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To Attract Attention, You have to Show Off
From C.J. Hayden

Submitted by: Sal Cucciarre

Recently, a client of mine complained, "I'm really good at what | do. | shouldn't
have to market myself." In fact, he is quite good at his profession, but the problem
is that not enough prospective clients know about him. Like many professionals,
he is reluctant to talk about his accomplishments. "It feels like bragging," he says.
"Doesn't it make me seem unprofessional?"

If thoughts like these often cross your mind, ask yourself this -- who are the big-
gest names in your profession? In your line of work, who might be considered un-
questioned experts, those with maximum credibility? Now, how did you get to
know about those people's work? Did you read an article or book they had writ-
ten, hear them interviewed, learn about them on the web? Or perhaps you were

told about them by others who had heard them speak or read their words.
The point is that these well-known people became well-known because they
showcased themselves, usually in multiple ways.

They shared stories, examples, and ideas about the work they had been doing with
a wider audience than just their friends and family. You know about their work
because they showed it off. And I'll bet it never occurred to you to call them un-

professional for doing it.

Showing off your work doesn't have to sound like, "Ta da! Aren't | great?” It does-
n't have to contain even a hint of bragging. There are a host of very dignified and
appropriate ways to let a wider audience know how good you are without ever
saying so. Here are a few you might try.
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Just Digital News !

terrific ! Shop looks Great !

Bronx office: Actual Desk’s

for Each Employee, an office

Greetings All,
What a month !

Just Digital Corporate has
officially moved !
Construction, Electrical,

Painting, carpeting &

inventory took a lot of hard

work, But the end result is

I want to Thank the following
for their help: Tom Cannella,
Kidd Crawley, David, Justin,
Ashley, Lu, & Janice for paint
and carpet scheme & help on
some layouts ! Without all
you pitching in my vision
wouldn't be a reality !

Some new additions to the

Page |

for me, a separate customer
area!
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Special Mentions of
The month:

®  Happy Easter !!!
®  April Fools Day !

®  Kathy Higgins
Happy B-day 3/25

(] Lucille Cannella

Happy Birthday- 27th

®  Jessica Higgins
Happy 13th —15th

®  Lorraine Higgins

Happy Birthday- 14th

o Happy 50th wedding

Anniversay to Kathy’s
Parent’s Pat & Lou !
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Last Months Winners for Monthly Contest:

Just Digital Corporate Just Digital 2 1-877-Print-19

4011 East Tremont Ave Just Digital —- 2 New Account’s Ll4 Mamaroneck Ave
Bronx, New York
10465 Just Digital 2 — 2 New Account’s Mamaroneck. New York 10543

Just Digital 3— 4 New Account's Just Digital 3 1-888-Jus-Dig3

Tel: 1-888-8BLU-USA

Mobile: 646-261-1250 WAY TO GET IT DONE !!!
Fax: 718-824-3874 Indianapolis. Indiana 4bk204

542 North Alabama St. Riley Towers

E-mail: Infotonersoprano@aol.com

‘ ON April 2nd 2007
We are on the web at THE JUST DIGITAL LOCATION
W Justdigital2.com Tech Tips—Kidd G Crawley THAT SUBMITS THE MOST NEW
WW-. g * ) CREDIT APPLICATIONS ON THIS
On Kip 3000 ONLY,
DAY!
“Men are those )
. Low Voltage Error: EACH EMPLOYEE IN THAT
creatures with 2
legs & 8 Check Your Wires Maybe Bad, Replace them. LOCATION WILL RECEIVE A
1
Hands ! If a wire is White Its Bad !!! Dinner For 2 up to $75.00 !
Jayne Mansfield- TEAM EFFORT PEOPLE !!!
April 19th 1932

Organization, Team Work, & Effort Goes a Long Way !!!

Sale’s Talk =Sal Cucciarre

wonderfully is our new Service Guides.

To be an effective Sale’s Person , I want to thank Janice for The Guide Idea, It is working

Wonderfully for Our Bronx and Indianapolis Locations,
Not only do you have to, Have knowledge of . .
. . I know every New and potential customer has received
what you are taking about, but it is equally . .
_ them. These are just some tools we have to assist not
important, to make yourself set apart from your
_ only our sale’s staff but all of us!
competitors!

We have T-shirts, Dress Shirts, Tape
measure,Mugs,Champange glasses, and calendars' and

What I have seen is that a little fluff and the use

of the tools we have surrounding us, will work. )
pens to give away,

Make your own customer Quotation’s with our ) .
People like free stuff, So Lets all try to utilized these

logo’s, and possibly some of our vendors logo’s. .
items !

Dress it up and make it look Professional and ) )
L . When I walk into a meeting I always have these tools
not like it was just done ! ) )
with me, cause I ain’t much of sale’s person, but people
Also another great example, which is working  are very eager to get something for them, Not just what

we can offer them !
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Continued from Page |
Writing articles - Putting your expertise in writing and sharing it with publications your target audience reads is a powerful -- and very professional -- way
to let more people know about your unique talents. Submit your articles to both print publications and web sites that serve your niche and watch your
visibility grow.
Public speaking - Appearing as a speaker allows you to broadcast your expertise with three different audiences -- the people who attend your talk, the
people who are invited by the sponsoring organization but can't attend, and the people you tell about it before and after. If standing in front of a room

makes you too nervous, serve on a panel of experts instead. You'll get to sit behind a table and speak from notes.

Media interviews - Being interviewed by magazines, newspapers, or on radio and television can spread the word quickly about your capabilities. Landing
interviews is not that hard to do if you remember to start small. Begin by approaching easy targets like association newsletters, neighborhood newspa-

pers, and local cable programs or talk radio.

Telling stories - One of the secrets to effective articles, talks, and interviews is to tell stories about your clients. When you describe their challenges and
accomplishments, you reveal the value of your role in helping them without having to boast about it. You can use the same technique in a client pres-

entation to boost your credibility without being arrogant.

Testimonials - Whenever you do a good job for a client, ask them to write you a simple thank you note describing what you did to make them happy.
Then make their words available on your web site, brochure, or other marketing materials. Let them tell others about your value, and you won't have

to say it yourself.

Building a portfolio - It's not just artists that should capture their best work to show off in a portfolio. You can collect photos, examples, and other evi-
dence of your accomplishments and display them on your web site, in a marketing kit, or with a PowerPoint presentation. You don't have to sell peo-
ple on your abilities when they are seeing for themselves what you can do.

Creating products - Packaging your work into merchandise that prospective clients can take home and sample gives them a compelling way to discover
your real value. Products like ebooks, white papers, and audio recordings allow you to showcase your expertise and increase your credibility. They can

often be advertised more widely than your services can, giving you another avenue for getting your name known.

Pick just one of these ideas to pursue and make a plan to showcase what you can do for a wider audience. If you truly want to spend less effort on marketing

yourself, start letting your prospective clients know how good you really are.

HouseHold Tips
HIRING A CONTRACTOR

No matter what project or repair, renovation or addition you're considering, getting the right contractor is key.

*Talk not only to friends, neighbors and associates about your ideas, thoughts, problems or concerns, but also to materials
suppliers,( such as your local HOME DEPOT or LOWES), who best know how to separate a stud from a dud.

*Check out contractors at the Better Business Bureau and Consumer Affairs Department, your
local Building Department or your state attorney general's office.

*Ask for proof of liability and workers' compensation insurance, and, if required, a home improvement license. Be sure to
ask for references, call them and if possible check-out their work.

*When visiting one of the contractor's past or current projects observe their quality work and clean-up.
*Review the contract carefully so you know the project timetables, and how project changes and
Additional costs will be handled.

*For a better price, hire in the off-season: deck work in January, interior remodeling in the summer, tree work in the late fall
after the leaves have fallen. Also, if your project is not a must or rush ask about the availability of evening or weekend work
and about your possible involvement should the task be up to your expertise.

*Most important, Pay as you go, never letting the contractor get ahead on the money.
* Remember home improvements not only are the best investment from a financial return

Standpoint, but, the quality of life for while you live there.

Submitted by: Bob Thompson
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Just Digital News cont., from page |

I have also installed new
phone service’s, which allows,
corporate to take the
overload or missed calls,
from all Just Digital
Locations. The system works
as follows: At either Just
Digital 2 or Just Digital 3, if
the phone isn't answered
after a designated number of
rings,( | HAVE CONTROL
OVER THE NUMBER) The call
will then roll over into the
Bronx, we have added extra
phone lines in the Bronx to
handle the possible extra
volume of calls.

I have also added a Dry
mounter and Wide format
laminator in Our Indianapolis
location !

Just a reminder our trade
show at the Javits Center is
Quickly approaching, On
hand at show will be a
representative from Kip
America, Myself, Jerry Smith,
Kidd Crawley will be present
when service is not pending.

I have a 10x10 corner
location and will have a
Theatrical Piece lighted with
Just Digital on it,

Brochures ,Give aways, a
rolling counter, and a Kip
3000 on Hand. | would like
one representative from
each location to be present,
so please make sure | am
contacted to make
arrangements.

After the Construction
Expo,May | & 2nd, I will be
leaving for Dallas Texas, to
attend the IRGA convention,
I hope to bring new and
exciting ideas back to all of
you to utilize in your day to
day workings !

Till next month Keep up the
good work ! Sal

T-888-8-BLU-LI/'SA

Joke of the Month:

Submitted by: Sal Cucciarre

A bus stops and two Italian men get on. They sit down and engage in an ani-
mated conversation.

The lady sitting behind them ignores them at first, but her attention is
galvanized when she hears one of the men say the following:

"Emma come first.

Den I come.

Den two asses come together.

I come once-a-more.

Two asses, they come together again.

I come again and pee twice.

Then I come one lasta time."

"You foul-mouthed swine, " retorted the lady indignantly. "In this country we
don't talk about our sex lives in public!”

"Hey, coola down lady," said the man.
"Who talkin' abouta sexa?

I'm a justa tellin' my frienda how to spella Mississippi."”

"What starting salary are you looking for?", the head of human resources asks the newly
graduated engineer at the end of a job interview.

Going for it, the applicant says, " Well, sir, | was thinking about $125,000, depending on
the benefits package and "perks".

"Okay," the HR director says. " How about five weeks vacation, 14 paid holidays, unlim-
ited sick days, full medical and dental, 100 % company match for your 401(k), weekly
massages ("wink-wink") and a Porsche for a company car?"

The engineer gasps and says, "Wow !! Are you kidding?"

"Yeah," he replies. "But you started it."
submitted by : Bob Thompson

From Computer Desktop Encwclopedia
FReproduced with permissicon.
= 2004 Gesk Culbure

The Jovw of Teclky. by Witromac & Snocseyr

SIVE ME YOUR LUMNCH
AMMONEY OR I HACK
INTO YOUR HOMEFRPAGE.

G Duk Culsure

joyoftech.com

MMillions of ywears of evoluticon are
finally paying off for Geeko Sapiens.
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Choco-Tines

Submitted by Kathy Higgins

Saltine Crackers

2 Sticks of Butter
Parchment Paper

1 Cup Peanut Butter Morsels
1 Cup Chocolate Morsels

1 Cup Sugar

Preheat oven 450

In shallow baking pan lay down saltine crackers on parch-
ment paper

In saucepan bring 2 sticks of butter and 1 cup of sugar to a
boil for about

3 minutes (syrup-like)

Pour over crackers and spread evenly

Bake in oven @ 450 for 5 minutes. Remove from oven and
spread

1 cup of chocolate morsels and 1 cup of peanut butter on top
of crackers.

Let cool in refrigerator.

After cool break up into squares.
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COMPANY COMPARISIONS !

I had a meeting with Fellow associates and competitors recently, our
Discussion was deliveries and how we can be more effective. What we
found going over our log books in NY locations and matching up
invoice’s, was the same issue my associates have as well. We found
that we all, seem to back our drivers up with Supply deliveries, that
come in same day. We believe our drivers can handle supply deliver-
ies next day Unless our customer clearly states it is needed now. We
all know our customers needs and wants. If they call for 4 boxes of
paper and toner its more than likely they are good till the next day.

A lot of effort is being made by us to make us work smarter, not
harder, so please ask questions: are you out?, did you just put toner
in? ect..., so when an order comes in at 2:30 and we have deliveries, it
doesn't hinder in shipping deadlines on customers to whom are wait-
ing on prints.

Myself and our associates will be having monthly teleconference’s to
discuss different matters in our industry, so any topic you would like
me to bring to the table just let me know !- Sal

Blackberry Email Address’s !!!

Sal Cucciarre

JDSERVICE@NEXTEL.BLACKBERRY.NET

Kidd Crawley Northeast Regional Service Manager
JDSERVICE | @NEXTEL.BLACKBERRY.NET

Dave Evens-Central Regional Service Manager
JDSERVICE2@NEXTEL.BLACKBERRY.NET

Jerry Smith-Sales

JDSALES@SPRINT.BLACKBERRY.NET

Suggestions !!

Any & all suggestions are

welcome From new

forums in newsletter, new

products, new service’s,

updates to website!

Monthly giveaways, or spe-
cial promotions, just email

your idea !
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Just another Reminder:

Ashley Jones

Invoicing:

When filling out invoice’s Please remember to
put the Following on your invoicing:

1-Size’s

2-Quanities

3-Any Custom Pricing

4-New Customers Please Print all Information
Clearly

5-NEW CUSTOMERS CAN NOT DO BUSINESS
WITH US, UNTIL CREDIT APLICATION IS AP-
PROVED, JUST AS STATED ON CREDIT APPLI-

CATIONS.  Thanks Ashley

Sal’'s Quote:

“Itis What it is ! ”

Looking for a get away?

The farm holiday property 'Al Poggetto' is a structure provided of every modern confort
(air conditioning , television, hot water, telephone, fax, etc.). Al Poggetto offers to cus-
tomers wonderful holidays inside the nature in the quiet belt. Interesting excursions are
possible to make in the nearby and typical places such as Contessa Entellina and its
famous groutes, Piana degli Albanesi, Monreale and its important Duomo, Ficuzza and
its reggia, and mote Jato.
R ————

Bronx Office

Al Poggetto****
via Spagna 3
90030 Santa Cristina Gela Page 6

Mamaroneck Office




