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About Content Marketing

Content marketing was the future of
marketing in 2012 and now, in 2016,

content marketing is the winning
strategy. This is a short guide to
using a keyword-driven content

strategy to engage with users and
ultimately convert them into paying
users. Content marketing is a long-

term play, so be patient, be
resourceful and always be learning.

Now I am sure this pegs the
question, what exactly is content

marketing?



Content marketing is a strategic
marketing approach focused on

creating and distributing valuable,
relevant, and consistent content to
attract and retain a clearly-defined
audience — and, ultimately, to drive

profitable customer action.

 The Content Marketing Institute

"

"

http://contentmarketinginstitute.com/


Making Sense
 of Content Marketing

Content marketing is funny because while it is a beast in and of itself
if you really want to find success, you’re going to need search engine
optimization (SEO) and social media. SEO helps your content
optimize and be discovered by search engines while social media is a
channel to push and advertise your content to whomever you choose.

It’s really a three-headed beast.

The strategy we’re going to
investigate is known as a
keyword-driven content strategy.
A "keyword" is a phrase a person types
 into Google to find their desired results.

The basic idea behind this strategy is that
 you must find the relevant keywords searchers
 are using to find products or services relevant to your offering. Once
you know what terms people are using, you will make content that is
relevant to those keywords.

Essentially, you are making it easier for people to find the answers to
what problem or question they have by producing digital items to
communicate with them. More often than not, your content won’t be
a direct portal to whatever service is generating your revenue, but it
lays the groundwork for a long-term relationship.

It’s a long-term play, remember?



But, Why Content
Marketing?

Content marketing is a non-disruptive form of
marketing that builds lasting relationships with

people.

When done right, your content not only makes
you an authority in your industry, but it is a

gateway to optimizing the number one
acquisition tool in the world, search engines.

   Quick Facts About Content: 

                     as many leads

                              cheaper traditional marketing 

3x
62%

of CMOs believe content is the future in marketing

marketers who blog see positive ROI from their
inbound marketing

78%
82%

Source: Neil Patel, 38 Stats about Content 

http://neilpatel.com/2016/01/21/38-content-marketing-stats-that-every-marketer-needs-to-know/


Keyword-Driven Content

Forewarning:
Content marketing is not something you study for just one weekend and

magically conquer the digital realm. Each one of the software's and strategies

presented is a project in and of itself. This article is here to be a launch

pad, a catalyst, and a resource.

in 7 Steps



The Ground Work:
Understand Your Target

If you want to be effective in any type of marketing. You HAVE to know
who your customer is. You HAVE to know what they like, what they
consume, how they consume and where they consume it.

Imagine you make an awesome promo video for your customer, but they
happen to travel for work and rarely have wifi and only watch videos
while traveling. This means, they now have to use data. This also means
it is very unlikely they use data on a "random" video.

You have to make content that fits their personality and it has to be
done so well, it fits them whenever and wherever they may consume it.

How to get to know your user:
    Start with a theory on who your customer is
    Interview your customer, are you actually solving their problem?
    Learn about how they would potentially use your product

Things you should find out:
    How are they consuming content?
    When are they searching for content?
    Do they consume in advance or only in moments of dire need?
                                         

 Example of a
 customer profile:

http://keywordtool.io/


Step 1:
Look for Keyword Opportunities

An effective campaign starts by identifying opportunities within the
keywords users are typing online to find content. There are three types.

Types of keywords:
   Head Keywords: 1-word and non-specific. High volume.
   Body Keywords: 2-3 words and specific. Medium volume.
   Long Tail Keywords (LTK): 4+ words and very specific. Low volume.

Head Keyword Example: "vitamins"
Body Keyword Example: "order vitamins online"
Long Tail Keyword Example: "order vitamin D capsules online"

Top campaigns use Body Keywords or LTKs. It is most easy to niche
target your user and provide customized content for their question. 

How to build a master list of body and long tail keywords:
1. Brainstorm buzzwords your user may use in a search 
2. Get onto Google and type them in
3. Gather other keywords on the Google "Related Terms" suggestion tab
4. Go to KEYWORDTOOL.IO and get a tutorial, learn the software
5. Insert keywords one by one into KEYWORDTOOl.IO 
6. Save the terms generated that are relevant to your service

MUST-READ Resource for finding Keywords:

A "keyword" is the phrase a user types into Google to find their
desired results. 

Backlinko: Keyword Research (ctrl + click)

http://backlinko.com/keyword-research
http://keywordtool.io/


Step 2:
Gather Search Volume
on Google Keyword Planner

Google Keyword Planner (GKP) is one of many powerful tools offered
by Google. It will help you find out how many people are actually
searching for the keywords you generated, filter out the ones with low
volume and generate actionable combinations.

Terms to Know:
Cost-per-click (CPC)
Competition
Suggested Bid

Here's how to find the search volume for your keywords:
1. Sign into GKP, on the left , click “Get Volume Data" 
2. Copy & paste your entire keyword list into the text field
3. Set your parameters for what group of users you want data on
        - i.e. City limits, date range etc.
4. Click "Get Search Volume"
5. Analyze the average monthly searches
         - TIP: Learn  competition, suggested bid and other terms
6. Use the Ad Group tab to find mid-range keywords

Be aware: to use the GKP, you must have a Google Adwords account.
Don't worry, this is free. Sign up for that here.

MUST-READ Resource for Google Keyword Planner:
Backlinko: Tips on Google Keyword Planner (ctrl + click)

http://backlinko.com/google-keyword-planner
https://www.google.com/adwords/get-started/


Step 3:
Gauge Competition
and Find Low Hanging Fruit

While it's super important to spot keywords that are getting lots of
traffic, sometimes, it isn't truly a winning opportunity. Keywords like
"digital marketing" might have thousands of searches, but they also
have authoritative brands dominating the results.

                                                    Terms to know:
                                                             Back-links
                                                             Page Rank (PR)/Page Authority (PA)
                                                             Domain Authority (DA)
                                                             Search Engine Results Page (SERP)

Here's how to find high volume keywords with low competition:
1. Analyze the GKP suggested bid. If it's high, that might be symbolic to    
  how many people are fighting to be a result for that keyword.
2. Download and learn about the chrome extension; MOZ Bar (ctrl+click)
3. Google search your top keywords with high volume
4. Observe the results on the first page and ask:
      - Are the top results strong domains with high page authorities?
      - How many back-links do these pages have?
5. Investigate the backlinks with Ahrefs.com
      - Paste the top links into Ahrefs and learn who links to that page

Search results are based on algorithms by search engines. The basics of
this are how relevant the content is and how many people are talking
about it. Use the tools above to see how strong the top content is.

MUST-READ Resources for Gauging Competition:
Backlinko: Keyword Competition (ctrl + clcik)

Moz: Search Ranking Factors (ctrl + click)

https://chrome.google.com/webstore/detail/mozbar/eakacpaijcpapndcfffdgphdiccmpknp?hl=en
http://backlinko.com/keyword-competition


Step 4:
Build the Content

For a content-driven strategy, the content is built around vetted
"keywords" that show an opportunity online. For example, let's say lots
of people are searching for "cheap guitar repair service" and you find
there to be limited resources on the topic. This could be an opportunity.

When you build the content for an opportunity, you have to make a
piece of content that reaches your user in the medium to which they
hope to consume content. You need to service their need and
effectively optimize for Google SEO at the same time.

Be mindful of SEO when you create your content, be mindful of the user
funnel, but most important of all, is to make something that services
the needs of your user in a clear, concise and easily consumed manner.

The Golden Rule: Never sacrifice content quality to optimize for SEO.

First, pick a format:
Determine your users most likely channel of consumption
        - Blog/Article
        - Infographic/eBook
        - Video/web series
        - Podcast/webinar
        - Slideshare
Second, create the content:
Storyboard and draft communication. Be concise and title

12 ContentWriting Secrets (ctrl + click)

Content Marketing Blueprint (ctrl + click)
MUSTREAD Resources for Building Content:

https://www.quicksprout.com/the-advanced-guide-to-content-marketing-chapter-5/
http://contentmarketinginstitute.com/2015/01/blueprint-jump-start-content-marketing-strategy/
https://chrome.google.com/webstore/detail/mozbar/eakacpaijcpapndcfffdgphdiccmpknp?hl=en


Step 5:
Read Up On SEO

As mentioned earlier, SEO is an incredible beast. It's the second
language your content must be speaking. While you never want to
sacrifice user quality for SEO, you do want to make sure your content
wins in the algorithmic marathon.

The idea behind SEO is that your content is found by search engine
algorithms. These algorithms search through the web pages of the
internet and gauge the content inside of the posts, the titles, the traffic,
the back-links and essentially score the page in relation to whatever
keyword in generated.

Google, for example, uses this score
to determine where and when your
page shows up in the results. Your
goal is to show up at the top for your
specific keyword.

SEO matters because 93% of organic
 traffic acquisitions online are generated
 through Google's search engine.

It is important to note people make entire
careers out of SEO, it can be incredibly
in-depth but a basic working knowledge of it is a great place to start.

MUST-READ Resources for SEO:

Content Marketing vs. SEO: Ending a Debate (ctrl + click)

15Point SEO Plan (ctrl + click)
17 Untapped Backlink Strategies (ctrl + click)

https://chrome.google.com/webstore/detail/mozbar/eakacpaijcpapndcfffdgphdiccmpknp?hl=en
http://backlinko.com/17-untapped-backlink-sources
http://contentmarketinginstitute.com/2013/06/content-marketing-vs-seo-truth-behind-ridiculous-debate/
http://contentmarketinginstitute.com/2016/05/excel-seo-plan/


Step 6:
Distribute Your Content

Great content is important and using SEO hacks will score you some big
time points in the long-term, but that simple isn't all you need. What
you will come to find out is that distribution is your secret weapon. 

Distributing content is an effective way to gain social traction and initial
momentum for your work, this would be akin to social media. Even more
so, you can re-purpose some content through distribution channels to
get amplified exposure.

How to Build a Strong Distribution Channel:
1. Pick distribution channels that you can manage. Believe it or not, even
one channel (when done right) can be pretty time-consuming.
2. Do lots of research (use my articles) on what channels help you reach
your customer. Research when to post and how to post.
3. Build a schedule with what channels you choose and stick to it.

Top distribution channels:
Email
Facebook
Twitter
Youtube
Google+

TIP: you need to be consistent with distribution channels. Social media
has lots of noise, without a constant presence, your posts will be lost.

MUST-READ Resources for Distribution:
5 Powerful Tactics to Increase Your Blog Traffic (ctrl +click_

Places to Share a Blog Post (ctrl + click)

http://www.bloggertipstricks.com/places-share-blog-posts.html
http://www.vervesearch.com/blog/5-powerful-tactics-to-increase-your-blog-traffic/
https://chrome.google.com/webstore/detail/mozbar/eakacpaijcpapndcfffdgphdiccmpknp?hl=en


Step 7:
Track and Understand the Data

In content marketing, you’ll become obsessed with numbers and data.
It’s hard not to. There is a tool out there for any metric you may want to
track. While it is easy to get lost in data, it’s important to remember the
key metrics to look at.

The overall motive of keeping up with the analytics of your content is
to optimize your funnel on each level. You want to figure out what is
working, what is not and try test out new strategies.

Levels in the Funnel and What to Ask:
Acquisition: What's content is acquiring the most users?
Engagement: What content is engaging users the most?
Conversion: What content is converting the most users?

My Essential Analytics Tools and What to Use Them For:
Google Analytics:
GA is the tool you have to have. You'll be able to keep up with it all
through here. My recommendations are to learn this in and out.
Tutorials and videos are helpful, but nothing beats hands-on.
HotJar:
HotJar is an add-on that gives an in-depth understanding of how users
engage with your content. Track clicks, scroll depth and mouse
movement.

MUST-READ Resources for Tracking Data:
The Absolute Beginner's Guide to Google Analytics (ctrl + click)

https://moz.com/blog/absolute-beginners-guide-to-google-analytics
https://chrome.google.com/webstore/detail/mozbar/eakacpaijcpapndcfffdgphdiccmpknp?hl=en


About this Guide

Truly, this goes beyond just content, it is inclusive of the entire content
funnel. This guide has given you is a working knowledge of the entire

spectrum of what a marketer should really know and what OTHER
marketers DO know. 

This is not just making content, but having a strategy, spotting an
opportunity and awareness as to why you are making a piece of content.

This is not just making content, but distributing it, because you have to
 win the attention of the customer.

This is not just making content, but tracking it and using the data to try
new things and test our new formats.

This is optimizing your work. This is an all-around wise BUSINESS STRATEGY.

Use the resources in the guide as a launch pad. Click around the blogs, the
knowledge goes far beyond the single article I share.

Mastery takes 10,000 hours. Stay focused.

https://chrome.google.com/webstore/detail/mozbar/eakacpaijcpapndcfffdgphdiccmpknp?hl=en


Yes! That is it. 

This is a thorough guide to content marketing and truly, it is even going
beyond just content. What this guide has given you is a working
knowledge of the full spectrum of what a marketer should really know
and what OTHER marketers DO know.

This is not just making content, but having a strategy. Having an
opportunity and a reason as to why they are making that content.

Not just making content, but distributing it, because you have to win
the attention of the customer.

Not just making content, but tracking it and using the data to try new
things and test our new formats.

This is optimizing your work. This is wise BUSINESS.

Use the resources and the masterminds who produce resources as
your mentors.

Remember that mastery takes 10,000 hours and stay focused!

About The Content Workshop
& Andrew Frawley

The Content Workshop is a place for learning, building and inspiring.

With a core focus on content marketing, the passion begins in telling

incredible narratives and building experiences that natively integrate

with the consuming party.

Founder, Andrew Frawley, wants you to learn from his experiences

and adversities. He is young and motivated to share what he has

learned to expedite the advancement of others.

If you have ideas, theories or questions, please reach out.

 Candor  Integrity  Mindfulness  Courage  Authenticity  Reliability

Reach him with questions or inquiries at:
frawleya12@gmail.com

https://chrome.google.com/webstore/detail/mozbar/eakacpaijcpapndcfffdgphdiccmpknp?hl=en
http://www.andrewfrawley.com/
http://www.andrewfrawley.com/

