Marketing is about telling a story.

Can you tell a good story if you don’t know who the
audience is?

Can you tell a good story if you don’t know what the
plot is?

Who will listen to and share your story if it’s not
interesting to them?

So how can you tell a story unless you know who the audience is!?
And how can you tell a story unless you know what the plot is?
And how can keep your story interesting enough that people not
only want to listen to it, they will share it with others too!



Our Story

® We're designers who bought a Shopbot.

® We're kinda geeky and rather creative.

® We started making things for friends.
® [ots of our friends work for software and video game companies.

® Those companies wanted creative, better interiors, offices, and furniture
than what they had.

® Turns out there are enough people out there wanting creative solutions that
we could base a business off of it.

® Now we got a niche: being the interior design-build firm that you go to
when you need creative solutions to common problems.

We're designers who bought a Shopbot.

We're kinda geeky and rather creative.

We started making things for friends.

Lots of our friends work for software and video game companies.

Those companies wanted creative, better interiors, offices, and furniture than what they had.

Turns out there are enough people out there wanting creative solutions that we could base a
business off of it.

Now we got a niche: being the interior design-build firm that you go to when you need creative
solutions to common problems.



Figure out who you're talking to.

® |t’s better to make a small group
of customers happy, than to offer
something mediocre to
everyone.

® Talk directly with them, using the
communication they prefer.

® You want to appear in places that

they look. Listings are better
than Ads.

® Best of all is when they talk with
each other about you! Make this
happen!

Understand the people you're talking to.

It’s better (and easier!) to make a small group of customers really happy, than to offer something
mediocre to everyone.

Talk directly with them if you can.We did this with a nice website, good e-mail communication, a
little social networking, and one-on-one meetings, because those are the things software
companies (our clients) care about and use themselves to talk.

You want to appear in places that they look. Listings are better than Ads.

Best of all is when they talk with each other about you! Make this happen!



Go to where your customers are.

® Doing work for software & game companies, our customers are online and
into social networking. So we are there too.

® We made a website that would show up at the top of Google searches,
started blogging, etc.

® [f we were in a different industry, we would have done other things!

® |[t’s about telling your story to the right people.

Being in the Bay Area, and doing work for software & game companies, our customers are
online and into social networking.

So we went to where the customers are, making a website that would show up at the top of
Google searches, blogging, and more.

If we were in a different industry, we would have done other things! It’s not about Twitter (or
other fads) it’s about telling your story to the right people.



Don’t waste your time & money

® You need to tell the right story to the right people.
® Spending time or money without a plan in place is a waste.
® Your customers will tell you everything you need to know.

® Word of mouth is the single most powerful marketing tool, for it’s both free
and hugely influential.

® So focus more on making your customers really happy, and on telling your
story to new customers, then on ads or social networking!

It’s foolish to spend a lot of time and money on a fancy website or magazine add if your clients
will never see it, or dont care. This counts for your potential clients too.

Your customers will tell you everything you need to know, but only if you really listen to them.

Word of mouth is typically the single most powerful marketing tool, for it’s both free yet hugely
influential.

So focus more on making your customers really happy, and on getting more customers to know
who you are, then on advertising or social networking or anything else!



Steve the Steampunk

® One way to figure out how to
beast reach out to your
customers is to come up with
abstract profiles for them.

® Think about who that person is,
what they care about, and how
to best reach them.

® Base your profiles from reality,
not from assumptions!

® One helpful thing is to make up fake people that
represent your ‘typical’ customer.

® Think about who that person is, what they care about,
how you can reach them, and how they spend money.



Roughly scoring
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Here is a spreadsheet of our potential customers
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Know your Market.

® How can you tell a story if you
don’t know the plot?

® |s your product / service:

® An Existing Product to an
Existing Market!?

® A New (Niche) Product to an
Existing Market!?

® A New Product to an New
Market!?

How can you tell a story if you don’t know the plot? Understanding what it really is that you're offering will go a long ways in making your marketing better.

Is your product / service:

An Existing Product to an Existing Market!?

° Making Cabinets for Home Builders. It’s an existing product (lots of people make cabinets) to an existing market (lots of people need cabinets).
Here you win by being actually better in some way (faster, cheaper, higher quality...) and communicating that fact to your customers effectively.
° Or you can win by simply spending a lot on advertising (sad but true!).

An New (Niche) Product to an Existing Market?

] Making unique Cabinets that install easier or are more affordable for Home Builders. It’s a new product (special cabinets) that is attempting to make a
new niche in an existing market.

° Here you win by your niche actually being valuable and communicating & educating people that would be interested in that niche market.
An New Product to an New Market?

° A totally new kitchen storage system for portable BBQ trailers. It’s a new product (special cabinets) for a new market (mobile BBQ trailers).

° Here you win by educating your market as to why they would want your new thing.

° You need to know what you are, before you can eloquently sell yourself



Let’s look at Shopbot.

® They are a Niche product in an Existing Market.

® There are already CNC machines, and demand for
them.

® However, many of us needed a more accessible
and affordable CNC package.

® 5o Shopbot were able to carve out a niche in an
existing market by offering something new.

® They are a Niche product in an Existing Market.

There are already CNC machines, and demand for them.

However, many of us needed a more accessible and affordable
CNC package.

So Shopbot were able to carve out a niche in an existing
market by offering something new.



Nobody really cares

® Your customers are
overwhelmed with options and
information.

® Who wants to sit through a
boring story!?

® Rather than listing features or
services, address directly how
you can make your customer’s
lives better.

® Address what they care about, in
real direct terms.

Your customers are overwhelmed with options and
information.

Who wants to sit through a boring story?

Rather than listing features or services, address directly how
you can make your customer’s lives better.

Address what they care about, in real direct terms.



Keep it up
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® Follow up with people and keep r
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A half-told story is worse than no story.

Don’t start a blog, newsletter, or social network unless
you've got a plan for keeping it going.

Keep your materials up to date.

Follow up with people and keep in touch.



Conclusion

® A powerful good story,
told clearly to the right
people, is worth a
thousand ads.

® Getting people to share
your story with others is
the cheapest and most

powerful thing you can
do.

® Listings are better than
ads.

® getting other people to retell your
story



We're not experts

® Here’s where all this comes from:
¢ The Four Steps to the Epiphany by Steve Blank

¢ The Stanford Entrepreneurial Thought Leaders lecture series
(a free podcast)

® Tribes by Seth Godin (and his great blog)
¢ Marketing without Advertising by Mary Randolph

e Talking with (and listening to!) smart friends.

Here’s where all this comes from:
The Four Steps to the Epiphany by Steve Blank

The Stanford Entrepreneurial Thought Leaders lecture series (a
free podcast)

Tribes by Seth Godlin (and his great blog)
Marketing without Advertising by Mary Randolph
Copywriting 2!

Talking with (and listening to!) smart friends.



