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We've talked about what makes a guerrilla marketing plan last

week. today let's talk about the personality traits of a

guerrilla marketer. And rest assured that you do not need to be

born with these traits. You can learn them. As one of my

favorite motivational writers of all time, Napoleon Hill, said:

"There are no limitations to the mind except those we

acknowledge...Both poverty and riches are the offspring of

thought."

−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−

A side bar here: If you do not spend a little time every week,

if not every day, doing some sort of motivational "reading,"

then let me suggest that you start. Your subconscious mind is so

inundated with "garbage" every day, you need to put some good

stuff in to counteract the negative. Like they say, "Garbage in,

garbage out." You cannot be a great guerrilla marketer if you
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only spout the same garbage that you soak up subconsciously

−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−

The first and most important trait of a guerrilla marketer is

patience. As many of you probably know and have had repeated at

you many times, your prospects will not buy on the first visit

or first contact. To be a great marketer, you must be patient

with your prospects.

There are a number of studies on this subject. One of the most

interesting says that for every three times your prospect sees

your message, they only actually pay attention two of those

three times.

Patience is tied in very closely with the second personality

trait you must develop: commitment. You must make a commitment

to your prospects and customers. You must get involved with

them. They come first! Their dreams must be your dreams! You

must help them realize those dreams!

You must make a commitment to your marketing plan, no matter

what your family, friends, employees tell you, no matter how

bored you are with the daily routine of carrying out your

marketing plan, stick with it. Be committed! Be patient! There

can't be one without the other.

The reason most people fail on the Internet − or in any business

− is a lack of commitment and a lack of patience!
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But that patience and commitment must be matched by a strong

imagination. Not just imaginative copy writing or imaginative

web design, but you must be imaginative in everything you do.

For instance, Jay Conrad Levinson, the man who developed

guerrilla marketing into a true marketing system, tells the

story of a guerrilla marketer who mailed a letter requiring 32

cents postage. He put 11 stamps on that letter: one 6 cent

stamp, three 4 cent stamps, a 3 cent stamp, and 6 two cent

stamps. No postage meter or Stamps.com for him! Which letter

would you open first? The metered one or the one with the eleven

stamps on it?

This imagination must include the ability to be flexible and

"convenient." What I mean by that is, although you are committed

to your strategy, you must be flexible in your tactics and the

weapons you choose. A great guerrilla marketer is not locked in

on how he implements his marketing strategy. Nor can she be

locked in on how she handles her prospects and customers. Be

flexible! Make it as convenient as you can for your prospects to

do business with you! Make exceptions! Break the rules! The

prospect comes first always!

In order to do that, you must have sensitivity. You must be

sensitive to what your prospect needs. Read between the lines.

You must be sensitive to what your competition is doing. Another
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one of Jay's great stories involves a guerrilla furniture store

owner in a shopping mall. The stores to either side of him had

big clearance sales going on. Each store had a huge banner over

their respective entrances touting their sales. The guerrilla

put a sign over his door that simply said, "Enter Here."

−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−

Another side bar: Your sensitivity should not be limited just to

your prospects, customers, and competitors. Expand your

sensitivity to include your communities and the economy.

Economic trends will help you determine which tactics and

weapons will be most effective. And sensitivity to your

communities will help your identity as someone who is committed

and involved. Some time I will do an article about the marketing

benefits that resulted from my commitment to the whole Spam

issue!!

−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−−

The next two characteristics of a guerrilla marketer go hand

−in−hand. They are ego strength and aggressiveness. Ego

strength is not egotism. Rather it is the quiet confidence that

comes from knowing who you are really and living that self −

having an identity rather than an image. It is this ego strength

that makes commitment possible.

The aggressiveness of a guerrilla is not the stereotype
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used−car salesman aggressiveness. Rather it is the

aggressiveness that makes a marketer do the extra−ordinary to

get and keep customers. It is the giving of more value than any

of your competitors. It is the willingness to "go the extra

mile" for your prospect. It is following up with your customers

regularly, offering them more and more value − more and more

reasons to stay loyal to you!

This aggressiveness is best used in combination with the next

characteristic, which we've hinted at already. A guerrilla has

generosity. There is a testimonial on our web site that one of

you sent to me which says, "Thank you for your time and

generosity." It means we went beyond normal expectations and

gave value beyond what the monetary compensation demanded.

Testimonials like that are what keeps us going day to day!!!

The next to last trait is my personal favorite. Don't ever

believe the old saw that "you can't teach an old dog new

tricks." To be a great guerrilla marketer you have to be engaged

in constant learning, especially on the Internet, where things

change so rapidly. I'm 52 years old, have several degrees, but

these last six months have been more of an learning experience

than all eight years I spent in college and graduate school.

Just writing these articles has been an education. Never stop

learning.
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The last characteristic is probably the hardest for most of us.

I know it is for me. As a guerrilla marketer, you must take

action. All of the above characteristics are useless if you do

not put them in action. Not only do you have to "talk the talk,"

you must "walk the walk."

One final note: a great guerrilla marketer is not necessarily

born. She can be self−made! Do an honest self−analysis. Which of

these characteristics are your strong points? Which are the weak

points? Concentrate on improving those that need work. You can

be a great guerrilla. You just need to take action.

If you need any help or morale boosting or advice, feel free to

write me at mailto:john@3r−marketing.com. My in box is always

open to you!
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Guerrilla Marketing Comes of Age by Shannan Hearne−Fortner

When Jay Conrad Levinson first being writing and speaking about Guerrilla
Marketing, he was part of a team developing the most successful ad campaign
ever. The Marlboro Man. Whether you smoke or not, unless you've lived under
a rock you are familiar with The Marlboro Man.

Guerrilla Marketing is in effect the use of wide and varied unconventional
marketing tactics to achieve the most conventional of business goals, which
is profits. Back in the day when Levinson coined the philosophy, the
internet age hadn't arrived. And still, he developed hundreds of guerrilla
marketing tactics that millions of successful businesses used to grow and
prosper.

Now that the internet age is moving beyond its infancy, and the majority of
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homes have at least one PC with access to the internet, guerrilla marketing
is ready to come of age. The internet lends itself to guerrilla marketing
because it makes optional so many low−cost, viral marketing alternatives.

By the standards of a guerrilla, a successful business is one that is making
a profit. Obviously, Amazon.com wouldn't have been considered successful by
guerrillas even though they were growing by leaps and bounds.

Guerrilla marketing is perfect for small business working on shoestring
budgets. As I've heard many a Success Promotions client say, "frayed and
short shoestring budgets". According to the original list of Guerrilla
Marketing Arsenal Techniques (which included 100 weapons) sixty−two were
free. Guerrilla marketing is incredibly useful to internet marketers because
there are so many free and low cost advertising tools and tactics available
via the internet.

Jay Conrad Levinson always preached using ALL the technology available to
you. Your computer. Your fax machine. Your telephone. Your cellular phone.
Your pager. Your Palm device. Your laptop. Your digital camera. Your
wireless accessories. EVERYTHING.

In an age where technology is advancing by leaps and bounds, Guerrilla
Marketing is truly coming of age. I was just cutting my teeth in marketing
when Levinson was fine tuning Guerrilla Marketing. And I bought into the
concept lock, stock, and barrel. As a result, I am all about marketing on a
frayed and short shoestring budget.

So the next time you are in the store or on e−Bay or thumbing through a

catalog and trying to decide if a digital camera or a web design program or
an contact management program is a good investment, listen for the drum beat
and the rolling thoughts of Jay Conrad Levinson. If you don't think the
technology item is a good investment, perhaps you should pick up a copy of
one of Jay's latest books. If you do think it is, instead of letting it lie
around your office collecting dust while you wait for time to learn how to
use it, plug it in and get rolling.

The day of the Guerrilla is upon us. And the worm no longer just goes to the
early bird. It goes to the bird who uses every tool in his work hunting
arsenal to catch the worm. Be the Guerrilla. Buy the technology. And get
started marketing. Guerrilla Marketing has come of age.
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