He went to a
social network and he said
we're going to create a
networking community to
help each other grow our
businesses. It's not going
to really talk about buying

leads or data of
consumers, we're just
going to talk about

opportunities for success.
In fact he called this group
The
Success Group. What he

Opportunities  for
did is everyday he had
somebody go out and
invite people to this group
and he would contribute
comments. Well fast
forward about
twenty-four months later,
that group is now thirty
thousand people of his
core audience strong and
the value of that asset is
roughly anywhere
between twenty to forty
thousand dollars. Now
what's interesting about
this story is that business
that was grown on the
back of that

grew double digits every

network,
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single month without stop
for thirty six months and
the
growth was the fact that

sole method of
people were talking about
that company as a virtue
of being part of that
network.

Let me give you a second
example that went into
the
specifically in the field of
There

gentleman who started a

consumer space

sports. was a
group on Facebook, which

was related to Miami
sports. So he took all of
the major sports teams in
Miami and started sharing
statistics, pictures, means,
funny graphics and videos,
anything related to sports
and that area. He just
started it initially because
he loves sports. He didn't
have a way to monetize it
yet. So what he did is
everyday he  started
inviting people. He was
posting content and that
little group grew from a
few hundred, to a few
fifty
to today it's
hundred

thousand, to
thousand,

over three
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thousand people who like
that page, and the way
that he monetizes it is
fascinating. He will use
the survey strategy. He
asks he audience, "I'm
thinking of developing a
T-shirt. | don't know what
| should put on my T-shirt.
Here are three different
designs, please vote and
the winner will get turned
into a T-shirt." So people
vote on the type of T-shirt
they want. So they're
telling him exactly what
they want and then once
the vote is in, he creates
the T-shirts and he sells
back to that

audience together with a

them

few access to tickets and
games and paraphernalia.
That little

generating one hundred

group s

thousand dollars a month
just off of the interest of
the that

community.

fans of

So let's back out a second
because there's a very
powerful piece to this
strategy that | think we all
need to realize. As we
grow

our businesses,
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there is various assets
within those businesses
that are valuable to us but
are also valuable to
potential investors, or if
the game is to eventually
sell the organization or
sell the company, as in our
case was as a start up, we
were always looking for an
that

valuable to a potential

asset would be
buyer. When you develop
that s

around

a community
centered

something that people are
passionate about and not
necessarily your product,
this is an asset that can
continue to eventually.

Just yesterday | was
talking to a gentlemen
who built one of these
large groups and he sold
his shares in the company
but because he kept that
asset as his own, he was
the one who started it, he
got immediate offers for
very lucrative business
opportunities because he
had an audience that was
passionate about a certain
topic, and that would be

one of the biggest...
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Jay:

Jeremiah:

Jay:

Jeremiah:

Jay:

Jeremiah:

So it's a wonderful reverse
opportunity to really
leverage your own affinity
or community and
establish all  kinds of

partnerships with other

product and  service
providers.

Absolutely.

Okay.

Il give you another

interesting story.

Good.

It's kind of along the same
lines. There was a
gentlemen that used the
LinkedIn network to build
a small group initially, of
professionals around a
topic of interest, and
again, in the lesson, and
I'm going to give you a
strategy. For those of you
that want to apply this,
you don't want to make
the community too
focused. You would like to
make it broad enough so
that it attracts people of a
certain profession. We

have found that,
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conventional wisdom says
there's more money in a
Niche then there is in a
broad but

what's interesting is when

community,

you go into social
networks the broader the
community, the more

people are attracted to it.
This group in particular
that I'm thinking about is
one of the, | would say the
top ten largest groups on
this social network in the
entire world. It's well over
a hundred thousand
business professionals,
which is harder to build

than consumers.

What he did is he built
this little group and he
built it up to the point
that he didn't know what
to do with it. So he found
somebody that had a
value, who saw value in
the group, and he sold
that group for, | think it
was forty thousand
dollars, but here's what's
interesting is the person
who bought the group did
something very ingenious.
They already had another
that

product was
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marketing to the same
audience. So they used it
as an add on product. So
they were offering
advertising to the other
forum, they had a very
popular forum. They said,
"Okay

advertise on our forum,

now you can

plus you can also
advertise to this group
that we now own." With
this group,

permitted to send one

you're
email a week by this
platform every week for
the vyear, so fifty-two
emails. He turned around
and sold the ability to
email that group, which
up to this people really
didn't think they could
monetize, for six thousand

dollars an email.

So he turned a forty
thousand dollar
investment into a three
hundred fifty

thousand dollar revenue,

and

and sold out all of the
emails within a, | think it
was a sixty day period,
people had bought out all
of those emails, in

addition to him being able
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Jay:

Jeremiah:

to talk to his group about
whatever he wants

twenty-four hours a day. |

thought that was a
brilliant example of
finding value in

somebody's network that
they don't see and looking
for people who potentially
would want access to that
and then creating an asset
that you can leverage.

| like that. So now, I'm a
business, no matter what
I'm selling or who I'm
selling it too, what would
you recommend to
leverage social media
communities and
partnerships, for the
betterment of selling my
product or service,
generating leads for my
product or service, getting
massive PR from my
product or service, getting
quality prospective
buyers, whether I'm B to
C, B to B, whatever, how
would | use the various
strategies best, first, and

why?

Okay. So let's go back to

the original concept which
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Jay:

Jeremiah:

Jay:

Jeremiah:

is asking yourself how can
| add value. So whether
I'm a multinational
corporation already doing
a billion dollars in sales or
I'm a smaller entity |
would look, again | would
look for the entities that
have the access and I'll
give you a strategy Jay.
Actually the best way | can
share this is to tell a story
from my own personal

experience.

Okay.

| learnt early on that the
most  preeminent and
most effective way of
generating quality
prospects in sales s

through education.

Right, | agree.

What | mean by that is
when you take the stand
that you are going to
educate the market on
problems and issues that
they themselves maybe
only realize at the surface,
which you can profoundly
go into the implications of
them not making changes,

then you can own a
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Jay:

Jeremiah:

Jay:

Jeremiah:

market, and that was my
experience  building a
company that grew fifteen
hundred and

percent

three
in three vyears
which took us to the Inc
500 list. We were number

seventeen in the country.

Wow.

The whole method we
did, is we used education,
and it was even harder for
us Jay because we were
creating... We created a
software product that had
no competitors but
nobody had ever heard of
and didn't feel that they
needed. So the only way
that we could enter the
market is by educating
them on the problems
that they had, which they
didn't know they had. So
we had to come up with
creative ways. So what we
did is we used education
and let me give you some
tactical ways you can do
that.

Okay, go ahead, please.

First of all, we created a

report, a special report.
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We called
Secrets of Top Producers,

it The Seven

very simple. This report
was a collection of
interviews we did with our
small client based and we
asked them, the people
who were performing at
the top of their game. This
is the lesson, go to people
in your industry who are
either your clients or your
clients. It
if they
don't do business with

potential
doesn't matter

you. Say, "We're putting
together a research piece.
We would like to know
from your success what
are the key habits or
follow."
take

principles
Then

elements from each of

you

we would

those and we collected

them into a group of
seven. We found that
there were seven

common things between
the top people in our
industry and we put that
into a report. Now the
psychology behind that is
that everybody who is in
that field, wants to know
what the best are doing.

Most of the times these
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Jay:

Jeremiah:

people will never share or
if they do share, they're
going to... You have to pay
them a premium and
most people just don't in
the business community.
So we took it on
ourselves, we're going to
share the best secrets of

these top producers.

Great.

We sent a report out and
what we did is we invited
who had the
audience to do what's

people

called, here's another
tactical lesson, create a
side bar inside the report.
So we said, for example,
Jay, | would say, "lJay, |
know that you market to
this  audience, we've
created a report that has
the top strategies to
success. We know that
you have an opinion. We'd
like to invite you to create
a side bar. We're going to
put it in the report and
we'll distribute it to our

audience of five thousand,

ten thousand, or
whatever." Now you're
very interested in that
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Jay:

Jeremiah:

Jay:

report and your interest in
helping me distribute it
has now increased. When
we turn around and say,

"By the way, would you be

interested in us
interviewing  your top
producers that are

actually in our report, and
you could invite all of your
audience." Well we would
do these webinars, Jay,
and we had four to six
hundred that
would show up and the

people

moment the webinar was
over, because our
audience was hearing a
top leader talk to us and
talk about our product in
a non-promotional way,
our sales team was busy
for three weeks
afterwards keeping up
with all of the demand.

[crosstalk 00:30:44]

What's the lesson to

everyone else?

I'm sorry, | didn't hear
that.

The lesson to everyone
else that they can act on,

execute, adapt, or adopt.
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Jeremiah:

So the lesson is, interview
people in your field, who
are very successful, put
that into a simple report,
distribute it to your
audience, and find
somebody that also has
an interest that's not
competing that wants to
distribute it as well. When
they send it out to their
list and people come to
your page to opt in and
they put in their contact
information, those
become leads for you. The
second tactical take away,
is that piece of content
does not need to stay as a
report. You can evolve it
into an online
presentation, a video
interview, a webinar. You
can even do a live seminar
and as people come to
register for these events,
all of those people who
come in and register
become leads for you now
and those are leads for
your sales team to follow
up. I'll take this Jay, to the
final level because that
little report helped our

company grow during that
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Jay:

Jeremiah:

Jay:

Jeremiah:

Jay:

hyper-growth period, that
report became a webinar,
became a class that
people paid to attend and
we were invited to teach
the principles of those
Seven Secrets into the
national association of
this group because we
didn't lead trying to sell
our product, we were
trying to educate the

market.

| love that, okay give me

some more.

Another strategy that you
can use then. You want
more tactical take away
right?

Yeah, | think that the big
strategy is that, let's
identify. Your big strategy
is find online communities

or, what would you call it?

Networks.

Networks, that have
access and the trust with
the category of buyer
decision maker
influencers you want and
then devices a number of

different tactical
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Jeremiah:

Jay:

Jeremiah:

consistent approaches to
own the mind share by
based,

doing value

educational based,
non-self serving activities
on a continuous basis to
and with these various
groups in partnership or
just in contribution, that
will make you stand out
favorably and will result in
in the

being

the participants
community

motivated enough that
they want to seek out
more  information  or

contact with you right?

That's correct.

Okay, so just talk more

tactical.

Okay, so I'll give you
another, this is a fantastic
way to reach your core
audience, especially if
they are very difficult to
get a hold of and usually
use what we call
gatekeepers. Sometimes
we all have to do business
with people that might be
CEOs, CMOs, CFOs, people
that have a barrier of
access, where if you want

to sell something to them
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it's very difficult. So you
have to come up with an
alternative superior
strategy to be able to get
This

works

access to them.
strategy

exceedingly well and you
don't need anything more
than a phone and a laptop
to do it. So one of our
clients is doing this right
and it's

now actually

having phenomenal
results. You can almost get
an eighty percent yes ratio
from

people if you

approach this properly.

So let's take the example
of education, Jay. Let's say
| have something | want to
sell to somebody who has
massive influence and
also massive wealth and is
an  involved  decision
maker in an organization
that | really want to get
access to. Well obviously
the traditional way says,
"Okay, I'm going to try to
come up with a great
sales pitch. I'm going to
try to come up with all the
benefits and the negatives
of not doing business and

I'm going to try to get an
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Jay:

Jeremiah:

Jay:

Jeremiah:

Jay:

with  this
person so | can get fifteen

appointment

minutes of their time."
Well an
superior method to get

alternative

access to this person is to
establish yourself as an
authority in the space
where they do business.
So if let's say for example
you're going after chief
financial officers. Instead
of trying to approach
them with the sell, you
approach them to
interview them for either

a radio show, a book...

It can be an online
internet radio show.
That's right.

Or a podcast, | mean

either, whether it be

audio or video.

That's right. It could be
video interviews. You
could use Google
Hangouts. You could use
PodCast.

called Blog Talk

There's a tool
here
Radio.

Or whatever the other

alternatives are and, just a
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Jeremiah:

Jay:

Jeremiah:

clarification, if you are an
awkward interviewer you
can create a personality

that you pay that
becomes basically the
interviewing

spokesperson but

truthfully you're better off
developing the
communication and the
skills

want to

public  speaking
because you
establish yourself as an
icon within this category,

right?

That's exactly right.

Continue.

Exactly right. So the
approach is, we're using a
social network to build
this out right now. We're
using LinkedIn which has
the business to business
community in there and
using certain strategies
you can direct message
somebody. The subject
line is very simple in the
email, very simple subject
line, "I'd like to interview
you for my radio show."
That subject line almost
always gets open because

people who are in

—RbBertholc A VA2 —AKR—7
ANR—=I v HDL BT EHLTEETN, K
LoLIAZ, Boalia=fr—rar
NEERNERBEIETIE I NENVTT,
RERS, BRIEHGEZORHTT A 2
VELTHESLES R0 DN S, £ 9T
el

le:zDi@YH T -

Jasftl T TR &,

ez ol ) T, FlEIT, FRrITEIILS
V=¥ Ty NU—Z EFIAHLTINE
BELEI2ELTWNDDOTT,

FL=BIEBtoB DI 2 =F 4 WbV | #Hn
WCHEBEA v —U R kD N TED
Linkedin ZF]H L TW\WE T,

A= DX A NIIEFICHE T, FEH
ICEHiZe 2 A bV [T OFFBHO=DDA
VA E o — K

DA MMRIFEAEVOLBE SN E
T IREIROMEN DN B D UL D NIT— AT
ICERLTE e A Lo e BT




position of authority

typically like to share the

wisdom they've
accumulated. We've
observed this, the

psychology of successful
people, the ones who
truly understand success
enjoy giving back to the
community. So it's
something that touches
on an altruistic motive
inside of them. It also

touches on a selfish
motive which is to get free
brand

heighten their brand. | can

exposure  and
remember a story once of
a vice president of

marketing  who was
invited to be a speaker, a
radio guest, and a
television guest, all within
this period of six months
because he knew that not
only would it make his
company valuable but it
would give him more
stature and authority in
his workplace and value to
management. That's on

the side.

Okay, so inside the email
is very simple. There's no
need to

get very
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Jay:

complicated. We simply
start off saying something
like, "l took a look at your
professional profile and

you have impressive
credentials. | think that
you could add

tremendous value to the
CFO community in my
radio show which focuses
on leading trends,
insights, strategies and
challenges that are facing
the chief financial officer
today in Japan," or in the
United states, or wherever
you are, "l would send you
the  questionnaire in
advanced so you will feel
prepared and we normally
do this over the phone.
We could do it within
fifteen to thirty minutes,
whatever time works for
you. By the way," and we
use a very cool calendar
tool. It says, "You can also
click on this link and book
yourself directly into our
calendar for a preliminary

discussion."

| like that. So they would
actually set up their own

appointment.
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Jeremiah:

Jay:

Jeremiah:

Jay:

Jeremiah:

That's right.

You can decide whether
they come to you, you go
to them, or if it's
telephonic or Skype.

That's right exactly.

Great.

So it eliminates about
eighty percent of the time
savings of back and forth.
They book
and then you have a

themselves

fifteen minute discovery
call. The call is all about
them. How long have you
been... You have their bio
in front of you, you kind of
touch on some highlights,
then you go into the
guestions. You say, "Do
you have any questions
for me? Does this seem
comfortable to you," and
you work out everything
and most of the time
they're just very happy to
be invited, because most
executives  today are
overlooked. So anytime
they have an opportunity
to share something with

an audience outside of
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Jay:

Jeremiah:

Jay:

Jeremiah:

Jay:

their
really appreciate it. Then

work place, they

you book the
Then if
you're using a platform

appointment.

like Blog Talk Radio, or you
can even use Skype and
you can use a software
which

records video and voice at

called Evayer,
the same time and you
can turn that into a

podcast on iTunes.

Wow.

It's very simple. You do
the interview and at the
end, and here's the really
wonderful part Jay,
00:39:22]
typically what happens is

[inaudible

the person being
interviewed asks them,
"What else do you do?"
That is the

introduction to talk about

golden

what you do and why you

approached them.

A qualitative way that is
not hyperbolic or self

serving.

That's right.

| love it, give us some
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Jeremiah:

more.

Okay, well
develop on this a little bit

further

let me just

because I'm
assuming that some of
our friends in Japan are
going to have an
audience, that they want
to target the affluent, for
example. There's been a
lot of studies done on the
affluent and what's
interesting about when
you're going after the
affluent and most of the
people who are perhaps
at this higher

business are, they want an

level in

affluent person, before

they choose to do
business with you, wants
several
Each

one of them must be

to see you in

different contexts.

favorable to them. So
number one is the
business. That's the most
obvious context, but it's
probably the context
where we should not
start. They want to see
you in a social context. So
that could be being at the
same

social clubs or

events where they are,

AN
JedlZv, LD LT ZHIZ OV TR X
LS, ¥, HEEEO AN
OHFIIXERIEEZ X —7 v M LTEWER
HLWNDENH LBV EREL TNDENHT
R

EREICET AL SALE L,
BURIRWZ &2, BHESLE VR ADEN
HPZIZWD N ZBR D 758, HOHITE
WEZROET, WHFEIHRZEEI R
T LIERIRT DR, Sielodtkx g
I XARDHF TR LS ELET,

FIENDME BT & > THERI TR T IZWN
T2V T,
—HBTHDHZLENEELDTY,

FNRERLHLLRCIRTT, LarL, &
I T2 DED D _RE TIE R WCAR T,

1 513 d 7R 7 AR SURO H TR 7
WOTY,

DEY, WD ER U T TRA S b
252 &TY,




talk
business, but you really

where you don't

try to get to know them as

a person.

This  third

probably one of the most

context is

powerful because it
positions you in the
context of a thought

leader. With that strategy

you can now position
thought
the

people that you are trying

yourself as a

leader and even
to prospect that maybe
never wanted to be on
your show or are not
responding to your

business prospecting, you

can send them the
podcast and say, "I
thought you'd be

interested in this. | just
interviewed the CFO of
this corporation and he
had
things to say. If you'd be

some interesting
interested in being on our

show, please let me
know." So now you get
access to a market that
your ideal audience sees
you have leverage in and
that is a preeminent

position to be in.
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Jay:

Jeremiah:

Great, good, let's make
You're
going
outside, but one of the

another point.

talking about
things that people don't

maximize is their own
internal database, buyer
base, prospect base,
relational capital. So let's

talk about that as well.

Excellent, one of the

strategies  that's  very
simple to do because you
have the good will of your
clients, is to feature your
clients as heroes or
experts or authorities in
success stories. There's
may different ways to
approach it to your target
One

that I've used over and

audience. strategy

over again is, we've
surveyed our audience by
using a simple tool like
Google Forms, or Survey
Monkey where we asked
them what are the
successes that you've had
with our tool? Would you
be willing to share your
stories with others? What
could we do to make our

business even better?" So
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it's not completely about
"We're

more of a collaborative

wonderful," its

conversation that you're
trying to have. From the
survey, and by the way in
your organization usually
the best source of stories
for  these

are your

customer support
representatives. They're
talking to vyour clients
every single day, so we
incentive
the
customer service team to
with the

marketing team and tell

would create

programs for

communicate

us whenever you hear a
great story, let's have a
meeting, we want to hear
everything about it. The
best stories that were
collected by the customer
service reps would get a
prize for example, or we'd

give them a reward.

Then we'd take our, these
are again internal assets
Jay, that we don't even
have to pay for that are
already there sitting right
in front of us. We would
feature them in webinars.
Where

we would do
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either video interviews, or
audio interviews, or
telephonic interviews and
we would ask them their
story. Where did you
come from? How did you
start to feel the need for a
like
this? What is a strategy
that

success? Tell

product or service

you've used for
us about
some of the tough times
you've been through in
your business and how
did you get over them?
What's fascinating is, we
can talk. Any of us is
entrepreneurs and we
love our products, we're
passionate about who we
are, but our voice is never
as powerful as the voice
of somebody who's using
our products or services
because it's authentic. It
doesn't feel like we're

being sold to.

So we would host a series
of webinars and we'd turn
these into live events. We
did a series of road shows
actually, all over the
country where we invited
our clients to come on

stage and share how their
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Jay:

businesses were
successful. Now about
half of the time they had
to do with our products.
The other half they had to
do with completely other
different strategies and
products and services
which was fine with us,
because we didn't want it
to seem like it was only a
commercial for our
products, but by going out
there and showing our
audience, "Hey there's
people exactly like you
that are having success,
you should come hear
them." Those were our
most  popular  events
every. So that's one where
you could use internal
resources that are right
there sitting in  your

database.

| love that. So what do
you think the big message
you're trying to share, and
by the way when
Jeremiah  talks  about
various tools, he's talking
about two kinds of tools.
One is the tool that he
sells. The other are the

tools that are available for
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Jeremiah:

you to do everything from
surveying to recording. It
matters not if you get
confused. Probably many
of them would still work
there, but if they didn't,
they

most  assuredly

would be equipment
providers in Tokyo. So
don't get frustrated about
that. He's just trying to
give you this broad and
wide introduction to all
the things you can do.
We're going to run out of
time, so what do you

think the biggest message,

the biggest impacting
realization, the biggest
haunting positive,
distinction you  want

people to take away from
this discussion, and what's
the thing you want them
to do absolutely, if they do

nothing else, and why.

The most profound
realization I'd like to share

with our friend sin Japan,

is that you have
everything, and this s
actually Jay something

you taught me, you have
everything within  you

right now to be successful,
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Jay:

Jeremiah:

Jay:

you simply have to be a
little more creative than
the next person and be
able to see who has the
audience you want, how
can you add value to their
business or their life, and
then
collaborate together to

how can you

serve that community. My
big realization Jay has
when |

always been

approach any business
problem, no matter how
complex it is, if | look for
the place to serve the
most, the answer always
becomes obvious and the
person to serve the most

is always the end client.

That's been my
experience in growing
companies  very, very
quickly.

That's great.

That would be the biggest

take-away.

That's great, and then if
people want... Are you
going to actually be
there? We're going to try
to connect you, | couldn't

remember.
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Jeremiah:

Jay:

Jeremiah:

Jay:

Jeremiah:

Jay:

Jeremiah:

Yeah, I'll be there live.

Okay, so you'll be around,
you'll hang around, you'll
be able to do
and problem

some
scenarios
solving and they'll get to
know you well there and
I'm sorry | don't have
more time today, but |
think this is going to be
extraordinary and | thank
you very, very much. If
people want to reach you,
because I'll probably use
this in other applications,
how do they reach you?

Just find me on LinkedIn,

my name is incredibly
hard to spell, SO
Jeremiah...

And pronounce.

I'm sure my name will be
somewhere around this
video. So just find me on
LinkedIn, I'll be happy to

connect.

Okay thank you for your
time, | appreciate it

greatly.

Thank you Jay.
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Jay:

Bye.
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