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Announcer:
Turn your hobby and freelance work into a proﬁtable business! Make your markeAng easier
by applying the strategies of experienced entrepreneurs and have more Ame to do the work
you love. You are listening to the MarkeAng for CreaAves show with your host Marina
Barayeva.
Marina Barayeva:
Hi everyone. This is Marina Barayeva. Welcome to another episode of MarkeAng for
CreaAves show. In this episode, we gonna talk about how to turn your social media followers
into your fans.
You may have a thousand followers on your social media, ten thousand, hundred thousand
or more, but the number doesn’t really ma+er All you have an engaged community.
There is a big diﬀerence between having the number of followers that don’t really care
about what you do and what you post and the fans of you and your content.
I’m so excited to bring you a very energeAc guest today, who is known for his care about his
followers and as the result has what we call fans.
Brian Fanzo inspires, moAvates and educates businesses on how to leverage emerging
technologies and digital markeAng to stand out from the noise and reach the millennial and
generaAon Z consumers.
He has a diverse background working for the Department of Defense in cyber security, then
as a technology evangelist at a booming cloud compuAng startup and is currently the
founder of iSocialFanz which has helped launch digital and inﬂuencer strategies with the
world’s most iconic brands like Dell EMC, Adobe, IBM, UFC, Applebees and SAP.
Marina Barayeva:
Hi Brian. Welcome to the show. How are you today?
Brian Fanzo:
I'm doing great. Thanks for having me. Excited to be here.
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Marina Barayeva:
It's good to have you here. Please share with us your entrepreneurial story.
Brian Fanzo:
Yeah, I'm excited. I think it's always fun not only... You know, I host two podcasts, but I think I
enjoy being a guest more than hosAng podcasts. Excited to be here and kind of share not
only what I've gone through, but answer any quesAons you might have.
Marina Barayeva:
Why do you like to be a guest more?
Brian Fanzo:
I think it's because I let someone else decide what... I like to talk. My mom always says I
came out of the womb talking. So I think when you're a host or you want to make the guest
look good, when you're the guest, you kind of allows yourself to have a li+le bit of freedom
to talk about what you want it and go where you want it to go.
Marina Barayeva:
So today you're going to relax, right? (Laughter)
Brian Fanzo:
Yes, yes, yes. I'm happy to relax. (Laughter)
Marina Barayeva:
Please share with us, how did you become a social media guru?
Brian Fanzo:
I kind of have an interesAng path. Probably one that most wouldn't think that got me here. I
actually had a computer science degree. I was really big on the computer side of the house.
I worked for the Department of Defense here in the United States for the US government in
cybersecurity. I worked in cybersecurity for nine years actually out of college. But I fell in
love with collaboraAon, just the ability to bring people together to work on things.
That kind of led me into social business tools like the Yammer and SharePoint. And I really
just love the idea of what technology would enable us to do and connect in the world. I
traveled around the world at the Ame. I almost traveled to 45 weeks a year.
I've been to 72 countries total today, but at that...
Marina Barayeva:
China?
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Brian Fanzo:
I've been to China once. Only have been to China ones.
Marina Barayeva:
I didn't see you there. (Laughter)
Brian Fanzo:
I've been to. I've been to Asia a lot. I've been to Korea probably 12 or 13 Ames. I spent a lot
of Ame in the Middle East. But I fell in love with collaboraAon and then I went and worked
for a data center technology company.
I really fell in love with this idea of social media allowing collaboraAon that happened
without limitaAons, like you said, from China to the Washington DC area like we're doing
right now on the podcast.
I think for me that's what I kind of fell in love with. My funny joke is that I do a lot of digital
markeAng and social media today, but I never really had a full-Ame job in digital markeAng.
What my job was really translaAng what the customers and the clients wanted and bring it
back to our product teams, our markeAng teams and our sales teams and helping them
hopefully solve problems and build community.
I come in markeAng and social media from a unique perspecAve now. But I've been an
entrepreneur for a li+le over four years. I can say weirdly enough for me, I loved my
enterprise job when I worked for the cybersecurity. I then worked in a startup and I loved
working on my startup.
I can say that the hardest job I've had hands down is the last four years as an entrepreneur. I
don't regret a minute. There are so many great things that go along with it.
But I'm one of those rare ones where it says I wasn't gefng away from a bad job or from
working for the man. I actually enjoyed all those jobs.
I wanted the ability to reach more people. I really did believe in that. I get to enjoy the ups
and downs of entrepreneurship and I'm enjoying the ride so far.
But yeah, I deﬁnitely not your normal path to what I'm doing now. And my full-Ame focus
now is speaking. I speak on about 40 to 60 events a year traveling around all over the place,
all the diﬀerent kinds of events. And I absolutely love that. My favorite place in the world is
on stage.
Marina Barayeva:
Basically, you grow your followings, you share your love with your followers and you talk to
them on the stage or on social media.
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Brian Fanzo:
I do. And for me, a big piece was in the fall of 2013, one of the things that I kind of... and I
give my mom a lot of credit. My mom was always like, "Well, Brian, what you're really good
at is never allowing someone else to prevent you from being yourself and kind of sharing
your own story."
I've never claimed to be an expert that I know everything. In 2013, I had this moment where
I didn't really like social media. I was overwhelmed by... I kept saying, "Hey, it takes too long
to write a tweet."
I was over thinking all these things because I was really trying to share what I thought other
people wanted to hear.
The light bulb moment went oﬀ in November of 2013. I said, "You know what? I'm going to
be myself. I'm gonna share my story and I'm going to invest in other people."
And I can say since 2013 my personal brand has grown. I've been able to foster this amazing
community.
My secret, when people say, "What's the one thing that you would credit that?" I use the
hashtag #showyoucare. And what that means to me is I cared about other people before I
ever asked them to care about me. That's really the easiest way to foster community. It's the
easiest way to grow an audience.
I'm the running example. I had less than probably 4,000 total followers on social media at
the Ame and now I have over a quarter million followers on social. For me, a lot of that just
simply had to do with invesAng in other people and caring about them before I asked them
to buy my product or sign up for something that I had.
it's been a heck of a ride and I'm very blessed to have such an amazing community. And this
is only the beginning. I hopefully will ﬁnish my ﬁrst book this year and we'll see what else I
kind of dabble into.
Marina Barayeva:
So now you say that before you had only 4,000 followers. And in a few years, you'll say, "Oh,
before I had only half a million followers." Now I have 10 million followers. (Laughter)
Brian Fanzo:
(Laughter) I'm happy with that. I think part of it also is one of the things I talk about a lot is
that social media has opened so many doors for me and really just digital as a whole.
I truly do believe we live in the greatest Ame in history because we are able to connect.
You're on the other side of the world right now and where we're talking via video and being
able to share our stories, get to know each other.
Eight years ago, 10 years ago, previous generaAons, they would have never had this
opportunity that we have and I'm very blessed for that. I will happily take the rise up and
we'll see where it goes from here.
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Marina Barayeva:
Yeah. Social media is amazing. Now you have so many followers. What do you think is the
diﬀerence between just a follower and a social media fan?
Brian Fanzo:
My mentality and my philosophy think like a fan. And what I mean by that is, well, my last
name is being Fanzo. It kind of helped in that, in that philosophy.
But I think you, there's this idea where a follower to me is someone that wants to learn
more about you. I think a fan is someone that believes that you can have a conversaAon with
them and you allow them kind of behind the curtain.
I'm a big believer in authenAcity and transparency. I've cried on Snapchat when I lost a big
client. I've celebrated the huge wins on my Instagram Stories. I went live and asked my
audience to help me ﬁx a keynote the night before.
I try to highlight the lows as well as the highs. I think the old school I'd say for a while on
social media, it was only about the good stuﬀ and it was kind of pufng your things out
there.
But I think we've learned that we don't trust people that claim to be perfect. We don't trust
people that only talk about the highs because we know that it's much more than that. And I
think for me, that's one of my secret weapons is that I don't try to be anything I'm not.
We were talking just before we went live here and I said, "I'm not afraid to say I don't know."
If I don't know something, it's something to me that I'm not perfect. I'm perfectly OK
admifng to not being perfect. A lot of that comes down to allow that to be exposed.
So for me, I'm very blessed to turn... and I like to say you can turn a follower into a fan, a fan
into an ambassador and when you have people that are your ambassadors that are
celebraAng your wins for you it's truly magical.
And I don't care if you have one follower or 100,000 followers. Think about it. For me, this is
something that keeps me grounded every day, is that if I have the ability to impact one
person's life every day, who wouldn't want that opportunity?
It's pre+y magical that we can just impact one. Maybe it's I moAvate somebody. Maybe I
inspire somebody by my story. Maybe I educate them because they listened to my podcast
or they read my blog, but the opportunity to just have one person to impact to me is a
responsibility that I'm very blessed to have.
That's why when I look at it, yes, we can talk about the total number of followers, but the
big thing that ma+ers to me is that if I needed people to come to my defense or I said, "Hey
guys, I'm working with this brand, can you help me out?"
By the Ame I would ask that quesAon, I would have thousands of people come to my aid and
I think that's just a tesAmonial to the fact of building a community.
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Marina Barayeva:
What content do you share? You said before you shared more only posiAve things and then
you started to share ups and downs in your life. How does it work? As a li+le vlog?
Brian Fanzo:
For me, one of the things, this is a great quesAon for me because this is when I started. I
hate wriAng I'm not really good at grammar. I love the talk, was not great at grammar and I
started to get into video and I got overwhelmed by video.
Video with like YouTube and SEO and ediAng and all of these things. I started to get really
overwhelmed. And I fell in love with podcasAng. PodcasAng to me was that ﬁrst piece of
content that I started to create that became easy.
It was simply grab a microphone and start talking and sharing my voice. Then once I got
comfortable in podcasAng, I started to dabble in live video. And the funny thing about that is
I started on Meerkat and then went to Periscope.
Then, of course, Facebook live and the apps now. Over the last two years, I've done over
2300 live videos myself. It's interesAng because if I would've never go+en a podcasAng, I
probably never would've go+en into video.
Now what I do is I share content that... my podcast is live recorded on Facebook live so
people can watch me on live video. I then put the audio on all the podcast players. Then I
take that podcast and I turn it into a blog post on my website.
for me, one of my secret weapons is that I think everyone learns diﬀerently and I give my
community an opportunity to choose where they want my content, how they want my
content.
I launched an online course called "Be yourself." All of these things for me were just saying,
"Hey, if you want to learn via an online course, do that. If you want to learn by listening to
my podcast 30 minutes a week, you can do it that way. If you like watching me on video do it
that way."
I focus less on creaAng lots of content, more on creaAng one great piece of content and then
tweaking it and pufng it on mulAple channels for people to consume how they want to.
Marina Barayeva:
So you create a piece of content and then you repurpose it on diﬀerent social media or
diﬀerent plamorms, right?
Brian Fanzo:
Yep. I call it upcycling. Because they used to be called recycling and recycling to me meant
you're taking something that you didn't like or it was old or trash and I called it upcycling.
I create that one... for 45 minutes every Monday I do a podcast. I'd take that 45 minutes of
content and I turned it into eight diﬀerent pieces of content. That's why for me that 45
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minutes is so valuable because people like "Brian, how are you everywhere and you're
creaAng content all over the place."
But really, I'm creaAng, I'm focusing on less total content and just making sure that that
content is really, really good. Then gefng it to where everyone is at.
If you use the Amazon Echo or Alexa, you can subscribe with one of my skills so you can
listen to my podcast through there. That's where I focus on it.
It's deﬁnitely a diﬀerent approach. Mainly it became one of those things for me that I'm
more comfortable creaAng content in my area of kind of Zen and then reformafng it rather
than... if I had a blog twice a week, every single week, I can openly admit it would never
happen. I would have struggled to do that.
But being able to turn my podcast into a blog and create all these diﬀerent pieces of content
it allowed me to create a lot of content without doing it totally outside of my area of
comfort.
Marina Barayeva:
What pieces do you create?
Brian Fanzo:
We do audio - podcast. So you can do on podcasts. I do a live video of course. I edit my video
itself down, I create the video and I turned that into a YouTube video.
Then I take a one minute clip of that podcast, my favorite moment at a clip, and now that's
an Instagram post.
Then I take my favorite ﬁve or six-minute video, part clip of that and turn it into a LinkedIn
post. Then I have those pieces.
I transcribed the podcast and then I put it as a blog post on my website. Then usually about
a week or two aner the podcast episode goes live, I send it to Medium or on to the LinkedIn
publisher.
Those are the diﬀerent channels. If you like to listen to me talk and I always talk fast so I
always tell people, "Don't use the speed-up version on your podcasAng. I'll sound like Minnie
Mouse" because I talk so fast to begin with.
Marina Barayeva:
Slow me down. (Laughter)
Brian Fanzo:
Yeah, exactly. Use the half speed and I'll be at the normal speed of everyone else. But for
me, that's a big element as I do those pieces of content.
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But interesAngly enough I host two podcasts now. That is another one. I'm actually
launching a third show on June ﬁrst. So these to me it's an incremental process. But I tried
my best to give everybody all these diﬀerent opAons.
Marina Barayeva:
How do you manage all of these? It looks like a lot of work.
Brian Fanzo:
It's really about scheduling my content and doing it on my way. I launched a podcast called
FOMOFanz, F-O-M-O-F-A-N-Z, or Z at the end, which stands for the fear of missing out.
The podcast is a solo podcast where I don't interview guests because managing a calendar
and gefng people together, that's just things that were going to put a roadblock for me to
get a podcast out.
I created the FOMOFanz podcast because it was kind of a selﬁsh play. I said, "I want a
podcast that is just... I only have to worry about myself." I can record it whenever I want to. I
don't have to rely on anyone else. That's the secret of mine. Another one is... I just love it.
I love what I do. I mean, we're 9:15 here on a Thursday night and I started this morning
around 7:30-ish. I'm not a morning person. Let's say I started at 8:00 AM or so. But I've loved
every minute of the day to day. I created eight videos for my clients, ﬁrst events that I speak
at.
I did eight videos this morning. I brainstorm a new funnel that I'm going to launch with my
new course. I had three diﬀerent phone calls with three diﬀerent brand clients.
Somewhere in between there, I got some food. I FaceTimed with my daughters to check on
how they were doing for the day and wish them good night. And now back at it.
I think for me, this is the piece... you know, entrepreneurship is the hardest job I've ever had
without quesAon. I make the least amount of money I've ever made. It's the hardest job I've
ever had. But it's the job I love.
I wake up happy. I go to bed happy and I truly do believe I'm able to make my own li+le
dents in the world. I do probably spend more hours in the day than I should doing a lot of
the things I do, but I just love being able to have this opportunity to do that.
I will say I'm learning to be a li+le bit be+er at outsourcing and bringing people in. But it's
taken me a while. It's been three years or almost four or over four years. I brought in a
virtual assistant. I brought in a team, but then I realized for me it wasn't the best ﬁt so I had
to ﬁgure out my own workﬂow.
And the other part of it is I'm really big on calendar driven. I manage my calendar and I also
said I know that I'm not good at controlling myself. I set Ame. When I'm ediAng my podcast, I
set a Amer and I only get 20 minutes to edit my podcast. When the Amer goes oﬀ, I need to
be done ediAng.
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When I'm creaAng a graphic for my blog, I give myself eight minutes to create the graphic
because I know that I can spend 25 minutes on it. But I don't need to spend that Ame. I try
to ﬁgure out what works best for me and set those limitaAons using a Amer, using my
calendar.
Then I engage in social with every small pocket of Ame that I can kind of come up with.
Marina Barayeva:
What if you didn't ﬁnish the ediAng?
Brian Fanzo:
For me I always believe done is be+er than perfect. And I would say that I believe perfecAon
is a fairy tale.
If I haven't ﬁnished it, I'm gonna do my best to pull it together. I also am very transparent
with my audience. I'm like, this week on my podcast episode was a delay and I didn't bring
my podcast microphone on the road.
So I recorded it for my headphones into the anchor app on my iPhone and I started the
podcast oﬀ by telling people, "Hey, this audio might not be as great as you're used to with
me being on my normal podcasAng gear. It might be a li+le bit diﬀerent, but I believe the
content is good enough that you guys will push through."
I'm very blessed. I have a great community of listeners that will kind of roll with me if it's not
as great or not as polished as other people because they know that's just kind of is my way
of doing things.
I think it's a secret. I think for those that are listening, one of the secrets that you can really
embrace is that if you manage expectaAons authenAcally with your audience, you don't
have to measure yourself against somebody else.
My podcast ediAng, my showreel, everything, even my show notes on my podcast, they
might not be as good as all the other people that are amazing podcasters, but as long as it's
gefng across what I need for my audience and my audience is ﬁnding value in it, I'm OK
with that. So I do.
I really work hard at managing expectaAons with my community.
Marina Barayeva:
That's fantasAc. As you said, you do some videos for your speaking stuﬀ and you share it
with your followers. I saw some of your videos on social media. What other stuﬀ do you do
to engage with your followers and turn them into the fans?
Brian Fanzo:
I love documenAng my journey. Instagram stories right now is probably... Twi+er has always
been my favorite plamorm for reaching people that don't know who I am, but for people that
already are in my sphere or people that know who I am, I've fallen in love with Instagram
Stories. I share the good and the bad. But I bring people along.
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I will do Instagram Stories in the morning. I'm going to the airport when I'm backstage. I'm, I
also worked with... I even take over a brand account. I was able to take over Oracle's account
last week at an event that I was at. So, I use that I would say the storytelling within apps like
Instagram to allow people to come on the journey with me.
Then I also upcycle that content. SomeAmes I'll take my clips from there and I'll put that into
a YouTube video or a speaker video. Then the other part is I do spend a lot of Ame engaging.
I'm very proud to say that every single reply on Twi+er that's ever been sent out on my
Twi+er account, I don't even know what my number of tweets as... So right now, I'm in
167,000 tweets and I'm proud to say that every one of those replies on that Twi+er account
has come from me.
No one else has ever replied out of my account and it's because. I do block oﬀ Ame in my
day to say, "OK, how am I engaging?" When someone comments on my Instagram posts, I
comment back. That's a big piece of it for me.
But I think there's a diﬀerence between creaAon and documentaAon. I create podcast
content. I create a blog, but I would say every day I document my journey through Instagram
Stories.
It was Snapchat for a while, but I fell more in love with Instagram Stories than anything else.
Marina Barayeva:
Now it's a trend documenAng. How can you document when you have 10, 20 seconds, like
for stories? What do you do there?
Brian Fanzo:
I think it's about conAnually documenAng. Because the thing about documenAng as bringing
them on a journey, not talking at them. So, my Instagram Stories, very rarely will you see me
give a call to acAon. Very rarely you will see me telling someone else what to do.
I'll be backstage and say, "Hey, come with me that we're going backstage. I'm on a podcast
interview." For me, it's that idea of bringing them along with me.
SomeAmes it's three Instagram Stories in a row, so it's 30 seconds. But I think in the world
we're living in today, giving people that opportunity to see behind the scenes is powerful.
The other thing I like about Instagram Stories is all of the content when you create it is in the
order that you create it. Over the 24 hours.
If you're watching, if you're not following me on Instagram right now and you'll get on
Instagram and you click on my story, you're watching the piece of content I created 23 hours
and 59 minutes ago, all the way up All now.
It doesn't ma+er for me, I don't think of it as telling a story in 10 seconds. I think of it as
documenAng my story throughout my day. Today I probably did, I'd say eight or nine clips of
my day throughout the day.
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And it simple things like I'm giving away a backpack tomorrow from one of my sponsors. So, I
talked about that.
Then I showed a li+le bit of the brainstorming that I was doing. I think that's why I look at
that, that the world we're living in today where it's kind of like Nemlix. We want content.
•

How we want it?

•

Where we want it?

•

When we want it?

I use Instagram Stories in that way to bring people along on a journey with me. It's a heck of
a lot of fun on the amount of engagement I get on there and the relaAonships I'm able to
build is pre+y amazing.
Even if it's 300 or 400 people watching a story each day I get 30 to 40 of them to comment
on a story each day and that just furthers those relaAonships and allows me to be connected
with my community.
Marina Barayeva:
For those who are not really familiar or got used to those Stories, what would you
recommend to share? Because someAmes people share some small pieces, but you talk
about showing your life, documenAng your life. What would you recommend to share?
Brian Fanzo:
The word I use is Access. What I mean by that is give them access to things they can't get
anywhere else.
If you're already doing a daily video blog and you have a blogging website, give them access
to pieces behind the scenes.
You know, you're in China. Giving people, what is the day in the life of China? How is it
diﬀerent than what we have here? Maybe dealing with Ame zones, right? Where you have
to schedule content. I think that's the big piece with this kind of content.
Because I would say the tradiAonal content is my Instagram feed. When I post once a day,
almost every day on Instagram. Just a post. That's my broadcasAng out. The access to who I
am.
The reason I said I cried on Snapchat is because I'm giving them access to that raw who I am.
So when they look at my picture or they see me gefng an award or they watch me on stage,
they know much more than just me being onstage.
They know the trials and tribulaAons. They know the wins and the losses. And so the word I
always use is access. Give people access to products, give people access to places, give
people access to experiences that they can't get anywhere else.
And the other piece of it that if you're sAll overwhelmed and unsure of what kind of content
you should create, the other piece of it is don't be afraid to celebrate other people.
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One of the things I love to do is when I'm with friends or with fellow speakers, I grabbed my
Instagram Stories and say, "Hey, I'm sifng here with Jay Baer and backstage at this event,"
which is what I did last week.
I'm giving people access to not only me, but I'm giving people access to people that I
support, that people are, that I'm aligned with. That's my secret weapon as I always think
about it and say what access can I give my community on Instagram Stories that they can't
get anywhere else.
Marina Barayeva:
How do your followers engage with you? I saw the Instagram post of one of the Russian
marketers. He noAced when he does a launch of the product, those people who do not 'like',
who didn't comment on his post, they usually buy. And those who usually leave a lot of likes
and comments and engage with him, they do not buy, but usually, ask about free stuﬀ. What
is your point on that?
Brian Fanzo:
I think that's delicate in your balance. Because I don't really sell at any one. For me, this is
how I look at it, is that I give as much value as I can to everyone that follows me.
If I'm providing so much value and creaAng these relaAonships that when I have something
to sell, like when I launched my ﬁrst book, I'm very conﬁdent that everybody that I've
commented back with, everyone I've liked with, will buy my ﬁrst book because they've
known that I've been giving years of free content.
My podcasts is not moneAzed. I don't ask. I don't even ask for sign-ups. I don't even have
people sign up for my email list. None of my content is gated. And part of that for me is that
ability for me to be authenAc and real is I want to give them as much as I can.
But it really depends on how you build your content. Some people are amazing at only giving
a call-to-acAon type content and those people buy from them. They put them into a funnel.
All of a sudden, they sign up, they download, they "OK, hey, just give me pay for shipping
and handling and then you get one thing." Then once they're used to buying from you, they
can buy a second thing or a third thing.
I come at it from a diﬀerent point of view. I believe if you invest in your community and
you've fostered out a community when you do have something to sell a value to them, it's
going to be worthwhile.
I'm also very lucky I work with big brands that say, "Brian, we want to pay you for the access
to your community that you already have." So onenAmes I don't have to moneAze the
individuals that I'm engaging with because for me, giving them access, bringing them along
on the journey...
It's funny, I would say my community, I don't ask him to buy much, but speaking as my fullAme job and I get paid a lot of money to spend on stage.
I would say, well over 50 percent of the speaking engagements I get are people that are in
my community that go to their boss, they go to the event manager, they tweet at an event
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and say, "I will go to that event if Brian Fanzo speaking," or "We need to have Brian Fanzo
come to my company."
We onen say like, "Well, how are you moneAzing your community?" For me, that's an
element of moneAzing that doesn't cost them any money and technically it doesn't cost me
any money.
It's this idea of truly giving. And because I give so much that they became my advocate. Like I
said, I turned a follower into a fan, a fan into an advocate or an ambassador. Then they
become my salespeople. They ended up doing the call to acAons and it's amazing.
I got an amazing call just this week and someone said they're a fan of Fanzo, and I was like,
"Oh, I appreciate that."
They're like, "Well, we discovered you on social media a year ago. We went to this event
called The Digital Summit Series in Phoenix, Arizona and our team was blown away. We want
to work with you. We don't even just wanna work with you with one keynote. We want to
hire you year-round."
And I was like, wow! To me, that was because for a year I gave them value. I inspired them to
come see me speak. They saw me speak and now they want to work with me more. And
that's the answer to that quesAon.
For me, it's those kinds of examples that conAnue to inspire me to give away free content,
for me to give people access to everything I'm doing. Because each one of those is just
another kind of one of those bumps that I need to conAnue doing it the way that I do it.
Marina Barayeva:
Now you have a lot of followers already, you have people who encourage you, invite you to
come and speak there, but what about when you started several years ago? How did it work
for you to grow this community?
Brian Fanzo:
It was that 'show you care' element, but it was also really celebraAng other people's success.
When someone would launch a new book. I remember Gary Vaynerchuk, Gary being huge
and someone I followed. I supported a ton of stuﬀ that Gary was doing and I was all, you
know, anyAme Gary had something I was celebraAng it. But I was adding my own take.
SomeAmes I disagreed with Gary. someAmes I agreed with Gary. And interesAngly enough
over the Ame when Gary was going to launch the Ask Gary Vee book, he actually... his team
keep connected with me and said, "Hey, can we team up with you? We want to do
something with you."
And that's a big piece. That's to me is how they do it. Because everyone can email Gary.
Everyone can tweet to Gary and say, "Hey, retweet me or come see me or brag about who I
am." But if you celebrate someone else's success, if you align yourself with people that you
want to align yourself with, it's funny how they'll come to you and ask for it.
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I would say some of the people that I was the biggest fans, I have books that are, I don't
know if we can see it on video here, but I have books that are over my shoulder. But you
know, Gary Vaynerchuk was one of them.
Jay Baer. Jay Baer wrote a book called a YouAlity. It's YouAlity with a Y. I didn't even know
what content markeAng really was. And I read that book and all of a sudden said, "I love
content markeAng." And I wanna turn myself into a YouAlity.
Jay was an author that I looked up to. I started messaging with him. I happened to go to the
event. He actually took me out to dinner. We went out to dinner. I can now call him one of
my close friends that have go+en me speaking gigs. I get to travel the world and share the
stage that many of the same events that he did. All of that started by me celebraAng him.
Me gefng on his radar, not because it was about me, but because I was a big fan of his and
he turned me from a fan to an advocate and then because I became an advocate and he
respected my experience that we kind of move the needle for it.
I've been very blessed. I can say almost all of the people... If you would have asked me in
2013 and 2014, do you have given me...I would've given you 10 people that I looked up to in
the digital markeAng, social media space. I would say all 10 of them are now someone that I
can call a friend. Someone that I could text message right now at this Ame and say, "Hey, I
need you to look at a chapter of my book?" And they would look at the chapter of my book
tonight."
That's because it's that power of social. It's giving. It's connecAng and kind of ﬁnding your
people. I will say I spend a lot of Ame building relaAonships and I don't look for a
relaAonship to pay oﬀ today. I don't look forward to paying oﬀ tomorrow. I don't need
something out of the relaAonship. I believe that that long-term beneﬁt for both of us will get
there.
That's why I say like social media for me when you hear people talk about the good and bad
of social media, I am the example that social media has changed my business life, my
personal life. It's allowed and enabled me to do what I do.
But I will also argue I've spent a lot of Ame invesAng in people and in the plamorms to do it.
It's just like everything. I think for every entrepreneur who's out there, the amount of Ame
you invest in something is the amount of output you get of results.
If you're not going to spend the Ame on Facebook or you're not going to spend the Ame on
Instagram and then you're going to claim Instagram's not working for you, I would onen
argue, well, you didn't spend enough Ame there. Or you're spending Ame in the wrong
places. Or maybe your audience isn't there, but you don't know those things unAl you
actually spend that Ame.
Marina Barayeva:
You say that you usually use social media when, for example, brand asks you to promote
something or whatever. Do you have the email base? You say you don't ask people to
subscribe to your email list. How does this work?
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Brian Fanzo:
I have a very small email list. I'd say in comparison to a lot of people.
I do have an email list on my website that I do use, but I don't have any opt-in. There's no
download a white paper to get onto my email list. It just simply says if you want to stay up to
date with what I have going on, sign up for my email list.
But for me, it's this ability when you engage and you're a part of the community. I've done
well over 150 podcast interviews as a guest. I've podcasts hosted almost now a li+le over
350 episodes myself as a host between my two shows.
I've gone to events and I've supported other people for things that are going on. Usually, the
inbound comes to me through, you know, if you connect with me on Twi+er and you
messaged me on Twi+er DM I'll engage with you there.
If you follow me on Instagram and you message me on Instagram DM, I'll message you
there. LinkedIn has been probably one of my most beneﬁcial networks over the last 12
months. I've got more business that closed from a ﬁnancial perspecAve on LinkedIn than any
other plamorm.
That's people that connect with me on LinkedIn and they say, "Brian, I don't know what you
do everywhere else. I've found your podcast or somebody recommended you." Then we
build that relaAonship.
For me, people connect with me on the plamorm that they discover me. I put the onus on
myself that says if they discover me on one of these plamorms and they engage, I be+er
engage back with them there. It's funny enough, the majority of it might end on an email
back and forth with somebody. But the iniAal connecAon is usually on the plamorm that I'm
engaging. And I'm on just about every plamorm that exists.
But I do have my website. I get some really good traﬃc on there. I do post a blog every single
week on there. I do get a lot of inbound through my website. My problem with email is I
hate email myself. My email inbox gives me heartburn every single Ame I have to open my
email.
I struggle to have to trick people into signing up for an email list when I just don't like email
myself. I believe email is powerful. When I with my clients, we build email lists. I know that
email markeAng is powerful as can be. I can tell you it's something that's on my list this year
leading up to my book launch.
But at the moment I've been very blessed to get a lot of inbound and a lot of traﬃc without
the need for an email list. But I'm also one that when everyone's zigging, I liked the zag.
Everyone's building an email list. I'm doing it a diﬀerent way. When everyone jumped on a
live video of a wagon, I decided to do a live video podcast. I like to follow the trends unAl I
believe the trends are saturated. Then I like to take it to the other direcAon and jump where
no one is.
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Kind of like LinkedIn. I've done well over 200 LinkedIn videos just in 2018 alone. The reason
is because people haven't ﬁgured out the power of LinkedIn yet. I'm going to conAnue doing
that unAl everybody's there.
Then once everybody's on LinkedIn using LinkedIn video, I'll ﬁnd another place where I can
stand out.
Because I don't have an ego. I don't need to stand out where everyone else is. I want to
stand out where my audience can ﬁnd me the most.
Marina Barayeva:
Be yourself.
Brian Fanzo:
Yes. Be Yourself.
Marina Barayeva:
FantasAc. Now, what would be the one main thing that you would choose, only one, what
would you do to turn your social media followers into your fans?
Brian Fanzo:
I think collaboraAon. CollaboraAon is extremely powerful. If you want to grow your
following, that's one of the hardest quesAons I get all the Ame is "How do I grow my
following today? There are followers everywhere."
It's amazing when you collaborate with somebody else and you both share value. The key to
collaboraAon is that it has to be mutually beneﬁcial. Both people have to ﬁnd value in the
collaboraAon. But that's where I would start.
I would collaborate with someone. What we're doing right here is collaboraAon. You're
bringing me to your audience. I'm bringing you to my audience when I share out the episode
of this show and this is an element of collaboraAon. We're technically taking our two
communiAes and there are some overlaps, we have some of the same followers, but there
are so many new people that have never heard of me that listened to this are going to follow
me.
There are many people that I've never heard of you and are going to do that the same.
That's where I love collaboraAon. And it's underuAlized.
YouTubers ﬁgured it out a long Ame ago. If you look at the great YouTubers they started
collaboraAng with the same 20 people over and over again. All of those networks started
gefng huge and people couldn't ﬁgure out why. It was because they shared each other's
audiences and kind of played oﬀ each other.
Even if you're a brand, I tell brands all the Ame, "Collaborate with other brands, even brands
that aren't in your direct industry, but you share an overlapping community.”
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Brian Fanzo:
One of my favorite collaboraAons that I ever saw was a Cox Business. The Internet company
Cox. They collaborated with Casper Beds. It was a ma+ress company and an internet
company. Not ones that you would think of, but they were like the pitch for the internet
company is We Make Your Life Easier. The bed was, We Make Your Life Easier.
They collaborated on content. I got to be one of the people that were part of that
collaboraAon. I was amazed at all these people that were looking for more producAve sleep
were also some of the same people that were looking for more producAve internet. That
was kind of collaboraAons and overlap.
That's the magic weapon today. I mean if you're just creaAng a bunch of contact and noise
and you're just following, you just want to build followers for no reason that's hard.
And it's extremely hard today. It's much harder in 2018 than it was in 2013, but I think that
the secret, the magic weapon from me is collaboraAon.
Marina Barayeva:
FantasAc, Bryan. Thank you so much. Please share with us how can we ﬁnd more about you.
Brian Fanzo:
All the stuﬀ I said, one of the secrets is really being consistent. Consistency. It doesn't ma+er
what channel. Every single APP that is out there like Knock on Wood I'm iSocialFanz with a Z.
The lower case I or iSocial and F-A-N-Z or zed at the end.
I try to make it easy for everyone. My website is iSocialFanz as well. You can even search
iSocialFanz in the podcasAng apps and both of my podcast come up that way as well.
Consistency is important. I preach it, I try to live it. Thanks so much for having me on and
connect with me isocialfanz.com.
Marina Barayeva:
FantasAc. Thank you so much, Brian.
Brian Fanzo:
Thank you.
Announcer:
Thank you so much for joining us today. If you are new to the show be sure to subscribe. And
for more markeAng Aps go to the IntNetworkPlus.com where you’ll ﬁnd the answers on the
ho+est topics about how to grow your business. You were listening to MarkeAng for
CreaAves show. See you next Ame.
Resources from this interview:
•

Learn more about Brian Fanzo on iSocialFanz.com
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•
•
•
•
•

Listen to Brian’s podcast FOMOFanz
Take a look at Gary Vaynerchuk work and his book Ask Gary Vee
Check Jay Baer and his book YouAlity
Two diﬀerent companies with the same slogan that collaborated for the project Cox
Business and Casper Beds
Follow Brian on Twi+er, YouTube, Instagram
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