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Stirring Up SEO Trouble

By Jill Whalen (c) 2011
 


Hi, my name is Jill, and I'm a %#@$ stirrer!



When you've been in any industry as long as I've been in the
search marketing industry (going on 16 years now), it's easy to
get bored occasionally. At those times I find myself stirring
up the sh... stuff on Twitter or in comments on others' blogs,
forums, etc. You'd think at my age (I'll be 50 this summer) I'd
know better. And yet, I continue to do it. I'm not sure if it's
a conscious choice, or just a crazy compunction, but no matter
the reason, I've been on a roll the last few weeks.



As part of my stirring, I often write what appear to be
outrageous tweets and comments on a subject near and dear to SEO
hearts (a few still do have hearts, you know ;). The funny part
is how quickly people will jump on a comment that seems a little
"off" to them. I imagine it's partly their own boredom or
perhaps they're trying to find the next interesting thing to
blog about. Others surely just enjoy saying, "Jill Whalen has
finally lost her marbles!" ;)
 
 


It's Hard to Argue With Logic



But I love it when they challenge me on my little points of
outrageousness because every seemingly nutty comment I write is
backed up by a well-reasoned, logical message for which I've
spent ages preparing -- usually in the form of an article I've
written in the past. While they can challenge the kooky sound
byte by using it out of context or saying it's so stupid or how
it's finally time to lock me up in a mental institution, they
can rarely refute my actual reasoning - if and when they read
it. It's much more fun to trash what they *think* I mean.



This weék's bit of fun came when someone mentioned "doing SEO
for long-tail traffic" in a blog comment and I corrected them by
saying, "Optimizing for the long-tail isn't SEO
www.highrankings.com/long-tail-keywords-292." BAM, take
that!



Of course, long-tail keywords are very near and dear to every
SEO's heart because they make up (in aggregate) a huge percentage
of website traffic, so my comment was taken with amazement by
some of those reading the blog.



Let's face it, you can rarely convey everything you mean in a
single comment or tweet. Even though I further explained my
reasoning when asked, it didn't matter at that point. The
original sentence was set in stone, with my meaning left to be
interpreted by others however they wanted.
 
 


And interpret they did.

The chance to call me out was too great for many to resist,
especially since I've been tearing into certain SEOs through
my recent rants on link spam. Some Twitter comments were truly
golden, such as, "Comment o' the day to disagree with 'Longtail
traffic isn't SEO' uttered by @jillwhalen." And "Jill, you can't
seriously mean that long-tail keywords can't bring more than a
few visits/month?"

Even more amusing was the flurry of articles saying things like
"Jill Whalen has clearly lost touch with reality. SEO is all
about the long tail."

While I may have lost touch with reality (that happened after
my first child was born!), anyone -- other than a company such
as Demand Media -- who believes SEO is "ALL about the long tail"
is either an incompetent SEO or hasn't been in the industry long
enough to know what SEO for a business website is all about.
 


Instead of embarrassing themselves, they could have read my
article from October, "The Great Misconception of Long-tail
Keywords," www.highrankings.com/long-tail-keywords-292
which explains what long tail is and isn't, as well as the value
it brings to most websites. But where's the fun in that?

A Question of Semantics



The irony of this whole situation is that, aside from the snide
remarks, I agree with much of what was written about the long
tail by others. My main beef is with how some people were
defining long-tail keywords.



Because there is no formal training in SEO, we often have
different definitions for the same industry terms. But using
search marketing terms correctly has been a pet
peeve of mine for a while, because not doing so has many
consequences. This is why I try to use the original definitions
of words -- those that haven't been bastardized by others who don't
ever quite grasped the original meaning. For instance, in the
case of the term "long tail," I use Chris Anderson's
interpretation of it because he's the one who originally coined
the term.



Because I can't seem to come up with a clever ending to this
article, let me leave you with the following takeaways:



   * SEOs get bored easily.

   * SEOs love to call other SEOs out.

   * SEOs need some standardized industry definitions, but it's
     likely to be an impossible task.

   * I'm a nut job who doesn't know anything about SEO ;)



Catch you next time from the funny farm!

 

About The Author

Jill Whalen is the CEO of High Rankings, an SEO Services Company
in the Boston, MA area since 1995.
Follow her on Twitter @JillWhalen
---===---
Article Submission Trumps
 Ezine Ads and Google AdWords

By Anthony Harris (c) 2011
 


You may have heard advice from Internet marketing gurus
that ezine ads are one of the best forms of advertising.
You may also have heard that Google AdWords and other pay
per click search engines are one of the best advertising
methods. But when it comes to marketing your web site,
article submission trumps ezine ads and Google AdWords
anytime.



The advantage of article submission is trust. Suppose you
subscribe to an ezine in the form of an email newsletter.
You've just sat down at your PC, coffee in hand, to read
your email. There in your inbox is a copy of one of your
favorite ezines, the one you read every time. Clicking on
the newsletter, you see that this edition starts with a
sponsor ad and then has a couple of great sounding articles
and a couple more ezine ads. Sipping your coffee, one of
the articles catches your attention. You read the article,
and you were right. It's a great article.
 
 


At the bottom of the article, there is a link to the
author's web site and a short biography. You notice the
author has a link to pick up a free report with more
information about the article's topic. Then you notice
that right below that there's a sponsor link in an ezine
ad. The sponsor's link is for a different web site, but
it also offers a free report about the same topic.



Now you might click both links. But if you could only
click one, which would you choose: the one by the author of
the great article you just read or the one in the ezine ad?



If you would click on the one from the author of the
article you just read, you're not alone. Most people
would, wouldn't they?



Now suppose you're surfing around on the web. You do a
Google search on a topic you're interested in, and you
follow a link to a great article with some excellent
advice on the topic. Again, there is a link to the
author's web site and a link to a free report with more
information on the topic.



Right beside it are five Google AdWords ads on the same
topic. As luck would have it, they are also each offering
a free report on the same topic.



You would still be most likely to click on the author's
link at the bottom of the article, though, wouldn't you?
 
 


AArticle submission trumps ezine ads and Google AdWords
because you establish a relationship and build trust with
your reader. You are obviously the expert. After all,
you wrote the article. And the webmaster or ezine
publisher wouldn't have published the article if they
didn't think you knew what you were talking about, right?



Years ago, I used to do direct sales in people's homes. I
learned that one of the first things you need to do is the
"warm up." You've just entered someone's home, they don't
know who you are as a person, and they know you're going to
be trying to get money from them before you leave.



If you don't establish rapport quickly, it's difficult to
overcome people's natural sales resistance. In direct
sales in the home, you do that by talking a little with
people before you begin your sales presentation. They get
to know you as a person, and their resistance is lowered.
 


Most people can't do sales because they remain the "enemy,"
the horrible sales person who wants to sell something.
Let's face it, people hate sales people!



But imagine if you could warm up to people easily - and not
just one or two people, but thousands of people. Imagine
if instead of selling them something, you could educate
them about something that will solve a problem and be of
great benefit to them. That's entirely different, isn't it?



Article submission allows you to do exactly this, and on a
massive scale. If you submit many articles to article
submission sites and article directories, many will be
published on web sites and in ezines around the Internet.
People will read your articles and warm up to you. Solve
their problems and they'll want more.



It's hard to accomplish that with Google AdWords. You only
have three lines and a few words to build interest and
trust and to get the click. It's also hard to achieve
that with ezine ads. Even with solo ezine ads, evéryone
knows they are advertisements.



Article submission is the secret. Writing and submitting
articles is relatively easy. Just write very helpful
articles on your topic and link to your web site. Through
article submission you will build your reputation. Through
article submission you will gain trust. And through
article submission you will get visitors to your web site
that already like you, value your advice, and want to know
more about what you can do to help them.



That's already an incredible benefit, but it gets even
better. Article submission is usually free, or low cost if
you use an article submission service. Ezine ads and
Google AdWords can be very expensive, and it is unlikely
you could ever get traffic coming to your site as open to
listening to you and trusting you as they will be from an
article submission.



This is why article submission trumps ezine ads and Google
AdWords.

 

About The Author

Anthony Harris is an expert online marketer, trainer, and
teacher. Head here to www.maverickmoneyclub.com to
discover how to get up to 19 checks per month, earn upwards
of $519.17 per day, make more than a full time income in
your online home busíness in 60 days or less.

---===---
How to Monetize Your Web Content

By Titus Hoskins (c) 2011
 


Perhaps one of the most frequently asked questions for
webmasters has to be: How do I monetize my web pages? How
do I earn revenue from my online content?



As a full time online marketer and webmaster, this is a
question I have considered many times and found my own
answers through many years of trial and error. Of course, I
have taken the passive route in my quest for that online
income. This means instead of producing my own products, I
market and promote affiliate goods and services. I do no
direct selling on any of my websites. I collect no money
and I don't even have a payment program or system in place.



All my income and commissions come from referring traffic
or clients to the affiliate companies which I promote.
Totally passive.
 
 


These companies do all the selling, delivery of products,
customer support, everything... I just get a small
percentage for having referred that customer or client.
This passive method has worked extremely well for me but
keep in mind, selling your products and services will
be much more lucrative since you will receive the majority
of the income instead of just a small commission or
referral fee.



However, if you're like me and want a more "hands-off,"
passive income from your web content, here are some of the
things I have learned over the years. You might find some
of these tips helpful in your monetization. I have
placed these tips in the form of a "q and a" format...

1. Should I use Google Adsense?



While placing Google Adsense ads on your site or blog is
very easy, the rates are extremely low. You can make 10 to
100 times more by using affiliate links instead of these
ads. For example, for one Adsense clíck you could get
anywhere from a few cents to several dollars, whereas with
an affiliate program you can get from $10 to $100+ for a
click which turns into a sale. However, Google is one of
the most respected and reliable companies on the web. They
pay on time and should not be ignored. I have used Adsense
for years mainly because you can't always find affiliate
programs for some content and besides, you can place both
affiliate links and Google Adsense on your pages.
 
 


2. Should I use Amazon?



Another very simple way to monetize your content is to
place Amazon products and referral links on your pages.
Amazon's referral rates are slightly better than Google
Adsense especially if you have high volume sales, but they
are still lower in general. However, I have found users
tend to really trust Amazon and purchase from them more
frequently and more often so conversion rates are much
higher than any other affiliate program I have used. For
this reason alone, Amazon should be on your list if you
want to earn money from the web. I have been using them for
years and find building your links is really easy. So too is
building whole "A Stores" on a particular topic or line of
products.

3. What is ClickBank and Should I use It?



ClickBank is one of the biggest affiliate networks for
downloadable products such as ebooks and software. They pay
some of the largest commissions. 40% to 50% or more is very
common. Very reliable. I have been using them for years and
you should include some ClickBank products on your pages.
Please note that ClickBank does deduct a small percentage
of your commissions to cover any returns, but it also means
you don't have any dropped commissions - once you make a
sale, you will get paíd for it.
 


4. What are Affiliate Networks?



Affiliate networks, like Commission Junction and LinkShare,
are major players in the online affiliate world. These
affiliate networks represent thousands of companies which
provide products and services that webmasters can promote.
They handle all sales transactions and send out your
commission checks each month. Most of my affiliate programs
are through these affiliate networks with CJ being the top
one mainly because they have excellent feedback and
tracking.

5. How do I Find a Profitable Affiliate Product or Service?



Regardless of what you're promoting, you must be very
careful to pick quality products that are closely related to
your content. These two factors will mainly determine your
conversion rates, although product ads and display images
do play a small part. If you use a network like Commission
Junction, they will indicate which company is making the
most sales and will also tell you which ads are getting the
highest return with the actual dollar amount (EPC earnings
per 100 clicks). I always use this data when picking which
companies and products I promote on my sites.

6. Why do I Need to Create Different Income Streams?



The real beauty of running an online business is that you
can have many different income sources which pay you each
month. You should plan on having at least 10 to 20 income
streams. If one should dry up, you will have the others to
depend upon. Once you have quality traffic coming to your
website, it is just a matter of placing different affiliate
links on your pages. I like including at least three or
four different companies on a page, this way you can easily
create different income streams for the same page.
Don't just rely on one company or product. Have many
different affiliate links and companies throughout your
site.

7. What Should be Your Main Strategic Objective?



Don't make this mistake - instead of making one sale and
getting paid for it once, pick products and services which
give you a recurring or residual income. You do the same
promotion and work but get revenue for years to come. I am
still earning income on sales I made five years ago. This
will significantly improve your bottom line or your return
on investment. Products and services which have a monthly
billing element are good candidates for residual income...
such as web hosting, autoresponder services,
telecommunications and so on. Don't rule out forming
partnerships with businesses in the same niche as your
website. You might be surprised at the response you get.



Effectively monetizing your web content will largely
determine if you succeed or not, so try some of the tips
above. Of course, there are many other ways to monetize
your traffic such as selling direct ads and links on your
pages. The list above is not my full list but does include
some of my top-performing programs and should also work
for you and your web content.

 

About The Author

The author is a full time online affiliate marketer who
operates numerous niche sites, as well as two sites on
Internet Marketing, where you can get valuable marketing
tips for free: www.marketingtoolguide.com or try
here www.bizwaremagic.com/Free_Marketing_Courses.htm
Titus Hoskins. This article may be freely distributed if
this resource box stays attached.

---===---
Ten Reasons Why
 Good Link Builders Fail

By Maria Nemenman (c) 2011
 


A good website builder knows that solid links mean solid 
rankings, but it's an ever changing challenge to get them. 
Learn how to avoid a loss of link juice now. 



Links are incredibly important in getting relevant traffic and 
good position in search results, but links are like any other 
relationship... they can go sour. Here's a list of ten reasons 
why otherwise knowledgeable link builders blow their efforts. 
Pay attention and don't fall into any of these traps. As a 
website builder you have got to get this part right or you are 
heading for disaster.
 
 


1. One Hit Wonder

 

The worse thing that can happen to websites that stumble onto 
a source of links or who only rely on one method of building 
links is for that accident or that plan to actually work. That 
sounds counter intuitive, but if you convince yourself that only 
one method is needed, you're heading for a fall. You need to 
diversify your efforts and not have all your eggs in one basket. 

2. Quantity Not Quality

 

The link builder who writes an article, spins it and then uses 
article submission software can easily develop 1,000 links to a 
web page in no time at all. The only problem is those links will 
be worth next to nothing. Building links is not just a numbers 
game. Links gain their value from the value of their source. A 
single link from a PR 4 is worth 1,000 links from PR 0 websites.

3. Forgetting that the Webmaster is a Human

 

Email requests for a link that are addressed to "Dear Webmaster" 
are the first to be deleted. If you want to pitch a website for 
a backlink take the time to find a name to address the request 
to. 

4. Staying Strictly Digital

 

If you are an expert in your field don't be afraid to tell the 
world... face to face. Volunteer for speaking engagements for 
your professional organization or even your local chamber. The 
story on their website will inevitably carry a link to yours.

5. Reliance on Black Hat

 

Black hat tactics will work. Time after time somebody has found 
a way to manipulate the system and anyone who has used it has 
experienced short term success. But the success is short term 
and sometimes comes with penalties that get your web pages 
de-indexed. Black hat isn't worth the loss of listing.
 
 


6. Failure to Keep Up with the Industry

 

Link building, like so many aspects of internet marketing is 
constantly changing. Don't allow yourself to get complacent. 
Don't rely on a strategy that could become ineffective 
tomorrow. Take an interest in the industry and stay current. 

7. No Support Network

 

This is a real risk for the small business website in more ways 
than one. You're not working in a big SEO shop and you can't 
stroll over to a colleague and bounce an idea off them. Try to 
develop a network of talented website builders that you can call 
on for help and be ready to help them when they call you.
 


8. Loss of Creative Spark

 

There's more than one way to skin this link cat. Keep your mind 
open to creative ways to get other quality websites to link to 
yours. Doing something that is newsworthy for your industry is a 
sure way to get relevant links back.

9. Building the Perfect Link that Doesn't Get Implemented


 
Action and consistency are more important than perfection. If 
you're one of those people who are afraid to click on the 
submit button because you think your link request isn't 
absolutely perfect, then just get over it. Live wild and click 
that button. An imperfect link request has more value in 
building relationships than a perfect request that isn't ever 
sent.

10. Becoming Lazy

 

OK you could change lazy with complacent, but it's the same 
thing. Link building is a tough skill and not nearly as much 
fun as website design or even creating content. If you have 
built a few successful links don't count on those being around 
forever. Continue your efforts and you'll continue to enjoy 
quality traffic. 



Link building is a task that every website builder has to have 
at least a working knowledge of. If you see yourself slipping 
into one of these ten common symptoms of link trouble, snap 
yourself out of it and double up on the building efforts. The 
leads and conversions that you gain from the relevant links are 
your reward for diligently performing this important function. 

 

About The Author

Maria Nemenman - Frée Website Builder.
I have been in the onlíne marketing industry for over two years and
love all things related to e-marketing, writing for the web, SEO and
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design, and love how dynamic this field is - I am constantly learning
new strategies and concepts as the world of marketing online evolves.

---===---
Landing Page
 Optimization 101

A SPN Exclusive Article By Gobala Krishnan (c) 2011
 


Landing page optimization is perhaps the most important Internet
marketing tactic you need to master if you truly want to succeed
online. Having an effective landing page that maximizes your
conversions will help you dominate your niche market. This
applies to both product vendors and the affiliates promoting for
them.



In fact, if you're into Google Adwords you should already know
the extreme importance of landing pages.

What is a Landing Page and Why is it Important?
 
 


A landing page, as you may already know, is a page that you drive
traffic to. It's part of your overall website, but different
landing pages can be customized to suit the product or the
traffic source. Depending on the type of landing page, it can
also be known as a squeeze page, sales page, opt-ín page or money
page. However, the basic purpose for any landing page no matter
what it's called is to get conversions.



When you have your landing pages setup, you need to go out and
get traffic. You may have heard that traffic is the lifeblood of
any affiliate marketing business. The more tráffic you get, the
more money you make. Although that is true, there's only that
much traffic you can get with a limited budget and time.



The real lifeblood of an affiliate marketing business is
conversions. If you can convert your traffic to sales more
efficiently than others, you'll be the dominant player in your
niche market within a short period of time. As far as
optimization goes, there are basically two kinds of tests you
can do on your landing pages.

Landing Page Optimization with Multivariate Testing



Hardcore conversion experts preach about Multivariate Testing
or MVT. In a typical MVT, you will test multiple variations of
elements on your landing page simultaneously. MVT can handle
complex experiments and deliver great results, but it has two
drawbacks.

 

The first flaw is that you need to get loads of traffic for MVT.
If you cannot get a few thousand impressions per day, then it
will take forever. As a matter of fact, MVT just doesn't work
well for low-traffic websites and landing pages.
 
 


Besides that, the other flaw of MVT is its sheer complexity. If
you really want to do MVT, you need to study MVT. You need to be
able to develop effective test cases and elements. You also need
to be pretty good at interpreting results. There's a tendency
for low-traffic site owners to accept variations that are not
yet proven to work. That's when MVT backfires and actually drags
your landing page conversion rates down.

Landing Page Optimization with A/B Split Testing



A/B split testing on the other hand is much more simple. You
start with web page A (the control) and web page B as a test
page. Both web pages are identical except for the single
variable you want to test. For example, both pages may be
identical except for the main headline, or the signup link.
 


Once you've setup your simple A/B test, you split your traffic
between the two pages and observe your sales or leads. After
both pages have achieved a reasonable number of conversions,
you'll be able to see the winning page. The losing page is
removed and replaced with another contender.



You repeat this process with different layouts, different ad
copy, and different headlines until you find the best possible
landing page. You'll know this when your split test results no
longer show any significant difference between pages.



Can you test more than two pages at a time? Of course you can,
but keep in mind that the more pages you add to the A/B test, the
longer it will take for you to get any kind of meaningful result.
That's why I recommend that you test no more than three pages at
a time.



With A/B split testing, landing page optimization gets much
simpler and faster. You can get really meaningful results with
only a small number of website visitors, and get higher
conversion rates consistently. You don't need much technical
knowledge either.

Pitfalls of Landing Page Optimization



Although the benefits of optimizing your landing pages are
immense, there are several pitfalls to avoid. The first is
inconsistency. Make sure all other aspects of your landing page
remains the same when you're doing your tests. Do not change
your landing page designs, your source of traffic or other
elements when testing a page. Doing so will only give you
skewed, inaccurate results.



Redundancy is the other big pitfall that you need to avoid at all
costs. Keep track of the elements you have already tested. Do
not repeat tests when you already know the best possible variable
for the test. It's very easy to be running around in circles
instead of moving forward.



The final pitfall in landing page optimization is ineffective
software. Keep the time you spend setting up and managing
software to a bare minimum. Instead, you should redirect your
effort and time to the content and sales process of your landing
pages. If you have to constantly upgrade or troubleshoot the
software you're using for landing page optimization, you're
really not doing your business any good. 

 

About The Author

Gobala Krishnan is an avid affiliate marketer and the founder of
LinkTrackr, an 
A/B split testing software. Signup for an account today to
start optimizing your landing pages.

---===---
Killer Web
Video Techniques II:
 Audience Engagement

By Jerry Bader (c) 2011
 


We are inundated with advertising messages from the time we wake
to the time we go to bed. Some of these messages are welcomed
and some are a source of irritation. The difference between
noise and communication boils down to relevance, and relevance
is a function of how advertisers deliver three basic
ingredients: substance, style, and technique.



Our brains have a built-in spam filter that can filter out much
of the irrelevant and absorb the significant. In a room full of
people all talking and laughing at once like at a party, your
brain is able to recognize your name being spoken while
everything else is a cacophonous blur. The goal of advertising
is to make your message significant like the sound of your name,
significant enough to demand your attention. So, is your
marketing communication significant, or is it merely noise?
 
 


Most Advertising Is Just Noise



The advertising industry has for the most part failed in making
their clients' messages significant. Instead they turn up the
volume and boost the visual pollution in an effort to
standout and be heard, but it doesn't work. It all becomes
background noise and confusing clutter easily filtered out by a
brain designed to know the difference between significance and
irrelevance. Any subliminal effect achieved is offset by the
irritation that accompanies junk information.



If you want your audience to listen to you, you first must have
something relevant to say, and second you have to know how to
say it so that it makes an impression. Substance, style, and
technique make a Web video communication significant and
therefore worth remembering.

The Substance Every Business Can Deliver



There is a clothing store chain called Syms whose motto is, "An
educated consumer is our best customer." It's a brilliant
tagline and an even better marketing strategy. Educating your
audience creates trust and that is one thing lower prices and
more features can't compéte with.



It's one thing to provide information, it's quite another to
provide understanding. How-to-do-stuff is a major industry
because people suffer from what Richard Saul Wurman calls,
"information anxiety." So much to know, so little time to learn
it. Your audience craves information, but what they really need
is understanding.



If you really want to connect to your audience, gain their
trust, and build a relationship. You should start by educating
them about how to get the most out of what you sell - the real
reason why they will continue to do business with you. In a
world of copycat products and services, the difference maker is
trust and trust begins with clients who understand exactly what
you do and how it will improve their lives or businesses.
 
 


Everyóne in our organization is constantly learning new things.
Each of us receive dozens of newsletters on all kinds of
subjects, some of which are directly related to what we do, and
some help us better understand the world we live in and the
needs of our clients. And some of it is just intended to make us
think.

Substance Without The Pitch



I recently got an email with a video from the Editor of AE
Tuts Plus, Adam Everett Miller. AE Tuts Plus produces a website
that specializes in After Effects motion graphics. After Effects
is a high-end software program used to create all those fancy
motions graphics we all love. Most of the information is
pretty sophisticated and aimed at a specialized design community
but in this case they sent out a video that wasn't about how to
do something but rather why something was the way it was.
 


Would the video make anyone a better designer - no. Would the
video provide its viewers with a technique they could sell their
clients - no. The video merely explains to people why Hex Color
Values are what they are. There is no sales pitch other than a
subliminal message that AE Tuts knows what it's talking about,
is in business to help its audience, and can be trusted to
deliver on its promise without always feeling the need to sell
something.



Video:  Aetuts Plus Hex Value Quick Tip

 
 
Style Enhances Identity 
 


From a branding and marketing point-of-view this video
establishes an approachable, friendly style that helps define
the AE Tuts brand, and indirectly makes their audience wiser and
more informed. It's interesting, memorable, and entertaining;
and it makes viewers a more knowledgeable audience. 
 


The style portrayed is not a random accident. The video uses a
number of techniques intended to deliver a carefully thought-out
image designed to gain audience acceptance as the industry
knowledge leader. 
 
A Casual Non-Pedantic Approach 
 


The Web has changed many things not the least of which is how
people expect to be taught. Your standard old fashion no
nonsense schoolteacher approach is just so pre-Web and quite
frankly turns people off. If you really want to educate an
audience you better be approachable and entertaining in your
delivery, and that is exactly what Adam has managed to do. 
 


Everything from the casual monochromatic attire to the geek-chic
glasses and beard are designed to deliver the impression that
Adam is just like his audience: just one of the guys with some
cool stuff to tell you. The presentation focuses attention on
Adam and the accompanying mnemonics by placing everything within
a plain white environment, slightly enhanced by a gradient spot
to frame Adam, who is placed slightly off center nicely
qualifying as a good example of the Rule of Thirds that provides
space for the onscreen text and graphics. 
 


The language Adam uses is down-to-earth, delivered in a cadence
and rhythm that is just fast enough so the audience doesn't get
bored but slow enough so the information can be absorbed. 
 


Each point is highlighted and emphasized with some onscreen
graphic, text, or sound effect. Some of the points are
accompanied by a humorous visual and verbal aside that maintains
the presentations rhythm while at the same time allowing a small
mental respite so the brain can absorb one idea and get ready
for the next. And it's all packaged with a Sesame Street style
music score that goes unnoticed but is critical to the overall
impression of learning can be enjoyable and doesn't have to be
tedious work. 
 
The Last Word 
 


It takes a lot of knowledge and know-how to make something look
easy and this video does a damn good job doing it. Every detail
from concept to content was carefully thought-out and the
execution was spot-on. 
 


Educational and how-to videos are very popular - there is no
great revelation in that, but much of what is on the Web is
quite frankly terrible, and that applies to both amateur and
professional efforts. In order to benefit from your audience's
desire to learn, enhance your brand, and build confidence and
trust in the marketplace with educational Web videos, you first
must understand how people process information, and how to
present material so that it is both enjoyed and retained. 
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