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What is your warm market and how 
can the Internet replace it? 
 It's time you learned  the secrets of online relationship building 
through the use of Instant Messaging.  
by Max Steingart 
1996 words | 8 pages 

————————————————————— 
 
Two weeks after I started a new business, Frank, the person that 
introduced the business to me, came to my home to explain how the 
business worked. 
 
Frank asked me to make a list of all the people that I knew and all the 
people I had a relationship with. I was to list my family, friends, neighbors, 
and the people that I worked with and did business with. He called this list 
my "Warm Market". 
 
I had never heard the term before even though I was familiar with the 
concept. 
 

Trying to do business with people 
that know you has always been 
easier than trying to do business 
with strangers. 

 
The upscale department store, Nordstrom, would reasonably expect 
greater success from a promotional mailing to a list of their existing 
customers than they would get from a random mailing to a list of people in 
a specific zip code that were unfamiliar with the store. 
 
When Frank handed me a phone script and told me to call everyone on 
my Warm Market list and tell them about our new business he was 
following a procedure that has been the mainstay for success in many 
types of business. Word of mouth recommendations can be very 
effective. 
 



 
 
 

TheNetworkMarketingMagazine.com  Page 2 
 

Traditionally, that's the way many businesses work— you tell the people 
that you know and they tell the people that they know and so on and so 
on. 
 

Why you want to go to your Warm Market 
 

• You know a lot of people 
• It is always easier to talk to someone that you know than it is to 

talk to strangers 
• People are more likely to consider things recommended by their 

friends 
• The people in your Warm Market like you. What you say to them 

has more credibility than when they hear the exact same thing 
from a stranger 

 
  
Potentially, your Warm Market would appear to be the first place to go 
when you're looking for new customers or starting any kind of business. 
 

But sometimes, it isn't always so. 
 
 
Why you DON'T want to go to your Warm Market 
 

• You don't want to sell to your friends 
• You're not going to recommend something you're not sure about 
• You don't have any credibility with the people that you know 
• You want to talk to your friends after you've achieved some 

success in the business 
 
 
If you CAN'T or WON'T talk about your business to the people that you 
know, you have to talk to strangers. 
 
Talking to strangers about your business exposes you to a great deal of 
rejection. The sales cliché, "you have to go through one hundred no's to 
get a yes" is familiar to everyone in sales. 
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Like a lot of people, I didn't want to talk about my new business with the 
people that I knew for a number of reasons. I've always been very 
passionate and enthusiastic about everything I do. 
 

But initially, I didn't know enough 
about the new company I was 
involved with, or the industry 
itself, to feel good about 
recommending it to my friends. 

 
I found it easier talking to strangers about my business than talking to the 
people that I knew. So I ignored my Warm Market completely and looked 
for new people to talk to. 
 
The "Three Foot Rule" in business is, If there is a person that's breathing 
within three feet of you, they're a prospect for your business. 
 
The first seven months of my new career, like anyone without a prospect 
list, I lived The Three Foot Rule. I would talk to strangers wherever I 
would find them. I would meet people at Chamber of Commerce 
functions, at social events, at the mall, standing in line at the 
supermarket, at art shows, and at the marina where I kept my sailboat. 
I would sit in the center seat of an airplane whenever I flew so I would 
have two people to talk to during the flight. For seven months, I even 
networked "Happy Hour" at two upscale bars on Palm Beach and signed 
up a large group of dysfunctional customers. 
 
I ran ads in newspapers for five months to get customers. I spent 
thousands of dollars advertising, with minimal results. 
 
At the end of my first year in business I had one hundred and fifty 
customers. This number would grow to thousands of people in the second 
and third year of my business, as a direct result of the Internet and the 
example set by my friend Karla. 
 

Karla's Story 
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Karla, one of the few normal people I met at "Happy Hour" told me that 
she was going to buy a computer so she could meet people to talk to 
about our business and products. 
 
I was skeptical. I laughed at her and suggested that she get psychiatric 
help. "It's easy to meet people," I told her. 
 

It was easy for me to meet people 
when I was out and about, but it 
wasn't easy for her. 

 
Two weeks after she went online to meet people, Karla called me. She 
said, "Tomorrow, I'm going to the home of someone I met on the Internet 
to talk about our business and products." 
 
I was concerned about Karla's safety. I cautioned her about the potential 
dangers of meeting strange people online. She agreed to call me fifteen 
minutes after arriving at her new online friend's home. If I didn't hear from 
her, I promised to call out the National Guard. 
 
When my phone rang the day of the meeting, the man on the other end of 
the line was Karla's new Internet friend, Doug. He wanted to assure me 
that Karla had arrived and was perfectly safe. Doug told me that he was 
very interested in getting involved with our business. 
 
Doug turned out to be an amazing and accomplished individual. He had 
been very successful in the automotive industry and had retired to a large 
riverfront estate. He had two computer connected to the Internet all the 
time. Doug told me, "I've made many great friends o the Internet. After all, 
I met you two. Didn't I?" 
 
Doug knew a great deal about our business. Unlike me, he was quite 
comfortable talking to his friends about it. After filling out his application 
form, Doug told some of his friends about his newest venture on the 
telephone. He signed up eighteen new customers. For Doug, going to his 
Warm Market was easy. 
 
I was so impressed that Karla could meet someone like Doug on the 
Internet that I went out and purchased my own computer. I figured if she 
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could do it, I could do it too. Who wouldn't want to meet someone like 
Doug? 
 
In the following 21 months my customer base would grow to thousands of 
people as a result of the relationships I developed and the wonderful 
friends I made on the Internet. 
 
I never did go to my Warm Market. 
 

I made the Internet my Warm 
Market and used Instant 
Messaging to create new 
friendships and to find new 
customers. 

 
Upon closer examination, you will find that you can do the same thing. 
 
Why the Internet can become your Warm Market 
 

• You can dramatically increase the number of people you know 
using instant messaging 

• Talking to someone new online is as easy as talking to your best 
friend 

• You can make a new friend online in seconds and have immediate 
authority and credibility with them 

• Your new Internet friends will like you and trust you. You are not a 
stranger. What you say to them has more credibility than when 
they hear the exact same thing from a stranger. 

 
 

 

————————————————————— 
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Max Steingart is the expert that people turn to when they want to learn 
how to meet the right people with the help of a computer. He's been doing 
this since 1975 when he introduced an innovative computer system to the 
yacht brokerage industry. 
 
Money Magazine called him The MatchMaker in 1983 because his 
computer-generated lists made it easy for buyers and sellers of boats to 
connect with each other. 
 
Max's innovative use of computers expanded beyond boats to other 
industries in the pre-Internet days. Max helped match buyers with sellers 
in seven additional categories: airplanes, exotic automobiles, sport and 
luxury cars; thoroughbred horses, fine art, business opportunities and 
high-end real estate. Two US Presidents congratulated Max for his efforts 
helping people meet the right people. 
 
Max has shared the stage with nationally known celebrities, best-selling 
authors, and professional athletes. He has spoken on Internet relationship 
building, leadership, target marketing, goal setting and attainment and 
personal motivation to large groups. 
 
Max has written 425 articles, five books and has produced six audio 
programs on Internet relationship building, target marketing and personal 
motivation. His articles have been posted on over 65 web sites and in 11 
publications. He's a contributing writer to many industry publications, a 
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popular faculty member on most of the online Internet training platforms, 
and has been a guest speaker on numerous radio shows. 
 
Max's daily motivation series has subscribers on every continent. His 
positive emails reach and inspire millions of people making them one of 
the world's most widely distributed inspirational messages on the Internet. 
Since 1996, Max has devoted his time to researching, studying, 
understanding and teaching people the secrets of online relationship 
building through the use of Instant Messaging. 
 
Max grew up on Miami Beach. His love of boating and sailing guided him 
to a successful yacht brokerage career after graduating from the 
University of Arizona. In 1975, he started a company that introduced 
computers and database management to the yacht brokerage industry. 
In 1978, Max founded a database publishing company and quickly grew it 
to a multi-million-dollar-a-year business that became an INC 500 
Company. Max's innovative applications created intense media 
excitement during the 'Information Age' days of the 80s. South Florida 
Magazine referred to him as The Mogul of Consumer Databases. 
Other articles followed in many other business magazines and 
newspapers including: Inc. Magazine, Profit Magazine, Entrepreneur 
Magazine, Venture Magazine, The Robb Report, The Wall Street Journal, 
The Miami Herald, The Ft Lauderdale News, The Broward Review to 
name a few. 
 
In 1989, Max was named "The Success Story of the Year" by INC 
Magazine. AT&T called him a visionary of the computer industry. His 
company was a forerunner of eBay. He retired at the age of 47 in 1993. 
Max came out of retirement two years later to get involved in the direct 
sales industry just as the Internet was becoming popular. He immediately 
recognized the pivotal role the Internet and Instant Messaging would play 
in helping people connect directly with other people. 
 
Max used Instant Messaging to create a direct sales organization of over 
seven thousand people in less than two years. In the process he helped a 
young postal worker use the Internet to put one thousand people into her 
business in four months. 
 
Today, Max still lives on Miami Beach. He's a highly-quoted, best-selling 
author, speaker, business visionary and accomplished sailboat racer. 
Max has played a pioneering role in the computer industry, the yacht 
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brokerage industry, the direct sales industry and the International Internet 
education industry. 
 
He currently works directly with major corporations, associations, sales 
professionals, home-based business owners, and successful networkers. 
Max's on-stage presentations and tele-classes have been described as 
educational and entertaining. 
 
He presents a series of great ideas and strategies with a rare combination 
of fact, humor, insights and practical concepts that audience members 
can apply immediately to get better results. 
 
If you would like to schedule Max to speak at your next convention or 
conference, or for a group tele-class, e-mail TheInfoMentor@aol.com or 
call (204) 475-5245. 

 


