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A Message from our President, 

Susan Du Brin
West Valley Medical Partners

I am incredibly excited to start the new year as president of the Encino Chamber of Commerce.  It 
is a posi�on I held before and I am honored to again be the leader of the premier chamber in the 
valley.  The Board of Directors includes many new directors who bring fresh ideas and enthusiasm 
to already commi�ed board members who con�nue to provide leadership, their �me efforts and 
ideas.

We are in the process of revamping some of our commi�ees and possibly star�ng some new 
opportuni�es for chamber members to u�lize and benefit from.  I urge you to join a chamber 
commi�ee and get involved.  Our commi�ees provide benefits to you by increasing your 
opportuni�es to meet and do business with an expanded group of mo�vated businesses and 
individuals.

The Encino Chamber provides, through our Disaster Preparedness and Health and Wellness 
commi�ees training and prac�ce in disaster preparedness, first aid and CERT training, ac�ve 
shooter situa�ons, and close coordina�on with other groups including first responders.  It is our 
goal to con�nue to be a leader in preparing the community for any poten�al disaster, however 
large or small.  

The Teacher of the Year, one of our signature events, is already in the planning stage.  Each year 
we honor teachers from schools throughout the valley.  The Encino Chamber was the first in the 
valley to honor our teachers in this fashion.  We recognize that our children's educa�on is cri�cal 
in preparing them for the future.

During this COVID pandemic the Chamber has evolved as the circumstances have changed.  We 
are in the process of adding a new service to our members and community, our Business 
Recovery and Revitaliza�on Program.  This site provides the latest informa�on available including 
protocols for business, medical and dental offices, restaurants that are available for delivery or 
grocery services.  Where to get needed PPE supplies, the latest from our elected officials and 
many other services.  It's coming soon, so please check our website.

We are also star�ng up all of our networking group via Zoom. I look forward to mee�ng all of you 
and listening to your ideas and thoughts about how the chamber can enhance your business. I am 
truly honored to represent the chamber in this new decade and look forward to a safe and 
healthy 2020.
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familiar with one of the main rules we created when we coach your business: there 

are a lot of constant, small course correc�ons you need to make. Your marke�ng path 

(compared to a marke�ng PLAN) is never complete.  You will never get to the end of 

that path.

If you are already on line, these will help you course correct much of what you are 

currently doing.

This is a very unique �me in our history. Covid-19 has caused a 1929-type economic 

depressive state that was not caused by human business ac�vi�es. In the most simple 

terms, the 1929 crash was caused by overextending credit to play in the stock market.  

The 2007 Recession was caused by a lack of financial constraints in the marketplace.  

The 2020  Economic Downturn was caused by a glacier-like response to a new virus. 

In all three cases, small business owners are being le� to pivot, adjust and move 

forward.  We are fielding a lot of calls from you asking how to get on line and make 

sales.  It is something most of our private coaching clients are already doing, so here 

are a few �ps to help you get started.  Of course, you can always connect with us for 

informa�on more specific to your business and industry.

So let’s get you online!  We suggest you go through the Ac�on Guide, make notes on 

everything you need to do.  This will give you the most clear path to take.

You Find Your Business in a New and Changing Environment

Now is the �me, huh? You have been reading a lot about

Covid-19  and how it is effec�ng the marketplace, and you

have WITNESSED what it is doing to YOUR marketplace, 

and you have made the decision to improve your online

presence and increase your sales.  Great job! This 

ac�on guide contains some �ps that are going to help 

you avoid a lot of the problems most small business 

owners just like you make because they were using 

seat-of-the-pants marke�ng. If you have a�ended our Small Business Breakthrough

Bootcamp or almost any of our in person 90-minute master classes, you are  



 
If you have a brick-and-mortar business, or an office where clients come visit, it is easy 
for you to take an actual step back and look at your office or store.  You can put on the 
glasses that let you see how your clients are seeing you. You should be doing this 
online as well.  

Do your websites and social media pages reflect the same message? 

Do they look alike so that your guests recognize your visual brand?  

Picture yourself walking down an aisle at your local Piggly Wiggly, searching for a Diet 
Coke (if you like Diet Pepsi, that is perfectly acceptable for this example).  You are not 
reading labels.  You are not looking for the words DIET COKE (or Pepsi).  Your eyes, are 
being told by your brain to hunt for the logo.  It's like a cougar's brain telling its eyes to 
search the fields for “small animal, probably moving, but perhaps s�ll.” The cougar's 
brain knows what it is looking for, just like your brain knows it is hun�ng for Diet Coke's 
red and white label compared to Shasta, or the store's house band of diet cola. 

Let's make sure you are being consistent.  Take a moment and look at the front page of 
the Yuloff Crea�ve website and then pop over to the Yuloff Crea�ve Marke�ng 
Solu�ons facebook page. You will see that we give you the same look.  Now take a look 
at the Free Marke�ng Consulta�on page.  No�ce that they are similar?  We recently 
corrected this.  Here was the before and a�er, as we made a small course correc�on 
to make them look similar.  In this case, the Free Marke�ng Consulta�on page had to 
be updated when we updated our website.  Here is an important marke�ng �p: When 
you change one thing, if you are “doing your marke�ng right” there are going to be a 
lot of moving pieces involved.

What changes do you need to make?
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1. Imagine how you look online.



This is one of the most basic things that every business needs to do.  And when we 

begin coaching a new small business, it is one of the first things we check. And it is one 

of the things we find that is almost always lacking.

Step one is to 'claim' your Google My Business lis�ng.  Step two is to fill out your Google 

My Business profile.  This will improve your local SEO a bit.  We have done this for 

countless private business clients.  If you have been around awhile or like us and 

changed the name of your business, and your address, you probably have several 

lis�ngs si�ng out there in the cyber galaxy. About the only thing I have not changed in 

25 years, is the phone number that you use to find me.  (If you want to hear the story of 

how changing your name, and then changing it again in 15 months can mess with your 

online presence, come to our next Small Business Breakthrough Bootcamp.)

What did you find when you did 
a Google search for your business 
name?
Did you claim your Google My 
Business Page? Did you set it up?
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2. Make sure your online lis�ngs are correct. 



3.  Are you ge�ng tes�monials and reviews? Are you asking for them?

It is well known SEO prac�ce that backlinks are the golden goose for your on-page
SEO.  And tes�monials and reviews are one of the major tools that Google uses to 

rank your business in local digital marke�ng results. As your clients talk about their 
confidence in you and your business and what you have done or them, the search 
engines will gain confidence as well, and your lis�ng will be moved up in search 
results. Google wants their visitors to have a good experience with THEIR product, 
so if your clients want to tell others about the good experience they had with  
YOUR product, that is a 'good thing.'  Remember to respond to each posi�ve and 
nega�ve review that you receive. This not only shows prospec�ve clients that you 
are communica�ve, but it also shows search engines that you are an ac�ve 
business they can confidently send users to your website.

Who are the first 10 people you’ll
    call for video testimonials? 
What will you ask them to say?
Is your YouTube channel set up 
     to store them?
Do you know how to put them 
     on your website?
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4. Are you wri�ng blogs weekly? Are you adding to 
your online content?

What are the titles of your first blog posts (make them answers 

to the questions people always ask you)

When will you post your first blog?

How often can you be consistent in writing 400-600 words?

Over 80% of you reading this ac�on guide just answered with a sheepish 'nope.' And 

that makes our point. Your blog posts and engagement you get on them (and your 

social media, by the way) are an incredible way to connect with your audience. Google 

likes it when you add content because it gives them something to give to searchers.  

Importantly, the posts sec�on on your Google My Business lis�ng we had you set up 

earlier, is some of the best virtual real estate to own.  To use another analogy: If you 

own Boardwalk and Park Place, you should be busy adding houses and hotels. Google 

has given you an opportunity to share current detailed informa�on about your firm. 

How are you handling sales and client mee�ngs during COVID-19? Are you offering 

discounted services for first responders? Share �mely informa�on with your audience 

and boost your ability to show up in local results with the underu�lized posts sec�on.
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What are the first 5 videos you are going to shoot?

5. VIDEO: One of the best ways to create your content

We work with our private coaching clients a lot on the use of video to market their 
businesses. That is because over two thirds of the population prefers to learn by 
watching video. What videos should you use? It is also a great search engine 
optimization tool. 

Here is your list of the 11 types of videos you should create. 

1. Video tips about topics you are an expert in or that involve your business

2. Product reviews if you have a book or product solely for the purpose to introduce 
and share features of a particular product

3. Promotional video that talks about something you're selling or offering for free

4. Interview with you being interviewed or you interviewing someone or just a joint 
video with another complimentary business professional on a topic you both have 
expertise in

5. Testimonial video for someone else or request them from your clients

6. Training video for one of your paid courses or programs 

7. Free webinar or preview call designed to teach a little, list build, get people 
introduced to you and then make offers to work with you, enroll in a program or come to a 
free discovery/strategy session with you

8. Facebook live or other social media live video with the purpose of building 
relationships (you can do others for the other above reasons too) and having your 
followers get to know you more

9. Rant videos... if you must, go ahead and share some controversial thoughts!

10. Webpage videos - these are videos that would enhance the wording on a specific 
page on your site. These could be good for the following types of pages (literally every 
page could have an explainer video): Home, About, Services, Free Gift, Contact, Free 
Consult, thank you pages, Speaker page and more!

11. Tutorial video - either doing this for free or paid, I've done both. Some I feel have 
more value, I charge for, others that could be a very good draw to get more people on my 
list, I may give away. Some tutorials are good to show your assistants what you want 
done or they may give to you for things you need to learn in your business perhaps.  
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6. Pivo�ng Your Business to Increase Your Sales.  
As a small business owner, you are dealing with an economic recession for the first 
�me since 2007, and the cause is not the ‘normal’ economic cycle. We are certain 
that by now you have seen that now ma�er how you define the word community, 
local through world-sized, there is a definite change in your community.  There is a 
definite change in how your community relates to itself and it's members.  There is a 
huge change in how your community is seeing your business.
The first thing that changed were our buying habits. Normally we teach our private 
coaching clients that there is a two-part ques�on they must answer in order to make 
the sale.  The ques�on is “why buy from me instead of my compe�tors?” and the 
argument you must make is  “Here, let me tell you why.”  Now, the third op�on, 
which has always existed, but under normal �mes does not come into play that o�en, 
is more prevalent.  That ques�on is “Should you buy at all?”  
As a business owner, you must currently answer that ques�on first to a�ract 
a�en�on. It has already begun to happen in the larger marketplaces.  We are seeing 
that in automo�ve ads the manufacturers  say “If, during this �me you need a 
vehicle…” instead of leading with the features and benefits of their par�cular model.   
We are seeing that in pizza delivery ads, too.  Have you no�ced that the major chains 
are talking about how they deliver your pizza without having ever touched it instead 
of the value they bring? They are answering that third ques�on first.  Both examples, 
automo�ve companies and pizza delivery companies are relying that you, the 
consumer, will remember their years of previous feature/benefit adver�sing. 

What is the ‘To Buy or Not to Buy” question your prospects 
         are asking themselves?
What are the 2 or 3 benefits you are offering your prospects?
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One of the ways you get people to come back to your website is the knowledge that 
they are probably going to get something for free.  We first wrote of this in our book 
The Marke�ng Checklist for Sales and explained the concept of the Lagniappe. It is a 
French word meaning something unexpected. Here are two examples:
For example, when a small business owner invests in 
TheSmallBusinessMarke�ngPlan.com they have 
a $100 discount wai�ng for them at checkout.  It
is just an unexpected THANK YOU that 
reinforces the entrepreneur’s decision to 
invest in training. 
When we produce an order of logo’d 
wearables for clients (T-shirts, sweatshirts
ball caps, jackets) we will include an extra
garment or two that is different or is a 
                                           different color.  
                                           The lagniappe is designed to show our clients some other
                                           possibili�es to promote their business. 
                                          Very o�en, we will add copies of one of our six business books
      in with a client’s order.  It will show up in their email box as a
      THANK YOU.

What Value-added BONUS can you offer your clients?
When’s the best time in your sales cycle to give it to your prospect?

7. Bonuses and Your Mystery Giveaway

Copyright © 2020 Yuloff Creative Marketing Solutions and Naked Book Publishing



This is the step that most of your compe�tors are going to fail at, because they have no 
idea they have to do it. 
As we begin, the main point to remember is that marke�ng is ge�ng your prospects 
to raise their hands and sales is what you do a�er they raise it.
When the internet was new and websites were just beginning to populate the web, 
the BIG DEAL was to get visitors to your site to sign up for your newsle�er. Then we all 
got several hundred emails a day including a couple dozen newsle�ers and people 
stopped signing up for them.  So how do you get them to raise their hand and tell you 
they are interested?
It is called the Ethical Bribe. It is the free or inexpensive offer you are giving them in 
exchange for giving you their email address.   You will con�nue to find the correct 
Ethical Bribes which will make your email list grow.  By now, you have probably figured 
out that this report is an example of the report you can create.

What is it?  What is for you?  What is it that your prospects
want more than anything when it comes to you and your business?
This is the hardest part of this exercise, so here are a couple of
examples:  We have offered various things including our 5 
favorite online tools and a free SEO report on your website.
What is your ethical bribe? 
How are you going to offer it on your website? (hint: it belongs
    on the home page, but what is the verbiage?)

8. How Will We Get Your Prospects to Raise Their Hand? 
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We get unusual looks when we talk about how to find a local printer.  
“Isn’t it faster and easier and less expensive to use an online service?” we are asked. 
Let me give you three reasons it is not.
1. Your local printer is usually faster than the online services.
2.  if they are doing the work in their own shops, your local printer is generally within a 
reasonable percentage of an online service.  I will be right up front here:  in our li�le 
town, that is not the case, so OUR local printer is one town over.
3. Maybe not easier, but more fun.  
4. The online services will NEVER, EVER refer you business. Now, do you care about 
the other three?
This is the same for many other businesses in your area.  I know I pay a bit more for an 
oil change with my local shop (360 Automo�ve in Co�onwood) but the service is more 
comprehensive and with the expensive investment in an automobile, I want to have a 
very experienced professional I can call later with ques�ons.
Isn’t this report on how to do business online? Yes.  But when you get more business 
online from your local community, it will grow your presence everywhere else, too.

What business are you doing online that you could “bring home”
to your community?
What networking are you doing to connect those local business
owners in your community?
                                                         What are you doing to support 
                                                         your local chamber of commerce?

9. Support Other Local Businesses
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Understand that ge�ng your business online and increasing your sales is a process, 
not a transac�on. You can't just plop down your credit card and take away your Diet 
Coke. It is going to take some �me to get the search engines to find and love you, so be 
pa�ent.  You can always try it first, and then call us and let us do a lot of it for you.  We 
have a LOCAL SEO program that we offer free to private coaching clients, and keep it 
inexpensive for other small business owners

So let’s get you on the road to success with some free help. We would like to offer you 
a   We will go over your answers in this ac�on guide and Free Marke�ng Consulta�on.
get you on the right path to success.

Most small business owners, just like you, that take advantage of this conversa�on, 
report back that their 30-minute success call was worth at least $10,000 in increased 
sales and savings to their bo�om line. Let's begin our conversa�on by increasing your 
profits. Go now to www.FreeMarke�ngConsulta�on.com 

What questions do you have about your marketing?
What are your biggest marketing, sales, Human Resources
           or public speaking challenges?

Your Appointment Date and Time: ________________

10. What ques�ons do you have about improving your SEO?  
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Executive Circle
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Van Nuys Airport, Los Angeles World Airports
www.iflyvny.com

Friend’s Circle

Pacific Premier Bank
www.ppbi.com

Rehab Specialists
www.RehabSpecialistsInc.net

West Valley Medical Partners, LLC
www.ethanchristopher.com

Friend’s Circle

Cedars-Sinai Medical Center
www.cedars-sinai.org

Paul Davis Insurance Services
www.pdinsure.com

Galpin Motors
www.galpin.com

Mike’s Roofing & Building Corp.
www.mikesroofing.com

Member’s Circle

CEO Computers, Inc.
www.ceocomputers.com

McDonald’s of Encino
www.mcdonalds.com

Brent Tyler / Rodeo Realty
https://brenttyler.rodeore.com/

Encino Hospital Medical Center
www.encinomed.org

KSA Management
www.ksamanagement.com

Law Office of Mark Levinson
www.marklevinsonfamilylaw.com

UCLA Health
www.uclahealth.org/Encino

Yuloff Creative Marketing Solutions
www.YuloffCreative.com

Director’s Circle

PREMIER MEMBERSHIP CIRCLES


