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GET!
5 Simple
Strategies to:


GET seen by people who want to
spend money with you



GET in front of your competitors

What Can YOU do to Get Seen?
From the Desks of Cinnamon Edge
Things change very quickly in marketing. Some traditional methods such as direct
mail still work very well, but they can be costly.
In this report we’ll have a look at some of the current low-cost and no-cost ways you
can:
Get noticed by the right people
Get ahead of your competition
Of course we can’t cover anything in this report, so check out our sites, or give us a
call or email and we’ll see what we can do to help.
Best wishes for a prosperous year

Jacqui Carrel & Roy Everitt
www.CinnamonEdge.co.uk
www.BusinessProfitsJumpStart.co.uk
www.RoyEverittDotCom.blogspot.com
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Before We Start
Keep These Important Facts in Mind!
Before we start looking at how you can get out there on top, please be very aware of
these points:
More people now search online than ever before – and if you don’t have a web
presence, your business will probably suffer
Google really, really matters in the UK. Not appearing on Google will matter to
you
Google has changed its algorithms/format again, so you need to be up to
speed with the latest developments
More people search online using mobile devices than computers, so if you
have a site that isn’t optimised for smart phones and the like, people are likely
to just click away

What Can YOU do to get Seen?
Here’s what we’ll look at in this report:
1. Get Places! And make sure you optimise your listing
2. Get citations! Also get reviews and testimonials
3. Get organic! That is, ways to get seen on the search engines:
a. Website SEO
b. Articles, podcasts and videos
c. Social networking and bookmarking
d. News releases
4. Get advertising!
5. Get talking!
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Get Places!
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You might know Google Places as Google Maps or Local Listings. Google have played
around with the names a bit on their results pages, but all the information you see
on a map and in the listings displayed alongside are all based on Places.
Does Places matter? Yes!
Have a look at this:
If you don’t
have your
Places listing,
get it NOW!
So much goes
on with a Places
listing now that
you’ll truly miss
out of you don’t
have one.
(Also, if you see
your business
already on a
map and you
haven’t claimed
it, someone
could grab the
listing from you,
and it will be a
hassle to sort
out – and to
undo the
damage.)
Sign up now and add at least the basic details. Make sure you read the Places’
guidelines first, or Google will reject your listing if you make an error.
Go to www.google.com/places or www.google.co.uk/places to get started.

...And make sure you optimise your listing
When you get into Places add in all your details:

Include as many relevant keywords and details as you can
Why? Well, when people see you on a map they may click straight through to your
website (if you have one) or they may choose to click on your Places page.
There they will see information about you – the clearer and more helpful it is, the
better. Make it easy for people to find you and find out about you.
Google values ratings and reviews, and
shows them, so encourage happy customers
to add theirs to your listing.
Where are the reviews taken from?
A recent addition to Google’s arsenal is
HotPot where people with Google accounts
are encouraged to add reviews, but they also
draw on review sites such as Yelp.
These reviews show on your Places page.
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Get Citations!
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Places likes to be sure you are who you say you are, so get ‘citations’; that is, get
cited in other directories such as Yahoo! Local. Make sure your details are shown in
the same format in all the directories.
For example, choose one of these formats, and don’t mix and match:
Mr B Jones
Barry Jones
Mr Barry Jones
and
www.mywebsite.com
http://mywebsite.com
http://www.mywebsite.com
Also get reviews and testimonials
We mentioned above that you can and should get reviews on your site. Sometimes
people will add them spontaneously, and often they are happy to if you ask them
nicely. Never plant your own.
Also aim to get reviews and testimonials (written, audio and video):
On directory and review sites like Touch Local and Yelp
On your own site (have them on a testimonials page and in different spots on
your pages)
On video sharing sites like You Tube:
This one is still being
viewed three years later!

And, if you have accounts on places like Amazon, encourage reviews there

Get organic!
Let’s look at ways to get seen on the search engines: website SEO; Articles, podcasts
and videos; Social bookmarking; and Social networking.
Website SEO
This means optimising your website for the search engines. You can do this by:
Making sure you (or your webmaster) fills in the main metatags in the html
part of your site.
Google don’t use all of them right now, but other search engines do and they
help you focus on what a page is really about....and they’ll be there if Google
do decide to include them in their algorithms once more.
For each page, include at least:
o A title tag
o Keywords
o A description
Make a site map and submit it and updates to Google
Make your site easy to navigate, and have a mobile version
Header tags: when you make a heading on your page, assign an h1 tag (rather
than just making it bigger and bolder). For subheads, use h2 and h3, etc
Make sure your content is updated regularly and it is relevant. Include the
main keyword in the heading and in the first sentence at least, and in image
tags. Keep language simple, and sentences and paragraphs short
Use keywords in internal and incoming links (‘anchor text’) rather than just
putting the URL (Use Find out more about Jason’s Wooden Sheds rather than
www.JasonGardens.co.uk/sheds/wooden.html, for example)

For how NOT to do your site, go to www.websitesthatsuck.com.
It’s gruesomely fascinating, so make sure you set plenty of time aside
to browse through the examples!
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Articles, Podcasts and Videos
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No, these don’t entail a lot of work as, once you have the material for one, you can
repurpose it. Make sure you use relevant keywords within the article.
For example, say you write an article on the ten best ways to save on tax this year,
you can:
Expand each point into a fuller article or report
Read it out and use it as a podcast
Use it as a script for a video (a PowerPoint one or you talking – whatever)
Give it away as a free report in exchange for the recipients signing up to your
list
Use these on your site pages and in your blog – visitors and Google like to see fresh,
relevant content.
Also, submit them to sharing sites like Article City, iTunes and You Tube.
These sharing sites give you the chance to include your details and links back to your
site. This ‘link juice’ is helpful in search engine terms and in getting people to visit
your site.
In addition, people
can use the content
on their own web
pages, provided they
leave your own
details intact.
Thus you get more
links, and you start
being seen all over
the web which helps
confer authority.

Social Networking
Social networking sites aren’t there to sell from, but rather (for businesses) to
inform. As you build up followers and readers, you can attract enquiries.
Chances are you have heard of Facebook! Many business people don’t yet take
advantage of it, but you can build your own Facebook business page and attract a
following.

In addition, you can advertise with paid ads – these are more targeted and cheaper
than Google’s AdWords. You can specify location, age, gender, hobbies, etc –
powerful stuff!
There are other business social networking sites such as LinkedIn. As well as using
them to make contacts, see who you could approach, and make connections through
your own contacts, you can put your profile up (used well, it can help sell you) and
also answer people’s questions:

Have a go at doing this on forums too; look for ones that deal with your trade or ones
where people who could be your customers are asking questions. Answer well (don’t
sell) and have a link to your site in the signature line.
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Social Bookmarking
Social bookmarking sites like Delicious allow you to bookmark your site pages, online
articles, blog posts, videos and so on. When ‘bookmarking’ you add tags (which are
keywords.) People searching for that topic can find bookmarked pages by using the
inbuilt search tools; ones with higher ratings get viewed more.
One form of social bookmarking is social news: websites like Digg and Reddit focus
on news-related items such as technology, politics, etc. These websites will often
feature breaking headlines, so if there is breaking news that has an effect on your
business, get in there!
Many businesses don’t use bookmarking so using it can give you an advantage –even
if your bookmarked website pages don’t often get viewed, you will have added extra,
relevant link juice which helps you get ranked in the search engines.
In terms of getting out there, you’re best (at the moment) concentrating on SEO,
your website and social networking. This certainly has a place, and only takes a few
minutes per week, but use it as an ‘add-on’, not an ‘instead’ .
News (Press) Releases
News releases are good in two ways: they raise awareness of you and your
service/product, and they give links to your site – people follow these links and, for
online ones, Google, etc, like them.
Before you start, know why your story is important, and know how your story can be
of interest to the readers (and the journalist who’s deciding whether to use the
piece). Start off with online news release services like PR Web for the easiest way in.
And know where you want to send it – make sure the receiving organisation will be
interested. Try local papers, magazines, radio and TV, and trade magazines. Consider
regional, national and international outlets if it’s very newsworthy. Look to online
press releases, and don’t forget to email your ‘list’ of prospects and clients you have.
We came up with a list over 100+ reasons you could write a news release; here are
just a few to get you started: a contest you're sponsoring; a contest you've won; a
grant you are giving; a grant you have received; an award or commendation you've
received; appearance at national events; articles written about you; articles you've
written; contributions you are making to a local charity; corporate accomplishments.
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Get Advertising!
Advertising is just one form of marketing. We’ll look at AIDA, how you advertise
yourself through mobile technology, using banners, and whether or not to use pay
per click adverts.
AIDA
The component parts of anything that’s being used to generate sales will almost
always fit the formula known as AIDA. Those four component parts, and their roles,
are:
Attention-grabbing headline
If people don’t read your headline, they won’t even start reading your body
copy (the bulk of the words).
Interest-inducing body copy
Each sentence should have one main function … to draw the reader to the
next sentence. Use interesting/controversial statistic, examples or stories. Use
your body copy to give proof of who you are/what you can do. If you’re selling
something (even if it’s just yourself), also include testimonials and a
guarantee.
Desire-increasing benefits or urgency
When you are informing (helping) people, you need to show you understand
what their problem/pain is, and how you can help them overcome it with the
least amount of effort on their part.
Action-demanding offer or close
Ask for the sale!
Even if it’s a free sign up for a newsletter, make sure you ask people to take
action and direct them on how to do it, even if an action seems obvious to
you.
Make it as easy as possible for people to do it: don’t assume they’ll know how.
Test the whole process yourself, and get someone from each age group to try
it out.
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Mobile Advertising
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Mobile advertising (also known as mobile marketing) isn’t quite the same as having a
website for mobile devices. The Mobile Marketing Association defines it thus:
Mobile Marketing is a set of practices that enables organizations to
communicate and engage with their audience in an interactive and relevant
manner through any mobile device or network.
You can communicate with mobile device users through SMS (‘short message
service’ or texts) and MMS (multimedia service). You use SMS and MMS to send out
reminders and offers, and also to get people to send you media (their pictures, for
example).
You can also use in-game mobile marketing through interactive real-time 3D games,
massive multi-player games and social networking games.
Another way of advertising to people who have mobile devices is to put ‘QR Codes’
on your literature (and website pages). QR codes are like square bar codes and hold a
lot of information.
Mobile users can download a QR Reader for their make of phone (apps); then, when
they hold their phone up to a QR code, their phone may:
Take them straight to the site (this saves them typing in your web address)
Receive a message from you (text or image)
Come up with your phone number (they press the button and it rings through
to you)
Receive a preset email to you (they can add any details if they wish, and then
just press ‘send’)
Receive a VCard (thus allowing them to capture your business details quickly
and without error)

 Try this one:
Mobile advertising also means you can easily track who
responded to which ad.

Online Banner Advertising
If you’re the sort of person who avoids banner advertising it can be hard to imagine
that they work, but they do.
Here are a few rules of thumb:
1. Pretty pictures look...pretty! Make sure people know what your banners are
about – you’re not in this to win an art award
2. Include a call to action (click here to...)
3. TEST graphics/images against text
4. TEST one image against another
5. TEST text (just change one bit at a time)
6. TEST images and text against animated banners (animations can really pull)
7. Make sure they are under 15k to 20k in size (for faster loading)
8. Place your banners on relevant sites (sites where your target audience will be)
9. Negotiate prices (as you would for a newspaper advert)
10. Try to carry through/reflect your own business theme in the banners
11. Make sure you include an alt tag so people can see what the banner is about
even if they have graphics disabled in their browsers
Banners for Mobile Devices

12. The best banner ratio to use for mobile devices is 6:1
13. Make sure smaller images are still legible, especially at different resolutions
14. Avoid Flash banners as not all phones support them
15. Avoid cookies as not all phones support them
Get Free Banners

We haven’t tried them, but they look good: you can make free banners at
www.addesigner.com and www.animationonline.com.
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Pay Per Click (PPC)
Pay per click ads are those ones you see at the top and side of search engine results,
and in many websites that give away free content. Unlike newspaper ads where you
pay up front, with PPC ads you only pay if someone clicks on your ad.
Is paying for your ads worth it? Only having a try will let you know. Fewer people
click on AdWords ads (Google’s PPC version) than on organic listings, but they still
attract enough attention to make them worthwhile to many.
So – sign up and have a go. Chances are, if you have signed up to Places, you’ll get a
voucher from Google to get yourself started with AdWords. Sign up for an account at
AdWords.google.uk.
First of all, do your keyword research. Then check what others are paying on
those keywords (sometimes it's not worth paying for the top spots and, if you
do the campaigns well, you can move up to higher spots for a lower price).
Long tail keywords usually work out to be more cost-effective and to have a
lot less competition
ALWAYS split test - the results can be surprising. Only test one variable at a
time. Adwords will automate it for you
A relevant landing page is essential...and Google doesn't (unfortunately) like it
if it's just a squeeze page - there needs to be content.
If you are after Google domination (where being seen everywhere helps
credibility/confer authority), then adding PPC is fine; you will get minimal costs as
people will be more likely to click on the SERPs.
Bear in mind two other things:
1. The new Google Places maps slide down as one scrolls down, thus covering
the Adwords ads on the right hand side. Hmmm
2. Having a position in Places will get you far more traffic, especially if you
have optimised your listing properly
We can help you with your PPC, but if you want to do it for yourself, a very good
place to read up on all about PPC is Perry Marshall's site (www.Perrymarshall.com).
He sells his definitive guide for $49, but you can find most of the information for free
within his website.
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Get Talking!
Talking to people helps a lot. If you don’t have the time, or just don’t like it, get a
representative. You can talk through networking, interviews and workshops.
Networking
Networking is more of as long-term strategy – use it more to find out about other
people than promoting yourself. The promotion will come through your interest in
them, the fact that you are listening to what they say (that is quite unusual) and
when you offer no-strings-attached tips.
That said, make sure you are able to sum up what you do in a) 10 seconds, b) 30
seconds, and c) one minute. If you find yourself having to explain, the chances are
your listeners won’t get what you do. Make your ‘elevator pitches’ interesting!
Your local Chamber of Commerce is a good place to start
(http://www.britishchambers.org.uk/find-your-local-chambers) and there are plenty
of other networking and referral businesses in most towns.

Interviews
Get interviewed! A good interviewer will help you showcase yourself and your
products/service – they’ll also encourage you to give your contact details.
Get interviewed on the radio, TV, in magazines and papers, and online. Submit a
picture of you and one of your staff as well.
The interviews can be written, audio, video, or a mixture. Make sure you ask if you
can put a copy on your site and let your own list of customers and prospects know.
If you would like to be interviewed for our site (and receive a link to your site, and a
copy of the interview to put on your own site), just ask us.
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Workshops
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Attend workshops and seminars...and talk with the speakers and other attendees;
we have had several people contact us months and even years after an event asking
us to do work for them!
Speak at workshops and seminars...and start to get your name known with
attendees and other speakers. It’s a great way to get out there without the worry of
running your own event.
Run workshops and seminars...and meet people who are interested in what you
have to offer.
Even if you show all your methods
and ‘secrets’, some people will
want you to do the work for them
anyway – they might be lacking in
time or inclination, and have seen
you know what you are talking
about.
In addition, many will pass your
name on to others.

Don’t want to talk? Depending on why you don’t want to do the speaking, you can:
 Get speakers in and just do the meeting and greeting
 Go to a workshop showing you the ins and outs of running one


Go to a workshop / therapist who can deal with your fear of speaking in
public. (We offer the techniques as part of our own workshop on running workshops or
during one-to-one sessions – generally one session is enough; very occasionally someone
benefits from two.)

Click onto our site to see the workshops we offer; we can also bring them into your business if you
can’t make the dates shown.)

That’s it for now folks – hope this report helps you. Rather than trying them all at
once, just pick one technique and run with it, and then add another.
All the best, Jacqui Carrel & Roy Everitt

