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Get More (and Better) Traffic with
Your Local Business Blog

You already know that content
marketing is widely considered to be
essential for your business. Maybe
you've already got a blog that gets
some organic trafficc. What's next?
The sad truth is that most local businesses aren't blogging
about the right things in the right way. As a result, they're
losing business that’s going to their competitors. Want to
learn more about the types of content that will help attract
more qualified visitors to your site and help you grow your
business? Then this article is for you.

Why SMS Marketing Should Be in

Your Mix Right Now
With more consumers working from
home and budgetary concerns at the

forefront for most people, you might
think that mobile marketing isn’t as
effective as it used to be. People aren’t
spending as much time out and a lot of the advantages of
mobile marketing don't apply in the same way. But guess
what? I'm here to tell you that mobile marketing is more
important than ever — and you need to make room for SMS
marketing in your budget right now. Here’s why.

Try These 7 Growth Hacks to Help
Your Small Business Soar 13

I've been thinking a lot lately about
growth hacks - little tricks you can use
to fast-track your growth and increase
your sales and profits. By definition, a
hackis meant to be simple - something
you can do right away. Sometimes hacks are clever and weird
things but sometimes, they're well-documented things that
small business owners overlook. Here are 7 growth hacks
that | think you need to start using - today.

How to Increase Customer Retention
with Email

18

There’s something undeniably exciting
about attracting new customers to
your business. It's the reason that
new customer marketing gets all the
attention. But guess what? It's not a
very cost effective way to grow a business, which is why it
never ceases to amaze me that more local businesses ignore
customer retention as a growth strategy. If you're wondering
the best way to increase your customer retention, look no
further. Email is the answer. Read on to learn more.

WelcomeTo
The Boat Marketing Insider

Thanks for checking out the August
2021 issue of The Boat Marketing Insider
magazine, your online marketing
resource guide for marine businesses.
Each month, we'll be covering topics
that resonate with marine businesses
just like yours.

Our goal is simple. We want to enable
you to do big things online, and it all
starts by breaking down the complex-
ities of marketing your business online.

It doesn't matter if you're just starting
out, or an established business ownerin
your local community, you can always
benefit from increasing your brand’s
visibility online.

To your Success,

Harry Casimir
CEO, Boat Marketing Pros

THE BOAT MARKETING INSIDER IS
BROUGHT TO YOU BY

Boat Marketing Pros is a digital agency offering
websites and digital marketing to the marine
industry. We help clients all over the US connect
with more customers online.

If you want to build your business, you need
to market, it's that simple. But you can lose
thousands of dollars if you don’t know what you
are doing. So, we urge you to take action with
some of the strategies we recommend.

To schedule a free strategy session, visit our
website at www.boatmarketingpro.com.

Cheers!



























One of the biggest benefits of SMS marketing is
that it is very a ordable when you consider the
high open and click through rates. The ROI on
SMS marketing is extremely highwhen compared
to email and other forms of marketing.

Business News Daily did an evaluation of the
top SMS messaging services. SimpleTexting was
their top pick. Their least expensive plan costs
$25 per month and allows businesses to send

Now, let's talk about some creative ways you
can incorporate SMS messages into your mar-
keting mix.

1. Put your call to action up front. While most text
messages are only 160 characters or so, only the

500 SMS messages. That comes out to a cost of
$.05 per text.

By asking customers to opt in for text messaging,
you can be certain that you are only paying
to send text messages to people who want
them. Given the high ROI of SMS marketing,
it's likely that you will recoup the money you
spend quickly.

first 30 or 40 characters will appear in the pre-
view screen on a subscriber’s phone. Since that
preview may be the first impression they have of
your message, it's a good idea to put your call to
action at the top of your message. . A customer
who sees “Redeem your 50% coupon” in a






Try These

To Help Your Small Business Soar

Wouldn't it be great to find some simple
tricks that would help you leap ahead of your
competitors and see your small business soar to
new heights?

Well, I've got good news for you. I've been
thinking a lot lately about growth hacks — little
tricks you can use to fast-track your growth and
increase your sales and profits. By definition,
a hack is meant to be simple — something

you can do right away. Sometimes hacks are
clever and weird things but sometimes, they're
well-documented things that small business
owners overlook.

Let’s focus on the later because I'm willing to bet
you're not doing some of these things.

Here are 7 growth hacks that | think you need to
start using — today.




#1: Use Content Upgrades to Grow Your List

You know what an upgrade is. It's something
that allows you to increase the value or utility
of something you've already purchased. In the
case of a content upgrade, it's a free piece of
content that you use to attract new subscribers
and leads.

Let’'s say you have just published a killer blog
post, but you have some content that you didn't
include. Maybe it's more detail about one of your

points. Maybe it’s a list of tips and tricks.

Whatever it is, try o ering it as a freebie at the
end of your post. You can make it your call to
action or even a pop-up that appears when
people try to close the window or hit the back
button. Something simple like “Enter your email
to get a free growth hack cheat sheet” can help
you grab readers’ attention and get their emails
before they leave.

#2:Use Exit Intent Popups

Speaking of popups, you should be using them. | know, | know;
they’'re annoying and some people use popup blockers.

So what?

Research shows that popups are e ective and exit-intent pop-

ups are ideal because they grab visitors’ attention at a crucial

moment. Maybe they’ve looked at your product but balked at

the price. A strategic popup o ering a coupon or discount code

could be the only impetus they need to stay on your site and
buy your product.






#6: Solicit Customer Feedback

Speaking of asking for things, when was the last time you asked
your customers or clients for their opinions? I'm willing to get it's
been a while, and it’s time to end the drought.

Customer feedback is one of the most valuable things you can get.
People want to tell you what they think of your business. If you wait
for them to tell you, it's probable you'll hear more negative feedback
than positive because people are often more motivated to sound o
about what they don't like than they are about what they do.

So, whether you do it in a social media post, an email, or a survey, it's
time to start collecting information from your most valuable study
group: your customers!













Send Emails Based on

Customers’' Behavior

The question of when to email customers is one that looms
large for small business owners. | think one of the best methods
is to use a customer’s behavior as a trigger for an email.

For example, say a customer If has just bought one of your
products. You may want to consider sending a confirmation
email that suggests up-sell or cross-sell products to them. If you
choose your product recommendations wisely, you might end
up with a bigger sale — and a customer who's more committed to

your brand than they were before you emailed them.

Here are some other examples of behaviorally triggered
emails:

> When a customer reaches a given point in
their journey with you, send them a survey to
ask for their opinion so far.

> Ask them to review your product or service.

> Send an email reminding them that they have
items in their shopping cart.

> Send an email suggesting products based on
their previous purchases.

Emails like these can benefit your business in
several ways. First, they o er an a ordable way to
acknowledge a customer’s activity and let them
know that you care about their business. Second,
they can help you gather valuable information
about what kinds of emails your customers want

to get.

And finally, each time you “touch” a customer via
email, you're solidifying their opinion of your brand
and — hopefully — increasing their loyalty to you.













