What makes a good podcast?
Those that know me to
understand me to be a nononsense marketing guru.
If it doesn’t work, stop
doing it. If it doesn’t
produce the results you
want, then stop using it.
To that end, why should
you use podcasting in your
marketing mix? I am
going to show you the
hidden secrets of
podcasting in this PDF.
Enjoy.

Podcasting is mobile!

There are hundreds of people that can show you how to make a podcast. As an
Electrical Engineer, I could get all “geeked” out here and show you
microphones, mixers, or software: but I won’t. Instead, I would like to explore
the “after” you have produced a good quality podcast.

What makes a good quality podcast?
Podcasts usually have good quality sound, no background sounds (unless you
are doing in situ podcasts), no 60-cycle hum, no pops, use lead-in and lead-out
music. Do not have music
under the podcast as it clutters
up the sound. Other things also
add to the professional nature,
such as a brief description of
the podcast in the front lead-in
music.

Quality sound is vital!

Suffice it to say, there is an
anatomy of a good podcast,
and one should strive to have
such for their show. Otherwise,
you might tend to niche your
podcast too much! So follow
the simple guidelines of

making a good quality podcast to maximize your possibility of success.

Ok, I have a good podcast, now what?
There are many purposes for
podcasting, but most come
down to one thing: to
become a recognized
subject matter expert
(SME). Yes, that’s it! You
want your listeners to
understand that you are the
expert in your field or niche.
In this day and age,
marketing has changed.
Long gone are the cold calls,
the door knocking, and all
You will become a SME!
those types of
sales/marketing activities. In
the old days, we did business with those we knew and trusted. Well, folks,
guess what? We are back to our basic human trust model; doing business with
those we prefer and trust. Podcasting is the exact tool to perform this type of
marketing!
You gain that trusted position by expounding information that helps your
listener, even if you don’t know who they are, and that gains you a trusted
place in their mind. Thus when it becomes time to hire or buy, you are top of
mind awareness with your listener!

Another aspect of podcasting is how you use a podcast.

Send your podcast to your potential
clients!

Once you have your quality
podcast, besides putting it up
for the world to find, there is
an important option. As with
sound business principles, a
company can be targeted for
possible future business. As
you generate your target
company list, you often
identify the target person in
that company.

So now you are in the podcast
world, what would you do
differently than before? You can email and snail-mail an invite to listen to
your podcast, right to the target person! This gets you in front of your target,
and you can start to build a relationship with that target prospect.
I had an old friend that used to raise money for groups, and she said if you are
asking for a $1,000 donation, for example, you had to touch your candidate
donor one time for each zero in the asking amount. That means, in this case,
three times. Podcasting can do that in spades! I always recommend that you
have at least six good episodes up on your podcast show, such that you now
have six chances of touching your prospect.

What is the next
hidden secret use of
podcasts?
Have guests on your podcast!

Use your podcast as a direct
mail letter. Ask your
prospect to come on your
show! Yes, it’s a very
positive thing to do, and you
would be surprised how
many do accept the offer. In
this way, they get a chance
to learn about you and you
about them. The more a
relationship you can build,
the better you can find ways
to help your prospect. Say nothing of the trust and SME status you are
building with your prospect.

In Closing
In closing, the three best uses of podcasting are:
1. To build your reputation as a subject matter expert (SME) in your
niche.
2. To be able to use your podcasts to target market your prospects
with your SME status.
3. To give you a platform to build a trusted relationship with
candidate prospects.
Anything short of these things is just hot air.
Make your time and effort count, go backward in time, and build trusted
relationships. You will truly enjoy the fruits of your labor. Forget hard-selling,
cold calling, and all that nonsense. Swarm your clients with your expertise,
and podcasting should be one of those “expertise” tools you use in your
marketing mix.
My name is Peter Brusso; now go build some trusted relationships!

Also, please take a look at my new book:
https://www.amazon.com/How-makemoney-while-sleepebook/dp/B08HJ6GV6Q/

I hope you enjoyed this
business tip…
Peter Brusso, CEO
https://Infocard.cc
Https://www.infocard.cc

