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· We even created a landing page and opt-in offer specifically for you (yep, you!). 
Knowing what we do about the readers of this blog, we created something you’d 
find useful.

This focused approach makes readers feel you’re speaking directly to them. We tested a 
lot, and as we’ve fine-tuned this niche marketing, we’ve seen greater conversions.
 
Blog Content and Community
In the months leading up to our launch, we provided 
information for job candidates and companies looking to 
hire. Even though our platform hadn’t launched yet, we kept 
in touch and kept people coming back to the site.
With the blog, as with everything else, I tested. I kept a close 
eye on analytics. When something didn’t work or when we 
found a vein that engaged people, we rebuilt the editorial 
calendar based on that knowledge. Being willing to change 
gears saves time and money by shifting energy from non-
productive actions into profitable directions.

 
Social Media—Personalized
Social media is about real connection.
I learned this lesson by trying to grow my number of 
Twitter followers. I followed 100 businesses in my target 
market each day. I had ditched using automated responses, 
so when somebody began following me back, I found 
relevant information about the person or company to create 
a personalized reply. I got creative, taking a picture of a 
handwritten note or making a video.
One person wanted to Skype to learn what I was doing 
because they were impressed that they received a custom 
message from me. This blew me away. The simplest level of 
communication and nobody is doing it? That strategy started 
adding 50 followers a week, but it wasn’t just numbers. 
Twitter became about real engagement and connection.
Personalizing each tweet may not be scalable, but focusing on 
quality personal connections makes a difference.
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Mobile Ease
Our target market lives on mobile devices. We needed to go 
beyond mobile accessibility for the HipHire platform. We 
needed mobile ease.
One of the ways we did that was to show HipHire users that 
we can really deliver before asking them to set up a profile. 
We streamlined the profile process: type in a few key details 
(name and the like), then click, click, click, submit.
Making sure your site views correctly on a phone is pretty 
standard, but have you made your process simple for mobile 
users?
 

Visual Content
People want to know what the product looks like. They 
want to visualize themselves using it. That was a challenge 
for HipHire in the beginning because we started building 
awareness for the service before our platform was live. We got 
over this hurdle by providing “sneak peeks” throughout the 
process.
Since our audience was likely to be mobile, we showed 
mobile screenshots. This use of visual content demonstrated 
how clean and simple the process really is and helped build 
excitement as we neared our live launch.
To make your online assets really worth your time, focus on 
three Cs: customize, connect, and (when testing shows you 
should) change.
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Why Video Marketing Is the Most Important Asset to 
Have in 2015
By Ira Chopovska
According to a research from Cisco, 69% of all traffic will 
be video- related by 2017. It is soon to outperform other 
content types and is most likely to provide a long- term 
customer engagement. Moreover, video could become an 
extremely effective tool for small businesses, too, breaking 
the stereotype that only mid sized and large companies can 
really afford it.
If your company has not yet considered video marketing as 
a tool worth incorporating into a marketing strategy, you 
should definitely give it a second thought.

Why is Video Marketing is Important?
Video is an immense opportunity to get people genuinely interested and emotionally 
attached to your products. This is a unique option for better storytelling that is truly 
compelling, entertaining, and inspiring to your audience. It’s a new way to deliver 
higher value to your customers who will appreciate it if the video is insightful, funny, 
and useful.
The stats are very promising: 65% of people watch more than three-quarters of a video. 
Therefore, they most likely have enough time to catch the idea you’re trying to promote 
and engage with it.
Moreover, more than 80% of senior executives state they’ve watched more videos this 
year than last year. This means you have a great opportunity to influence people who 
directly take part in decision-making and can decide to buy your products.
This is especially good news for small business owners whose most important goal is to 
attract new customers (in other words, the ones who have never really thought about 
buying from an unknown startup.)
More people are watching more videos even more often now than before. This is why 
you have to be present in those videos  because this is what is going to level-up your 
brand.

Online videos are becoming more and 

more critical to have as a part of 

your marketing mix. Videos increase 

engagement and get you more shares 

and views.
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There are three ways marketers and small business owners can use video marketing:
· to foster online engagement
· to enhance brand awareness
· to generate leads 

Fostering Online Engagement
Engaging, useful, and, most importantly, emotional videos go viral. (However, most 
B2B videos most likely won’t gather millions of views but that doesn’t mean they’re 
failures.)
Using emotion as the strongest argument in your video can connect your business with 
your target audience in mere seconds. They watch the video, become interested, and 
most often do what you want them to do – sign up to a free demo or subscribe to your 
newsletter. 70% of marketers say that video is the most converting type of content. 
That’s why ignoring it means losing valuable ties with your target audience. 
  
Generating Leads
Video marketing can be a powerful tool to bring more targeted traffic to your site. Stats 
show that writing the word “video” in a subject line of an email increases open rate by 
19%. What’s even better, tracking video performance gives you a solid opportunity to 
qualify your leads (e.g., by calculating the average time a person spends on watching the 
video as well as figuring out who that person is.) 
  
Enhancing Brand Awareness
While most marketers think video marketing is a great way to reach mass audiences, 
the best approach is actually the opposite. The more targeted your niche, the higher 
the odds of  increased conversion. You’re building an audience of people who are truly 
interested in your business and appreciate the value you’re offering and will later spread 
the word about you.
One more thing to remember is that your goal as a small business owner or marketer is 
not to reach millions of viewers of your painstakingly-produced (but awesome) video. 
Why would you need tons of unqualified views if your audience is not that large? 
On the contrary, a video totally focused on your real customers is your brand’s way of 
saying: “We know your pain and we’re offering you the best solution possible”.
In today’s noisy marketing landscape, video is one of the best ways to reach important 
audiences and make them active supporters of your business. Part of your strategy 
should be figuring out how to enhance your content marketing with powerful, 
inspirational, and engaging videos.

http://ducttapemarketing.com
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Why Online Reviews are Almost As Good As Referrals
By Jason Keeler
As a business owner, there isn’t much better than a good 
referral. It shows that you’re doing something right, and that 
your customers think highly enough of you as a partner to 
tell other people in their circle about their great experience. 
Referral leads have a tremendously high closing percentage 
as well versus other cultivated leads. The implied trust factor 
allows you to skip a lot of the relationship building and 
get right down to business. Unfortunately, even your most 
vocal brand advocates will likely only influence a handful 
of prospective customers at most, and more than likely just 
one or two. But what if your happy customers were able to 
influence hundreds or even thousands of prospects? 

The Power Of Faceless People
In the absence of a trusted business contact steering a 
prospect to your door, an online review can be almost as 
powerful. Never mind that there’s no connection between the 
reviewer and the prospect reading their review. According to 
Forrester data from a 2012 study, nearly one third of online 
consumers trust a stranger as opposed to a brand. That data 
speaks specifically to consumers buying an online product, but 
the sentiment holds true for prospects researching brick and 
mortar businesses on the web. A 20123 study by Bright Local 
showed that nearly 85% of customers read online reviews 
before trying a new restaurant, hiring a local contractor or 
making a major in-home purchase. The impact of positive 
reviews from total strangers is incredibly powerful, even if 
their testimonial fails to put a face with a name. 

The Impact On Local Search
The value of search engine optimization to any specific business varies, but local SEO 
– impacting where your business falls in Google’s local search returns – can be a huge 
driver for both foot traffic and online visits. The online reviews of your business are a 
big driver for where (or if ) your business appears in the pecking order. There are quite 
a few other factors as well, but total reviews, quality/length of reviews, having variety in 
the sites where you are reviewed and of course the sentiment of your reviews will play 

Online reviews have become an 
integral part of online reputation 
management. Your business is only as 
good as the Yelp and Google reviews 
as it receives. Good reviews will help 
boost your search results and get you 
more business. Bad reviews will scare 
potential customers away. 
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a big role in determining your place. Aside from helping you manipulate local search 
results, reviews on popular portals like Yelp! can be a source of referral traffic to your 
website as well.

Ask And You Shall Receive
As is often the case, some things can be acquired simply by asking. Ensuring that your 
company actively seeks both referrals and reviews will most certainly pay dividends. 
And for those who need more than a simple ask? There’s certainly nothing wrong with 
establishing a review reward similar to a referral bonus, as a consideration for their time. 
Smart companies may even tie it in to a discount on a future order, not only ensuring 
a good review but also improving the chance that there’s a repeat order from a current 
customer. Another unique way to improve your review rate is to use surveys. The bonus 
here is that you can also find out a few interesting things about your business – areas 
that you’re surprisingly weak or strong in – and either reward those responsible or start 
making improvements.
As previously noted, referrals are like gold…but good online reviews are at least like 
silver, or a high-grade copper. There’s real value there. Make sure you spend time 
focusing on reviews as well as referrals, and you’ll put more prospects in your funnel 
with relative ease.

http://ducttapemarketing.com
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Monthly Favs

Every month I like to collect some of my favorite links and tools 
to help take your marketing efforts to the next level. Here are 
my monthly favs.

LAPA – Nice collection of landing page examples from around the web

Synup – Another player in the local marketing software category with some nice 

features

Open Space – New York based unique spaces for short term rent and collaboration

Flutter – Create recurring tweets for dynamic content

missinglett_r – Naturally automates social posting of your blog content over time

Katch – Tool to aggregate and feature your Periscope and Meerkat streams

The Facebook Ads Gallery – search through hundreds of examples of Facebook 

ads from Adespresso

AirBnB for Business – Now you can sign your company up to manage business 

travel in unique properties

Content Seeding – Upload any piece of content and get it matched to 25 

influencers based on the content

http://ducttapemarketing.com
http://facebook.com/ducttapemarketing
http://lapa.ninja/
http://synup.com/index.html
http://www.thisopenspace.co/findopenspace/new-york
https://flutter.social/
http://missinglettr.com/
http://katch.me/
http://adespresso.com/academy/ads-examples/
https://www.airbnb.com/business/signup
http://content.onalytica.com/
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The Duct Tape Marketing System 
Thank you for your interest in the Duct Tape Marketing System and this lesson 
topic, Online Assets. If this content interested you, I urge you to join our exciting 
new online program and community,  The Duct Tape Marketing System. There you 
can find even more content on this subject as well as the other aspects of the Duct 
Tape Marketing System. 
When I created the Duct Tape Marketing System, I sought out to impact as many 
businesses as possible by installing a practical and effective marketing system that 
ensures ongoing marketing success and growth. This new program includes the 
many lessons and modules of the Duct Tape Marketing System so you can install it 
in your business. In addition, you will have access to: 

· Exclusive live webinars  
· Monthly Q&A sessions with John Jantsch  
· The accountability of a vast network of marketing consultants and business 

owners to help you meet and exceed your marketing goals  
 
If taking control of your marketing efforts interests you, I urge you to take advantage of 
this opportunity. For more information, visit www.ducttapemarketingsystem.com.  

Content Amplification Checklist
When you create great content, it is important to amplify it as much as possible. 
Sometimes it can be difficult to remember where and when to share it across all 
of your many platforms and assets. Use this checklist to get the most out of your 
content amplification every time. 
This is just one of the many assets that is included in your membership to the 
Duct Tape Marketing System online program and community. If you enjoy this 
document and want even more great content, I urge you to try out the Duct Tape 
Marketing System. 

http://ducttapemarketing.com
http://facebook.com/ducttapemarketing
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Social Networks

Optimization

Open Graph elements

Google+ Authorship

Paid options

Promoted Tweets

Sponsored Facebook Posts

Targeted LinkedIn posts

Paid Stumbleupon Traffic

Reddit Advertisements

AdWords

Content placement services (Outbrain)

Facebook (Pages?)

LinkedIn (Groups?)

Google+

Twitter

YouTube

Pinterest

Reddit

Other
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Filename
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se this checklist as you publish new content  

and seek to share it with your community to 

ensure you cover as many options as possible.
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About Us Duct Tape Marketing

About The Author

John Jantsch is a marketing consultant, speaker and best selling author of Duct Tape 
Marketing, Duct Tape Selling, The Commitment Engine and The Referral Engine. 

He is the creator of the Duct Tape Marketing System and Duct Tape Marketing 
Consulting Network that trains and licenses small business marketing consultants 
around the world. 

His blog was chosen as a Forbes favorite for marketing and small business and his podcast, a top ten marketing show 
on iTunes, was called a “must listen” by Fast Company magazine. 

Huffington Post calls him one of the top 100 “Must Follow” on Twitter and Forbes named Duct Tape Marketing on 
of the 100 Best Websites for Entrepreneurs. 

To find out more about John and Duct Tape Marketing visit http://www.ducttapemarketing.com/. 

Have you ever wondered if the marketing you are doing currently is 
effective? Would you like someone to evaluate those activities – and make 
recommendations to tweak and make those activities more effective?

We’ve created a “Marketing Checkup” to give you the opportunity to tell us 
about your business and your marketing. 

Our consultants will review the information you provide – research it – 
compare it to your competitors – and share their findings with you. Our 
consultants are trained to help you: 

• Gain control of your marketing to generate more leads and
close more sales

• Get the strategy right so that you can implement targeted
marketing tactics that get real results.

• Integrate a total online presence into your overall
marketing plan above and beyond activating social media.

This process is completely free – it gives both parties the opportunity to 
work together and determine if we are a good fit to work together on a larger 
project.  

Start your marketing check up today: 
https://newinitiativesmarketing.com/your-audit/

FIND OUT IF YOUR MARKETING IS CURRENTLY ON TRACK

Jen Kelly - CEO
New Initiatives Marketing

416 275 0829
@jenkellyjen
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