























Social Media

Step by Step

oes social media sound like a lot of work?

It’s not really that hard! In this article,

I will discuss how you can put Google

to work for you! Not all of its features

are right for everyone, but think about

what part of your life could be improved with a little

organization. Where could you improve productivity?

What could you learn by sharing with others in your
field?

This can be a confusing maze for many of us who are

not digital natives. It is perfectly fine to continue using
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a pad and paper to run your business if that fits your
style, but I would still encourage you to set up a Google
Profile and Places page. Think of it as a Yellow Pages
ad—but it’s free!

If you decide to embrace Google, be sure to be
consistent with the information you post, such as your
company name and address and the comments you
make online. Think of your online identiy as a “digital
résumé.” Painting contractors who have built a solid
online reputation often dominate local searches with
the variety of content they post. All this is designed to
lead customers to your company website, which should
be well designed and optimized already.

Gmail, Places, Profiles and Google+ are the tools to
carry in your online bucket!

Here’s what you can do with a
Gmail account:

® Manage multiple email accounts in one login and
reply from different email addresses.

® Keep your emails organized in folders, for example
a folder for customers, social media, vendors, etc.

e Create and share documents, spreadsheets and
more from any browser or Smartphone.

® Keep your schedule on the calendar and add events
and notes right from your Gmail!

® Manage your photos in Picasa and always have
access

® Follow favorite blogs easily with Google Reader

* Easily access Google for searches

e Use this email address for all the rest of your social
media and directory listings.

® Make sure you use the same address and phone
number everywhere you enter it online.

e Create custom signatures with your website and
contact info.

Convinced yet? Go to mail.google.com and sign up!
Spend some time looking through the features—the
help center has a lot of great tips.

Google Places—your place on the
map.

Once you have your Gmail account, claim your
Google Places page (www.google.com/places). These
rank very well in search results.

e [ill it out completely and add content such as
pictures and videos.

e Share the link with your customers so they can
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easily leave you online reviews.
® Google will find and compare the info and soon raise
your ranking as it verifies your business.

This is what people will find when they do a search for
your name.

e Complete your profile as much as possible.

® Add links to your websites, blogs, photo albums, ete.

® This is for your personal information, however busi-
ness profiles are coming soon.

Google+ is your network to share
information.

Some say this is Google’s answer to Facebook, or social
media for professionals. It will allow you to:

e Create Circles for friends, business, social media,
special interests.

® Easily chat with your connections.

e Start a Hangout—for example, imagine one page with
a group of friends watching the same video!

® Post photos, videos and links.

e Network and search conversations for common
interests.

Picasa can serve as your online
photo album.

With this, you can:

* Easily add photos to albums.

¢ Edit, sort and share photos.

® Create collages, cards, movies and more.

Web Reader will serve as your
personal newsfeed and allow you to:
® Keep track of your RSS Feed.

¢ All your favorite blogs in one place.

As we continue with our series on social media, we
will help you build on this so you can establish yourself
as an expert in your field. Along with Google, you can
expand on your digital résumé using other social media
platforms. TPC

Chris Haught owns RC Painting in Southern Utah and
is the editor of The Blogging Painters (bloggingpainters.
com), a collection of the industry’s best blogs.
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home without
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Breathe Easy. Professional Results.

New SMART"™ primer, caulk and spackling.

Family Safe. Zero VOCs. No Compromises.

learn about smart at www.gardner-gibson.com
SMART is a trademark of Gardner-Gibson, Inc. All rights reserved.




B I BN N JUNK FOR YOUR TRUNK

e ATRIMACO

SAVE TIME + SAVE MONEY

FibaTape®s new Extra Strength
Fiberglass Mesh Tape is a
patent-pending multidirec-
fional tape for reinforcing
joints. Designed to increase
structural integrity and joint
strength, the new tape is
ideal for demanding appli-
cations. It is 60% stronger than
standard mesh tape, and ideal
for applications that require ad-
ditional strength. Open mesh design
eliminates blisters and bubbles. sainf-gobain.com

THE PROPAINT MITT™
is designed to get
professional paint
results in the tough-
est of spofts. Its

unique design al-
lows a wrap-around
application of paint
fo railing, columns,
fences and other odd
shaped surfaces, saving

BONDZ™, from Rust-Oleum
(Zinsser brand) is formulated to
bond any topcoat to difficult-
fo-paint surfaces. The fast
drying urethane-modified
acrylic formula provides tena-
cious adhesion to hard, dense
interior/exterior surfaces such
as fiberglass, tile, glazed brick,
and more. It creates a perma-
nent bond with any topcoat—
including 2-part epoxies and solvent
based paints—for maximum adhesion while sealing the
surface for a beautiful, uniform finish. rustoleum.com

BONDZ

Maximum Adhesion Prime’
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seconds. At less than $5 per swab,

3M™ is now offering Lead-
Check™ Swabs—a simple
solution for certified con-
tfractors to check for lead
while complying with the
EPA’s RRP Rule.These lead
tests can determine if
lead-based paint is present
on wood or metal surfaces,
and yield results within 30
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they offer renovators a highly cost-
effective solution to testing for lead. 3m.com

you time and frustra-
fion. Also great for
faux-finishing and
creating textures and
artistic effects. Thick
and super absorbent
premium fabric makes
shedding a thing of the
past and can be used
with all types of paint
and stain.

RockSolid Floors® from
Diamond Coai™ is the
workhorse of its series of
one-part polyurea floor
coatings. Its chemical and
abrasion resistance, along
with its strength (20 fimes
that of epoxy), make it an
ideal sealer or fop coat in
any concrete flooring project.
Add RockSolid Colour Shots to
create a solid color floor—or use
two Colour Shots and a special fwo-headed roller for an
elegant, stone-simulating finish. rocksolidfloors.com



Scan here to watch
the product demo.

Get the mobile app
for your phone
http://gettag.mobi
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SAVE TIME + SAVE MONEY

ASK ABOUT OUR ENTIRE LINE OF PAINT PRODUCT|S AT YOUR FAVORITE PAINT RETAILER | 1.800.325.7356 | WWW.TRIMACO.COM
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By Terry Begue,
Begue Painting, Inc.

“People hire
me because
they like
and trust me.
That's it.”

Terry Begue owns Begue Painting Inc.,
and is author of the popular e-book,

"The Wedlthy House Pdinter’s Guide to Hav-

ing it All.” He's been a successful

house painter and enjoys helping others
start their own successful house painting
businesses, t0o. Discover more at:
http://www.yourhousepaintingbusiness.com
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Customers Buy You!

Have you ever asked yourself...

“Why do people hire me?”

“What qualities are they looking for in a painter?”

“Why should they choose me instead of a competitor?”

We all want to be in demand. But how can you be in demand if you're not
sure what “in demand” really means? Persuading your prospects to say “yes”
to do business with you is the single most overlooked part of contracting. It’s
also the most important if you want to be successful.

You can have a solid business plan, a healthy marketing budget, even
exceptional technical skills, but they won't do you much good if you don’t know
how to land the job. I realized from the beginning my level of success ultimately
depended upon how good I could become at getting hired.

I became obsessed with studying my prospective customers. Carefully watch-
ing for buying signals, 1 learned to recognize their purchasing “hot buttons.”
For me it’s been a process of endless field testing plus grilling customers over
the years for valuable information about why they hired me. After all that, |
can say with absolute certainty I know what specific qualities people look for
when choosing a painting contractor.

People hire me because they like and trust me. That’s it!

How do you become liked and trusted in the short time it takes to make a
sales call? A lifetime of research has helped me zero in on three key practices
that provide extraordinary results.

Find common ground. The first thing I do on sales calls is quickly look
around their home and yard for what | call “conversation starters.” Golf clubs,
pets, toys, even a swing set in the backyard all provide excellent opportunities
to share common interests. If they have kids or pets I tell them about mine. If
they apologize for a messy house 1 reply, “You should see mine.” My wife would
kill me if she knew I said that (she’s a very neat housekeeper). Building a bond
by sharing common interests with your prospects helps them realize you're
just a regular guy or gal providing a needed service. You're not some con artist
trying to bilk them out of their kids’ college fund.

It’s all about them. Listen carefully and pay close attention when your
potential customer explains the scope of the work. It’s important you don’t
talk about yourself or your company before your prospect has had all the time
they need to tell you exactly what they want. If you talk about yourself or your
company too soon, people get the sense you have your own best interests at
heart and don’t care—even if it’s not true. Then unpleasant sales resistance will
rear its ugly head. Keeping the focus on their needs is the best way to avoid it
in the first place.

Explain clearly. After 'm sure my customer has finished talking and I under-
stand their vision, | clearly convey exactly what I'll do for them both verbally
and in writing. Be sure they understand the benefits that you provide. After all,
people don’t buy just your services; they buy solutions to their problems. Become
a problem solver. Customers want you to tell them what you're going to do and
what it will cost if they hire you. Clarity implies expertise.

These three simple but critical practices are your building blocks to selling
success. They’ve enabled me to consistently close eight out of every ten jobs
I bid. They will set you apart in a good way. They'll also give prospective
customers much stronger reasons to do business with you instead of the other
painting contractor who showed up and didn’t know that customers actually
buy you. Remember, people don’t always buy how good you are at what you
do; they buy how good you are at who you are. TPC
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NOT ALL SPRAYERS ARE GREATED EQUAL

Graco’s 390™ and Ultra® 395 are
Proudly Made in the U.S.A.

Compare the name plates...
Titan® Advantage 400 and Titan Impact 440 are Made In China.
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LEGENDARY PAINT FROM AN EXTRAORDINARY PAINT COMPANY.

Mythic Pro™ is a nhon-toxic, ultra low
odor, high quality paint line designed
specifically for use by painting
professionals. Mythic Pro™ meets
criteria for coatings used in LEED®

certified buildings. Mythic Pro™ was
developed for rapid commercial
application and has no cancer-
causing toxins or VOC’s that can off-
gas for years.
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Mythic, i 0% Toxic. 100% " Stronger, safer, paint.”Zero Toxins i " and the “Safe for people, safe for pets, safe for the earth.” i i J.8. Patentand TM Offi i iversif uc
Use Mythic’s recommended colorants to remain Zero VOC and retain our Performance Guarantee.

Stronger, safer, smarter paint.® Now that’s a breath of fresh air.






