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TODAY'S BUSINESS STRATEGY
In the blink of an eye, our world has
been turned upside down by a virus
taking over our planet. The way we
live our life today is very strange for
most of us, with all the social
distancing rules in force to help
control this invader.
Some of these changes will stay with
our society as a routine now. In
response, the way we do business
changes with it.

Where online storefronts weren’t
necessary, they now become a critical
source of income for some businesses.
Where pickup and deliveries didn’t exist,
or didn’t make up much of the sales, they
do now for many businesses.
Being flexible is always a number one
rule of survival in a business mindset.
We’re seeing the truth of this in today’s
world.

Sales for the businesses able to stay
open during a time of crisis, and sales
for the businesses to recover from
debts when they survive the crisis, are
more important than ever.

I don’t suggest this, by the way. Instead,
I suggest paying close attention to
where your marketing dollars are going
and being extra picky about how you
spend them.

You’re able to keep the doors open,
but you know you need to make up for
lost income and perhaps cover new
debts after the crisis clears. But now
you need to increase your sales to
recover and get back to where you
were before this virus invaded our
lives.

If you insist on doing so, because it’s
unavoidable, luckily, you have choices
still.
·
Consider purchasing a coaching session
for you or a member of your staff to do
some of the marketing duties. You can
save money by bringing some of the
easier duties in house.
·
There are many low-cost or no-cost
methods of advertising and connecting
with your customers that you can do for
yourself.

I urge you to self-educate yourself as
much as you can in the world of
marketing. There are so many
“experts” coming out now to take
advantage of the need for more sales,
more engagement, more marketing.
Part of your business survival today
involves knowing where to spend your
marketing budget so that you get the
most return on investment. This is
especially true if you are cutting your
marketing budget as part of your
recovery plan.

Marketing is always evolving. Customers
often change the ways they listen and
respond.
Be aware and listen to your customers.
You’ll see opportunities for connecting
with them in ways that don’t cost any
money, or very little money.
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Some businesses will survive. Sadly,
many will not. Whether they’re too new
or just didn’t have enough in back up
capital to keep the doors open, it
doesn’t matter.
It’s still a tragedy.
Some of those businesses will get help
from the government and be able to
stay in operation. For many, this will
mean increased debts that they did not
count on being there.

While listening to your customers, pay
attention to what changes they like and
dislike with your business and other
businesses during this challenging time.
Look at your sales and see what you
gained the most income from.
As you move into recovery mode,
analyze the changes you made and
adopt the ones that worked as part of
your permanent operations.
Make sure to let your customers know
you’re going to keep serving them in
these ways.
Make note of things you could have
done to help keep income flowing, if you
had only thought of it before and had
prepared for a crisis. Now is the time to
start exploring how you can work these
methods into your current business
strategy.
Make a date this fall to go through
everything you learned from surviving
this crisis and revise your business plan,
marketing plan, and operations to
incorporate everything that added
income to your business.
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TODAY'S BUSINESS STRATEGY
cont.
This includes ways your customers
responded to you during the crisis
when they couldn’t physically come
hang out with you. These are touch
points you should continue to use
within your customer engagement
marketing strategy.
Optimize to align everything you do
when you communicate with your
customers. You need to focus on your
single goal and make sure every effort
works towards that goal, or don’t
include it in your marketing strategy.

Your Content Optimization Plan will
make sure everything in your customer
journey does its job. It will help you and
your team know what to write and when
in your content and sales copy.
Your social media efforts will align with
your website copy. Your website copy
will align with any advertising you do.
When used with your content calendar,
every social media post and blog post
will almost write themselves.

If you have trouble with this, paying
someone to write a Content
optimization Plan may help save you
time and money in the long run. Let me
know if you need help with this.
We can chat about how hiring me to
write one for you can benefit you.
Email me at dianacacycopy@gmail.com
to schedule a meeting.

SOCIAL MEDIA MARKETING
Social media marketing is actually one
part of what I call Customer
Engagement Marketing, and should be
a critical component of your Content
Optimization Plan. When I have a new
client come in for a Content
Optimization Plan, this is usually
where I start.
If you have been communicating with
your customers on the social media
platforms already, chances are these
posts are written in your voice and
your tone. Being you is often the best
starting point for putting your
engagement strategy in place.
When you get engagements on social
media platforms, you also get insight
to what your customers like to hear
and what they don’t like. Same with
the visuals you use.

Improving your social media strategy
efforts is a great starting point to
strengthen the connection between you
and your customers, and thus bring in
more sales.
Likewise, starting a social media strategy
when you haven’t used it before is a
great way to gain attention.
Social Media Marketing will help you
build your brand and control your
customer journey. Through the
interactions they will get to know you,
remember you, and refer you out to
their friends.
Social site advertising is one of the most
beneficial tools you have in your
marketing arsenal. The targeting in your
ads is so detailed that they are more
consistently seen by the people you
want to talk to.
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The costs are minimal, while the reach
for your message can be substantial.
According to Oberlo.com “90.4% of
Millennials, 77.5% of Generation X, and
48.2% of Baby Boomers are active social
media users.”
That statistic shows how using social
media as a central part of your
Customer Engagement Marketing will
help you reach a great number of your
customers. When you align other
elements of your plan with it, the
potential is endless.
If you need an email or quick phone
chat on how to take advantage of your
social media efforts, don’t hesitate to
contact me. Even if you just need
someone to bounce ideas off of.
I’m here to help you through this.
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BERT IMPROVES YOUR SEO
Just who is Bert and what’s he doing
to my search engine optimization?
Well, BERT is a new algorithm
established by Google in late 2019 that
can help you create powerful website
content more naturally.
Writing content to your customers is
you talking to them in a
conversational tone, as if you’re
sitting across from them over a cup of
coffee. BERT recognizes natural
speech patterns and takes context
into consideration.

Now, we can get more useful results
when we type a question into the search
engine. It doesn’t quite understand
everything, but it’s pretty darn good.
This means two things for you:
Your conversations with your readers
on your website are doing their job
better.
You have to do your job better too
now.
Write like people talk. Engage in
conversational writing.
Be specific.

If someone asks you, “What’s the best
method for brewing a single cup of
coffee at home?” and you choose to
write a blog post on it, don’t generalize.
Explain multiple methods of brewing
their coffee, instead of just approaching
it from how much coffee to water they
use.
For instance, a blog post can deal
with single pod brewing, pour over
method, aeropress method, moka pot,
and single serve steeped coffee.
Show all the measurements and steps
for each style. This will create a
detailed, informative article Google will
love.

Small to medium coffee business
owners can find me at
www.coffeebusinessstrategies.com

Find me at LinkedIn
@dianacacyhawkins
I welcome connections of all
small business owners. Feel free
to reach out to me in IMs.
We can bounce ideas around for
your business over a quick
exchange.
I'm available to provide content
and copy writing services as you
need them.

coffee Business Strategies is a
community style website I've started
this year to help our businesses
survive.
Together coffee business owners can
help one another through the groups.
Through the website and the
newsletter, I share news from the
coffee world and marketing world to
help business owners succeed.
Join me and get a free pdf of my book
Coffee Shop Strategies and four full
weeks of content ideas for your blog
and social media efforts.
Together we can come out stronger
when this crisis ends.

Is it time for us to connect and
get started on your next project?
Whatever you need, I'm here for
you. I am trained and experienced
in most things your business
needs.
If it's one of those rare things I
cannot do, I can help find
someone who can.
www.espressoshotmarketing.com
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