Retail Furniture Store

NEW MEDIA MARKETING

Part 2: Explode Your Sales Easily With A Furniture TV Show on the Internet.

here is a naw madia solution that

home furnishings retailers can use

to tell their story to a buying pub-

lic hungry for information. It
addresses the needs of the fumiture
industry, by allowing stores to effactivaly
show off the beauty, elegance and value
of fumiture like no other media fool.

What | am referring to is the use of
onling video in the form of a Web TV
show. Throughout this article | will give
you examples of shows, and additional
resources if you want to explore this fopic
further.  Specifically | will share with vou
the following:

s What is a Web TV show?
* Web TV show trends.
s Can You Create a Web TV show?®

Furniture Marketing by Mike Root

* Reasons why you should consider a
Web TV show.

* 8 Steps to Launch Your Own Web TV
show.

WHAT IS A WEB TV SHOW?

A Weab TV show is a video show that
has a serial storyline and appears only
on the Internet. A Web TV show is a lot
like a TV sitcom aor regular serizs whare
viewers get in a pattern of wafching af a
specific time.

WEB TV SHOW TRENDS

Streaming video sites such as Hulu
and Nefflix already host existing content
that allows viewars to watch maovies and
TV shows created by mainstream content
providars. Butf there is a new big com-
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IKEA’s WebTV show doesn’t
provide any information on
furnishing rooms or homes. It has
no call to action, offers, deadlines
or feaivred producis. Professionally
written scripis feature actors [called
co-workers) such as lleana
Douglas, Justine Baternan, Jeff
Goldblum and Tim Meadows in
vellow IKEA shirts. It is o web
sitcom thal encourages viewer
participation by asking consumers
lo voie for their favorite “co-
workers” and buy iterns such as
mugs, shirts and intimale apparel.
This is not the kind of show that
most furniture retailers can or
should produce. See it ai
www.easytoassembleseries.com.

patitor looming on the horizon that could
make it possible for independant furni-
ture stores fo gat their message out via
video much easier.

The April 7, 2011 Wall Street Journal
edifion reperted that, “Google’s You
Tubz website is working on a major site
overhaul to organize its content around

"Most retailers first
experiment with
inexpensively produced
shows, learn as they
go, and add fo the
budget and production
value as viewership
Increases.”

‘channels’ as it positions itself for the rise
of Internet-connactad felevisions.”  You
Tubz will in effect become a competitor
for traditional broadcast and cable TV
These new channels will be designed
arcund caftegories such as sports, fash-
ion, homa, etc. The channels will carry
professionally producad content to com-
binz with content people upload on thair
own.

These new Web TV networks will be
organized portals aftracting the millions
of people who currently watch onlinz
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video. According to the Journal, “You
Tube executives say they want people to
‘weatch YouTube' the same way they
‘watch TV, As the sites grow in influ-
ance they hope fo afract more  of the
approximatzly 70 billion dollars of US
advertising spent on traditional broad-
cast TV.

In the not too distant future furniture
retailers will be able to buy ad space on
a Google home decorating channal
instead of a spot on the 5 o'clock news.
And more powerful options will emerge,
such as the opportunity 1o produce and
air more in-depth video Web TV shows
as the new onling-only networks look for
good local content.

CAN YOU CREATE
A WEB TV SHOW?

Back in the early 1990s as a retailer,
| spent a majority of my advertising dol-
lars on television advertising. A buddy of
mine who workad at a production house
visited the store twice each month fo cut
TV spots. We did fraditional sales avents,
but it was exceptionally difficult to get the
message across in a 30 second spot.

At one poinf, we experimented with
broadcasting o deal o day that featurad
just onz item. We quickly found out that
this concapt was not cost effactive from a
production or audience response point
of view. The problem was that by the
time potential customers sow our spot
and respondad, the special for the day
was over.

Oh how fimes have changed! New
equipment makes it incredibly inexpen-
sive fo shoot video. Web TV shows are
aasy to produce and free to host on
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"Check out Gary Yaynerchuk’s
Wine Library TV. Gary has grown

his family retail business,
made himself a celebrity,

bestselling author and speaker.”

Google’s YouTube. It you want fo de a
“deal of the day” video you can get it
done at virtually no cost other than the
time spent to plan, create and post the
video. Yas, you can use high production
values o start, but rest retailers first
axperiment with inexpensively produced
shows, leam as they go, and add to the
budget and production value as viewar-
ship increases.

Check out Gary Vaynarchuk's Wine
Library TV. Gary has grown his family’s
New Jersey based retail wine business by
millions of dollars, mads himself a
celebrity, bestselling author and speaker,
all bacause of his Web TV show. He
started Wine Library TV five vears ago
and recently eclipsed the 1,000 show
mark. You can watch his show at
www. WineLibraryty.

Gary is a vibrant personality who s
passionate about his product —wine. He
built his business using new age media
streams and in the procass changad the
way the wine industry operates. He's
constantly using Twitter, Facebook and of
course, Wing Library TV which really
pavad the way for hin. Each installmeant
of Winelibrarytv featuras a couple of
wines. Gary tests them ond gives his
audience an honast raview, rating  each
one and tzlling his viewars if he likes it,
and (nore imporfanily] if it is a good
value and worth purchasing.

When you go to his site, take a look ot
his first shows and compare them to later
ones. You will s2a2 he has rzally grown
the quality from the zarly days, but he
didn’t waif to get it all figurad out, ha just
got started. Now Gary has launched a
daily show colled Daily Graps at

www.dailygrape.com. He's outgrown the
Wine Library TV, but | think that it is
instructive fo see how this wine guru
started his journay.

Qur industry is ripe for a Gary
Vaynerchuk of the fumiture industry. Wil
it be you?

THREE REASONS WHY YOU
SHOULD CONSIDER A SHOW

A Web TV show will give customers
real reasons to buy from you: A reg-
ularly scheduled Web TV show will maka
it 2asy for you to communicate decorar-
ing tips, introductions, naw sarvice offer-
ings, and bast sellers. Just by showing
new products in an informative or enter-
taining fashion, retail consumars will get
ideas for rooms they should be updating
with new home furnishings. After secing
your show, your store will be the place
they think fo go with thair home furnish-
ings needs.

It will help you to build relationships
and retain customers: Fzople buy
from people they know, like, and trust.
Every time vou launch a new episode of
your Weh TV show you cultivate and
strengthen relationships with customers
and prospects.

You can become a leading authority
or celebrity in the furniture world:
Gary Vaynarchuk is a parfect example of
a celebrity in his niche. Gary’s show is
effective because it is unscripted so tha
viawer gets to really know him and his
personality.  He also comes across as
knowledgeable and honest. These fea-
tures instill the know, like and trust factor
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"Charlie has an excellent
course. He agreed to
make this available to
anyone reading
this article. You can
get the details at
FurnitureMarketing.TV."

which ultimately leads o credibility.
Credibility is what distinguishes one retail
store from anothar. Gary sells winz to
people who could zasily purchase the
same wine from a local store. I'm sure
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many still do. And even though his sales
have increased from $4 million to $60
million in 5 years, his Web TV show is
about more than just grabbing immedi-
afe sales. It builds his credibility and
brand.

Get your show going before the
competition does: Therz is o markst
out there for any niche—whethar it be
wine, hame fumishings or anything else
that people are passionate about and
are willing to spend some money on.
You can use your web TV show fo suc-

Charlie McDermott of StandOut TV (www.Standout. TV) is in the
husiness of pulting people info WehTV Shows. Also check out...

Mike Capuzzi - hitp:/Ywww.mikecapuzzitv — who gives three
valuable resource tips in three minvtes. Bite size marketing tips

Andrew Locke — www.helpmybusiness.com another resource for
small business marketing and video training advice.

Adam Witly — www.authoradvantage .tv — this is not as visvally
inferesling as olhers becavse it is mainly a lalking head.
However, it would be o good model for someone lo lake a look
at fo see how lo start a show. Keep in mind he is talking o a
very specific niche (authors) and is more B28.

cessfully share your knowledge and per-
sonal experiences with product and
humor -- but only if you get started now
bafore others jump in.

PLAN THE STRUCTURE
OF YOUR WEB TV SHOW

My good friend Charlie McDermott of
StancdQut TV fwww.Standout.tv) is in the
business of putting people inte WahTV
Shows. | turnad to him when | started my
own Wab TV show. Charliz gove me per-
mission to share the following tips with
you on how to structure a TV show:

Step #1 - Your Show’s Concept: In
order to develop a successful show you
want to ask yourself a numbar of quas-
fions:

* What is the pupose of the showe
* Who is the target audience?
* How can you help your audience?

* How will you keep them coming
back for future episodes

Step #2 - Your Show’s Name:
Depending on the direction of your show
will defarming how you name it.

You can use your brand it yvou have a
well known name. A perfect example of
this is the excellent work Jack Wells is
deing  for  this  magarzine ot
www. FumitureWorl dTV. He has taken the
Furniture World Magazine brand and
axtended it online. That's a very smart
strategy for both the magazine and for
the video production talents of Jack
Wells.

Most of us do not have a domain
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name that is keyword based for Google
search engines. You might, however,
consider incorporating some keywords
info your show name  so customers
doing infernet searches will find you.
Though these are not TV shows, think
along the lines of www.furnituresales.tv
and www.furnituresale tv. It is a sure way
to get found by prospects on the Internat
whan they are looking for fumiture pur-
chases.

A third way to name your show is by
making it “action based”. This is a name
that tells the prospective customers what
to expect. My son Jay and | have a
show that helps refailers with marketing
ideas. We call it, “Get Customers TV
{www.GetCustomers.TV). We hope that
our site’s name fells prospects that we
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can help retailers “get customars”, with-
out any further explanation.

"A web TV show should
reside on its own
website for several
reasons.”

Step 3 - Purchase the Show’s URL/
Domain Name: Do this like you would
any other furniture domain through an
infernet provider such as Network
Solutions (www.networksolutions.com).

Step 4 - Have a Branded Opening:
This is a graphic start that helps tell your
story in the first 10-15 seconds. It should
be consistent from waek to week and dis-
tinguish your program os @ Web TV show
versus just another web video.

Step 5 - TV Show Website Design: A
web TV show should reside on its own
website for several reasons. First, you want
to make o point of your entertcining and
informative show from your commercial
website that is all about selling products.
Customers will be more receptive if they
don't think they cre going to get sold.

Second, Google loves video on web-
sites and this is an additional way to get @
site ranked high in search engines. Then
you just provide links back and forth



More weh marketing tios and Web TV shows can be found on www.gelcusiomers.tv.
The Web TV show fetures Mike Root, his self described “hetier looking half” Jay and
Huey “the marketing wonder dog”. Fumiture World magazine’s new video site
FurnitureWorld TV produced by Jack Wells has high production value, and includes
interviews, furniture showroom lours and industry news. Both are B lo B sites.
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between the two sites and you haove axro
listings on Google to capture customers’
attention when they search. | recommend
that you set your site in Wordpress
[www.wordprass.org], an open sourca
software product that creates szarch
angine friendly websites. WordPress start-
ed os just @ blogging system, but has
avolved to ba used as a full contant man-
agement systam with thousands of plug-
ins, widgets, and themes.

Step 6 - Creating Content: There are
all kinds of things vou can talk about on
your show depending on your target
audience and what you want to be
known for. Here are some ideas to get
started:

s Keep it shoit and sweet YouTube
videos are between 2-3 minutes. |f
you must go lenger, break your show
up into segments and ty not to
exceed 2-3 minutes per segment.

» Show as much product as you can,
but present it in @ way that you are
not selling it. Viewers will get turned
off if they think see one hig pitch fest.

* Talk about decorating tips to help the
prospect visualize the hetter life they
will have with new home furnishings.

* Avoid talking heads if possible.
Pecple will be tumed off if they just
see you on camera reading a script.
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* Invite guest experts to appear on
vour show. When the factory rep
shows up have him give a shoit sales
presentation of his product and incor-
porate it into the show.  That could
be a weekly feature with different
reps each show.

* Do a Question and Answer format to
answer the most frequently asked
questicns. By peeling away the cur-
tain you can become the trusted
expert.

"A Web TV show is ¢
video show that has o
serial storyline and
appears only on the
Internet.”

Step 7 - Filming and Editing: This
can vary widely with regard to cost and
complexity. | will tell you that our show
“Gat Customers TV is shot with o $129
Kodak zi8 video camara and is edited on
a Mac computer.  Furniture World TV is
done by a professional videographer, Jack
Wells. Depending on your circumstances,
you will probably fall somawhers in

betwaen. Here are a couple of brief tips to
help make your show successful in the
zarly production days {in other words, vou
can leam from my mistakes).

* Keep it entertaining. They won't
come back if they are bored or you
are too long winded.

* The sound quality of the video is
more important than the visual.

* Use a teleprompter {free software for
your computer can be found anline
at www.movieclip. biz/prompt. html).

Step 8: Launch Your Show:

* Upload your show to YouTube and
Embed the code onto your website.

* Send out an email to your list
announcing your latest show.

* let your social media fribe know
about it through Twitter, Facebeok et
ail.

* Watch vour show go viral.

* Encourage viawers to leave com-
meants.

To briefly summariza, Web TV is a
growing phenomenon. It allows cus-
tomers and prospects to watch what they
want when they want, and where they
want fo watch it. You will be able to use
it to build a community of fallowers and
ultimately, if done right, become an
authority in your niche.

Offer: If you would like mors spacific
information on how to use the power of
Web TV shows fo grow your business,
Charlia McDermott of Standout TV has
an excallent course. Charlie agreed to
make his course available fo anyona
reading this aricle. You can get the
details ot www.FumitureMarketing. TV.
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! would love fo hear from you

if you decide fo start your own
Web TV show or know of some
really good examples we can
feature in future Furniture World
articles. Drop me an email af
mroot@#urninfo.com.

Mike Raot is Founder of Get Customers
Right Now, a marketing company that
provides online marketing systems, pre-
motional campaigns, and premivm incen-
tive ideas. His techniques are designed to
help retfailers build sales through the use
ol low cost and no cost direct response
marketing strategies. Visit his website
GetCustomersRightNow.com fo get a free

resource for fumiture retailers entitted 7
Little  Known Customer Acquisition
Shrategies You Can Quickly implement To
Get New Customers And Explode Your
income That Your Competition Hopes You
Never Discover.”

Mike and his son, Jay along with Huey
the Marketing Dog also host a free WebTV
show called Get  Customers TV
fwww. GetCustomers. TV) that spotlights
the best of the best customer acquisition
strategies for retailers. The show features
helptul tips and tricks fumiture refailers
can use to spend less money on marketing
while atfracting more new prospects.

Mike also is President of Furniture Sales
of Mid-America, a fumiture wholesale and
rep company in the Midwest and Rocky

Mountain states.  He serves on the
Executive Committee of the tHFRA and is a
third generation furniture guy with experi-
ence in refail, wholesale and rental. He
was recognized by the SBA as an
Entreprenevr of the Year, and his furniture
retail stores were honored by the Omaha
Chamber of Commerce as one of the Top
25 Fastest Growing Enterprises three years
in a row. He has been recognized hy
national furniture factories for sales excel-
lance more than 15 times.

Free articles, hlegs and instructional
videos can he found at
www.MikeRoot.com. Questions about this
article or any advertising or marketing
topic can be directed to him care of
Furniture World at mroot@iurninto.com.



