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Advertising Cheaply and Effectively

Advertising is the lifeblood of your business. To be dfecyou will need to advertise
on a regular basis. One advertisement rarely brimgant results. Your potential
customer needs to see your ads several times beforeapungh

In order to make an effective campaign, it is necgdsanave an advertising budget.
This would be money set aside especially for advertising wise to start on a monthly
budget. Start with a small but reasonable amount and wwods the business starts to
grow.

What ads should you start with? Classified ads are thepetst and will allow you to test
your ads. Bear in mind that Classifieds have the leg&iseire, so even if you get 1-2
responses, you can consider that you have made an irQpeet.you have ascertained
the best ad to use expand it (adding benefits) and make Btdo Ad.

A solo ad will give maximum exposure and will be how yan test the most effective
Ezines and publications for your ads. Always remembentktand test every ad, and
note down your results. In this way you can find out whaidhs doing well and what
ezines are producing the best results.

Some keys to success in advertising are:

1. The 2 T's Track and test every ad

2. Targeting is a must. It is very important to chooseigt@ market for your
advertising. This is a common mistake with advertiseiedivertise to the wrong
market and wonder why results are poor. For instancauifiye selling golf clubs ads
to a health magazine you may not get good response butisitigein a Golfing
magazine would produce better results.

3. Bigger is not always better. | have had varying redudim different
Ezines/publications. Some quite small lists have producediagly good results.
Others with far bigger lists had poor response.

The way you advertise is critical to your business. Meed to carefully plan and list all
the places that will be beneficial to advertise yourress and target them one by one.
Build on your successes and grow your campaigns as your lalbget. Good
advertising will help you sell and build your profitable busie



How to Save Money Advertising

Advertising is critical for the growth and survival of ydawsiness. Without it your
business would just stay as a nonexistent entity, tlak@y in some corner, with
nobody knowing or caring what you are let alone what ai@ selling. The greatest
problem facing small business owners is the need fointamits advertising and the
expense involved.

With the advent of the internet the playing field hagled. Now it is possible for even
the smallest business to be able to advertise wittaivedly small budget. Here are some
ways to cut costs and still be a major player.

Free/cheap advertising that works:

» Article distribution-this is a free or cheaper serwaai can distribute articles free
or pay a submission service a small fee to do thisdar y

* Ad swaps, article swaps- These can be done with lirtkgra and other
publications

» Classified ads -these can be relatively cheap and etfestien placed on well
targeted , high traffic websites. Be aware of costatds per click.

» Linking- linking to related businesses will give you plentyiret targeted traffic
to your website.

» Search engine submission- Google and other major seagahes allow free
submission. Put your correct keyword, title and descriptieteMags in for this.

» Pay-Per-clicks and Google Ad Words- this is a cheap waggt targeted traffic
fast to your website. Do your research and choose kelgnary carefully for
this promotion. Be careful to make a note of costspdes conversion of clicks
and base your bidding on this.

* Blogging- is free at http://blog.com You can update your welasd let visitors
know about new products/services you will be introducingsées You can write
comments leading to new content on your website |estieviews etc. these are
great presell tools for your products and services

How to save money on your campaign and still be effective:

» Start small and work up. Do not start off with soloa ijpublication, before
knowing how responsive the readers will be to your offer.

» Tracking and testing

e Target your ads. Subscribe to the ezine and see whatf sedgders they are
catering too. Place ads in the ezine that you know ntédrest the clientele.

» Start your own free newsletter-build your own responbiv&ness list to
advertise to. This is very cheap as it will only cost gomonthly fee for your
autoresponder, which you will get back with even somdlsdeaertising.



» Trading services -trading services for advertising witlcast you anything and
get you a lot of good advertising.

With a careful budget and using these few points youbeilhble to advertise like the
“big boys” and still promote well. The only differencethat you will be doing it on far
less.



Building Relationships through Your Sales Copy

Whenever you try to sell anything you need to build a melatiip with your reader. Few
people will buy without this vital connection between youl those reading your sales
copy. It doesn’t matter what sort of sales copy y@uueming. It can be a small classified
ad or a full-blown Sales page. Unless you can build up tlasreilationship with your
reader you will make little or no sales.

How do you define a relationship built on merely readingrygales copy? It is the
feeling a reader will have about you when reading your adles letter. Your aim with
any of your sales copy is to build a good rapport with yeader.

What sort of feelings do you want to create in your reader?

* Empathy
* Your product/service can help them resolve their problem
* Trust

* Need to buy

A feeling of empathy: Your reader wants to feel that you understand their rexedls
wants. When you sympathize with your readers’ needswiiklge able to form a bond,
they will be able to say, “yes this person understands$ Wwkant and understands the
problems | am facing.”

Creating a feeling that you can and will help them resolve their
problem.

Do not just reel off facts and figures. Show your readsitipe and strong reasons why
your product will help them. In this way they will febbt you are genuinely interested in
solving their problems and really have a product /servicentitiedo this.

Trust is the main ingredient in building a relationship witluypotential customer. Sales
can be made or lost on this all-important feeling. Wipeople build trust in you and your
product/service they will buy.

How do you achieve this?

* Personalize

* Empathize

* Persuade

* Prove your trustworthiness



Create the need to buy your product

» State the problem your reader has and emphasize tlegitmeesolve it. Declare
your USPS (unique selling position) State what your produei¢eecan do and
how it will greatly help your reader solve a problem disaa desire.

More techniques that will help you build a relationship.

» Use of “trigger words”
» Presenting your sales copy (this reflects on youmsfassional)

“Trigger words” are words that touch your reader’'s emotions. They mada fael
good and be more inclined to buy. For example: Do notluskd your business”
“skyrocket your business.” You can see one trigger wardnsake your reader feel
elated and optimistic that this can happen. With thisnigén mind a sale is very much
more likely, and you have achieved this with one word. Wlmenuse these trigger
words you will build a good rapport with your prospective louged increase your
chances of a sale.

Presentationis critical to the overall impression your visitor waket about you. When
your ads and sales pages look good your reader will be imgrasdgerceive you as a
true professional. First impressions are indeed lastingf godr visitor sees you as a
professional they will build a good relationship withuyas they read your copy.

So next time you send out an ad however small rememéeevbrything your reader
sees in your copy will build a relationship and can maker@ak your sale. Strive to
impress your reader, build a relationship and then clesedle with your stunning ad

copy.



How to Ramp Up Your Business with Sizzling Ad Copy

What is the importance of Ad copy? Your ad copy, satésrleill make or break your
business. You can have the best product/service but withgatd sales copy, you
cannot sell anything. Website visitors are becoming incrgyssavvy, hype and hard
selling no longer work, as they used to. A subtler appreachdessary and gets good
results.

Common mistakes in business ad copy:

* Features not benefits

* Too much hype

* Misuse of graphics

» Using the negative trigger words
* Font hard to read

The most frequent error in ad copy, is listing featureégraefits. Your visitor does not
need to know how fancy the product is, they are just lgpfar the answer to “what’s in
it for me?” Why should they buy your product, or use yauvise? You will need to
persuade them that the benefits for them are irrelEsind they would be seriously
missing out if they did not buy your product/use your service.

Here is one of the most irritating of all mistakesping up your product/service. Nobody
likes to be played for a fool least of all your prospectlients. Unbelievable
exaggeration (hype) does just that. It insults the igezice of your reader and will
alienate them very quickly from the sale. Would you fsayn someone who treated you
like this? Besides if your product is good you will haveugioreal benefits not to need
any useless hype.

Graphics, be careful with these. Small relevant pictoaesgo a long way to helping sell
your product, especially if you are selling hard goods and e-b&okse websites try to
use cartoon graphics and different eye catchers, thidieart your visitor and take away
from your sales message. Again this can bring down thegeedtyour site.
Presentation is very important with a business siteur Yitor needs to take you
seriously in order to buy from you, they need to know gmua professional.
Presentation in your ad copy is especially importayauf are offering a service.

Here is a more subtle mistake and one that with samedut planning and knowledge
does not need to happen. The use of negative “trigger Wdirgsu have been on the
internet for any length of time you will have heard abiddit Fire” Joe Vitale, a
legendary copywriter and article writer. Joe Vitaléhis master of the use of “trigger
words” and subtle “Hypnotic Selling.” What are “triggernds?” These are words that
subconsciously spark a feeling of well-being and urge torbayreader. For example
“Ramp Up” your business with... “Boost" your business using.tfBiscover the
secret”.... | am sure you have seen these and many(there are over 200 ) When you
have looked at good sales pages.
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