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Marketing Your Small Business

Let’s start from the beginning. 
What is your ONE unique selling 
proposition?  



NEW
Need to Influence

*Reviews
*Forums

*Research

1-3 years
Need Discovery

*Why Buy?
*Educate
*Search 
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Established
Need to Maintain

*Why Buy Now?
*Who

*When
*What

Over Peak
Need New or Re-Establish 

Market Share
*Why Buy From Us?

*Trust
*Capability
*Capacity
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Let’s Talk About Creating Good Content:

Custom  Sourced Social
*Experts *Client-producing
*Trends *Customer interaction
*Reviews *Events
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Why Do I Need to Build and Create Good Content for 
my Brand?

Every single day ...

4.75 billion =    pieces of content shared
1.8 billion =    photos uploaded & shared
500 million =    tweets posted
700 million =    snapchats sent

#thinkcontent

There’s been a 
fundamental shift in the 

way we create, consume, 
and share content.



Why Do I Need to Build and Create Good Content for 
my Brand?

“Content creates trust, and this 
has always been true.”

 - Jay Baer
New York Times best-selling author and 

renowned business strategist



Why Do I Need to Build and Create Good Content for 
my Brand?

Sponsored Content:  defined
Stories already produced that you can sponsor - either 

business-specific or -centric

Native Advertising:  defined
Content developed just for your business, 

customized to your needs and timeline

 



Why Do I Need to Build & Create Good Content for 
my Brand?

Good content will…

“Stop interrupting what people are 
interested in and BE what people are 

interested in.”
 - Craig Davis

entrepreneur, keynote speaker, adjunct professor, 
certified Google professional development teacher



Why Do I Need to Build & Create Good Content for 
my Brand?

32% of all consumers were likely to 
engage with and share a 

native/sponsored content ad 
vs. 19% for a display ad alone.

 - IPG Media Labs Study 2017



Why Does Good Content Thwart Ad Blocking?

Digital consumers are learning to ignore banner 
ads, which is why they have decreased in popularity over the years. However, users 
aren’t able to disregard native ads as easily because 

they blend so well with the content. Native ads appear to be a part of the actual publication. 
Which is one of the biggest reasons to use native advertising.

Source:  IAB and Native Advertising Institute May 2017



Why Does Good Content Thwart Ad Blocking?

Native ads are viewed 53 percent more 
frequently than display ads alone …

... providing a higher CTR (60 percent lift over digital display ads alone).

Source:  IAB and Native Advertising Institute May 2017



Let’s Pause A Moment and Reflect...



How Do I Build a Measurable CALL TO ACTION?

USE THE WORD “Because” right after the Call To Action.
"...Harvard research isolated and identified the word 'because' as a 
compliance trigger, so when we see or hear the word 'because,' we are so 
used to what follows being a good, logical, legitimate reason that we just 
say 'yes' without fully processing what comes next.

Source:  Insanely Effective Email Tactics: Nancy Harhut on Marketing Smarts [Podcast] 
Hosted By: Kerry O'Shea Gorgone (has won more than 200 awards for direct marketing effectiveness. 

She's worked with clients such as Dell, IBM, Novartis, Bank of America, AT&T, American Express, Sheraton, and GM, among others)
Broadcast: Wednesday, September 27, 2017



How Do I Build a Measurable CALL TO ACTION?

USE THE Principles of Scarcity … Urgency 
and Exclusivity

Urgency = it's only available in limited quantities or for a 
limited amount of time. 

Exclusivity = it's only available to certain people.



How Do I Build a Measurable CALL TO ACTION?

How successful can the use of Scarcity be?  

“The same study [previous page] revealed a 22% lift in 
engagement with the use of urgency or exclusivity in your 
call to action. And a 39% lift if you use it in the headline, opening 
line or prominently featured.” 

Source:  Insanely Effective Email Tactics: Nancy Harhut on Marketing Smarts [Podcast] 
Hosted By: Kerry O'Shea Gorgone (has won more than 200 awards for direct marketing effectiveness. 

She's worked with clients such as Dell, IBM, Novartis, Bank of America, AT&T, 
American Express, Sheraton, and GM, among others)

Broadcast: Wednesday, September 27, 2017



Call To Action ... Show it in Pictures, Pictures, Pictures 

(and 

graphics)



Call To Action … Show it in

Pictures, 

Pictures, 

Pictures 

(and a 

testimonial)



And as Promised… Your R.O.I. Calculator 

Businesses 3+ years
Dedicate 10% of your annual NET profits

Businesses >3 years
Plan 15% of your annual or projected NET profits

ANNUAL MARKETING BUDGET 



And as Promised … Your R.O.I. Calculator 

3-5% Return On Investment [R.O.I] 
is industry standard for advertising



Questions?  
See us today - Call us 304.413.0104

Thank You For Attending


