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Build a web site, they said.

It'll be great, they said.

The world will be your market, and will beat a path to your door, they said.

Clients will stand in line to give you their business, they said.

It will become an automatic money machine, they said.

Well, now we all have web sites, and the whole world is overwhelmed with digital content and noise.

It was the same with email, then texting campaigns. Initially it was all gee-whiz, look, | can send a message to
large groups of people with the push of a button!

Now everybody hates spam; everybody hates having their phone blow up with random pitches from strangers. In
the case of texting, it feels especially like a violation because normally people only text to their inner circle, their
tribe. Try to force your way into my tribe, and | will not like it. It's like crashing a party or a wedding.

So at the end of the day, what really matters in all of this? How does anyone filter out the noise and choose
vendors wisely?

| guess it boils down to remembering that people like to do business with people whom they know, like, and trust,
and figuring out how to work within that framework.

| suppose that being Trustworthy - the first point of the Scout Law - is especially valuable these days, in view of
all the scams and betrayals that are out there.

In terms of marketing insight, that's the best | can offer; it's my present working theory as | strive to market
myself, and help others do the same.

| have noticed this: there is a "business school" out there called the "I hate you, and | love your money" school of
business. | believe that is the core motive behind all scams and automated arms-length marketing techniques.
Put as much distance as possible between yourself and your customers, while cozying up to their money.

Don't talk to them, route them into some kind of automated phone system. Send them into an exasperating Al
loop.

Well, nobody likes that, right? Nobody likes being treated that way. Yet it's so prevalent.
So here's what I've found. Do whatever you must to learn to at least like people, if not love them.

Personally, that's how | feel and have always felt. When you feel that way, rising to the level of fiduciary duty, and
treating people as people instead of objectifying them, comes as naturally as breathing.

But you can't fake a feeling, and people can smell inauthenticity. | can't advise anyone how to feel or shift their
feelings. | just know that sincere caring, liking, maybe even loving, in the best of all possible worlds, is the secret
sauce to successful marketing.

After 38 years in business, having both seen and tried most marketing techniques that are out there, that's my
current working theory.



