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BizSmart
Media

What You Need to Know About Generating Leads &
Positioning Yourself as the Expert With Your Own

Book

Tell us a bit about yourself
and your business.

| have just finished up my
third book, called Make
Them Choose You, and I'm
the author of two other
books. All of them have

become Amazon
bestsellers. I've been in
business as an online

enfrepreneur since 1999.
This year, I've celebrated
my 20th year in business,
even though the business |
started and the business |
have now readlly don't
resemble each other that
much.

The business that | founded
in 2014 is called BizSmart
Media. That's where | help
entrepreneurs, consultants,
all kind of service
professionals, stop the
client chase by helping
them leverage their

knowledge to gain
authority status in their new
industry, then help them
build personal brands and
grow that brand through
speaking, publishing and
publicity. | have my own

podcast, Main  Street
Mavericks Radio. I'm a
guest host at another
podcast, Business

Innovators Radio, and I'm
a writer for Business
Innovators Magazine.

Why is a book essential for
a local brick and mortar
business?

The most important reason
is that it's a unique
marketing ftool currently. |
think so many brick and
mortar  businesses  got
swept up with Internet
marketing in the late 1990s
and 2000s, and they were
hit with all kinds of info on
issues like search engine
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optimization, ongoing
website development, and
Google My Business listings.

Businesses are discovering
that their clients,
customers, and prospects
are geftting what | refer to

as ‘“internet  marketing
fatigue.”
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Order a free print
copy of Make Them
Choose You, at
https://www.bizsmart
media.com/freebook



https://www.bizsmartmedia.com/freebook

They're tired of being bombarded by YouTube
ads, Facebook updates, Instagram updates,
emails. I've seen a lot of business owners go
back to what | call "old school" methods, things
like long direct mail sales letters that used to
clog up our physical mailboxes. That whole
notion of having something tangible to hold in
your hand has become outdated. We've
gotten so used to everything being digital.

What kinds of businesses does this work for?

Becoming the author your own book will help
you if you are a business owner, consultant,
speaker, coach or professional service provider
in fields like dentists, doctors, chiropractors,
accountants, insurance agents, or any one in
a competitive consulting or professional
services field. And, anyone who is currently
using business cards, brochures, flyers and
advertfising on local television and radio
stations as the ways of promoting your business
will benefit as well.

“Your own book
carries a great deal
of prestige and star

power."”

So, how can you stand out in a sea of experts?

Say you're in a small town of 30,000, and there
are 20 other dentists there. You write a book
about teeth whitening, and you have a target
market, like brides who want to feel incredibly
confident in their wedding photos on their
wedding days. They want to make sure their
teeth are white to help them look as good as
possible because they are the center of
attention on their wedding day.

| can assure you that the other 19 dentists who
are your competitors do not have a book.
And, if you're integrating it in what you're
currently doing in marketing, your prospects
look at you and say, "Well, why wouldn't | use
this dentiste After all, he wrote the book on
teeth whitening. He must be the expert at it."

A book carries a lot of prestige and star power.
People look at you much differently when you
are a book author than they would if you
infroduced vyourself as an accounftant, a
chiropractor, or an HVAC installer. At
networking events, | encourage my clients to
present themselves as an author, and they are
amazed at the number of questions they get
and how easy it is to talk about what they do.

People don't mind the conversation because
they become a little star-struck by you being
an author. Being the author of a book
becomes a unique way to demonstrate your
expertise without having to talk to a lot of
people and without having lots of sales
conversations. You become an educator and
advocate, and "sell" yourself by sharing what
you know in a method that is known as
content marketing.

TEAR SHEET
LIKE THIS
ONE?

If you have a 30-
minute interview, we
can make it into a
printable tearsheet
you can use to
promote your business.

BizSmartMedia.com/auth
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GENERATE MORE LEADS

By Using One of the Oldest Tools

in the World

A book can do the same thing for a local
business owner. It hastens that like-know-and-
trust factor with the prospect. They may not
be ready to hire you then, but they will hang
onto that book, keeping it on the bookshelf or
their desk. When they get to the point where
they are ready to act, you're the person they
think of as top-of-mind to help them solve that
problem because they have a copy of your
book.

When you're offering a book that you've
authored, from a psychological standpoint,
that triggers that need for reciprocity, doesn't
it?

It absolutely does. | had a conversation with
an author today who's a fertility specialist, and
she was talking about speaking events where
she would invite her prospects and clients in
and try to give her book away. They would
say, "No, no, no, you don'tl | want to support
you in your endeavor. Let me buy your book."
Even though she was trying to give it away,
her audience wouldn't let her do that, which |
found funny.

| see some of the people who do this today.
They use their book almost like a lead
magnet. Is that the sort of positioning that you
can always use, or are there other ways that a
book can build your business?

That is one of the primary ways that | work with
my clients in building their business, especially
when they have a brick and mortar location
and a limited geographic area. We take a
look at their current marketing, and | assess all
their current marketing activities to determine
how to integrate the book into what they're
already doing efficiently.

| tell my clients to ship their book out to all the
local media. The media will hang onto the

Donna Gunter,

book because people don't throw books
away like they do a business card, or a flier, or
a brochure. If you sent it in some lovely, eye-
catching packaging, along with a beautiful
letter that infroduces yourself and your book,
it's going to be hard for them to forget about
you, primarily because they're typically always
looking for sources for stories.

| also encourage my clients to give away the
book to their current clients, prospects they've
got on a list, friends, family, business
colleagues, the vendors that they deal with
because you never know where the book is
going to end up.

Hand out your book at networking meetings.
When you give out a copy of your book, that's
going to stick much more with people than a
business card or brochure. It will help you gain
a huge edge over your competition.

Offer your book as a free lead magnet in your
advertising or on your website. Whether you
advertise on local media sites, or on local
television or radio stations, make the call to
action in your advertisement the opportunity
to receive your book.

MAIN STREET
@MAVERICKS RADIO

GET INTERVIEWED ON
MAIN STREET MAVERICKS

APPLY TO BE A GUEST AT:

MAINSTREETMAVERICKS.COM/BE-A-GUEST/

with Donna Gunter

BizSmartMedia.com
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the book, or both. By using
your book as a lead magnet,
you are getting your book
info the hands of prospects
so they can read about you,

publishing a book?

The most significant mistake
people make in publishing
books is that they don't have
a call fo action in the book. It

commissions as a real estate
agent from sales of $300,000
properties (that would be
about $18,000 with a 6
percent commission, which is

your expertise, and your might be for a checklist, norm for the state of TX), or
solution to a very specific gi . PDF

roblem they have audio, a  video, or would you rather try and sell
P : download file. It needs to the equivalent number of

Another great idea is to send

compel the reader to think,

books priced at $19.99 fo

SSANISNG TTIVINS

your book to local groups "Oh, I've readlly got to get equal  those commissions
and clubs and request to that," after they've read the (900 books, if you're oo
speak at their upcoming book, to be effective. Your counting)2 If used properly, N
meetings. This action instantly list is an asset that no one you book can create that "
puts you at the top of the can take away from you. kind of business for you by 3
speaker list for associations making sure it gets into the @)
and groups because you've hands of the right prospects. 3
got a book and are a ] .
published author. GIVG YOUI' %
ook away Q.
I often see both the digital e- . @)
pub/ebook version deal. Ond ge'l' |'I' O
Should you have both? . o
Absolutely. As much as my IﬂTO as mCIﬂy 3
clients might like to give out
copies of their book, there is hC] nds as
a breaking point where you .
can't afford to give books to pOSS|b|e”
every single solitary person
that you know. Part of a
short-cut process is, .
especially if youre doing When you have your own list,
some mass advertising or you have a ready-made
having a lot of traffic driven group of people .Who have
to your website, is to offer the indicated interest in you .o.nd
digital version of your book what you do and are willing
for free to attract traffic and fo hear from you.
get people on an email list. A second mistake is wanting
to give the book away and _
Baruch Spiegel
Educational Consultant
Donna Gunter,
BizSmartMedia.com S
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YOU, THE OBVIOUS CHOICE

Position Yourself as the Expert
With Your Own Book

Moreover, once the prospect
becomes a patient and
assuming that the new
patient is happy with the
denfist  and the teeth
whitening process, the
likelihood that this patient will
return to the dentist for other
types of ser-vices is much
greater.

You use this book not only as
an isolated resource, but just
a link in the chain to the next
step in your business, don't
you?

The ferfility expert I
mentioned earlier found an
inferesting use for her book.
Rather than having fo explain
the same things fo people
again and again, she would
give them a copy of her
book and say, "Read chapter
such-and-such before our
next visit."

She also found out that her
book was a great way to
keep people excited and
motivated about the
process. Sometimes, with her
business, people lose hope,

or they can become
depressed  about  what's
going on around their fertility
issues. She'll point out a story
where somebody is facing
some of the things that her
current client is facing. After
reading the recommended
section of her book, the
clients return and are re-
energized, renewed, and
motivated to keep the
process going.

That's a different use for your
book -- to enhance their
knowledge and experience
of your current clients so that
they can get the most bang
for their buck, get the best
service that they can out of
what you're doing with them.

I bet people are out there
thinking, 'I'd love to have a
book, but | have very little
time. I'm so flat-out busy with
my business already."™ What
does the process look for
somebody who's in that
position, and how do they
get started?

You can start with the hard

Schedule Your Book
Profit Sparker Plan

HTTPS://BIZSMARTMEDIA.COM/SPARKER

Donna Gunter,
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method where you ftry fto
scrape aside 30 minutes a
day to write a book and put
the outline together, etc. If
you're a dentist, a
chiropractor, an accountant,
an HVAC installer, you're busy
both running your business
and/or providing services to
your clients or your patients.
You don't have time to do
that.
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| work with clients in a way that enables them
not to have to write a single solitary word. |
have a conversation about what they're
hoping to accomplish with the book, talking
about the services and/or products that are
most profitable for them, and/or the ones that
they enjoy delivering the most, what the
problems are, and a couple of issues that
people have in those areas

We then refine a tfopic info a one-problem
one-solution book that's going to be a short
book designed to be read in one sitting. | craft
interview questions around that topic and
inferview them for 45-60 minutes. | take the
transcription of the interview and fransform it
info a short 50-70 page one-problem one-
solution book. | publish the book for them,
taking care of all the formatting, the cover
design, any graphics, etc.

| use Amazon's Kindle Direct Publishing platform
to publish it. | like that platform because
Amazon ships all over the world, so it makes it
easy to order, say, 50 or 100 copies, if you
happen to have a local event or a speaking
gig where you're either selling or giving away
that number of books.

It's print on demand, isn't it?

Because it's print on demand, you can order
exactly the number of copies you need. You
do have to do a little bit of planning, because
Amazon, while they're quick, they can't turn on
a dime. You can't order them one day and
expect them the next day.

You can get your books in as little as five days,
but you're going to pay dearly for that in terms
of expensive shipping costs. You do have to do
a little planning ahead, but you don't have to
stockpile thousands of copies in your garage,
which leaves you no place to park your car
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because your book occupies part of the space
in your garage.

Amazon is the very same platform that you
would use to create your electronic version of
your book as well?

Due to some recent integration of their
platforms, they've made it much easier to take
the print version of your book and more easily
convert it intfo a Kindle digital version. Within
typically a day or two after approving your
print version of your book, you can have the
electronic version up and ready for sale or
prepared to give away. There are some options
on Amazon that'll let you do that, as well.

How can people get more information about
you?

Check out my website at bizsmartmedia.com.
I've been talking about giving the book away
and putting it in as many hands as possible. If |
did not do that myself, | would be quite remiss. |
invite readers to pick up an electronic copy of
my book, Make Them Choose You: How Local
Business Owners Can Double Their Business, Get
Customers Consistently, and Have More Free
Time Without Being Held Hostage by Expensive
Marketers, available free of charge at this
website, http://makethemchooseyou.com.

As Seen On
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amazon #1 International Best-Selling Author
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https://www.bizsmartmedia.com/
http://makethemchooseyou.com/

BizSmart Media
2725 23 St.
Orange, TX 77630

Contact Donna Gunter

Websites Social Media

BizSmartMedia.com Facebook.com/BizSmartMedia/
BizSmartPublishing.com Twitter.com/donnagunter
MainStreetMavericks.com Linkedin.com/in/donnagunter/

Free digital book MakeThemChooseYou.com
Free printbook BizSmartMedia.com/freebook

Phone 409-449-1950

Email donna@bizsmartmedia.com




