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Easy Ways To Improve Your Online Writing

Do you struggle to write effective web content and articles?
Many people do. But the truth is that almost anyone can learn
how to write in a style that encourages continued reading.
Once mastered, writing skills can be the key to your online
success. Let Write For Profit help you find success.

Learn more at http://www.Write-For-Profit.com
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Get your ad seen by over 1885 subscribers. More info:
http://www.seymourproducts.com/newsletter/advertise.shtml

You are receiving this newsletter because you subscribed to it. As a
subscriber you have acknowledged that there will be both in house and third
party advertising as part of our content. This allows BMB to remain free. If
you would like to be removed from this list, please see instructions at the
end of this newsletter. Seymour Products values your privacy.
http://www.seymourproducts.com/privacy.shtml

Seymour Products is hosted by ICDSoft Hosting. No setup fees, 1000 MB of
space, $72 per year, plus numerous features! Incredible support
system...minutes, not hours! You have a bigger plan option as well.
http://www.icdsoft.com?aff=terriseymour

Hello everyone and welcome new subscribers,

I have lots of great new ebooks to add to our inventory but if anyone is
looking for a specific topic or ebook, just let me know and I will do what I
can to find it for you.

Hopefully everyone has been enjoying this beautiful summer because it is
going fast! It just boggles the mind how fast time goes (once you grow up)
LOL Here is a nice little poem by Kay Shaulis that says it very nicely:

As time goes on I have learned to enjoy the things of life

To put away strife

To endure hardships.

I enjoy nature around me.

The wind blowing through the trees

The gentle breeze upon my face. Sitting in the park as people go by
Gazing into the blue skies pondering what the future may bring.

I feel confident in knowing I am loved no matter what happens around me.
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In the News
New Google Release Could Change Everything. Will it?

http://www.webpronews.com/topnews/2010/07/13/new-google-release-could-change-everything

New Resell Ebooks this Week: Just $1.00 Each!

The Pig

http://www.seymourproducts.com/ebooks-resell/view item.php?ItemID=2437
Low-Carb Diet Guide

http://www.seymourproducts.com/ebooks-resell/view item.php?ItemID=2438
Sunless Tanning Guide

http://www.seymourproducts.com/ebooks-resell/view item.php?ItemID=2439
Wee Peter Pug

http://www.seymourproducts.com/ebooks-resell/view item.php?ItemID=2440
How to Woo a Woman

http://www.seymourproducts.com/ebooks-resell/view item.php?ItemID=2441
How to Leave a Legacy

http://www.seymourproducts.com/ebooks-resell/view item.php?IltemID=2442
How to Build Products that Run Businesses
http://www.seymourproducts.com/ebooks-resell/view item.php?IltemID=2443
Better Choices, Better Life
http://www.seymourproducts.com/ebooks-resell/view item.php?ItemID=2444
Athletic Training

http://www.seymourproducts.com/ebooks-resell/view item.php?ItemID=2445
Internet Marketing Personal Development
http://www.seymourproducts.com/ebooks-resell/view item.php?ItemID=2446

**Weekly Subscriber Special**
This is issue #213 delivered on Tuesday the 13"
This week’s special will be your choice:

Choose any 213 ebooks for just $100.00 or
Choose any 13 ebooks for just $5.00.

One choice per customer. Just Paypal payment to me at
terri@seymourproducts.com and then email me your choice of ebooks. I will
then send the links. Because I will be sending all the links manually, it will
take a little longer, but you will get them in a reasonable time. Thank you!

This special is valid through July 16, 2010.
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NOTE: New eBooks listed above are not eligible for Weekly Subscriber Specials.

Join the Seymour Products Trivia Challenge! Find the hidden trivia
question and be the third person to send in the correct answer for a free
feature ad in next week's issue of the Business Marketing Bulletin. Send your
answer to terri@seymourproducts.com?subject=answer

I am sorry to say there was no winner of last week’s trivia. Good luck to
everyone this week!

Last week's Q: Wow, I just found out why there was no winner of last
week’s trivia. I forgot to putitin. I am so sorry!!!
Last Week’s A:

Join in the fun and try to win a free feature ad. Good luck all!

If you know anyone who could benefit from this ezine, please feel free to
forward them a copy in its entirety. Thank you.

If you would like to advertise in the BMB, please visit:
http://www.seymourproducts.com/newsletter/advertise.shtml for more
information. Advertising prices are as low as $5.00. BMB now goes out to
1885 subscribers.

Studies show that it takes 7 views of an ad before people take action, so to
help you accomplish this we are offering some good deals on 7 ad packages!
http://www.seymourproducts.com/newsletter/advertise.shtml

Social Marketing Sites

Join me on Facebook
http://www.facebook.com/pages/Seymour-Products/240937693051

Join me on LinkedIn and grow your business!
http://www.linkedin.com/in/SeymourProducts

Follow me on Twitter and see what all the tweeting is about!
http://www.twitter.com/SeymourProducts
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This week’s free ebook:

Expert PLR Articles Pack
http://www.seymourproducts.com/ebooks-resell/dl/ex-ap.zip
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10 CSS Tricks to Make Your Website Look Cool!
http://www.webhostingsecretrevealed.com/web-hosting-knowledge/10-css-
tutorials-that-will-make-your-website-looks-cool/
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The Dos and Don’ts of Web Design Tutorial
http://www.secretsites.com/do dont partl.jsp
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List of Free Web Directories
http://www.whenweseo.com/web directories/free directories.jsp
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Free Download: tinyManager

tinyManager is a light, fast, Customer Relationship Management software
program.

http://sourceforge.net/projects/tinymanager/
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Write Better Ads Do It Free!
http://www.WriteBetterAds.com

Advertising Tip

Always include an offer such as a free report, ebook, money-saving discount,
etc. The idea is to get this person on your mailing list, subscriber list, etc.,
so you can turn him/her into a paying customer.

"Discover the Amazing Hidden
Talents of Your Humble Keyboard - And
Open Up A World You Never Knew Existed"

http://www.newbieclub.com/keyboard/?web success/

Please send in your comments, suggestions, questions, etc to
terri@seymourproducts.com?subject=feedback
We appreciate all feedback, good or bad!

Thanks for all the great stuff you put out in your newsletter. * John
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I couldn't believe how well your article went in with what so many of my
clients and students had asked about recently. When I read it, I practically
jumped off my chair! ;p Keep up the good work, and keep 'em coming,
Terri! * Jessalyn

Learn Internet marketing strategies that you can apply to your business and
profit from. Also submit your own free ezine ad weekly. Plus post free
weekly ads. Web based with RSS Feed tie-in.
http://www.ezine.duckerpromotion.com

Business Opp News

Weekly ezine full of free marketing tools, tips & proven strategies to help
you succeed online & offline- faster & smarter - no matter what business
you promote. http://BusinessOppNews.com

Karen Gates’ Achieve Online Profits is a free online marketing ezine for new
and experienced internet marketers who are looking for links to free list
building programs, free website traffic programs and free and low cost
opportunities to make money online. Advertising options everyone can
afford. Know more, earn more. http://karengates.com

If you would like your ezine listed here, please contact me to find out how.
terri@seymourproducts.com?subject=ezine

How Does Your Website Make Me Feel?
By Philippa Gamse

When people think about the Internet, they think about technology. When
people hear that I am a Website strategy expert, they see me as a “techy

type”.


http://www.ezine.duckerpromotion.com/
http://businessoppnews.com/
http://karengates.com/
mailto:terri@seymourproducts.com?subject=ezine

But for me, the most intriguing aspect of your online business isn’t about the
technology. It's about human connections, and how you can create these in
a virtual environment.

It's commonly understood that “people buy emotionally, not intellectually.”
Even when people think they’re making a rational decision, powerful
subconscious factors come into play. To sell effectively, we're told to
anticipate our customers’ needs, to demonstrate that we “feel their pain”,
and to respond to clues in their body language and tone of voice.

In the “real world” we do this very well. And we know that if we can have a
direct, in-person conversation, there’s a pretty good chance that we’ll close
the sale or keep a happy customer.

For the online visitor, your Website is the next best thing to that in-person
conversation with you, your colleagues or employees. And since so many
people are researching products and services on the Web, it’s critical that
your site has maximum impact in persuading them to take the next step
with you.

So how does your Website connect emotionally with your visitors? Do they
feel listened to, understood and appreciated by your Internet presence? Are
you instinctively meeting their real needs? Do your existing customers feel
supported and valued when interacting with you online?

Or are you failing to evoke the crucial emotional responses which can
significantly enhance your response rates, sales and ongoing return on your
Web investment?

The Critical Emotions for Website Success

I've been working with client Web strategies in a wide range of industries
since 1995. Based on this experience, I've identified some key emotions that
you need to evoke in your online visitors to create and sustain a profitable
relationship.

How well your Website does this can have a major effect on the visceral,
instinctive reactions of your visitors, and their propensity to buy from or
connect with you.

In total, I have twenty criteria for emotional connectedness that I suggest
for any Website. That’s too many to discuss in this article, but let’s look at a
few highlights:

Do I Feel Recognized?
When we first meet in a business setting, we're introduced, or we introduce

ourselves with some statement about what we do, and why we should
connect with each other.



When we talk with customers or prospects, it's important to show very
quickly that we understand their issues and needs, and that we have ideas
and solutions to address these.

The most important task for your home page is to accomplish this initial
introduction. You‘ve heard the “ten-second” rule about how long a visitor will
stay on a site that doesn’t engage them.

So, does your home page really tell me what you do? Does it speak to me in
specific terms that make very clear what services you provide, and what
type of customers or clients you work with? Does it use language that I'll
understand even if I don’t know the jargon of your industry or
specialization?

Sounds simple?

There are astounding numbers of Websites that fail to provide basic
information on the home page.

If your goal is to get the customer to visit your store, does your home page
clearly show your location, and how to get there? Every time you force the
visitor to make a decision, such as “"Do I click on the Contact Us page to find
their address?”, you open up the possibility that they’ll make the wrong
choice (from your viewpoint), or worse still, they’ll just leave.

And is it clear to me whether you can - or would want to — help me? Are you
geared towards corporate bulk buyers, or small businesses, or both? Do you
operate nationally or only in your immediate location? Will your visitors know
what you mean by generic terms such as “business systems” or “total
business solutions” or should you be more specific as to what you offer?

Do I Feel Engaged?

As we continue our “real-world” conversation, we start to find common
points of interest, whether personal or professional. We begin to feel that we
can relate with each other, and this helps to build our business relationship.

So your Website has to make the visitor feel drawn in - that they want to
know more about your business, your products and your services - but
again, from the viewpoint of their needs and interests. And you have to give
the visitor a clear sense that you want to find those points of connection,
and to learn more about them.

If the visitor doesn’t feel invited in, if they feel left to themselves to find
their way around - if they’re overwhelmed, confused, or simply not
interested in your site, they’ll leave.

Does your site present a bewildering array of manufacturers, products, or
options without any guidance as to selecting from these? Think about the
conversation that you’d have with a customer in your store. You'd find out



what they were looking for, and then you’d ask a humber of questions to
help them find the right solution for their needs.

So how can you mirror this process online? You could offer a “"Help Me” page
that guides visitors through some Frequently Asked Questions or other
choices and provides links to recommended products based on their
answers. You could incorporate an interactive chat facility with a customer
service agent during office hours, or access to a searchable knowledge base.

Do I Feel Convinced?

If the visitor is seeing your business for the first time, they need to be
comfortable that you are who you say you are, and that you can deliver
what you promise.

One of the most important elements in establishing this part of the
connection is to show the “faces” of your business. Have you noticed how
many Websites don’t name any of their owners, or the people that
customers will interact with? It's much easier to have a conversation when I
know who I'm talking to!

Customer testimonials and other third-party endorsements are critical
elements in establishing trust — they say far more about you than your own
marketing statements. How many sites have we all seen that trumpet
“nationally recognized” or “premier provider...”? Prove it!

Include client quotes and success stories right across your site where they're
front and center as visitors are engaged in your content. If you win an
award, tell the visitor what that means for them in terms of how you were
evaluated.

Do I Feel Motivated?

Towards the end of our “real-world” conversation, we’ll hopefully close a
sale, or we'll talk about some next steps, or we might say “Let’s stay in
touch”. To do that with our online visitor, we need to persuade them to buy
something, or to tell us who they are, and give us permission to reconnect
with them.

Too many Web pages tail off with no call to action or directions about where
to go next. If you don’t issue a clear invitation, you again leave it to the
visitor to work out what to do — and you run a big risk of losing them.

So at every point on every page where the visitor might be thinking “Tell me
more”, or *How do I get this?”, provide a clickable link to the next step, to
your shopping cart, to your newsletter subscription page, or to whatever you
want them to do. Don’t wait until the end of the page - they may never get
there! Look for the emotional “tipping points” on every page where they’re
ready to talk more with you and grab them in the moment!



Diluting the Connection

Of course, it's all too easy to undo all the good feeling that we create by
frustrating or annoying the visitor, or simply by giving them a dead end.

One of my favorite bugbears is the site search engine that allows me to
enter my query, and then tells me “No results found. Please try again with
different search terms”.

How is that supposed to make me feel? What was wrong with my keywords
or my parameters if the search page allowed me to select them? Am I being
stupid? Or do you really not want to help me?

Your visitor is clearly looking for something, and has taken a step towards
connecting with you. So how about a results page that lets them know that
you can’t immediately answer their question, but offers a link to your
contact form so that they can send a question, or some tips or suggestions
on how to find more information.

The ultimate customer service feature is an opportunity to interact with a
live assistant - if your site offers this utility, the search results page is a
perfect place to maximize its visibility.

So how “Emotionally Connected” is your Website?

I hope that I've sparked your curiosity enough to take a fresh look at your
Website.

Think about specifically why visitors are coming to your site, what might be
on their minds, and review your copy and navigation accordingly. Think
about new customers and existing ones, employees, media - everyone who
might have a reason to visit. Are you doing everything that you can to
create an “emotionally connected” experience for everyone?

The right mix will gain you significantly higher time spent on your site, more
calls from pre-qualified leads, more signed contracts, happier repeat
customers, attention from new markets, offers of strategic alliances and
collaborations, and insights into creating successful new products and
services.

Philippa Gamse is a professional speaker and web strategy expert who spends
much of her time creating website strategies for her clients. To read her blog and
free articles visit http://websitesthatwin.com for more information.

If you would be interested in any of my articles for reprint or reference you
can see the complete list at www.seymourproducts.com/articles/index.shtml
Feel free to use any of the articles you feel are appropriate for you!
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How many dozen eggs does the typical hen lay a year?
terri@seymourproducts.com?subject=answer

Stand out from the crowd!

Send high-impact newsletters, video emails, and follow-up campaigns that
hit their revenue targets! http://www.GetResponse.com/index/Seymour

Site of the Day: Learn a little about karma and how it works as well as take
a 4 part karma test to find out what kind of karma you have.
http://www.truelifekarma.com/

Quote of the Day: Enjoy the little things, for one day you may look back
and realize they were the big things. * Robert Brault, www.robertbrault.com

Fun Free Download: Axiebal 7
A mix of skill, puzzles and action!

http://international.ideesoftware.com/

Fun Movie Quotes: Guess the Movie and Win a free ebook!

Send in your answers and we’ll let you know if you got it right! If you are
the second person to send in the correct answer, you will win a free ebook.
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"When I was fighting off the other Kiowas... I saw the... flaming star of
death. I gotta last long enough to go into the hills and die. I trust you not to
follow me, Clint.” terri@seymourproducts.com?subject=quote

This week's riddle: Decode the Message

Detective Marty had been trailing three men suspected of committing
several fur robberies. He received a message in a sealed envelope delivered
by Roscoe, an underworld contact, and decided to call Detective Sam, his
partner. "I think I found out where the merchandise is stored," said
Detective Marty. Obviously Marty didn't want Roscoe to know what was in
the envelope so he read it to Sam in code. This is what Marty had said:

"Flame mate weighty soak shave, comedy debut stake scared.” What did the
message say?

Answer at the end of the ezine.

To receive this newsletter:
Send any email to:
subscribe@seymourproducts.com

To not receive this newsletter:
Send any email to:
unsubscribe@seymourproducts.com

Contact Info:

Terri Seymour
terri@seymourproducts.com
support@seymourproducts.com
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Legal Disclaimer

The Business Marketing Bulletin does not make any warranties, express or
implied, regarding the use of the links that we provide in our advertising. We
don't guarantee the accuracy, completion, usefulness or legality of any
advertisements, resources, information, products, services, income
processes or programs. We disclaim any responsibility and/or all liability
arising out of, or relating to, any item listed in this ezine, and/or websites.

Answer to Riddle: Am at Eight Oak Ave., come but take care.



