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Welcome to  social media woman virtual magazine.

The vision and purpose of this magazine is to bring you the most 

up -to -date social media tips, tools, strategies and interviews 

from leading social entrepreneurs in the one spot to learn, 

understand, implement and  grow a successful social network 

and business online.

Advertising spots and feature articles

Opportunities to advertise in this bi monthly magazine are available please contact Pam Brossman 

pam@socialmediawoman.com for advertising rates and JV opportunities.

If you wish to contribute to this magazine please forward Pam your details, background and area of 

expertise for consideration for future issues.

* Disclosure: some links included in this magazine are affiliate links whereby if you purchase through this magazine I may be

entitled to a commission. I only recommend products/services that I believe will personally benefit you and your business.

click icons to connect

with me online

http://www.youtube.com/socialmediawoman
http://www.facebook.com/pambrossman
http://www.socialmediawoman.com/
mailto:pam@socialmediawoman.com
http://www.twitter.com/pambrossman


BETA TESTERS 

WANTED
FANTASTIC OPPORTUNITY JUST FOR YOU!

Are YOU the person we are looking for? Are you interested in learning 

Video Marketing and being a part of the launch of our brand new 

FastVideo Results online video marketing training program? 

If so please continue readingé

We have created a very in -depth 9 week video marketing online training 

program and we want to make sure weõve left nothing out, so we are 

looking for 100 Beta Testers.

The program will include 9 weeks of step by step online video tutorial 

training including video editing, marketing movies, video SEO, video tools, 

7 video marketing strategies including implementation, video scripting, 

presenting skills, templates, camera techniques plus bonuses and more. 

This may end up being a $2000 course however, if you are one of our Beta 

Testers you will not have to pay anything like that. In fact, you will have the 

opportunity to access this course for a never to be repeated 

massively discounted price for the first 100 Beta Testers only ! 

CLICK THE BUTTON BELOW TO WATCH VIDEO DETAILS

Beta Program Registration 
CLICK HERE

Click here or button

http://www.videomarketingcampus.com/beta
http://www.videomarketingcampus.com/beta


Thank You!

Thank You!

Thank You!

What people thought of

}}}social media woman magazine



The Oz Factor is about leadership principles. 

I was fairly new on Twitter and Facebook and before I turned around I had 

this big following and I kept wondering why. 

ñWhere do these people come from? What do they want from me? I donôt 

understand. I really donôt understand.ò 

ñWhy would they be following me? Let me question that.ò The Wizard of Oz 

music, that munchkins song, ñFollow, follow, follow, follow the yellow brick 

road,ò kept going through my head. Why did they follow Dorothy? 

The same applies to social media as to business leadership. These are 

leadership principles and I call this The Oz Factor , as in 

the Wizard of Oz.

Mnv+ kdsƍr sghmj `ants Cnqnsgx. 

Dorothy had a plan, she had a path, the yellow brick road, and she had a 

purpose, she needed to get to Oz because the Wizard could get her home. 

That was her whole focus, keep the shoes on, stick to the path, get to the 

Wizard. 

People are very attracted to that. People love to know that you have a plan, a 

path, and purpose. They are naturally drawn to the people with a plan, so 

thatôs why they follow Dorothy. From the minute she landed in Oz the 

munchkins were following her. Why? Well, she had a plan, she had to get 

home. Then as the story evolves sheôs followed by more people. 

Then thereôs what I call theScarecrow Factor. 

Why did the Scarecrow follow her? 

The Scarecrow wanted a brain, so he wanted to follow Dorothy. Not only was 

he pretty sure she had a brain, but he thought she could probably get him to 

the Wizard that could give him his own brain. So, this is the content part of 

leadership. People want to know that you have a brain and that youôre not 

afraid to use it. Thatôs the Scarecrow Factor. 

So, theTin -man Factor . 

Do you remember what he was looking for? 

He needed a heart. So, not only did he follow Dorothy because he knew she 

had a heart, if you remember the Wizard of Oz she laughed, she cried, she 

felt for them, she was very tenderhearted, but he was pretty convinced she 

could also lead him to one of his own and she was able to model why he 

needed a heart. 

So, people love to know not only are you passionate about what you do, not 

only do you love what you do and love where youôre headed and love your 

plan, your purpose, and your path, but that you love them. She loved the 

people that were following her. She did, she was just downright attached to 

them. 

OZ

carriewilkerson.com 

http://www.carriewilkerson.com/
http://www.carriewilkerson.com/


Then there was the Lion. Yes. The Lion wanted courage. Now, Dorothy had fear, but she felt the fear and did 

it anyway. Thereôs even a book by that name. Dorothy had fear, but she kept putting one foot in front of the other and 

following the path. Now, one thing that gave her courage was the fact that she now had these followers. What I love is 

that she didnôt say, ñWalk behind me. Follow me behind me in a straight line, Iôm better than you.ò She linked arms with 

them and walked with them. That is also the mark of a leader, not being afraid to walk alongside the people that are 

following you, that need you for answers. 

He wanted courage, not only did Dorothy display courage, but he was pretty sure she could help him find some of his 

own. So, thereôs those factors. In social media I think itôs so easy to show your realness, to show your rawness. The 

buzzword for that this year is authenticity. 

Itôs authenticity, itôs your true self, and I am one of the most authentic people youôve ever met because I donôt know how 

to be anybody else. My momma taught me when I was little she said, ñIf youôre honest all the time you have a lot less to 

remember.ò So, Iôm just going to be me just because thatôs what works. 

You either love me or you donôt love me, thatôs okay. Itôs really okay with me. Iôm not going to get my feelings hurt if you 

donôt dig me. Iôm pretty secure in my skin now about that. 

Dorothy didnôt beg these people to follow her, Dorothy didnôt go out recruiting them, but she was a natural leader and 

they wanted to figure that out. 

Then thereôs what I call the Wizard Factor . Now, the Wizard Factor is that they didnôt think Dorothy had all the 

answers, but they were pretty sure she was headed to the guy that did have all the answers. 

So, the Wizard Factor is when people say, ñOkay. Carrie is an influencer, but who influences Carrie?ò 

Thereôs that one degree of separation. People want to get closer to the master influencer or the person that has the 

heart, the brain, and the courage, the one who is the bestowerof the gifts. 

Whatôs really true about that whole scenario is that Dorothy didnôt have the answers, they all already had the heart, the 

brain, and the courage. She just helped them see that for themselves. I think thatôs such a great principal of leadership.

Now, to be true, there are witches and flying monkeys and trolls and icky people, negative people, and people that want 

to stop your dream. But, if you surround yourself with your own Wizard, Scarecrow, Lion, ToTo, the munchkins, and 

Glenda, you surround yourself consciously with people that support you in your goals, your dream, and your vision, 

they will enable you to be a better leader if you are just really authentic, there it goes again, if youôre really true to 

yourself, true to them and help them be true to themselves, not afraid to stay on the path one foot in front of the other. 

So, thatôs it in a nutshell. I could go on and on about that and all the parallels. That helped me see. 

My rules then for social media areé 

Ç I need to not be afraid to show what I know. Content is important. 

Ç I need to not be afraid to show that I care. Character is very important. 

ÇI need to not be afraid to show that Iôm just real. Conversation is very, very important. 

Ç I need to not be afraid to connect other people. 

So many people are afraid to connect their networks, because, ñIôm not going to introduce Carrie to my audience. 

Theyôre going to like her better than me and theyôre going to go be in her audience.ò 

Well, you know what? Donôt be afraid to connect people to other people because people really love the 

connection factor too. So, then after the Oz Factor we lead right into connection, conversation, content, and 

character. Those are the ingredients for effective social media growth and social media leadership and all those things. 

When we overcomplicate it with software, when we overcomplicate it with ratios, numbers, quantitatives, and traffic 

measuring, click through rates and all that, youôre defeating the whole purpose. Itôs about relationships. If I have one 

meaningful relationship that I didnôt have before because of this amazing medium then is it worth it to me? Absolutely. 

Now, the flip side is I can trace about half a million dollars to social media. Thatôs not in teaching social media, thatôs in 

business connections, stages, product sales, mastermind groups. You name it and I can trace it there. 

Thatôs not because Iôm developing big social media products or developing my whole platform on social media. My 

platform is on people and based on gathering people. Social media is just one of those tools, one of those techniques. 

Thatôs kind of the Oz Factor in a nutshell. Like I said, it doesnôt just apply to social media, it applies to leadership. I wish

somebody had taught me that when I was 16 year old drum majorette of my high school marching band. I was a junior 

put in a leadership position and the truth is I didnôt know what made a good leader. 

I thought it was about volume, I thought it was about óbecause I said so,ô I thought it was about because the band 

director put me here. People that are exercising those same leadership principles in social media, flexing their muscles 

so to speak, are not going to have as effective a result in my opinion. 
carriewilkerson.com 



Dirty Laundry is Good for Your BusinessBy MaryEllen Tribby

ñI love working from home, I get so much laundry done and today I even cleaned out my refrigerator.ò  This was a 

comment I overheard the other night while waiting for the PTA meeting to start at my daughtersô school. 

Unfortunately that was far from the first time I have heard a work at home mom say something like that in the last 

couple of months.

When I hear this, my first question is ñhowôs your business going?ò And inevitably I hear ñwell I just donôt have time 

to focus on developing new products or work on my marketing plan.ò 

Is it any wonder?

I know I did not start my business so I could get more laundry done. 

I started my business so I could turn my passion into income 

helping other working moms make more money and live a healthy 

more balanced life. 

If you talk to successful entrepreneurs most will tell you there are three 

main reasons people start their own businesses. They are:

1. Money

2. Freedom/flexibility

3. Cause/passion

Of course there are other reasons. But nowhere on the list will you find laundry. 

The reason most entrepreneurs fail is because they focus on the wrong tasks, usually tasks that donôt yield 

revenue. It is human nature to work on tasks that you can easily accomplish. These are generally the tasks that 

you donôt feel overwhelmed by or fear. But by no means does that mean they are automatically important to your 

business.

In order to get your business soaring to the next level you need to break out of your comfort zone. To take on new 

challenges that will bring you more revenue. This also means discipline and getting into habits. By following just a 

few simple rules you will notice a big change in your productivity, which can increase profitability in your business.

MaryEllen Tribby is the proud Founder and CEO of Working Moms Only.com, 

the worlds leading newsletter and website for the empowerment of the working mom. 

Prior to founding Working Moms Only MaryEllen was widely recognized as Publisher & CEO of Early To Rise 

where she was responsible for growing the business from 8 million dollars in sales to 26 million dollars in just 15 

months. 

She has written a brand new report, The Decision Tree: Making Every Branch Count.

Here, in the very first pages of this amazing new FREE special report you learn the THREE simple secrets of 

preventing any resentment or rivalry of any kind on the part of your family. 

You will also learn how to make more money and spend more time with your loved ones.

But here is the best part. It is your FREE - just for the asking.

Yes, it is all here all yours for the first time in The Decision Tree: Making Every Branch Count, by MaryEllen 

Tribby one of Americaôs foremost women executives.

The Decision Tree - Click Here To Get Your Copy

http://www.workingmomsonly.com/view/x1wm10015a.html
http://www.workingmomsonly.com/view/x1wm10015a.html
http://www.workingmomsonly.com/view/x1wm10015a.html
http://www.workingmomsonly.com/view/x1wm10015a.html


MaryEllen Tribby
Seven Golden Rules for Produc tivity 

Your business day starts the night before.  Each evening after the kids are in bed, after the 

school lunches are made and the dinner dishes are clean I plan my next dayôs business activities.

I write out a good old fashion ñto doò list. I do not put my list on my computer or BlackBerry.

I use a note pad. I list everything I think I need to accomplish the next day. After I have done a complete ñbrain dumpò I 

prioritize each item. Not only am I ready to go the next morning, but I also sleep a whole lot better at night.

As my day progresses I cross off my completed tasks as well as write down any that may have come up unexpectedly that I 

needed to address. This way I have a full record of how my time was spent.

Set an alarm clock. Many entrepreneurs think because itôs ñmyò business they donôt need a schedule ïthat they can do 

what ever they want ïwrong. I have seen this over and over. I hear complaints from people that their business is not where 

they want it to be. I ask a basic question like ñwhat time do you set your alarmò and I hear ïI donôt use an alarm clock, I just 

get up when I wake up. This is counter-productive. You need to take control from the start of your day.

Never work in your pajamas. Your mind set is one of the most important factors in determining your success. You need to 

respect your self, your customers and your business enough to dress appropriately.  By doing so you will notice that you are 

more confident and assertive therefore getting more done in the same amount of hours.

Do not schedule meetings or take phone calls before noon. You are at your best first thing in the morning. Get your 

important things done first. Scheduling meetings and conference calls in the morning is counter-productive. Interruptions are 

the biggest factor in not completing tasks. Let your employees, colleagues and friends know that you will speak with them in 

the afternoon if need be.

Take a mid day exercise break. A study by Jim McKenna from the University of Bristol showed that exercise during the 

workday improves job performance.  Participants returned to work more tolerant of themselves and their performance is also 

consistently higher, as shown by better time management and improved mental sharpness.

I like to take a 30-minute bike ride or speed walk around in the afternoon (I do my hard core work out first thing in the 

morning). By this time my important tasks for the day are usually complete. I let my mind wonder and this is where ideas hit 

me; ideas for content or marketing or new joint ventures deals. This is one of my favorite times of the day.

Have lunch with a mentor, colleague or protégé once a week. We can all get caught up in our own little world. We are 

so busy with our families and careers. But by having a lunch with someone smart and energetic you will be exposed to new 

ideas and different viewpoints. Your ideas become stronger making them easier to implement. This one lunch will make a 

huge difference in your productivity not only in your business but in your family life as well.  

Reconcile your ñto doò list. At the end of your workday look at what you had planned to accomplish that day and look at 

what you actually accomplished. If you accomplished 75% or more on your list ïyou had a good day. We all have to adjust 

for emergencies and ad hock situations whether those emergencies and situations arise in our business or our family life. 

However if you fell below the 75% you need to make some changes. Because this means you are not in control of your 

business, instead your business is in control of you.

When you examine the list above what should be obvious is that these are very fundamental rules.  Rules that everyone can 

implement in one form or another.  None of these rules require any monetary commitment, but they all call for a mental and 

emotional commitment. 

Start today and in just seven days from now I bet you see a big difference in your productivity. 



1. In social media, not every measure of influence and engagement can be quantified.

2. Reward people who are sharing valuable information in your customer communities.

3. Create an editorial calendar for your content creation; use it to drive your social media activities.

4. When creating and maintaining your social media program, always be thinking about SEO.

5. Take advantage of traditional, proven techniques of PR, while leveraging those techniques in social media.

6. Make sure your internal news platforms allow for comments, the same way you would for an external blog.

7. When people opt in to your email, be sure to send them a thank you message that reinforces your value 

proposition.

8. Our brains are hardwired to notice what is different. Differentiation is key to your branding message.

9. You want to be on the second page of Google as well.

10. Adding a call to action at the end of a blog post can become a significant source of leads.

11. Focus on landing page ñexperienceò (not just a form) to earn 2-10X on conversion. A page two can work.

12. If you listed out all your competitorsô marketing messages, would you be able to differentiate your own?

13. Give your customers a reason to buy from you that goes beyond price.

14. Marketers are paid to say how great our companies are, but customers are not.

15. The key to participating in social conversations is to be helpful.

16. Mobile marketing is evolving to be truly ñin the momentò marketing.

17. Re-purpose your content across channels to optimize utility and value.

18. No technology or tool makes you smart, helpful, interesting or valuable.

19. Use email and blogs to introduce ideas, and spark conversations on forums where youôre not in control.

20. Think of email tests as starting wide and getting narrow. Or choose the opposite starting point.

21. Have realistic expectations about building a community. You canôt be everything and do everything.

22. Have a clear goal before you market or youôll diminish your ability to prove effectiveness.

23. Loyalty and satisfaction are not the same thing.

24. SEO is easy to screw up, hard to do.

25. Control your keywords. Overuse can reduce effectiveness.

26. Send out embeddable code that contains your keyword anchor text.

27. Data means nothing without applying key performance indicators.

28. Pay attention to keywords in social status updates.

29. Bing should not be ignored. Quality of leads are much better than you might think.

30. Listen to your sales force to know what content brings in the best kinds of leads, then optimize

Click here for full article

Ann Handley is the Chief Content Officer of MarketingProfs, which provides strategic and tactical marketing 

know-how for marketing and business professionals. She also writes for The Huffington Post 

(http://www.huffingtonpost.com/ann-handley/), AmExOPEN Forum 

(http://www.openforum.com/connectodex/marketingprofs) and plays around at her personal blog, Annarchy

(www.annhandley.com). She is the author, with CC Chapman, of Content Rules, to be published by Wiley 

later this year. Preorder a copy here (http://www.amazon.com/Content-Rules-Podcasts-Webinars-

Customers/dp/0470648287). Follow Ann on Twitter at twitter.com/marketingprofs. 

30 Lessons for B2B Marketers

ANNHANDLEY 

www.annhandley.com

http://www.mpdailyfix.com/overheard-at-the-forum-30-lessons-for-b2b-marketers/
http://www.huffingtonpost.com/ann-handley/
http://www.huffingtonpost.com/ann-handley/
http://www.huffingtonpost.com/ann-handley/
http://www.openforum.com/connectodex/marketingprofs
http://www.annhandley.com/
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How To Create a REALMarketing Plan

What was your plan last year if you had one? What were the results? What did you do 
right? Wrong? What could you do better?

What is your core target audience? Secondary? Tertiary?

Do some research on your target audience. The first phase in Social Media and marketing 
in general is to LISTEN! Go join the social media platforms where they hang out. What are 
they saying? What is competition saying? What is the tone? What are they asking? What 
do they need? Why are they asking the questions? Is there a gap you can fill that no other 
biz is filling?

Why are you in business? What is it you do that is better than anybody else? If you need 
inspiration go read Seth DƻŘƛƴΩǎPurple Cow or Linchpin. Read something that motivates 
you to be better than average. Take a risk. Do something different. It is the only way you 
will survive in this economy.

What are your objectives? Get real with this? Quantify them. What equals success? Yes, 
qualitative measures are needed too. IƻǿŜǾŜǊΣ ǘƘŜȅ ǿƻƴΩǘ ƪŜŜǇ ǘƘŜ ƭƛƎƘǘǎ ƻƴΦ

What are your goals both short and long term. What do you want to be 6 months from 
now? When you grow up? Or do you never want to grow up? ¢ƘŀǘΩǎ ƻƪŀȅΦ Remember a 
GOAL must be SMART-Specific, Measurable, Attainable, Relevant & Time Bound!

If you have trouble answering the questions above and are by no means motivated to go 
find the answers then I challenge you to read the books I mentioned above. Add Gary 
±ŀȅƴŜǊŎƘǳƪΩǎά/ǊǳǎƘ ƛǘέ ǘƻ ǘƘŜ ƭƛǎǘ ǘƻƻΦ LŦ ǘƘŜǎŜ ŘƻƴΩǘ ƘŜƭǇ ǘƘŜƴ ȅƻǳ Ƴŀȅ ōŜ ƛƴ ǘƘŜ ǿǊƻƴƎ 
line of business. ̧ ƻǳ Ƴǳǎǘ ƘŀǾŜ Ǉŀǎǎƛƻƴ ŦƻǊ ǿƘŀǘ ȅƻǳ Řƻ ƻǊ ȅƻǳΩƭƭ ƴŜǾŜǊ Řƻ ŀ ƎƻƻŘ Ƨƻō ŀǘ ƛǘ 
ŀƴŘ ȅƻǳΩƭƭ ǇǊƻōŀōƭȅ ƴŜǾŜǊ ōŜ ƘŀǇǇȅΗ

Pam Moore CEO Fruit Zoom
FRUiTZOOMis an experiential digital marketing, brand,

and social media agency that helps business leaders

inspire and connect with target audiences to nurture

authentic customer relationships with relevant

communications and innovative, integrated marketing

tactics that fuel business growth and sustainability .

View full article here

For all 10 Marketing Tipsview full article here
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rochelleveturis.com
Howtosetyourbusinessandbrandapartwithcontentthat'snaturalandtrustworthy

Peoplecan'tgetenoughofinterviews,plainandsimple. Theylovegettinginterviewed,

theylovewatchingthem,andtheyenjoyreadingthemin a Q andA format. Sound

bitesenrichyourcontentina waythatbuildstrustandcredibility. Plus,theybreakup

the monotonyof one on-air personalityand serveas a vehicleto bring fresh

informationtoyourtribe. Below,arefiveeasytipsthatyoucanimplementimmediately

tosetyourselfapartinamannerthat'sauthenticandcompletelyyou.

5 Tips to Easy Interviewing that Shines

Interviewing others gives you the opportunity to meet incredible people, learn from them and share with your loyal 

tribe. The best way to sharpen your skills is to get over your fear of how you look on camera, and get started. As 

you conduct more and more interviews, they'll become easy and second nature. With Interviews you can continue 

to polish and refine yourself, while building credibility and in most cases, using your influence for good.

1) Ask them to share something they've never shared before

When interviewing high level influencers chances are they've already been interviewed many times before. By 

asking them to share something special, just for your tribe, you'll uncover some incredible gems. Plus, you're 

asking on behalf of your tribe and they can feel that. There's something very "pay it forward" about this question, 

and that's probably why I like it so much.

2) Watch your fillers

It's not uncommon to use fillers when we speak. Some of the more popular include: like, um, you know, etc. The 

best way to nix this habit quickly, is to get started interviewing and watch and/or listen to yourself afterward. When 

hearing your filler of choice --I said wonderful 40 times during a 30 minute show back in the day--you can pin 

point it, and consciously use alternatives the next time around. Awareness is key here. Don't give others a reason 

not to fully ingest your communication. The fillers must go.

3) Leave your interviewee on their terms

At the end of each interview, you've spent time with your subject, you've smiled and built a rapport. For your final 

question, ask them if there's anything else they were dying to tell you that they haven't already shared. This gives 

your interviewee a final opportunity to share a thought or story that is important to them. You'll get incredible 

content with this question. Or, they'll say, we've pretty much covered everything. And you can focus on the stand 

out sound bites you already received.

4) Do your homework and don't over script

Be sure to do research on the person you're interviewing if you can. But don't go crazy preparing questions in 

advance. When you're interviewing you're basically fishing. Fishing for those stand out sound bites --and you 

know them when you hear them. If you're constantly looking at your paper to ask questions, you're losing eye 

contact and breaking the natural flow of conversation. Be really present with your interviewee. It's about them, not 

you and they'll feel that. If you're worried that you'll freeze up and run out of things to ask, be prepared with a few 

safety questions (see #1 and #3).

5) Use, reformat and use again

Interviews can be a fantastic way of getting in the door to people you typically may not have access to. Don't be 

afraid to ask. In life, you don't get what you don't ask for. If there's a celebrity, CEO or media contact you want to 

build a relationship with, ask them if you can interview them for your tribe. Take their interview and have it 

transcribed, to share again via print. Or better yet, pull a collection of your interviews together, reformat them and 

re-share as an e-book, e-zineor in your e-mail newsletter. You can also embed raw video and audio interviews 

into a Social Media Release (SMR). This provides background for reporters while giving them what they need to 

pull their own sound bite, if they'd like, directly off the subject.

http://www.rochelleveturis.com/


1. Listen To The Song in Your Heart:  Social media allows your customers to get to know you on a 

much more personal level than in the past. They can tell if you do not truly and passionately believe in 

what you do and say. Spend the time to clarify for yourself first..What do you really value?

2. Know what a business really is:At itôs most basic, a business exists because you solve peopleôs 

problems. If you can provide solutions to these problems that people are willing to pay for, then you 

have a business. It really is that simple, yet so many people canôt tell you what problems they solve. 

What problems do you solve?

3. Understand whose problems you solve.Donôt rush this. You need to really understand how your 

ideal customer thinks, who they are and what their problems are. Take the time to get inside their 

head. Before I started Wonderful Web Women I spent months talking with my target market. And 

where did I find them? In the queue in the Womenôs bathrooms at Internet marketing Events! Now you 

can do it easier. You can find them on Facebook groups, blogs and forums.

4. Get to Know Who Already Solves Your Customersõ Problems:I grew my business very fast 

through the power of Joint Ventures. At itôs simplest, this means finding people who already solve 

problems your ideal client has. So think. What other problems does my customer have and who is 

already successful at helping them? I specialize in helping my clients form Joint Ventures with experts.

5. Create a Tribal Platform:To really harness the power of The Tribe they need a place to communicate 

with you and with others in your community. Importantly, you need a place to call home so you can 

invite them back to your place, after youôve met in places such as Facebook, Twitter etc. The Hub of 

your platform is your blog. This is how they get to know what you really think. Even if you donôt have a 

business yet, start a blog and start writing what you think. At least it will help you define the very first 

step I mentioned  ñListen to the song in your heartò

6. Challenge Your Customers:We are in the Tribal Age of the Internet and people need opportunities 

to demonstrate they are part of a tribe. A fun and simple way to do this is to provide opportunities for 

your customers to take actions to reach their goals, with a challenge to do it publicly. Sort of like a 

double-dare-you to do this. At itôs simplest, ask your friends on Facebook to define their biggest goals / 

ideal customer / submit a photo or video. They have a time limit and it must be ñall about themò.

7. Plan To Change Lives:If you are creating a business around your passions you have the capacity to 

change lives. Even one person at a time. So ask yourself this question in every marketing step you 

take. Can I change this slightly so that people can benefit simply by being exposed to the way I do 

business? I teach a test I call the 4th Win Test. It is very simple but incredibly powerful and is based on 

that one question.

To Tapping Into 
The Tribal Age of The Internet

Wonderful Web Women CEO Janet Beckers

3 Day Workshop Sydney Aug 2010

Janet Beckersis the founder and host of Wonderful Web Women, an award 

winning on-line community recognisedfor generous and honest marketing advice for 

women on the internet. A sought ïafter international speaker and international best-

selling author, Janet has inspired thousands of people world-wide to follow their 

dreams and realisetheir potential by building a profitable business on the Internet 

based on their passions. She is a multi-award winning entrepreneur, most recently 

Australian Marketer of The Year 2009.  Click for full article.
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http://www.autowebbusiness.com/app/?Clk=3750212
http://wonderfulwebwomen.com/blog/2010/7-tips-to-tapping-into-the-tribal-age-of-the-internet/


Getting Over the FEAR of Putting Yourself Out There on Video

So, you are finally convinced that video is the way to touch lives and get your message out there. Yes! You find yourself 

inspired by the Pam Brossmansof the world, you get a camera, you even shoot a video or two and then you endure the hard 

part: You actually WATCH IT! 

Thatôs when the Little Voice (who can be so darned loud) pipes up. ñOh no! What am I thinking? I canôt put this out there? 

When did I get so wrinkly? Am I really this fat? Why do I either laugh too much or sound too dumb? What kind of comments 

will this get? What if no one ever watches it, and I feel even stupider?...blah, blah blah!ò  

At that point, it is easy for our excitement to turn to disappointment. Ultimately, you were right the first time. The time is 

NOW to get your message out there.I want to encourage you to get over the fear of just doing it. 

So, here are three easy tipsé

Aim for Rejection!! 

Listen: Your videos should REPELa certain person in order to truly ATTRACT the ones who are genuinely called to your 

space.  This is a huge comfort.  I know there are certain people who look at my videos and turn up their nose and think, 

ñUgh, I canôt STAND HER!ò  

Yay! I love that. You know why? Because I donôt want those people in my space! This way, I never have to deal with the 

discomfort of getting them off the phone in a strategy session, or having them send me hateful email. They just turn off my 

video. Sure, sometimes people post ugly stuff on a video, but donôt you think that makes it fascinating? Not only that, but 

sometimes their unsavory opinions help us grow by showing us facets we truly can change.  The more rejection you can 

create, the closer you are to those people who need you. Your strength under pressure helps them.

As Bill Cosby used to say, ñIôm not sure I know the secret of success, but Iôm pretty sure the secret to failure is trying to please 

everybody.ò To avoid that failure, step one is to Aim For Rejection. Along those lines you will want toé

Embrace Your Imperfections!

Stop right now and think of the people in your life that you love the most. Now, do you love them because they are perfect ïor 

do you appreciate them because they are real? Tip:Nobody is ever cherished for being perfect. Itôs our authenticity that gives 

other people permission to be themselves in our presence. That is incredible power. Will everybody realize that? Of course not 

ïthatôs why we start with tip 1. There is always a risk that certain people, with small self esteem and big ego, will make funof 

us. So what? They make fun of superstars too!

Do your imperfections make you want to run from the camera? We all have them, so letôs embrace them. I donôt love the fact 

that I have a giant vein running down my forehead! In fact, I wasnôt even aware of this before I started making videos, (now 

THAT was depressing) but whatôs the point in stopping now? It gives me a reason to chuckle at myself, and Iôve found people 

love me for my laugh. They love you for your special traits too. Embrace your imperfections!

As you get going, you will get better, so it helps to know thaté

You can always take videos down as you improve!

Itõs true! As you get used to making videos, you will get better. You will begin looking into the camera lens the same way you 

would look into the eyes of a friend. You will connect. You will shine. You will grow.  Then you may watch your earlier videos 

and decide to take some down. Perhaps they no longer represent where you are.  You are not trapped in any way.  The 

important thing is just to start.  I have a feeling that you will be surprised how good you are right away, but it helps to knowyou 

can take stuff down!  

Gina Parris is an internationally 

sought-after peak performance 

speaker and coach who has been 

helping people reach their full 

potential for over 20 years. She is the 

founder of Built To Win Coaching, 

where her clients range from 

professional athletes to motivated 

entrepreneurs. You can find her highly 

imperfect blog at www.GinaParris.com

Gina Parris

So what are you waiting for, go grab the camera!

http://www.ginaparris.com/


HIGGINS
Clodagh

As I talk to more and more people on the 

topics of Inbound Marketing & Online 

Media I hear the same sentence over and 

over again, ñI donôt have time for Social 

Mediaò. Which I do totally understand that 

the perception is that to achieve results 

for your business you need to be 

tweeting, blogging, linking-in, re-tweeting, 

posting, commenting all day every day. I 

can assure that while this is what some 

people will choose to fill their days and 

nights, this is not what is needed to have 

a successful social media strategy. 

What is key is consistency and if that is 

every day for you ïgreat and if it is only 

once or twice per week then that is fine 

too.  

When starting out on this path I 

recommend to my clients to just start with 

one or two social media platforms ïlike 

twitter and Linkedinïhave your twitter 

account connected to your linkedin

account and they when you tweet your 

linkedinprofile will be updated too.  

To help you find more time 

in your day to invest in 

developing your 

online habits.

7 Actions you can take today to give

you more time to be Social

1. Write a list of all the newsletters that you subscribe to that come into 

your email box every week or day. Ask yourself why do you like 

getting these communications, what do you get out of them? Make a 

shorter list of the ones that you want to continue to get info from in 

the future ïthen delete ALL newsletters that come into your inbox ï

no folders ïno filtering ïdelete ALL.

2. Open a googlereader account http://www.google.com/readerand 

now subscribe to your newsletters again ïthis time through the RSS 

feeder (Really simple syndication) ïthis is a family of web based 

feed formats that are used to publish frequently updated works such 

as video, news, blog entries and audio podcasts. Having your reading 

material coming into one central location stops the interruption of 

those communications coming into your email stream which can be 

distracting.

3. Create an appointment in your diary for reading time ïblock this time 

out. I like to do this first thing in the morning with a cup of coffee I 

scan the headlines and read what I am interested in then if I think it is 

of value to my twitter or linkedincommunity I will share it online. 

Sometimes I see something that I want to send to a friend/colleague 

and I will email that to them directly.

4. To help you manage your twitter account more effectively I 

recommend installing Tweet Deck ïwww.tweetdeck.com- it is your 

own personal browser to help you be organised with your twitter 

account.

5. Create lists and group people according to their industries or 

expertise, egMarketing, Public Relations, Australian Retailers, 

Comedian. Again ask yourself why are you following this person, 

what value do hold for you in their tweets and the information that 

they share, if none then stop following ïthey are only noise to you 

and soaking up time.

6. Create searches for topics that you are interested in. If you are 

interested in topics like Inbound Marketing then do a search for what 

is being talked about and you will find that there will be a hash tag 

created which helps you find information about this topic quickly on 

twitter ïit will look like this #inboundmarketingïsave this search.

7. The major tip I have for anybody who wishes to participate in social 

media that I can give to people is write down your Social Media 

objectives ïare you getting involved in the conversation to learn, to 

share, to create, to generate connections, to establish yourself as an 

expert in your field, to increase brand awareness? 

When you have completed your tasks ïshut down ïyes thatôs 

right ïonce you have achieved your goals close twitter, linkedin, 

tweetdeckwhatever it is and then continue on with your main 

core work. If you want to return later in the day that is fine ïIn ï

complete objectives ïOut ! getfocusedconsulting.com.au


