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We Simplify Digital Marketing SoYouHave More Time ToRun Your Business.

No Boundaries Marketing Group was founded on the basis of
keeping things simple and transparent. Having been in this business
for well over 10 years now, we've seen what the big box marketing
companies do for small businesses. \Where they excel at bringing
products and services to market, they fail at the most important
part, customer service. When you are working with thousandsupon
thousands of clients at atime, it can be difficult to provide each
business with the time and attention they deserve. This is where
details get lost and the ball gets dropped. Ultimately, that could end
up costing businesses tens of thousands of dollars in the long run...

Our system is alittle different. Our goal is to understand your
business inside and out, not just what appears on the surface.
Together, we will build a customized marketing program that will
help you grow your customer base, retain your existing clients,and
maximize your online presence.
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Understanding Your

Thefirst step to developing a strong and meaningful marketing
strategy is to understand yourbusiness...

What are your profit centers?

Have you identified atarget demographic?

What are your customer buying triggers?

Do you have a specific area in the valley that you prefer to workin/target?

What sets you apart from the competition?

0O 00000

What have you done in the past for marketing/advertising?

Q  Wasthere something more/less successful than another?

U

What are some of your biggest challenges with marketing/advertising?

@  What percentage of your business is repeat/referral traffic?

S b
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Understanding Your

Here are a couple more questions to thinkabout...

A Do you have any certifications/accolades (BBB, Trade Certifications, Awards, Best of.. ., Media
Recognition/Features) that you think are important to your customers?

@  Doyou have any negative PRfor you or your industry?

U

What charities or non-profits do you support? Do your clients know you supportthem?

U

How do you ensure customers know all (or as many as possible) of the products/services that
you offer?

How do you schedule or handle requests for appointments/reservations?
Do you get alot of calls/traffic afterhours?
Do you offer periodic specials/promotions?

What social media channels do you utilize currently and how often are you posting?

3
3
3
3
3
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Do you know what your reviews look like online? Frequency?
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Let’'s take a look at the

The first thing that we look at when developing a marketing strategy is the numbers.
How much search traffic is available out there for your products/services. More
importantly, what are they searching for? Because we know 79% of consumers turn to

online search to reach a business, it is a great indicator how much business is available
in a particular market.
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How are you reaching your

Once we have established that there is sufficient traffic and we know what
people are searching for, the next question becomes “what are you doing
now to capture a portion of that traffic?”

Q Let's take alook at your webstte. .. How are you optimizing your site?

[ Have you evaluated your listings online? Are there inaccurate listings for your
business?

U

Are you monitoring your reputation? What do your reviews look like? How often
are you getting reviews? Are you asking your customers for them?

Do you have a presence on social media? Facebook? Twitter? YouTube?
Do you have aloyalty or referral program?

Do you take appointments/reservations?

J
J
J
J
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Have you ever done avideo to feature you, your products, orservices?
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Our approach to what makes a website. ..

Think of your website as your storefront. \What potential customers see and feel even
before they walk in the door determines a lot of their experience and relationship
with you.

A clean and organized store means customers can find exactly what they’re looking
for and understand what you offer. A cluttered and messy environment is confusing,
stressful and off-putting.

Make it affordable

Make it simple, clean, and clutter-free

Make it easyto compare yourproducts/services
Create a clear call-to-action

Make it eye-catching

Tell your story

NN N N N N

Make sure it is adaptive and responsive to mobile devices
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Website

Some of the thing's consumers look for
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Your

There was a time when anyone looking for a business went straight to the big yellow book.
Today, the Internet is the yellow book—only bigger. No matter what kind of business you own,
it's inevitable that customers will be searching for you online. And if your business doesn’t show
up where customers are looking, it may as well not exist.

Put yourself in the customer’s shoes and think about what kind of information you want when

searching for a business. As you visit listing sites, use this handy checklist to make sure you're
putting your business in its best light.
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Your Presence

Let's start with the basics. Even if you already have a social media account or two, chances
are you started those because someone told you to, not because it seemed like the smart

thing to do for yourbusiness.

There are a lot of social media platforms out there, and each one offers its own unique way
of interacting. The trick is choosing the platforms that will do the best job of connecting you

with the customers you want to reach.
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Your Presence

Choose the right profile picture for LinkediIn.

Your profile picture is your calling card on LinkedIn — it’'s how people are introduced
to you and (visual beings that we are) it governs their impressions from the start.
TIPS: make sure the picture is recent and looks like you, make up your face takes up
around 60% of it (long-distance shots don’t stand out), wear what you would like to
wear to work, and smile with your eyes!
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Your Presence

Add a background photo.
Your background photo is the second visual element at the top of your profile page. It
grabs people’s attention, sets the context and shows a little more about what matters

to you. More than anything, the right background photo helps your page stand out,
engage attention and stay memorable.
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Your Presence

Make your headline more than just a job title.

There’s no rule that says the description at the top of your profile page has to be just
a job title. Use the headline field to say a bit more about how you see your role, why
you do what you do, and what makes you tick. If you’ve got sales reps at your
company who are on the ball with social selling, then take a quick look at their profile
page headlines for inspiration. They will almost certainly have more than their job
titles in there.
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Your Presence

Turn your summary into your story.

The first thing to say about your LinkedIn summary is — make sure you have one! It’s
amazing how many people still leave this field blank when creating their LinkedIn
profile. Your summary is your chance to tell your own story — so don’t just use it to
list your skills or the job titles you’ve had. Try to bring to life why those skills matter —
and the difference they can make to the people you work with. Don’t be afraid to
invest some time, try a few drafts, and run your summary past people you know. This
is your most personal piece of content marketing —and it’s worth the effort.
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Your Presence

Declare war on buzzwords.

Buzzwords are adjectives that are used so often in LinkedIn headlines and summaries
that they become almost completely meaningless. Our regular rankings of the most
over-used buzzwords include terms like ‘specialised’, ‘leadership’, ‘focused’, ‘strategic’,
‘experienced’, ‘passionate’, ‘expert’, ‘creative’, ‘innovative’ and ‘certified’. Now I’'m not
saying you can’t describe yourself as these things — or that they don’t matter.
However, just using these words won’t convince people that you have these qualities.
You need to demonstrate them as well — both in the way you describe yourself, and in
the way you use LinkedIn profile features to show what you’re about.
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Your Presence

Grow your network.

One of the easiest and yet most relevant ways to grow your LinkedIn network is to
synch your profile with your email address book. This enables LinkedIn to suggest
people you could connect with. It’s amazing how effective this can be at surfacing
relevant people for you to reach out to — and no connection requests are sent
without your permission, so you can vet all of the potential connections. Beyond this,
get into the habit of following up meetings and conversations with LinkedIn
connection requests — it’s a great way of keeping your network vibrant and up to
date.
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Your Presence

List your relevant skills.

It’s one of the quickest of quick wins on LinkedIn — scroll through the list of skills and
identify those that are relevant to you. Doing so helps to substantiate the description
in your Headline and Summary, and provides a platform for others to endorse you.
However, the key here is staying relevant. A long list of skills that aren’t really core to
who you are and what you do, can start to feel unwieldy. Take time for a spring clean
of your skills list every now and then.
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Your Presence

Spotlight the services you offer.
Services is a new LinkedIn feature that helps consultants, freelancers and those
working for smaller businesses to showcase the range of services that they offer.

Filling out the Services section of your profile can boost your visibility in search
results.

\_\
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Your Presence

Spread the endorsement love.

Endorsements from other members substantiate your skills and increase your
credibility. How do you get endorsed on LinkedIn? For starters, go through your
network and identify connections who you feel genuinely deserve an endorsement
from you — that’s often the trigger for people to return the favour. Don’t be afraid to
reach out with a polite message asking for endorsement for a few key skills as well.

Remember though — relevance matters. Reach out to people whose endorsement
you’d really value.
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Your Presence

Manage your endorsements more proactively.

Once endorsements start to come in, you might find that they skew the emphasis of
your LinkedIn profile in ways that don’t reflect who you are. It could be that your core
area of expertise is content marketing for example, but the people who've worked
with you on events are more enthusiastic endorsers. Be proactive in managing your

endorsements list using the edit features in the Skills section of your profile — you can
choose which to show, and which to hide.
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Your Presence

Take a skills assessment.
A skills assessment is an online test that enables you to demonstrate the level of your

skills, and display a Verified Skills badge on your profile. Data shows that candidates
with verified skills are around 30% more likely to be hired for the roles they apply for
— and displaying proof your abilities strengthens your personal brand more generally
as well. Displaying the results of your skills assessments is entirely voluntary, and you
can retake the tests as often as you like before showing that you’ve passed.
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Your Presence

Request recommendations.

Endorsements give people viewing your profile a quick, visual sense of what you’re
valued for. Recommendations take things a step further. They are personal
testimonials written to illustrate the experience of working with you. There’s a handy
drop-down menu in the Recommendations section of your profile that makes it easy
to reach out to specific contacts and request recommendations. Take the time to
think about who you would most value a recommendation from — and personalise
your request. It’s worth the extra effort.
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Your Presence

Request recommendations.

Endorsements give people viewing your profile a quick, visual sense of what you’re
valued for. Recommendations take things a step further. They are personal
testimonials written to illustrate the experience of working with you. There’s a handy
drop-down menu in the Recommendations section of your profile that makes it easy
to reach out to specific contacts and request recommendations. Take the time to
think about who you would most value a recommendation from — and personalise
your request. It’s worth the extra effort.
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Your Presence

Showcase your passion for learning.
When you complete a course on LinkedIn Learning, you’ll have the opportunity to

add a course certificate to your LinkedIn profile. You do this from within the Learning

History section of your LinkedIn Learning account — where you can also send updates
about your learning to your network if choose.
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Your Presence

Share media and marketing collateral.

The marketing collateral that you produce for your business can add an extra
dimension to your own profile as well. Sharing case studies, white papers and other
brand content helps to show what the business you work for is all about — and helps

people understand what makes you tick. It demonstrates passion and commitment as
well.

\_\
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Your Presence

Get credit for your thought-leadership with Publications.
The Publications section is one of the most under-used elements in LinkedIn profiles

— and that means that you can really stand out from the crowd when you use this
feature to draw attention to existing thought-leadership content. Have you helped to
write an eBook or a White Paper? Or written a post on your company’s blog? The
Publications section links your profile to these assets.
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Your Presence

Share relevant content from your LinkediIn feed.

It’s one thing to have a network of connections on LinkedIn — it’s far better to have an
active role in that network, appearing in your connections’ LinkedIn feeds in a way
that adds value for them. Sharing relevant content with your network is one of the
most accessible ways of doing this. You can make a start by keeping a close eye on

your LinkedIn feed, and sharing content that you find genuinely interesting — and that
aligns with your point of view.
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o ° Thank Your For Your Time

We Look Forward ToWorking With You

No Boundaries Marketing Group

’ (602) 377-7773

www.noboundaries.marketing
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