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Hi, I’m Rob from BrightRED. We’re a digital marketing company that’s focused on helping SMEs to have a 
big impact online.

I’m going to talk to you today about how digital marketing can help your business bounce back after the 
disruption caused by COVID. 

And more specifically, I’m going to show you HOW you can do it yourself. 

The truth is that there’s not a lot you can’t do if you’ve got the time and you’re willing to ‘jump right in’.

There’s a fair bit to cover so I’m going to steam right on. But don’t worry about missing anything, I’ll show 
how you can get a copy of all the slides and my notes as well as all the links and resources at the end of 
this presentation. 

So there’s no need to jot down any notes. 

Let’s go for it.
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So why digital marketing and why now?

Internet usage has rocketed following the outbreak of Coronavirus. 

Has your screen time increased dramatically or don’t you dare to look? Currently the average person 
spends 3hrs 24mins each day on their phone.

So, your customers are online now more than ever before.

But their needs have changed.

Following a long period of only shopping for essentials and budgetary restraints, everyone is a little more 
guarded about their spending.

And maybe it’s a social change, or maybe it’s due to issues around supply chains, but people are much 
more concerned about ‘shopping local’. 

That being said, they’ll only think about switching if they don’t perceive it to be too much of a risk. 

This can make attracting new customers difficult.
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So now is the time to bolster your existing customer base.

Your clients and customers are waiting to be engaged

Attracting new ones at the moment may be hard to achieve, They’re starting to show an interest, even if it’s 
just planning for returning to business.

Are you going to sit back and wait for them to return to you or are you going to approach them?

There’s much more you can do than just hanging a sign in your window that says ‘back in business’
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Now that we’ve covered the ‘why’, lets get cracking with the ‘how’.

We’re going to concentrate on three fundamentals that every business should make use of to engage with 
new and existing clients.

Social Media – As I mentioned earlier, social media usage is through the roof. You’d be bonkers not to get 
stuck in!

Local SEO – Given that more and more people are concerned about local suppliers, make sure they can 
find you over the competition.

Email Marketing – Reach out directly to your existing client base and give them a reason to get back in 
touch.
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Let’s start with social.
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When you set up your social accounts, did you stop to think which one is right for your business? Or did 
you just sign up to them because you thought that ‘just what you have to do’?

If you’ve had accounts running on multiple platforms, you’ve got an advantage, because you can look back 
through your leads to see which performs the best. 

But if you’re not sure or if you’ve not got this data, it’s worth looking at the characteristics of each platform 
to decide how best to focus your efforts.
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Facebook

It’s a personal network. Your brand needs to ‘fit in’ for it to be successful.

A good example of a company that does this well is Hebtroco a clothing company from Hebden Bridge. 
They use facebook to talk about all the important stuff their customers want to hear. They showcase their 
values and their materials.

The Facebook algorithm (which is fancy word for a computer programme that determines who sees what 
at when), looks for quick engagement. 

What that means is that, it sends your posts to a small group to begin with. If you have 200 followers, it 
might send it to 5% or 10 people. 

If they like, share or comment on it in a matter of minutes, Facebook will send it out to another percentage 
of your followers. That’s why people arguing always seems to be at the top of your feed!
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To work with the algorithm, make sure that your content is share worthy. the best way to do this is by 
making it valuable.

That doesn’t mean you have to run a like and share competition to win a free iPad. It could be an answer to 
a question, a link to a valuable resource or even a recommendation that helps someone on their way.

Facebook is famous for prioritising paid content (i.e boosted posts and ads). 

The data that they receive bad press for gathering is used to make the most powerful direct marketing 
platform the world has ever seen.

If you’re wondering which to choose, boosting posts is a great way to get more likes, shares and 
comments. Essentially raising brand awareness.

Ads are particularly effective for directing people to your website, selling products and creating leads. 
They’re better at converting.
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Twitter

Because Twitter is such a busy environment, it’s easy to become overwhelmed.

Standing out from the crowd may seem like an impossible task. 

If it’s going to work for you, you need to use it frequently. I’m talking multiple times every day. 

Take part in discussions, contribute to ‘trending’ topics and responding to customer feedback is a good 
way to stay current. 

Think of tweets as a thread of conversation, one follows another follows another.

It’s no good having a conversation with someone that doesn’t reply so it needs nurturing if you want to 
market your business successfully. 

When looking for a specific subject, people often check hashtags to see what’s there. Hashtags bundle 
content together so it’s easier to browse.

Research the best hashtags to use for your content to give it more longevity and reach users outside your 
network.
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LinkedIn

Lots of people say they ‘don’t get’ LinkedIn, because it functions differently to Facebook. It can be harder to 
gain traction if you don’t put the effort in.

This is because a lot of engagement happens away from your timeline, in groups or direct messaging. If 
you work at finding the right groups and get involved you’ll find it easier to start meaningful conversations.

There’s nothing stopping you from creating a group of your own. Start a community and establish yourself 
as a though leader.
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For inspiration on becoming a leader read Tribes by Seth Godin. 

If you’re using LinkedIn to generate leads, try Sales Navigator. That’s our top tip. 

Sales Navigator is a premium feature that lets you zero-in on key prospects that may be outside your 
network using advanced search and filtering. 

You can get a free month to give it a go, I’ll link you up to the free trial later on. 
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Instagram

Because of the nature of Instagram, it is a really powerful way to promote your brand, especially if what 
you’re selling is visually engaging. 

It’s not as ‘free-form’ as some of the other networks, meaning the content you post has to fit a certain 
format. So make sure your profile is complete and choose your hyperlink wisely, it’s the only one you’ll get. 

The algorithm works to show you content it thinks you’ll like. It takes into account your interests and you 
browsing history. 

When it comes to content, don’t worry too much about production values. Concentrate on the ‘story’ and 
focus on the emotion. People will get it.

It’s becoming more and more powerful for selling directly, like an enormous marketplace. And as such it’s 
great for B to C companies.
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Phew! To tie up social media for now, let’s look at some important stuff.

Be human. Sporadically posting sales messages is like standing against the wall at a networking event 
occasionally shouting ‘I SELL TILES’. 

It’s weird any no-one is talking to you because you’re acting oddly. 

Act like a real human being and remember if you want people to engage, you need to be engaging.

Deliver value. You’ll get the best results for your efforts if you give people a reason to get involved. 

Remember the ‘what’s in it for me?’.

A good book to learn more about delivering value over social media is Jab, Jab, Jab Right-hook by Gary 
Vaynerchuk.

If it’s not for you, don’t do it. – There’s a difference between being lazy and not doing something for a valid 
reason. If it’s not working move on.

For example, we don’t use Instagram because we are B to B. It just doesn’t suit us. We concentrate our 
efforts on the platforms that work best for us.

There’s nothing worse than a lonely social media page. If you’re only on there because you think you have 
to be, it can be doing more harm than good.
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Ok, let’s move on and look at local SEO.
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What is it?

SEO stands for search engine optimisation. It’s something that we do to increase the amount of people 
that visit a website through from Google’s search engine results pages.

Local SEO follows some of the same principles, but it’s specifically targeted at appearing for searches with 
‘local intent’.

To demonstrate the difference, lets take a look at a typical search scenario.

This guy searches Google for ’How to fix a blocked drain’.

Lots of information from all over the world appears with step by step tutorials that answer his query. But he 
doesn’t want to get his suit dirty, so he searches again.

By searching ‘Plumbers near me’, Google recognises this is a query with ‘local intent’ and it displays results 
from his local area.

Let’s look at what he sees…
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In ‘position zero’ just under the ads and above organic results he see’s the ’local pack’.

Sometimes it’s referred to as the ‘three pack’ because the three top listings are displayed.

It’s prime real estate making up for 33% of clicks whenever it appears.

Let’s say he does what the vast majority of people do and clicks the first listing shown

He now see’s the ‘knowledge pack’.

It’s a more in depth view of the business that gives him all the information he needs to visit, call or find out 
more.

Because he’s searching on his phone, at both stages, tapping the call icon prompts him to call the number 
of the business directly.

It’s powerful stuff. I’m sure all of you can appreciate the benefits of being in the ’local pack’

Slide 15

So how do you get into it?

The first step is to get listed. And it’s dead easy.



DIY Digital Marketing in Lockdown – Notes

6

You can claim your listing, for free, by signing up for a Google My Business account. All you need is a 
business address and a phone number. You don’t even need a website!

Once you’ve got your listing, there’s lots of things you can do to make the most out of it and compete to 
get into the ‘local pack’.

I’m not going to go into too much detail about this, because of time. But at the end of this presentation I’ll 
link you up to our free complete guide to Google My Business that will give you all the info you need!

Don’t get me wrong, there’s lots more to local SEO than just Google My Business, sooner or later you’ll 
want to appear in the organic listings as well as the local listings. 

But optimising Google My Business is more than just a good first step, it’s a really powerful tool that could 
revolutionise your business if utilised properly.
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If you’re still not convinced, think about how you find out about local businesses. 

97% of people learn about local businesses online.

There’s really nothing more to add!
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Right then, my apologies if this is moving a bit to quickly for any of you. I know it’s a lot to take in.

Don’t worry, like I said you’ll have access to everything I’ve discussed at the end of the presentation. 

Let’s take a quick look at email marketing before we wrap up.
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Why bother? 

I’m going to keep this one super simple.

For many of us, if not all, email is one of our primary means of communication, and like it or not it makes 
up a big percentage of our day to day.

It’s for this reason that email marketing remains one of the best forms of marketing when you look at 
return on investment.
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Now is the time to use email to re-engage with existing clients.

If you’ve got a relationship with a client, send them a personal message from your personal email account.

Don’t just copy an paste something, ask about how they’re coping with the Covid disruption and be honest 
about your experience.
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If you’re sending a marketing message, use an email marketing platform. Whatever you do, don’t copy and 
paste a list of addresses into ‘CC’ on a plain email from your account.

Here are some email marketing platforms with free plans available. I’ll provide you with the links later on.

Like it or not, the majority of people that receive marketing emails won’t open them and, if it becomes a 
nuisance, they’ll mark it as spam.

If this happens to emails sent from your personal account it will affect the delivery of your emails. 

You’ll start realising that your emails are going to junk, or worse you can end up being ‘blacklisted’ by your 
email provider.
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When it comes to email marketing the most important thing to remember is keep it relevant.

The same message isn’t always appropriate for everyone.

Whatever you do, don’t gather all your contacts and stick them all together in one big list.

Take for an example a sports retailer, that sells lot of equipment, has fantastic deal on aluminium tennis 
rackets. You can guarantee that cyclists wont be interested.

The best thing to do is divide your data into specific lists (sometimes referred to as groups, segments or 
audiences) to make sure the right person gets the right message.

It’s better to send a super relevant campaign to 5 people that all open it than a meaningless campaign to 
1000 people that don’t.

Don’t be one of those people that says “I’ll send an email when there’s a 100 subscribers’. Remember, the 
person you’re sending it to doesn’t know how many people are on your list.
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All email marketing platforms have similar features.

Only use personalisation if your data supports it. 

If you’re sending an email to subscribers from your website and you only asked for their email address 
there’s no record of their name. You’ll end up sending emails to Mr Lastname.

Here’s a top tip. Use pre-built templates.

They’re made to display perfectly for every email client and device on the market.

I know that everyone wants to stand out from the crowd and be different, but straying too far will cause 
display issues.

Pick one of the pre-built templates and make it your own. Add your branding and make sure there’s no 
default content left unchanged.
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Lastly, use the reports.

The best thing about email marketing as opposed to say search engine marketing or advertising is that you 
can see EXACTLY who did or didn’t open and click your campaign.

Savvy marketers use this information to better inform their sales process.

If you know that Joe Bloggs opened your email multiple times and clicked a link to a certain product you 
know who he is and what he’s in the market for. 

It’s invaluable information that’s unique to email marketing.
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So there you have it, if you’re finding it tough at the moment there’s lots of things you can do yourself to 
market your business online and improve the future prospects for your business.

As promised, all the slides and my notes as well as all the links and resources can be found here…

We won’t ask you for your data, not even your e-mail address and everything is completely free.

On the page, you’ll also find a calendar where you can book a free, hour long consultation, over the phone 
or via video call.

You can ask us any questions you’d like and we’ll take a look at your online presence, before we speak, to 
make sure you get the most out of the time.

But for now, that’s everything.


