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Back in the day it was all about the hardcore sales pitch which came 

in many forms. It could be aggressive, hounding, pushy and maybe 

even tricksy but the birth of the internet changed things.  

The consumer now has more power and the ability to make an in-

formed purchase without leaving their house.  All they have to do is 

scour the net.  

They’ll read reviews, articles, speak in forums, watch videos and get 

social on social media and the most important aspect of this whole 

scenario is that they don’t want to be sold to by a salesman.  The 

sale is made by themselves according to what trusting media and 

information they find out on the net.  

The problem with the internet though is that it can be faceless and 

no matter how technologically advanced we’ve become, people 

still buy into people more than anything else so that’s what the sales 

strategy revolves around today; building real relationships through 

media and information.

Good quality information with a little bit of repetitiveness can build a 

trusting relationship and eventually it can turn you into an authority 

of a subject ie. The go to guy or gal….. and that’s exactly what we’re 

doing with content.  We’re informing, educating, entertaining and 

repeating but not selling!   
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In order to make your content work for you, you need to start pro-

ducing media for people to find and lucky enough you as a small 

business do have something which the big boys don’t; your own 

unique voice and face.   

Removing the big boys.
I’ve been blogging for years but to be honest I didn’t realise its true 

potential until I took some online training on the CopyBlogger blog.  

The premise and strategy used by CopyBlogger that hammered it 

home for me was the comparison of traditional media and market-

ing against new media and marketing.

Traditional media marketing consisted primarily of big, expensive 

and rare opportunities to market such as television adverts, print ad-

verts in major magazines and radio spots.  These are all big budget 

marketing tactics that were dominated by big names in every way.  

A small business wouldn’t dare to dream of doing what they do 

and neither would they have the budget but today the game has 

changed.  The big advertising companies are no longer needed to 

get in front of an audience because their audience is online most of 

the day and no one really owns the internet.  If you want to produce 

a telly show, radio spot a print ad or any form of publicity you would 

have had to go to a big PR firm but today you can do it yourself on-

line with your own media first approach.

http://www.copyblogger.com/
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Its media that sells, 
not marketing.  
I can market my design studio to you but I’m guessing that the sheer 

mention of the word marketing just sends you straight to sleep.  

What’s more, you’re probably not interested in my design studio 

unless you were currently in the market to invest in design.  

So what can I do to sell you on Conceptstore Design?  I can use a 

my own media content instead.

Golden rule 2: Using media to sell is really just a 
way of selling yourself without selling directly.  It 
uses information and entertainment to express your 
talents and expertise to generate income and oppor-
tunities.

Let’s take Jamie Oliver for example.

He’s a chef, a TV chef and I only know about him because he’s on 

tv but what I don’t see on TV is his own restaurant and businesses.  

I see him doing notable things such as “Refining School Dinners”, 

“Making 15 minute meals” and travelling the globe on a cultivating 

exploration of cuisine.  
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He uses his media opportunities to brand and promote himself.  In 

doing so his own businesses thrive and these businesses are not 

just his restaurants but his products such as kitchen tools and media 

including books.  These business assets probably make more mon-

ey for him then his tv shows do so why does he do it? 

To put simply his TV shows are just weekly adverts for himself his 

other businesses and brand names. He can make a million on uten-

sils and books because of the media he produces. 

At this point you might be saying that you’re not in the entertain-

ment business and you’ve not got access to televsison studios or 

production companies but the truth is that you don’t need one.  You 

can produce your own media on your own platform being your 

website and blog.

Today new unheard of musicians are making hit records and be-

coming brand names from their bedrooms not the boardrooms. 

Business people are becoming business personalities not because 

of their income but their homemade youtube videos.  Writers are 

not relying on big name publishers to produce their books, they’re 

self-publishing and likewise small businesses are no longer looking 

for editorial pieces in the local paper, they’re promoting themselves 

on their own blog and distributing it via twitter.

As a business you don’t need a big media producer to do what 
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Jamie Oliver does.    In fact most big name brands are themselves 

moving away from big media companies to produce their own con-

tent in house and you too can promote your own business via your 

own media.

Using your media content 
to attract clients
You can create a video series or podcast, photos or music but to 

keep it simple we’re focusing on text because we can all write some-

thing.

Golden rule 3:  
Creating your own your media platform

Today you can create your own media content and reach your own 

audience if you’re connected to the internet and what we’re going 

to be focussing on is producing media content on your own terms.  

Don’t think of your blog as your blog, think of it as your own in 

house pr/production team.  It’s your advertising agency built exclu-

sively for you.  

Even though we’re removing the traditional big media companies 

from our equation that doesn’t mean that new ones don’t exist.  

Google for example is the new big media aggregator and likewise 
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places like Facebook and Twitter are your distribution channels but 

the goal here is to create your own platform in order to build your 

own brand and maybe bypass these big boys at a later stage. 

Your Media Content
I’ve spoken about TV adverts, YouTube vids, radio spots and such 

which still all need a professional touch and maybe some invest-

ment to produce but they are still doable with a low budget.  What 

you can do with teh smallest budget is writing content.  

Writing does need skill but it has low costs associated and that’s 

why content marketing has become so popular.  Just like music, 

video and graphics its media but its media that you can produce.

The strategy outlined above may seem far fetched but it’s not, it’s to-

tally doable but before we get onto that we need to make some core 

decions such as which audience are you going to target and how.  

To do that let’s start analyse the competition in the next lesson...
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