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Get Slightly Famous by Steven Van Yoder 


 Voice Over:  The book "Get Slightly Famous" explains how to become a celebrity in your field. 
Author Steven Van Yoder shows how you can get consistent media attention and attract more 
business with less effort. 


Steven Van Yoder:  Some businesses seem to attract clients and customers by magic. They 
haven't made a cold call in years. They don't spend a dime on advertising. Yet everyone knows 
their name. It's almost as though they were famous. 


Steven:  They're what I call slightly famous--just famous enough to make their names come to 
mind when people are looking for a particular product or service. You can be slightly famous, 
too, if you offer something different: thought leadership. 
 
In an age where consumers want to be educated, not sold, thought leadership positions your 
company as a trusted adviser, a teacher rather than a salesperson. Instead of marketing at 
prospects, you become a thought leader. By providing useful, honest information at each stage of 
the buying cycle, you are seen as a business with integrity that helps consumers make informed 
decisions. 
 
Here are four steps to help you get there. 


Steven:  Number one, embrace the media. Getting media attention is the ultimate slightly famous 
marketing strategy. Journalists rely on good quotes from experts, like you, to make their stories 
interesting. Being quoted in one story increases the chances that reporters will recognize your 
expertise and call you for similar stories. 
 
But first, you need to tell the media that you are available as an authority on a particular subject. 
One way to do this is to get an article in print. You don't have to be a professional writer or 
journalist to get your name in print. Approach publications as a potential expert contributor. 
Remember to start small. There are thousands of small-trade an special-interest publications that 
are open to accepting articles from contributors. 
 
Publishing articles gives you instant credibility, because it's editorial, not advertising, and 
therefore carries the endorsement of the publications in which the articles appear. Article reprints 
make excellent low-cost sales literature. 


Steven:  Number two, speaking strategies. Public speaking could be the fastest, easiest, and 
cheapest way to establish yourself as an expert. A person who takes the podium is seen as 
somebody with something worth saying. And speakers are in great demand, especially those 
willing to speak for free. 
 
The topic of your speech should highlight your expertise, while allowing for opportunities to tell 
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stories about your work. It might take some legwork to land your first speaking engagement, but 
the more you speak and the better you become at it, the more you will be in demand. 


Steven:  Number three, marketing in a virtual world. Prospects you've never met are forming 
opinions about your business at the click of a mouse, 24 hours a day. You need to ensure that 
they get a positive virtual first impression. Creating an effective online presence is within your 
control, but you have to be proactive. 
 
The Internet is now driven by new technologies, collectively called Web 2.0. These enable 
people to collaborate, co-create, and share information online, rather than simply peruse 
information. These new technologies include blogs, podcasts, social networking sites, and online 
communities. They provide a way to reach and deeply engage clients and customers. By 
developing and distributing useful content on the Internet, you can build your reputation as a 
thought leader. 
 
Even business owners who are not professional writers can develop blog content that effectively 
promotes their business. Unlike traditional websites, blogs are easy to update, customize, and 
maintain. 
 
Podcasts are another cost-effective tool to help you reach prospects and customers with 
informational audio and video via the Internet. Podcasting can turn your online presence into a 
dynamic, multimedia-enhanced marketing channel. 


Steven:  Number four, cause marketing. Lastly, nothing builds brand loyalty among today's 
increasingly hard-to-please consumers like a company's proven commitment to a worthy cause. 
Many consumers would rather do business with a company that stands for something beyond 
profits. Strategic philanthropy can help you stand out in a crowded marketplace and boost 
employee recruitment and retention. Whether your business is large or small, supporting 
charitable causes shows you are a business with integrity. 
 
These are just some of the ways that you can get out of the anonymity trap, create a slightly 
famous you, and build a successful business. I hope you enjoy reading my book. 
 
 


 





