
 

 
 



 

 
 

An idea that comes to life. 
 
A hunch that pays off. 
 
A commitment that demonstrates 
its virtue. 
 
A return on your investment. 
 
The ability to bless the lives of 
others. 
 
Creating solutions that really solve 
human challenges. 
 
The opportunity to optimize the 
value of your time. 

 

Whatever motivates you to 
engage in commerce, you have 
some expression of happiness 
that keeps you moving forward. 
 

Sharing these  makes me 

happy.  I believe theyôll make a 
difference in your organization and 
thatôs my mission. 
 
Best wishes, 
 

Clark H Smith 
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Consumer demand is driven by a 
complex set of motivations.  Many 
times the quality / quantity / price 
of your product or service is in 
the caboose of the motivation 
train.  Weôre social animals.  Are 
you connecting with your 
consumers on a social level?  
Where in your marketing do 
you create a personal 
connection with the 
people who comprise 
your marketplace?  
Distinguish yourself from 
your competition.  Be 
interesting.  Incorporate your 
story, your values, your 
activities, your 
accomplishments, and your 
challenges into your 
marketing efforts.  Real 
people are interested in 
real people. 
 I can illustrate this with a 
personal story I call ñthe John 
Mellencamp Factorò.  I donôt 
particularly care for Mr. Mellencampôs 
music.  Itôs not my style, heôs not my 
style.  As an artist, Mellencamp is 
immaterial to me.  But I always pay 
attention when one of his songs 

comes on the radio or he appears on 
TV.  Always.  Why?  I just happen to 
personally know the craftsman who 
built a very high value custom kitchen 
for John Cougar.  This is probably 

one of those ñsix degrees of 
separationò things, but because I 
am even tangentially ñconnectedò 
with Melencamp, he actually 
matters to me even though I have 

no preference for him or his 
music.  Mellencamp is 

interesting to me because 
I know something about 

him that creates a 
connection between 
us ï thin as it may 

be.  You can, and 
must, create those 

connections in your 
marketplace. 
 Take note of the 

  where 

I share several ideas for content that 
makes a personal connection.  Most 
importantly, donôt limit yourself to just 
talking about your business.  
Celebrate the people and the 
passions, the history and hopes that 
make up the human side of your 
business and make you interesting.  

http://www.goodearthcreative.com/PromoCD/assets/Cook_What_You_Like_To_Eat.htm


 

 
An Obligation Vacuum is a subtle, yet 
powerful way to stimulate and solidify 
demand for your goods / services.  
Although it lacks the altruism of the 
Golden Rule, the OV advises that 
you do for others as they have 
done for you.  Doing good 
for others 
creates an 
expectation / 
obligation that they should return the 
favor.  Thereôs a vacuum until they 
do.  When Mark the Merchant bends 
over backwards to assist Suzie 
Shopper, the whole Shopper family is 
more inclined to patronize Mr. 
Merchantôs Mart than to take their 
business elsewhere.   

Whatôs the strength of your 
OV?  Think carefully about what you 
do for others.  If you want more 
referrals for your business, be 
deliberate in giving them for other 

businesses.  (See my websiteôs 

 as an example.)  And donôt be 

reluctant to make a personal 
connection by sharing a tip on a great 
new restaurant or a movie worth 
watching.  What you do for others will 
not be soon forgotten.   

 

 

 from  are 

free fertile ideas that you can put to 
work now.  Following the suggestions 
presented in this ebook will 

¶ make you more interesting  

¶ distinguish you from your 
competitors 

¶ create a connection between 
you and your marketplace 

Read this ebook with a pen in your 

hand and make a note of the  

you think will work for you.  Then call 

or email  and letôs 

get your prospects picking up the 
phone and calling you. 

http://www.goodearthcreative.com/deeproots.htm
http://www.goodearthcreative.com/deeproots.htm
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Everyone loves SWAG (Stuff We 

All Get).  One way to 

 (obligation 

vacuum) is to be 
generous.  What do 
you leave behind 
(besides a sales sheet) 
when you call on a 
client.  Whereôs the 
grab bag of goodies 
on the way out of 
your store / office?  
And Iôm not talking 
about a ten pound tub 
of mints from Samôs 
Club.   

What resources / 
assets do you have of value?  Do you 
have a friend who is a budding 
musician?  Burn a CD (with their 
permission!) of a couple songs and 
give it away (complete with a list of 
upcoming concerts).  Does your 
favorite restaurant publish coupons?  
Ask the manager for a short stack for 
you to use to promote the restaurant 
to your clients / customers.  He/she 
will beam with delight at the idea (and 
might even post up your business 
card in their establishment).  What 
goods / services do your existing 

customers / clients produce?  Will 
they give you samples / discounts / 
free stuff to pass along to your other 

patrons?   
If all else fails, go to 

Samôs and get a ten pound tub 
of mints.  Just donôt leave 

people empty-handed.   

 
List your ñpreferredò competitors.  ñIf 
youôre not going to do business with 
us, please consider _________.ò  
This simple gesture shows your 
confidence in the quality of your own 
business, generosity toward your 
competitors, and open-mindedness 
about the influences operating in the 
marketplace. 


