





Sales pipeline continued from page 15.

Barriers and
concerns

The biggest barrier or concern I hear
about building a million-dollar Web site
presence is: Who is going to do all of
this? If you are a solo practitioner, keep
in mind that you can eat the elephant
one bite at a time. These tips are some of
the simplest and most effective to add to
your marketing and sales efforts. They
get your toes in the water of Web 3.0.

If you are a larger firm, the champion

of this effort should be the marketing
team because they already work on the
Web site and often know more about the
capabilities of the firm for qualifying and
referring leads than anyone.

Start building into your marketing and
sales budgets a plan and resources for
Web 3.0. Get to know the firms and
people in your industry who are ahead of
the curve and finding success. One firm [
recommend is Freed Maxick Battaglia of
Buffalo, NY. They are a pioneering firm in

this arena. .

Finally, create a strong firm media policy
that addresses the creation, sharing and
security of online content and branding,
There is a reason that IP/New Media law
is one of the fastest growing practice’
areas globally.

Web 3.0 is coming. Professionals will
need to embrace online marketing,

PR and sales efforts to build that next
generation of prospects and referrals. It's
the same way with journalists who want
to keep their readers. Adapt or die.

Christine Hierlmaier Nelson is a
communications consultant with Ingenuity
Marketing Group, and consults on

Web site content and how to leverage it for
Web 3.0. Her book, Virtual Fame: Simple
Public Relations for Busy Professionals, is
available at www.ingenuitymarketing.com.
Ingenuity also offers self-directed Facebook
and LinkedIn tutorials and Web site
management services. Contact Christine at
Christine@ingenuitymarketing.com or
651-690-3358.
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