
Angela:  Erica I forgot to ask you how you say your name is it Cosminsky?

Erica:  Its Cosminsky, its said exactly like its spelled.

Angela:  I didn’t want to mispronounce it … 

Both laugh …

Angela:  I’m just going to take a little silence and then I’ll start.  

Angela:  Hi – you’re back with Angela here at Marketers Mojo Talk Radio and my guest today is Erica Cosminksy.  And I just want to tell you a little bit about Erica before I welcome her to the call.

Erica is a Work-at-Home Small Business Owner and as many small business owners find, Erica is the administration, human resources, marketing, sales and web designer behind her company.

And in addition to running a dozen websites and her Transcription company she’s also a single mother, a full-time online student majoring in Organizational Leadership with the Human Resources concentration.

And after working in the corporate world, starting in a lawyer’s office at 16-yrs old, up to a Human Resources specialist and a Talent Manager for a pharmacy chain.  She loves being able to have personalized contact with her employees and clients.  Erica lives in Murfreesboro,  How do you say it?

Erica:  Murfreesboro.

Angela:  Murfreesboro, Tennessee with her 2-yr old daughter Riley, a 14-yr old blind Persian cat and a Scottish Fold kitten.  She loves being outdoors and the Nashville Predators.
Thank you so much for being here Erica

Erica:  Yes Murfreesboro is one of those unique to Tennessee words that I’m sure you don’t come across in Canada.

Angela:  No I have not heard that word and I read your bio, of course, when you sent it to me and I totally forgot.  I asked you how to pronounce your name but I didn’t ask you how to pronounce that word.

So thanks so much for being here and it’s so fun to read your bio.  I love when people send me bios and I like to read them so I can introduce you to my listeners.  And thank you listeners for being here.

And I didn’t realize you were a single mom, we’ve been chatting for a little while and I like to tell people how I know my guests.  I think we met at the Fat Loss Quickie (FLQ) or maybe on Twitter.

Erica:   I think we met on FLQ first and then we kind of conversed on Twitter for a couple of months.

Angela:  And for anyone who doesn’t know FLQ is an online coaching program for Weight Loss and Business.  It’s a really good program but we’ll talk about that another time.

So I think that’s how we met, and so what I would love for you to do now is just kind of introduce yourself.  Although you gave me a bit of a bio, just tell us a bit about yourself and what you do.

Erica: Well like you said I do have a 2-yr old and we live here in Tennessee, we run a transcription business where we offer our clients a kind of unique service.  We do plain transcripts, like most transcription companies do, and then we also offer editing and writing services where we take our clients transcripts and make them into eBooks and eCourses.

And some of you may have seen transcripts like Bob the Teacher uses.  We do his transcripts where they look like an eBook, where they have a table of contents and you can search them and that type of thing. 

And then we also do more full editing, where we actually completely re-write and edit the whole transcript into a shorter kind of manuscript-style instead of having 40-pages of just talking where you get all the fluff and everything, where this is how the weather is, kind of thing,  We do all that.

And then on a personal level I am an online student, I have been in school for what seems like forever, and I’m majoring in Human Resources, which hopefully will be an advantage in my company as well.

Angela:  That’s awesome!  And I noticed another thing on your site, I think you also have a Private Label for other Virtual Assistants who want to add transcription, is that right?

Erica:  Right.  And we do get taken a lot of advantage of, well not taken advantage of, we get used a lot where we started out working for another transcription company and so we kind of already had our feet in that where we were working for somebody else and didn’t have direct contact with the client., which we always preferdirect contact with the clients as it makes things a little easier at times.  But it’s also a good service to have and it’s especially helpful for VA’s and those types of services where they may not want to do their transcriptions in-house.

Angela:  Right. Yeah, so I think its, I did Virtual Assistance myself, which is not transcription, I never did transcription, but I found when I was offering like a huge amount of services and I didn’t kind of specialize into one area, it was more difficult.

So I think it’s great for Virtual Assistants who want to add that to their service, but they don’t want to have to learn something new and re-focus their brain on different tasks. But also I have a question about specializing.  Do you think specializing in transcription for your business has been helpful?

Erica:  Yes I really do.  When we first started out I had just quit a job, we’d had a realignment in the company and I had been filling in for three different people’s positions.  And then they realigned me out of all three of those positions into a position that I couldn’t physically do.  Knowing my restrictions where I had shattered my knee several years ago, they put me in a position where I basically was forced to quit.

And when I came out of that position I decided to stay home for a little while with my 2-yr old because that was something I had never gotten to do.  And once I got home I was thinking okay, well this is a good way you know I could work from home.

I started in it and I took up a couple of freelance transcription jobs which when my daughter was first born when I had been home-based.  And so I had taken up some contracts from some old clients and once we got our third client it kind of fell in my lap and I had to hire help.

And I know most people say they fight and they fight and they have 3-4 different businesses, or something, but our business really did kind of fall in our laps.  And now I’ve got 35 people working for me and I do think that that is truly based on our specialization, because we do specialize specifically in transcription.  And even closer to that we specialize in small business transcription.

Angela:  Right and not like medical transcription, that’s a completely different area right?  Yeah!  Right go ahead.

Erica:  That’s okay.  I am a certified Medical Transcriptionist and like you said before, I did start working for an attorney when I was 16-yrs old, and that is where I learned transcription.  They taught me how and her husband was the County Judge, which makes things interesting when your lawyer is married to the judge.  I moonlighted at the Court House for him doing their transcription there as well.

And I got a great start in it and got a whole lot of experience with it.  But when I very first went home-based we were taking different jobs and one of my jobs was specifically with a Podiatry place and so I know more about feet than I ever wanted to.

And then we’d get a legal contract, and then we’d get some kind of teleseminar or something.  And when I first started talking to my copywriting consultant and my business consultant they were like; there’s no way that you can market this.

It was, because when I was first starting out I would take one website and market to three completely different markets, and it was overwhelming.  And it was to the point where after 5-6-months of being in business, probably not that long, probably 3-4-months, I was just, my website was a nightmare.  I was literally saying to people ‘I wish I never had tried to start marketing this’. 

Angela:  Mmm

Erica:  So once we got our finger down, and I started doing a little bit of marketing research and the thing about transcription that made it interesting is that anybody can be a possible potential client for transcription.  

Angela:  There’s a lot we can use it for right?

Erica:  Exactly, whether you’re the one getting divorced and you need something transcribed for your legal proceedings, you are the lawyer, you’re a doctor.  I mean people get their voicemails transcribed, we had all kinds of different things coming in and it was maddening until we picked our niche.

And I noticed one thing there, there are of course some other small transcription companies but none of them was specifically marketing to small businesses and so we kind of swooped in there and took over it and it’s worked really well.

Angela:  That’s great!  And so you said that you have 35-people working on your team when you get transcriptions coming in, it could be anyone of 35 people working on it?

Erica:  Technically yes, but most of our girls specialize just a little bit.  Some of them know a little bit more about marketing or different things that we try to match them with. You can’t have just anyone do a transcript for certain things.  

But I know my girls so I know what they can do.  One of our clients and this is the only one that falls outside the small business and entrepreneur field.  He is a maxillofacial dental professor and he’s kind of stuck with us and here recently we took transcripts of his lectures and wrote a textbook.  And that’s one of the things we edited it into a book and they sent it to the publisher and they loved it.  I don’t know anything about dentistry and I didn’t add any facts into it but I formatted the book and took out the junk out of his lectures and that type of thing, and not just any of my girls could have transcribed those files.

Another one of our clients, Adam Urbanski is one of our clients and you know if you’ve ever heard Adam, he has a slight Polish accent and when he gets excited he slurs his words just a little bit and it’s just enough that some people can’t understand his accent very well.

So I have to be real careful with Adam’s files and not give them to just anyone.  Like I have a few girls that work for me that are in the UK and its great when I have British speakers, they can rattle their files off, but I can’t give them Adam’s files because they can’t understand him.

Angela:  Well this is really great information, for anyone who either might be considering transcription as something to do for business or as just about niching.  I mean you’ve got a tight niche and you’re getting the market need for it.

So that’s a really important business lesson.  And I also found that with Virtual Assistance because there is so many different things that I was offering, I found it really hard to market it, really hard to speak to one person because I could be doing website design or I could be doing email set-up.  It was all for small online business but they were all different things so its really hard to market that from one website.

I mean I’m not saying you can’t because there are certainly a lot of Virtual Assistants out there, but I think once you do really hit on a specific need, then it makes it a lot easier.

Erica:   Right.  And from your point of view too, when you’re offering 40 or 50 different services, to a degree, with you it’s harder specifically from your point-if-view, because you’re jumping around doing 50 different things every day.  

Angela:  Right, right!

Erica:  And you can’t hone in on one thing, because ‘you’re jack of all trades and master of none’ kind of thing.

Angela:  And that’s why eventually I did specialize into Affiliate Management.  And I did that for a while and right now for myself, and this interview’s not about me, but it is a good indication of choosing a niche and really narrowing down on your services.  Right now I do web design, so that’s very specific for a person who needs to start a new website.

So I know exactly who I’m talking to and I don’t have to run around doing a lot of different things.  And I also work just with WordPress, so it’s not even all different kinds of websites or anything like that.  It’s one specific program that I use to build a website.

Erica:  And it does from a marketing standpoint it does limit your potential clients, but it also gets you to where, your thumbnail of a potential or ideal client, it makes your thumbnails a lot more in focus.  

Angela:  And then when you speak to them they hear, they recognize that, they relate to it.  So you have people who need transcripts, you know, people who are doing calls or doing events, like you were talking about, so they know exactly what they’re looking for.  So when they find your site and your service it’s a no-brainer really.  They don’t have to figure out what you’re doing here.  You know exactly what you’re doing.

I also have a question about your marketing, how do you market your business?  But before you answer that, I’ve just so many questions; it’s a very interesting business you have here.  Laugh’s.

How long have you been in business?  How long have you been doing the transcription?

Erica:  I have actually been in business for almost a year.  

Angela:  Wow!

Erica:  My business anniversary is here at the end of February.  And considering we’ve only been in business for a year it seems like it’s been a lifetime.  I almost can’t remember, you know I can’t remember working outside the house.  I just know its something that I don’t think I could ever go back to.

Angela:  So it was a good out of a bad.  So you were kind of forced to not be at work.  And now … it’s great what you’ve built.

Erica:  Right.  And that maybe something interesting for your readers.  We’re doing a contest starting February 1st and I’m doing a contest on my website and I’m giving away one of the Plantronics 995 wireless headsets.

Angela:  Oh sounds good.

Erica:  Yeah.  There’s been a whole lot of buzz on Twitter here lately about those and I have one and I love it and I think anyone that ever had one would love it.  So that’s what I decided to make my prize and we’re probably going to give away a second prize of some kind of Amazon gift card or something like that.

Angela:  And what’s the contest about?  

Erica:  Just for our business anniversary, I wanted to do something for our clients and our readers and so I thought we’d do some kind of contest.  

I haven’t decided exactly how we’re going to do it, probably similar to the normal blog contests you’ve seen. But I did pick out the prizes so.

Angela:  So definitely link over to your blog, so that people can keep an eye out for that.  Anytime you can win good headsets and good prizes for your business, definitely worth checking out.

So I’d be interested, you’ve told us a good deal about your story and how you got started with the transcription.  But have you worked on any other businesses maybe something that didn’t work out or some that you’re kind of doing on the side.  

Because I know as a service provider, it’s great that you have a team, so then its not all on you to work on dollars per hour.  So you’re definitely leveraging your time that way.  But have you worked on anything else maybe now or in the past?

Erica:  Well I have two answers there for you.  I think I said a minute ago.  When my daughter was first born ...  I had a very high-risk pregnancy, I went into labor 9-wks early and they put me on ‘bed-rest’ for well over a month and she was still 6-wks early.

And so I could not go back to work immediately.  And right after she was born I tried to go home-based.  I was wanting to work from home at that point and I made a huge mistake.  

And I’m pretty sure that anybody that has worked from home or tried to start a home-based business, has heard of the company Live Ops.  

Angela:  Live Ops.

Erica:  Live Ops, you may not have ever heard of them.  Live Ops takes calls for like infomercials, things like Gerber Life, these things you see on TV.

Angela:  Okay.

Erica:  They are a huge scam.  They do pay you for the calls you take but you sit there and you’re on the phone with these people and you’re selling them things from infomercials.  And its up-sell after up-sell after up-sell.  

And a lot of the things that people are buying from these infomercials, they’re getting themselves stuck into a monthly subscription type thing where you can get online and find all sorts of stories, where these companies, you have to call 6-7 times to get them to take you off their subscription.  And it broke my heart, I just couldn’t do it because I knew what they were getting into and I knew these people were scamming them.

Angela:  Mmm.  There’s one, Jeff Paul I think his name is, Internet Millions, is he one of those.

Erica:  Yes.

Angela:  That one is dicey that I’ve seen and then I looked it up.  I looked up Jeff Paul scam or something and it definitely looked like a scam.

Erica:  Right.  And a lot of these are where you’ll see; ‘Oh call and book free’ and just pay the shipping.  It’s not just the shipping; they’re trying to wrap you into some kind of monthly subscription for something.  And some of them I’ve seen where you get into where there’s supposed to be a website where you can go and log into and there’s not even a real website there.

And it was just different things.  They were taking people, older people especially, who didn’t even understand what they were getting into.

One of the books they sold was something about Herbal Secrets or something or Diabetic Secrets.  There were several different ones of them.  But they call in they give you the credit card number and they would not understand they were subscribing to something that was$40-$50/month.

Angela:   Right.

Erica:  And for me customer service, you know I’ve been working for 8-yrs doing different types of things and Customer Service is one of my, you know, heartstrings.  And I can’t stand to see somebody scammed.

Angela:  Mmm. 

Erica:  And so I tried that and I worked in that for 3-4 months.  And I worked with another company West at Home, I believe, and taking the same types of calls.  And West, they didn’t scam as much, but you also didn’t get as much work from them.

And for anybody that’s looking to start a service-based business, or starting to work from home, those are the types of things you get into if you’re wanting to take calls from home.  Those companies they’re not really scams, as far as paying you, they do pay you for the calls you take, but they make it extremely hard to get certified with them and you have to pay them to do like a background check on you and that type-of-thing.  

Angela:  Right.

Erica:  And unless you’re just trying to get like extra money, on the side and you can handle it knowing that they’re scamming people, I would not suggest going into that kind of business for anybody that’s looking to start a service-based business.  

Angela:  So in that kind of business you’re getting the business from the kind of one source right?

Erica:  Right, right.  You have to have basically like a landline phone, and you log into their portal, and they send you the calls, and you sit there and try to sell these people this stuff.

Angela:  Right, right.  So that’s something you definitely don’t recommend.  You recommend starting your own thing.

Erica:  Exactly.  I know some people, and the reason I got into it myself, my mother worked with someone who was doing it at night.  But she has been working for Live Ops for 15-yrs, they’ve been around for a long time.  And another side of Live Ops, if you can get through their very strenuous infomercial side of the company, they have an opening where they do delivery calls.  If you call Pizza Hut, in the United States, you’re not calling your local store, you’re calling Live Ops and placing your order with a home-based operator.

And so all that particular lady did was the food delivery side.  And so what I was getting and how she was telling me it was, and what I was doing was two completely different things.

Angela:  Right!  You see that to me, sounds not like a business, because you’re working for one company, but I imagine they don’t hire you.

Erica:  Yeah.  You are considered a contractor.  But they also make it where it’s very, very difficult for you to work for another one of the call companies.  And like with Live Ops, sometimes you’d sit there for like 3-4 hours and not get a call, but you couldn’t get up, because as soon as you got up, you’d get a call and if you missed one then you got points deducted and eventually they would start deducting it from your pay check. 

And so it’s not the greatest business model, you know and for me it’s much better that I can offer my clients a quality service.  

Angela:  Right.  

Erica:  Even if I can offer them some sort of guarantee and some sort of actual service where we’re not scamming them.

Angela:  Right.

Erica:  And I think a lot of people try when they start and they’re trying to get into a service-based business they’re trying for something easy and they get sucked into this.

Angela:   Yeah.  So that’s one business that didn’t go so well, for you. You didn’t like that one.  Is there anything else that you’ve been working on?

Erica:  We actually have a business partner and with him, he is an IT guy, a senior network engineer, and that type of thing.  And he’s got years of experience installing networks and that type of thing.  And we’ve started a website for him.

And we’re working on getting back to a point where it can be a membership site, and so forth, and that’s going pretty well.  And I also have a friend that’s worked for years in wine, in like the wine and food industry, and I’ve built a website for him too.

So I’ve got some experience with WordPress and especially with customizing Thesis.  But I have not marketed that openly.  The only one that I’ve really used it is when we did the info-product packages for our clients, where we write an eCourse and that type of thing.  And we’ve started here recently offering, we’ve partnered with a gentleman that does eBook covers and that type of thing.

And on occasion, for some of my current clients, I have just taken over and done their websites for them.  You know with Thesis you can do pretty much anything   And so sometimes its easier when I’ve got a vision in my head, its easier for me to do it for them, rather than them trying to do it themselves.

Angela:  Right.  Well I think, you know, we have talked a lot about niching and really targeting your market.  But as a service-based business owner I know it’s really important to find the right clients to make sure they match up with your service.  Do you have any problem with that or do you have a good way to make sure your clients are a good set with your service?

Erica:  I’m really glad you asked that question, because like I said my business really kind of fell into my lap.  When I very first started out I started out with three clients, and this is another tit-bit for anybody starting out on a service-based business.

If you’re doing work for somebody, don’t do $500-$600 worth of work and then expect to be paid.  Do not do that much work without assurance of payment.  One of my very first clients, was asking us to do work, do work, do work, asking us to do all this transcription.  And the whole time that we were doing this work for her, she was pocketing the money and then filed for bankruptcy.  And we were out a whole lot of money and we had been in business for like 6-weeks.

Angela:  Oh wow!

Erica:  So taking that kind of hit this early in the business is really hard.

Angela:  And probably very hard on the morale of your business.

Erica:  Oh yeah.  It was a tough lesson to learn.  But with our first three clients we kind of took what we could get, because at that point we had to have a way to survive, and we got into two bad positions.  

After the one that scammed us out of a whole bunch of money, we got into a position where a client was not paying us enough money for it to be really worth our time.  And then one of our other clients, I don’t know if you’re real familiar with how the transcription world worked for several years.  It became you know a theme for people to offshore to India and to Pakistan and that kind of thing.

And I’m not real sure if you knew this but what a lot of these companies in India were doing, they would take these offshored accounts and then outsource them back to the States because they couldn’t understand the client.  

Angela:  Oh wow!

Erica:  And so one of our first clients was from India and it took me a long time to get him to stop calling me from 3-4 am.  He would sit and read down my phone all night long.

Angela:  Oh my goodness.

Erica:  And I think we may have talked about this at one point in the past.  He was a terrible client, and it took me a long time to get rid of him, because he was one of those people, because I’m a woman especially he really honestly treated me like a dog.

And it’s just a cultural difference obviously, but that is a good example of a bad client.

Angela:  Definitely.

Both laugh.

Erica:  So it took me a while to realize that I didn’t have to take work from every client that contacted me, and every client that filled out my contact form.  And now I usually try to talk to my clients on the phone to make sure we’re on the same level.  You know they value what we’re doing for them.  Some people get transcripts done because they hear there’s money in doing it and they really don’t understand what’s going on.  So we do interview our clients now to make sure we’re partners with them and that we’re trying to make them more money.

Angela:  Right

Erica:  And honestly, normally we don’t even care about what kind of business they’re in, whether they’re doing marketing or financial or that type of thing.  It’s more of an attitude kind of thing that we look for.

Angela:  That’s a great point.  Yeah. Yeah, I think a lot about what you said, about the guy from India.  I have never had an experience like that, thankfully.  But that is definitely the epitome of the non-ideal client.  

Both laugh.  

Who’s calling you all night long, you don’t want that.  But, I think it’s such a great point that a lot of people do have to learn when they’re providing a service.  And maybe not to extremes like that, but you do have to make sure that the person, you know,  is on the same level, kind of what you said, and has a good attitude, you know for working with and that you’re going to work well together.  

And also that they do value your work, and I think you know that it often has a lot to do with the service provider valuing their work too.  Because if you kind of give off the attitude that you’re not sure you’re worth that, then clients pick up that like so quick.  You know if you have a doubt in yourself and your services, clients will be all over that.

Erica:  However, I have one more example regarding that too.  I’ve  noticed that when we first started out we were using services like eLance and Odesk and the other freelancer sites, trying to pick up new clients.  It was cheap, it was easy kind of thing and I’ve noticed you would get on one of those freelancer sites and you get a lot of competition from the Philippines and from Pakistan and that kind of thing, where you may not get the same quality.  

Of course you know if you’re dealing with someone in Pakistan they don’t have the same accents we do.  And I know I have a difficult accent for certain people to understand.  You get less quality, but they’re also paying them $3/hr or $4/audio hr and we charge $30-$40/audio hour.  

And so we would get clients that say we will pay you $10/audio hour, but it may take us 3-4 hours to transcribe that audio.  And we were getting under-bid and that type of thing, but it was people that get on those types of sites, and not all of them, some of them are just looking for a deal.  But you’ll notice that some people will say well I’m not going to pay you more than $10/audio hour, because I can outsource it over here and get slightly less quality and fix it myself and that type of thing.  Dealing with those type of clients, they don’t value what you’re doing for them.

Angela:  Absolutely.

Erica:  They may not be looking for 100% quality, but my clients over here that want me to write eBooks for them if I didn’t speak English there’s no way I’d be able to do that.

Angela:  Right.  Yeah!  You don’t want to deal with people who are saying ‘I can get it cheaper here’.  I mean its great to give people a good deal if you can, but to get into the game of, you know questioning the value of your services.  Because clients are complaining, rather than questioning what you’re doing, you kind of have to look at and make sure you’re providing a great service and getting a fair price and that client who’ complaining are probably not your ‘ideal client’.

Erica:  And we try and of course being service-based, when we decided to market to small businesses and we of course decided to be budget-friendly.  You know if you go to some of these big companies that also offer medical transcription, they offer a flat rate across the board and they’re charging $120-$150/audio hour.  And I know that like some of my clients, like Bob the Teacher, he came to me paying me $35-$40/audio hour after for years he’d been paying somebody $120/audio hour.  So to him that seems like a bargain because he gets his quality without paying you know his house payment to us for one audio file.

Angela:  Right.  Yeah, that’s a good point, and I think it is a good price because I’ve seen Virtual Assistants who cater to small businesses and I’ve seen them charging around $60.  

Erica:  Yeah.

Angela:  You’re definitely fairly priced for that.

Erica:  And honestly the only reason I’m able to charge that little is because of the way I have my business set up.

Angela:  Right.  And you know sometimes it takes people a long time to get into like multi-people within their business.  A lot of Virtual Assistants might start off, and work for a number of years trying to figure out how to build that team.  So I think its really amazing that you’ve built such a great team, and come at it with such a business mind, you know, to build it that way.

Erica:  And like you said at the start, I was an HR manager and a Talent Manager, hiring for several years before I came into this and I had 37-stores and over 600-employees that I was dealing with.  

And the thing about the corporate world, they’re terrified to be sued and so you know you have 3-strikes before you get a mark on your record and you can be late 3-times and you can’t get in trouble unless you do three of the same thing, and that kind of thing.  And the thing I like about working directly with contractors and my people directly under me and that type of thing is if they’re not a personality fit with me, we don’t have to work together anymore.  You know its okay to let them go and a lot of them are the same way.  And we come to each other within a few days with this really isn’t going to work.  You know!  And me, personally because I worked in HR for so long, I’m probably a little bit more transparent in my business than a lot of people are.

Angela:  I think you’ve done a fantastic job, lots of good stuff going on there.  So one of the things that I’ve had trouble with and other’s have trouble with.  You know you get so many offers, with so many business opportunities out there on the internet.  How do you keep focused and kind of drown out the noise and the extra things that you can get side-tracked by.  You know because you’ve built this business in a year, it seems that you have a great focus?

Erica:  It’s taken me a while to get to that point.  And like I said I have been scammed myself and I have kind of gone down the wrong paths, but fortunately I have learned what to do and what to look out for and those type of things.  And things like Twitter, I love Twitter for marketing, I get a lot of clients from Twitter.  I get a lot of referral clients from Twitter, but there’s a whole bunch of stuff for sale there and there’s a whole bunch of noise in one place.

Angela:  Right.

Erica:  And it took me a while to learn that I could filter that out.  I especially use things like Hoot Suite where I use columns, and I know that these people are trying to sell me something and it may or may not be that good of a quality type thing.   I’ve kind of learned I’ve got three or four people that I love to buy things from, because I know they’re going to be good quality.

Angela:  Right.

Erica:  And my other technique I guess, I’m horrible to open 30-tabs in Firefox and leave them open for a week.  And a lot of times if I see something I want I’ll open it and I’ll leave it open and I’ll walk away or sleep on it.  Or I’ll come back the next day and say do I really need this?

Angela:  So you leave your computer, see I shut my down every month, so I could never have 30-tabs open.

Erica:  See I’m terrible about shutting mine down.  Honestly I’ll go three or four months at a time without shutting my computer down.

Angela:  And I guess there are a couple of opinions on that, but we don’t want to get into those politics.  

Both laugh.

No, that’s great.  You know it’s really important to keep focused and I think you know everybody deals with it in different ways, so its always good to hear, what you do.

But I like what you mentioned about Twitter and getting referrals on there.  Do you tell people what you do on Twitter, because I don’t really know, even though I’ve been using Twitter for a long time I don’t really know what I do on there”  

Both laugh.

I just kind of go on and chat.  And I don’t really get referrals for anything.

Erica:  I use Twitter several different ways and I have had Twitter experts tell me that I use Twitter wrong.  That I shouldn’t use as much personal, at one point I had put up a post about something my daughter did or something and my clients, you know I have 15 or 16 clients, and maybe 10 of the 15 said, oh my gosh, that’s so cute or whatever.  Or sent me an email saying oh hey, I meant to tell you I’m sending you something tomorrow.  It kind of brought it to mind that they needed to call or that type of thing.  

And he kind of jumped my case over that, and said ‘If you want tweet about personal things you need to have a personal account’.  And I thought about it for a while and I was like, no, that’s not how, because me and my business are kind of synonymous.  I am part of my business and I’m one of the main things about my business.  And I get a lot of response from personal things.  And I’ve noticed one way that I get a lot of click-through on Twitter, I have AWeber send my blog posts to Twitter and I get a lot of click-through on that.  And I think you do the same thing.

Angela:  Yes I do and I do get clicks on that so I shouldn’t say its not working for me.  Laughs.

Erica:   Yeah.  And I try to be real kind of keyword intensive and kind of, I try to make my blog post titles interesting, so that those do come through, and then I’ll try to come up with some kind of different headline and re-tweet it out later, and that type of thing.  And I do occasionally I try to, if I’m working on a transcript or I’ve just sent in a transcript, or we’re working on a seminar, I will send out a tweet about that.  And I get a lot of response from that actually, and the thing with VA’s and with doing transcription and that type of thing.  If somebody tweets out they need transcription, it’s already too late.

Angela:  Okay.  You need to know ahead of time.

Erica:  Yeah.  But I’ve had people see things in my tweet-stream and say okay.  Like last night, for example, I sent out a tweet, I just sent a client a 574-page transcript.  Well let’s say somebody saw that last night and then this afternoon they’re thinking, well I should get that call transcribed.  I’ve had people come back and say they saw it in my tweet-stream and contacted me from that.

That’s two ways to go about it.  And I do occasionally just tweet, just pure marketing; ‘we got a deal for you’, here’s a $10 off coupon type thing as well.  And for whatever reason Twitter works really well for me.  I also have my LinkedIn account and my Facebook account set up where my tweets go to both of them and I get a lot of cold-contact from LinkedIn.

Angela:   This is good information.  I definitely need some help in the Social Media, I’m kind of a late person to jump on the Social Media thing, especially Facebook and LinkedIn.  I do almost nothing with them.

Erica:  I don’t claim to be an expert at all.  I just know what’s been working for me and I kind of fumbled around with it until I figured out what worked.  And I try, I did something, I did a tweet analysis or something and for some reason it came up that I tweet a lot of negative things.  And I started looking back at my tweet-stream and I thought I don’t see anything negative.  

And I started trying to look and make sure.  I had at one point tweeted, I was doing something and I tweeted I was nervous about this or something and then tweeted that several times.  I tried to watch my wording on Twitter about being nervous   And I think it makes you more human, but I try to watch the wording to make sure it doesn’t sound negative.

Angela:  Right.  So it analyses your tweets and tells you if you’re negative.

Erica:  I think its called Tweet site.

Angela:  Tweet site?

Erica:  Ugh huh!  It has some kind of algorithm where it uses some kind of psychological analysis to read your tweets and see what you’re thinking about.

Both laugh.

Its kind of interesting and its also kind of, you know, disconcerting at the same time.

Angela:  Laughs.  It’s interesting, so I’ll have to have a look at that.

Both laugh.

Erica:  And there was one other thing.  I know you had asked me about a few minutes ago, about my marketing and I think we kind of stepped over that one and skipped it.

I am a huge non-believer in Google Adwords.

Angela:  Non-believer?

Erica:  I won’t say that Adwords is a scam, but it is not a good program to use if you don’t have an unlimited budget, especially if you’re a VA, especially if you’re a transcriptionist.  I at one point, I guess back over the summer, had tried Adwords, just trying to figure out what to do with my marketing.  And I had it set for $3-$5/day, which would have been several hundred dollars a month.  And it came back that I was maxing out my budget before 9.00 am in the morning and Google’s suggestion to me was that if I wanted maximum click-through on my Adwords account that I needed a budget of $60-$70/day for Keywords.

Angela:  Wow!

Erica:  And I was only using like $5-$6 or something.  It’s apparently a hard algorithm to learn and its not my suggestion for a first starting out business, because it will drain your bank account really quickly.

Angela:  Right.

Erica:  So I think I paid them probably $600-$700 over the course of maybe 10-wks or so, and maybe got one client out of using Adwords.

Angela:  Yeah.  That does not sound good.

Both laugh.

I have not a lot of experience with Adwords, so I don’t have too much to add there.  I have one campaign running right now and I haven’t run a campaign on Adwords in so long.  But I’ve got a $10 budget and I haven’t gotten any clicks yet.  It’s been running for like over a week, but I basically targeted like one website, so its not even showing in the search engine results.  I just thought, it’s a website that’s local to me here in Ontario and I thought, oh I’ll see if I can target that site.  And I’m just kind of playing around with it.  But so far it’s got no clicks.

Erica:  Yeah.  With Adwords, it’s good to play around with it, but it’s good to play around with it with a real small budget.

Angela:  Yeah so my budget is $10.  Laughs.

Erica:  Because some of the more popular niches, you’ll get, like transcription, lets just take that word because I know the numbers on it.  The average click weight for the keyword ‘transcription’ is like … for like one click.

Angela:  Sorry I think you cut out there just a little bit?  It was what?

Erica:  Oh I’m sorry, it’s like $8 for one click for the keyword ‘’transcription’.

Angela:  Wow!

Erica:   So that’s why it was telling me that I should have a budget of $60-$80/day and that’s less than 10-clicks.

Angela:  Right.  Yeah!

Erica:  Yeah. So for target if they have the budget they can do that.  But for small business, I think there’s much better ways to market.  I get a lot of click-through’s from Article Marketing.  I get a lot of click-through’s from Twitter and from LinkedIn.  LinkedIn has a whole bunch of groups on there.

And you have to be real careful on LinkedIn groups to make sure you’re getting into useful groups.  Like one of the particular groups, I can’t remember the name of it at the moment.  But I joined the group and it was something like ‘bust through your goals’, or something like that, that’s not the actual name of it.  But all it is, is a lady trying to sell you something.  And there are a whole bunch of groups on LinkedIn where its just one person who’s organized a group where all they do is inundate you with updates everyday with 5-6 emails saying ‘here’s what I’m selling’, ‘here’s what I’m selling’, here’s what I’m selling’  So you have to watch with LinkedIn that you’re actually in a good quality group, and you can contribute to the conversation and then you get an in.  And then at some point you can drop it in that here’s what we do, or whatever.

Angela:  Well that shows how much I know about LinkedIn, I didn’t even know they had groups.

Both laugh.

Erica:  And actually it was one of the transcriptionists that worked for me, that introduced me to LinkedIn.  And she kind of walked me through it.  And there are a whole bunch of courses on LinkedIn, and I don’t know how valuable those are.  But I do get 5-6 requests a month from LinkedIn, which for a business my size, we couldn’t handle a 100-clients.  We couldn’t handle probably 50-clients, so 6-7 contacts a month from there is a good enough number for us.

Angela:  Well I definitely want to be checking out your LinkedIn profile.  So how do you find a LinkedIn profile?  Or can I just type in your name, or would I need more?
Erica:  You can go on LinkedIn and actually search for someone’s name in particular.  And the good thing about LinkedIn, you’re supposed to only connect with someone on LinkedIn that you actually know.  Now a lot of people are not that good about that.  On LinkedIn you’re supposed to connect in a group somehow before you somehow get a connection, because its actually supposed to be related to like a referral type of thing or reference.  A lot of people don’t do that as much as they should.  

But it’s good for getting on there and you can search by name or like mine  http://www.linkedin/n/ericacosminsky, so you do get a personalized URL.  I think you have to set it towards what you want it to be, but usually it’s pretty easy to find people on there.

Angela:  Okay.  Alright and are there any other ways you want to mention about marketing your business and getting clients?

Erica:  You know oddly and I know we both do the Self Starters Weekly Tips with Lynn Terry and I’ve started getting on a regular blog schedule.  And once I started getting onto a regular blog schedule and using pre-set keywords and that type of thing, I started getting some organic traffic from Google.  And the first time I realized I’d gotten some organic traffic like I was actually shocked.  They had told me and told me and told me that it would happen and I didn’t believe it.  So I do think blogging is another great tool for getting traffic.

Angela:  Definitely.  And looking up some keywords 

Both laugh.

Alright, well thank you so much, that’s a ton of information.  You know getting to see inside real businesses and hear about your experience and how you’re building a business that you enjoy, because it’s based on your rules.  That’s what marketing yourself is all about.

So definitely tell everyone how they can find you and check out your services if they’re interested in transcription.  Or read your blog and comment and send you a referral or something like that.

Erica:  Well my Twitter username is Cosminsky.  I’m always on there and I tweet more than I should, and our website is 

http://www.thesmallbusinesstranscriptionist.comand if you’re looking for a shorter URL, I also use small business transcription will get you there as well.

So hopefully some of them can use some interesting information from this call.

Angela:  Yes I definitely think it’s going to be of very good value.  So I just have one more question before I let you go.  And its one I like to ask all my guests.  So will you tell us why you love your business?

Erica:  I love my business because I get to talk to each of my clients and deal with them on a personal level.  I can get them, you know. on the phone or in the email and pull out their true desires and their true dreams about their business and we can usually come up with a way, or a unique way to make those a viable option.

Angela:  That’s awesome.

Erica:  I also love all my employees.

Angela:  That is awesome, because even to say, you don’t just do transcription, you’re helping them with their goals.  So I think that’s so important to a person, that help make a difference for someone else.  So that’s what you seem to really enjoy.  Cool.

Okay, well thank you so much for being on the call and this show will be available on http://www.marketingmodule.com, so everyone can come and have a listen there.  And that’s it and you can go  and check out Erica’s site.

Erica:  And thanks for the interview and talk to you soon.

Angela:  Okay.

Erica:  Bye.


