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Backwards is not  
a bad thing. 



To change your 
perspective you may just 

need to change your 
position.   



Dare to be different! 



Prospecting 
Hosting great sales calls 

Presenting great proposals 
Closing the deal 

Retaining the client 



Prospect with a plan. 



Stranger danger is real.  



Stop being a vampire 
of time. 



Use basic human 
psychology to your 

advantage.  



Short communications. 
Be exceedingly relevant. 

Promise to not waste time. 
Don’t sell while prospecting.  



Best subject lines:  
May 12? 

Have you considered this? 
Quick idea for you? 

Idea to beat –competitor— 
I’m in love. 

Partnership? 
I know your secret lover!* 

*This is a joke do not use this subject line. 



*This is a joke do not 
use this subject line. 



Get religious about 
tracking your sales 

progress. 



CRM training 
is second only 

to air in Sales Land. 



Use math to  
your advantage. 



What is your call to 
close ratio? 



Sales Goal:  $100,000 
Page rate is $10k 

=10 ads 

It’s not that simple! 



50 prospects 
10 meetings 

8 qualified proposals 
4 closed deals 



It’s all about polite 
persistence.  



Host AMAZING sales 
calls that feature ideas 
and avoid “the chase”. 



Typical Sales Call… 
1.  Meet and greet.  Truly mostly BS. 
2.  Identify client goals.  Asking 
questions.  You ask they tell.  Typical 
answers. 
3. Look through the media kit.  Handle 
objections.  I have no money , blah blah 
blah. 
4. Gather info to create your proposal. 
5.  Client says… How about a proposal? 
6.  You are excited. 



Typical	Sales	Call…	
1.		Meet	and	greet.		
Truly	mostly	BS.	
2.		Iden<fy	client	goals.		
Asking	ques<ons.		You	
ask	they	tell.		Typical	
answers.	
3.	Look	through	the	
media	kit.		Handle	
objec<ons.		I	have	no	
money	,	blah	blah	blah.	
4.	Gather	info	to	create	
your	proposal.	
5.		Client	says…	How	
about	a	proposal?	
6.		You	are	excited.	

Revised	Sales	Call…			
1.   Meet	and	greet.		Build	trust	fast	

with	recon	info.	
2.   Use	magazine.	Share	success	

stories	to	prime	the	conversa<on.	
3.   What	do	you	think?	SHUT	UP!	
4.   Success	requires	investment.		

Agree?	
5.   Ask	ques<ons	if	needed	before	

you	present	your	ideas.		
6.   Present	your	ideas	on	the	SPOT!	
7.   Handle	objec<ons.	
8.   Close.		Set	<me	to	follow-up.				



Stop trying to marry 
your client. 



Connect quickly and 
then cut to the chase. 



Share success stories 
up front to prime the 

clients brain. 



@ryandohrn	–	Ryan@BrainSwellMedia.com	-	www.BrainSwellMedia.com	



DO	NOT	think	of	the	color	RED.	
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What is a great success 
story that limits your 

liability? 



What is a great success 
story that limits your 

liability? 



Next…. Stop asking 
questions that you know 

the answers to. 



Ask questions if needed 
to determine goals and 

objectives. 



Present ideas on  
the spot! 



PRINT DIGITAL EDITION

The Smiley Pete
Total Value: $6,395

Discount Price:
$4,157/month

Savings: $2,238 (35%)

The Colonel
Total Value: $5,562

Discount Price:
$3,615/month

Savings: $1,947 (35%)

Big Blue
Total Value: $4,340

Discount Price:
$2,821/month

Savings: $1,519 (35%)

The Henry Clay
Total Value: $2,250

Discount Price:
$1,463/month

Savings: $788 (35%)

The Tail Wagger
Total Value: $1,635

Discount Price:
$1,063/month

Savings: $572 (35%)

E-NEWSLETTER SOCIAL MEDIAWEB ADVERTISING

Invest in an
affordable
media plan.

4X Discount 5%  •  6X Discount 10%  •  8X Discount 15%  •  12X Discount 20%

A Partner in Progress.

Increase your LOCAL
visibility with a complete 
multimedia approach.

Choose any one of our 
bundled print & digital media
plans shown here, or let us build
a custom program that meets
your specific needs.

Call us today
at 859.266.6537.

Let us show you how we have
been building local business
and delivering real results
for 15 years.

Full Page
10.25” x 14”

Island
7..625” x 10”

Half Page
10.25” x 6.75”

5” x 13.75”

Quarter Page
5” x 6.75”

Eighth Page
5” x 3.18”

2.37” x 6.75”

A  PA R T N E R  I N  P R O G R E S S

S M I L E Y P E T E P U B L I S H I N G

$2.25www.bizlex.com
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INSIDE

By Scott Hamilton
CONTRIBUTING WRITER

Chris Eddie and Chuck Creacy are
confident that their latest enterprise will
be a successful one. That still doesn’t

mean they aren’t crossing a few fingers as the
weeks before its initial release tick away.

Smiley Pete Publishing — co-owned by
Eddie and Creacy and the parent company of
Business Lexington, as well as Chevy Chaser
and Southsider — is nearing the launch of

tadoo.com, a digital initiative that will provide
the Lexington area something of a one-stop
shopping experience when it comes to
central Kentucky’s arts-and-entertainment
scene. The curated website will be constantly
maintained and updated as needed, with
everything from a schedule for live music in
the area to a listing of what’s happening at
local galleries.

According to Eddie, the website, which is
on pace to be fully launched by early

November, will fill a gap he says residents
have for years told him needs to be
addressed.

“All of our projects start out with people
coming to us, saying ‘You know what we
really need in this town? We need blank,’”
Eddie said. “That’s how we started Business
Lexington. We perceive a need and we try to
find a way to fill that need.” 

POINTS OF INTEREST: PET ECONOMICS PAGE 3 •  BRIEFS PAGE 4 •  WHO’S WHO IN LEXINGTON PAGE 6 •  PAUL SANDERS’ BOOK REVIEWS PAGE 8
J&H REACHES 4-YEAR MILESTONE PAGE 18 •  BIZLIST: PERFORMING ARTS ORGANIZATIONS PAGE 20 •  UPDATING EMPLOYEE MANUALS PAGE 22
EMPLOYING YOURSELF PAGE 24 • TRAIL BLAZERS ONLINE EMPIRE PAGE 25 •  PARTING THOUGHTS PAGE 28-29 •  LEADS PAGE 30

Local employees and
business owners

report that animal
companions in the
office reduce stress

and improve
morale. But what

does your furry
friend say about

you and your
business?

FINE VINES

By Tim Thornberry
COLUMNIST: AGRICULTURE

The hot, dry summer weather has
definitely not been good for most
crops, but some do better under

drought stress than others. Grapes are one
of those crops, and many Kentucky
producers are expecting a good harvest, in
part due to the arid conditions.

With that said, however, location has
played the biggest role in the grape harvest.
Vineyards in western portions of the state
endured the hottest, driest conditions,
creating more problems than those closer
to central and northern Kentucky.

Neil Vasilakes and his wife, Rachel, are
owners of Wildside Winery in Woodford
County. He said the vineyard is on track to
have a good year. 

“The vineyard is just looking
beautiful,” he said. “We have 11 acres of
grapes. We also have an orchard and a
couple of acres of berries, and we make
wine out of everything, but most of our
wines are grape wines.”

Vasilakes noted that his grapes are
grown in two different areas of the county,
one of which
suffered from a
spring frost after
warmer-than-normal
temperatures last
winter created an
early growing-season
environment. That
patch had to be
started over, he said,
causing a slight
decline in the yield
expectations. Still, he said, it was expected
to produce a good crop. The other area was
not hit by the frost, and those grapes are
right on target to produce a quality crop. 

New entertainment website a big “tadoo”

SEE VINEYARDS PAGE 14 !

SEE PETS PAGE 14 !

Steve Barron,
owner of
CD Central,
with his dog, Zena.
PHOTO BY EMILY MOSELEY

Vineyards flourish
through stress

of recent drought

Pets in the
workplace

SEE TADOO PAGE 9 !

Drought
strains feeding
supplies for
Kentucky
livestock
producers
PAGE 14

Kentucky’s
Bourbon Trail

boasts new
facilities
PAGE 10

Earthworms
making fertile

ground for
entrepreneurs

PAGE 12

BCTC’s theater
program takes

its show on
the road
PAGE 15

Barney Miller’s
still on top

afer 90 years
in business

PAGE 20

Smiley Pete publishers provide new way to track local arts and entertainment

Focus: Family-Owned Businesses



Marketing	Partnership	Proposal	
Date:			
Client:		Main	Street	Manufacturing	
Presented	by:	Ryan	Dohrn,	Brain	Swell	Media	
	
	
Executive	Overview:		The	goal	of	this	marketing	campaign	is	to	place	the	
Main	Street	brand	and	spring	offer	in	front	of	35,000	perfect	buyers	in	the	
next	six	months	with	a	focus	on	affordable	and	proven	media.				
	
	
Option	#1:		MAXIMUM	EXPOSURE	PLAN.	
- ¾	page	4	color	ad	in	Inspire	Magazine.		Ad	created	free	of	charge.	
- Large	top	banner	ad	(728x90)	on	Inspire.com	for	one	month	
- One	inclusion	in	the	Inspire	eNews	sent	to	5,700	readers	
- 4	text	mentions	on	the	Inspire	Facebook®	feed			
- Total	Value,	$2400	
- MULTI-MEDIA	DISCOUNT	=	-	$500	
- Actual	Cost	,	$1900	/	month*	

	
Option	#2:		SMART	BUSINESS	PLAN.	
- ½	page	4	color	ad	in	Inspire	Magazine.		Ad	created	free	of	charge.	
- Large	right	banner	ad	(320x250)	on	Inspire.com	for	one	month	
- One	inclusion	in	the	Inspire	eNews	sent	to	5,700	readers	
- 2	text	mentions	on	the	Inspire	Facebook®	feed			
- Total	Value,	$2000	
- MULTI-MEDIA	DISCOUNT	=	-	$300	
- Actual	Cost	,	$1700	/	month*	

	
Option	#3:		BASIC	MARKETING	PLAN.	
- ½	page	4	color	ad	in	Inspire	Magazine.		Ad	created	free	of	charge.	
- Large	right	banner	ad	(320x250)	on	Inspire.com	for	one	month	
- Total	Value,	$1800	
- MULTI-MEDIA	DISCOUNT	=	-	$100	
- Actual	Cost	,	$1500	/	month*	

	
*IMPORTANT:		These	highly	discounted	prices	are	offered	to	partners	running	for	three	
consecutive	months.	Please	call	me	ASAP	to	get	locked	in!		(222)-555-1212.		Ryan	Dohrn	
	
	



Most objections can  
be handled with  
a success story.  



What is your follow-up  
plan of attack? 



Level	of	Excitement	for	your	sales	idea	

10										9									8								7								6								5								4									3								2							1							0	

Hours:		

0	
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24	

36	

48	

The	48	Hour	Magic	Sales	Window®	



Work as hard to keep the 
client as you did to get them 

in the first place. 



Over 50% of your client 
touches should be non-sales 

touches. 







Monthly Retention Plan 
Quarterly Retention Plan 

Yearly Retention Plan 



Real time advertiser surveys. 

Readex CX 



Sharing articles 
Hand written notes 

Small gifts 
Lunch and Learn Gatherings 

Expert partner refferals 
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