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Foreword
Hi there, Jason Better here and congratulations for investing 
in the most valuable social media course in the networking 
industry!  

As you are probably already aware of, social media is pretty 
hot right now, and we are at the cusp of a massive online 
revolution, where many business owners will either 
experience the opportunity of a lifetime or watch their 
businesses go down alongside the US economy.  

Simply put, if you have a networking business, leaving out 
social media as part of your marketing is NOT an option.  

It's a necessity – regardless of whether you are the CEO of a 
major corporation, the owner of a small business, or an up 
and coming network marketing star.

The writing's on the wall and the social media revolution is starting to bubble up from 
under the surface. The rise and success of the Better Networker Community is at the 
forefront of this new revolution.

If you understand social media and how to utilize appropriately, you'll be rewarded as 
the rest of the millions of entrepreneurs in this industry continue to transition online.

But if you approach this new and powerful channel the wrong way, it could literally 
mean the end of your personal brand and business, so you’ll want to read every page of 
this course carefully.

So together with my good friends, Charles Heflin, Ferny Ceballos and Raymond Fong, 
we are going to take you on a social media journey at the end of which, you'll become a 
social media whiz and be leaps and bounds ahead of everyone else.
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Meet Your Instructors
Our first instructor, Ferny Ceballos, is one of the few individuals in 
this industry who can actually claim that his financial freedom came 
out of his activities via Social Media.  

He’s a graduate of the Massachusetts Institute of Technology (MIT) 
and former Rocket Scientist, turned entrepreneur. 

In my humble opinion, there’s no one more qualified whom I know 
of to be teaching you how to create financial freedom with your 
network marketing business using Social Media.

Our second instructor, Charles Heflin, is very well known and 
highly regarded in the internet marketing world as the 
foremost authority on Social Media Marketing and “content 
syndication”, (this is a fancy word for getting your content 
distributed and read).  

He is the founder of SEO20/20, co-owner of Social Media 
Science and creator of the ground breaking content 
syndication platform, Synnd.

Last but certainly not least, Raymond Fong, is Ferny’s business 
partner and co-founder of SEO Networker, the first comprehensive 
SEO training ever released to the network marketing industry.  

But what many folks don’t know about Raymond is that he’s also a 
banner advertising master as well, having been personally 
mentored by the likes of Ryan Deiss.  

Today, he’ll be speaking to you about the most massive traffic 
source social media has to offer… read below to find out what it 
is.... ;-)
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Choosing the Right Social Network to 
Promote Yourself and Your Products

The two biggest challenges you will face in trying to market 
your products and opportunity, via social communities are 
the following:

1) Choosing a Social Community to Focus Your Efforts 

2) Gaining Any Traction or Visibility

Back in 2006 when MySpace and YouTube were breaking 
into the scene among recreational internet users, there were 
very few entrepreneurs who had realized that these social 
networks could be viable places to market a business.

Believe it or not, there was a time when MySpace was NOT 
flooded with spam and fake messages from bikini clad 
women trying to lure you into their web cam membership site.

MySpace at one point was actually used to socialize and meet new friends.  Strange, I 
know!

It was around this time that a few friends of mine started experimenting with MySpace 
to market and promote their particular business opportunity.  Their experiment 
succeeded beyond their wildest dreams and brought them financial freedom.

They literally had MySpace to themselves, using fundamental direct response principles 
and ‘friend getting software’ to build up their friends list to thousands upon thousands 
of people. 

Before you knew it, people were requesting information on how they did it, so they 
offered training on how to use MySpace to market a network marketing business.  

Pretty soon, they weren’t the only ones. The copycats ran amok.

Guru after guru started popping up, promising you the latest tactic, trick, technique or 
software to ‘explode your business’ through MySpace.  Soon after that, MySpace became 
flooded with network marketers using automated software to do friend requests, 
commenting and private messaging.

I should know, I was one of them. 
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I got caught up in the hype and all the tools and tricks for marketing on MySpace, yet I 
couldn’t seem to get it to work.

Then other social networks like Facebook, YouTube, Squidoo, Twitter, Del.icio.us, 
Digg.com, etc. started popping up and becoming the next big thing in the internet 
marketing craze and wanna-be entrepreneurs started shifting from community to 
community, creating profiles, doing friend requests, spamming those friends and getting 
nowhere fast.

Internet marketing gurus, realizing the frustrations of these entrepreneurs, started 
offering training on how to use social media to market.  Some of these programs were 
legitimate, while others were simply offering mediocre teaching and just making a quick 
buck from the craze.

Again, I got caught up in that too. Not much success.

The Point Which Turned My Social Media Efforts, Into Profits

Then one day, I was conducting a training call with Dennis Karganilla.  Raymond had 
met Dennis at a seminar and convinced him to some of our clients.  He discussed some 
of the fundamental principles which had made their marketing on MySpace and 
YouTube so effective.

I remember him covering the concepts behind ‘My Story Marketing’, which simply put, 
was about using proven copywriting formulas and storytelling on your MySpace profile. 
He talked about structuring the content on your MySpace profile like a sales letter, but 
with a more personal touch.

He stressed the importance of telling your story with as much passion and honesty as 
possible.  He emphasized that there is only one of you, therefore it is the best way to 
eliminate competition.

He taught that you should be honest about your struggles, pains and triumphs.  Up until 
that point, I had heard of people having massive success with their programs, but I 
didn’t really understand why until hearing him describe how he went about creating a 
profile.

At that point, I realized that all the tricks, tactics and techniques didn’t matter if I wasn’t 
able to make a personal connection with other folks on MySpace.  With thousands 
literally screaming at the people on my friend’s list, to check out the ‘hottest ground 
floor’ opportunity, I realized that the only way someone is going to listen to me is if they 
trusted me and felt like they knew me.
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The fact of the matter is that when all was set and done, MySpace and any other 
community was about relationships and connecting with people on a personal level.  It’s 
the one thing, which is going to bring down the defenses of your prospect and get them 
to listen to you.

From that point on, I focused on being as genuine as possible and contributing the most 
value I possibly could in any video, article or post I made in the social media world.

After that eye opening call my results and traffic began to improve over time.  

People were actually messaging me asking for help and mentorship, (REAL PEOPLE, 
not automated software blasts), but I still wasn’t satisfied.  

I needed to get results a little quicker.

I eventually went on to become proficient at using Squidoo, Digg.com and YouTube to 
post my content online and get some awesome rankings on Google for the content I had 
uploaded to those networks.

Services like Traffic Geyser and TubeMogul.com really amplified our results and traffic 
with video marketing.

Things were really starting to come together, yet I wasn’t much closer to making the 
money I wanted to make and kick the J-O-B to the curb.

I continued pushing forward, using all the traffic methods I could learn (Social Media, 
SEO & among others) to generate traffic to my site, build my list, adding incredible 
value to them and get some customers.  

Despite my progress, I felt like the social media world was too broad and generic.  I am a 
network marketer and as great as “100 Million people on MySpace” sounds, the fact is 
that most of the people on MySpace or any other social network were not interested in 
what I had.  

They just wanted to send each other pictures of last weekend’s fraternity party, gossip 
and stay connected to their friends.  

And most of the people on MySpace (or anywhere else) who were interested in network 
marketing, were already promoting their own business and going at it all wrong.  

I can’t tell you how much time I wasted on people who really never qualified to be in 
business for themselves.

The main benefit with networks like YouTube and Squidoo, was that you could get your 
videos ranked pretty high on the search engines if you knew what you were doing.  But 
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I’ll be honest, tapping into the traffic WITHIN these communities was a whole other 
puzzle, I had yet to figure out.

The #1 Social Community for Home Business Owners is Born…

Then in mid-2007, Mike Dillard had announced that he was going to be selling the 
DVDs to his ‘MLM System Formula’ event he held earlier that year.  I immediately 
jumped on the offer, took out the ol’ trusted VISA and the course was delivered to my 
door.

It was there where I got to look deep within the mind of a millionaire, and genius 
marketer, which was a turning point in my network marketing career.  But aside from 
the depth of his teaching, he made a few announcements about a project he and his 
team were working on.

He told us that he was planning on launching a social community for network marketers 
under the Magnetic Sponsoring name.  Hmmm…

At first, I didn’t think too much of it.  I kind of had my doubts as to whether the project 
would be worthwhile.  There were already SOOOO many social networks (as I had 
opened accounts in every single one of them) and at first I didn’t see the value.

In October of 2007, the Magnetic Sponsoring Community launched and I simply 
observed what was going on.  People were kind of like fish out of water, not really 
knowing what to do with this “new toy”.  

Of course the ‘MySpace-style’ spamming commenced and I became very irritated.

Especially considering that there were some awesome leaders in this community I 
wanted to connect with, but if the spammers keep doing their thing, I was afraid they 
were going to drive them away.

So I decided to make a statement.

I went back to all the incredible things I had learned over the 
past year on internet marketing, found the most amazing piece 
of SEO content I could come up with, created a camtasia video 
presentation on the topic, wrote an article to accompany the 
content and posted the material on the forum.

It was literally like dropping a massive bomb!

The spammers on the site were stunned and frozen.  People couldn’t figure it out.
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I had just posted an amazing piece of content, I didn’t promote a single thing, nor did I 
have anything to sell. It was clear that the forum post I had made served one purpose 
and one purpose only – to add value and contribute to people’s lives.

The level of content and teaching posted ended up attracting top tier leaders into a 
discussion, including 6 & 7 figure income earners in the industry. I ended up becoming 
good friends with these guys and we started exchanging ideas and knowledge.

By NOT promoting my opportunity, I attracted more traffic and attention from the top 
leaders on the site, than the spammers had been able to do COMBINED.

The social proof these leaders offered by commenting on my content and praising it, 
attracted other people in the community.  The traffic and exposure I was getting within 
the community started growing exponentially; my list started growing by as much as 30-
50 leads in a single day!

I soon realized that I had done something amazing, but I wasn’t sure what it was.

How I Created this Perfect Social Storm

All I had done was led with value and tried to do what I thought would really help a few 
people and set myself apart from the spammers and posers.

Later on I was able to clearly identify what I had done and why it had worked so well. 
There were some fundamental principles in play, which had created the ‘perfect storm’. 
Here’s what they were:

1) I spoke to a targeted audience

2) I spoke about something my audience cared for

3) I actively distributed the content and engaged people

4) I built ‘mindshare’ with other leaders 

I’m going to be diving into this list in detail in the upcoming chapters, but the one thing 
listed above which was key to my success was item #1.

You see when I was on MySpace and these other generic networks, it was very hard to 
get your message out to people who would actually care to hear it.

On the Magnetic Sponsoring Community, almost everyone in this community was a 
home business entrepreneur and hungry for instruction, on everything from lead 
generation to search engine marketing.
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The light bulb had gone off and I had finally realized the genius behind the creation of 
the Community…

MagneticSponsoring.com, now known as 
BetterNetworker.com is a NICHE community, 
which means that the audience I was speaking 
to had common interest, common struggles 
and were all attempting to accomplish very 
similar things.

Recently, my friend and Social Media 
corporate consultant, Charles Heflin made a 
Twitter post and he said, 

“We are finding that the most powerful social 
networks are in niche focused forums.”

Now I’m not saying that the big networks like 
Facebook, or YouTube aren’t worth your time. 

I know a ton of folks who have had massive 
success with these mediums and I highly recommend their instruction.

But understand the genius behind a community like Better Networker is that everyone 
on that site has identified themselves as a home business entrepreneur, so the sorting 
that you would have to do on Facebook or MySpace has already been done.

Mark my words -- the next upcoming boom in the social media world will be niche 
focused social communities, which means even more great news for network marketers 
and home business owners.

On The Ground Floor of a REAL Networking Opportunity…

Over the next year, you will see niche social networks popping up for all kinds of 
different interest.  It’s actually starting to happen now… 

If you head over to: http://teamsugar.com/
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You’ll notice this is a social community for women.  Now if you scroll all the way down 
to the bottom of the homepage, you’ll see links to communities with more focused 
discussions on anything related to women, for fashion, pets, beauty, etc.

Your opportunity in this boom lies with being able to, not only promote your business 
opportunity via a social network like Better Networker, but also promote your products!

You gotta think of your business like two businesses: 

1) a retail business and 

2) a franchising business.

The franchising (sponsoring) aspect of it is well on its way, by establishing yourself as a 
leader on Better Networker.

For the retail side of things, your job will be to seek out communities and forums where 
the discussions going on there are congruent with the products you offer.  Then you 
need to become an active participant in these communities and add REAL value to those 
folks and establish yourself as an authority.

This course is designed to teach you universal strategies necessary to promote ANY 
product or business, regardless of what social media platform you choose. 

So if you’re ready to get started… Here… We… GO!
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Avoid Wasting Your Time & Money: 
Understand These Fundamentals 
Before Your Try Anything Else
One of the problems I ran into with all the hype about social media marketing, was that 
I got too caught up in the tactics and techniques “gurus” were teaching.

A lot of it was focused around getting tools and software to “automate” your social 
media marketing. (I later learned that “automating social media” was a bit of an 
oxymoron and I was a moron for thinking you could.)

I think many of us are familiar with “Friend Blaster PRO”, which 
is automatic ‘friend getting’ software for MySpace.  The software 
would literally harvest other people’s friends list, then with the 
press of a button would take over your computer screen and 
start doing friend request for you.

You actually got to see it go through people’s profiles and do the 
requests for you.  It was kind of scary because I was handing 
control of my computer over to a program.

Well, eventually MySpace caught on and implemented CAPTCHA fields as part of any 
friend requests or messaging, which made it really hard to automate.

Well, then a new version of Friend Blaster came out and it would recognize the captcha 
fields and periodically ask you to type in the captcha phrase on the screen.  

Now Friend Blaster was a ‘semi-automatic’ blaster. ;)

But it didn’t take MySpace too long to detect when someone was using Friend Blaster or 
any similar software and started deleting profiles without warning.

Literally, people had accounts with 10,000+ friends deleted – POOF! 

Disappeared for good…

The concerning part about all this was that people kept jumping from trick to trick, and 
listened to the gurus who promoted this crap.

It didn’t take me long to figure out that this was not how you build a long term business. 
Your business should not be held hostage by any piece of software.  Having a long term, 
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sustainable business lies in the relationships you’ve built with your customers and 
prospects.

Social media is no exception.

This was nowhere more obvious, than when I started seeing the awesome results come 
in with the Better Networker Community.  I just focused on providing the best content I 
could, delivered with passion, and truly caring about the success of those that followed 
me.

This was the fundamental shift I had, away from the tricks, tactics and software.  But 
that’s not to say that tactics and strategy aren’t important. 

They most definitely are.  They can be a lot of fun, too!

However, the focus of your social media efforts should not be on those tactics or tricks. 
It should be delivering real value to your reader, and using any tactics you may employ 
to enhance the readership and exposure that content will get.

People will not mind being informed about valuable training and information.  What 
they will mind is you promising something then when they get to your article or video, it 
ends up being a pitch for your business opportunity.

So broken down into steps, here’s what it means to deliver value:

1) Do NOT SPAM

This may seem like something obvious, but recently I’ve noticed there are some good 
people out there whom don’t really understand what spamming is.  As a result, they are 
risking getting banned from the social media sites, because as far as they know, the 
activities they are taking part in are perfectly legitimate.

So I’m going to draw a few distinctions as to what IS and IS NOT SPAM, within the 
context of social networking and in particular, the rules within Better Networker.

1) Posting an article, video, forum post or podcast giving someone an opportunity to 
check out your business and describing how wonderful it is, is NOT adding value. 
It is called SPAM.

2) Delivering ‘copy/paste’ messages via private messaging, comments or guestbooks 
is NOT adding value. It is called SPAM.
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3) Offering a free ebook, in your guestbook posts or via private messaging, when no 
one requested one, is NOT adding value.  It is called SPAM.

The powerful thing about folks on social media sites is that they are very adverse to any 
type of unsolicited pitch or advertisement.  As Charles Heflin puts it, people on social 
media sites are usually seeking the three E’s:

1) Entertainment (Example: Baja 1000 2008 Pre-Run by Tim Erway)

2) Enlightenment (Example: Zig Ziglar Says It Best... by Raymond Fong)

3) Education (Example: Answer to a Reader's Question by Mike Dillard)

Anything that doesn’t fit into that will be considered SPAM or held in the same regard. 

And speaking of the three E’s, here’s the next thing you should concern yourself with…

2) Give Without Want, Before You Can Have

This is probably the most counterintuitive part of this whole process.  This is especially 
true, if you’ve never been in business for yourself or done marketing.  And even if you 
have, you might still have trouble with this because it’s a little difficult to imagine that 
anyone would buy from you, if you don’t let them know about what you have to sell.

The only problem is that the social media world is not a swapmeet or flea market.  It’s a 
place where people come to socialize and learn from each other.

And on Better Networker, if your audience are other entrepreneurs with their own 
business, they will want to have nothing to do with yours.

But what most people on Better Networker and any other niche community are seeking 
is HELP.  They are seeking the knowledge that they need, to become the best person 
they can be, in the particular area of their lives related to the community they are in.

I have a friend who’s girlfriend, (let’s call her Sam), had gotten some plastic surgery a 
couple of years ago.  Before she went ahead with this risky surgery, she had been 
researching the particular area of the industry for the previous 10 years.  She became 
very involved in an online forum, where women gathered to discuss and exchange 
information and help each other.

Once she had gotten the information she needed and found the doctor she wanted to 
hire to perform this surgery, she had the procedure done and after the recovery period, 
was very satisfied with her results.
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Today, even though her surgery is done and over, Sam continues to be an active 
participant on this online forum, helping other women in this community make the 
right decisions when considering this procedure for themselves.

My friend showed me the forum his girlfriend was a part of and I was blown away.  This 
hidden community has thousands of active members whom are very emotional, 
passionate and afraid about having this procedure done.  Sam, (who writes under a pen 
name), is actively sought out by other women seeking advice specifically from her.  

They make forum post, which seem like desperate cries to speak to Sam.  It’s amazing, 
she’s a “guru” on this forum, because of her past history of providing valuable advice 
and the success she had with her experience.

Now tell me that you wouldn’t love to be the doctor who performed the surgery on Sam. 
Can you imagine the positive referrals this guy gets through Sam alone?

When you give without want, people will begin to follow you and put themselves in front 
of you and ask the magic questions you hope people ask: 

“What should I do now?” 

“What company should I join?” 

“I don’t mean to bother you, but would you be willing to sponsor me?”

“I know you are very busy Mr. X, but I’m looking for someone who is real and genuine. 
Can I join you?”

It’s a great feeling to have people calling and emailing, because they trust you and know 
you can help them.  At that point, it is your job to NEVER take advantage of that trust. 

If they do inquire about your opportunity, then it means they are open to hearing about 
it. Yeah I know, seems obvious but there are still folks who don’t get it.

This is when it becomes helpful to have a website with an opt-in form, so you can 
capture the information of those who are seeking more information about what you’ve 
got to offer. (More on this later.)

3) Build REAL Relationships

And speaking of people trusting you, I think by now you’ve figured out that you should 
establish real relationships with folks in your community.  But the type of relationships 
you will have might be different from what you may be initially shooting for...

Obviously, most people when starting out are hoping that anybody and everybody will 
join their network marketing business.  But usually that’s not the case.  However, just 
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because someone doesn’t join your business, doesn’t mean you should stop talking to 
them.

Some of the most incredible and rewarding relationships I have with people, have less to 
do with business and a lot more to do with the friendly exchange of ideas.

You are building relationships with people not just to gain their trust and have them 
take an interest in your business opportunity.  You are also building relationships so you 
can grow as a leader and expand your mind.

Charles Heflin refers to this activity as “mindshare”. 

What this means is that you will find people online who share common values with you 
and whom are very knowledgeable and talented.  You become friends overtime, via the 
exchange of emails and ideas, and pretty soon you are ‘masterminding’ on a regular 
basis.  

These folks will also be the people who will promote your content to their communities, 
comment on your content posts and provide the social proof which will legitimize you as 
a leader.

When another influential leader goes out of his/her way to endorse what you are doing 
and teaching, and you build more and more of these types of relationships, it becomes 
far more powerful than any piece of content or marketing strategy you can put together.

Being that you are in a “social” community, when another leader provides you with 
“social proof”, that is directly in line with the dynamics and purpose of a social 
community.

As Jay Abraham puts it, “Most people are silently begging to be led”. 

When social proof comes your way, many will identify you as the leader they will want to 
follow.

4) Be a Leader

There are many different levels of leadership, which can occur in and around the social 
media circles.

One of these levels is the type I’ve already addressed, by being someone who attracts 
prospects to him/her by giving and adding value to others.  If someone notices that the 
knowledge you have to offer is valuable, they WILL want to follow you and consume 
everything you publish.
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Another level of leadership, which is rare but VERY powerful in the online world, is 
someone whom is willing to take a stand.

A great example of this is the forum post Jim Yaghi recently made on the Better 
Networker Forum titled, the ‘10 Things I Hate About Crappy Network Marketers  ’  .

This post stirred up quite a bit of controversy and a few folks were genuinely offended. I 
recommend you check it out to see what I’m talking about.

But regardless, when you are able to show your ‘raw side’, be passionate about a topic 
and become the champion for a cause, it causes heads to turn.  

Along with being knowledgeable, people who may consider joining you will want to 
know that you are also a person of integrity as well as someone who is knowledgeable.

Your willingness to take a stand, call people out and sometimes even piss a few people 
off, demonstrates that are not someone that puts up with BS.  

Even if you repel a few people, the people whom are in tune with your message will be 
drawn to you that much more.

You need to look no further than talk radio pundits to find this repel/attraction theory 
in action.

Psychologically, what makes this strategy so powerful is that you are establishing 
yourself as the “protector of your flock”.

Whether it’s a company or another leader, it’s comforting for people to know that you 
hold their best interest in mind and will do whatever it takes to make sure that their 
interest is at the top of your priority list, even if you hurt a few feelings.

Bottom line is that even if people are entrepreneurs, our human side still wants a level of 
security and as a leader you must position yourself as the one who can provide that 
protection and security.

5) Be Active

As I stated earlier in this section, there is no shortcut when it comes to being an active 
member of a community.  The key to being efficient with your social media activities lie 
with the quality you are putting forth.

I see a lot of people trying to post 5-10 articles per day all over the web, starting all kinds 
of ridiculous forum posts, uploading crappy daily videos with poor lighting from their 
bedroom, etc.

It’s not about how much you do, but about the quality with which you do it.
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If you are putting forth value, that information will be seen and will get spread around, 
especially if you’ve taken the time to build relationships with other leaders.  They will be 
eager to share your content if it meets their quality standards.

By building meaningful relationships and putting forth quality, those things will 
compound and you’ll find that it really doesn’t take much time at all.  This is especially 
true when you’ve established yourself within a community.

Make what you do count.  Don’t take short cuts.

Also, you have to judge what activity will be the most beneficial in the environment you 
are operating in.

In a spammy and noisy environment like MySpace, it can be a bit tough to set yourself 
apart and get any traffic to come your way within the community.  But that doesn’t 
mean there’s no value there.

This is the time when you should be looking around and observing other entrepreneurs. 
The spammers will make themselves known immediately, but keep a look out for the 
leaders.  The people who have good copy on their profiles, are posting valuable info on 
their MySpace blog, publishing educational videos, etc.

Observe them, make a note of them and follow what they do.  

Next time they post some good content, let your communities (i.e. BetterNetworker, 
your email list, blog subscribers, etc.) know about it and send them over, (i.e. put up a 
forum post on Better Networker).  Then send them a message and let them know that 
they are appreciated and you let a few other folks know about their stuff.

When you do that, you’ve made an instant friend for life and he/she will likely return the 
favor.

Remember, there are real leaders in every community, but they may be drowned out by 
all the noise there.  But in the right environment, they can thrive. If you introduce them 
to Better Networker or another relevant community, they will shine and you will benefit 
from making a new and talented friend, and your community will appreciate you for 
expanding their knowledge base.

So think hard about the activities you are taking part in and make them count.  It’s not 
just about the tactics, but about what tactics and strategy you employ in a particular 
environment.

We’ll be covering some more tactics in a later chapter.
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How To Create a Social Profile to Get 
Prospects to Trust, Like and Join You
Recently, we at Better Networker had a profiles contest where we gave members within 
the community, an opportunity to ‘pimp out’ their profiles and enter them into the 
contest.

The winners would get their profile featured in front of the 20,000+ members of the 
Better Networker community.

We gave them some basic guidelines to follow, and setup a forum thread for them to 
submit their profiles.  

We had an overwhelming response! It took a while to go through all of them.

After all profiles where reviewed, we picked 5 winners and featured their profiles in a 20 
minute video, which dissected exactly why they won the contest, but we also showed 
them how they could improve their profiles and make them more ‘magnetic’.

You can view the video via this link:
http://www.betternetworker.com/videos/view/magnetic-profile-contest-winners

Now the key to creating an attractive profile or channel on any social network is about 
establishing a powerful connection with your prospect or visitor.

These contest winners did an awesome job of this, but unfortunately, during the profile 
contest we didn’t have the luxury of getting too specific about things like the ‘About Me’ 
part of the profile.

So we decided to let people learn from the winners.

But now I want to dive into the key components about any social media profile, which 
will draw people in and get them to read, connect and click over to your website for 
more information about you.

1) Grab Their Attention Right Away

When someone initially lands on your social media profile, know that they are first 
going to scan your page for anything that stands out and may seem interesting.

One of the best things to put up, will be pictures or a slide show of you in various 
“lifestyle shots”.  These pictures could include you at business functions, on vacation, 
spending quality time with family, pictures of you with famous people, doing sports, etc.
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You want to visually convey what the life of a successful entrepreneur looks like.

What all this also does, is it immediately lets them know that you are a real person. 
You’re not a computer program that created a bunch of MySpace or YouTube pages, to 
spam people with porn ads.

As a result, you’ve already established some rapport with your visitor.  Particularly if 
they share any interest in the activities you are involved with in your pictures.

If the community doesn’t allow you to display a slide show or pictures, then a video 
would also be an awesome way to connect with people.  If you can, have the video start 
playing automatically as soon as they land on the page.

Some services you can use to create videos and slide shows are:

Slide.com – for MySpace

Animoto.com – create crazy cool video slide shows, add custom music & embed on your 
website or profile

Remember, this is the first time people are meeting you so make it something 
compelling, while at the same time letting them know that you are a real person.

Finally, if you are using a community that allows you to customize your profile to the 
extreme like MySpace does, don’t do it.  Keep things professional, fun, but simple.  

You don’t’ want to have anything that distracts them away from ultimately reading more 
about you.
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2) Establish credibility

After you’ve built that rapport, you are going to want immediately let them know that 
you are someone they should listen to, but not directly.  A great way to do this is by 
stating that you are “the creator” or “author” of something.

For Example, “My name is Ferny Ceballos and I’m one of the authors of More Friends, 
More Money – The Definitive Guide to Social Media Marketing”.

Immediately what that is telling people is that you are an authority, by having 
ownership of something important.  It is also a little bit of a “brain-itch” because they 
are going to want to know what it is you created and read about it.

Position yourself as someone who knows what they are talking about. Socially “authors” 
and “creators” are held at a much higher regard.

If you haven’t created anything, you can go out and register a domain.  Then you can 
claim that “I’m the creator and owner of YourDomain.com”.

In many instances, what will happen is visitors might totally forget about your profile, 
and head over to your website URL to figure out what it is you are “the owner” of.

Of course it helps to have a capture page setup, offering a special report or email course, 
so that you can capture leads.

If you are technically challenged, like many of us, you can setup a website in a matter of 
minutes at www.InstantMLMProfits.com.

Get their $1 trial account, and put together a simple capture page, sales page, split-
testing, wordpress blog and email newsletter series.
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IMP is the best investment you can make, if you are a beginner to intermediate 
marketer, on a limited budget.

You can also put it together yourself using Dreamweaver or other web development 
services like Site Build It, (www.sitesell.com/betternetworker.html). 

And if possible, I highly recommend you learn how to install and use wordpress to 
create your websites. It’s fast, easy and very powerful.

But whatever you may decide to do, you should have a website to capture leads with, or 
else your profile becomes basically useless.

What are They Going to Learn & Why You are Here?

When starting your ‘About Me’ section, you are going to want to let them know what 
they will be learning from you and why you decided to create the ‘profile’ or ‘channel’ in 
the first place.  Here’s an example:

“If you’re interested in learning how to use Better Networker to find success minded 
entrepreneurs and grow your business, well I’ve got some awesome news for you.  You 
see recently, I’ve had some amazing success on Better Networker and I want to share 
some of my strategies with you. But before I do, here’s a little about myself…”

This my friends, is called ‘the take away’.  You’ve teased them a little about what they 
can potentially learn from you, but then you take them into establishing a deeper 
personal connection with you.

The reason you do this, is because you want to let the visitor know what is in it for them, 
if they decide to continue reading.  You hook them with that, but then you keep them 
glued to the page by telling your story.

How did you become the entrepreneur you are today? What struggles did you have to 
overcome? How did your world view change as a result of it?

You don’t really need any copywriting skills to do this, (although it will help).  The 
primary thing you are trying to convey in your writing is the REAL you.  It’s important 
that you understand that you are not only trying to connect with prospects who visit 
your website, you are also trying to connect with people who have similar values, 
interest, etc.

In other words, people who are like you and whom you wouldn’t mind being friends 
with.

Frank Kern in his groundbreaking DVD, Core Influence, teaches that if you want to 
create long term business online, you are going to want to grow that business with 
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people who are like you.  Otherwise, you are going to be miserable serving people whom 
you don’t connect with or like.

What being genuine in your story also does for you is that it’s non-threatening.  In a 
place like MySpace or Facebook, you really stick out like a sore thumb when you are the 
only one not “shouting” for attention.

Tell About a Life Altering Event

As you tell your story, you are going to want to recount the moment in your life when 
you decided to become an entrepreneur.  This will most likely be something your reader 
can relate to or even experienced the same thing themselves.

In network marketing, many of our stories are very similar: 

How we got involved in this industry…

 The common struggles we faced…

Your story could be about realizing that college wasn’t for you and that you decided to 
take your life in a different direction.  

You can talk about your time in corporate America, how much you hated it and give 
some real details about your experience.

Whatever event you choose to tell them about, make sure it’s real and put yourself in 
state of mind where you are reliving that moment. 

The realness of that experience will be transferred to your reader if you do that.

Problem-Agitation-Solution

Next you are going to want to talk about your struggles, trials and tribulations.  After 
you’ve dived into that pain and frustration, you now want to talk about what you 
learned, which was the major breakthrough in your business career.

In direct response copywriting, there’s a story formula that’s used to write sales letters 
called Problem-Agitation-Solution.  

That’s what you’re doing here.  You are presenting the problem you had in making that 
transition into entrepreneurship, and you describe how you felt when as you were going 
through these struggles.  

Remember, just like before, revisit those experiences and put yourself in a state of mind 
that allows you to convey what those moments were like.
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Then tell people what you discovered, which turned your business around.

In many cases, finding this course and discovering the strategies you are learning here 
was the difference maker.

Tell them some of the things you learned.  A good copywriter always provides value to 
their reader and rewards the reader for just reading the letter.

After you’ve given them some quick tips, tell them about the results you’ve been able to 
produce with what you’ve learned.  Give them the proof, if you’ve got it.

The Solution – Finding a Mentor

Now when teaching them a few things, you want to let them know that learning 
strategies and tactics are one thing, but the real difference maker that allowed you to 
reach the next level was in finding a mentor.

This is key, because the whole reason you want them to click over to your website and 
become a lead, is because eventually you’d like to become their mentor or coach.

So by telling them that successful people find mentors and don’t go at it alone, you are 
positioning yourself perfectly to be chosen as that mentor.

And in a non-sales and hype-free way, let them know that you recently authored a free 
course or special report and if they’d like to learn more about the marketing strategies 
you currently use to build your business, and it might be something worthwhile for them 
to check out.

Let them know that, you started much like they did and simply found someone you 
could trust and started building with their help.

Now even though I’ve been giving you a lot of copywriting tips and correlating this to a 
sales page, it’s really a couple of notches more toned down than a sales letter.  Your 
primary purpose in writing all this is to build rapport and trust.

You’re simply telling them what you did and letting them know that the same 
opportunity is available to them, as well.

Call to Actions – Opt-in, Add Friend & Join My Group

And after you’ve stated the facts as to what you did, give them a few simple instructions 
on how they can continue learning from you and stay connected.

First you can let them know that they can benefit from some more useful tips and 
information if they head over to your website, fill out their name and email and opt-in.
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And since we are operating in the social networking world, tell them to add you as a 
friend in the particular community you are a part of and let them know of any other 
communities you are active in so they can check you out.

And if your community has any type of ‘subscription’ feature, have them subscribe to 
receive more information via that community.

For example, your MySpace profile has a blog which people can subscribe to. 

Facebook has fan pages or groups you can start… 

On YouTube people can subscribe to your videos, as well as be your friend.  On YouTube 
you can also send out a bulletin to your friends & subscribers get notified every time you 
upload a new video.
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And on Better Networker we have groups you can start, and when people join the group, 
you as the leader of the group will be able to send email blasts to everyone, to let them 
know about any future training or content you post on the community.

Every community has different features and ways of staying connected. It’s one of the 
advantages of operating within a social community.  It is expected behavior for someone 
to add you as a friend and stay connected.

Find the feature within your niche community, which will serve this function.

Invite the folks who read your profile to become a part of the subscription or group, and 
incentivize them with future training or information.

Finally, you could even invite them to private message you, in case they have any 
questions.

There are many opportunities for you to stay connected with your prospects.  
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Don’t worry if the flood of traffic isn’t coming to your website right away.  Invite your 
prospects to stay connected with you within your community.  If you don’t get them to 
come over to your website, they will in the future if you provide them with valuable 
content.
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How To Produce Powerful Content and Bring You Massive Exposure
For the most part, most social media marketing hype around internet marketing circles 
over the past year has been focused on people getting quick results via the search 
engines.

Even though quick search engine results and top 10 rankings on Google are great, by 
only focusing on search engine results, this really becomes a case of “missing the forest 
for the trees”.

The fact of the matter is that it’s very unlikely that you will get search engine rankings, 
using tools like Traffic Geyser or Article Submission software, for highly trafficked and 
competitive keyterms.

Most of the results people produce with these tools usually result in mid to low level 
competition keywords with nominal levels of traffic.

Now as part of any comprehensive social media strategy, Traffic Geyser and similar tools 
are great, but if this is the only part of your social media strategy, you’re missing out on 
HUGE traffic and opportunity on the “social” side of this industry.

And let’s be really honest here…

The folks with a huge following within YouTube and other social networks, (i.e. 
1,000,000+ views for one video), don’t get those type of results by targeting keywords to 
siphon some traffic from the search engines.

They get it by doing two crucial things:

1) They actively build relationships with other folks in their community

2) Their content is so powerful and/or entertaining, it goes viral

Search engine results are just icing on the cake, but it’s NOT the cake.

Now the relationship and networking we will be covering in a later chapter on tactics 
and strategies.

What this chapter will be focused on will be teaching you how to produce powerful 
content which will:

a) Brand you as an authority
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b) Get your content shared with others (go viral)

c) Get your content Digg’d, Mixx’d, bookmarked, etc. 

Now if you are still concerned about search engine results, c) will absolutely knock your 
socks off.  But let’s cover these benefits one at a time and make sure you understand 
what they are…

Branding on Social Communities

To many folks, branding may sound like some vague concept having to do with coming 
up with a catchy name for your website, but that’s not the case at all.

For people who understand branding, they know it has more to do with forming 
relationships with a large number of people online, such that they will know you by 
name, recognize your face and will seek you out for advice on a consistent basis in a 
particular area of their life or business.

(Think about being Oprah, but on a smaller scale and for a specific niche.)

When you’ve helped someone in a way which impacts their life and business, you 
become their new best friend and they will keep a look out for anything you publish 
online – whether it’s via email or on a social media network.

This also is related to having your content go viral…

Going Viral

When a powerful piece of content/video is produced, it goes viral when people feel 
compelled to share it with others, and then those people continue sharing.

From one person viewing a video or reading an article, you can potentially get dozens or 
hundreds of people to continue to pass on the video or content you created.

People have a different interpretation of what going viral means.  But it is pretty well 
accepted that if something gets shared beyond the 3rd generation, (i.e. Person A shares 
w/ Person B; Person B shares w/ Person C; Person C shares w/ Person D; etc.), you’ve 
got something hot.

And a good indication that your content has gone viral online, is when you’re content is 
being shared via the various social bookmarking sites…
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Getting Digg’d, Mixx’d, Tweet’d and Shared

Now if you can consistently get your stuff shared virally via social bookmarking sites, 
you not only will benefit from having your things shared through these services with 
other people, it will also build up valuable backlinks to your content giving your site an 
SEO boost and the bookmarks from Digg.com, Mixx.com, etc. will also start taking over 
the long tail search results on Google.

So what this means is, if you produce valuable content which people look forward to 
getting, they read it and are eager to share it, you’re going get the SEO benefit as a by-

product of it going viral, because people will start 
sharing it, posting links to your content on 
forums and bookmark them on Digg.com, 
Mixx.com and other sites.

We’ll be going more into how this new SEO 2.0 
concept works as explained by SEO & Social 
Media expert Charles Heflin in a later chapter, 
but for now, just know that if you focus on 
providing value, using good copywriting 

principles and producing content which makes a real impact in people’s lives, the SEO 
stuff will happen automatically.

Now, how exactly do you go about producing killer content, which will go viral?  Here’s 
how…

Observe and Respond

There are a number of angles you can approach from when developing content to be 
published on a social media site.

But before you do, one of the most important things you can do as part of your content 
strategy is simply observing what people in the community are currently producing, how 
they are behaving and what common frustration or desire most in the community 
currently have.

For example, when the Better Networker Community first launched late last year, 
thousands upon thousands of networkers hoped on to the community and had 
absolutely no idea how to use this “new toy”.

For a time, it was no holds barred in the community, with novice networks publishing 
articles, videos and making forum posts pitching their opportunities.  Others were 
promoting their training courses, affiliate products and making really weak attempts at 
producing educational content.
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You were able to sense the tension among some of the members who really “got it” and 
knew that these tactics would never work.

Well, a handful of leaders within the community really saw this as an opportunity to 
stand out by providing real value produced some amazing content pieces.

 Jim Yaghi saw that a lot of folks were looking for help on how to use 
social media to market their business so he wrote the wildly popular, 
“How To Market in MySpace Like a Teenage Girl…”

The title of the article was intriguing and the content was interesting, in 
depth and utilized some very impressive copywriting techniques.  He 
also broke up the content with some fun pictures and graphics, which 

kept the reader glued to the article. 

Another extremely popular article, which took advantage of the frustrations and 
concerns that people in the community had about all the spam and blatant sales pitches 
which plagued most major social networks was an article by myself titled “Are You 
Posting Crap on the Magnetic Sponsoring Community?”

My friend likes to refer to this as an excellent example of the copywriting technique, 
“become a champion for their cause”. Now at the time, I don’t know if Ferny did it 
intentionally or not, but there is no doubt that this article struck a nerve with many 
folks.

At the time of this writing, it is the highest rated and most viewed article on Better 
Networker and continues to rise in readership every single day.  

 I “calls out” people who are engaging in certain ‘bad 
behaviors’ in the community, and really polarizes people who 
read it.  Obviously, if you are one of the folks who was 
engaging in the questionable activities, you might get 
defensive or even offended by what I wrote.  

But if you were one of folks who was frustrated with all the 
social media spam, this spoke directly to what was on your 
mind and made you want to go grab a pitch fork and go after 

a few of the offending parties.

Of course, nothing like that happened.  

The point of these two examples is that both Jim and I spoke to folks in the community 
about issues they cared about.  One was educational in nature and the other was a 
passionate “rant” on the do’s and don’ts of social media.  But both spoke about 
something the community cared about.
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Listen to your community and respond accordingly.

Connect Personal Experiences with Your Audience

Now part of your branding strategy should be to use personal stories and experiences to 
draw lessons from, which you can then put in the form of an article, video or podcast. 
The reason you want to use personal stories is because you want to be able to form a 
personal connection with your audience as well as inform and educate.

And this is where network marketers can really shine, because most of us, especially if 
you’ve been in the industry for any period of time, have plenty of personal experiences 
related to negative relatives, prospecting gone bad, crappy upline advice, companies 
getting shutdown, etc.

Not only are these experiences things that most people in this industry can relate to, 
they provide an endless source for lessons learned and ‘mistakes to avoid’ type of 
content.

An important aspect of copywriting is making your prospect paint a picture in their head 
of what you are talking about.  The visualization focuses your readers attention on what 
you’re talking about and entertains them.  

Delivering straight content without personality will not do as well as content that 
entertains and induces this visualization.

So dig deep among all the memories you thought would be best left untold and share 
some of those embarrassing moments and triumphs for the benefit of your readers.

If you are seeking examples, sift through the Top 10 All Time articles, which have been 
published on the Better Networker community.  That content is ranked high for a 
reason.

The ‘A-Bomb’ Content Strategy

Now this strategy is pretty simple, but does require that you have some serious and 
valuable knowledge stored in that marketing brain of yours.

 The goal is simple – blow people out of the water with a juicy piece of information.

For those of you who are SEO, Adwords or Social Media geniuses, you’ll have clear 
advantage here.

Survey upon surveys of people in our industry who are familiar with internet marketing 
have told us that the top 3 topics people are most interested in are SEO, PPC and Social 
Media/Web 2.0.
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The good news is this ebook gives you a great foundation for understanding both SEO 
and Social Media as one strategy.

But simply regurgitating things you learn isn’t the way to go, since people will want to 
see results.  Teaching void of any proof will be looked upon with a skeptical eye.  More 
importantly, if someone is to consider joining you, they will want to see proof that 
you’ve done what you say you can do.

What you want to do is implement various strategies and tactics you’ve learned and 
write a case study (report) of what you did and what results you were able to produce.

Many folks learn best through examples.  By providing a case study, you are teaching 
through example, producing results for yourself and providing the hard proof your 
prospect needs to feel comfortable joining you.

Gather and Share Interesting Information

Another awesome content producing strategy which is by far the least time intensive, yet 
still produces some awesome results, is to gather great content from other leaders you 
follow, share it with your community via a video, article or forum post and providing 
your perspective on the subject.

Here you are leveraging quality content others produce, giving them credit for the 
content they produced, but you’re the one engaging your community in a discussion 
about the content in question.

By demonstrating to your community that you understand the subject matter and can 
comment on it, authority is also given to you in the eyes of the people who come across 
your content.

What you also become is a resource for finding quality content for people.  So along with 
people looking forward to your content, they will also look forward to seeing what other 
valuable pieces of information you find to share as well.

The other benefit associated with this content strategy is it puts you in good graces with 
other leaders in the social media world.  Trust me, people who know what they are doing 
in the Social Media circles very much appreciate being rewarded with more exposure 
and traffic to their websites or social media channels (profiles).

It’s the ultimate compliment and often times this type of activity may lead to lucrative 
partnerships and opportunities.

I mean, the whole reason why a top SEO & Social Media expert like Charles Heflin 
agreed to contribute content on SEO in this course, is because I chose to share the 
content from his blog on the Better Networker forums.  
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He noticed that a bunch of new people were commenting on his articles, he noticed a 
significant amount of traffic coming to his blog from Better Networker and his 
wordpress back-office told him that there were a couple backlinks to his blog, from 
Better Networker.

He very much appreciated the compliment and one thing led to another, and now he’s 
working with Better Networker to bring more valuable training on social media and SEO 
to you in a later chapter.

The best part about this strategy is that anyone in this community is capable of 
accomplishing what I just described.  Acknowledging someone for their contributions 
and sharing their content with others, is a win-win-win strategy.

But of course, you want to mix up all the different strategies and take a comprehensive 
approach. Avoid becoming a ‘one trick pony’ when it comes to content creation.

Always provide, fresh and new training and information.
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Here Are the Exact Tactics and Strategies to Explode Your Readership and Traffic
Now, I think we’ve pretty much beat into your head that you should be focused on 
providing amazing value to your readers and community members.  I think it’s safe to 
say that if you are not doing what I’ve described in the first 4 chapters of this course, 
then anything I teach you beyond this point won’t do you much good.

Valuable content is the key to any successful social media marketing strategy.

On the plus side, if you have done what I recommend in the previous 4 chapters, the 
strategies and tactics for increasing readership in this chapter will absolutely explode 
your results.

The goal of what you’ll be learning here will be to get your content in front of as many 
people as possible. If you are producing quality content, then people will welcome these 
efforts to bring more exposure to your work. 

Now understand that if your content is crap or you are just feeding people sales pitches, 
you efforts to promote your content will be interpreted as SPAM, which will kill your 
credibility and social media career in its tracks.

I’ve already touched on a few of these tactics earlier in this course, but I still want to 
review them again as well as provide you with a few more strategies and tactics.

Building Your List

If you are familiar with email marketing then you should already understand the value 
of building your list, building a relationship with that list, adding value to them and 
monetizing that list.

Similarly, most social networks have built in features, which allow you to stay connected 
with a group of people, be able to make announcements to them and market to them. 

For example, YouTube gives you the ability to build up a “subscriber” list and a “friends 
list”.  On YouTube, you are allowed to send out bulletins to your “friends list” and 
whenever you publish a new video, your “subscriber list” will be notified of your new 
video.

Similarly, MySpace has a bulletin feature, which allows you to broadcast a bulletin 
announcement to all your friends.
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Facebook via your status comment, updates your friend’s homepage, every time your 
status changes.

Twitter allows other people to follow your ‘tweets’ via their Twitter homepage.

Better Networker allows you to subscribe to start a group, and as the leader of that 
group, you are the only one who can email the people in the group.

Most forums automatically subscribe people who post to a thread to that particular 
thread, so that every time a new post is made on that thread, all previous contributors 
are notified via email of the latest entry.  

What all these features basically equate to is building a list, in different forms.  The 
whole point of email marketing is to give you a way to stay connected, which is what 
these “list building” features in these communities are for.
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Having these “lists” become very crucial when it comes to letting people know about 
new content you’ve produced, as well as informing them of other people’s content you’ve 
found interesting.  

Whatever social network you decide to focus on, make sure you find the equivalent “list 
building” feature within it. And as you’ll see, having these lists comes in very handy 
when it comes to cross-promotion…

Your Cross-Promotion Strategy

Now based on everything I’ve showed you so far about social media, you’d think that 
simply producing great content will take you a long way.  Well, great content is only 
powerful when other people can experience it.

The truth is, there’s a lot of great content out there in the social media world, which 
simply never got viewed or distributed to anyone.  There’s a ton of great content, which 
is simply buried in a mountain of articles, videos and podcasts.

The way to make sure that the content you produce is put in front of a lot of people is 
through an effective cross-promotion strategy.

For example, let’s say you wrote an article and published it on Better Networker.  Most 
people would have posted the article and done nothing after that.  What ends up 
happening is their content quickly gets pushed down by newer articles and it’s never 
seen again.

When you are cross-promoting, you are informing people in and outside your 
community about the new training you have available. 

On Better Networker, you can make a forum post introducing your content and letting 
people know about this new free resource.  You also want to inform your group of your 
new article.  

If you are just a member of the group, you can make a ‘group post’ so that others who 
log onto the group see your new article. 

If you are the leader of the group, obviously you have the capability to email everyone in 
your group about your new article.  

When you comment on an article with related content, provide a link to your article in 
the comment and introduce it as a ‘related resource’.

Outside Better Networker, you can either repost your content or provide a link to your 
content on other social communities like YouTube, Facebook, MySpace, Twitter, your 
blog, other people’s blogs, etc.
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If you’ve developed relationship with other leaders in various communities, ask them to 
read, rate, comment and share your content with their peeps and social media lists.  And 
you can return the favor to them when they produce content.

The point here should be obvious by now.  If you’ve got some killer content, then it is 
your duty to make sure that as many people read and benefit from this content as 
possible.  Don’t be pushy though.  

Remember, you want to be looked upon as a valuable human resource for great training 
and news.  As soon as you look like you’re trying to sell folks on something, people will 
tune you out.

Developing Relationships with Powerful Leaders

This is probably the most powerful, yet most underutilized strategy for bringing huge 
exposure to your content.  Here’s the point, it is called “social media” because you are 
suppose to be social.

You have to get out from behind your autoresponder and engage the members of your 
community like a real person.

You’re goal should be to meet, chat and exchange information with at least 1 new leader 
or ‘up & comer’ per day. You want to make sure you find a way to monitor all the guys 
you’ve developed relationships with.  Engage them in conversation via instant 
messaging, email or private messaging.

When communicating with someone from the community, be generous with your advice 
and training.  A big part of forming a powerful relationship lies in the other party feeling 
that you have a great deal of value to offer them.

So regardless of what community you are in, much like my previous MySpace example, 
go seek out the leaders in your communities, share info with them and then when they 
publish new content, go check it out, read it and if it meets your quality standards 
spread the world about it, much like you would in your ‘cross-promotion’ strategy for 
your own content.

What’s happening here is that once you’ve solidified that relationship with them and 
promoted their stuff, they will in turn feel compelled to share your work with others as 
well. 

This becomes an extremely powerful strategy, particularly when you’ve developed 
similar relationships with many people across the social media circles.  When you 
produce new content, not only will you be ‘cross-promoting’ your work, other people in 
the social media world will also be distributing and sharing content on your behalf.
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So my advice would be to seek and follow these types of leaders:

1) Industry leaders (might not be accessible)

2) Community leaders & talented people

3) Highly motivated ‘up & comers’

Now to illustrate how everything you’ve learned up until this point will benefit you from 
an SEO perspective, I want to introduce my friend and SEO/Social Media expert, 
Charles Heflin…
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Social Media & SEO 2.0
Search engine optimization (SEO) is the practice of gaining 
visibility and increasing that visibility in the search engines. 

Imagine how much traffic you get if you get #1 rankings on 
search engines like Google and Yahoo.  It's little wonder that 
many marketers are mastering SEO.  

And with the rise in popularity of social media (Web 2.0) 
where you are allowed, and sometimes encouraged, to leverage 
the power of websites you don't own to increase the ranking of you own personal 
website, we are only seeing more and more marketers jump into the SEO game.

The only catch is... so many of them are doing it wrong that it's becoming a thorn in 
search engines' (especially Google's) sides, and these search engines are doing 
something about it.

Let me explain...

The Birth of SEO 1.0

In the search engines' eyes, the holistic approach to getting #1 rankings is through 
getting what's coined as "human votes". A human vote is basically when someone else 
links to your website through their own website/blog.  

This is what’s called an "inbound link".  And the more inbound links you get from other 
websites, the higher you rank on the search engines for a related keyterm. 

However, some marketers sought for ways to game the system.  They started cracking 
the search engine's algorithm and have figured out ways to get better rankings outside of 
just getting human votes.  

And SEO 1.0 was born...  

SEO 1.0 became the practice of increasing rankings in the search engines using on page 
and off page techniques. It is very much a technical endeavor with no focus on people, 
communication or community.  Instead it focuses on inflating rankings in the search 
engines through artificial means.  

This has warped over time into what's known as "search engine spam".  
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Angering the Search Engines...

Search engine spam, as defined by the search engines themselves, is the practice of 
buying links, selling links, keyword stuffing, participating in link building networks, etc. 

The search engines absolutely hate search engine spam.  While they recognize there are 
elements of SEO 1.0 that can prove to be beneficial to the end-user, there's absolutely no 
value added with search engine spam.  

Furthermore, they DO NOT like any activity designed to increase your search engine 
rankings outside of human votes, whether it's part of "SEO 1.0" or "search engine spam" 
it doesn't matter.

As a result of this, the search engines (especially Google) have changed the way they 
“count” incoming links to your website/blog. By allowing people to game their system 
they have discovered the loopholes and subsequently discount any inbound links (votes) 
that have been acquired through questionable means.

This is becoming more and more the case as time rolls forward.  So the big question is 
how do we build links to our website or blog in a manner that is supported and rewarded 
by the search engines?

I got the answer right here...

SEO 2.0 Is The Answer

SEO 2.0 is a new term that describes a new way of looking at search engine optimization 
(SEO) coupled with social media (Web 2.0). 

It's about combining the technical aspects of SEO 1.0 (the part outside of the frowned 
upon artificial link building) with the social aspects of Web 2.0 (social media). This is a 
full bodied approach to SEO where the "primary" focus is on people, not on gaming the 
search engines to artificially inflate search rankings. 

SEO 2.0 is the game changer that appeases the search engines and gives them what they 
want while granting you the power to directly influence your rankings.  

In short, it has all the advantages of SEO 1.0 but without ticking off the search engines :)

The on page aspect (meta tags, title tags, etc.) of SEO 2.0 remains very similar in 
principle to that of SEO 1.0.  

However, the off page factors aspect of SEO 1.0 is shifted dramatically in a way that 
pleases the search engines.  Rather than joining "search engine spam" bandwagon, the 
off page aspect is actually automatically accomplished through a well planned social 
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media initiative.  This new process of link building is called Social Media 
Optimization (SMO).

A Paradigm Shift: Taking the Focus Off of Yourself

With SEO 2.0 there is no focus on off page promotion known as “link building”. 
Essentially, you promote yourself and gain incoming links to your blog/website without 
actually "promoting yourself"... directly. 

I know... a head scratcher isn't it?

To truly understand SEO 2.0, you must ditch the "internet marketing goggles". The very 
goggles that had us look at the internet, social media, and SEO from a purely technical 
point of view.  

See, most traditional SEOs tend to use social media platforms to promote their own 
links in an effort to gain recognition and links from their effort. This is an example of 
looking at social media through Internet marketing goggles; this is a mistake.

As a result of this rampant self submission on social media platforms, search engine 
spam is on the rise and more and more networks are implementing the "nofollow" tag 
on outbound links.  The nofollow tag is used to stop the search engines (mainly Google) 
from giving any credit to outbound links that users may post to social networks to gain 
inbound links for their website/blog. 

At the time of this writing, using social network platform to “build links” is frowned 
upon, not only by the social networks, but the search engines as well. At this time there 
is little to no benefit to link building on social platforms. We have tested this using 
multiple different strategies over the last 9 months and there is no long term benefit to 
be found. 

In many cases, any benefit we did see was quickly discounted. In effect we have 
determined that link building within social networks is a bad practice that leads to 
penalties and actually works to lower your search engine rankings in many cases.

But fear not, there's hope.  

So come along with me, leave behind your internet marketing goggles for now, and I'll 
show you how to leverage the power of social media and gain search engine rankings 
WHILE adding value to the masses at the same time :)
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Increase Search Engine Visibility Using Social Media (SEO 2.0)

The mindset that you need to have isn't complicated. It just takes a little bit of getting 
use to because it is a new way of thinking about search engine optimization. It is a new 
way of thinking about online business in general.

The process involved here could fill a 500 page book so I will give you a broad overview 
so you have a basic understanding of the process involved.

There are five main steps in SEO 2.0:

Step 1: Build your central hub (your blog or website)

Step 2: Discover potential networks (social media blueprinting)

Step 3: Learn your communities 

Step 4: Develop and deliver your content strategy

Step 5: Engage the Audience and build your fan club

Let's go ahead and break each of these steps down into easily digestible chunks so you 
can implement them right away.

Step 1: Build Your Central Hub

Your central hub is the focus point of all of your SEO 2.0 efforts. 

This is the place where you will grow your search engine visibility through SEO 2.0 - this 
is the website you'll see rising in ranking as you go about doing SEO 2.0. 

Your central hub should be a blog, preferably a Wordpress blog (Wordprss.org), which is 
hosted on your own server that is subsequently “plugged in” to the social community 
through Social Media Optimization (SMO).

Your central hub should be search engine optimized by paying attention to on page 
factors which are covered later. 

All traffic will initially flow into your central hub.  And from that point, you will direct 
this traffic to your products, services, or other promotions, either by linking to them or 
hosting them on your central hub.

Once your hub is optimized for social media and search engine rankings then all you 
have to do is create targeted, timely content that compels people to want to "share" your 
content with the rest of the world.  
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To help them do so, you will optimize your site for the social media scene by having 
"plugins" and "widgets" (software tools you install with your Wordpress blog) right on 
your website.  These tools encourage your readers to share your content and make it a 
snap for them to do so.

When creating your content, you'll want it to be educational, enlightening, and/or 
entertaining as mentioned above.  These 3 E's of content have been proven to resonate 
best with others and motivates them to want to share with others.

When you implement the rest of the steps below you will create a well rounded system 
for generating traffic, action and sales. Your search engine visibility and rankings will 
climb because your audience (your community) will do all of the linking for you. 

They will link to, share and discuss your content.  Notice here the difference between 
this and SEO 1.0 linking strategy...  In SEO 1.0 you are the one out there artificially 
building the links, in SEO 2.0, others are doing it on their own free will :)

We have undeniable evidence that Google is paying close attention to ‘Social Rankings’ - 
how others share your content.  As a matter of fact, Google has already submitted a 
patent application to determine the overall rank of a website using this concept of ‘social 
ranking’.

In short, the more your content is voted for, shared, or linked to, the higher you climb in 
the search engine rankings. This is SEO 2.0 and your central hub is the center of all of 
this activity.

By focusing on the community angle (tribalism), all of your search engine visibility and 
ranking initiatives will be handled automatically.

Step 2: Discover Potential Networks (Social Media Blueprinting)

Now that you have a firm understanding of what your central hub is and a broad 
overview of the end goal (relationships), it is time to look for the social networks that 
will allow you to build and foster those relationships.

Unfortunately, there is no cookie-cutter approach here.  

You are going to have to choose networks depending on your market, preferences, 
personality, and the level of participation from the audience.

You have to choose your networks using the level of participation by its audience as the 
gauge. Once you have determined that your target audience exists in a network, you now 
need to compare that network’s level of participation compared to another network.
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You are looking for a network with highly active audience.  This is a process, known as 
Social Media Blueprinting, that might take a while, but in the end, is well worth it.

Now... before you become intimidated by this process let me calm your nerves a bit.

This is not a complicated process and it does not require you to exit your comfort zone. 
See, you are choosing your networks and your level interaction with your target 
audience based on your personal preferences. 

Like I said earlier, there's no cookie cutter.  So I am not going to sit here dictating to you 
the networks you need to be a part of.  As a matter of fact, never subscribe to systems 
that tells you what networks you “need” to be involved in.

In our private SEO 20/20 membership we dissect the process of social media 
blueprinting and community building in great details.  I'll show you the specific formula 
that you can follow to accomplish these tasks quickly and efficiently - that'll help you 
find the perfect networks that's just right for you.

Using this formula, you'll only need a handful of these perfect networks (5 or less).  And 
with this formula, you will be able to focus on these few networks and leverage them to 
extend your reach into your entire industry and raise your rankings.

Step 3: Learn Your Communities

Now that you have discovered your communities (your social networks), it is time to 
learn them.

Sit back and listen to what other people in your target market are saying. What are their 
problems, concerns, interests, products they are buying, etc. 

Find out what they need and how you can serve that need.  Determine how you 
can position yourself as an authority and as someone they'd want engage with. 

Listening will allow you to develop a content strategy that will pull people into your 
“central hub” (I will cover the content strategy below). 

Another aspect of learning about your communities is learning the “software” that 
drives the community. How can you communicate, what tools does the network have to 
help you reach out to your target audience, build relationships, communicate and share?

However, don't get attached too quickly...

Not every community you choose and learn will be a perfect fit for you.  Be willing to 
walk away from any community if it doesn't fit the bill.  Never feel obligated to stay.  
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Okay, now that you have an understanding of your community's attitude and mentality, 
it's time to develop a strategy that'll help engage the audience by addressing their 
specific needs.  

Step 4: Develop and Deliver Your Content Strategy

The content strategy you will set In motion will both engage people in the social network 
you have chosen and also help lead them down the sales funnel on your central hub.

When creating content, you have a few different choices:

• Text
• Audio
• Video
• Photo
• Slideshow

After you have determined what is important to your target audience and planned your 
content strategy to address their needs, you can then deliver content to them in 
whatever form you desire.

Now is where the magic happens...

Remember how you first studied the community and listened in on the community? 
Because you listened, you know exactly what they are looking for, and now you are going 
to give it to them.  

You will produce content that will be both "timely" and "on target" to your target 
audience.  And, if you follow the personal branding and community building techniques 
I cover below, they begin to share your content.

Once your community starts the process of sharing, your search engine visibility and 
rankings will increase automatically without ever focusing on them.  Thus creates the 
SEO links you were seeking for in the first place! 

 See where the SEO 2.0 magic starts happening?

See, like I was saying, this is very contrary to traditional Internet marketing tactics 
which focuses on you trying to build yourself up and only serving yourself - without 
needing to heed the community.  

Well, with social media and SEO 2.0, your primary focus becomes centered on your 
community and delivering content to them based on THEIR needs.  And their needs, of 
course, are determined by listening, taking notes and then devising a content strategy 
for engaging them.
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This primes the pump for everything else. Your content is the driving force. This is not a 
difficult thing to accomplish if you will just “listen” and then act on what you heard by 
delivering solutions, advice, entertainment, enlightenment, and education.

The act of engaging your community in this manner will build fans for you. Your fans 
will follow you to your hub and buy form you without you having to push 
advertisements in their face.

And beyond that, they will even help you spread the word.  So now on to engaging them 
with your content...

Step 5: Engage the Audience and Build Your Fan Club

Once you have determined and developed your content strategy it is time to engage your 
community with that content through a process called "personal branding", the art of 
community building.

Let's first take a quick step back and make sure we are on the same page on what a 
"community" is first.

The word community is a fairly broad term that encompasses quite a few different 
relationship angels. In general your community will be made up of four different kinds 
of relationships:

• Business Development - These relationships are formed based on business 
relations and developments.

• Evangelist relationships - These are relationships with people that will spread 
(syndicate) your messages on your behalf. For example, when you post new 
content to your blog your 'evangelist' friends will bookmark, share, link to your 
content, etc. This activity spreads your reach through the action of others. This is 
also an element of crowdsourcing where 'the crowd' (your evangelists) does the 
work for you.

• Communicators - These people stay in contact with you constantly with 
questions, comments, advice, etc.

• Followers - These people are the quiet ones in your audience. They don't 
evangelize, they don't communicate, they just listen. You will have far more 
followers in social media than any of the other three types of relationships.

Of course you will have contacts (friends) that are a mixture of any or all of the 
relationship types. You can have a community of hundreds, thousands or even millions 
of people all the while remaining focused on your content strategy.
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In other words, reaching thousands of people does not necessarily mean that your work 
load increases. All you have to do is focus on your content (your personal branding) and 
hundreds, thousands or millions of people Who appreciate and value your work will 
flock to you.

As an example, Barack Obama has a focused content strategy using online social media 
where he is able to reach millions of people without increasing his work load.

Now, let me present you the simple blueprint that streamlines this community building 
process.  It's called the O.G.R.E.S. process:

O - G - R - E – S

"O" is observe. You want to pay attention to your industry by observing what is going 
on so that you can engage your target audience with it. An easy way to stay on top of 
your industry is to follow all the top bloggers in your niche. Subscribe to their RSS feeds 
and watch as new news pours in daily. 

This will of course help you stay current with what's happening in your industry and 
give you easy access to fresh and new content to write about.  We will cover much more 
on this later.

"G" means "gather." After observing content, you might find a few items that are 
very interesting. What you want to do then is to gather that information into your 
community. 

Let's say you've built followers in 3 different social networks. So you gather that quality 
content into your networks so you can share it with your people. It can be your own 
content, or someone else's (more on that later as well).  

There are two things you do with the content you gathered, "Reward" the person that 
created the content and then "Engage" your community with that content.  

First on "Reward". 

"R" means "reward." When you reward people, you are essentially promoting them 
to your community, it's your way of saying, "This person posted really content!"  

Rewarding them gives them a feeling of recognition, just the same as you get when 
others comment on your content.  And believe me, they'll be forever thankful and will 
reciprocate in whatever ways they can.  But of course, don't expect and seek that 
reciprocation :)

Be sure to check within your own circle of friends and fans in each of your communities 
for good content and reward them.  
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Just remember this cardinal rule rewarding begets BEING rewarded in social media. 
Never forget this rule.

"E" means "engage." You've gone out and "gathered" good content that you've 
observed. Now engage your community with that information somehow. Blog posts, 
videos, audios, link sharing, forum postings, etc.

Perhaps post the content that you gathered while passing credit to the original resource 
via a link.  Maybe even add your own personal thoughts on the matter.  Whatever the 
case, encourage your community to participate in the posted content by commenting, 
linking to it, sharing it with others, etc.  

Ultimately you want 2-way communication between you and your fans to take place. 
Engaging promotes 2-way communication.

"S" is for "seek". You want to find people who also observe, gather, reward, and 
engage. If people don't do those same things, your community will not build. So you 
want to seek out those people who are doing exactly the same thing. 

They obviously understand the process, and they are the best people for you to connect 
with in order to mutually further each others' interests.

The O.G.R.E.S formula follows human characteristics that will never change. As long as 
you're connecting with real people and using this formula, then your business will 
succeed no matter how Internet technology changes.

This is a force of UN-change... It never changes and never will. Whenever you use any 
Internet social technology to grow your business always seek how you can achieve the 
OGRES formula within it.

This formula will work to build your communities and your personal brand. All you have 
to do is… 

Do it.  And you shall reap the rewards that's in store for you.
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SEO 2.0 Benefits
Multiple search engine listings – Owning more real estate…

Want to see what you can accomplish with SEO 2.0?  Lets' take a look.

One of the byproducts of being involved in social media is a phenomenon called 
"multiple search engine listings". This is where you own more than one listing in the 
search results under a particular search query.

As you can see from the example above, listing number 1 was from a blog post made at 
CharlesHeflin.com which was subsequently "Dugg" by a reader.  Being Dugg means 
getting a human vote through a highly popular website, Digg.com.  People around the 
world submits web pages they like to this website to cast their votes.  

The Digg listing appears as the number 2 listing so in effect, because the blog is plugged 
into a social community, an evangelist friend, shouted the article on Digg which caused 
the post to consume two spots in the search results.

Remember, an evangelist friend is either in direct relations with you or is just a follower 
that enjoyed your content enough to share it. By them sharing your content, they bought 
you an additional search engine listing (depending on the network they shared your 
content in).

Now imagine this phenomenon happening each time you create a new blog post across 
hundreds or thousands of keywords and you will begin to see one of the powerful 
aspects of developing a social media presence. It increases your search engine visibility 
dramatically.
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This phenomenon is a tangent of SEO 2.0 that can reward you with exponentially more 
search engine traffic than a single listing can. Multiple search engine listings is not 
something that you will personally oversee; it is something that happens automatically 
at a more and more frequent rate as you work to build your community and focus on 
delivering high quality content to them.

As long as you stick with the blueprint I've laid out so far, you'll automatically get 
"human votes" which will inevitably result in your achieving multiple search engine 
listing.

Here is a more dramatic example:

In the example above, a single blog post at CharlesHeflin.com consumes 6 listings in 
Google. This exponentially increases the odds that the content will be clicked on and 
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consumed by a new reader... which of course then draw them towards the central hub 
and into your sales process.

Multiple search engine listings are just one of the side benefits of SEO 2.0. The main 
benefit, of course, is your community that you build around your personal brand. Your 
community will take care of your SEO work for you.

On Page SEO Factors

So far I have given you a broad overview of SEO 2.0 and what you should, no, must do if 
you wish to stay on the search engine's good terms.  I hope you see now that 
participating in communities and adding true value to those communities are a thing of 
necessity in the new SEO era.

In parting I want to leave you with a resource covering the critical on page factors of 
SEO.  This area of SEO 2.0 remains largely unchanged from SEO 1.0.

On page factors are the things that you need to do to your central hub so that your 
listings in the search engines draw clicks.  These are elements which should exist within 
the code of your web pages.  Any worthy webpage editor would make this code easily 
accessible.

Collectively, these on page elements let the search engines know precisely what your 
website is about...  Should you neglect these elements you allow the search engines to do 
the work for you and this is not always a good idea.  

To get the most of your off page efforts, you must take the time and get your on page 
factors "right".

Listed below are the 5 essential on page elements that you should pay attention to.

DTD or XML 
Statement 

<!DOCTYPE html PUBLIC "-//W3C//DTD XHTML 1.0 
Transitional//EN"> 

Character Set 
Meta Tag 

<meta http-equiv="Content-Type" content="text/html; 
charset=UTF-8" /> 

Title Tag <title>Your title goes here</titile> 

Description Meta 
Tag 

<meta name="description" content="your description goes 
here">
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Keywords Meta 
Tag 

<meta name="keywords" content="your various keywords go 
here">

Now we will cover each element and why they are important...

Document Type Definition

Example: <!DOCTYPE html PUBLIC "-//W3C//DTD XHTML 1.0 Transitional//EN">

If you installed an up-to-date Wordpress theme then your DTD definition will already be 
included by default. If you are creating a web page manually or using any other tools 
then you will need to ensure that this statement is the first line that appears in your 
source code.

It is vital to have this tag in your web pages, but you also need to make sure it is the 
RIGHT tag. For example, if your code is written in HTML 3.2 and you insert a 4.01 tag, 
that can cause problems. Make sure you are using the right tag. Testing shows that 
having this tag in place not only allows your site to load faster in major browsers, but 
also allows for faster indexing by the search engine spiders.

If you don't know what DTD definition to use then visit W3.org to see how to format 
your DTD statement.

Use the proper character set meta tag 

Example: 

<meta http-equiv="Content-Type" content="text/html; charset=UTF-8" />

If you are running an updated Wordpress installation then you don't have to worry 
about this tag. And If you are creating a website by hand using an HTML editor like 
Microsoft Front Page or Dreamweaver, these programs will automatically insert your 
character set data.

Title Tag

A title tag is the first thing that shows up in the search engines representing your 
website.  For example:
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The top website's title tag is "Is there any return on investment in social media? | 
Charles Heflin".

One of the main purposes of the title tag is to sell clicks. The title tag is the single most 
important element in SEO because it does the work of convincing 'humans' to click on 
your listing in the search results.

A number one listing in Google for a term will do you no good if the number two 
position has a more appealing title. People tend to get caught up in the technical aspects 
of SEO. A focus on technical aspects is important but if that is your only focus then you 
are still living in the SEO 1.0 era.

And you should know better by now to be stuck in the SEO 1.0 era :)

In SEO 2.0 the primary focus of the title tag is to entice a human reader to click on your 
listing in the search results as opposed to someone else's. Never forget this golden rule.

Whenever you create a new blog post (or web page) spend a considerable amount of 
time contemplating a title that will pull clicks. Nothing else matters; if you never receive 
the click then there is nobody to read your content and your entire SEO effort is wasted.

How do you combine a great (human click drawing) title while still keeping an eye on 
the technical side of rankings?  Follow these guidelines.

Your title tag should be:

• 67 Characters or Less (about 8 words)
• Unique (not the same or similar to any other Title on your site)
• Compelling to "Sell the Click"
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67 Characters or Less
If your title tag runs any more than 67 characters then it will get "chopped off" in the 
search engine results. This is bad news because your "compelling" title got chopped, 
you are not getting your entire message to the prospect.

Unique
Your title tag should be unique. Never duplicate a tile on your blog or website 
because this is confusing to search engine spiders and may cause a duplicate content 
issue.

Sell the Click
In combination with the the two technical issues above, you should write a title that 
compels the user to click on your listing. You are competing with 10, 20, 30 - 100 
other listing for the same keyword/phrase, the only thing you have to set you apart 
from the pack is your "click inviting", "compelling" title tag.

"What about my keyword/phrase? Should I include it in the title tag?"

You should try to include your main keyword/phrase within the title but don't force it.

Remember, the click needs to be considered first. Try to formulate your title so that it 
draws a click and mentions your main keyword/phrase at the same time. If you can't get 
your keyword/phrase into the title tag without sacrificing the clicks then don't worry 
about it. The content of your page will support the rankings for your keyword/phase.

3 - 5 years ago it was vital to have your main keyword/phrase in the title tag. Today this 
is not as important anymore. This conclusion was reached through testing. 

This is not a theory; humans come first. Your title tag will become the "clickable" text in 
the search engine listings. Make it appeal to the human that is seeking your information.

Description Meta Tag

The description meta tag is the next most important SEO factor because it is your 
second line of defense in selling the click. It is the short description that appears 
immediately beneath your title in the search engine results.

You went through all the trouble to create a compelling title tag, now you need to further 
compel the user to click your listing through the description tag.

Your description tag helps your title sell the click. It supports the title by giving a brief 
description about what the user can expect if they click your title.  So spend a 
considerable amount of time contemplating a good description and make it appealing to 
humans. 

54                                            Copyright © 2009 BetterNetworker.com



In the SEO 1.0 world, the description tag was used as a tool to get as many related 
keywords as possible and shove them down the search engines' throats. 

In the SEO 2.0 world, humans come first so you need to create a description that sells 
the click. There is no other purpose for this tag from a social perspective.

"What about the technical side?"

On the technical side of the equation you want your description tag to be 150 characters 
or less (about 25 words) so that it does not get cut off. Anything more than 150 
characters and the search engines will chop off your description and leave the human 
reader with an incomplete thought.

You also want to include your main keyword/phrase within the description tag or the 
search engines (namely Google) will not use your description. In this case they will use a 
snippet of text from your page that DOES include the main keyword/phrase instead.

This could be disastrous to your click through rate. Don't let the search engines control 
your description; take care to write a compelling description (150 characters or less) that 
includes your main keyword/phrase.

You also need to ensure that your description tag is unique from any other description 
tag on your blog/site. At the time of this writing, Google mainly determines duplicate 
content by the existence of duplicate Title and Description tags.  

And you want to avoid Google labeling any of your content as "duplicate" since not only 
will your content get disregarded from a SEO stand point of view, Google might even 
penalize you depending on your "intent".

Point is, change up your title and description tags as much as you can and avoid having 
duplicate content to the best of your ability 

Meta Keywords Tag

Meta keywords tag's intention is for you to quickly tell the search engines what YOU 
think your website should be ranked for.

Unfortunately, Google completely ignores this tag now because it has been the focus of 
keyword stuffing and spam for so many years. However, you should still use this tag 
because Yahoo! and MSN still use it.

Enter between 5 - 10 keywords in this tag. Never place keywords in this tag that do not 
appear within the content of the page. Place your most important keywords here.
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Conclusion

I have broadly covered a very deep subject that requires further study to implement 
fully. It is not a question of if you get involved in social media and SEO 2.0 but it is a 
matter of when... otherwise, you may find your business facing extinction. 

Traditional Internet marketing strategies are seeing a marked decline in their 
effectiveness. You can dig deeper into this subject by using this chapter as a spring 
board for your own research. 

Alternately you can join me in my private SEO 20/20 community that is devoted to 
teaching this subject in a step-by-step, linear fashion. The choice is yours, but don’t 
delay your learning in this direction, it is becoming more and more prevalent as time 
moves forward.

And now I am going to turn this over back to Jason who's going to introduce another 
special friend of ours who'll talk about the last major piece of social media.  

Enjoy!

Charles Heflin
www.CharlesHeflin.com 

Follow Charles on Twitter

To learn more about Charles Heflin’s SEO 20/20 Community and learn how to 
drive tons of targeted free traffic to your website, Click Here!
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Wow! Did Charles blow your mind or what?

The simple bottom line is that the days of 1-dimensional marketing via only email are 
numbered. If you don't have a real strategy and the knowledge to capitalize on the 
explosion of social media, your business WILL be at a major 
disadvantage.

In a couple of very short months, I've become very good friends 
with Charles and his brain is full of valuable training, insights 
and information.

I strongly encourage you to get more free training from Charles 
Heflin by clicking here.

Turning On the Big Traffic with Social Media

Once you've gotten a solid grasp of what you've learned about 
social media marketing, there's another VERY lucrative and 
HIGH Traffic opportunity available.

You see, when you've found an active and quality community, (whether it's Better 
NetWorker or another one), where you see a real opportunity to form quality 
relationships with quality people in your target niche, you should start to seriously look 
towards Banner Advertising on those communities, if available.

Fact of the matter is if you have found a community with quality & targeted audience, 
you'll definitely want to capitalize on this and expose your products or business through 
every channel possible.

Your user account on the social media site is designed to create real relationships with 
people, but the advertising space is specifically designed to give the other members an 
opportunity to learn more about your opportunity or products, directly.

This is the only place within the community where it is totally cool for you to promote 
your opportunity or products and this presents the potential for tons of highly targeted 
traffic to your website, because of the exposure you can get via banner ads across the 
entire community.

Right now, I would like to introduce you to SEO, & Banner Advertising expert and Better 
Networker instructor, Raymond Fong, (whom is also a former Rocket Scientist), where 
he will be guiding you step-by-step on how to safely and effectively take your business to 
the next level, with the HIGH Traffic world of banner advertising...
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Banner Advertising in 5 Simple Steps: Turning on the Flood of Traffic
Hi there, Raymond Fong here!

Your head is probably spinning with all that social media stuff 
Ferny & Charles crammed in there...  

But steady yourself because you are not done yet!  I want to 
show you one more powerful tool paired up with social media 
that'll have you generating tons of leads... IF you do it right.

See, one very powerful aspect of social networks is the fact that 
you have a huge group of people with the same interest 
gathered at one central location.  And if that group of folks 
happen to be in your exact market... well then!  You have the 
perfect channel to market your stuff.

And this can come in the form of banner advertising, which just about every single social 
community you encounter will offer.

If you've never done banner advertising before or have but failed miserably... don't 
worry, I am going to take you step-by-step through my fool-proof method of winning 
with banner advertising.    

So you are in for a treat :)

There are 5 core steps to creating a winning banner advertising campaign and they are 
as follows:

1. "Primping" Yourself for Banner Advertising

2. Finding the Perfect Website to Host Your Banner Ad

3. Getting a Deal in Your Favor

4. Creating Your Perfect Ad

5. 7 Tips to Taking Your Results Over the Top

I am going to cover each step, one by one, in great details, so here we go!

58                                            Copyright © 2009 BetterNetworker.com



Step 1: "Primping" Yourself for Banner Advertising
Now, before you dive head first into banner advertising, let's make sure you are actually 
ready for it.  After all, we don't want you to lose all your hard earned money would we? 
And believe me, if you don't do it the right way, you'll get eaten alive!

So here's a quick checklist to help you determine if you are ready for banner advertising 
or not:

1. Do you have a "sales funnel" that you are confident with?  (Do you even know 
what one is?)

2. Do you know what your ideal market and who your ideal customer is?  

3. Do you know what would motivate your ideal market/customer to take action?

4. Have you already tested your sales funnel to make sure it works?

First Off the Checklist, Your "Sales Funnel"

Banner advertising, if you do it the way I am about to show you, is going to send you 
more traffic than you can possibly imagine.  But before you do so, you MUST be ready to 
handle all that traffic and put it to good use.  

Gosh... otherwise, what would be the point right?

If you don't have a system in place that can capitalize the traffic, then it doesn't matter if 
you get one or one million visitors a day does it?  You'd still make a big fat $0 dollar at 
the end of the day.

So you need to have a system that will be able to monetize that traffic before you start 
your banner advertising campaign.  And the most effective way of doing so is through a 
capture page that gets your lead's contact information so that you are able to market to 
them over and over again for free and get that sale.

This sends them into you complete "sales funnel" where you make your sales.

And if you have absolutely no idea what I am talking about, stop right now because I am 
going to be honest with you... you are NOT ready for banner advertising yet.  
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Instead, you need to do yourself a favor right now and hold off on banner advertising for 
now.  You need to go pay Mike Dillard a quick visit and purchase his MLM Traffic 
Formula which goes into great details on what a sales funnel is and how you build on.  

And should you want help with actually building one without having to know a darn 
thing about HTML and all that other scary technology stuff (just thinking about HTML 
gives me a headache), I suggest you check out Instant MLM Profits.

Only when you've learned the concept of "sales funnel" and have one setup, then should 
you consider banner advertising.

Next Up, Getting in Your Ideal Customer's Shoes

Any marketer will tell you that having the perfect product to sell isn't the whole story... 
you also need the perfect market for that product!

What's the point of coming up with the next coolest thing since sliced bread if you have 
no idea whom to sell it to?   

So do you know who your perfect customer is?  What about the customer that'll just 
gobble up what you are promoting like there's no tomorrow?  

You need to know everything about that customer, what she sings about in the day, what 
makes her cry at night, her great aspirations and her biggest fears.

Everything.

Until you can walk a mile in your customers' shoes, you have no business trying to 
market to them with banner advertising.

This ties into the next checklist item - motivating your customer.

Checklist Item #3: Spurring Them into Action!

Now that you found your market and know who your ideal customers are, do you know 
what'll make them leap into action, click on your ad, sign up on your capture page, and 
dutifully purchase your product?

You really should have a good idea as to what this motivation factor is prior to starting 
your banner advertising adventure because you need to convey that motivation factor 
through your banner ad.

Perhaps thus motivation factor may be as simple as just offering a free report that'll 
solve the problem that's on the forefront of their minds.  Or maybe you need to convey a 
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message about them protecting their kids (you know how moms around the world 
always perk up whenever someone talks about their children).  

Whatever it may be, prior your starting a banner advertising campaign, you need to 
KNOW what message you need to convey that'll make it nearly impossible for your 
customers to ignore you.

Final Checklist Item: Do You Have Proof?

Okay, so now you have a sales funnel ready to go, you know who your ideal customers 
are, and you also have a message that'll motivate them.

Or at least so you think...

The next and final item on your checklist is to test all that!  Don't just THINK you have 
all three ready to go, KNOW that you have all three critical elements ready prior to your 
banner advertising campaign.  

And how do you test all three elements?  

Well, you have to find another medium that allows you to do so quickly and cheaply!  I 
don't want to get into a whole spill about all the different ways of generating online 
traffic since that's obviously beyond the scope of this ebook.  

 The point is, you need to drive traffic to your sales funnel so you can see if you've 
targeted the right market, if your message is compelling enough to get them into your 
sales funnel, and if your sales funnel does its job.

Once you can honestly check off all four times, THEN you are prepared to go to the next 
step in banner advertising, finding a suitable host for your banner ad.
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Step 2: Finding the Perfect Websites to Show Off Your Banner Ad
Once you are ready for banner advertising, the next step is NOT to just go and create 
your ad.  No no, the next step is finding a suitable website that could potentially host 
your ad.  You want to get a feel for the website's layout and the audience before you 
create your ad.  

This way, you can tailor your ad specifically for that site for improved effect.  We'll cover 
how you do this later.  But first, on qualifying a website.

I am going to break this down into five main areas that you must consider when 
searching for a suitable website:

1. Quantity of traffic 

2. Quality of traffic

3. Amount of competition your banner ad will have

4. Your ad position

5. Your ad size

Quantity of traffic:

Obviously, the more visitors a website gets, the more potential exposure your ad gets, 
which is of course a good thing!  

So the question is, how do you determine how much traffic that website actually gets?  

Just ask!  Typically websites offering advertising opportunities are happy to give you 
their stats.  So contact the webmaster and inquire about their visitor traffic.  Ask about 
the number of visitors and pageviews (how many actual webpages within that site gets 
viewed by the visitors) they get a day.  

And if it's a dynamic site, just take a gander at how active the website is.  Look for signs 
of high activity such as folks posting content, leaving comments, responding to others, 
etc.  Also take a look at how many active members thee are.  All of this would reflect how 
much traffic the website gets.

How much is enough?  Well, that depends on what you are looking for of course and 
how much traffic you need per month to make the income you'd like.
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Quality of Traffic:

Many banner advertisers get blindsided by this all too often... they focus so much on the 
numbers that they neglect another key ingredient on the topic of traffic, quality. 

And gosh, this aspect of traffic can really bite you in the butt if you don't pay 
attention!

How can you be sure that the audience this website attracts are the same audience that 
you'd like to market to?  

Well, just put yourself in your customer's shoes (again).  

And now look at the website from your customer's perspective.

Is the message being conveyed by the website in tune with what you'd be looking for? 
What about the content being posted, is that also something you'd enjoy?  If so, then you 
are off to a good start; the website should be attracting the right crowd.

Your Competition  

Before you spend a dime with a website that has the PERFECT audience for your ad, 
scope out the website for competition.  Are there a billion ads on every single page of 
that website or will yours stand alone?  

If that website is DRENCHED with banner ads from all sorts of different competitors, 
you need to not just walk but you need to RUN away.

 You want as little distractions as possible.  Every other ad that shows up at the same 
time and the same place as yours steals some of your ad's effectiveness and your leads.  

Take a look at this:
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It's like advertisement galore!  Think about the fierce competition you'd have.  Don't 
even think about spending your marketing money on a site like this!

I mean, everywhere you turn to is an ad.  It makes you wonder about the end-user 
experience and how they feel about a page where it's only 10% value and 90% 
advertisement...

This website is a NO-NO... no matter how relevant the website may be to your target 
market.

64                                            Copyright © 2009 BetterNetworker.com



Your Ad Position  

Another thing to check is where they would place your ad.  Believe it or not, WHERE 
your ad is located makes quite a bit of difference.  

First, let me show you the "disappearing act" you must avoid.  Check this out:

This is the front page of a website that offers banner advertising services to folks like you 
and me.  Note the scroll bar on the far right and how I am at the very top of the page - I 
haven't done any scrolling yet.

The ad at the top seems to be doing alright, it doesn't have a huge "Warning" sign 
attached to it and it's relevant to the webpage.  So that advertiser is probably happy with 
this website and her ad position.
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However, there IS a banner advertiser on here who's just getting screwed...

Can you tell whom?  

No?  

That's because you don't even see her ad, and that's the point.  Here's her ad:

Once again pay special attention to the scroll bar on the right, notice how much I had to 
scroll down just to see the ad.  This poor advertiser paid to be put all the way to the 
bottom of the page!

How many people actually make it all the way to the bottom of a webpage and check it 
out?  Far less than those who DON'T do it, I can tell you that much for sure.  
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As a matter of fact, as my friend and banner advertising specialists Ryan Deiss and Perry 
Belcher found out, 88% of all web-surfers NEVER scroll when they come to a page.  So 
think about how much potential your ad just lost because you are beneath the fold.

So be sure to check if they would place your ad where we marketers like to call "above-
the-fold".  This means your ad shows up right there on the webpage without the visitor 
having to scroll even an inch.  This way, you are guaranteed that every single visitor who 
checks out that page will see your ad.  

But that's not all... you also want to be aware of WHERE above the fold your ad will be?  

A lot of banner advertisers would suggest that you put it towards the top left corner. 
When probed as to why they would reference the studies of website "heat maps" which 
tell you what part of a webpage gets looked at by the most number of people.

The more focus a part of the webpage gets, the "hotter" it gets.  Hence the term "heat 
map".

As it turns out, the top left part of the webpage definitely gets the most amount of 
viewership.  Hence, many banner advertisers tell you that's logically the place to put 
your banner to get the most amount of attention.

Here's the thing though.  What the highly touted heat map doesn't take into account is 
where do the eyeballs start at and where do they finish.  All a heat map tells you is how 
many "eyeballs" landed on a specific section of a site.

Given that most of us start reading from the top left and then scans to the right and 
downward, it's little surprise that heat maps would register the top left as the hottest, 
and the spot that gets the most attention.

The catch is that people don't really linger around where they start...  They are all too 
eager to move on to check out what the rest of the page looks like.

See, you want your ad to be where the eyes naturally stop, or should I say, REST on, 
NOT where it starts on which they barely heed.  

So you want to be on the right hand side, around the middle of the page.  This is the spot 
where the reader completes her train of thought in terms of "scanning the webpage" and 
is open to taking a different action... such as clicking on your ad.

Your Ad Size

Here's the last of the five factors, your ad size. 

The following are the most common banner ad sizes in pixels (width x height):
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1. 336 x 280

2. 300 x 250

3. 125 x 125

4. 240 x 400

5. 250 x 250

6. 120 x 600

7. 160 x 600

8. 728 x 90

9. 468 x 60

Your best bets are sticking with ad sizes #1 through #5.  These have been proven to get 
you more traffic than the other sizes in general.

However, that doesn't mean that you can't make the other sizes work, especially #6 and 
#7...

As a matter of fact, here's a little sneaky way to utilize these long and slender ads.  Break 
them into TWO ads.  That's right, you heard me correctly.

Make the top half of the ad into a standalone ad and the bottom half also a stand alone. 
And have them convey totally different messages.  No matter which one of your "ads" 
your prospect clicks on, it'll take them to the same exact capture page.

How's that for being foxy :)

Putting it All Together

Okay, so now you got all 5 areas to look for when considering a website, let's see them in 
action.

We'll do a quick analysis on CNN.com
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In terms of quantity of traffic, there's without a doubt that it gets a crazy amount of 
traffic.  Just take a look at Alexa.com for yourself to see how it ranks compared to other 
top websites in terms of traffic and activity.  

However, CNN.com's traffic is certainly lacking in the quality department.  It attracts 
tons of untargeted traffic!

The amount of competition is okay.  There are only two ads above the fold and two ads 
(counting the Google Ads) beneath the fold.  Ideally, you'd only see ONE banner ad, but 
this is doable.

As far as position goes, well, that depends on which advertiser you are.  If you are the 
"Delta" advertiser at the bottom of the page you are getting screwed and you should 
know why by now.  If you are above the fold you are doing fine, especially if you have the 
same position as the Charter ad.

And finally, what about size?  The sizes of the ads seem pretty standard, so no problem 
here.

Okay, so what's our final impression of CNN.com?  

Bad bad bad.  
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Lacking quality traffic is a deal breaker for me, and it should be for you too.  I don't care 
how MUCH traffic you get, if it's all garbage, you'll end up spending more than you 
make.

So then how come companies like Charter, Equifax, and Delta are still advertising on 
there?  Let me tell you the truth...

That's because they can afford to spend millions of dollars a year on marketing (and lose 
it all) without batting an eye!  

See, what they are doing is really just branding - getting their names out there to the 
masses.  Whether they make any money off of their banner advertising campaigns is 
irrelevant.  

So until you can afford to spend (and lose) millions of dollars a year marketing to a 
bunch of untargeted traffic, don't bother with sites like CNN.com.

On Searching for the Right Websites

But exactly how do you even begin your hunt for the perfect websites to advertise on? 
It's not like there's a Yellowpages of "websites specifically in my niche with high volume 
and quality of traffic where you can post your banner ad on".  

Well how about starting with the social network you are currently on!?  I assume it is in 
the same market as what you are interested in right?

See, in my experience, your best bets are websites that are dynamic in nature.  Dynamic 
sites get updated with new content frequently.  This encourages people to check back 
often which means that much more exposure for your banner ad.

So sites like forums, blogs, social networks, etc. are perfect examples of dynamic sites. 

As you establish yourself as a valuable member of your social network community, you 
are going to get a true feel for who the movers and shakers in that community are and 
what type of people are drawn to this community.

You are essentially doing reconnaissance work... You are scoping out the market to 
determine if it's a good fit for your promotion.  And if it looks like a good fit, check out 
their advertising opportunity.

Now, if you'd like to expand beyond just the social network site you are currently active 
in, you'll want to do some research on Google.  Try doing a quick search for forums, 
blogs, social communities specifically dedicated to your niche market.  
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For example, let's say you are interested in selling some health products, do a quick 
search for "health blog", "health forum", and "health social communities" and see what 
show up.  Obviously by doing so you are actively searching for dynamic sites related to 
your market.

Then take a look to see if it's possible for you to advertise with them (again, assuming 
you did your research to make sure they are indeed worth advertising on)

You can also just search for keyterms related to your market.  Depending on the amount 
of searches it gets a month, it MIGHT be worth it to see if you are able to put your 
banner ad on any of the top websites from the Google search.  

The fact that it's ranked so high for a keyterm in your market MIGHT be an indication 
that it could be a website you should be interested in, even if it's a static site that doesn't 
change often.
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Step #3: So Now that You Found a Possible Host, What Now?  Getting a Deal
You've made sure you are ready for banner advertising.  You scoped out the website and 
made sure it meets your standards.  It's time to make a call or send an email... whatever 
it takes to get in touch with the webmaster and get more information about their 
advertising opportunity.

In the social network community, getting them to set you up with a deal is fairly simple 
(unlike when you try to deal with major websites that are more "corporate" like).  Their 
rates will most likely be posted on their site so you know exactly what to expect.  But if 
not, no worries, a simple phone call or email will get you the numbers.

The rates you'll see are most likely going to be in the form of CPM, which stands for Cost 
Per Thousand (NOT millions... you can blame the Romans and their Roman numeral for 
a thousand).  This means that they will charge you on a per impression basis (how many 
times your ad shows up on their website).  

To make sure you don't get ripped off, just search around for other sites with similar 
traffic and audience and see what they may be charging.  Just bear in mind the more 
popular and higher quality a site is, the higher the rate.

Aside from the rates you'll also want to find out if they have a minimum budget they 
want you to spend.  Now it's very important you don't let them push you around... try 
and start small just to test the waters.  However, be prepared to spend between $1,000 
to $2,000 to start.  If these numbers scare you, it might not be time for you to do banner 
advertising quite just yet.

You'll also want to find out if they have various ad positions you can occupy. We'll cover 
the positions you want in great details later.

You'll also want to see if they give you the option of selecting specific pages or groups of 
pages where you'd like your ad to show up.  They might ask you if you'd like to do a "run 
of site" which means have your ad appear on every single page of the website.  

Now, depending on the website this may be good or bad.  It'd be good if the website is 
highly focused and every page on that website is all related.  However, it can be a bad 
thing if there may be some distinct separations/categories.  

For example, let's say you find a website that's about outdoors activity and it breaks 
them down into, mountain biking, hiking, and camping.   And let's say you have a 
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mountain bike related product.  It'd be awfully silly of you to do a "run of site" now 
wouldn't it?

Because if you do so, you'd be trying to market to those who may only be interested in 
camping or hiking!  Ideally, you'd only want to place you ad on the "mountain bike" 
related pages.

So decide for yourself if a run of site is in the cards for you or not and whether it'd be a 
good idea.  

Finally, your webhost should provide you with some detailed information on their 
visitors, perhaps their demographics, the number of visitors a day, pageviews, etc.  Most 
likely you already got this when evaluating the website in the first place.

Your webmaster should make all of these options and statistics available to you when 
you express interest in advertising with them.  And if not, ASK them to put together a 
proposal for you containing all these stats!

You should make them do the work so they become that much more "invested" in you 
and therefore interested in having you as an advertiser on their website :)

After you got all the information you want and you and the webmaster have agreed on a 
deal, it's time to move on to the next part of banner advertising which is my favorite 
part, ad creation.
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Step #4: How to Create a Banner Ad That Actually Works!
You've found the website you'd like to advertise on after running through the checklist. 
You've contacted the webmaster and you reached a deal that's favorable.  It's time for 
the fun part, creating the banner ad!

Here are some guidelines to follow to make sure your ad gets clicked on.

Professional Banners Caused the Outbreak of "Banner Blindness"... 

Before I show you how to create a killer banner ad that'll get you tons of clicks, I want to 
first define the term "banner blindness" because it has a huge impact on your 
performance.   

You see, banner blindness happened when banner ads, during the dot com bubble, were 
so common and overused, that people got sick and tired of them.  As such, us internet 
surfers developed a defense mechanism that helps protect our senses whenever we 
detected any sign of a "banner ad".  

This symptom became known as banner blindness.  Folks started to become blind to the 
typical banner ads, which historically have been "professional" looking.  They are the 
ones that have the smooth look to them complete with a logo and a boring message.  

So your #1 goal is to combat this banner ad blindness and I am going to show you how 
right now.

Just follow these simple rules, and you’ll do great…

First rule, either blend in or stick out like a sore thumb, but don't fall 
anywhere in between.

On Blending In

Design your ad to blend in seamlessly with the parent website.  Think of your ad being in 
camouflage. 

Use the same font type, color, and size. The ad shouldn’t look like an ad at all. It should 
like it’s an integral part of the site. This allows you to take advantage of the parent site’s 
authority and trust with its users. 

Take a look at the following example:
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Do you see the ad?

In case you missed it, it's in the upper-right hand side where it says "Create Instant 
Capture Pages".

See how it blends in and mimics the same style as the "Articles" posting?  People would 
think that it’s; just another article, and if the message on the ad is compelling enough, 
they'll click on it to "get a sneak peek".

The ad is almost undetectable, never tripping the "banner blindness" alarm that's 
plaguing internet users nowadays.

On Sticking Out

If you don’t use camouflage, then you ad needs to stick out like a sore thumb. The louder 
and more obnoxious, the better. 
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The idea here is to make your ad so loud and obnoxious that it would be impossible for 
the readers to ignore your ad.  They are FORCED to consume it and ultimately, out of 
curiosity, click on it and check out your website.  

Have a look:

There's no mistaking where the (ugly and obnoxious) ad is here right?  How can 
ANYBODY possibly miss the message on that ad?

This brings us to another rule you need to follow when creating banner ads - 
incorporate text in your Ad!

Put On Your Copywriting Hat Because Text Sells in Banner Advertising

Contrary to popular belief, text still sells in banner advertising.    

Go ahead and take a look at the two examples above once again.  Notice that despite one 
being "blend in" and the other "sticking out", they both give very good reasons for 
readers to want to click on the ad to find out more.

So when creating your ad, be sure to keep this guideline in mind - come up with a 
message that'll suck your prospect right into your ad and ultimately land on your 
website opting in.

For example, tell them what will they get and can expect if they click on your ad?  What's 
in it for them?  What's the #1 benefit your prospects would be interested in?
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Your best bet would be to use a message that you've already tested in other marketing 
mediums and have been proven to convert well for your promotion.

Now don't get me wrong... this doesn't mean that images don't sell, they do, if used 
appropriately.  But you'll want to start with a compelling message before going off into 
conveying a message through images.

And now... I want to share with you a simple but crucial part of banner advertising that 
many marketers miss out on - the call to action.

Tell Them What to Do…

Way too many markets assume that those who see their banner ads know what to do... 
which is to CLICK on it.  

They figure if their banner ads are compelling enough, people would naturally navigate 
their mouse pointer to the banner and *click*, and they'll be magically whisked away to 
the destination of the marketer's choice.

Well you know what they say about "assuming"... it makes an a** out of you...

Here's the thing.  Some people DON'T know what to do next.  They DON'T know to click 
on your ad which they may not even know is an "ad" in the first place (I mean, think 
about the blend-in ad).  

So just like any great capture page and sales page, your banner ad NEEDs to tell people 
what to do next, which is of course to CLICK ON YOUR AD.  

You do this by literally having a button and/or a link that tells people to "Click here" or 
some variations of that.  Internet surfers are conditioned to click on both buttons and 
link so give them both!

One sneaky tactic is to use a button that's identical to the style of buttons being used on 
the website.  Since the audience of that website is already conditioned to clicking 
buttons of such design, they'll be that much more inclined to click on yours :) 

Okay, so now you have a set of proven guidelines you need to follow when coming up 
with your ad, it's time to put on your artist hat and implement them to come up with the 
ad!

"But I Am Not A Graphics Designer… Help!"

If you are anything like me, which is devoid of any artistic talent and have NO business 
tinkering with such graphics tools as Adobe Photoshop and Fireworks, you are probably 
freaking out about actually "drawing" your own ad.  
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Well, not to worry, I have a solution for you.

Get somebody else to do it... :)

See, there are tons of artists and designers out there you can hire.  Let THEM put 
together an ad (with your specification) for you at a reasonable price.  

Just be careful.  Because their background is in art, they'll want to "pretty up" your 
banner.  They'll have the most difficult time creating an "ugly" ad (it's against their 
professional code I think...).  They'll want to add some "artistic" touch to your blend in 
text ad.

Don't let them.  

Remember, you are NOT trying to create a piece of artwork.  You are creating a banner 
ad designed to get clicks.  So be sure keep your graphics artists in check, but do it 
nicely :)  

Some websites you can visit to hire people to do your banner ads at a fair price are: 

• HeyBannerBanner.com

• 99Designs.com

• Guru.com

• Elance.com 

• Craigslist.org 

Just exercise caution when hiring someone you don't know.

Finally, you can see if the website you'd like to advertise on have its own in-
house graphics design team that'll do your ad for you. If they do, all the 
merrier :)

Once you have your ad created, it's time to get your banner ad over to your website 
host's hands and have them slap that on the website.  And now you just watch your 
inbox getting filled with notifications of those who opted into your newsletter.

But you are not done yet... oh no sweetheart, not yet.

Like any good marketer, you should always be looking to outperform yourself.  So in 
leaving, let me give you 7 additional pointers to guide you along.
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7 Quick Tips That'll Take Your Banner Ad Over the Top!
Banner Ad Tip #1: Be Congruent

Whatever may be the case, your visitor is coming onto your website with a certain frame 
of mind.  That "frame" being set by the message conveyed in your banner ad.

Where your ad takes them next BETTER fit into that frame or else your visitor is going 
to click on the back button faster than you can say "qualified lead"!  

So make sure the message you convey in your banner ad is congruent with what's on the 
page you are taking them to next.  

Think of the whole process as a conversation you are having with your prospect.  Your 
ad piqued their interest so now she wants to learn more.  She then clicks on it as enticed 
by your ad.

Now continue the conversation with her.  Tell her what she has to do now in order to get 
what she was expecting/wanting.  

It's not that hard if you've studied Dillard's system.  Just look at your capture page, 
determine what is the most appealing thing on it, and make that the highlight of your 
ad.

Tip #2: Avoid the Falsely Coveted Top Banner Ad Slot

One of the most common positions for banner ads lie right underneath the header of the 
website, like this:

80                                            Copyright © 2009 BetterNetworker.com

http://betternet.mlmtrafficformula.com/


See the ad right there towards the top of the page?  

Yeah, avoid that spot at all cost :)

That's the epitome of a spot that elicits "banner blindness".  Blame it on the history of 
banner ads and how banner ads all first started RIGHT at that spot.  Blame it on the 
whole "heat map" concept we covered earlier (it's a place where people start reading and 
not where they stop).  Blame it on all the major corporations out there with the tendency 
to put their "professional" ads right at that spot.

Whatever may be the case that caused people to ignore this spot... all you care about is 
YOU as a marketer need to avoid it.

Tip #3: Animation Catches the Eyes

When human eyes detect objects, they see movements first.  So use this to your 
advantage.  Add some animation to your banner ad to get more attention.  Heck, it can 
be as simple as animating the static ad you have right now.

You can do this using either gif or flash format, both of which add animation to your 
graphics.  I'd recommend gif over flash since flash gives off too much if that "Ignore me 
because I am an ad" vibe.

And if you have no idea what I mean by "gif" and "flash", don't worry, just ask your 
graphics designer :)

81                                            Copyright © 2009 BetterNetworker.com



Tip #4: Switch Up Your Creative for that Breath of Freshness

When you do banner advertising on a site, odds are it'll be the same crowd that sees the 
ad day in and day out.  After all, it's mostly  the same users that revisit the website on a 
consistent basis.  Sure you get some new visitors mixed in there but mostly it's going to 
be the same loyal users.

So what you need to do in order to keep up your banner ad's effectiveness is to 
occasionally give it a "facelift".  Change up your ad now and then and breathe new life 
into your banner advertising campaign.  

Maybe your new ad will strike a chord with those that ignored your old ones.

Tip #5: The Bottom Line of Your Ad

Look, whatever strategy you are taking when it comes to creating your banner ad, just 
remember this rule of thumb: you have to be MORE interesting than whatever 
your prospect is reading on the same page your ad is showing.

Your ad is in the midst of content that the reader is perusing through.  So you are in 
essence competing with the content to catch hold of your user's attention.  

So do your best to make your ad irresistibly more interesting than everything else going 
on that page :)

Tip #6: Fly Under the Radar, the Reader's Radar...

Want to hear what's funny about advertising on some websites?  They warn their 
readers...

Yep, you read that correctly.  

They like to warn their readers about the very "advertisements" that's making them 
money.  They put those annoying warnings on top of the ads and that say things like 
"Advertisement", "Sponsors", "Advertisers", etc.

Silly goose!   It's like saying, "Hey reader, please skip this section because it's an ad!"

Of course that's going to discredit the ad and make people SKIP checking out the ad 
altogether.  Check out the following example:
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Can you see where it just screams "Don't click here, it's an ad!"?

You'll want to do your best to avoid sites that have these warning signs.  I mean, a subtle 
"Advertise with us" link beneath the ad, which you'll see often, is fine.  At least readers 
get to see the ad first without being "warned" that it's an ad.  

Do your best to make sure the warning isn't BEFORE your ad.  Often times, this is 
negotiable, so talk to to the webhost and see if they are able to hide the "warning" labels 
for your ad.
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Tip #7: Track Your Success!

Make sure you ask your webhost to track your results and to make "progress reports" 
readily available for you.  You want to keep a constant eye on how your ad is performing 
and this is determined by what we call the "click-through-rate" (CTR).  

CTR is the number of times your ad got clicked relative to the number of time it was 
shown (impressions).  CTR is expressed in terms of percentages.  A typical banner ad 
campaign gets about 1 ~ 2%.  But with the tactics I've shown you, you should expect 
somewhere double and even triple those averages :)

Also, I'd do some tracking on your end as well. 

You can just simply install the free Google Analytics tool on your website and observe 
the increase number of visitors.  Match that number with how many people opt-in and 
that'll tell you the quality of traffic you are getting AND the quality of your ad and your 
capture page.  

If your opt-in rate isn't as high as you like, it may be because

1. Your ad is awesome but it's incongruent with your landing page

2. Your capture page just plain sucks :)

Either way it means you need to go back to your system and recheck everything.  Maybe 
you need to switch out the ad, maybe you need to revamp your capture page.  Whatever 
may be the case, be prepared to spend some time tweaking your campaign to keep 
improving your return on investment.

That's It for Now!

I had a lot of fun teaching you this.  I hope you enjoyed it too and will give banner 
advertising a shot when you are ready.  It's truly a great way to generate massive 
amounts of traffic to your website.

For more great tips on Banner Advertising and learn how you can use 
BetterNetworker.com to promote your business with Banner Ads, go to 
http://www.BetterNetworker.com/advertise

Good luck!
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Conclusion
Alright!  

I first and foremost, want to thank our instructors for providing you with some of the 
most powerful training on Social Media I’ve ever had the pleasure of reading.

Now you are ready to go forth and stake a claim in the social media revolution and make 
yourself well known in whatever market you wish.

At the end of the day, if you forget everything else, remember this, "Add value, and be 
social."

And you'll do alright 

On behalf of Ferny Ceballos, Charles Heflin and Raymond Fong, I wish you the best of 
luck, and look forward to seeing you on the social network wave!

Jason the “Better Networker”
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