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Preface


As you begin your learning and exploration of the internet tools that are essential in today’s technical world, we want to provide some helpful advice on how these tools can be used to effectively market your business. This primer is not intended to make you an expert in the technology needed to build a website or use social media.  

These tools can be very effective in marketing your small business.  They won’t be effective if you don’t have a plan on how to use them.  They require a significant investment of your time to use so you must have a well thought out strategy.  

The social media tools are by and large free for you to use.  However, you need to know which one will be most efficient for your business so you will have the time to devote to the many other tasks involved in building and running a successful small business.
SCORE counselors are available to help you with the marketing and other aspects of starting or running your business.  However, we suggest that you use other resources to learn the technology of the internet.  The social media sites such as Linkedin, Twitter, Facebook, etc. are best learned by signing up and using these tools.  You can’t break them so begin exploring what is available from each site!
Website Design


In today’s environment a website is essential to help people find your business.  You want your website to be bright,   appealing and ranked high on the common search engines such as Google and Yahoo.

Common website objectives:

· Provides a favorable first impression

· Helps to provide a forum to form your brand image

· Communicates a value proposition. What should people who consider doing business with you expect from you that is better than your competition?
· Educates your customers about your company, product, or service.

· Asks the viewer to take action – to call you directly or order on line. 
Hint: make sure you have your phone number and 
e-mail address on every page..

The bottom line is you want the viewer to interact with your business. 


Avoid these common mistakes in your website design:

· Trying to tell more than is necessary - too wordy

· Talking too much about you instead of your product or service
· Talk to the the viewer. DO NOT use jargon only common to people in your business.
· Using gobbledygook - For example: This is the BEST of this type product! Really?

· Don’t use terms only used inside your company.

· Information that is hard to find.  For example the phone number, see the hint above.


Identify the information needs for each audience you want to serve and include it in your web site (most likely on separate pages):

· Prospects

· Customers

· Business partners

· Media

· Investors

· Analysts

· Employees


Look at the layout of a major company such as 3M or Best Buy and see how they package the information because they talk to each of these audiences.  The size of your business most likely won’t require that you include all these audiences.


Identify the information needs for each audience:

· What do you offer?
· To whom do you sell?
· Why you’re the best.
· When are you open?
· Where are you located?
· How does someone buy/get information?
· How much does it cost?

Develop your information architecture:

· Translate information needs into navigation buttons on your website
· Position important information up front

· Descriptive navigation - If you sell sprinklers don’t put a navigation tool that says products, use sprinklers.

· Clear calls to action (buy,contact,visit,learn more,etc.)


Make your site findable for those looking for what you offer (the online equivalent to location, location, location). Search engines want to provide the most relevant high quality results to those requesting a search.  You want to be that site. 

· The more content you have on your site the more chances the search engines will  be able to find your site.    
· Keep the content fresh.  The search engines monitor how often the content is changed.

      Research  “Keywords” for selection so you get ranked high on a search.
Keyword tools:

· Google keyword tool (http://www.google.com/sktool)

· Wordstream (http://www.wordstream.com/keywords/)

· KeywordSmash (http://www.keywordsmash.com/)
      These free websites allow you to determine how frequently keywords  

       you are thinking about using are used in searches.
A technical term that is used in websites is “meta tags” where the title of your website is stored.  The title is made up of “keywords” that you choose so that the search engines can find your website.  
You can view the meta tags on a web site by going to the view button on the toolbar and then click on source.  You will then see the code behind the web sites and the meta tags are identified and shown in this code.  If your competitors are listed above you in a search for your product, look at their meta tags to see what they are using.  This is a technical area that is used by professional website designers and people who do search engine optimization (SEO).

The description of your product on your website will also help the search engines find you.


Keywords are used to drive traffic to your website but they are no longer critical.  They are used by some second tier search engines.  It doesn’t hurt to continue to use the keywords.


The keywords you use in your title should be repeated in other parts of you website:
· Product description and content
· Meta tag
· Headline and subheads
· Page file names (URLs)
· Image file names
· Search Image alt tags

Search engines also look at the number of other sites that link to your website.  Therefore you want to get linked from as many other websites as you can.  You can get listed on other websites with the following local directories:

· GetListed.org(G-Y-B)

· YellowPages.com

· Kudzu.com

· Merchant Circle

· Zib

· Jayde
· HotFrog

The links in and out must be relevant.  Old links are not going to help you much - search engines will look at who is linking to you - they are also starting to pay very close attention to how many links you have off your web site on a page. This is being done to try and drop sites with pages of links.
There are more tips on how to design your website at www.smartmarketingguys.com

Measure the results of your website using Google Analytics.  Key metrics to track with this tool are:

· Overall traffic to your website (seasonally and year over year)

· Search phrases used to find your site

· Branded vs non-branded searches

· The high traffic pages on your website: Is there a clear “call to action” on these pages?

· Conversions - leads to sales?

Search engine optimization is a very technical area. Is this best done by an experienced professional?   
· If you are going to do it within your business, do you have the marketing/technical skills?  
· Can you use online resources?  
· Do you have the time or is this how you want to spend your time?


If you decide to hire someone to do the optimization you can expect to pay $50 to $150/page.  

When evaluating a company:

· Avoid those that offer guarantees for a high ranking.  No one knows exactly how you will fare over time.  
· Look at the track records of previous optimizations the company or individual has done.  
· Be clear you don’t want “tricks” in the code that could get you banned from the internet.  

     
 If you hire someone to create your website you still need to have a basic knowledge of what has to be done and how things work.  Know what content you want on the site so you give clear direction on the marketing aspects of the site, but be open to suggestions from the professionals doing the work.  

Email Marketing
     
 Be aware that if you want to send emails to your customers, most internet sites such as yahoo and gmail will limit the number of people you can send to on a list to avoid spam.  You will not be told how many people on your list will have received your e-mail. 
      
There are services available to help you design and automate your email lists.  Search for email services to get a list of these providers (some are listed at the end of this primer).

    They provide the following services:
· Easy to use templates

· Reinforce brand identity

· Email addresses that show only one recipient so each of the recipients doesn’t see the addresses of all the recipients.

· Manage lists: adding new subscribers, handling bounce backs (undeliverable messages), and removing un-subscribers.

· Ensure email delivery

· Tracks results 
· Obeys the laws.


You can have a box to allow signups on your website pages.  You should have this box on each page so you can capture as many prospects as possible to communicate messages about your business.

Those messages should:

· Provide relevant valuable information

· Be clear and concise

· Use appropriate graphics

· Use white space effectively

· Include “call to action” links

· Create a sense of urgency

· Capitalize and punctuate carefully

· Proofread


Valuable and relevant information focuses on content, not about you, but about what you know.  This allows you to trade useful information that they will talk about when they are out with friends and will have them look forward to your next communication.

Social Media
     
 Social media is a way to get feedback from customers and have a dialogue with them.  Two methods to track what is being said about you on the internet are Google alerts and Hootsuite.com.  You will be told when topics or key words, like your company name, are being used on the internet in the social networking sites or on Blogs.  
     
Your use of social networking should be designed to:

· Manage these conversations 
· Provide information that corrects false statements 
· Provides valuable feedback to re-design your product or service
· Communicate important information about your company’s offerings.

Use the social network to get greater consumer participation.  This is the real value in social networking.  The old advertising model didn’t provide feedback on your ad or your product.  Now you can have a dialogue with your customers and the more you interact, the better the relationship.

Even in this medium the key is not in convincing people about your product or service but about delivering a good value proposition to your customer.  The social network then allows these customers to recommend you to others to fuel your growth.


Use the new social networking tools in lieu of having to meet people face to face.

· Listen to what is being said

· Network with groups that may be interested in doing business with you

· Interact with groups and individuals

· Share information

· Carefully promote your business


The following social monitoring tools are also available to understand what’s being said in the social network:

· Alterian SM2

· Social Mention

· UberVu

· Twitter Search

· Many more at HTTP://wiki.kenburbary.com

Social Network Etiquette:


Do





Don’t

- Complete your profiles

- Make it all about Me

- Answer questions


- Sell/Promote excessively

- Share interesting/relevant info
- Try to automate everything
- Endorse others


- Be sneaky/misrepresent

Linkedin
    
Who’s using Linkedin?

· Executives from all Fortune 500 companies

· Average age 43

· 54% male/46% female

· Average household income $107,278

· 77.6% college/post graduate education

· 42.5% own a PDA

· 41.7% access Linkedin from work


Is this the market you are trying to reach?   If not another social networking site may be the one you want to use to get to the consumers you are interested in reaching.  For example, are the Linkedin members the ones that buy fresh produce that you want to sell locally?

Remember to complete all sections of the profile and use “key” words that describe your product or skills.


Edit the title on your profile so key word searches find you.  In the “interests section” the key words are also searchable.


You have a choice in finding people you want to link to:

· Individually enter email addresses

· Import email addresses from your web browser


Use status updates judicially to tell those you are linked to about important information they may want to know.  Remember the audience you are reaching. They probably don’t want to know about your vacation.

Find customers by searching by:

· Name

· Company

· Industry

· Function

· Zip code – 10 to 100 miles

· Key word search of profiles


Linkedin has many groups that you can join.  Typically the name of the group will tell you that the members of the group are in your target group.  Once you have joined the group you can email someone you want to contact that is also in the group.
    
 Use group participation to become known:

· Start discussions

· Submit news items

· Participate in discussions

· Present yourself as a thought leader

· Offer advice and assistance

· Not a direct sale!

Facebook
    
 You can use the targeting page to set up an audience that is on Facebook:

· You can select the location you are interested in researching

· Select the demographics of the group you are interested in serving
Go to this page and try it out.  You can’t break it and it will show you 
the type of information you will have available to you.

    
 Facebook is going to be a place where you will have more social interaction to your audience.  You can also get:
· A selection of settings for your Facebook page or group

· Reporting for your pages on Facebook

· The ability to send special notices about your business to your friends.


Great how to resources:

· http://mashable.com/social-media/facebook/
· http://blog.facebook.com/
· http://www.allfacebook.com/
Twitter
Twitter stats:
· 106 million users

· 300,000 new users sign up per day

· Approximately 60% from outside the U.S.

· 600 million search queries on Twitter each day

· More than 100,000 Twitter applications

· 37% of active Twitter users use their phone to tweet

· Just under 2 billion tweets per month


With this volume you will sometimes get the “fail whale” (a picture of a whale) that indicates Twitter is at capacity.
Six steps to successful tweeting:
· Create a profile

· Set up accounts on Twitter tools

· Use Twitter Search to see what everyone is talking about

· Follow lists or individuals on lists

· Set up a tweeting plan

· Start tweeting

Creating a Profile:

· The profile can be in your name, your brand, your company

· Create a unique Twitter name

· Add a profile picture

· Use key words

· Include a link to your website

· Create a custom background

Use “Twitter Search” to find out what they are saying about:

· You

· Your brand

· Your industry

· Your competition
To set up a tweeting plan:

· “Tweets” should be a conversation

· “Twitter” is a friendly information booth or coffee house

· Plan for scheduled and interactive” tweets”
· People ask spontaneous questions of all kinds

· Engage your followers and those you follow

· Add some fun into your messages, but stick to your image

Blogging
Website versus Blogs:
    
         Website



 Blogs


- Static content


- Frequently updated

- Format/professional

- Informal


- Broadcast



- Dialog


- Transactional


- Educational


- Product/services


- Industry/customer issues


- (almost) Mandatory

- Not for everyone

Blogs aren’t for everyone. You must have:

· Passion to communicate
· Industry knowledge

· Ability to write

· Commitment

· Patience

Web site locations to start a Blog:

· Blogger

· Word Press (rated number (1) choice by some)

· Type Pad

To get noticed, leave comments on other’s Blog sites with your Blog address.

How to build Blog traffic:

· Link it everywhere

· Your website

· Social Networking profiles

· Comments on other Blogs

· In your email signature

· Offline channels

· Business cards

· Brochures

· Signage

· Blog directories

· RSS syndication sites

Summary of Useful Sites
Notice: NONE of the sites listed below are endorsed by SCORE.  They are provided as a sample list of such sites and providers.

Access these samples of sites to create your own web site (search for other sites):
webhosting.yahoo.com     
www.buildyoursite.com     

heritagewebdesign.com  
Access this site for tips on website design: 
 www.smartmarketingguys.com 
Keyword tools:


Google keyword tool (http://www.google.com/sktool)
Wordstream (http://www.wordstream.com/keywords/)
KeywordSmash (http://www.keywordsmash.com/
Sites to get your site listed as a link:


GetListed.org(G-Y-B)


YellowPages.com

Kudzu.com

Merchant Circle

Zib

Jayde

HotFrog

Measure the results of your website using Google Analytics:

www.google.com/analytics     
Email marketing services:

email-marketing-service-review.toptenreviews.com
www.icontact.com     

www.campaigner.com
www.constantcontact.com
Social Network sites:
social-networking-websites-review.toptenreviews.com/

www.linkedin.com/
www.facebook.com/
Twitter.com

www.youtube.com/
Social Network monitoring tools:

Alterian SM2

Social Mention

UberVu

Twitter Search
Google alerts 

Hootsuite.com

Many more at HTTP://wiki.kenburbary.com
How to use Facebook:

http://mashable.com/social-media/facebook/
http://blog.facebook.com/
http://www.allfacebook.com/
Web site locations to start a Blog:

Blogger

Word Press (number 1 choice by some)

Type Pad
As always, search engines are a good place to get additional sites that may be useful to you:

www.google.com
www.yahoo.com
www.searchengines.com/
www.bing.com/
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