INBOUND MARKETING

Tips for Start-ups and those new to Inbound Marketing
1. Pick a name that works.  Needs to be simple, memorable and unambiguous.  The “.com” domain should be available without playing tricks with the name (like dropping vowels or adding dashes).  Also, just because there’s no web site on a domain doesn’t mean it’s available.  Available means something you can register immediately, or that has a price attached to it that you’re not willing to pay.

2. Put up a simple web site.  Doesn’t have to be fancy.  The goal is to put enough content on the site to start the Google clock.  Don’t worry about the site not saying much (nobody’s going to be looking at it anyway).  Make sure to use a decent content management system (CMS).   Just because you can hand craft HTML doesn’t mean you should for your new web site. 

3. Get some links to your web site.  If you have a personal web site, link to it from there.  If you have friends/associates/family with web sites, cash in some favour chips and get them to link to it.  The goal is to get the Google crawler to start indexing your site.  You only need one decent link to get things going.  To check whether your site is being indexed by Google, do a search such as site.yoursite.com

4. Set up a Twitter account.  Name of the account should match your company/domain name.  Link to your Twitter account from your main site and to your main site from your Twitter account.  (Note:  If you have a natural scepticism of the value of Twitter, you are welcome to this scepticism.  But, go ahead and grab your Twitter account name anyway.  You can resume your scepticism after you do that).
5. Set up an e-mail subscription.  Although RSS is the best not everyone is there yet.  Allow your web site visitors to be notified of updates by e-mail.
6. Get a nice logo.  Run a quick contest on 99 designs or CrowdSpring and you’ll wind up with something decent enough.  Make sure you get the vector file (Illustrator or EPS file) as part of the final deliverable.
7. Set up a simple Facebook Business Page.  This is known as a ”fan” page.  You are not going to get many fans in the early days.  That’s OK.  Just get something out there.  Add a simple description of your business and link back to your main web site.
8. Create a simple Facebook URL.  Facebook now allows specifying a custom URL for your fan page.  So, you can create something like http://facebook.com/connectlondon  (instead of the URL Facebook gives you by default).  Set up a sub-domain through your register and redirect it to your Facebook page.
9. Start a blog.  You can use one of the free hosting tools (like WordPress.com), but don’t use their domain name.  Put your blog on blog.yourcompany.com, or if you have the technical proficiency, make it yourcompany.com/blog.  Do NOT make it yourcompany.wordpress.com because you want to control all the SBO authority for your blog and channel it towards your main web site.
10. Write a blog article.  Talk about what you’re passionate about.  What makes your business different?  Describe your favourite customers.
11. Set up Google Alerts.  You want to create alerts for at least the following:  your company name, link:yourdomain.com and “industry term”.  Try to find a good balance for your industry term so you don’t get flooded with alerts that you will simply start ignoring. 

12. Find your closest three competitors.  Pretend someone is paying you £5,000 for locating each competitor.  Really try hard.  Barely managed to find three?  Take a lot of effort?  Great.  Now find three more.  Of these six, pick the two that you think are the most marketing savvy.  They should have a Website Grade >95, a blog with some readers, a web site that you can envision people using, a Twitter account that they actually post to, and so on.  These are the competitors you’re going to start tracking and learning from.  Add their names and web sites to your Google Alerts.
13. Register and update your LinkedIn profile.  Mention your new start-up web site, and add a link to your start-up to one of the three slots for this purpose.  Make sure you specify the anchor text.  Don’t go with the default of “My Website”.  The anchor text should be your start-up’s name and maybe a couple of words describing what it does.
14. Find relevant Twitter users.  Use the Twitter.grader.com search feature to find high-impact Twitter users in your industry.  Start following them.  You want to start forging relationships and building your Twitter network.  Resist the temptation to mass follow a bunch of random people or play other games just to get your follower count up.  That’s not going to matter.  Get some high-quality relationships going.  If you’re really serious, start using an app like TweetDeck so you can more easily monitor conversations.
15. Create a StumpleUpon account.  Specify your areas of interest (part of the registration).  Spend say 10 minutes a day “stumbling” and voting things up/down.  Start befriending those who are submitting sites that are relevant and interesting for your start-up.  Don’t submit your own stuff – just start contributing.
16. Subscribe to LinkedIn Answers.  Pick the category (or categories) that best fits your area of interest.  Answer one question a day that you feel you’ve got some expertise in.  Don’t self-promote.  You’re seeking to build credibility and trust, not sell anything.
17. Find the bloggers who are writing about your topic area.  Subscribe to their feed, and read their stuff regularly.  Leave valuable comments and participate in the conversation.
18. Start building some business contacts on Facebook.  Organize your users into groups – one for your business and another for friends/family.  This will come in handy later.  Don’t spam people and ask them to visit your web site.  At this point, your web site is still probably not worth visiting.
19. Grade your web site on Website Grader.  Fix the basic errors it finds.  You should be able to get a 50+ just by doing the simple things it suggests.
20. Install web analytics software.  You need to start tracking your web site traffic.  Where is it coming from? Where is it going?  What keywords are pulling in qualified leads?
21. Engage your blog commentees.  When you start seeing blog comments, make sure to engage them.  Leave a comment yourself to continue the conversation, or answer a question that someone had.  This demonstrates that you care about the conversation.
22. Promote your promoters.  When someone links to you or writes about you on their blog, help get them more traffic.  Tweet about it.  Stumble it. Digg it.  Helping them helps you.  Further, other people notice this behaviour and are more likely to link to you and write about you because they know you’re not the type of hoard Internet mojo.

23. Grab your company name on YouTube.  Just like grabbing a domain name and a Twitter account, a YouTube username allows you to post videos and strengthen your brand (e.g., http://youtube.com/hubspot).

24. Create and post a screencast.  A screencast is a simple recording of your computer screen and audio.  Record a simple and short “how-to” for something related to your industry.  Demonstrate how to do something simple (just because it’s simple to you, doesn’t mean everyone knows how to do it).  Post this video to the YouTube account for your business.  Write a blog article with some explanatory material, and embed this video in the article.

25. Make a list of all the top people in your industry.  Convert this into a blog post. Example: “17 Real Estate Rockstars I’d Love To Have Coffee With.”  Just list the people and why you think they’re great.  Link to their web sites or online profiles (this is good,, because it helps those that read your article and it increases the chances that the people you mention will notice your article and visit).
26. Subscribe to your personal LinkedIn RSS feed.  It’s helpful to keep up with your network of connections and do a quick scan of what’s going on with them (who they connect to, which groups they join, etc.).  The best way to do this is to subscribe to your personal RSS feed.  To do this, click on the orange RSS icon on the “Network Updates” section of your home page on LinkedIn.
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