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Book Outline

Guerrilla Marketing on the Internet
The Definitive Guide from the Father of Guerrilla Marketing
Chapter 1: The Internet: The Most Powerful Guerrilla Marketing Tool Ever Created

Guerilla Marketing Principles at a Glance

· Guerrilla Investment
· Guerrillas invest more time, energy, imagination, and knowledge than money.
· They work to achieve the best possible outcome using limited resources wisely.
· Don’t was time making penny-wise but pound-foolish decisions.
· Don’t confuse “least cost” with “best cost”
· Don’t make BIG mistakes, test on small scales first
· Guerrilla Intentionality
· Guerrillas pay attention to details in the aspects that have a big influence on customers. 
· Amazement – “wow” the customer with the little things that set them apart
· Content – value substance over glitz.
· Involvement – get customers involved in the experience, two way-conversations. 
· Guerrilla Commitment
· Stay committed and focused on your task
· Be patient and phase in strategy
· Guerrilla Partnerships
· Not winner take all – know they have to depend on others
· Seek out partnerships and strategic alliances
· Guerrilla Psychology
· Use laws of human psychology and behavior
· People want to improve their current situation
· Guerrilla Assortments
· Use a variety of low-cost, high-impact marketing tools both online and off
· Guerrilla Measurement
· Profits are the benchmark for success, not sales or orders
Chapter 2: The 12 Biggest Internet Marketing Mistakes – And How to Avoid Them
· Basic Tenets
· Rule 1: every business, govt. agency, and NPO must have internet presence

· Rule 2: Guerrilla sites have one main purpose: generate direct or indirect revenue

· Rule 3: You must learn online marketing strategies and tactics

· Rule 4: Must be open to learning new technology

· Rule 5: Just because the technology is there, doesn’t mean you need to use it

· Mistake 1: Putting up a website with no planning

· Small businesses waste billions each year on websites that are developed, posted, and ignored.
· The last thing you want to do is disappoint your visitors when they reach your website 
· Mistake 2: Failing to research competitors and the marketplace

· Make sure people share your passion – use inventory.overture.com

· Don’t enter oversaturated markets – search keyword on Google
· Mistake 3: Developing poorly designed websites that are difficult to navigate.
· Stay or go moment within 10 seconds, don’t make it look unprofessional or difficult to use
· Mistake 4: Failing to write effective direct response copy
· Push people to act – put benefit driven headline at the top

· Third-party feedback is the fastest way to establish credibility
· Mistake 5: Failing to build permission-based email marketing lists
· Get people to opt-in, you can send them promotions and other info
· Internet marketing is based on relationship building, get them to trust/know you
· Mistake 6: no traffic generation strategy
· Attract the right people, not just people
· Develop a good plan to get them there
· Mistake 7: Not using web 2.0 social media and technology
· You are missing out on incredible opportunities by not doing this

· Mistake 8: Not using online and offline marketing combinations
· Put your site on ads, flyers, business cards…
· Mistake 9: Failing to track marketing campaigns
· Track everything you do so you know what’s working and what’s not
· Mistake 10: neglecting to build virtual teams and partnerships
· Outsource one time tasks or use virtual assistants, you can’t do it all
· Mistake 11: Failing follow up with prospects and customers
· It can take up to 29 reminders before a prospect becomes a customer
· “ignored” customers will take their business elsewhere
· Mistake 12: failing to ensure that computer equipment is up to the task
· Have quality hardware, software that makes your job easier, back up your data and stay mobile
Chapter 3: High impact at a low cost
Site design strategy

· Immediate online sales
· Sell goods, services or digital products for immediate delivery. Online or offline payment.
· Lead generation for future online sales

· More economical to build credibility with targets, get them on email lists

· Lead generation for future offline sales
· Used to promote brick and mortar locations
· Hybrid
· Gathering leads for online and offline sales
Types of websites

· Squeeze page
· Full page opt ins. Good when visitors are pre-sold or it is a proven commodity
· Sales page/letter

· Persuasive sales letters, bullet points, strong calls to action, irresistible offers
· Blogs
· Cheap and easy to build and maintain, easy to move up in search rank

· Easy to add video, audio, photos, shopping carts
· Continuity websites (membership/subscription)

· Best for hard to find, highly focused information
· Informational or brochure websites
· Put up detailed info about a service or product
· Best for service providers (attorneys, physicians, hair stylists…)

Choosing your domain name and hosting company

· Selecting your domain name
· Should be short, easy to speak, spell and remember. 
· Should include your keywords, also buy similar names to prevent competition
· Selecting your hosting company
· Least cost is not best cost, get reliable host with good services, tools and ongoing support
· Check their past and present reliability record
Developing your website – multiple page websites

· Flat
· All pages can be accessed from each other 
· Best for sites with standard pages, home, our products, FAQ’s, about us
· Indexed

· Main page is index for entire sites content, only page accessible for all others

· Best for sites with lots of content and multiple hierarchies, complex
Navigation and usability guidelines

· Use clear, simple, logical words and phrases for labeling menus
· Keep language simple and consistent, many different types of people will visit so make it easy for everybody
· Categorize content logically
· Categories should make sense
· Within these categories organize alphabetically, chronologically or geographically
· Make speed a priority
· Page should load in less than 10 seconds, don’t use special effects unless absolutely necessary 
· Adjust browser settings
· Make it viewable for all browsers
· Use no surprise navigation devices
· Underline hyperlinks, shopping cart, links on top of page, test internal links
Outsourcing your website

· Check out lots of websites
· Find sites you like and take notes, see who the developer was
· Survey current and past customers

· Ask them what they like/don’t like about the developer, make sure they are happy

· Finalize your requirements
· Identify the look and functionality of your site, and get quotes from developers you like
· Cut costs by getting rid of extras 
· Determine how it will be maintained 

· Either outsource creation and uploading of content or learn to do it yourself

Professional website design on a guerrilla budget

· Use easy to read typefaces and formatting

· No underline, italics, or cursive. Use bold sparingly. Keep typeface consistent.
· Place key content above the fold

· Use color carefully

· Limit # of colors and use a color wheel
· Understand the connection between emotion and color
· When it comes to design, less is more.
· Use artwork and graphics to your best advantage

· Make sure every graphic has a purpose
Chapter 4: Direct response marketing: turning visitors into customers
What do consumers really buy?

· Purchase products, but buy dreams
· Most important goal is to help them meet their dreams
· Tell them how you will help them

· Main reason people buy one company over another is confidence
Direct response communication- How to turn website visitors into customers – guerrilla style
· Talk naturally
· Converse with prospects like you would a friend, but don’t make simple mistakes (spelling, etc)
· Outsource final copywriting to a professional (elance.com)
· Grab hold of their hearts and don’t let go
· Know what they badly want, promote what they want to buy not what you want to sell, wont opt in unless they want it badly enough
· Personalize
· Use their names as well as jargon (regional, technical, etc.) familiar to them
· Provide just enough information to help them make a decision
· Short or long sales copy: doesn’t matter, just make sure you get the important info across
· Don’t mumble
· Tell stories, use colorful language, don’t be just ordinary
· Paint a picture
· Highlight benefits, not features. Ask “why should they care?”

Choosing your domain name and hosting company

· Selecting your domain name
· Should be short, easy to speak, spell and remember. 
· Should include your keywords, also buy similar names to prevent competition
· Selecting your hosting company

· Least cost is not best cost, get reliable host with good services, tools and ongoing support

· Check their past and present reliability record
Sales page outline
· Identify your visitors most urgent problem
· Find this problem, and once you are sure, see if there are one or two others 
· Create an attention grabbing headline (and subheadings)
· Don’t get lost in the crowd, your headline must call out to your visitors and create interest
· People love cliffhangers, inside secrets, how-tos, and persuasive questions
· State their problem
· Connect with them, describe how it feels to have this problem
· Offer the solution
· Tell them why you are the best person to solve it and tell them how
· Resolve their concerns
· Use credentials, testimonials, data, after sale support to make them feel safe 
· Use bullets that resonate
· Bullet list of additional benefits, NOT features
· Offer something irresistible
· Freebies, discounts, add-ons, members’ only areas…
· Justify cost and build value
· Compare with apple-to-apple or apple-to-oranges about why better than competition
· Reverse the risk
· Give them a risk free way out
· Call to action
· Be clear in what you want them to do, don’t expect they know what you want them to do
· Make it easy – have buy now buttons on your pages, tell them how to opt-in
· Remind repeat recap and reassure
· On the order page recap your offer, guarantee, and tell them how to do it
Guerrilla simplicity: the squeeze page
· Opt-in conversions
· Grow your database with the right people, not just people
· Sales conversions
· combine products/offers, follow up on contacts, set expectations up front
· Models for moving from opt in to sales
· Marketing funnel or ascension conversion model, opt in a little bit at a time 
What will you measure
· Measurement is key
· Track, monitor, and analyze key web metrics. Do at least once a week
· Visitor value: product price * conversion %
· Split testing: experiment with different links in emails to see which strategy works best
Chapter 5: Guerrilla Communications: E-mail, Podcasts, and Feeds
Promotional E-mails
· Getting your emails opened - Subject lines
· Keep subject lines short and to the point, don’t put too much info build curiosity, use first names, ask questions, include the number one benefit, don’t send off “spam alarms”
· Getting your emails read
· Include: goal, problem, why you are the best option, why problem should be solved immediately, what benefits are there, how the readers should act

· Be personal, make it easy to read, write casually, get to the point, use lists, write a P.S.

· Getting your readers to take action
· Don’t make them guess, introduce scarcity, impose time limits
Advanced techniques for making your e-mails memorable
· Moving from text to video e-mails
· Video is the future on the internet with sites like YouTube blowing up
· You can add video to email as an attachment, or use helloworld.com
· Audio postcards
· This will help separate you from others in the eyes of your customers
Really simple syndication (RSS) feeds
· What are they
· Content or summaries are sent to you automatically if requested
· Ways to use RSS feeds
· Can use them to promote your websites and send out emails to keep customers up to date
· Gathering RSS feeds
· You simply download a reader, and then go to a website and click on the RSS feed icon
· Adding RSS feeds to your website
· Use a tool like RSStojavascript.com to activate your feed
· Make sure visitors know it is there put it above the fold, regularly add fresh content
Podcasting
· What are podcasts?
· Audio or video that can be downloaded to computers and mp3 players. One time or subscribe.
· Why Guerrillas use podcasts
· It is easy and cheap. Anybody can host their own radio or TV show
· Gives instant access to information, can be viewed any place any time
· Equipment you’ll need to publish your own podcast
· Microphone, editing software, audio uploading software (wordpress, iTunes, FTP)
· More tips for effective podcasting
· Plan ahead, keep it brief, write a script, promote it, mention in blogs, converse, don’t sell
Nanocasts
· What are they
· Commercial versions of podcasts to reach narrowly niche consumers
The new language of mobile devices
· Text messaging
· Works where there is noise, discretion is important, or sending phone numbers or directions
· SMS has created many new abbreviations and guerrillas need to adapt and use SMS as a tool
Chapter 6: Guerrilla traffic: driving visitors to your website
Search engine traffic: where it all begins
· Basics
· People assume websites listed first are better, and 80-90% don’t go past the first page, need SEO
Search engine optimization: a primer
· Basics
· Engines send out “spiders” to scan pages daily and then data is sorted and stored. 
· Powerful keywords and phrases: the heart of search engine optimization
· Keywords: terms visitors will use to find your site
· Put most powerful keywords in copy, headings, footers, domain names, and links

· Don’t have too high of a keyword density (keyword 2-5 out of every 100 words is good)
· Use keyword variations

· Use keyworddiscovery.com and wordtracker.com to see what keywords are popular
Guerrillas make their sites easy to view and use
· Links
· Make sure all internal links work

· Have links to and from all pages, they should always be able to get “home” from every page
Guerrillas link with others
· Inbound links
· Links to your site from the outside (check with backlinkwatch.com or search Google link:”website URL”
· These links act like votes for your website. Writing blogs and articles are a good way to build links
· Outbound and reciprocal links
· Outbound are one way links out of your site, they help enhance your credibility
· Swap links with others in similar areas, which will enhance customers experience, make it natural

· Guerrillas add relevant content
· Search engines are in the “trust” business, so put on your site what you say is there and you will be rewarded
· You can create content that goes against the popular belief, also you can put others’ content on your site with permission
· Search engines reward constantly updated content, not static pages
Guerrillas participate
· Find out where they gather
· Search for forums, discussion groups, or blogs that fit with your website’s content

· Become a part of the community
· Post thoughtful comments, questions, and advice
· Don’t sell, include a link to your site in your online signature under your comments
· Position yourself as an industry expert
· Let people know you are an expert and offer answers and information
Guerrillas partner using affiliate programs
· Basics
· Basically one person pays another a commission to sell their products
· You could even do a contest with the associate who sells the most winning a prize
· How are affiliate programs managed
· Automation program identifies affiliates, documents the commission per sale, monitors affiliates sales, and tracks their preferred payment method. 
· Affiliates get a unique code which is put in all of their communication pieces and when somebody responds this code links the sale to that associate
Choosing affiliate programs
· Make a list and check it twice
· Try selling other peoples products first to understand how it works
· Choose something related but not in competition to your product
· Assess, compare, and sign up
· Make sure affiliates give unique codes, are reputable, have bonus incentives, pay incentives quickly, allow you to terminate at any time
Building an affiliate program
· 1. Take a page out of your own book
· Make sure your program stacks up compared to the one you joined
· 2. Take care of first things first
· Let them know how much you value them
· Also prepare them with welcome letters, selling tools (letters, graphics, testimonials, FAQ’s, tips…), and a support page.
· 3. Affix, invite, promote
· Put a sign up link on your site, plus promote it with emails, newsletters, flyers…
· 4. Continue to deliver – even after the sale
· Pay commission on time, don’t make them chase their money or you will lose them
· Pareto’s 80/20 rule – 80% of affiliate income will come from 20% of affiliates

· Reward your top 20%, you might consider them in the future for joint ventures or SA’s

Guerrillas publish
· Guerrillas write articles
· People are looking for information, if you put good articles on your site and others it will drive traffic
· Even if you are a bad writer you can find a ghostwriter on elance.com or craigslist.com, plus you can put others’ articles on your site if you give credit and link

· Guerrillas stay in touch with newsletters
· Regular newsletters are the best way for getting repeat traffic

· They should include good content as well as promotional offers
Guerrillas use word of mouth marketing
· Basics
· 53% of online traffic comes from recommendations of family or friends
· Positive WOM is the best advertising money can’t buy
· Guerrillas go viral
· Viral marketing is designed to create buzz. It can be free video clips, eBooks, images, text messages, flash games…
· Make sure to include your web address
· Guerrillas use tell-a-friend programs
· Give users the option to put their friends email in a tell-a-friend box, and it will send information about your site and the “from” line will read as their email address so it will not be blocked as spam
· Guerrillas generate online publicity
· Mix up a combination of media for your press releases, online and offline
· Write a press release that ties your company to a current story or topic (prweb.com)
· Send out press releases often
· Add controversy, this will drive traffic for people on both sides of the issue
· Guerrillas set up email signatures
· In your email program set up a signature. It this put your name, email, contact info, and URL link
Chapter 7: Guerrilla automation: online systems for effortless follow-up
Automation is necessary

· Basics
· Time is your most valuable asset and you can better spend it looking for new opportunities and improving your business in meaningful ways as opposed to using it to complete menial tasks

Processing online payments
· Merchant accounts
· They are essentially a gateway that lets money be transferred from their card to your account
· Banks do this as well as many online sites. easywebmerchant.com and merchantwarehouse.com
· Make sure they fit with your shopping cart, has reasonable fees, can charge customers by the month, has 24/7 technical support, provides security measures
· PayPal and other third-party processors
· For a fee they will process your transactions
· Their fees are higher but they don’t charge monthly so it may be cheaper.

· You are also less flexible, but it is much easier on the business owner

· One-stop shopping carts

· One case where least cost is not best cost, go with quality (easywebautomation.com)

· Should include added security features, upsell modules, ad trackers, special offer management, flexibility, post-sale support, should calculate tax and shipping, web based administration interfaces, affiliate program management capabilities, and autoresponders
Sequential autoresponders: Guerrilla’s automated workforce
· Basics
· Sends out emails automatically, good for alerting your list about upcoming discounts or sales, sending exclusive info like usernames and passwords, 
· Step 1: identify purpose of email campaign
· Step 2: set up automated email delivery system: this compiles opt in’s into a database
· Step 3: create your email
· Step 4: program and schedule your emails
· Using autoresponders to create sub-lists and “scratch your niches!”
· You can separate your opt-in’s into different groups, and your autoresponders can send just to certain groups
Offline automation for easy follow up
· Basics
· You can automatically send out offline communication as well. Some companies do the same thing but only with postcards and greeting cards. (momentsofmagiccards.com)
Tracking and measuring
· Basics
· Keep track of metrics and know how many visit once/return, how many opt in, compare this to how many become customers and which messages worked best.
· By using a tool like Google analytics you can figure out which of your email campaigns are working most effectively and then you will be able to change your strategy to attract the most new customers
Chapter 8: Guerrilla multimedia: Using audio and video for maximum impact
Basics

· Basics
· As a guerrilla you have to appeal to both sides of the brain and get as many senses involved as possible, this means audio and video in addition to your written word

Guerrilla Audios

· Basics
· People buy from those they know, like, and trust, use audio and let your passion, energy, and enthusiasm shine through
· Try: recording customer testimonials, adding audio greetings to you emails, make streamable teleseminars, ad music to energize or relax
· MP3 or Flash? Mp3 is most common, but Flash is foolproof, easy to convert (instantflashaudio.com or audioacrobat.com)
· Audio equipment and software supply list
· Microphone, recording software, uploading software
Guerrilla Videos
· Basics
· You don’t have to be the one in front of the camera, determine if your “performance” will hurt or help your goal
· You can demonstrate products; have testimonials, interviews, action footage…
· Ten best guerrilla online video strategies
· Rule 1: Go viral – get people to pass it along to others
· Rule 2: Keep the meaning clear and short – don’t make them guess, less than 5 min.
· Rule 3: Be your unassuming self – be “you”, most will like being genuine
· Rule 4: Include your website or blog’s URL
· Rule 5: Make sure your viewers see themselves, not you – how will THEY benefit?
· Rule 6: Package your videos in with other informational products – ex. Instructional video with a toy
· Rule 7: capture the audience from the get go – you only have 15 seconds to catch them
· Rule 8: show them don’t tell them
· Rule 9: Jump on the YouTube bandwagon – it is free, people can share videos so it spreads
· Rule 10: grab viewers heartstrings – make them FEEL
· Video equipment and software supply list
· You will need a video camera, a microphone, editing software, uploading software
Telephone and web-based seminars and conferences
· Basics
· Teleconferences are meetings over the phone; teleseminars are training seminars over the phone. These can also be done over the internet with or without video.
· Benefits
· Make more money – take old workshops and turn them into online seminars
· Have live question and answer with customers
· No last minute stress – quick and easy to set these up
· Don’t have to fly all over the world, improve efficiency – information spread faster
Chapter 9: Guerrilla internet weapons
Choosing your marketing weapons
· Basics
· Choose those that make the most sense for your business, and those that give highest return on investment
· Choose low cost or free weapons first

· Choose weapons that are suitable for your target audience

· Understand that quality is more important than quantity

· Check out other companies in your industry – if you see the same over and over, do it

· Choose methods according to cost, targeting, and response. – benchmark = costs per sale
· Top 20  Internet Guerrilla marketing weapons
· Guerrilla marketing internet knowledge and mindset
· A well researched written plan for marketing on the internet

· A professional looking and easy to use website

· Keyword rich domain name

· Effective SEO strategies

· Compelling and well written direct response sales letter

· Ad tracking software to measure op in and sales conversions

· Blogs

· Autoresponders

· All in one shopping carts

· Email campaigns

· Email list building strategies that combine opt in opportunities with compelling offers

· Multimedia – audio and video to enhance communication

· Fusion marketing partnerships – joint venture and strategic alliances

· Podcasts and nanocasts
· Teleseminars, teleconferences, and webinars

· Involvement devices: wikis, surveys, polls, forums, blogs

· Affiliate programs – yours and others

· Web 2.0 social media

· Outsourcing – building a virtual team

Chapter 10: The Web 2.0 Guerrilla
Web 2.0 simplified
· Basics
· It is NOT: a piece of software, a type of technology, a website, a computer program upgrade
· Essentially it is the next evolution of internet technologies and human interaction on the internet. People are encouraged to move beyond standard internet communication and share and collaborate with likeminded individuals.

The web 2.0 culture and mindset shift
· Basics
· Represents a return to a more collaborative time
· Genuine relationships valued over numbers
· Substance over glitz
· Time, energy, imagination, and knowledge over money
· Collaboration and teamwork over going it alone
· It is based on relationship building, listening to users, giving them info how when and where they want it, and trust
Demystifying web 2.0 technology, tools, and strategies
· Blogosphere
· The word used to describe regular bloggers, which are a large and diverse group of users
· Bookmarking, social bookmarking
· Social bookmarking sites like del.icio.us and dig.com let people tag, store, and share their favorite links

· Social media
· Tools and technology that increase users abilities to expand business and social networks
· Social/business networking websites
· Sites to help people expand social or business networks – MySpace, Facebook, twitter. linkedin.com and spock.com for business

· Bookmarklets
· Bookmarks that are links to precise functions within a page
· Content management system (CMS)
· Allows site owners to add content and make changes through a backend admin system
· Long tail strategy
· Trying to find people on both ends of the bell curve, and meet their unique needs
· Mashups
· Web applications that let developers grab data from sources and combine them to develop new products or enhance current ones. Ex. Chicago PD and Google maps, crime by location
· Membership sites
· With web 2.0 users can easily communicate with audio or video, upload videos, create blogs and podcasts, send private messages and post on discussion boards
· Open source
· Free, web-based, ownerless technology. Users can import, export, share, publish, and download documents software, and applications
· Syndication feeds: RSS and ATOM
· Lets subscribers read updated information on their computers, websites, or mobile devices
· Tags
· Informal user generated keyword descriptors for content (YouTube)
· User generated content (UGC)
· Web 2.0 tools that let users add, delete, and edit website and blog content (Wikipedia.org)
· Widgets
· Moveable HTML programs imbedded into web pages.
· Wikis
· Web based software that lets users produce, delete, amend, or add content. Can be password protected or not. Often used to describe collaborative “authorless” websites. (Wikipedia.org)
How guerrillas use the best-of-the-best web 2.0 websites
· Social video websites: YouTube
· Visit the site and register, create a profile page and brief bio, upload your video, use interesting titles and tags to make your videos easy to find
· Picture sharing websites: flickr.com and facebook.com
· Share interesting experiences and meetings, highlight photos of themselves and customers, show their products and services
· Social networking websites: myspace.com and squidoo.com
· 40% of MySpace users are35-45 years old
· Make sure to link to your site on your MySpace, spend 1 hour a week reaching out to others to build your network
· Social bookmarking websites: del.icio.us and technorati.com
· Can store links to articles blogs etc. can use it to find out what topics are most popular
· Community-based user generated websites
· Digg: users submit all content, most popular are pushed to the top
· Twitter: send short messages to let people know what is going on
· Craigslist.com: guerrillas can use it to post announcements, find employees and contractors, sell products, and more.
· Benefits
· Make more money – take old workshops and turn them into online seminars
· Have live question and answer with customers
· No last minute stress – quick and easy to set these up
· Don’t have to fly all over the world, improve efficiency – information spread faster
Chapter 11: Guerrilla internet marketing in action: four innovative campaigns
Russell Brunson

· Creating the dream team
· He wanted to make a contest to name the 2007 online marketer of the year
· He got one of his marketing heroes – Dan Kennedy to participate in this contest and made a page with pictures of those he hoped to get in the contest with “confirmed” or “unconfirmed” as more people agreed, a snowball effect happened and nearly 60 joined

· Set 3 grading criteria for contest: 1. The number of people they could get to sign up, 2. Quality of their webinar (as voted on by attendees), and 3. Each participant tried to sell their products and services after the webinar

· He got multiple revenue streams through this program

· When people joined they were put on the newsletter list (almost 50,000 people) and subsequently bought products

· DVD offer with all of the webinars on it (18% bought it)

· DVD and newsletter of the month club (paid subscription)

· Put ads for affiliate products after the sign up process

· Upsell offered on webinars

· Offered resale rights for webinars and DVD’s
Rick Raddatz

· Guerrilla Planning
· He created a list of all of the elements he was looking for in his potential business
· You need to make sure that the market is hungry for your product and can be reached easily
· Instant audio: breaking the silence on the web
· At first he searched Google and yahoo for businesses that might need him to put audio on their sites and sent them an email
· He then joined a mentorship program and this got his product on many websites for a commission charge

· Next he partnered with 2 people. Although he gave up 50% of his revenue, he has the good name that would help the business

· The Guerrilla campaign they came up used affiliates and teleseminars. The affiliates would promote the teleseminars, he would sell to these people and the affiliates would get a commission. This increased his revenue 10 times what it was before the partnership

Bo Bennett
· Guerrilla web 2.0 membership sites
· His first company, Adgrafix, was started for a few hundred dollars and sold for 20 million
· Guerrillas stay on top of the latest trends
· He realized that the websites of the 90’s were not the websites of today, people want dynamic websites that let users contribute and create buzz, Web 2.0
· Trend or fad?
· Web 2.0 (the term) is a fad; the concept behind web 2.0 is a trend.
· Never fear technology
· You must understand technology in order to succeed in business
· Stay ahead of the technology curve and you will have an advantage over other marketers
· Following the leader is for kids, not for guerrillas
· Leaders rarely know the outcome of their course of action, but if you know the trends you will have a better chance of success when taking the lead as opposed to following what others have done

· Viral marketing: get them talkin’
· If you can get people to talk about your product, they are doing your advertising for you. You can also pay affiliates to refer other members to your site.
Mitch Meyerson

· Creating the guerrilla marketing coach certification program
· He had a successful counseling business, but found a way to take his skills online and coach guerrilla marketing online
· Guerrillas take action
· He developed a vision for a 12 week program that was web and telephone based
· Approaching a fusion marketing partner
· Fusion marketing – by partnering in joint ventures, we can increase exposure
· When approaching a potential partner start with “what’s in it for them”
· Other tips: do research about your partner beforehand, be specific, develop simple deals, give before you get, avoid a sales pitch
· Growing the brand
· Now there are over 250 certified coaches worldwide, and tons of people who have benefitted as a result of this program
Chapter 12: Guerrilla momentum and people power
Commitment
· Commitment separates the winner from the losers
· Look on the internet and you will see many poorly maintained websites or blogs, these sites do not make money
· Many times these sites fail because entrepreneurs take on too much work to do themselves

· You can’t always do it on your own
Fusion Marketing
· Basics
· Working together is the best way to market your business, the internet makes it even easier as you can work with people from all over the world from your own house
· Joint venture partnerships
· Usually temporary partnerships where people combine resources and skills for a single project
· Strategic alliances

· In strategic alliances you work with another person/company on multiple projects on a regular basis – often relying on each other to generate most of their revenue
· Partnerships are like marriages, list traits you want in a partner and use these to narrow down your choices

· Most business owners only spend 2 hr. a day on revenue generating tasks and the rest is administrative and operational

· Consider outsourcing work that: doesn’t play to your strengths or skills, takes you twice as long to complete, is repetitive and can be systematized, requires specialized knowledge or certification, or could seriously jeopardize your business if done incorrectly
Outsourcing: building a virtual team the smart way
· Basics
· Don’t wait too long to get help
· Calculate how much you are losing (money and opportunity costs) by doing tasks that could be outsourced – if you could be generating revenue during time you are wasting then outsource these tasks.

Putting together your virtual team
· Basics
· Be clear about your goals and expectations, how you will measure results, and what skills are required
· Once you know what you need, ask friends or family if they know anybody, if not, there is plenty of help online
· Once you go to a website for outsourcing write a job description on the site. Be short and to the point. Tell them exactly what you want and provide examples of work that you like.
· Also include the maximum dollar amount you will pay
· Don’t pay them until you are 100% satisfied with the work, it is in your possession, and you have changed your FTP password
