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Don’t Believe the Hype:

10 Local SEO Myths

We know it's hard stay up to date
with the latest trends and understand
the difference between good SEO,
and just bad SEO practices. A lot of
information available is unclear and
inconsistent. In this article we're

going to expose some of the biggest
myths of local SEO

O 7 Marketing with Newsletters 101

Newsletters give you another chance
to connect with your audience.
Furthermore, it's is an effective
strategy that your competition is
probably not doing and can give you
a competitive edge.

1 1 How to be Successful on Twitter
Twitter is not just for teens, tycoons
and celebrities. It is a marketing tool
that can help grow your business and
many smart small business owners are
using Twitter as one of their main

online marketing tools in their tool
belt.

1 6 5 Killer YouTube Strategies
There are a lot of different ways to
market your business. You know it, |
know it. But did you know YouTube is
the 2nd largest search engine? With
that said YouTube marketing is
something that you need to be doing

to ensure you are connecting with
your targeted audience.

Welcome To
The Prosperous Partner

Thanks for checking out our 6th issue of The
Prosperous Partner, your online marketing
resource guide for small business. Each
month we will be covering topics that
resonate with local businesses just like yours.

Our goal is simple. We want to enable
you to do big things online, and it all starts by
breaking down the complexities of marketing
your business online.

It doesn’t matter if you're are just starting out,
or an established business owner in your local
community, you can always benefit from
increasing your brand’s visibility online.

To your Success,

Eddie Hill
Grand Master Prosperite

Prosperous Internet Marketing Inc., based in
Northwest Florida, is one of the leading small
business marketing services in North America,
and has been for over five years. We help small
businesses connect with more customers online.

If you want to build your business, you need to
market, it's that simple. But you can lose
thousands of dollars if you don’t know what you
are doing. So we urge you to take action with
some of the strategies we recommend.

For a more “hands off” approach, we offer
affordable solutions and can deliver results. We
hope you enjoy this issue and feel free to reach
out to us anytime.



s a small business owner,

you have heard all the hype.

You know you need to have
a presence online in order to sur-
vive In today’s technology driven
business world. Yet, online mar-
keting is a mystery to many small
business owners. And, even more
intimidating is local marketing.

Don’t Believe The Hype

SEO Myths

Revealed

As confusing as it may be, many small busi-
ness owners, just like you, are often lead to
believe that they can conduct their local
marketing SEO the same way as the national
brands. What works for the national brands
will not work for your local small business
trying to beat out the local competition.

It is hard for any business owner to under-
stand the difference betweenrightand wrong
in relation to local SEO marketing, as the ma-
jority of information available is unclear and
inconsistent. Let’s look at some of the myths
behind successful SEO for local business.



7= Link building
7% is dead

This myth can be found everywhere today,
and primarily stems from Google’s attempt
to stop unnatural links. Matt Cutts made a
recent comment that people trying to build
SEO should stop guest posting. However,
there is nothing wrong with posting valuable
content in the form of guest posts. In fact,
there are specific directories that every busi-
ness should be in and is safe in Google’s eyes.

‘Claiming Business
Listings will boost
your SEO

It has been thought by manylocal businesses,
that if they claim their business listings
online, it will boost their SEO. Yes, it
is beneficial to claim your business, but
it is not the sole reason for boosting
SEO.  There are many other factors
that are involved in SEO marketing.

‘! Social Media does
not help with SEO

Social media or social searchis the rave today.
Businesses that have embraced social media
are experiencing enhanced SEO marketing.
Social media creates natural backlinks when
users on sites, such as Facebook and Twitter,
share your site and information with others.
Thekeyis to post consistently, postvalue driv-
en content and stay active in conversations.

% i
s 8  Keyword Loaded
.‘” +»Domain Names

You will be best served to keep your do-
main name focused on your company
name or brand name. Adding keywords
to your domain name does not typically
provide any SEO support, not anymore
anyway. It is the other SEO market-
ing activities that will promote you and
help in achieving higher search rankings.




r u Mobile is the same

a=u as Desktop

Mobile searching is key for local SEO
marketing. ~ The majority of searches
completed on a mobile device, are per-
formed for local services and products.
Making sure that your website is ideal
for mobile devices can impact your rank-
ings. If you have not considered a mobile
platform for your business, you should.

ﬂ Local Pages are
not needed

At the very least you definitely need to have
your city and state listed on your website
to be included in local searches. Title tags,
on-page citations and links should all clearly
state where you are located. However, if you
really want to boost your local SEO searches,
create a separate local landing page for each
niche of your business. These local landing
pages will place you higher in local searches.
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S Content is not
relevant

It was once thought that link building
was the only way to build successful SEO,
however, with the changes in Google’s al-
gorithms, writing compelling content is
becoming the preferred method in SEO
marketing. As discussed above, link build-
ing is still relevant, however, investing in
value-driven content for webpages, blog
posts and more, will bring more quality
links and leads to you and your website.

Alll need is basic SEO
to rank at the top of

Google Local

You should know your local competition. If
your industry is saturated with businesses
such as yours, you may find it difficult to rank
near the top oflocal searches, though notim-
possible. You will need to invest a great deal
in multiple SEO approaches, consistently,
to promote your business to new custom-
ers and increase your local search ranking.
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4:;:"' 'Photos and/or Videos
& 4are notimportant

Multimedia can be beneficial in increasing your local
search ranking. Images and videos often show in Google
searches as blended displays, therefore, these multimedia
pieces can provide additional opportunities to get your
business found. If you feel that there is no way to im-
plement photos or videos into your business marketing,
think again. Use your imagination — videos of processes,
photos of company events or other local events related to
your service or product, all make great marketing pieces.

Micro§ites and ot.her
domains | own will

+. S help my SEO

There is no real value in spreading your SEO thin. Search
engines today are smart enough to know who a domain
name is registered to and setting up multiple domains
and sites does not build your primary domain, but di-
lutes it. Furthermore, many businesses have been penal-
ized by Google for having microsites that have duplicate
content. Concentrate on building your primary website!

here are many SEO
marketing  strategies,
some that were once

considered mainstream. It’s
difficult for a business owner to
keepupwithconstantlyevolving
SEO strategies and practices.
However, knowing which are
the myths and which are not
can help you to make more
effective decisions with your
SEO marketing campaigns.

Whetheryou hire a professional
to help you with your SEO
marketing or you do it yourself,
you should understand that
SEO is about the overall expe-
rience for the user or search-
er. Take that into consid-
eration, and you’ll generate
more leads and sales online.




f youre not marketing your small business with
newsletters then you need to seriously consider it!
The fact of the matter is that newsletters give you as
a business owner, another chance to connect with your
audience. Furthermore, newsletter marketing is something
that your competition may not be doing so it will give you a
competitive advantage amongst your local customer base.

You need to have your marketing message in front of
your customers as much as possible — newsletters are an
additional method of engagement that should be
taken advantage of. And on top of that publishing a
newsletter is an awesome way to help with your branding.
Think about it — only the best, most authoritative
businesses out there have their very own newsletter,
right? Wouldn't it be great if you were thought of as
the “best” and most “authoritative?” Sure it would!

Here are a few things to consider that will help you get your
newsletter marketing off the ground:



| Let's Talk Statistics

When you are putting your newsletter
together there are a few different options that
you have. First off, you can make your news-
letter in “hard copy” format and distribute
it to your customers as they are in your store
or through direct mail - this is the hard way.
The other, more efficient, way to craft your
newsletter is digitally. If you are able to collect
email addresses of past or potential customers
then you can easily make a newsletter
each month and email it out to them.

The statistics behind email newsletters for
small businesses are staggering. For example,
consider the fact that people who actually
become customers through email spend
138% more than people that have not been
marketed to via email. Additionally, data
suggests that 44% of people who received
an email with some type of promotion in it
last year actually made a purchase.

Considering that, the only course of action to
takeisconnectingwithyourpotentialcustomers
through email newsletter marketing.

138% 44 %

more spendings from
people who have
become customers
through email compared
to those who have not
been marketed to via
email.

of people who received
an email with some type
of promotion in it last
year actually made a
purchase

24

A

__SwwSieT

[ L >~
m epsites PR

sile referral COnte,

target oy




I Who Do | Email Exactiy?

One question that small business owners often
ask is in regard to who exactly they should be
emailing. After all, it is not easy to build a targeted
email list, right? Well, though it isn’t easy, it is
most definitely possible if you know what you are
doing.

The best way to quickly build up your list of email
subscribers is by having what is called an “opt in”
form on your website. This is simply a place where
your website visitors can enter their name and
email address in order to be added to your email
list that you send the newsletter to. A good service
to start out with when starting to build your list
is Constant Contact or Mail Chimp. Believe it or
not, Mail Chimp is totally free to use up until you
get more than 2,000 people subscribed to your
list so you can try it out for nothing to see how it

‘- =

1 Add Useful Content

The other question a lot of small business owners
ask is in regard to exactly what type of content
they should include in their newsletter. For the
most part, it is a good idea to include information
that focuses on filling needs of your customers or
answering questions that they might have. On top
of that, it is also imperative that you have informa-
tion in your newsletter about any sales, specials or
promotions that your business has coming up -
after all, the newsletter is designed to drive your
bottom line up.

works for you. The best part of Mail Chimp is that
its functionality allows you to design, and send, a
great looking newsletter from right within your
account thus making the whole process stream-
lined.

Constant Contact 2"

e

An additional way to build your email list is to use
your Facebook page. You can actually integrate
your opt in form into your Facebook page so that
as people visit and like your Facebook content
they can also add themselves to your email list.
Once again, this will allow you to grow that list
quickly and subsequently market to your email
subscribers through your newsletter.

[‘

An example, of content that focuses on filling a
need or solving a problem may be something like
“How to Care for Hair Extensions” if you are the
owner of a small beauty salon. A good topic for

a car repair station may be “DIY Wiper Blade
Replacement.” As you can see, articles like this
will not only be valuable to the readers, but they
will also help to position you as the authority in
the industry.




| What Not To Do

There are 2 major things that you need to be aware of
when you are marketing with newsletters. The first one
has to do with the newsletter itself — you cannot make
it just a promotional newsletter or nobody will read it.
The newsletter must be more about helping the potential
clientandlessaboutyou. Of course, youare goingtoinclude
information about your services but this must be
secondaryto the useful content thatyou putout. Customers
will find you no matter what if you position your-
self correctly and make your newsletter useful.

The other thing that you cannot do
when building your email list is
sending out newsletters too often.
You cannot send an email to your
subscribers every day or they will
become desensitized to it and stop
opening the email. The best practice
is to only send your newsletter once a
week at the most — anything more and
you may be considered a person that
sends SPAM instead of a person that
provides something valuable that |
the reader looks forward to getting. /
At the end of the day, creating an é
email list and sending newsletters

is something that you need to be

doing in order to grow your busi- NS
ness. These steps are easy to follow, _ |
and the end result can be very profitable for you
if you follow some simple do’s & don'ts. The best |
part about newsletter marketing? It's cumulative -
meaning that your number of subscribers will con- \’
tinue to grow over time, and so will your profits.

!
A
;




How to be
Successful o:

TWIT?

As a small business owner, you are
probably thinking how can a social
platform like Twitter impact my busi-
ness? What can I really say in 140 char-
acters? If this sounds like something
you would say - you could not be far-
ther from the truth.

Social media has proven to be an effec-
tive marketing strategy for small busi-
nesses. With the technolcgy driven

world we live in today, consumers ex-
pect all businesses (large and small) to
be on social media and provide them
with updates, specials and information
at the press of a button. Twitter is not
just for teens, tycoons and celebrities
— it is a marketing tool that can help
grow your business — and many smart
small business owners are using Twitter
as one of their main online marketing
tools in their toaol belt.




The numbers are convincing. Twitter
has been around since 2006 and has
grown substantially. Today, there are
more than 284 million monthly active
users, according to stats released by
Twitter on their website. With almost
500 million tweets sent per day, you can
see why this is a powerful marketing
tool for any small business owner. As
staggering as these stats may seem, you
are probably asking yourself, how can
Twitter help my business? Here are just
a few strategies you can implement to
build your brand on Twitter:

Connect — With the number of active
users on Twitter, it makes it one

of the best places to look for and
connect with potential customers.
Small businesses that cater to a niche
market find that they are able to
connect with their existing customers
and interact with new customers
easily, allowing potential customers
the opportunity to learn more about
their business and their brand. And
stay informed of sales, promotions &
special events.

Brand Awareness — While the
big brands do not need an
introduction to get followers,
small business owners need

and want more people to know
about their products and services.
Twitter allows you to drip brand
information on your followers.
Before you know it, you are
recognizable, reliable and known
for your brand to millions of
followers. Creating that trust with
your followers is key in building
lasting relationships with them,
which will drive sales for your
business.




« Relationships - Positive relationships
are the key to growing your

business. Your Twitter followers

will feel connected to you and your
business as you make an effort to
post updates and tweets that your
customers will find interesting and

helpful. Value driven content is more
powerful today than any other type
of information presented. There is

a balance needed — keep your direct
marketing or sales promotions to a
minimum — too many ads can make
you come across to your followers as
pushy.

Informational Marketing -
Introducing new products and
services or making important
announcements via Twitter has some
great benefits. Not only is this a
more cost effective way to release
information on new products and
services, but it also can potentially
reach millions of people much faster
than other marketing methods, such
as print advertisement and even
radio and television.




« Immediate Feedback — many small
businesses are using Twitter to
monitor, survey and handle feedback
from their customers. Thisis a

very efficient tool in gathering your

customers’ opinions and it allows
you to respond quickly. Responding
to both positive and negative
feedback, can set your small business
apart from that big competitor down
the street. Managing your online

reputation in a professional manner,
creates a positive atmosphere with
your followers.

So Twitter can be a very useful tool
for small businesses in a multitude of
ways. Twitter can help you reach your
consumers in ways that you never
thought were possible. Here's a few
examples of how a few twitter savvy
businesses used Twitter to build their
small business:

» Coffee Groundz is a coffee shop in
Houston, and was one of the first
businesses to use Twitter for takeout
orders. They fill their Twitter stream
with promotions, upcoming events,
pictures, and the announcement of
their special flavor of the day.

Créme Brulee Cart was a small side
business started by a carpenter.
Within a very short period, this
business owner learned that
customers were finding the cart each
day through Twitter. As customers
would stop by the cart, they would




then tweet where the cart was and
what they purchased. This business
owner quickly started using Twitter
to post where the cart was located
every day and what the daily flavors
were. Today, there are more than
20,000 followers on this Twitter
account and the business owner was
able to quit the carpentry business!

Roger Smith Hotel located in

New York City needed an edge to
compete against the big name hotels
in Manhattan. Twitter provided

this hotel an edge that no one
could have seen. After reaching
out through Twitter to some online
influencers and inviting them to
stay during their next visit to NYC,
the Roger Smith Hotel got exactly
what it hoped for — happy guests
that tweeted about their stay. Word
spread quickly and now they are
consistently booked. The hotel
gives their Twitter followers special
discounts and even has a special

Twitter kiosk in their lobby to give
them a special welcome.

Social media can be the driving tool for
small businesses to develop awareness
of its products and services. As a small
business, you are in the perfect position
to use Twitter to your advantage and
build your business to heights you
never thought possible. Maintain

your values and remember the tips
mentioned above. Before you know it,
your followers, and sales will increase.

Social media is not going away. So
don’t be one of those businesses that
struggle and make the mistake of
ignoring the potential of social media
- especially Twitter. It's one of the most
economical ways you can increase
your visibility and reach your audience.
Which is why it so popular among
small businesses. Make it a part of
your marketing strategy for your small
business — reach your audience quicker,
and easier than ever before.
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s a small business owner there are a lot of different ways to market your business. You know it, I know

it. That said, when operating in today’s day and age of advanced technology it is important to choose the

strategies that are going to get you the best return on your investment of time. To that end, YouTube
marketing is something that you need to be doing to ensure you are connecting with your current and
potential customers or clients.

Now, don't be scared - YouTube marketing is easy. You just need to pick out the right strategies to use and put
them in action to start seeing results right away. Take a few minutes to think about how you could implement
the following strategies into your marketing mix as well has how impactful they could be for your bottom line.



Be the Face Of Your Business

If you are like most small business owners out
there then you likely want to lead from the
front, not the back. That said, one great thing
about YouTube is that you can actually get on
camera, create videos and add them to your
website or your Facebook page. This is great
because it will allow potential customers to
get to know, and feel comfortable with, you.

w

Think about this; if a potential customer is
looking for a service that you offer and they
come to your website to see a video where the
owner invites them to learn more the impact can
be massive. Simply put, people will start to feel a
connection with your services and feel that they
have a relationship with a local company that
really cares about their clients. Better yet, when
you have a YouTube account you can create as
manyvideosas youwantandkeep switching them
in and out. For example, you could have a holiday
video themed video up during Christmas wishing
everyone a happy and safe season while educating
them and inviting them to yourlocation for a sale.

Share a Valuable Message

With YouTube you can post and share
videos to common problems that your
customers have. Not only will this help to build
your brand, it will also help you attract and
retain loyal customers. As an example, if you
are a plumber you can share a YouTube video
on your website that shows how to stop a leaky
faucet or a running toilet. Not only will your

visitors appreciate this content but they will keep
you in mind when they actually need a plumber.

The best part of sharing valuable content is that
you do not have to be the one that creates it!
You can simply go to YouTube and search for a
video that solves a problem and embed it on
your website. Under each video on YouTube
there is a share option where you can get

the information
needed to take
a video and place
it on your website.
How easy is that!

Get More Visitors

If you decide that you want to create some valuable
videos full of your own content you will be able to put them
to use right away. Not only will other people find and use your
videos which will push traffic to your website, but having a
catalog of video content that you can use on your website
and direct potential customers to can give you a big boost.

A can’t miss strategy to get more visitors to your website is
to have 2 videos that solve the same problem. Video 1 tells
you what the problem is and the steps needed to fix it while
video 2 actually shows how to carry the steps out. The mag-
ic occurs because as the owner of the videos you can des-
ignate that video 2 is private and is only used on your
website. The result is people watch video 1 because it is
shared all over the internet, but at the end of the video they
are directed to your website to see video 2. Pretty neat, right?




Pay Per View

Did you know that you can actively
promote your videos by paying to have
them show up in the YouTube search results?
And with YouTube videos getting viewed more
than 4-billion times per day there is really
no reason why you should not be paying
to get potential customers to your videos.

The great thing is that you can target who is

_exactly seeing your videos to ensure that you are

etting the highest quality traffic possible. For
ample, if you are the owner of a hair salon you
can target women who live within the zip code
“where you do business. Taking that approach
will guarantee that the only people seeing the
valuable content you are sharing are people who
actually could come through your doors. Now,
it does cost money of course as you are paying
per video view, butif you understand the lifetime
value of just one customer spending a few dollars
on YouTube advertising is more than justifiable if
itis getting new clients cominginto your business.

Call to Action

One more sure fire YouTube strategy that needs
mentioned is that you mustalwaysincludeacallto
action in your videos. This is one small detail that
often goes overlooked by business owners who
are just starting out with their YouTube presence.

At the end of each video you must tell the viewer
what you wantthem to do —maybe you want them
to come into your shop, maybe call your phone
number or maybe print out a coupon from your
website. Whatever that action may be, it is your
job to make sure that you clearly tell them what
you want done. When you take this approach and
give a clear call to action you will see that most
people will do exactly what you ask them to do.

As a small business owner it is really important
that you include YouTube in what you are doing
regarding client acquisition. Video is hot right
now and it is only going to get hotter in the
future. By leveraging the power of YouTube you
will easily be able to drive more visitors to your
website and more dollars through your door.



ONLINE MARKETING DOESN'T NEED TO FEEL LIKE THIS.
LET US HELP!

We Are Great At Solving Puzzles And Have Real
Solutions For Your Business.

 Local SEO « Mobile Marketing
« Social Media « Newsletter Promotion
 Pay Per Click » Responsive Web Design

Gontact Us Today for a FREE Gonsultation and Online Assessment.

WWW.ProsperousIM.COM
(888)241-1776




