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For the latest in our continuing series of interviews, Tom from 20esk
zat down with Nick Jervis of Small Business Salt, who helps small
businesses and freelancers with their marketing campaigns.

I'm a freelancer wanting to market myself
online -where do | start?

First, | want to allay people’s fears about website marketing. Anyone can do it with some basic tools — it is not
some ‘black art. If you are a freelancer, all it takes is regular, consistent action.

| think the Internet actually favours freelancers over larger companies because it allows them to be much more
personable. The old saying ‘people buy people’ is true — so a freslancer with pictures and information on their
website will usually be far more approachable than a cold, corporate website.

Because it is *their” business, freelancers are generally far more passienate about it than the T teams of the
large corporates. Whereas the large corporate business might target higher volume search terms like “telesales®,
the freelancer might be more targeted and go for “telesales Bristol” and other lower volume but high value search
terms.

What are some website “quick fixes” that anyone can undertake?

Take a “client first” approach. When it comes to any aspect of your marketing, examine it from your client's point
of view. Does your website speak all about your prospects and the issues or challenges that they are currently
facing, or is it all about you?

Does it address the problems that have led them to find your website and hint at the =olution that awaits them if
only they make contact? Or is it focusing on the year the business was established and some of the
qualifications the business owner has achieved? Make sure you are not making the “Enough about me, what do
you think of me” error.

Next, make sure you are ticking off all the client’s guestions.

Make sure that every page of your website says what you do. Too many websites make the fatal mistake of
assuming that their prospects wil visit seven or eight pages to find the information they are looking for. our
prospects are busy people just like you. They do not have the time to traipse around your website, enjoying
every last turn of phrase, clever imagery and feature,

Make sure to include:

+ Your prospects problem (related to the page they are on)

.

Your expertise in helping people just like them

Success stories relating to the service they are reviewing

Testimonials from satisfied clients

.

.

Your credentials for helping them

.

Your costs (usually just that initial contact is free — displaying full pricing usually stops the telephone from
ringing as you are then used as a comparison site)

+ Methods for getting in touch with you (more on this next)

Try to include as much of this on each page as you can.

How can you make sure people get in touch?

One of my highest traffic websites generates leads for solicitors. 40% of leads use the telephone to make
contact, 80% would rather fillin a short contact enquiry form. If you do not have different methods available for
your prospects to make contact, you are missing enquiries.

ou need to repeat these contact options (your calls to action) at the foot of every page of your website. Do not
assume your clients will go off on a hunt for your contact form, or even scroll back up to the top of the page.

What are some good rules of thumb for generating leads through your
website?

For every 100 visitors to your website, 33 are going to leave, having taken absolutely no action. This iz an almost
universal phenomena.

MNow imagine if you could change those figures, so that perhaps only 95 of them leave without taking any action
One tip is to offer something of value to your prospects that is relevant to your service and that you will provide
to them in exchange for their name and email address.

If you're a marketer like me, offer a free report, or a video presentation you have prepared. As long as it
conforms to my “clients first” mantra and provides something of real value to your prospects, it wil help you to
break the 88/2 rule!

There is s0 much software out there to use for email capture and email marketing that this is very easy to
achieve now, and for very little cost. The beauty too is that once you write your report or record your guide you
can programme the link for it into the email software and when a client downloads it will automatically be
forwarded to them

0K, so how can we make Google like our website as well as people?

Google’s primary mission is essentially: “To provide people with the best results for their search terms in the
fastest peried of time possible.” Whatever you do with your website, it has to be genuine — do it for humans first,
Google second — and you will usually end up pleasing both.

Google does need some help from you to achieve its mission — enough content on each page to work out what
you are actually talking about. Generally, this should be at least 400 words on every page. This really bugs
website designers. However, | would much rather have a less elegant website with thousands of visitors each
month than a beautiful website which nobody ever found.

Explain all this “back-end qubbins.”
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Confusion reigns ehead of IR35 business test

HMRC were due to release details of their
IR35 business test, designed to help
contractors and freelancers "self-agssess”
their status, on April 6th. As this date fel
on a public holiday the release has been
delayed. HMRC and IR35 Forum members
have variously said the delays would be
"a week or few".

Contractors left out in the cold in 2012
Budget

The “pro-business” 2012 Budget may
have provided many boons for large
businesses in the form of an extra 1% cut
in the Main Rate of Corporation Tax
{which will now fall from 26% to 24% in
April), increased R&D tax creditz, and a
5% income tax cut for their wealthy
executives, but there was little meaningful
change for contractors, freelancers and
small businesses.

AWR Fails to cool demand For contractors
The Agency Workers Regulations have
been in effect for almost s months now,
and despite predications of 500,000
contracts being axed, the temporary work
sector - including mest contractors and
freelancers - has been remarkably
undamaged.




“ou must at least know how to view the code that Google uses. The most impoertant part is to be able to view the
‘source code’ of your website. Look at any page of your website, then right click the content. Click on the “View
page source” option and you will see your page as viewed by Google’s robots.

The most important things to look at are your Title tags”. These are usually very close to the top of the page and
will look something like this:

<mets namesdesripriont contens~Losking for SHE Markeing Tipas Free SNE Mariering Guige - &
Ways To Insramtly Attract New Prospects And Increase Your Small Business Profita.’/>
<mats namea"keyvords® contente"sms mazkering Cips, sme markecing, sme markering stzavegies”/>
Ensuring that you have unigue title, description and keyword tags on every page of your website can instanthy
increase the amount of vistors. Every page should have a title tag, a description and a choice of two or three
keywords of phrases that you are targeting on that page. Changes like this account for approximatety 40% of
zearch engine marketing results!

To find keywords or phrases that work for your business, use Google's Adwords Keyword Tool - type in the
service you provide and you will be presented with a range of keywords similar to those you entered. Google
will alzo =show you how many searches there are for every keyword t lists. So you can see if 10 people a
month or 1,000 people a month are typing in, for example, “Freelance Copyw riter Bristof.

The next part that is really important is your H1 tag. ou will find this further down the source code you revealed
earlier on. It is impoertant that this H1 tag matches the search terms you are targeting, as Google will check this.

ou can see below that my H1 tag is targeting *SME Marketing Tips” just like the Title tags, description tag and
keyword tags above:
<hl>SME Marketing Tipa</mlx

<pa<aticng>ls You Struggle To Genezete ALl Of The Bew Cliwnt Leeds You Kant Aad Seed?
Dous mazkening seem Aike e form of Bleck 4T TAAT You JUST CANGOT GUT To grips with? Wall

Finalty you need to ensure that the keywords that you are targeting are repeated in the content on the page. This
i where you must talk to your human prospects first.
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