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big deal
Experts weigh in on the best ways to land your 
first big sale

Wall art comes 
home

customer rapport
Face-to-face meetings build strong 
relationships your with clients

Accent Studios 
Bring Rooms to Life

made to order
Meeting The Demand For Custom Products

InTERvIEw wITh
Shook.co’s 
Niv Taiber
See what your friends are sellling on 

Facebook’s hottest online auction site
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Cupcake 
Outreach

5 Ways to Connect 
with Customers

Face-to-face meetings are the most effective way to build strong relationships with cus-
tomers. Here are five tips that can help you develop that special rapport with potential 
customers.

01Listen, really listen. Do 

you regularly listen and 

respond to your customers?  Do 

you truly understand their concerns 

and needs? Really listening helps 

customers feel welcome, comfort-

able and important in every inter-

action, whether it’s face-to-face, a 

phone call, email or chat.

02Ask loyal customers for 
testimonials. The more 

your business can use your own 

customers as advocates, the better 

off your business is. The more sto-

ries they have translates into more 

opportunities for your customers to 

spread the word about your busi-

ness.   

03Align your brand with a 
social cause. Companies 

that are successful in partnering 

with their customers through social 

causes share similar traits.  They 

start by considering their consum-

er’s purpose and needs (not just 

theirs), then engage them in a se-

ries of truly meaningful experiences 

that make an impression for a life-

time – not just a moment.

04Extend yourself by net-
working. networking ef-

fectively can be beneficial if you’re 

starting a business or trying to at-

tract new clientele for an existing 

business. Introduce yourself to as 

many people as possible and get to 

know your contacts.

05  Start a community out-
reach program. One of the 

most important aspects of operat-

ing a small business is developing 

solid relationships with its commu-

nity. Develop a signature outreach 

program to make a positive impact . 

Cupcake Covertops founder 

Lily Rubio made an impact 

on her community by creat-

ing an outreach program.
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Every networking opportu-

nity is a chance to meet new 

people and be known.

Make a point to regularly lis-

ten to your customers. 

A social cause is an opportu-

nity to re-think how you con-

nect with your customers.
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Auction Your 
Belongings

See What Your Friends Are Selling On 
Shook.co

Finally, you’re ready to get 

rid of that old Yamaha key-

board or part ways with an 

adored iMac — the one with 

the Dalmatian pattern.

 There are plenty of sites 

where you can sell your used 

goods online. But if you pre-

fer selling your old merchan-

dise to people who you know 

will benefit from them, join 

Shook.co.

  Shook.co is a social marketplace 

where you can sell your used be-

longings online to Facebook friends. 

The site lets you auction second-

hand items (and new ones too) and 

have your friends and their social 

networks compete over it. All you 

have to do is list the item, describe 

it, take a picture of it, and explain its 

condition. Then sit back and let the 

bidding begin!

  Shook’s story exemplifies social 

shopping at its best — bringing 

together trusted friends as sellers 

and buyers, while creating a forum 

where they can recommend pur-

chases and share their buying ex-

perience.

   “why not let people use their so-

cial influence to sell their items?” 

asks niv Taiber, the 26-year-old 

co-founder who explained the idea 

behind Shook when he launched it 

in June 2012 with Idan Lahav. “we 

wanted to improve on social shop-

ping by giving people a better expe-

rience.”

  Social shopping has never been 

as popular as it is today, with more 

people using Facebook to share a 

deal with friends, and maybe help 

them save money too.

  As more Facebook users share 

shopping experiences with their 

network, Shook is among a grow-

ing number of sites that are using 

established online social networks 

and tools rather than trying to build 

their own.

  “we give sellers the tools to spread 

the word about their items,” says 

Taiber. 
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Taiber’s Advice for 

Startups 

“The most important 

thing is getting your idea 

started. Once you start, 

you can improve on the 

original idea. You don’t 

have to wait for the per-

fect idea. Every idea has 

its flaws. But you just 

have to start working on 

it and then you’ll figure 

out the answers.”

A Blog Where Everybody Knows Your Name 

Shook is a very young company and marketing remains 

a challenge, explains Taiber. “It’s hard to raise money 

to launch your business, but it’s even harder to market 

your product.” he attributes much of Shook’s effective 

online marketing to their blog, which also helps to pro-

mote items that are being auctioned in Shook’s mar-

ketplace.

   “we have a very good social manager that is on the 

blogosphere 24/7,” says Taiber. “She uses the blog to 

get traffic to our site and gives the items a personal 

touch, letting them have a greater chance of selling.” 



Title of the magazine / 6

Many people get the urge 

to redecorate their 

homes because they 

get tired of seeing the same old 

wall color or artwork. And simply 

repainting can be time-consuming 

and costly. Fortunately, fashion-

able wall stickers have become 

a very popular and easy way to 

freshen up the outdated, dull walls 

in your house. Accent Studios 

wants to make the job of bringing 

your walls to life a lot simpler with 

their wall decals.

 Steven Bennett, a self-

taught computer specialist with a 

strong aptitude for technology and 

digital design, came up with the 

idea and vision for Accent Studios. 

“My whole motivation is to make 

things better than they currently 

are,” says Bennett, who wanted to 

create a way for people to easily 

express themselves and bring out 

their own personality when deco-

rating their homes. “whether it’s 

wall decals… or, whatever, I just 

want to improve things.”

 Accent Studios, located in 

the Central valley, CA, specializes in 

high-quality vinyl, which they turn 

into amazing wall decals. vinyl wall 

decals are an inexpensive way to 

add great non-permanent designs 

to your wall space. The company’s 

web site, DecalMywalls.com, show-

cases a variety of custom wall decal 

designs, including Kids wall Decals, 

Sports wall Decals, Monogram wall 

Decals, Tree wall Decals, and even 

wall Quotes and Sayings.

 

Long Live 
Wall Art
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A wall decal sticker may be the new trend in de-

signing since it constitutes a statement con-

cerning the room or even the home. This sticker 

is basically a vinyl sticker which may be put on the walls 

of the room. The wall decal sticker includes instructions 

of methods to piece the look together and apply pre-

cisely. It’s very simple to apply and self adhesive but 

does take some persistence..

 One more reason wall decal peel off stickers 

are extremely popular is they may be easily removed 

and changed anytime. The applying and elimination of 

the sticker won’t harm the wall by any means nor does 

it destroy or peel the fresh paint. This enables clients to 

continuously alter the statement of the room by using 

a brand new wall decal sticker.

A house is essential since it is where fami-

lies get together to create reminiscences 

and therefore should make a good state-

ment about those who live there. As fami-

lies grow and alter, using a wall decal 

sticker can hold and alter with your fam-

ily.
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made to order meet your maker

Some business-trend experts are see-
ing an increase in consumer and en-
trepreneurial interest in customized 

goods, ranging from specially made toilet 
paper to one-of-a-kind pet food.
while such items may cost more than their mass-pro-

duced counterparts, they’re still generally less expen-

sive than luxury goods, according to Jeremy Gutsche, 

founder of Trendhunter.com, an online magazine that 

covers a range of emerging trends. Cash-strapped 

consumers may be seeking feel-good alternatives to 

items they can no longer afford, he says.

More entrepreneurs may also be entering the space 

because of the minimal startup costs, says Rob Adler, 

an adjunct professor at Babson College. In most cas-

es, custom businesses can operate exclusively online, 

he says, eschewing costs associated with leasing or 

buying a brick-and-mortar store.

Venture capitalists are also paying 
close attention to high consumer 
demand in the marketplace for 

custom-made products. CustomMade , an 
online marketplace that connects shoppers 
with artisans to make customized goods, 
has raised $4 million in funding co-led by 
Google Ventures and Schooner Capital. 
This brings CustomMade’s total funding to 
$8 million.
CustomMade allows customers who want to make 

custom products like jewelry and furniture post proj-

ect proposals. The startup has built a community of 

makers that can browse through customer project re-

quests and assign themselves to ones they are suited 

to. Makers can sign up for and build profiles on the 

site, which allows customers to browse through their 

portfolios.
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Asking your family and friends to use your product for 

free is a good first step towards finding paying custom-

ers, says Michael Glazer, founder and CEO of Back At 

You, a technology platform helping businesses maxi-

mize the marketing power of Facebook and Twitter. 

Once you build up a personal network of users, you can 

leverage this initial customer base to expand your cli-

entele and go after bigger customers.

however, Dharmesh Shah, chief technology officer and 

founder of hubspot, an Internet marketing company 

based in Cambridge, Massachusetts, suggests that 

friends and family should also be paying customers. 

“Don’t give the product away for free to these early cus-

tomers — even if they’re friends and family. The reason 

is that if they’re not paying customers, they [would] be 

reluctant to voice complaints,” advises Shah.

Whether you start a 

home-based business 

or establish a service 

aimed at major cor-

porations, the mo-

ment you make your 

first sale is when you 

are actually in busi-

ness. This expert ad-

vice can help you 

land that first sale 

to get your business 

rolling.

Your First Big Sale



Here’S all 
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Choose the right investment option for your business 

Sign up and receive your very own business in a box. You will get 
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