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Dwight: Welcome to another edition of the Trademark Productions' SEO 

Web Talk radio show.  Hi, I am Dwight Zahringer, your owner and 
operator of Trademark Productions, a small digital boutique 
agency located on the outskirts of beautiful Detroit, Michigan.  
We've been involved in online marketing and web development 
since 1993.  We figured we'd talk with a couple different industry 
experts on a regular basis just to keep everybody up on what's 
happening in the world of web development, online marketing and 
optimization.  We hope you enjoy our show, and we welcome your 
comments. 

 
 Hello, everybody and welcome to another edition of the Trademark 

Productions Podcast Talk radio show.  I am Dwight Zahringer, 
your founder and owner of Trademark Productions, a small digital 
boutique agency in the outskirts of beautiful auto capital of the 
world, Detroit, Michigan.  And today, I am talking with a very, 
very intelligent, charismatic kind of — what are some of the other 
words we can use to describe him?  What do you think, Kelly?  
Young? 

 
Dwight: There's probably a number of words I can — but his name is 

Michael Angelo Caruso.  He is a professional speaker that has 
made a lifetime out of doing public speaking, putting together 
different types of sales training components and now taking place 
— a lot of his efforts — geared towards internet marketing and 
social media marketing.  And he is our guest today.  Hello, 
Michael. 

 
Michael: Hey, Dwight.  I've got some words. 
 
Dwight: You do have some words that describe you? 
 
Michael: [Laughs] You did fine without me, thank you.  Thanks for having 

me on. 
 
Dwight: No problem, no problem.  We're gonna keep it Progress. 
 
Michael: Very good, that's fine. 
 
Dwight: And being that it's Friday, we'll keep it upbeat as well.  Let me 

give a little more background.  He's the president of Edison House 
LLC, delivered over more than 2,000 speeches in his lifetime 
around the world on a number of different topics — conflict 
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resolution, team leading, proactive communication.  What are 
some other topics, Mike? 

 
Michael: Well, it's always communication based.  I do a lot of speaker 

training, helping salespeople for example sharpen their 
presentations.  The latest thing that I've been doing is helping 
people become gurus in their own industry and that's always 
communication-based as well, both online and offline.  So it's a 
rich palette, and of course the technology field is changing so 
quickly with social media and all these applications that there's 
always new demand for services that involve sharper 
communication, guiding traffic and that sort of thing. 

 
Dwight: Absolutely.  Another reason we're talking together, too, is it just so 

happens that me and Michael will be speaking with each other in 
the Great Session on Internet Marketing, a small conference we're 
having on October 22 of this year in beautiful Beverly Hills, 
Michigan.  Hopefully we'll have good weather.  But this is gonna 
be an all day long seminar, and it is for not — well, it's for the 
lighthearted, it's for the new, it's for the strong, it's for the weak, it's 
for everybody.  It's anybody that wants to know about internet 
marketing and how to utilize the internet.  User websites, social 
media, selling online, creating products to sell online.  This is 
gonna be definitely the conference that you want to attend. 

 
Michael: I look forward to that.  That'll be the first time we've spoken 

together live. 
 
Dwight: Absolutely.  We're planning on doing some tag teaming and 

probably a lot of questioning, maybe even some thumb wrestling.  
We will see how it takes us that day.  But we're gonna be speaking 
alongside Al Crawford, who's a social media guru, and Jayne 
Burch, whose of WebBizDiva, and Rob Gully of M-1 Studios, and 
he specializes more in utilizing video to market your products and 
your services online.  So enough about the entire conference and 
everything else and everybody else, but I guess briefly explain why 
you put this conference together and why it's gonna be so great for 
individuals to come in hear all these speakers, and more 
importantly, you. 

 
Michael: Sure.  I think about 10 or 12 years ago I read a statistic that said the 

average person only uses about 19 percent of his computer's 
capacity.  They only learn basic stuff — how to create a Word 
document, how to use email, that sort of stuff — maybe 80 percent 
of the computer's capability goes unused.  I think that's true with 
regard to how people use the internet as well.  We use the internet 
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to look up sites and use MapQuest and Google Images and that sort 
of thing, but I believe that the average person can benefit much 
more so from the internet than they do now.  And I don't just mean 
financial benefit (although that's a big part of online marketing for 
example, actually making money), but what about connecting 
people, and what about learning more than we already do?  And I 
think internet marketing is just a place that someone can not only 
supplement their income; they could create a whole new career 
from applications online.  And I've been getting enough questions 
about it — and I know you have, Dwight, too, because you based 
your career and company on questions about internet marketing —
that we decided to put together a full-day program and get some of 
the best speakers in the Detroit area to come in and educate people.  
So I think that's what drove it, and I'm very sure that I'll be doing 
more of these in 2010. 

 
Dwight: Great.  How did you get started in this?  I know that you haven't 

always been just up on the soapbox selling something or pushing a 
product.  I mean what led you to utilizing your smile, your look, 
your charisma, and your wit and your gift of gab? 

 
Michael: [Crosstalk], thank you.  I've had three careers, actually.  In my 20's 

I was a touring rock musician with my brothers.  We did hundreds 
and hundreds and hundreds of musical performances in North 
America, opened for acts like Rick Springfield, Corey Hart, Joan 
Jett, UB40, and that's when I think I got comfortable being in front 
of an audience.  I got used to that.  It's a bit addicting, as you can 
imagine. 

 
Dwight: Sure. 
 
Michael: When the band broke up, I ended up going into the 

telecommunication business; I learned selling, and I learned it in 
probably the most difficult way possible, on the telephone.  Fifty 
outbound calls a day, trying to sell piece parts for telephone PBX 
systems. 

 
Dwight: Yuck! 
 
Michael: And so you might not think these two careers are related, but these 

two disparate activities that I had, playing in front of live audiences 
and selling, were both based in persuasion.  One is a very 
emotional, right brain kind of an activity — it's music, getting 
people out of their chairs to dance, getting them to buy music.  
And the other's a very left-brain activity.  It's the hardcore, linear 
process of generating a sale, getting people to get their credit card 
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out and make a purchase.  And what happened a little bit later in 
the telecom career is my sales manager wanted salespeople to go 
out and do talks at trade shows.  And of course, at most trade 
shows you're not allowed to sell overtly; it's considered to be bad 
form.  So we ended up giving other types of programs, and I ended 
up giving programs on what people referred to as soft skills:  
Dealing with difficult people, time management, things like that.  
And that's when all of this stuff started to come together and 
dovetail and kind of get married in my head.  People started asking 
me to speak at their companies on these non-telecom topics, and 
then I saw myself in the speaking business, which led to publishing 
and book writing and doing conferences on internet marketing.  It's 
quite a ride.  I would have never been able to trace it with a straight 
line _____ _____. 

 
Dwight: Right, right.  That leads to the next question.  Kelly was gonna pop 

in here and add a couple of questions she was gonna ask you. 
 
Kelly: I guess you can start off by kind of explaining what Edison House 

is to our viewers that might not be familiar with your company. 
 
Michael: Oh, sure.  Edison House is a communication consulting business 

also based in beautiful Detroit, Michigan, and the idea is that under 
this umbrella, Edison House, I have three revenue streams — 
speaking, publishing and consulting.  Speaking is more event 
based.  I just got back from Knoxville, Tennessee, where I did a 
public program for business leaders there on how to profit here at 
the end the recession, and that's event based, where I'm filling up 
days of the calendar.  Consulting tends to be long-term 
engagements, Kelly — six weeks, six months — and sometimes 
longer, and then the publishing bit is that when I do these live gigs, 
my product, my information products — audio programs, print 
books, electronic books, video — are always available to clients.  
And that's what Edison House is, is primarily those three revenue 
streams, serving people whatever way they want to be served. 

 
Kelly: Well, just it seems that not everyone really knows how to market 

online, so for someone that might be going to your conference and 
not familiar with all the techniques, what would you advise for 
someone like that? 

 
Michael: Oh, sure, okay.  So marketing has a lot of different applications.  

The hottest and freshest and newest and most exciting form of 
marketing is social media marketing such as Facebook and Twitter, 
and surprisingly a lot of people still don't know what that's about, 
but they should because it's not going to go away.  It's a very 
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powerful way to maintain an internet presence.  Remember earlier 
I said that people don't use the computer for all of its availability.  
One of the things the computer's really good for is establishing and 
internet footprint, some sort of internet presence that allows you to 
be recognized as the valuable asset you are to an organization, to a 
company.  Let's say you're looking for work.  If people Google 
your name and you're not on the internet, they wonder what you've 
been doing with your time.  In my case — 

 
Dwight: That footprint's really not a family tree. 
 
Michael: That's right; that's right.  They'd better see more than just a birth 

certificate if they search your name online.  What have you been 
doing with your time?  It used to be that that was available on a 
one-page resume, which is still true — people want to see a one-
page resume — but if they look you up online and they don't see 
your name, and all the other competitors for a job, for example, 
have all of these entries and places that they've been and people 
talking about them and including them in their activities, it makes 
you seem a little bit like a ghost.  And that's not a good thing.  You 
don't — in today's world you don't want to be average. 

 
 And here's the other thing, Kelly and Dwight, that is very, very 

powerful.  Everybody has — everybody's good at something.  
Everybody has a talent, and that talent can be assessed just like you 
can have your home assessed.  If you call an appraiser out to do an 
appraisal of your home, it's called a "property assessment" or 
property — you have something called "property value." 

 
Dwight: Those are pretty low and actually pretty sad nowadays, Mike; I 

don't know if you want to use an example. 
 
Michael: [Laughs] But the truth is everybody has intellectual property value, 

right? 
 
Dwight: This is true. 
 
Michael: The space between your ears, it's worth something.  And if that's 

true, and what's inside your head, your expertise, whatever you're 
good at, because everybody's good at something, is worth money, 
all your missing in order to capitalize and actually collect money 
on that intellectual property is a delivery system.  And the internet 
allows that delivery system to take place.  Take for example book 
writing.  You used to have to go to New York City, used to have to 
have a literary agent, you had to have a book deal, you had to have 
a distribution deal for your book deal, and now you don't have to 
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have any of those things.  All you have to do is have an internet 
presence and a delivery system online like a blog. 

 
Dwight: So it's really the new soapbox, then. 
 
Michael: It is.  It is.  But the old analogy with soapboxes is you get up and 

talk, and if people are interested, they listen.  But the application 
with the internet is if you've got intellectual property that's worth 
something, you can put money in the bank, and you can do it while 
you're sleeping. 

 
Dwight: That's nice.  Well, I'm sure a lot of people are gonna be very 

interested to hear about all these different techniques and how 
these can be I guess applied to their business, their 
professionalism, their intellectual property, so to speak. 

 
Michael: Yeah, and that's another great point, is that you don't have to do 

your own thing just to profit from being online you can profit vis-
à-vis your company. 

 
Dwight: Right.  So it's just not for individuals themselves, but it's actually 

maybe in a position that they're at and how they can apply that to 
what's going on with their employer or for leads coming into their 
site, or do they have a good footprint maybe in Facebook, or are 
they utilizing Twitter the right way? 

 
Michael: That's right.  I know plenty of people that are getting paid extra 

money by their company now because they're in change of the 
Facebook profile for their company.  And I know a lady here in 
Michigan, actually, who gets paid to blog for a company.  They 
pay her money to make sure that she enters a certain number of 
entries in a blog say three or four times a week.  This to me is 
financial freedom if you can figure out a way to scale it, right? 

 
Dwight: You gotta be a great writer, and you gotta love just having the gift 

of gab through your fingertips. 
 
Michael: Or just be enthusiastic and passionate.  You and I both know that 

you don't have to be a John Steinbeck to blog anymore.  If you're 
just passionate about what you do, that goes a long way these days. 

 
Kelly: So I guess while we're on the topic of blogging, do you have any 

tips for bloggers that are out there you could advise them? 
 
Michael: Oh, sure, yeah.  One of the things that a lot of people don't know is 

the search engines like blogs better than websites.  I could say for 
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some time, blogs are the new websites, which Trademark probably 
doesn't like to hear because your company actually helps people 
with search engine optimization on websites.  But you know that 
search engines love new content, and blogs have new content 
every day you put up a post, whereas websites, you have to wait 
for your webmaster to get around to updating the site, and websites 
tend to be, in general, a little bit more static than blogs.  So blogs 
are a great place, especially if you're low tech, especially if you 
don't have any capital, to get started.  Having said that, you should 
probably have both — a website and a blog – ideally. 

 
Dwight: Yeah, absolutely.  Absolutely.  What else have you been having 

going on lately?  I know that you've really kind of I don't want to 
say changed focus, but you've definitely moved in a direction 
towards social media, and you've become very, very active in it, 
and you take a progressive role.  And now that you are teaching a 
lot of other people about it, what have you thought, what are some 
tips and tricks and some secrets you can outleash? 

 
Michael: Funny story, and I haven't actually told anybody this 'cause it just 

happened this afternoon.  I was having dinner at one of the local 
restaurants here on the sidewalk, a friend and I.  And I'm single, 
right, and these two attractive ladies across the aisle from us at this 
dinner just having a casual dinner outside, their couple and my 
couple — my buddy and I and these two girlfriends.  And we 
ended up talking and trading phone numbers; you know how that 
goes.  And she called me today because she wants help with her 
company establishing an internet presence.  I popped her onto my 
email list because I send out an ezine called Five Cool Ideas, and 
she had been receiving it for sometime, and after meeting me and 
we talked a little bit — just a little bit — about the internet (it was 
more social that day on the sidewalk), but she got a couple of 
pieces of email from me, and now she gets it.  And I guess this is 
the compliment that I was happy to accept from her today; it felt 
really good for her to recognize that what I was doing really has 
value for people, and now she wants to do the very same thing.  So 
to answer your question, there are other — [audio drops out] — 
course on how to produce an ezine for your company.  Emarketing, 
this idea of sending out a newsletter, is absolutely the easiest, most 
efficient way to establish top-of-mind awareness with your 
customers and prospects.  And it's a simple newsletter that goes 
out, and once you crack the code for having content and being able 
to build your list, man, I'm telling you it is, as my dad used to say, 
duck soup.  I didn't really know what that meant, I still don't know, 
but I like the phrase.  Duck soup. 
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Dwight: Well, it is hunting season.  So that means that it's accessible. 
 
Michael: Yeah.  So that's another thing that just kind of fell into my lap, 

Dwight.  I never planned on teaching people how to publish an 
ezine in five telephone calls, but I do.  So if people want 
information, they can find me at www.edisonhouse.com, and 
what's fun about the internet is it's always changing and what — 
for example, what Facebook means to us today it probably won't 
mean in two years. 

 
Dwight: What do you think's the next big thing? 
 
Michael: Huh? 
 
Dwight: What do you think's the next big thing? 
 
Michael: That's a good question.  One of the things that I know that a lot of 

people are feverishly working on, in fact I talked with a guy that 
finally cracked the code, is merging Facebook with legitimate 
business tools.  When I say that, I don't mean that disparagingly; 
you're not supposed to sell on Facebook.  It's considered to be bad 
form.  There are lots of people on Facebook that would buy from 
you if they could be connected to your legitimate business site, and 
I know a guy that just cracked the code to put an opt-in box on a 
Facebook page so that the casual social visitors to your Facebook 
page could opt in to your serious business email list, which marries 
the two.  This is very, very powerful.  Anybody that's on Facebook 
that has tried to get people to go to their real website, there's some 
hesitation.  People don't want to leave Facebook 'cause they're 
having so much fun, but to have that opt-in list on Facebook really 
does blur the lines, if you will. 

 
Dwight: Hmm.  Well, maybe they can find a way to integrate Facebook and 

MySpace, which seems to be dying or doesn't have the — more of 
a younger audience, and we can have FaceSpace. 

 
Michael: [Laughs] FaceSpace.  We can do it with other parts of the anatomy 

and eventually have AssSpace. 
 
Dwight: That would be for all the idiots. 
 
Michael: I'm not sure I ought to be involved with the sponsorship, but it's 

good — we had one good laugh, anyway. 
 
Dwight: So you've been utilizing Facebook pretty well.  How's that been 

turning around for you, and I guess the bottom line is I always tell 

http://www.edisonhouse.com/
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a lot of people is you need to be careful with social media and 
investing a lot of time there.  And I know this is gonna be 
arbitrarial (sic) for you; however, and you know for a fact that I 
receive business as a result of social media — it's been substantial.  
But my whole point is that you have to be careful of really 
outlining goals and applying dollar figures to your time to 
determine what your return on investment is.  You've had some 
success utilizing social media.  Talk a little bit about that. 

 
Michael: Yeah.  I'm on  Facebook, Twitter and also LinkedIn really early on, 

and I'd like to give you a list of some really practical tips on how to 
use — at least one tip for each of the tree platforms, because a lot 
of people again are on Facebook and they're wasting a lot of time.  
They're having fun and all, which I guess isn't a waste of time, but 
if you're interested in some sort of doing some commerce online 
through social media and you're interested in something a little bit 
more substantial than just posting photos of yourself holding 
cocktails, listen up people, because we've got some good 
information for you.  Dwight is right:  Absolutely it's about 80-90 
percent social, which means of every 10 posts that you put on 
Facebook, only 1 or 2 of them should be business related.  
Otherwise people will shut down.  They're not into it.  So the trick 
is to develop a relationship, and here's the key for this.  On all 
three of the social media platforms, you must first be interested, 
and then second you should be interesting.  If you're interested, 
that means you're asking questions. 

 
Dwight: What if you just have a really good photo gallery?  Does that make 

you interesting? 
 
Michael: It could; that's a step in the right direction.  But what's even better 

is when you're posting, instead of saying, "I had meatloaf for 
dinner," you might post, "I had meatloaf for dinner.  What's your 
favorite food?"  Because what this does is establishes dialog, and 
people are more likely to answer that question, and then you've got 
some give and take, some play. 

 
Dwight: But Mike, meatloaf has a lot of bad dreams for people, and really 

stigmatisms with meatloaf. 
 
Michael: [Laughs] I know it does.  And so does AssSpace, by the way.  Bad 

dreams.  Don't listen to this Podcast right before you go to bed. 
 
Dwight: Kelly wanted to know something.  Kelly wanted to know how do 

you — you talked a little bit about Facebook, but she was more 
interested — what was the Twitter question you had? 
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Kelly: I just want to ask, for businesses that want to get more involved 

with Twitter since that's becoming very mainstream now, how can 
they start incorporating that into their business plan?  Kind of like 
Facebook but more, like a little bit different I guess. 

 
Dwight: How do you monetize Twitter?  Have you heard of it? 
 
Michael: Oh, Twitter, sure. So let's say you get up every day, and you're this 

person and you want to contribute to society, and it's kind of fun 
sharing stuff, right?  And you just share whatever goes in your 
mind all day long.  You have this potpourri of arbitrary, wide-
ranging topics, but there's no focus.  If you get up every day and 
instead focus on let's say for example you're an expert on cooking.  
Then the five tips that you share during the day, make four of them 
about cooking, or food, or food preparation, or nutrients.  And over 
time, what happens as you build your internet profile, your internet 
presence, your internet footprint, people will start to perceive you 
as a foodie, as somebody who actually knows what they're talking 
about with regard to food.  What this does is it makes you 
psychologically attractive to the very people who can hire you as a 
chef or book you in to speak or let's say give you a book deal for 
your new cookbook. 

 
Dwight: Or ask you to put some guest posts on their blog or contribute to 

their ezine. 
 
Michael: There you go.  And they'll tend to be food people, because you've 

— that's who you've tossed the signal out to. 
 
Dwight: God knows there's a lot of food people and people that like to eat. 
 
Michael: [Crosstalk] I eat most every day. 
 
[Laughter] 
 
Dwight: Have you ever — this is a little off topic, but it is about Twitter — 

have you ever seen any of the posts by God? 
 
Michael: God's posting on Twitter now? 
 
Dwight: Yes. 
 
Michael: Awesome. 
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Dwight: He has for a while.  You should — for our listeners, too, it's 
completely non-partisan, it's actually very, very cute and funny —
He has very creative words of wisdom.  It's actually a very fun 
Twitter account.  But He's not trying to push anything.  He may 
have some affiliate links in some of His Twitter posts. 

 
Michael: God's not trying to push anything?  [Laughs]  I find that hard to 

believe. 
 
Dwight: Well, you know what?  I invite everybody to go out there and 

check Him out, 'cause it's actually pretty entertaining and funny at 
the start of each day. 

 
Michael: Is Buddha posting as well? 
 
Dwight: He might be.  They may be.  From the grave, from beyond.  And 

Michael Jackson also updates about every hour. 
 
Michael: That's more than he did when he was alive. 
 
 A couple tips for the listeners.  If you're going to use Facebook, 

another great way to get content to people (it's actually kind of a 
hidden secret) is the Notes page in Facebook.  Because you know 
you're limited to come extent to what you can do in the microblog 
portion of Facebook.  That's that little window you have where you 
have a certain amount of characters to get it off your chest.  But if 
you wanted to leave — if you were into the cooking business and 
you wanted to say leave a recipe, a good place to leave it is on the 
Facebook Note page.  And then once you create that, of course, 
plug it — and that meaning promote it — on LinkedIn, and you 
can promote it on Twitter.  You can actually send them to the 
Facebook link (if you have one of those reserved links on 
Facebook) through Twitter.  And there you get this cross-
pollination between the three, and that's terrific.  The tip I wanted 
to give about LinkedIn is the recommendation feature, because it 
used to be that if you wanted somebody to say something nice 
about you, you'd ask them to send you a letter of recommendation.  
You remember those days? 

 
Dwight: Oh, yeah. 
 
Michael: And the people would go to a typewriter, and they'd have the 

whiteout next to the typewriter, and they'd type out a letter of 
recommendation, and they would gate fold it and put it in a No. 10 
envelope and send it off.  And then if you received a letter of 
recommendation, you had to go through all kinds of gymnastics so 
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that other people could see it.  Well, those days are gone, baby.  
Now, all we ask people to do, if you got something n ice to say 
about me, please send me a LinkedIn recommendation.  And then 
everybody in my network sees it, and of course, I'll respond in kind 
about you, and so everybody sees something — everybody in your 
network sees something nice about you.  And this is terrific 
because you want other people saying something nice about you; 
that goes over a lot better than you constantly saying nice things 
about yourself.  Remember, if you say something nice about your 
company, it's advertising, and if a third party says something nice 
about your company, it's the truth. 

 
Dwight: Yeah, this is true.  That's a very good point.  Michael, you sound 

like you know a thing or two about all this stuff, and I seem to 
remember that you do have some different types of products that if 
people want to take some of their components to the next level, 
that some of their knowledge, learn some of the stuff that you 
know.  How do you go about doing that?  I know you got some 
different kind of ebooks and some — 

 
Michael: I do, I do.  There are three general categories you can choose from:  

Personal improvement, which is time management and stress and 
that sort of thing.  Believe me, you're gonna need time 
management if you're gonna get involved in social media, because 
it is gonna take a little bit of a time investment over time to collect 
this information online and aggregate it and develop this profile.  
The second area that I write about and speak about and create 
videos about is leadership, which has to do with running a great 
meeting or for example giving a great presentation or just the 
power of getting people to do stuff, which all great leaders have to 
have.  The third of the four segments is selling.  Twenty-sales 
closes at work.  Also networking is a form of sales, and 
negotiation.  And the fourth, my favorite and the newest, is for 
entrepreneurs.  It's exactly what we're talking about now, how you 
can create information products.  How you can market yourself 
online or become an industry expert. 

 
 And all of this information is available at www.edisonhouse.com.  

Once you get there, if you have any questions, there's a place 
where you can send me an email, and we'll get back with you very 
quickly with whatever we can help you with.  I'm delighted to help 
people.  I really like turning on light bulbs for people and helping 
them turn on their own light bulbs.  That is just a real treat for me. 

 
Dwight: And it goes without saying, too, is from my personal experience 

knowing Michael I realized that he was willing to really have a 

http://www.edisonhouse.com/
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conversation with me and give away a lot of advice, give away a 
lot of personalized advice based on this professional knowledge, 
which I appreciated a lot.  So I definitely can speak from 
experience that he doesn't have the hard sell.  It is come very, very 
natural.  He has a lot of willingness to help others.  So you 
definitely have my endorsement, and I didn't even hit the LinkedIn 
button yet. 

 
Michael: There's a book out right now called Free by Chris Anderson, and 

he talks about the value of giving away things for free so that 
people become more interested — there's that word again — 
interested in what you have to offer.  And so when Dwight 
recognizes that I give things away for free — information, advice, 
conversation, tips — it is a — although I did get that characteristic 
trait from my father (who by the way imparted most of his 
fatherliness on me well before the internet was invented by Al 
Gore), my dad recognized that just by being nice to people and 
helping people, it's the thing to do.  But in the internet age, 
everybody is giving away free stuff now, and the more free stuff 
you give away, the more psychologically attractive you will 
become to the people able and willing to buy your products and 
services. 

 
Dwight: Excellent, good deal.  So Michael, you are available for any type 

of corporate training, you're available to fly out to beautiful and 
wonderful places in the Pacific. 

 
Michael: I'll fly anywhere that there's an airport.  I have actually been to 

Alaska four times to speak every time.  I've spoken in 49 of the 50 
states. 

 
Dwight: Were those for the fishermen? 
 
Michael: What's that? 
 
Dwight: You were speaking to the fishermen, the guys from The Deadliest 

Catch? 
 
Michael: In Alaska?  Yeah, well, them, too.  There were some in the room, 

absolutely. 
 
[Laughter] 
 
Dwight: But yeah, Michael is available, and you can check him again out 

over at www.edisonhouse.com, and Michael and myself will also 
be speaking on October 22 in Beverly Hills, Michigan, which is 
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just on the outskirts of Detroit as well, for an internet marketing 
seminar where you can learn all about how to market yourself, 
your products and your services utilizing the power of the internet 
and social media. 

 
 Michael, I want to thank you for taking the time out of your busy 

schedule before getting your weekend started to enlighten us a 
little bit with some of the great things you have going on.  I — any 
further questions or words of wisdom that you want to pass? 

 
Michael: No, just that it's a pleasure working with you, Dwight.  We've done 

a few projects together; I know there'll be more.  I'm just so 
impressed with what you and Kelly are doing over there at 
Trademark.  Again, so many companies open their doors for 
business and really do not understand the SEO process, and they're 
really doing themselves a disservice by not at least talking with a 
company like yours and learning that big word out there that's 
called the internet. 

 
Dwight: Thank you very much, Michael.  We will talk to you soon.  And 

again, you can catch up with Michael over at 
www.edisonhouse.com.  Michael, have a great weekend. 

 
Michael: Thanks, you guys. 
 
[Music] 
 
[End of Audio] 
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