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Would you like to get your message into your prospect’s view?
Are you willing to try out 5 ideas to beat the filters?

Do you need to gain your client’s trust and loyalty?

Then this report is for YOU...

Use it to

“Reach & Relate”

with clients, prospects & subscribers

Give this report away FREE! You have permission from the
author of this report to give it away as afree bonus. This
report MUST remain unaltered.

Reproduction or translation of any part of this report by any means electronic
or mechanical, including photocopying, beyond that permitted by the
Copyright Law, without permission of the publisher, is unlawful.



It ishard to get into your prospect’s mind with the right message.

What is getting even harder, though, is just getting your message in front of their eyed

“Email marketing isdead. Period” cried one‘guru’. | disagree. But there are
serious problems with emall as a ddivery vehicle for your marketing message.

Here is some interesting data:

Déiverability Statigtics across auto-responder service providers: March
16, 2004

AWeber.com - 93% delivered.
Getresponse.com - 63% delivered.
Emailaces.com - 78% delivered.
And these arethe TOP services used by a large shar e of email marketers!
What does this mean to you, as a marketer?
No morethan 3 of 10 people who WANT to see or hear your message, who have

opted-in to recaive and read or ligen to it, are actudly getting achance! 1s't that
frusrating?

It istime you got off your backside and did something about it! But what?

This report will show you 5 vigble dternatives to make sure your message gets
onto your prospect’s mental radar screen, catches his or her attention. Getting IN to your
progpect’s mind is alittle more difficult —and I’ ll revedl the secret, proven, SUPER
effective strategy guaranteed to help you do it, in a 3-week interactive power-workshop
starting soon.

But first, read thisreport...

|nto The Inbox...

How To Get Your Messagein
Front of Your Prospect’s Eyes


http://www.reach-n-relate.com

So First Tell Me... Which isthe BEST Way to do this?

Before getting into details of each of the different systems, | want to make something
Clear.

“Stop Thinking About The ONE Best Way!”
Instead, start thinking about how you can use EVERY one of these techniques to open up
multiple channes of communication with your audience.

Email may not reach everyone. But blogs, feeds and other dternatives dso have their
own limitations.

By employing ALL of them together, you'll enjoy the synergigtic power of eech - just
like an orchestrawill play nicer sounding music than any single instrument!

So with that out of the way, let us begin with alist of the 5 effective waysto
communicate with prospects outside emall:

Blogsor Web logs
Desktop Marketing
Forums

Offline Mailing

PDF Documents



Blogs

| first dabbled with blogsin 1999 — and gave it up as“un-cool”. Suddenly, in late
2003, blogs became HOT... with a vengeance!

Within afew months, everyone and his dog was blogging — or so it seemed. Top
marketing experts hopped on the bandwagon with blogs of their own. Paul Myers, John
Reese, Jimmy Brown and Allen Says published web logs. Almost overnight, marketers
overran the blogosphere!

If you do not know what a blog is, or howit is relevant to
mar keting online, you'll find ny short booklet — “Blog Basics For
Mar ket ers” — hel pful .

You can download it for free fromhttp://ww. Bl ogProfits.com

Here iswhat makes blogs attractive from a marketer’ s viewpoint:

Itisafrequently updated web page organized in chronologica order (by date
and time) and this makes it Smple to manage, yet * sticky’ because of fresh
content

Sear ch engines went blog-crazy, and indexed blogs much quicker than
conventiona web pages

Blogging software and tools take the pain out of designing and coding web pages,
meking it very easy to create high quality sites.

Most important, blogs do not require messages to be sent out to prospects —they
attract prospectsto come over and read them on the Web

Not surprisngly, many folks went overboard. They touted blogs as the future of
online marketing and predicted the death of email — not redizing blogs had been around
for along, long time, even before email marketing became popular!

The truth, as dways, is somewhere in between.


http://www.talkbiznews.com/blog/
http://www.marketingsecrets.com
http://www.marketingsecrets.com
http://www.ezinemarketingcenter.com/nicheology/
http://www.secretwisdom.com
http://www.blogprofits.com

Blogs let you, as a marketer, work around the limitations of email — you won’t need
to ‘tone down’ your marketing message for fear of filters blocking your emall, or restrict
the length of your note because of file Sze condraints.

Blogs dlow you the flexibility of doing everything you could by usng HTML or
Rich Text emall, like tracking, usng multimedia content, offering interactivity and more
— without ddlivery related problems or virusthreats.

Newer tools for bloggers add extra functiondity.

Vidgtorsto your blog can sign up to receive email notification whenever you
update your blog with new content.

Blog Readers can be set to update, or even stream your blog's content, directly to
the desktop — aswe ll discussin the next section.

Blog Ralls compile lists of blogs discussing a specid subject or hot trend, so you
can find information ingtantly without having to wade through pages of search
engine results

Analysis:

Blogs are auseful additiond way to get your message out to your audience. You
could smply post your marketing message, which you send by email to your ligt, ona
blog post — and it would automatically be announced or streamed to your prospects. It
takes an extra 5 minutes, maximum.

Resour ces to help you get started:

Movable Type— http://www.M ovableType.org
TypePad — http:/Amww.TypePad.com

Blogger — http://mww.Blogger.com

Blog Profit 1deas— http://www.BlogPr ofits.com

See my blogs here;
remarkably purple spots... - http:/Amww.EzineM ar ketingCenter .com/blog/

Dr.Mani says... - http://mww.EzineM ar ketingCenter .com/dr mani-says/



http://www.movabletype.org
http://www.typepad.com
http://www.blogger.com
http://www.blogprofits.com
http://www.ezinemarketingcenter.com/blog/
http://www.ezinemarketingcenter.com/drmani-says/

Desktop Marketing

It isthe latest rage to hit the online marketing world — and as aways, the hypeis
hard to separate from the truly powerful benefitd I’ll try and offer an objective
assessment.

Veterans of online marketing may remember “PointCast” — which made wavesin
1997 and quietly faded away to obscurity. It wasthe pioneer of “ push technology” which
delivered content directly to a prospect, as an aternative to surfing the Net. | placed
PointCast feeds on my earliest websites - and was quite disgppointed to seeit vanidh!

But now it isback!
Desktop Marketing is‘push technology’ wrapped in new cover!

| first became aware of the revivad of Desktop Marketing when marketing legend
Allen Says of the Warrior's Forum created atoolbar called “The Money Browser”. It
integrated with my Internet Explorer toolbar, and flashed an announcement every time
Allen added new content — an article, report, product, web page update, anything of
interest to his subscribers.

But what findly convinced me to create my own Desktop Marketing stream last
year was when my friend, Jason Cain of Goldblogger.com told me about atool caled
“Klip” from Serence.com. The process of setting up afeed to ddliver content from my
blog to a user’ s desktop application was so easy, it was abrain-dead decison to do it.

Essentidly the processissmple.

You create a ‘feed’ for each of your new posts on awebsite or blog —whichis
done automaticaly, in XML or RSS, by most new blog software — and register
with a service to deliver it to your prospects.

Y our prospect downloads and installs a software gpplication, which lives on his
or her computer desktop.

Every time your progpect goes online on the Internet — or at pre-determined
intervas— this gpplication checks your website to seeif you have any new feeds.
If it finds any, it downloads the content (which may be a headline with short
description, or a complete chunk of content) to your prospect’ s desktop where it
can be read online (or even off).

The application flashes, or plays music, or alerts your prospect in some other
way that there is new content to view

Now recently there has been a surge of interest in this concept. Suddenly we have an
explosion of desktop marketing applications, each claiming to have the best, most
powerful, cregtive and innovative festures every marketer smply MUST have!


http://www.goldblogger.com
http://www.serence.com
http://www.ezinemarketingcenter.com/klip/

The new apps offer things like ddivery natification, subscriber counts, tracking, open
rate measurements, rich text and multimedia ddivery, pre-scheduling updates and even
auto-responder capaility!

And predictably, there are some ‘experts claming desktop marketing will replace dl
other methods of online communication.

Agan, thetruth liesin the middle.
Desktop Marketing solves some serious problems

No more worrying about email filters blocking delivery of messages to prospects
No more complaints from users about getting ‘ spammed’ by marketers—you
can only get afeed to your desktop gpplication by asking for it!

Almod all the capability of email is built into desktop marketing applications
Your prospect isin control. To stop receiving messages, dl shehastodois
uningtal the desktop application!

Analysis.

Desktop Marketing applications solve most of the problems of message ddlivery
to your prospects. It does require the client to take an extra step — She must download
and ingtdl aprogram. But the current solutions are easy to set up and the processis quite
painless.

For you, the marketer, initid set-up takes alittle effort and learning. But onceit
isdone, very little ongoing maintenance is needed. If you would like a short, smple
tutoria to set up your Klip, click hereand see how easy itis.

Y our blog can be tied in with it, S0 by Smply updating your blog, you can
automatically send out notices to your prospects through your Desktop Marketing app.

Resour ces:
Hereisashort list of 4 of the Desktop Marketing solutions I’ ve tried or read about:

Klip Folio — http://www.Ser ence.com

Desktop Marketer — http://www.DesktopM ar keter.com
Don’t Miss A Thing — http:/Mmww.Dont-M iss-A-Thing.com
NewsM on — http://Amww.NewsM on.com

Desktop Marketing Autoresponder —
http://www.DesktopM ar ketingAutor esponder.com

Get my feed to your desktop here:

Dr.Mani says... http://mwww.EzineM ar ketingCenter.com/klip/



http://www.ezinemarketingcenter.com/klip/
http://www.serence.com
http://www.desktopmarketer.com
http://www.dont-miss-a-thing.com
http://www.newsmon.com
http://www.desktopmarketingautoresponder.com
http://www.ezinemarketingcenter.com/klip/

Forums

Online discussion boards or forums are not as ‘new’ or ‘hot’ or ‘sexy’ asblogs or
desktop marketing — but they are effective tools to “Reach & Relate” with prospects.

One of the oldest methods of fostering online communities, forums are severd
times more powerful today when other systems of communication are losing
effectiveness or failing completely.

Also, forums have one added dement — they areinteractive. Y ou can exchange
idess, pursue themes or discussions, direct debates or arguments in a one-to-one (or -
many) fashion not possible with other modes of online communication.

Forums are websites where people can visit and post messages — questions,
comments, opinions or information — on atopic. And others can read — and respond — to
them.

Imagine how having your own forum, focused on your topic or subject and
frequented by your best clients and prospects could help build your business!

It has taken me years to wake up to thisfact — and | just launched my own
discussion board, the “Ezines‘r’ EZ” forum —seeit here. Itisto support my ezine
publishing clients who are just getting started publishing an emall newdetter.

What's more exciting is blog content can be presented as aforum discussion as
wel! Now we can have the best of both worlds. It requires alittle programming
knowledge — but it isn't too hard. Wait to see how | do it — you'll hear about it first if
you register.

Analysis:

Forums are a bit more work to get set up, but are worth using as one more way
to reach and relate to your prospects — it supplements the others we' ve discussed. If you
sgn up with thisweb hosting service, you'll get a choice of 4 different forums— and
they dl ingtal with just 4 dicks of your mouse! It’s so drop-dead easy, | was amazed!

Setting up and managing a forum requires some specialized knowledge. 1t can
however end up creating more business by helping you develop closer ties to your
progpects and cuts through the clutter to get your message in front of their eyes—inthe
right context.

And if you can integrate your blog with a forum, it can be automatically seeded
with messages from your blog, saving you time while you provoke discussons on your
ideas and comments.


http://www.reach-n-relate.com
http://www.reach-n-relate.com/forum/
http://www.ezinemarketingcenter.com/klip/
http://1967196767.thirdsphereplus.com/

Offline Mailing

All too often, online marketers get caught up in the belief that EVERY THING has
to be done on the Internet.

It isnot truel

While the Net has reduced the cost of many eements in the process of finding the
right target market, wooing prospects to enter a connected relationship with you, and
doing business, it does NOT haveto be the only way you reach and relate with them...
especidly when the present online environment makes it increesingly difficult to reech
them consgtently and religbly.

What' s the solution?
Takeit off the Net — Go OFFline!
Here isasmple process that works:

Collect your prospect’s contact addr ess (offer an incentive or gift in return)
Send out information by postal mail

Continue to do it regularly, adding value with each communication

Seal your relationship and regp the long term profitability such a srategy will
guarantee

“But won't that increase my expenses?’
Of course, it will. And it will ds0 increase your income — often by a far higher

margin. Which meansyou'll rake in more profit from combining online marketing with
offline communication than you ever will by sticking with an *Internet-only” approach!

And recently | heard about the excellent rates offered by the U.S. Postdl Services—
http//www.usps.com - where it is extremely economica, even for marketers from outside
the U.S,, to have marketing materia created and mailed out to alist of prospects—
completdy hands- off!

It redly doesn’'t get much better than this©
Analysis:
| will soon be creating a series of mailing campaigns to go out to my online
contacts, which | hope will further strengthen our relationship. It involvesabit of
expense, for the creation of marketing materia and cogts of mailing them.

But on the positive Sde, you will get past filters and in front of your prospect —
and that is more than can be guaranteed if you follow an ‘Internet-only’ srategy!


http://www.usps.com

PDF Files

Almogt as an after-thought, I’ d like to mention one last method — using PDF files
to communicate with prospects.

I’m using this strategy right now—with thisreport you arereading! It works
very well.

How isit different from email or blogs or any of the other methods of
communication?
Smply this
You don't get filtered out — because the files are downloaded from awebsite
You get pass-along —when you cregte a cool report, people will giveit to others
Y ou have minimal expenses— It isfar chegper than sending postcards offline

Y ou can use interactivity to cement relaionships with clients

By regularly publishing and distributing PDFs (placing them on awebsite or server
for download), you avoid the need to keep contacting your prospects with sales pitches or
lengthy emails. At the sametime, they are spared the necessity of having to read your
content online — in some parts of the world, folks pay per minute of thetimethey are
connected to the Internet — and can even print it out for reading away from their
computers.

Analysis.

For alittle more effort and expense, you could have another stream of
connectivity with your progpects, which has abuilt-in pass-aong vird capability.

If you consstently offer vauable materid, cregting PDFs to distribute them could
help you reach and relate to your best prospects in a positive, mutudly beneficid manner.



| havefinished!

And hope you found the information in this short report ussful in planning your
strategy to “Reach and Relate” to your best prospectsin this environment of failing
emall effectiveness.

Necessity isthe mother of invention.

And when one avenue of communiceation fails, dternatives become necessary.
Innovative marketers will always come up with methods that work. As a student and
practitioner of the art of online communication, it is up to you to stay on the cutting edge
and implement dl dementsinto your marketing arsend.

Thisway, successis guaranteed!

If you liked thisreport, please passit along. Giveit to your friends, customers,
clients and partners who may find the information helpful.

Andif you are looking to take the process of building postive, long-lagting,
endearing relationships with your prospects, subscribers, readers and clients, you must
condder joining my specid, exclusive, ‘behind-closed-doors eSeminar,

Reach & Relate

How To Cut Through Clutter
And GET INTO Your Customer’sMind

Get mor e details about this super-powerful interactive workshop — click here.
All success

Dr.Mani Sivasubramanian
The Ezine Marketing Center
http://mww.EzineM ar ketingCenter.com

P.S. — I urgeyou to vigt the registration webgte for the“Reach & Relate” seminar right
now. Only alimited number of participants will be permitted to attend thisfirst sesson,
and seets arefilling up fast. The grounding materia pack doneis an incredible vaue

— Click herefor more details.
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