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Advantage Media Group is a publisher of business, self-improvement, and professional development books and online learning. We help entrepreneurs, business leaders, and professionals share their Stories, Passion, and Knowledge to help others Learn & Grow™. Do you have a manuscript or book idea that you would like us to consider for publishing? Please visit advantagefamily.com or call 1.866.775.1696.
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YOUR OPPORTUNITY TO ACHIEVE MORE





Do you want more from your business? More income? More customers to enjoy working with? New opportunities? Do you want to make an impact?


Your opportunity to accomplish all of this—and more—is here.


Throughout my career, I have had the great fortune to work with people from nearly every type of business, and every walk of life. Entrepreneurs, small business owners, professional speakers, attorneys, doctors, financial advisors, coaches, philanthropists—the list goes on.


The Advantage Media Group team and I have helped them move from entrepreneur to author. I’ve watched them take their business to the next level, grow their income, and expand their reach by being the authority, celebrity, and expert in their field. I’ve shared their elation when they hold a copy of their book for the first time.


Most importantly, I have had the great satisfaction of knowing our authors are doing what they’ve always dreamed of—sharing their Stories, Passion, and Knowledge with the world—and are moving ahead to accomplish even more.


This is the power of a book.


As we move into a new and very different economy today, this magical power of a book is more important than ever. To achieve success, you must be dramatically different and stand apart from the pack. You must be very clear on the value you offer, matching your services and philosophies to the customers you want to attract. You must be recognized as a thought leader. And you must genuinely earn your customers’ support.


In the pages ahead, you will see how entrepreneurs, just like you, accomplish these objectives by being the published author of a book. You’ll discover how they use books to build their business, and change their lives. Yes, you will have to invest time and money, both while creating your book, and after. But as you will soon read, this investment in your business, your message, and yourself is worth every minute—and every penny.


Imagine the possibilities. Then go for it. There is no time like now.





Let’s Get Started!





Adam D. Witty





Founder & Chief Executive Officer


Advantage Media Group





awitty@advantageww.com


843.701.4943
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Create Loyal Clients and Watch Your Profits Grow








How a Book Fosters Dedication and Passion—and Turns Clients into Fans





When Dr. Leslie Van Romer wrote her book, she never thought it would put her in the league of the world’s most powerful companies. After all, when you think of the most successful businesses today, what comes to mind? Apple? Amazon? Or, if you’re a die-hard online shopper, perhaps Zappos?


However, by writing a book, the chiropractor, nutrition expert, and Advantage author used the same client-building techniques as these multi-national corporations. And by using these techniques, Leslie grew her business. To see the connection, let’s step back and take a closer look at the corporations I just mentioned.


First, consider what these companies have in common. Of course, great products would be one factor. Superb service, another. In fact Zappos states, loud and clear, “Powered by Service,” right in their logo. You can probably name more commonalities, but all would point to one, overriding characteristic. Each company has a fanatical customer base who will shop nowhere else. They are true fans who not only buy products, they shout from the mountaintops, exalting the company to anyone who will listen.


The most profitable companies in the world boast the most fanatical clients and customers. In fact, there is a direct correlation between fanatical clients and profit. Apple, for example, reported a record-setting net profit of $13.06 billion in the first quarter of 2012. Amazon came in at $13.2 billion, above analysts’ expectations.


Now, a fanatical customer base exists for two main reasons:


1.Everything that anyone does in successful companies revolves around a mission to serve the customer first.


2.These companies are very clear about communicating this mission to their audience.


Zappos, for example, goes well beyond stating customer service standards on their website. The company has several blogs with topics ranging from fashion culture to messages from the “Zappos family.” Their expo site is “dedicated to showcasing the innovative work happening at Zappos.” The reason for communicating this way is simple. By providing more content, they deliver more value to the customer. They are creating a “family” and customers want to be a part of it. Customers feel connected.


There is another benefit beyond creating a connection with your customers. For service providers, such as doctors, lawyers, or information marketers, additional information makes it more likely your clients will succeed with the material you teach or provide. Clear and detailed information results in understanding. You develop a relationship of trust, especially when you let your personality show. Your clients are far more likely to comply with your instructions. They go beyond the point of being good customers, to becoming true fans.


At this point, you may be making the connection from global corporation to local chiropractor. Leslie shares her message and philosophy about weight loss with her patients in her book, and they love it. Even the title is fun, Getting Into Your Pants. Leslie explains it this way:





“What they love the most about Getting Into Your Pants, besides being fun, simple, and practical, is that it’s written in conversational language and sounds just like me talking directly to them. Now, they can take me home and be with me any time they want, so they tell me. They are so tickled that their chiropractor is also an author and a motivational health speaker. The book has added depth and breadth to my relationships with my patients and, as we all know, connected relationships are at the core of every successful business.”







BRIAN FRICKE


Orlando, Florida
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Stronger client relationships are important to Brian Fricke, as well. Brian is a financial planner and author of Advantage published, Worry Free Retirement—Do What You Want, When You Want, Where You Want. Shortly after releasing his book, Brian provided a copy to every client. He had an important reason for doing this. “Clients can get a flavor of who I am and our philosophies. Therefore, it tends to create a stronger bond between us.”


Fitness guru, Jennifer Nicole Lee, is a three-time Advantage author who agrees with this sentiment. She recently told me why: “I think my customers, especially the women, become more empowered. You’re really able to win over their minds and hearts. When you can win over your customer’s heart, and really connect with them, let them know you’re there to help them, they’ll continue to come back to you.”


Advantage author and chiropractor, Dr. Sonia Kwapisinksi, had an “ah-ha” moment when working with her patients. “After being asked the same questions from my patients, time after time, I realized that I needed to put something in print. Not only to avoid repetition, but to show my patients that the information I was giving them was fact, and that it worked.”


For all of these authors, sharing their message with clients has benefited them in even greater ways. I think Jennifer sums it up well. “Your customers continue to talk about you. They’ll tell their best friend, their mom, their daughter to ‘read this book, and go get her products.’ It’s a trickle down or domino effect. The book starts that natural organic marketing that your customers do for you.”


A book is one of the best tools to reinforce your viewpoints and message. And by sharing your beliefs, you create the glue that bonds you with your clients and customers. However, there is yet another way you can use a book to benefit both your customers and your business.





THE UNEXPECTED BENEFIT OF A GIFT—FOR YOU AND YOUR CUSTOMERS





Let’s go back to our multinational corporations again. These companies use another technique that helps to grow a passionate fan base. This technique is a systematic plan to show appreciation to clients.


Now think for a moment about all of the companies that have sent you gifts in appreciation for your business. That thought is over pretty quickly, is it not? Few businesses do this. And since few businesses do, this is an even greater reason why you should. It is an easy way to stand out among your competitors.


Naturally, this begs the question…what do I give? Why not a copy of your book? Books are fabulous client gifts for an important reason. As a society, we place a high value on books. It may be $15, $20, even $30, depending on the book, but we attach a price to it. When someone gives us a book, we read it, add it to our library, or share it with a friend. It goes well beyond the free information you can find just about anywhere today.


A book is an important tool in any sound customer-appreciation system. Giving your book to clients communicates thoughtfulness on your part. It also provides a platform for your message, beliefs, and for you. It strengthens your connection with clients and customers, making you a valued part of their life.
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