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  november meeting preview

Have you been thinking of ad-
vertising on Facebook and 
google but you’re not sure 

they are right for your business? 
or maybe you want to try them 
but you’re not quite sure how to 
proceed?

Join us as iwoC webmaster 
(and past president) roger rueff 
shows how to advertise your 
products or services via Face-
book and google Adwords. the 
presentation will include over-
views of ad operations on Face-
book and google — and live, 
step-by-step demonstrations 
of how to create, manage, and 
monitor your ads.

roger is a long-time advocate of 
Facebook and google advertising. 
He initially developed these skills 
in the creation of a successful ad 
campaign for his book, Discover-
ing the Soul of Your Story. then he 
informally coached iwoC friends in 
publicizing their books; they found 
it so helpful that they encouraged 
him to share his expertise with the 
entire group.
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Playwright, screenwriter, Book 
Author, engineer, Inventor 
roger is an award-winning play-
wright and screenwriter whose 
works have been produced around 

the world and translated into 
seven languages. His best-known 
plays include So Many Words and 
Hospitality Suite, which he adapted 
to create the screenplay for The Big 
Kahuna, starring kevin spacey and 
danny devito.

He provides business communica-
tions services through write now 
inc., dedicated to providing clients 
with affordable, high-quality ser-
vices that are on target, on time, 
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 Adwords: use Facebook/google to promote your biz 
and on budget. He is a senior advi-
sor for business solutions europa in 
brussels, belgium.

He served as the lead writer for 
the european union Health pro-

gramme animated web series 
boys & girls and is the author 
of Fifty Things I Want My Son 
to Know (Andrews-mcmeel), a 
collection of poetic proverbs 
written for and dedicated to 
his son.

in addition to his writing 
achievements, roger is a ph.d. 
research engineer and the 
sole named inventor on two 
u.s. patents. it is this unique 

creative/technical background 
that has enabled him to create the 
fresh, innovative approach to story 
development that forms the basis 
of Discovering the Soul of Your Sto-
ry and serves as the foundation of 
the soul of your story Academy.

roger lives in Chicago with his wife 
and fellow iwoC member, Jennifer 
lyng and cruises the back roads on 
his Harley whenever he can.

Continued on page 7.

http://www.bs-europa.eu/
http://www.boysandgirlslabs.eu/
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president’s Column/dAvid steinkrAus

The holiday season begins 
this month, and although 
there is much to enjoy and 

celebrate, I hope all of us will take 
a moment to engage with the spirit 
of Thanksgiving. It may have ac-
creted football and the launch of 
the Christmas acquisition season, 
but Thanksgiving remains largely 
unchanged in purpose: a gather-
ing of family and friends 
to renew social bonds 
and appreciate our 
advantages. Two 
recent events 
r e m i n d -
ed me of 
what to 
be thankful 
for this year.
One was an e-
mail from a for-
mer newspaper 
colleague who a 
few years ago left 
daily journalism for a 
communications job at a college. 
He had been lured back to work 
one day per week at a newspaper. 
The job means extra money for his 
family, but he discovered a differ-
ent outlook. No longer is he a sub-
servient employee bowing to every 
capricious pronouncement from 
upper management. As a contract 
worker he feels he has leverage, 
and he likes the feeling.
The other was a conversation with 
a freelancer friend. He doubts his 
long-term prospects with a large 
client because a faction within the 
company would like to exert more 
control by doing away with experi-
enced contract writers. Good thing 
we’re pitching some new clients 
next week, he said.

Both of these conversations re-
minded me to be thankful for free-
dom and choice. We may complain 
regularly to ourselves or friends 
about cheap clients, a lack of cli-
ents, clueless clients, and the other 
annoyances that come from deal-
ing with human beings, but look at 
what we have. As an independent 
writer you can do work you like, 

and you can work with smart 
and interesting people, 

and that makes for a 
much more pleasant 

life than hoping 
for a new angle 
for your 15th 
Fourth of July 
parade story as-

signment.
Be thankful for 
relationships too. 

An example is the 
mixer we had in Octo-

ber with members of the 
Chicago Creative Coali-

tion. It was a pleasant evening of 
meeting some of those smart and 
interesting people I mentioned. 
More than that, it was an oppor-
tunity to learn, and maybe one of 
those connections will lead to a re-
ally interesting project. Another 
example is the IWOC members 
you meet online or in person at one 
of our monthly programs. These 
are the people who understand 
you like no others because, unlike 
non-writers, they have been there 
and done it. Want another cliché? 
They have felt your pain. Next 
month we won’t have a program 
but will have our annual holiday 
party. Please make time to stop by 
for a dose of understanding and a 

ConTInueD on page 3.

thanksgiving time

mailto:president@iwoc.org
www.iwoc.org
mailto:webmaster@iwoc.org
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couple of doses of 
holiday cheer.
As life slows a bit 
for the holidays, 
take a moment to 
compile your own 
list of benefits 

you’re thankful for. I guarantee 
that if you take time to do this, and 
keep the list in mind, your attitude 
and productivity will improve. 
What’s on your list? Feel free to 
open a discussion on our Facebook 
page. You may find more support 
than you thought you had. 

President’s Column  ConTInueD FroM page 2.

 Be thankful for problems. If they    
 were less difficult, someone with less   

     ability might have your job. 
—Jim Lovell

shots From October IWOC-C3 Mixer

And a good time was had by all.

http://www.brainyquote.com/quotes/authors/j/jim_lovell.html


this is the last issue of Stet in the pdF for-
mat. next month it will be an e-news-

letter. the board feels that will be a better 
marketing tool for us, and part of our job 
as an organization is to help our members 
find work. An e-newsletter gets picked up 
by search engines, so those whose names 
appear in an issue — either as an author of 
or a subject of — an article will get some 
visibility as will iwoC itself. so think about 
writing for Stet as a marketing tool you can 
use for yourself. or give me suggestions 
for articles you’d like to see. i’ll see that you 
get accreditation. 

i personally was not in favor of this change, 
but then if it were up to me, women would 
probably still be wearing bustles, so i will 
do my very best to make the new Stet a 
success. 

 Bye, Bye PdF Stet

— The editor

use your website to mar-
ket and sell your ser-
vices. the website offers 

the potential of providing far 
more potential clients than any 
other method. marketing and sell-
ing are two steps of the same pro-
cess, but they’re not the same thing. 
the process starts with a potential cli-
ent who doesn’t know who you are. 
(Here’s where the marketing kicks in.) 
it ends with the client’s buying your 
services (the sale).  but when does the 
marketing end and the selling begin?

both marketing and sales are based 
on psychological premises. there are 
six steps to clinching the deal, and 
the first four involve marketing; only 
the last two rely on sales.

steP One: make the client aware 
of who you are and what you write.  
you can do this through a blog of 
your own, guest blogging, or some 
other means of getting visibility. 

the object is to lure the prospect to 
your website. 

steP tWO: Cultivate interest. once 
the prospect hits your landing page, 
you can add him/her to your mail-
ing list and begin to build a relation-
ship to increase interest. you can do 
this through a newsletter, e-mailing 
tips or relevant news appropriate to 
the client’s needs, giving something 
for free, etc. developing the rela-
tionship could take weeks or even 
months.

steP thRee: if you’ve done the 
first two steps well, the client will 
begin to comprehend the value of 
your services. He or she may not 
need what you offer at any given 
time, but the client is likely to think 
of you when that time comes.

steP FOuR: when the client does 
need the kind of writing you do, he/
she is almost sure to evaluate what 
you offer. you’ve already built up 

some trust; you appear to be reli-
able, and you’ve been generous 
with tips or other pertinent info. so  
your evaluation should be high.

steP FIVe: now you’re on the 
home stretch. what you need here 
is an excellent sales page that will 
convince the client that you’re the 
right person for the job. 

steP sIX: take particular care with 
the sales page because that’s what 
will motivate the client to take ac-
tion. you’ve built up a solid case by 
this time, so making the sale should 
be relatively easy and painless. 

taking time to do the initial market-
ing before trying to make the sale has 
proven to result in a better conversion 
rate than most other methods. don’t 
skip any of the steps because your 
potential client will mentally move 
through them all whether you ignore 
some or not. 

six steps to successful Online Marketing/sales

— Joen Kinnan
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 Go Beyond a Facebook Page Presence with Facebook Ads

At the November 11th IWOC 
meeting, speaker Roger 
Rueff will take members 

through the many reasons to ad-
vertise on Facebook. It’s a pre-
sentation not to be missed by any 
IWOC member or visitor hanker-
ing for more writing business.

With more than 1.28 billion active 
users, and more than 800 million 

active daily, Facebook contin-
ues to rank as the largest social 
network by a large margin. That 
means it is an essential market-
ing tool for anyone selling a ser-
vice like writing. But seeing Face-
book as a marketing channel is 
no longer enough.

These days, you simply must 
boost your page presence with 

paid Facebook ads. This means of 
reaching customers and prospects 
lets you target exceptionally narrow 
niche markets. That makes it a cru-
cial advertising medium.

To get started on a Facebook ad-
vertising campaign, take a look 

at your current marketing and 
where it is falling short. This will 
help you determine goals for your 
Facebook ad initiative. 

You may want to boost the num-
ber of clicks to your website. You 
may want to increase your fans 
or accelerate your book sales. 
You may want to enhance en-
gagement with your customer 
base. These are all possible with 
Facebook’s abundant selection 
of options.

In some sense, your Facebook ad 
campaign will be like a typical ad 
campaign. One area that will set 
it apart is its ability to zero in on 
very narrow niches. You can use 
target variables like geographic 
location, age, gender and an ar-
ray of interests and preferences. 

Experiment with varying blends 
of these variables and track the 
results. This will help you fine 
tune your advertising endeavors.

Prioritize the following consider-
ations as you put together your 
Facebook ad campaign and get it 
rolling. Your Facebook ad should 
have as clear a call to action as 
any other advertisement you cre-
ate. Appearing in blue text at the 
top of the ad, the Facebook call 

ConTInueD on page 7.
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Did you know...

As writers, we trade in words. 
we need to know how to 
string them together to 

make pretty sentences, yes. but 
we also should be pronouncing 
them correctly to our clients, lest 
we appear unprofessional or even 
(gasp!), uneducated. Here are a 
few of the more commonly mis-
pronounced words.     

Accessory: while you are tying 
your tie or putting on your ear-
rings, try to remember the first 
syllable has a hard /k/ sound. pro-
nounced /ak-sess-or-y/, not /ass-
ess-sor-y/. 

espresso: if the barista at your fa-
vorite coffee shop has been smirk-
ing at you as you place your order, 
you now know why. there is no /
ex/ sound in the first syllable. say /
ess-press-o/, not /ex-press-o/.

February: Almost everyone ex-
cept my mom forgets that first 
/r/ sound. say /Feb-roo-ary/, not /
Feb-oo-ary/.

height: it’s the height of inde-
cency to say this word with a /th/ 
sound at the end. pronounced /
hite/, not /hith/.

et cetera: i could go on and on, 
etc., etc., but many add an /ex/ — Katherine Mikkelsen

sound to the first part of this 
latin phrase. incorrect. say /et-
cet-er-a/, not /ex-cet-er-a/.

Miniature: read the small type. 
Four syllables. pronounced /
min-i-a-ture/, not /min-a-ture/.

Mischievous: this word has 
three syllables, not four, and 
the accent is on the first. really. 
i double dog dare you to look it 
up. say /mis-chi-vus/, not /mis-
chee-vee-us/.  

Precipitation: expect a stern 
chastising from tom skilling 
if you say this word with a /
per/ for the first syllable. pro-
nounced /pre-cip-i-ta-tion/, 
not /per-cip-i-ta-tion/.

Pronunciation: is it too meta 
to include this word? this word 
is a noun and is derived from 
the verb pronounce, but forget 
about that verb when you are 
saying it. say /pro-nun-ci-a-
tion/, not /pro-nouce-i-a-tion/.  

Wintry: you’ll jinx us with an-
other snowmageddon if you 
say this word with three sylla-
bles; it only has two. say /win-
try/, not /win-ter-y/.  

IWOC HAS
MEETING
PODCASTS

Missed a meeting? 
Want to hear the 
program again? 
‘Click this pic.

“iwoC is responsible—both di-
rectly (via my directory listing) 

and indirectly (via contacts i’ve made 
by getting involved)—for a substan-
tial percentage of my income as a 
freelance writer. i am not exagger-
ating when i state that over the last 
ten years, i have profited enough via 
iwoC to pay my membership dues 
for the next 600 years.” 

Testimonial

 roger rueff

Blessed are those 
who can give with-
out remembering 
and receive without 
forgetting. 
          — unknown 

http://iwoc.org/member-resources
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In the next issue. . .
�� December 9: IWOC Holiday Party:  

Put on your best bib and tucker and 
join us for the annual winter holiday 
bash at Star of Siam. Santa, a book ex-
change, and more. Same price as last 
year. Further details to come.

�� President’s column: Always a 
must-read, check out what’s on our 
prexy’s mind.

�� Helpful tips on software, hardware, 
and/or just plain biz practices, and 
much more.

November 11 
IWOC Monthly Meeting

December 9
IWOC Holiday Party 

 December 4
IWORP Breakfast

December Date TBA
IWOOP Holiday Lunch

 november Meeting Preview

“At the end of the day, your ability 
to connect with your readers comes 
down to how you make them feel.”  

ConTInueD FroM page 1.

Guidance in creative writing
in Discovering the Soul of Your Sto-
ry, roger applies his perspective 
as a scientifically trained creative 
writer to tease out the potent se-
crets that lie at the core of great 
stories. He shows how to trans-
form them into groundbreaking 
principles that any writer can use 
to understand his or her story at 
its deepest level. 

with the launch of his soul of your 
story Academy, he provides in-
depth, hands-on instruction in ap-
plying these concepts to students’ 
own creative writing work. each 
course is a self-paced learning 

program with one-on-one instruc-
tor guidance to help apply the con-
cepts to a current work-in-progress.

see you on november 11
networking, with snacks and bever-
ages, begins at 5:00 p.m., followed 
by the program at 6:00 p.m. the 
meeting is free for iwoC members. 
nonmembers pay $10 with online 
preregistration and payment or pay 
$15 at the door.

All attendees are invited to join 
iwoC members at a buy-your-own 
dinner at a nearby restaurant after 
the meeting.              

—  Jeff Steele— Benjamin J. Carey

— Diana Schneidman

to action should be three or four 
words long, and ideally should 
boast the marketing firepower of 
great action words.

in your campaign‘s early stages, test 
varying versions of your ads with dif-
ferent copy points and images, as 
well as ads aimed at different audi-
ences. keep in mind that ads appear-
ing in the Facebook news Feed enjoy 
greater engagement, making them a 
better beginner’s choice than those 
on the right sidebar. link them to 
your Facebook page to ensure they 
appear in the news Feed. 

Finally, track your ads’ performance 
through the Ads manager dash-
board. or gauge its success via cam-
paign tracking in google insights.

Checking off all these line items 
may not win you a luncheon with 
mark Zuckerberg. but it should help 
send you on your way to a success-
ful Facebook ad campaign, and all 
the new business and profits that 
campaign promises. 

Facebook Ads
ConTInueD FroM page 5.

http://www.amazon.com/Discovering-Soul-Story-Roger-Rueff-ebook/dp/B009V3G506/ref=sr_1_1?ie=UTF8&qid=1414468967&sr=8-1&keywords=discovering+the+soul+of+your+story
http://www.amazon.com/Discovering-Soul-Story-Roger-Rueff-ebook/dp/B009V3G506/ref=sr_1_1?ie=UTF8&qid=1414468967&sr=8-1&keywords=discovering+the+soul+of+your+story
http://soulofyourstory.org
http://soulofyourstory.org
http://www.goodreads.com/author/show/4721798.Benjamin_J_Carey

