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We live in a fast paced,
on-demand world, where
knowledge is power and
we want to know about it
yesterday.
With so much information
available to us online, it’s easy
for your business to get lost
in the noise. As a business
owner, it’s important that you
share your message in an
engaging way that gets easily
found. But with so many
channels of communication
to choose from, how do you
know where to start?
Luckily, the answer is most
likely already right in front
of you – on a website. But
it’s not enough to simply
have a website. You need to
earn your online attention.
You need to deliver the right
message to the right audience
on the right channel at the
right time, and you can do
that with inbound marketing.

What is Inbound Marketing?
Inbound marketing is a term that’s been around for
nearly a decade, but there’s still some confusion
about what it is and what it actually means. It’s
also easily confused with other digital marketing
related words like search engine marketing,
content marketing and online marketing.
Inbound marketing is all about marketing to your
audience in an engaging, helpful and resourceful
manner. Instead of interrupting marketing methods
like cold calling, buying ads and buying emails

lists, Inbound marketing focuses on earning trust
with your customer and draws them in because
they feel like you understand their issues, have
helped them with information and show them how
you can solve their problems.
It’s done through creating content such as blogs,
social media messages, landing pages, email and
marketing campaigns, etc. that are optimised for
searches, and it’s about understanding what your
audience wants to read, watch and listen to.

What are the best ways to
do inbound marketing?
With so many digital marketing strategies out there, it can be difficult to know which ones are going to
work for your business and appeal to your audience.
The best approach is to try some of the tried and true methods (listed below) and see what works for you.
The options below are not everything you can do with Inbound Marketing but they will get you off to a
good start.

Digital Advertising
Traditional advertising is rather hit and miss.
Things like newspaper ads, television and radio
don’t allow you to target a specific audience at a
detailed level.

saves you time, money and you can increase
your return on investment (ROI) because you’re
targeting people who are actually interested in
what you have to say.

But with digital advertising, you can use specific
data to segment your audience and send them
a very specific and targeted message. This

Some statistics flying around suggest that it
costs 61% less per lead using digital advertising
strategies than traditional marketing.

Search Engine Optimisation (SEO)
If you need to know about something, where’s one of
the first places you look? Google! (And other search
platforms like Yahoo, Bing, etc.)
SEO changes frequently, but it’s always centred on the
needs of the searcher. It’s important that you research
who your potential customers are, then create quality
content that draws them in by answering their search
queries. Blogs are a wonderful way to do this, as you
can target long tail keywords. This type of organic traffic
is much more likely to convert when structured from an
SEO perspective.

Content Strategy

Social Media

Content strategy is the process of taking all the content you’re going
to use and working out a strategy for publishing it that makes sense
for your business and your customers. It’s your chance to show off all
that you’ve created. If you’ve done your SEO well, it’s time to convert
all those website visitors into leads and then customers or clients.

Love it or hate it,
social media is here
to stay. Whilst it might
have started out as a
way to communicate
with friends online,
it’s now used for
advertising, social
movements, breaking
news and to connect
with people around
the world that you
otherwise wouldn’t
have had any contact
with.

Your strategy isn’t just what you’ll publish and when. It should also
include an outline of what your audience wants to read (topics),
how you want them feel (tone and voice) and how they want to read
it (format). Your content strategy is a chance to show that you’re
different to your competitors. Use it as an opportunity to build an
emotional connection with your potential clients.

It’s time to embrace
the use of social
media. If you use it
correctly, it could
be one of the most
valuable tools you
have to connect
with your audience
(potential customers).
Do some research
and find out where
your prospects are.
If you use social
media to engage your
audience, engaged
leads are more likely
to become customers.

Video Storytelling

Blogging

Recently, there has been a
massive increase in the use
of video for sharing content.
Video is hugely popular, and
helps you reach your audience
with visually engaging imagery
that might be more difficult
to convey through text or an
infographic.

The fastest way to get people to your website is through
blogging. By offering your audience bite sized pieces of
information that can actually help them solve their problems,
provide useful information which is seen as helpful instead
of “salesy” can bring in more sales opportunities than a
brochure and straight out advertising.

Video allows you to humanize
your message and build
emotional connections. Words
tend to carry more meaning
when we hear a human voice
speaking them. Getting your
message across in 2 minutes
of video is easier for people
to digest than 2000 words of
text, an email and a brochure.
You can explain complicated
messages in a simple way, and
show your human side at the
same time.

There are so many ways you can enhance a blog with SEO
strategies as well, you are actually creating micro sales
machines that sit out on the web and attract new potential
clients and leads to your business.
Pretty cool right? It is a great way to communicate with your
audience and engage with them. If blogging isn’t already
part of your marketing strategy then it might be time to think
about adding it.

Inbound marketing focuses on earning trust
with your customer and drawing them in.

What should you do next?
Just having an online presence isn’t going to cut
it anymore. Keeping up with digital trends is just
the start of what you should be doing to attract
potential customers and clients. The majority of
businesses that are doing well are proactively using
inbound marketing to build a presence and gather
information.
Jumping into every social media channel, recording
a daily video and giving your website a complete
SEO overhaul can seem quite overwhelming. Take
some baby steps and do one thing at a time. When
you’re comfortably managing this, try adding
another technique.
There’s no one-size-fits-all for inbound marketing.
Take some time to think about your business and
what makes you and your target audience unique.
Then start thinking about what methods and tools
will help you get the right message to the right
people in the right place at the right time.

Perhaps you don’t know where to start?

Book in now for an ONLINE AUDIT!
An Online Audit will help you identify where you are
now and what the gaps are that you need to fill in
order to get where you want to go.

BOOK
here

www.salesseoandsocialmedia.com

