
This Free E−Book is brought to you by Natural−Aging.com.

 100% Effective Natural Hormone Treatment
 Menopause, Andropause And Other Hormone Imbalances

Impair Healthy Healing In People Over The Age Of 30!

Marketing or Selling −− Which is more important?

By C.J. Hayden

Marketing or Selling −− Which is more important? by C.J. Hayden

A question I often get from clients and students goes something like this: "I've been collecting
marketing ideas... and I have a drawer full! I also have a stack of promising leads I've accumulated.
And I know it's important to stay visible, so I do a lot of networking, but then I just end up with more
names in the stack. How do I prioritize all this?"

If you've ever wondered something similar, you may have lost sight of a very important truth −− the way
to win the marketing game is not to collect the most leads; it's to make the most sales. Marketing
activities that increase your number of sales are good, and activities that don't are bad, even if they
bring in plenty of leads. If you don't follow up on the leads you gather, you are throwing away your time
and money.

The main purpose of marketing strategies like public speaking, writing articles, getting publicity,
networking, promotional events, and advertising is to gain visibility. (A secondary purpose of the first
three strategies can be to gain credibility.) Why do you want to be visible? It's not just so people will
know who you are and what you do, it's so they will do business with you.

If someone has already expressed interest in doing business, call them. Do it now. Memorize this rule
−− following up on hot, or even warm, client leads is always more important than marketing for more
visibility.

There is a simple diagnostic test you can take to see where you need to focus your marketing vs.
selling efforts, which I call the Universal Marketing Cycle. Think of the marketing and sales process as
a water system that begins by filling your pipeline with leads. The pipeline empties into your follow−up
pool, which you are continually dipping into.

Your intent is to move the leads further along in the system, to making a presentation of some kind (by
phone or in person), and finally closing the sale.

Where are you stuck in this system? Is it in filling the pipeline to begin with? Or is the pipeline full, but
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you haven't been following up? Perhaps you have been following up, but don't seem to be getting to
the presentation stage. Or maybe you are making presentations but not closing sales. Wherever you
seem to be stuck is the area that needs more effort.

When you have promising leads you aren't contacting, the follow−up stage is clearly your stuck place.
Take that stack of leads and sort them into three categories: prospective clients, useful networking
contacts, and other. Now sort the prospective clients into hot, warm, and cold. Stop right there and
follow up with all the hot and warm leads.

If, and I do mean if, you still need to do more work about marketing after following up with all those
leads, go to the networking contacts and sort them into two groups: people who can lead you directly to
prospective clients, and people who can lead you to other marketing opportunities, e.g. a new

networking group or a speaking engagement. Stop, and you guessed it, follow up with the people who
might have leads for you.

You should now have three groups left: cold client leads, people who can lead you to marketing
opportunities, and other. Now is the time to decide whether you need to do something new to market
yourself at all. Look at what you have been doing so far to get all those hot and warm leads you had.
Maybe you just need to do more of the same.

If that's true, put those cold leads aside, because you'll have more hot and warm ones shortly. If you
need to do something different to get better leads than what you had, go ahead and explore one of the
new marketing possibilities in your second group, or one of the ideas stashed away in that drawer. And
that "other" group? Throw them away. They are just cluttering up your pipeline.

Pre−Selling In Affiliate Marketing

By Peter Garant

There are many entrepreneurs today who are earning thousands of dollars each month. They have
found financial freedom. And when asked what they exactly do with their online business, their answer
is affiliate marketing. But what makes many entrepreneurs successful in affiliate marketing?
Entrepreneurs are successful in affiliate marketing because they were able to convert the visits of
Internet users into sales.

How is it possible for affiliates to easily convince visitors to purchase their products? The answer lies in
pre−selling. The big secret in affiliate marketing success is an effective pre−selling. Pre−selling happens
when the visitor is already willing to purchase the product even before he clicks the banner that will link
him to the merchant's website.r

In pre−selling, the target customer is already convinced of the importance of a certain product. And by
the time the target customer arrives in the merchant's website, he will immediately proceed to the order
form page. Thus, the affiliate gets a high conversion of visits into sales. But how will an affiliate conduct
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an effective pre−selling?

First, the affiliate must realize that having banners alone is not reliable. Some visitors may click on
such banners and the affiliate may be paid by the merchant in a pay−per−click compensation scheme.
But the earnings from such a set−up will be meager. With banners only, the affiliate will be struggling
just to earn a few dollars. Therefore, the affiliate must have more in his website other than banners.

This leads to the second thing that an affiliate must realize and do something about. The affiliate must
realize that he must have good content in his website. Such good content must be two things. First, it
should make the affiliate's website land high on the list of search engines. This is putting the website in
the path of target clients. And second, the good content should entice the client of the importance of a
certain product or range of products.

The content, however, should not do hard selling. That is, the content should not be obvious about the
selling of the products. If the visitor realizes the selling, he will have second thoughts and may not click
on the merchant's banner at all. This is why the content should be informative and should expound on
the benefits of the product. The affiliate's website should become a fountain of information for the
visitors so that he will return again and again to the website.

It is also a good idea to have several products being promoted in the affiliate's website. This way, the
visitor will have choices and he will not think that the affiliate is simply selling the product.

Peter Garant's affiliate marketing

site sells affordable unique website

content

to webmasters that understand the need

for unplagerised and high quality content on their websites.
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