“This is a presentation about what it takes
. to create and sell something remarkable.

It is a plea for originality, passion, guts and

daring.” --- Seth Godin
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Blogging — Why Blog?
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Blogging — Why Blog?

Organizations that >20 times/month

get more trafficthan those who

<4 times/month.

SOURCE: HUBSPOT, LEAD GENERATION LESSONS FROM 4,000 BUSINESSES,



Blogging — Why Blog?

Organization hav
97% more inbound links.
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Blogging — Why Blog?

Social media & blogsgnerat@customers.
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Blogging — Why Blog?

Blog frequency impacts customer acquisition.
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Blogging — Why Blog?

Organizations that blog have

5% mor

ebsite visitors.
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Blogging — Why Blog?
B2C organization
88% @e leads

per month t
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Blogging — Why Blog?
Nearlv 40%

of US organizations use blogs for
marketing purposes.

“SBAUSES ABLOG FOR
MARKETING PURPOSES.”

16%

39%

SOURCE: EMARKETER, AUGUST 11



WHO READS A BLOG?

« Search Engines: Reading for
keywords, links, and context.

- Existing and Potential
Customers: Reading for helpful

content.

« Sharers and Influencers: Reading

to add value to their networks.



BLOGGING DRIVES ORGANIC TRAFFIC TO
YOUR WEBSITE.

Organic traffic converts:

» 5BX better than referral traffic.

« 2X better than paid traffic. I I
|



BLOGGING DRIVES ORGANIC TRAFFIC TO
YOUR WEBSITE.

Organic traffic converts:
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Takeaway: If you're not
blogging, you're doing

something wrong.
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THE MORE YOU BLOG, THE MORE
CUSTOMERS YOU GENERATE.

«  57% of marketers who blog
monthly acquire customers

from their blog.

+  82% of marketers who blog
daily acquire customers from

their blog.






Blogging — Gender Differences

Most people read blogs
more than once/day.

How many blogs do you read?
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Men vs Women: Blog Reading Frequency

6036

40%

Blogging — Gender Differences

More than cnce a day

40%

20%

When do you read blogs?

ning Night



Blogging — Gender Differences

Men vs Women: How do you read blogs?
0% Men vs Women: Reading Blogs at Night
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Takeaway: Know your
audience.

Takeaway: The more often
you post, the better.
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Blogging — Content
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Blogging — Content

Build Thought
Leadership

Use your blog as a platform to showcase
your expertise oh a given subject.

Inject your knowledge of the industry
into your blog posts and make a clear

distinction between your brand and your
competition.

Be a Problem Solver

Name the biggest problem your customers have. With that problem in mind, write a detailed
blog post that provides practical and non-product focused solutions. Solve your customers’

problems with content. 25



Blogging — Content




Blogging — Content

Compelling Images

Include an image that conveys what the blog post is about. This is appealing to
readers and helps them go through the text-based content. A blog post that has
some type of visual that's a photograph, a graphic or some type of infographic
typically plays a little better than somethings that's purely text. :

Use Numbers

u

i 't usually want
what they're going to get, and exactly how much of it. Readers don't y

i 5 ut
essing, o why not give it to them straight? Write a blOg post abo

10 be kept gu
esearch and make sure 1o include data points in

some newly published industry r

your blog title.

27



Blogging — Content

Formatting Is Your Friend

In blogging, it is important to break text up in chunks. Online reading is not like reading a physical book. The online
reader needs to be able to immediately scroll through corntent to get to the subheaders and the bolded content and even
bullet points. For example, here is how we have applied bullet points and different font sizes to the same content in order

to make it more visually drawing:
28



Blogging — Content

Make It Actionable

Whether people found the blog post through a search engine, an email, or a social network, they most

likely clicked through to an article to solve a problem. What makes people share a post with others is the
actionable insight it provides to solve a problem. Provide clear takeaways and actionable steps in blog

posts to ensure your idea resonates with readers.
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Combined Relevance

Metaphors are a timeless storytelling element. Don't leave metaphors to novelists. They should be an active
part of blog posts. Comparing two seemingly different things and drawing connections between them is a

valuable way to combine relevance and generate more interest in a subject.

29



Blogging — Content

Entertaining

Informative doesn’t mean boning. Just because you sell sheet metal, doesn't mean your business blog
can't also be entertaining. Have your shop crew make some fun and timely creations out of sheet metal

and post an image or video of each new creation. Have someone outside your company review your blog

53

post to check for entertainment. T
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Definitive

Great blog posts aren’t meek or subtle. They are clear, direct, and definitive. Take a stand,
make strong word choices, and don’t waver on your advice. Be the expert on your topic.

<.|I...I‘...I....l....l.............l...ll...l.....




We have an idea to create content around




WHAT ARE THE COMPONENTS OF ABLOG
POST?

Title: Up to 70 characters with
keywords.

Image: With Alt text.

Length: Typically between 300-800

words.

Keyword Density: Natural.
Calls-to-Action: Primary and
Secondary.

Social Buttons: Follow and Share.



WRITE INTRODUCTIONS THAT TAP INTO
READERS' EMOTIONS.

Use humor.
Get personal.

Shock them.
Show empathy.

Make a promise (then
deliver on it in the rest of

the post).



THIS.

Selling is hard work. Even though the
economy is showing signs of turning around
and sales organizations are ramping up their
efforts, there are still significant challenges to
overcome. Sales representatives are taking
on bigger territories, facing higher quotas,

and making more customer contacts than
ever -- but according to my company's latest
study, fewer than 55% of sales representatives make quota.

Confronted with this gauntlet of challenges, where should sales reps go for support,
revitalization, encouragement, and guidance to be successful? Sales reps should be
turning to their sales leaders and managers - in the same study mentioned above, we
found that having a defined and measured sales management system improves the
likelihood of Sales achieving quota by as much as 23%.

By focusing the sales manager’s behavior in the right ways, you can create a system that
revolutionizes entire teams. One effective sales manager can impact 10 sales
representatives at a time - sometimes more - which can lead to an exponential

growth in revenue and a 21% improvement in the accuracy of your forecast.




FORMATTING CAN CHANGE THIS TO ...

This is a guest post...

There’s no doubt selling is hard work. Studies show that about half of all sales reps miss
their yearly quotas, according to the Bridge Group. 65% of sales representatives stop at
the second “no.” According to a Harvard Business School study, seven out of eight
companies fail to achieve profitable growth, although more than 90-percent have detailed
strategic plans.

Now that the economy is showing definite signs of turning around, sales organizations are
ramping up their efforts to uncover new opportunities to grow their business. However,
there are still significant challenges to overcome. Sales representatives are taking on
bigger territories, facing higher quotas, and making more customer contacts than ever.
Some organizations are experiencing sales breakthroughs, yet many organizations are still
losing ground.

Confronted with this gauntlet of challenges, where does the sales representative go for
support, revitalization, encouragement and direction in order to be successful?




DATA & VISUALS ARE THE CHERRY ON TOP
OF AN EXCELLENT BLOG POST. THEY CAN:

118
2.
3.
4.

Support and add validity to your points.
Help you convey your message more clearly and succinctly.
Break up the monotony of written content.

Help readers glean your message faster (while scanning).



BY “"VISUAL DIFFERENTIATORS,” WE MEAN:

«  Short paragraphs.

* Headers and sub-headers.
« Atleast one image.

* Internal links.

»  Bullets.

*  Numbered lists.

- Bolded or italicized terms and phrases.



6 BLOG POST WRITING TIPS.

1. Write to communicate a message, not for word count.
Creating content interesting to your audience.

Write posts people will want to link to.

Don't be self-promotional.

Think like a teacher: Teach your audience something useful.

B O N

Use visual differentiators.



WRITE TITLES THAT DRAW READERS IN.

Ready to Play Some Business Babble

Bingo?|[Free Customizable Bingo Cards]

by Corey Eridon

@ June7 2013 at 4:30 PM

||Facebook||Ki||s Sponsored Stories,|Cuts
Products|in Half

by Corey Eridon

@ June 7 2013 &t 12:00 PM

10 oftheMrld's BestIStoryteIIerS
[SlideShare]

by Corey Eridon

Ad

-

|

|

Preview a content
“offer” associated
with the blog post.

Use specific and
dramatic, yet
accurate descriptors.

Use lists and visuals
[SlideShare] to
convey the content
will be easy to
consume.



WRITE INTRODUCTIONS THAT TAP INTO
READERS' EMOTIONS.

Use humor.
Get personal.

Shock them.
Show empathy.

Make a promise (then
deliver on it in the rest of

the post).



-topic-generator

HUBSPOT'S
BLOG TOPIC GENERATOR

DON'T KNOW WHAT TO BLOG ABOUT? LET US THINK OF IDEAS FOR YOU.

You can also use HubSpot's free Blog Topic
Generator to get more than a handful of ideas

Click Here to Get Ideas

Disclaimer: Our algorithm isn't perfect. After

you have your titles, you may want to tweak

them to be more relevant to your terms and


http://www.hubspot.com/blog-topic-generator

Blogging — Content

500 - 1000 words
Consider audience
Policy & Guidelines
List contact person
Assign roles & duties
Author picture and biography
Images aren’t optional!
* Photos, charts, graphs, or
videos
* Must be creator-owned,
“free to use”, or Creative
Commons license
* Give attributions
appropriately

Suggested content:

= Readers’ advisory

= Events

= Meet the staff

= Journal article reviews
= Topical news issues

= Local news

Formatting for readability:

* Bullet points

e Short paragraphs
* Links

* Subheadings



Takeaway: People want to
read your unique point-of-
vView.

Takeaway: Users comment
when there is something in it -
Takeaway: Write simply and
plainly.



content
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THE PROCRASTINATOR® GUIDE

IS TIME NOT SPENT
DOING YOUR TAXES

iInfographics
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Summer

WAVE
SMALL BUSINESS

REPORT

Why do small business owners do what they do? And how are - | I I a K e d a ta

things going for them? We caught up with Wave Accounting's
small business customers across North America to learn where

O O
they're at and where they're going in the next 12 months. | n t e r e S't I n g

WHY DID YOU START YOUR OWN BUSINESS?

50% | | 15

| want flexibilitytime
for family unemployed

lwas

Source:http://waveaccounting.com/blog/category/small-business-news



Beer Distributor Runs Operations with HighJump Route Accounting

Highjumpsoftware 0 Subscribe 56 videos «

Why We Chose the HighJump
RouteCenter Route Accounting
System




Small Business Health Care Tax Credit

irsvideos o Subscribe 122 vwieos ~

P
s Internal Revenue Service

_.SpeakK 1o
your
audlience

http://www.youtube.com/watCh?v=tHqutPYHfVk






...make
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Webinar: Small Business Accounting 101 with
Q&A

Under30Cel | Jan

¥ Tweet a
oflale

] 0 wants to help quide you
}m,* 're pIo f getting your business on the right track to managing ilsmuuey and make tax
n a little l233 strasafil

Join Under30CEOD as Accountant Mike [*‘”qler helos us through the quick basics of baokkeeping and
accounting and then opans up for a mas where he'll answer any quastion you
on how to keep your finances in order. Come and ask your questions live and get helpful feedbac

a CPA.

Format:
90min webinar
15-20min opening presentation moderated by Under30CEQ Co-founder Matt Wilson
Open Q+A for remainder of

Presentation topics:

p, Partnership, Corporation)
IN) if zpplicable

@ your accounting method (Cash or A
ase a user-fiendly financial software (such as QuickBaoks)

se the names of your revenues and expenses (Chart of Accounts) and leave space for future
* Avoid over-analysis and ever-ll (Limit you accounting work to 1 hour a week)
Presented by Mike Dingler
Mike Dingler 1s an Accountant and ovmer of Mike Dingler, LLC

Sinca 1330 Mike has offered comglete financial support for new business planning, financial reparting
and tax preparztion. His clients include individuals, sole propnetarships, patnerships and corparations

e . 3ipa http://under30ce0.com/webinar-small-business-accounting-101-with-qa-2/




..Show off
your
expertise

and answer questions live




) Karen Rands to Interview Tax Accounting Expert - Debbie
Ql'l Snelling
: by Karen Rands
N BUSINESS

On this episode of the -
Compassionate Capitalist
Radio Show, Karen Rands wi
be interviewing small business
tax and accouniing expert
Debbie Snelling. Today, Ms.
Snelling will discuss what the
tax outlook look kke for

with the extension of some key
1ax cuts and what incentives are
available for small business
owners and high net worth
individuals as they work to

maximize their income, yet

e - . _— 2 < v
> b minimize their tax liabilitv
Pay In your dafault playar Ipan I naw window
K Lic= ; 0 W Tweet = ama | ) Share ambad this opisode
Taqs
1ax planning aren ranas small business finance  accounting

Source: http://www.blogtalkradio.com/karen-rands
rands-to-interview-tax-accounting-expert-debbie-snelling




Crgonized
‘orolnving  Accounting For Small Businesses

atineriew win Eles Defesquel

Thig & an interdaw that Marnie F onductéd with Elen DaPasquale. 8 ratiorally mcogrized axpat n smal business francial automation - with some

tips on gatting your business BC ordar

Q: HOW SHOULD YOU CHOOSE ACCOUNTING SOFTWARE?

A: The most common mistaks 15 p(rrh.v.nr' the software on someons alsa’s recommendaion »
nunning out and Buying ware, the small usiness owner needs to undarstand how that sokwam was pdged. and what thear Business naeds to obtain from the
sofvare. For cxamphke, wa 2l know that Intut's Quickbooks & the best seling small busimess accourting scftware. & & 2 great sotware program and ofars good
furctiorality. It is easy to selup and use which is why it 15 50 populsr Howewer, £ d NVENTORY functone =0 it would nol be good for a retal co
N 3 handmade crafts busingss that equined heany imvertory controta. On the othar hmJ Quickboois Fro ofers good time and BLLING featuras, which makes it
program worth a look for serace-orenied busnesses

out taking the tima to EVALUATE the needs of your buminess. Bafors

pany. o

Q: WHEN SHOULD YOU HIRE AN OUTSIDE ACCOUNTANT?

JONe. An secourtant 18 8 valugtle gs3el
tared without tha a
gh §nanciadl ace and business

190 an sccountant adaclutely a3 800N 38 y

yaring sxpernnce and

gl around some of tha g than reconcik the

A good accountant wil help 3 chent’s

Q: WHAT ARE THE BENEFITS OF INCORPORATION?

A A smal business should weigh ncorporating wiry caredlly. Two important issuss 10 91 3 LABILTY and TAXES. h many situations orate LaNes we mom
comphcated fo ded weh than unncorporated taxes Also, £ you have 2 sole propnelorship, and you do the work yourselt then you are shil hadie - parsorally - for any
problams wih your woek. not tha corporation. i is best to seek the adwce of an accourdant on this issue. or of baast do some axiensre homework on the htamel

Q: WHAT IS THE BEST SOFTWARE FOR CONSULTANTS?

A The "best” ac
Incusiry 1

aN8actions by job o praect. Prog s

ot

us lima and Bileg and TimaShps

i

Q: WHAT'S THE BEST SOFTWARE FOR A RETAILER?

A: Agan, the Test' is tha one that fits the needs ofthe busness. Retail tusmessas, if they hawe a phymcal storekrort will nead a pairt of sale system that ties into the
¢f and 8 ber coding 3ystem ¥ thay hive 8 Wil storefront, then point of 3316 5 Not necassary Ratail usnesss akso nm;l‘i-;nﬂ Imventory fesbums that
include DER kel and BACKORDER tracking. Ancther requiremant is an imeoicing program that can handke separate ship to and bl 1o addresses. The
complanty of these features depands on the indradual buziness. Cougar Mountan has 3 poirk of sale madule that bes nlo ther accounting software, but most poirt of

Source:https://www.onlineorganizing. com/NewslettersArticle asp?newsletter=ol
&article=244

..Show off
the
expertise of
others



| Know-How Now/

siness Success Webinar Saries

.
Money Management Secrets o
for Small Business ;

pranniad by (he

. australian Businesswomen's Netwsark

http://www_slideshare.net/guestbc85d0/money-management-secrets-



.lell a story

http://www_slideshare.net/profitpuzzie/the-profit-puzzie-presentation
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- Brian Halligan



Blogging — Report Card

N § Grade Possible
() 1 Comments
O Blogging Report Card | icd  Grade

Article: http://

Your Blog Post Grade 0 100
Keyword in the title 10

Keyword in the URL
Keyword in the Meta Description
Keyword in image alt-text
Keyword in image file name
Is Your Article Title Enticing?
Blog article title is enticing
Does Post Include Relevant Image?
Post includes a visually-appealing, relevant image
Are There Internal Links?
1-2 links to relevant pages on site 5
Users keyword-rich anchor text 5

Is There a Call to Action?

Wwlw ||

Article ends with a Call to Action 10
CTA is relevant to the content 5
Organizes content with bullet points, lists, or subheaders 5

Avoids long, dense paragraphs
Does Post Use Appropriate Tags/Categories?
Post uses appropriate tags/categories
Does Post Encourage Commenting?

Does Post Encourage Social Sharing?
Social sharing buttons are included on post
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By Caleb George Morris







