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How to Get Great Copy
 Without Hiring a Copywriter


    By Ken Hoffman (c) 2010

     

    

Most business owners now understand the importance of
strong copy. What many business owners don't realize is
there are other alternatives to paying a fortune for great
copy.



Most of these do require a nominal investmént. But nothing
compared to the huge fees for copywriting. A big part of
the value a copywriter brings to the table (aside from
marketing knowledge and being a wordsmith) is a fresh
perspective. It's that second set of eyes from a new
perspective that can catch mistakes and provide more
successful approaches.



Unfortunately, copywriting is deceptively simple. Almost
anyone that can write to any degree thinks they can write
great copy. Creating a piece of copy that causes the reader
to take the action of spending their dollars simply from reading
words on a page is no easy task.

     

    

1) How a Simple Copy Critique Can Improve Your Copy



Perhaps the simplest way to improve your copy is getting a
copy critique. In the direct marketing industry this is a
common term. Professional copywriters use copy critiques to
sharpen each other's skills and copy. You can either hire
someone to do this for a few hundred dollars typically, or
you might be able to find someone to do it for free. Just
be careful that you are getting someone who knows what they
are talking about.



The biggest value here is having things pointed out to you
that you missed. It could be a headline that's unclear. Or
a part of the copy that causes the reader to stop or bail
out. Even your entire approach may be all wrong. These are
all things you can find out with a simple copy critique.



If professional copywriters can improve from a copy
critique, imagine what it can do for someone who's not a
copywriter.

2) How a Simple Rewrite of Your Copy Can Help



The next step up from a copy critique would be a copy
makeover. Not all copywriters provide this, because sometimes
if the copy is way off track, it's more work to rewrite it
than just starting from scratch. The key to this is you are
doing most of the legwork. Not recommended for rank
beginners at copywriting. However, if you've got a sense of
good copy and you can get something together in rough form,
sometimes a simple rewrite of your rough draft can produce
some great copy. And again, because it takes a lot less time
than writing from scratch, you'll save a bundle on
copywriting fees.

     

    

Be careful because not everyone has the same definition or
scope of what a rewrite entails. Some just fix the worst
parts. Others do a complete rewrite and edit of what you've
written. So read the fine print and find out exactly what
you are getting before you commit.



A rewrite is more expensive, but still a fraction of hiring
a freelance copywriter to create your copy from scratch.

3) Get a Free Consult from a Marketing Consultant or a
Professional Copywriter



Most copywriters and marketing consultants provide a free
consult upfront. There's nothing wrong with calling a few
of them to get some contrasting opinions. In the process
you'll most likely pick up some great ideas that you can
apply to your copy. Just having a short conversation with
someone who knows marketing can give you some great
insights.



You can generally tell pretty quickly whether you are
dealing with an experienced copywriter versus a rookie. Be
careful in putting too much thought in anything they say.
Test it out for yourself first. Make sure that it's a
direct response copywriter/marketing consultant. They are
the ones who use methods proven to sell, as opposed
to just creating general awareness of your business.

     

    

If you are speaking with a marketing consultant, focus the
conversation on the salés strategy and positioning of your
product. If you are speaking with a copywriter, focus more
on the specific aspects of your copy. The most important
parts of your copy are the headline/opening and what you're offering.

4) Model Your Copy After Proven Marketing Promotions



If you have to do the copywriting yourself without any
help, be sure to have a successful model available. Avoid
generic templates. Model your copy after an example that's
already proven to work. Then will you be sure to at
least have the structure in place that follows proven sales
formulas.



What you want to do is copy the structure, not the content.
Try to stay close to the structure because the further away
you get from the original the less likely you'll end up
with a winner. For example, when modeling this classic
headline, "They laughed when I sat down at the piano, but
when I played..." I've seen some people leave off the
second half of the sentence. That destroys the curiosity
building power of the headline.



Also changing it from "laughed" to some other emotion like
cried can be risky. So be careful. Try to make a fill in
the blank template out of it.



Here's a simple example. "They laughed when I _______, but
when I _____." Do this with every sentence in the copy, not
just the headline.



This is probably the single best way to write your copy if
you aren't a professional.

5) Record Your Best Sales Pitch and Then Have the Recording
Transcribed and Edited



The other simple way to write copy yourself is to do this.
You need someone that knows how to sell. If you aren't good
at sales, then have someone else in your company or a friend
help you.



The key to this working is to have a good sales person,
record their best "pitch" live and uncensored. Then have it
transcribed and edit it to take out the um, ah, etc. Do NOT
edit into something that takes away the conversational
tone. Be careful to maintain the essence of what they said.



That's why you really don't need to write copy. You can
record it being spoken by a sales person. You end up with
the same end result. Just make sure you have a good sales
person and they know your product well so they can make the
best pitch possible.



These are the five best ways I know to improve existing
copy or create it from scratch. The power is in getting an
outside perspective, using proven principles of selling,
and using the time saving of rewriting rather than starting
from scratch.


     

    
About The Author
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      The New Rules of Content
 Creation for Social Media Marketing
      

    

    By Duncan Wierman (c) 2010

     

    

The Issues as We See Them



The real issue is that professional real estate agents/
investors are being wrongly advised when it comes to
creating and sharing content. Those things they are told
might be relevant to their efforts - simply are not. Using
information without taking a good look at the source of it
will quite likely result in a real waste of your time and
efforts. If you're told that you should be tweeting,
twittering, posting, and endlessly sharing, the advice
you're being given should be moderated by your good
sense.



While other self-proclaimed experts may be leading you down
a path, or giving you misplaced hope, the reality is that
you probably will not be markedly successful in getting a
social media campaign off the ground in a week or two. The
best advice that you will get from anyone is to use your
common sense and do yóur own thinking. There simply aren't
any quick fixes or instant gratification arenas for those
who want to get social media campaigns working for their
benefit.

     

    

Most important of all, social media campaigns require
relevant and excellent content to achieve. You can learn
those strategies that it will take to share them, but the
reality is that first that content must be created. The
creation as well as the sharing of solid content will take
time and learned skills to master.

What Are Your Next Steps?



Three key components are going to be next in line for you to
get any measure of success. Identification, Recognition, and
Organization.



Identification - what is your role in getting solid,
relevant content for your website or your customers? If
you're a creator, or a writer, or a curator, then you
already know where you fit into the equation.

     

    

The Creator can identify the need of the audience and can
help to address that need. The solutions offered may be
video, media of other varieties, written content, or even
brochures. It may be a complete mixture of every type of
content, including a blog that goes along with social media
postings.



A Curator for the content is someone who will sort through
all of the internet content that is out there and find those
things that may be applicable to their chosen or intended
audience. This is quite literally a hunter-gatherer of the
internet. Sharing links, offering tweets, getting articles
and rewriting them, selecting what will be a good draw for
your chosen audience and then creating something like that
is what a curator/creator does.

The Challenges that You Will Face



Among the other challenges that you will face when you are
furnishing content will be those of frequency and a balancing
act. The content that you provide to your readers or viewers
comes to them as a representation of you. Too much means that
you are nothing more than a marketer, too little means that
you don't really care. This content doesn't just come from
your brand, it tells them a great deal about you.

     

    

You're going to want to not only balance the frequency of
the content, but also to be sure that you check it yourself
prior to offering it on your website or other venue.
Whether you elect to share that content in a feed, on a
website, or on a single page, check it out first. Watch the
videos and read the articles that you are offering as
content to your audience.



Poor advice, poorly written content, grainy videos that
share information that is not relevant or aren't well done,
reflect badly on you. If you don't create the content
yourself, then at least take steps to vet it for quality and
relevancy. Your end goal is to share content that you believe
would be good for the customer or client. Offering them less
than a helpful tip or good advice makes you look bad. Your
primary purpose here is to expand your reputation, as
well as to give them content that will help them. If you
give bad advice, it's far worse than no advice at all.



Frequency - No one wants an endless stream of things that
say nothing at all. Lincoln once said it was better to
remain silent and be thought a fool, than to speak up and
rémove all doubt. That's good advice whether you are
speaking or offering content. Selecting a great deal of
content and striving to provide an endless stream that gives
no real benefit isn't going to be in your best interests.
Choose your content carefully and release it in drips,
rather than in floods.



Let your motivation be to release content that adds good
quality advice to the lives of those who read it, not merely
an endless stream of drivel. Tweeting, Facebooking, Digging,
are all important aspects of getting your content out there,
but make it good quality content that improves the outlook or
the knowledge of your reader, not merely reminds them you are
alive. The whole thing is about adding quality-to the
reader's life-as well as yóur own. Be a well-trusted source
of advice, not an endless stream of drivel.
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Postup.com: Sorting Through
 the Noise of Social Networks


    By Merle (c) 2010 MerlesWorld.com

     

    

Long before there was Google Adwords it was Overture, and before
pay-per-click search engine marketing was even born, there was
a website called Goto.com. If you've been marketing
products/services online for more than 10 years, you might
remember that Goto.com was the original and one-of-a-kind
when it came to bidding on keywords and ranking for them
in search results.



Fast forward to today, and the same man responsible for Goto,
Bill Gross, the team at Idealab and other investors, are
attempting to repeat that success with the invention of
Postup.com - a concept very similar to Google Adwords, but this
time for Twitter and other social networking platforms. When
first launched, they were called Tweetup and were just for
Twitter, but they've since changed the name and included other
social networks like Facebook and LinkedIn.

     

    

It is a self service bid-based marketplace that runs on a
patent-pending platform. At the time of this writing, it's just
available to those in the U.S. but eventually plans to go
international.



The concept is simple really. You sign up, bid on keywords and
your posts will appear in Postup's sponsored results when a
search is done for that phrase. They'll also appear on a number
of particular sites and other Twitter third party apps, such as
Twitterfeed and Tweetdeck. Partners also include Answers.com,
Seesmic, Popurls, TechCrunch and more. They've also recently
purchased Twitdroid, a Twitter app for Android phones.



With the help of multiple distribution channels, Postup's search
results will be widespread and viewed by millions. This is a
great way to not just display sponsored posts, but also grow
your base of Twitter followers and "friends" all at the same
time.

     

    

To sign up, you'll need a credít card, although initially it
won't be charged as all bids are set to "0" by default. Unless
you decide to place a bid, they'll remain that way. An email
is sent that must be confirmed to complete the account
activation process. Right now it's based on CPM, cost per
impression, but that may change down the road into cost per
click.



At the time of this writing, Postup is still collecting stats
and bids, but they are live on a limited number of partner
sites. Right now, search results are organically optimized,
but in the future bidding will open on keywords and you'll
have access to an account page to edit settings and bid on
keywords. Many factors are used to determine relevance such
as how much is re-tweeted, popularity of posts and more. They
also give users what is called "Authority Ranking" based on
the topic they mostly post about. The best posts will go
to the top of search results.



You'll also want to make sure your social network bios are
up to date and reflect your areas of expertise, as it's
used by Postup's search function to help establish the
quality of your postings and ranking.

     

    

Third party Twitter clients and websites who partner with
Postup to display their sponsored posts do receive a cut
of the ad revenue. There are four formats to choose from.



1) PostUp API - For apps and clients

2) PostUp Twidget - For Content Pages

3) PostUp Search Field - Search without leaving your site

4) PostUp Sign-Up Widgets



As you can see, for Postup to be a success, they need to
have a multitude of distribution and partner sites. They've
been hard at work getting all of their "ducks in a row."



As everyone knows, Twitter has launched their own "Promoted
Tweets" program which now puts Postup as a direct competitor.
Twitter has also announced they will not allow third party
networks to place ads in their timelines. Twitter users are able
to, just not third parties. According to Twitter, they made this
decision to preserve the integrity of the user experience.
Twitter's chief operating officer stated:



"We will not allow any 3rd parties to inject paid ads into
a timeline on any service that leverages the Twitter API."



So how will these new rules affect Postup, if at all? Well,
third party apps can still run next to and around Twitter
feeds, even next to Twitter search results, but they must
be separate. This does put Twitter in control of who's
running ads in their timeline, and they can block the API
access of anyone not playing by their new rules.



According to Postup's Blog, they state they do comply with
Twitter's new terms of service. For more, see their blog at
blog.postup.com.



So for now, it looks as if Postup has found a way to
work with Twitter's new rules. It's going to be interesting
to see how it all plays out. This may also explain why
they've decided to branch out into other social networks,
and not put all of their eggs in one "Twitter basket."



The Internet is often compared to the Old West Gold
Rush days, and in some ways maybe it is. Goto.com was
a brilliant concept back in the day, and it's possible
that by taking the popularity of Twitter and other
social networks, and merging it with sponsored ads,
gold may be struck twice. I for one can't wait to
find out.



For more information see: www.PostUp.com or
follow them on Twitter at www.Twitter.com/PostUp
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Top 13 Must-have
 Facebook Applications for Business


    By Wendy Suto (c) 2010

     

    

It's now or never if you want to secure your business real
estate on Facebook. Fan pages for business are quickly catching
on for all types of industries; however, not all fan pages are
maintained effectively thus missing valuable traffic and
engagement with fans AKA potential customers and clients.



Facebook and other social networks are all about people and
relationships. Business owners want to build their reputation,
so that they become trustworthy, credible and knowledgeable
about their audience to provide them with the products or
services they need.



Social networks work the same way. Who is your company's
audience and what do they want from you? How are you going
to attract more people to your page's network?

     

    

Two ways to boost your network and reputation on a
Facebook Fan Page: consistent updates and applications.



Post often on a fan page. Allow more than one person to manage
a fan page to provide the valuable information and expertise
that your business prides itself on. The second way to establish
a reputation and engage with your network is through Facebook
applications. These add-ons will both visually enhance a fan
page much like adding special features to a Web site and
stimulate engagement, conversation and ongoing interactions
with your fans.



Once a business creates a fan page the standard applications
include Photos, Video, Notes, Events and Discussion; however,
these are only the basics. In order to really add uniqueness
to a Facebook page as well as your social media marketing
strategy, you'll need one or more of the following Facebook
applications.

1. Reviews - The reviews app is perfect for those who have
specific products and services they provide. Customer reviews
is one of 2010's marketing strategies that has taken the online
shopper and business owner to a new level of providing better
customer service. More customers are reading reviews online
about a particular service, product, or business and are making
specific buying decisions based on such reviews. Now your fans
can give a review right on your business fan page.

     

    

2. Polls - There are a few different poll apps that you can use
for a business fan page or profile. One of the most recognized
social media polls is Polldaddy which is widely used both as a
social media marketing and customer engagement strategy. Create
a poll for your page: ask a question, provide two to four
answers, and post. Check the results and post them on your page.
This social media marketing tool can jumpstart a new campaign or
give you ideas about future sales or promotions.

3. Networked Blogs - Does your business maintain a blog? Add the
Networked Blogs app to your business page and profile so your
fans and network receive immediate updates every time a blog is
posted. There is a little bit of coding that needs to be
installed on your blog so ensure you're able to access your blog
or ask your blog developer to do this. Want to keep informed of
other blogs in your industry or track trends? Sign up for their
blog feeds too by using this Facebook business app.

4. RSS Feed - If you have a blog, news site or other feed that
you'd like to see updated on your business fan page, then there
are a couple worthy RSS apps you can add. One all-in-one app is
Social RSS which can be configured to automate updates from any
type of RSS feed that creates a post on a business page on a tab
at the top of the page or on your wall. Although many fans in
your network prefer authentic posts from a company, this is one
method to consistently update a fan page.

     

    

5. Slideshare - This site's application has gone to the next
level for attracting business on Facebook. Install Slideshare's
app to share presentations & documents with your network
including conference chats, PDF's, PowerPoint (PPT, PPS and
PPTX), MS office documents and more. Impress fans with this
app's savvy marketing strategy to attract more customers and
clients. Create a dynamic social media triad by linking your
account with Facebook and LinkedIn. What is good for one is
good for another.

6. Constant Contact - You've got email (marketing)! Now let
your fans and friends in your network sign up to receive the
latest news from your business directly from Facebook. As long
as a business uses Constant Contact, they can also add this app.

7. Static FBML - If you're familiar with Hyper Text Markup
Language or HTML, this is Facebook's version for adding bling
to your business fan page. Companies like Nike, Ford and Twilight
the Movie all have this feature on their fan pages. Add a "box"
to your page for better fan engagement and interest. With a
combination of FBML features a fan page can be transformed into
a mini website. This wow factor can also be added to your
sidebar that includes images from your website or blog, links
and ads.

8. YouTube - Video as a social media marketing strategy is
receiving more rave reviews and traffic than other traditional
media advertising. With YouTube's easy upload, a business can
produce and publish a very affordable video campaign that will
reach millions. Add the YouTube for Pages app to your tabs -
you'll have to sign up for a free Involver account. Choose your
settings and you'll have something that other large companies
have - added value.

9. Twitter - Maximizing the power of any business social media
strategy is to link as many social networks as possible. Facebook
has several Twitter apps that you can link a fan page to a
company's Twitter feed. The social network mogul allows third
party developers to add their own apps, so be sure to check out
which Twitter app works best for your business's needs and feed.
Applications include Twitter for Facebook, Selective Twitter
(update your fan page from Twitter with the hashtag fb), Twitter
and mobile applications too.

10. Promotions - What do you have that your competitors don't?
A sizzling contest, giveaway or other promotion to attract more
people to your website or storefront. Add the Promotions app as
a social media marketing strategy to get fast results and traffic
to your page. Sign up for a free account on the WildFire web
site to get started; just follow the instructions with this
application and soon you'll be attracting more business than
before. Provide something "free" and you'll have your fans hooked.
Just be ready to make good on your promotions!

11. Payvment eCommerce Storefront - Import your e-commerce's
products right on a business's Facebook fan page. Sign up for
the paid version of Wildfire to enable millions of users on this
social network to purchase directly from your company. This social
media app supports more than 20 currencies worldwide.

12. Coupons - Another feature of signing up with Wildfire is
the ability to add coupons to your fan page for your fans to use
for purchasing products or services. Track with special coupon
codes just for Facebook fans and remind customers to provide a
review of your company on the Reviews tab you just added.

13. LinkedIn Contacts - Create a tri-fecta social media presence
online with the top 3 social networks by adding this app to
either your business profile or fan page. Share and connect with
a LinkedIn network on Facebook too. Fans and friends can see
your qualifications and join your network all in one place.
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Why Link Exchanges are
 Bad for Your Site's Health


    By Neil Holley-Williams (c) 2010

     

    

So you've got yourself a website and are all excited about
it. You tell your friends, colleagues and business contacts
and the first thing they say is " Oooh.. that's great, you
can link to mine and I'll link to yours"... and everybody
involved thinks this is a great idea because hey, the more
links you have the more popular your site is with Google.



Now this is all very well if you are talking about a few
links between 'networking businesses', but in the bigger
picture, exchanging reciprocal links is not a good way to
ingratiate your site with Google.



Be wary of joining Link Exchange Schemes or you could catch
a nasty cold!

     

    

If reaching Page 1 were that easy, all we'd have to do is
put a couple of hundred (or a thousand) links from our web
pages to other pages and ask them to do the same. Websites
would immediately become 'huge link banks' rather than
sources of information which is essentially what they
should be in every case, even commercial sites.



Google views 1 to 1 reciprocal linking very, very low in
importance, for just that reason.



I'm not saying you shouldn't do your friends a favor and
they not do the same for you, but just think about what
Google thinks is important or you might just experience a
long-term negative impact.



Google LIKES inbound links to your site where there is no
reciprocal link back. Why? Because that scenario is a
neutral (and therefore more valuable) editorial vote for
your site's content.

     

    

Google ABSOLUTELY LOVES the inbound (and not reciprocated)
link where the link is from a site that is relevant and
complementary to your's, ESPECIALLY if that site is
regarded highly by Google already. So if you do arrange
that reciprocal link with a business friend, just consider
that your visitors may find their site irrelevant to what
they are looking for. e.g. don't link to your friend's
Doggie Washing Service if your site is about Commercial
Property Investment for example. Keep it relevant.



So how do you go about getting quality links?



What about Link Exchanges? You know, those people who
drop an e-mail into your inbox, offering a campaign where
your site offers other sites (with similar relevant content
to yours) a link, and in exchange they add a link to yours.



Well, we've just blown reciprocal links out of the water,
but schemes that promise hundreds of links are not a good
idea.



Don't take my word for it. This is what Google has to say:



"..Excessive link exchanges, could "negatively impact your
site's ranking in search results."

     

    

"Don't participate in link schemes designed to incréase
your site's ranking or Page Rank. In particular, avoid
links to web spammers or 'bad neighborhoods' on the web, as
your ranking may be affected adversely by those links."



"Some webmasters engage in link exchange schemes and build
partner pages exclusively for the sake of cross-linking,
disregarding the quality of the links, the sources, and the
long-term impact it will have on their sites. This is in
violation of Google's Webmaster Guidelines and can
negatively impact your site's ranking in search results."



"The best way to get other sites to create relevant links
to yours is to create unique, relevant content that can
quickly gain popularity in the Internet community. The more
useful content you have, the greater the chances someone
else will find that content valuable to their readers and
link to it."



So ok. If you can't use Link Exchanges, how do you go about
getting quality 'votes' for your site?



Link exchanges used to be popular, but are the old way of
getting links and although links of any type to your site
are still counted, there is always the risk that you could
catch a very bad cold if you actively participate in link
exchanges.



Start to look at the social networking sites and get your
site out there. Social networking sites such as Digg,
Twitter, Delicious, Facebook, and StumbleUpon are able
to drive massive traffic to your site; but only if you have
unique and interesting content.



The more interesting your content, the greater the chance
that someone else will find your content useful to their
visitors and link to you. Always consider your outbound
links as part of your content.



If you link to sites stuffed with irrelevant adverts or to
a site that tells you how to Wash a Dog (and your site is
about Property Investment), then visitors are going to
question your motives and will not link their sites to
yours.



So focus on good quality content and then look at using
social networking to drive visitors to your site. If you
have good content, then other sites will start to link to
yours.



If you ARE involved in Link Exchanges, visit the reciprocal
links as often as you can and make sure you don't have an
unhealthy neighbor and that you still have a link back.



Always remember that the risks of a Link Exchange system
far outweigh the benefits.
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Can Social Networking Improve
 Your Business and Your Life?


    By Mary Petto (c) 2010

     

    

If you can't fathom jumping into the online world of social
media for your business, start with your personal life.



You've probably heard that any business committed to long-term 
growth has added social media to their marketing plan
matrix. You've also probably heard your friends, colleagues,
competitors, and, of course, your kids bragging about how
social networking has solidified deals, increased business,
or kick-started a creative campaign. But, alas, this
Internet thing is not for you, right?



If it's hard to imagine why you need to jump into this
alternative universe if your business is already running
smoothly, consider starting with the light version of social
networking by setting up a personal account on Facebook.
Joining the world of Facebook can be a real turning point in
your relationships, family management, social life, and
self-improvement; the likes of which could not ever have
happened before. Here are just a few examples of the life-
changing purposes a personal Facebook account can serve:

     

    

Long-Lost Friend Database



Whatever became of the fríend you played Battleship with who
moved to another state in fourth grade? Type in his name and
voila! It is very likely he will appear on the search
results list, the magical effect of critical mass attraction
to this online universe. Not sure if it's him? One of
Facebook's handiest features is that you can send private
messages to users, even if you haven't officially connected
through a "friend request" yet. Chances are it will be him,
and you may be surprised that not only can you pick up right
where you left off, as is the nature of "running into
people," but you will probably discover you have several
unlikely friends in common! The automatic posting of who you
and any person whose profile you are viewing have in common
is yet another super-cool Facebook feature, and a great
conversation starter to boot!

     

    

Playing Field Leveler



In social networking culture, every participant is treated
equally. If you've felt too intimidated to talk to someone,
you'll be pleased to discover that everybody is approachable
in this virtual world. This is for two reasons: 1) they are
on social networking sites such as Facebook to network, the
purpose of which would be defeated if they snubbed people,
and, 2) you are now more confident because you have the
luxury of putting your thoughts together before expressing
them with the keyboard. Your new-found confidence is sure to
bring you new friendships and other opportunities you
otherwise would have let pass by.

Mutual Admiration Society



Another fun aspect of social networking is that people want
to tell you they are happy for you, you've done a good job,
and that they love the outfit you were wearing in the
recently posted picture from your boss's retirement party.
It's a funny thing; Facebook users genuinely enjoy the
ability to say something nice and supportive. It's their
way of saying hi each time they log in. (By the way, when
your birthday comes around, you'll feel like a kid again
when you discover 50 happy-birthday messages waiting for
you--no more forgotten birthdays for you!)

     

    

Crisis Support Network



While it's nice to have so many people say nice things to
you, it's that much more wonderful when they are there for
you when things aren't so great. In the real world, when we
experience a tragedy or heartbreak, it can be awkward to
pick up the phone and announce it one friend at a time.
However, when you update your status with information about
what's going on in your life that's hurting, comments and
offers of support are posted in droves. What may otherwise
have been an isolating time for you has become an
illustration of the true sympathies and empathies your
friends and acquaintance are willing to give to you.

Socially Acceptable Bragging Arena



Did your kid get a B on his math test after three grueling
months of tutoring? Shout it from the rooftops! Did your
basketball team slaughter your rivals on the court last
weekend? What about you? Were you just honored for your
volunteer efforts at a major fundraiser? Go ahead! Post it
on your Facebook status. Again, what may seem awkward in the
world outside is just another sunny day in online
conversation. Not only should you be proud, you'll get the
applause you crave and deserve.

Travel and Activity Forum



Getting practical is definitely something to rely on in an
online conversation. If you're looking for advice or
recommendations for travel, a hotel, a good podiatrist, or a
kid's pirate-themed birthday party, don't spend weeks asking
around. Post the question on your profile! People are happy
to give their opinion, and in an online forum you are
wasting no time gathering varied information. You'll also
find you accumulate quite a treasure trove of info just by
being in on conversations, browsing photos, and checking out
event postings.

A-List Event Invites



No one likes to feel as if they've been left off the guest
list. Those days are a thing of the past with Facebook and
other online networks. You'll feel like a VIP when you are
receiving invitations to all kinds of events via postings.
Not only will you be remembered for the surprise 45th
birthday of your spouse's co-worker, you'll be invited to
high-level benefits, restaurant openings, exclusive sales,
book signings, and spontaneous excuses to just get out.
Events that have been posted online also provide a little
thrill when you are finally meeting some online friends in
real life for the first time.



It won't take long for you to appreciate that Facebook is a
party that you can join whenever you log in. And the longer
you stay, the more connections you will make and the more
sense of community you will feel. Just be warned: once
you've had a taste of what social networks have to provide,
you won't be able to disconnect. But don't worry, that's a
good thing! Your next step is to introduce your business to
the online conversation.
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Social Media Beginners:
 Using SEO and Social Media
 to Build Brand Authority (Part 1)


    By Andrew Schiller (c) 2010

     

    

You may be at a point where your site has lots of usable and
compelling content. Unfortunately this isn't always enough to
gain new readers and revenue. It could be time to build a link
strategy to boost your brand authority and site ranking. The way
to begin is by making partnerships, starting conversations
and trading links so more webmasters (and their readers)
know who you are.



Why? The majority of computers and much of the media are now
social, so it's time for you to break out of your bubble.

     

    

Getting your site optimized can be time consuming and often you
won't see the results of the labor for a few weeks, if not
months. A site that ranks well is the outcome of shrewd planning
and lots of effort with few shortcuts. You have to make good
decisions early in the process to gain a good amount of
momentum. Basic SEO strategy is a lengthy process, and
you can find out smart ways to begin here.



Similarly, incorporating social media into the public face of
your business is a long process that will take time to
reach its potential. Success in social media relies on
cooperation and engagement with your clients and customers (and
sometimes even your competitors). Where do you begin?

Basic Inbound Links: Inbound links are widely regarded as
a necessity for high ranking in the search engine listings.
Search engines view links to web sites as a vote in favor of
their importance. If popular sites like your site, then search
engines like your site. It resembles how high school cliques are
formed. What this means is the more authoritative a site, the
more powerful their link seems to search engines. If the link
goes to your site, then search engines think your site also
holds part of that authority. The authority of a site is gauged
by its page rank (PR). This is a standard 1 to 10 scale Google
assigns to pages based on hundreds of qualifications, 10 being
the highest rank with most authority.

     

    

Part of best practices in building page rank and authority is
submitting to directoríes and sites that point back to
your site. But don't waste much time sending tons of random
links out to directories with very low PR. Your time is better
spent sending a few well-optimized links to popular sites that
share context with content on your site. For example, if your
business sells consumer electronics, then you want links from
authoritative sites that review electronics brands you sell.



Other important aspects of in-bound links are:



  * Don't do too much too fast. The rate of growth for
     incoming links should not ever be more than 20% per month. If
     too many inbound links pop up at once, search engines get
     nervous and your authority may suffer.



  * The links should contain phrase-rich descriptors (page
     descriptions, alt tags for photo links, and/or your business
     name). The link structures should vary from site to site -
     they don't have to be wildly different, just dissimilar.

     

    

    * Avoid lots of effort (but not all) directed at link building
     on sites that feature a "no follow" rule for back links.
     This eliminates most SEO value to your link. You can see
     which sites do this by investigating the source code, and
     no-follow commands are usually within a javascript applet.



   * Social Media can be a powerful tool in building both traffic
     and PR for your website if you adhere to a few rules. More
     about that later.

What are the Main Inbound Link Types?

Directional Links: These are standard links back to your site
from a variety of web sites and directories that include a
combination of title, short description, and/or a business logo.

Content Links: These are links to your site found within the
body of content authored by you. The content is usually several
paragraphs of text and infographics such as a press release, a
blog post, research and white papers, or other information-based
articles.

Social Media Links: Using social media sites like Facebook,
MySpace, Twitter and others are a great way to see who is saying
something about you, but also a good way to tell others what
you're doing. You can also provide your services as an industry
resource or expert who gives advice to those who need it. The
overall requirement is simple, but time-consuming: participate
in conversations, don't just sell.

Social Sharing Links: These are referenced from media objects
(e.g. videos, images, etc) that serve to indicate the author of
the object. This strategy can include posting of "how to" videos
on your related topics as well as creating a variety of
directional links from bookmarking sites like StumbleUpon or
De.licio.us.



In the next chapter, we'll discuss Directional Links and
Content Links and where you can begin building them for
inbound traffic boosts.


     

    
About The Author

Andrew Schiller is an SEO and Social Media Specialist at SPIDERtel Web Solutions of
Kansas City and works to help clients and other professionals
get familiarized with the changing landscape of internet marketing
in the Web 2.0 landscape.


    

    ---===---

    

    
How to Create
 a Website that Sells


    By Ken Hoffman (c) 2010

     

    

There are many differing opinions on the best way to create a
website. However, when it comes to creating a website that
actually sells, your choices become much more limited. Why?
If you want a website that sells, you must follow proven
principles from sales and marketing.



But the first step is to become crystal clear on what you
want.



What is your primary outcome? Are you building your list?
Are you providing content to interact with your
prospects/customers? Are you selling a product or generating
a lead?



Only when you know exactly what you are trying to
accomplish, will you be able to achieve that.

     

    

*** Model Your Website After This Proven Method ***



A great selling website starts with great copy. But that's
only the beginning. Great copy alone won't do it.



Advertising takes many different forms: websites, sales
letters, brochures, video scripts, and many more. What do
all successful sales promotions have in common?



They are modeled after a proven advertising method. That
translates to the particular media being used. What do
websites that sell have in common? They model successful
marketing strategies and copywriting in the offline
world.



Why dírect marketing and not something else? Dírect
marketing is measurable. And the Internet (as a type of
media) is closest to this type of marketing than anything else.
Finally, this type of marketing is based on response, not
awareness or image creation. Its primary goal is to make a
sale.

     

    

*** Why Your Offer Is Most Important ***



Besides the copy there are two other important
considerations in writing a website that sells. First is
your offér. While many place huge emphasis on the headline,
it's the creation of a compelling, irresistible proposition that
is most important.



Why? Without an offer with all the right ingredients
everything else can be right, but you won't make many sales.
Sure a captivating headline is critical to draw the reader
in. However, you can take them all the way from the headline
and opening, through the body copy, to the close. And if the
proposition doesn't make it, they still won't respond.



The offer has to do with packaging what you provide directly
with what your target market wants and desires.

*** Without The Right Strategy, Great Copy Is Useless ***



The final component of a great selling website is strategy.
This is why it's so important to know your outcome, before
you begin. If your main goal is lead generation, to build a
list you'll want to create a lead capture page for your
website.

     

    

If on the other hand your website page is selling a product,
then you'll want to create a landing page. A landing page is
the marketing equivalent of a mail promo. The main feature is 
the sales letter, but there are many other structural and 
design elements that work together to make the sale. A landing 
page may include testimonials, an about the author box, and 
other information to help make a buying decision.



There are many other considerations when discussing
strategy. But these are a few of the most important.



Notice I still have not discussed copy much. There are many
that speak of the copy, like the Holy Grail. It's not. It is
exciting to see the possibilities of transforming really bad
copy into great copy. However, it is ultimately not the most
important thing. That's why so often online marketers wonder
why they got zero response. Stop blaming the copy, and look
at the bigger picture. Even bad copy will usually get some
response if everything else is right.



Having the right match between your target market, your
offer, and strategy will get you pointed in the right
direction.

*** What Makes Great Copy That Sells ***



As far as writing good copy? The biggest mistakes that I see
being constantly made: Lack of clear communication.
Copywriters who just don't have a grasp of clarity in their
writing. What you say is more important than how you say it,
with one exception. When what you say is confusing or conveys
the wrong message.



The second major blunder I see is going to extremes. Either by
screaming out an over-hyped sales message like a late-night
television infomercial. Or the boring opposite: fear of
creating a really hard selling message and erring on the
side of too careful. This is where most corporate copy falls
short.



The power comes right in the middle. Hard selling copy,
that's interesting without being unbelievable. Proving every
claim you make. Drawing the reader into an emotionally
irresistible web of desire. Not stopping until you ask for
the sale at the end.



Finally, the last major copywriting mistake I see is writers
going off on a tangent. Failing to stay zeroed in on the
sales message like a laser. Every time you go off track
there's a good chance you'll lose the reader.



That's why it's so important to have rhythm to your copy: A
natural cadence of short and long sentences. The best way to
achieve this is by writing out great copy by hand. To ensure
your copy has a good rhythm be sure to read it out loud.
That will easily expose any rough spots.



When you have this rhythm, write in the language of your
prospect, and write clearly with compelling copy...then you
will motivate the reader to act.
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