Quick Tips to
Build Your Brand
and Your Business
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As @ business owner do you feel overwhelmed when it comes to marketing? Whether you are new to
business, or have already established yourself, marketing can often feel like a minefiald.

What should you do? What should you say? How should you look? How on earth do you know whether
you're gatting it right?

We are a group of local businesses who offer a range of marketing services and we've come together
to give you some helpful advice. If you don't find the answer to your marketing question here don't be
afraid to get in touch!
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Marketing Messaging

We are mofivated fo buy for a whole range of 1easons and most of the time there's moe than one at woik. Thare ae
prirnitive nesds that difve hunger, fear, aaiety. Peizonal nesds - wanming io feel loved, accepted, admired. Than
oun philceophical neads ring fon the envitonment, seli-impicsement. Think about what matters to your customen,
hiow they fesl whan they don't have it and how they want and sxpect 1o feal whan they do.

Do the ‘So What?' test to see if you current messaging gets
them there

For every marksting message ywou put out these in the would, give it the "So What? teet. Read it back and ask youwszeli
whisther youn customes i going to cae about what you're eaying. Doss it tap info the pain points: your customsrs aig
axpelisncing? Doss it make them belisve theyll fasl the way they want to fesl as a iwsult of wodking with you? Too
often we focus on giving customers lotz of infoomation about owszelves, but if we focus on what they're buying rather
than wihat we'ia eslling, the mezsags will be that much moe efiective.

Map your customer journey as they move from stranger to
customer
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For more advice on your marketing messaging get in touch with

Sarah Phillips
01202 022108
sarah@octima.co.uk




Blogging

A great way of updating your website and boosting your SEOQ is by publishing a
monthly blog post. Give your audience something to look forward to each month.
When it comes to blog posts, the trick is to share helpful, insightful advice BUT don't
give away too much. You want to intrigue and inspire, but not give all the secrets
away so that your audience knows where to come when they want to find out more.

You can get yourself more organised by producing a content calendar for both social
media and a blog/ newsletter content calendar. Map out your 12 blog posts and
newsletters so you know exactly what to share each month for the next year, taking

into account seasonal opportunities too. You should then devise a monthly social
media calendar, taking into account your blog and newsletter topics and giving
ample opportunities to share blogs both new and old to your social media audience.

Don't forget to inject personality into your content- people buy from people. Be your
authentic true self and show your audience WHY they should come to you. This also
helps to build trust in your leads. You can lure your audience in through your blog
posts and use them as an opportunity alongside your newsletters to really get to
know you. Don't forget- know, like and trust!
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For more advice on blogging get in touch with

Gayleen Hodson
07871231455
mrsghodson@gmail.com




Headshots

Make sure your headshot really reflects who you are and
shows a little of your personality. It could be your client’s
first impression of you after all, so it's important to get it
i .

Stock Photography

Try and avoid using too much stock photography,
original bespoke images speak so much louder to
your customers. If you have to use stock remember to
ensure it is Royalty Free.

Personality
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For more al:lwce on .y.:}ul..mlpnrate photography get in touch with
Fiona Moorey

07854 442391
info@fionamooreyphotography.com




PR

Identify your audience

Wiho sue you trying to target with youwr products o ssmvices? Once you have identified youn ideal customer, you need
to get under thein skin. What websitas do they vigit? What do they 1ead? Who ae they influenced by™ What resaanch
do they dix befoie making decizionz? This will help you idemtify how o reach them and the key media fo tanget with
your PR messages.

PR is everywhere

Puldic ielations ie about ywour public mags. That means evenywhers a potential on cunent customes sees you. Fiom
your Linkedin profile o youn webseite, amail marketing or even you business card. These's no point in sending out shck
praas ielaases if you axisting marketing communications don't back the messages up. If a joumalist checks out you
Twittar przdile, will they think i iz worth publizshing your stony?

Baing recognized n awards iz a fantastic way fo diive awarsness of your business — as well as celsbrate youn
guccass. Some swarde can be expensive 1o emter, but othesz are iolally fies. A simple Google zsarnch can help you
identify awands that are relevant for your business. Abwaye congider your targset audisnce when 1eseaiching awands.
You rmight fael great if you won an award fiom within youn industry but winning a local business avwand might aciually
halp you reach mone relevant potential customens.

Journalists are busy people

Like many of u=, thei time is shot. § you do reach out 1o them, enzwe that you have reseachad their publication’
platfomm first and provide comtent that is relevant to thein ieaders, listenars o followere. Make a personal approach
by email o using social media Include a well-witten preas eleass, with accompanmying professional mages that ae
suitably formatied and labelled. Don't take it personally if you don't get a responge back, and don’t be afiaid to follow
up by phone or email.
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For more advice on PR get in touch with

Carocline Saunders
01202 002823
hello@4cmarketing.co.uk




Branding

Has your business offering changed and does your logo reflect the services
or products your business offers today

Has your market changed and does your logo speak to your target
audience today

Is your logo ‘outdated’ based on the opinions of your target audience

What is the competition doing...try a Google search to find out

Is your website responsive (mobile friendly)

Are there any parts of your website that don't work properly

Does your website perform in search engines? Is this important for
your business?

Check your website statistics (you have them right)?

Ask your customers what they think

Does your logo fit your profile picture space properly
Do you have a cover image which fits your brand
Do the graphics you use on your posts have a consistent look and feel

THE
INSPIRATION
AGENCY

For more advice on your logo or website get in touch with
Louise Ssager

07886 376238
louise @inspirationagency.co.uk




SEO and PPC

Is your website working hard enough?

Congzider whether you have ever received any sales leads via your website.

Does your business come up on the first page of the search engines when you do a
search for your product or service?

Did you know that up o 92% do not go past the first page of Google when searching for a
product or service, that is a lot of potential enguines you are missing out on!

Do you know how many people visit your website each day, week, or month?

If you do not know the answer why not consider getting a FREE Google Analytics page
set-up together with conversion goals so you can track the source, you are receiving
enguiries from.

Have you got a FREE Google My Business listing for your business?

By getting an SEO expernt to optimise your website you will receive more quality traffic to
your website = more sales.

Do you need instant sales leads?

Pay-per-click advertising delivers fast, measurable results for your business.

Mo wasted spend as you can target your exact audience — age, gender, location, interests,
income band, etc

Pay-per-click advertising is flexible, you can tumn your campaign on or off or reduce your
daily budget instantly.

You can target your ideal target audience.

The figures speak for themselves — did you know that 7 billion businesses invested in pay
per click advertizing in 2017.

Lizing an exper to set-up and manage your pay per click campaign will ensure no wasted

spend & maximum return on your investment.
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For more advice on your SEO or PPC get in touch with

Melanie Gray
01202 71722¢
mel@digitally-ahead.co.uk.




Telesales

Have a clean dataset. Make zure you've worked out who the right job titles will be, ask for
the name of the person.

smile! Even Dale Camegie talks about the importance of smiling when holding
converzations for relationship building or any kind of phone comversation.

Be genuinely happy when you get through to the person you wanted to speak

to! If someone feels appreciated and important, they are more likely to give

you what you want.

Treat it like you are calling s=omeone you know. In that situation, you would simply say °

Hi — iz Jane in today?" — do the same, be authormtative yet casual. An authoritative tone will
always help you pass the gatekeepers and not be questioned. Lots of people stand, to have
miore authority in their voice!

Have the prospect's website open, be aware of topical news which might relate to your call
or show that you've put some thought and effort in and that you understand them! You can
use these items to build rapport and trust.

Be gracious if they are helping you.

Have a notepad, write notes. It is surprizing what you might forget.

Active listening — picking up on the smallest of sounds of shifts in their tone, be
conscientious and show empathy.

Make it easy for them — giving the illusion of choice by saying "How about Tuesday or
Friday morning?" They are more likely to pick than if you ask them and make them think.
Be reliable — make sure you do what you've said you will. “Il call you on Thursday at 117
— be sure to do that!

For more advice about Telesales get in touch with

Emma Friendzhip-Kilburn
0759 220 8800
efk@emm-power.com




Video for your business

Video is a great tool for building relationships with your audience and telling them
about the great services or products you offer. Record a video of yourself, take your
clients behind the scenes and share your personality too. By showing up on video
and being authentic it enables your customers to know, like and trust you.

Mow is a great time to take out that smartphone and work on your video technigues.
Get to know your phone and all the functions and feafures it has. Try different
buttons, different angles, test out new kit and keep developing those skills. If you
plan on talking fo camera you may need to practice that too (it gets easier the more
you do if).

Take risks and experiment a little. Have you thought about trying time-lapse video,
sharing a photo/video diary, posting at different times of the day or even on a new
platform — do it now! Video is such a popular format. More people are frying new
things, spending more time online and they welcome new content so give it a go.

=,
ff’j
f}‘,l;':{ ___?'
#-/ PRODUCTIONS
.,

R

For more advice on video for your business get in touch with

Georgina Ash
07771 892552
georgina@grubproductions.co.uk




