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Helping you create the perfect business! 

“The secret of success in life 
is for a man to be ready for 

his opportunity when it 
comes.” 

Earl of Beaconsfield 

February 2015 

F ebruary is the month 
of ‘LOVE’ so I thought 
I’d open this month’s 

issue by focusing on your 
customers, clients or 
patients. More importantly, 
why we need to make them 
feel ‘LOVED’! 

On average, and for a variety 
of reasons, most businesses 
will lose between 10% and 
20% of their existing 
customers each and every 
year. Customers come and go. 
It’s simply a fact of life.   

Some of the reasons for 
customer attrition are 
unavoidable but others are in 
the complete control of the 
business. 

Interestingly, according to a 
recent survey by the Sales and 
Marketing Executives 
International, customers stop 

buying for 
the 
following reasons: 

  1% die 
 

  3% move away  
 
  5% develop other 

friendships 
 
  9% leave for competitive 

reasons 
 
  14% are dissatisfied with 

the product or service 
 
  68% leave because they 

were treated with 
indifference, disrespect, 
apathy or neglectful 
behaviour on the part of 
employees of that business 
organisation with whom 
they interacted  
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But what is good news is that 
82% of a business’s customers 
leaving because they are 
unhappy is not good news in 
anyone’s book.  

Because   68%   of    people 
leave through indifference, 
with a bit of ‘handholding’ 
many of these customers 
wouldn’t leave in the first 
place, and those that do can be 
‘won’ back.  

As a business, we work very 
hard to keep our clients 
happy. We’re not perfect by 
any means but we focus on 
every interaction we have 
with them and make sure at 
the very least they are happy 
with the outcome. We also 
regularly tell them we 
appreciate their business, and 
when they refer people to us, 
we say ’thanks’ and send them 
a gift.   

There’s more we do, but I can 
tell you from my own 
experience that once you get a 
customer it’s your job (and the 
job of your team) to make sure 
you hold on to them. It’s not 
difficult to ‘love’ our 
customers, as long as we don’t 
forget . After all, even a loved 
one needs telling how much 
you care every so often! CA 

L ast month I gave you an 
overview of how to create a 
successful Google AdWords 

campaign. This month I want to give 
you a masterclass on creating your 
Google AdWords ads. 

Over the years, I’ve spent hundreds 
of thousands of dollars on AdWords. 
Right now we spend several 
thousand dollars every month on our 
AdWords campaigns. 

It is without question one of the best 
marketing strategies you should be 
using to grow your company. 

But many people fail because they 
don’t truly understand how 
AdWords works (see last month’s 
issue) or how to create ads that get 
the CLICK-THROUGH. 

That’s what this article is focused on. 
Creating ads that get prospective 
clients clicking on your ads and 
arriving at your website. 

Here’s what you need to do... 

1. PREPARATION:  

Before creating your ads, type 
several of your keywords for each 
campaign into Google and note what 
the competition are saying in their 
ads. Write down any wording that 
makes you think, ‘I would click on 
that’. Don’t copy it but modify the 
words to suit you. This will give you 
a great head start. 

2. LASER-BEAM FOCUS:  

One of the biggest reasons for the 
failure (or excessive cost) of 
AdWords is the ads aren’t focused 
enough on the keywords for each 
specific campaign. So you should 
make sure you have tightly knit 
keyword groups and create an ad 

campaign around them. 

For example, here’s a list of 
keywords… 

jeweller shop 

jeweller shops 

jeweller stores 

jewellery  shop 

jewellery  shops 

jewellers shops 

jewelleries shop 

jewelleries shops 

jewelleries store 

jewelleries stores 

small jeweller stores 

top jewellery shops 

Look carefully. Whilst it would be 
easy (and lazy!) to just create one ad 
campaign for these keywords, you 
should create two. 

Notice one set of keywords is 
focused on ‘jewellery shops’, the 
other on ‘jewellery stores’. 

So what we do is create two highly 
focused ad groups… 

GROUP#1: Jewellery Shops: 

jewellery shop 

Online Marketing — Google AdWords 
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“The closer your ads 
match your key-

word groups - the 
higher the click-
through rate and 
therefore the less 

you pay!”  
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jewellery shops 

jeweller shop 

jeweller shops 

jewelleries shop 

jewelleries shops 

jewels shop 

small jewellery shop 

top jeweller shops 

GROUP#2: Jewellery Stores: 

jewellery store 

jewellery stores 

jeweller stores 

NOW WE CAN CREATE ADS THAT 
ARE COMPLETELY FOCUSED ON 
EACH GROUP AS OPPOSED TO 
CREATING WATERED-DOWN ADS TO 
TRY AND ACCOMMODATE BOTH 
SETS OF KEYWORDS. 

3. CREATE YOUR ADS TO GET A 
HIGH CLICK-THROUGH RATE:  

Although you’re limited in space, 
make sure your ad entices people to 
click on it.  

HEADLINE: The headline is very 
important (as it is for all marketing 
pieces). Do NOT use your name 
(other than in your brand 
campaign—see last month’s issue for 
details).  

You have just 25 characters for your 
headline. Do NOT put it in capitals or 
Google will decline the ad. 

I’ve found repeating the keyword in 
the headline works really well. That’s 
another reason why you want laser-
focused ad groups. 

So for the ad group ‘Jewellery Shops’, 
our headline would simply be… 

Jewellery Shops 

Notice the first letter of each word is 
capitalised. The reason why this 
works so well is that, when someone 
enters the search term, Google 
automatically highlights all or part of 
the search term in their results. So 
your ad is more prominent. 

AD DESCRIPTION LINES 1 & 2: You 
now have 35 characters for the first 
description line and another 35 
characters for the second description 
line. Use this space to get the click. 
Try and repeat the main keyword in 
the ad and use words like ‘free’, ‘you’, 
‘click here’, etc. 

So, for example, our ad could be 
something like… 

Jewellery Shops. 

Free Size Alterations With Top 

Jewellery Shop - Click Here 

Notice the first letter of each word is 
capitalised, and we managed to get 
the keyword ‘jewellery shop’ in again. 
This has all the hallmarks of a great 
ad. 

4. CREATE A MINIMUM OF 2 ADS 
PER AD GROUP: 

Always create at least two ads for 
each AD GROUP campaign. This is 
because Google ‘split tests’ your ads, 
which basically means it will tell you 
very quickly which ad performs best. 

This is where the fun really starts. It 
constantly amazes me what a 
difference just small changes can 
have on your results. 

Google AdWords 

Dumb         
Criminals 

Wroclaw, Poland:  

  

Polish author Krystian Bala, 34, 

might’ve gotten away with 

murder…if he hadn’t written about 

it in his book. His 2003 

novel Amok became a bestseller in 

Poland, but he paid the price when 

police noticed that the details of a 

murder in the book eerily matched 

those of an unsolved 2000 case. The 

similarities led the police to 

investigate further, discovering 

connections between Bala and the 

victim, including the fact that the 

victim was romantically involved 

with Bala’s ex-wife. Although it 

wasn’t proven that the author was 

the sole perpetrator, he was 

sentenced to 25 years in jail for his 

part in the crime. 
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Continued from page 3…  
 
So, for example, I would create the 
following ad to test against our initial 
ad shown above… 
 
Jewellery Shops. 
Specialist  Jewellers 
Call For A Free Booking  Now… 
  
Then, once you know which ad works 
best, you pause the weaker ad and 
test another. This is how you get 
AdWords to work really well for you. 

I promise you, as long as you 
continually test, your click-through 
rate will increase significantly and 
your costs will reduce. 

5. MAKE YOUR ADS BIGGER AND 
MORE PROMINENT WITH 
SITELINKS: 

This is an advanced strategy that 
works really well. Google allows you 
to add ‘sitelinks’, ‘location extensions’ 
and ‘call extensions’ to your adverts.  

Sitelinks are the little blue links that 
appear underneath the advert. They 
give the user more information about 
your website, allow you to deliver 
further marketing messages and 
simply make your ad look bigger 
(increasing the click-through rate).  

Because they’re bigger, they also 
‘push’ competitor ads further down 
the page! ‘Location’ and ‘call’ 
extensions add your address and 
phone number to the ad, making it 
look even bigger (see above 
screenshot). 

Here’s an example of the sitelinks I 
was referring to: 

Read What Clients Say 
Free Size Alterations With Top 

Jewellers - Book Here! 

These site links would then go to the 
testimonial page or ‘What Clients 
Think’ page of their website.  

6. SELECT THE RIGHT AD 
PLACEMENT: 

To ensure success with your 
AdWords campaigns, it is imperative 
that your ad shows on the first page 
of Google when someone enters your 
keyword phrase.  

Ideally, each ad needs to be placed in 
the top 5.  

That does, of course, mean that you 
will have to pay a premium for your 
ad to show, but remember you only 
pay if someone clicks on your ad.  

This is another reason why your ad 
needs to have a high click-through 
rate. Google rewards ads with high 
click-through rates and the reward is 
a decrease in cost per click. So even if 
your ad is placed above your 

competitor ads, if its click-through 
rate is better, then you will be paying 
less than those below you. 

7. SET YOUR MONTHLY BUDGET: 

Set your monthly budget at an 
acceptable level for you. My advice is 
to go for it in the first couple of 
weeks. In other words, if you have, 
say, $300 to spend, it is better in the 
beginning to spend this in the first 
two weeks, so your campaign gets 
sufficient data for you to start 
improving it (you don’t want to wait 
a month before doing this). 

DO NOT COMPROMISE ON YOUR AD 
PLACEMENT TO REDUCE YOUR 
COSTS. If your budget is tight, just set 
your monthly limit and accept that 
for parts of the month your ads won’t 
be running. It’s not ideal but it 
ensures your budget is fixed. 

Of course, once you start getting 
results, you can then increase your 
budget.   

Google AdWords 
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T he stats, for once, don’t lie… 

 Digital marketing giant eMarketer 
estimates that social media 

platforms boast over 1.73 billion users 
worldwide. A number that’s expected to 
climb to 2.55 billion by the year 2017. 

What’s more, according to a recent 
Nielson study, 46% of consumers turn to 
social media to help with purchasing 
decisions. This means that your prospects 
are most certainly out there, and they’re 
relying on the social aspect of the web 
more and more to help them decide who 
to do business with. So how can you tap 
into this incredible opportunity to gain 
more leads for your own business? Let’s 
take a look. 

 93% of businesses are using at least one 
social media platform (Forbes) 

 86% of SMEs state that social media is 
vital to their business (Social Media 
Today) 

 43% of businesses state that their social 

media is ineffective due to poor 
knowledge of each platform (Harvard 
Business Review) 

 46% of SMEs state that social media is 
their key marketing strategy (HBR) 

 13% of businesses don’t use social 
media because they can’t find the right 
staff (HBR) 

 54% of businesses acquired a client 
through social media in 2013 (Social 
Media Today) 

 92% of companies that blogged and 
updated content every day acquired at 
least one customer per month (hubspot) 

 53% of social media marketers don’t 
track their performance on social media  

 72% of social media users are aged 25-
49  

 Fastest growing demographic on social 
media is the 45-54 age range  

 Worldwide there are over 189 million 
Facebook users  

 Every second, 2 people join LinkedIn 

 Over 1 billion people now use some 

form of social media  

Like all stats, you can take them two ways 
but what’s undeniable is that YOUR clients 
and potential clients use social media. 
This means you can REACH them there.  

The challenge, though, for the business 
owner is obvious… 

Wikipedia reports that there are 343 
social networking sites but there are likely 
to be at least double or treble this amount. 
So how do you know which ones to focus 

on? 

This was our challenge over a year ago 
when we started testing social media. 
With so many sites to choose from, which 
ones work best? Not surprisingly, we’ve 
found the ‘BIG’ players to be the most 
successful in terms of engaging with and 
acquiring subscribers and members.  

You should only focus your time and 
energy on the following sites… 

 Facebook 

 Twitter 

 LinkedIn 

 Google+ 

 YouTube 

windows)  and ultimately the your efforts. 
But it’s in respect to the ‘effort’ where 
social media has its big drawback.  

You see, the whole point of social media is 
being ‘current’ and ‘timely’. Posting once a 
month or once a week just isn’t enough. 
You have to do it daily (5 days a week), 
otherwise your social media won’t build. 

But that’s the challenge. Posting 5 times a 
week just isn’t easy. 

However, with careful planning you can 
do it.  

As I said earlier, for the last 12 months 
we’ve been testing what works with social 
media and what doesn’t. All this testing 
has enabled us to create a 5-stage plan we 
call ‘SWARM’. These are the 5 things you 
need to do to build a highly targeted fan 
base (clients and potential clients) which 
in turn will help you acquire more fees. 
You’ll see none of this is rocket science, 
but as with everything—you have to put 
the effort in to get the rewards… 

USING SOCIAL MEDIA TO  
GROW YOUR BUSINESS  
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Steve Hackney—Helping you to quickly 
grow your business 

Continued on page 6... 

http://www.emarketer.com/Article/Social-Networking-Reaches-Nearly-One-Four-Around-World/1009976
http://www.emarketer.com/Article/Social-Networking-Reaches-Nearly-One-Four-Around-World/1009976
http://www.nielsen.com/us/en/newswire/2012/how-connectivity-influences-global-shopping.html
http://www.nielsen.com/us/en/newswire/2012/how-connectivity-influences-global-shopping.html


 

 

USING SOCIAL MEDIA TO  
GROW YOUR BUSINESS  

Proven Strategies To Help You Build A Better Business 

 

6 

 

Strategy: 

The first thing you need to do is think 
about your objectives. This will help you 
develop your social media strategy. Like 
everything I talk about in GMC, your 
objective needs to be hinged around 
retaining clients, increasing fees  from 
clients and acquiring new clients. Your 
social media objective is no different. 
 

Winning Design & Set-Up: 

The next stage is to get your relevant 
pages in Twitter, Facebook, YouTube, 
LinkedIn and Google+ designed 
professionally. This is very important. 

It is key that you have a consistent ‘look 
and feel’ across your social media sites. 
DON’T DO THIS YOURSELF. Get a designer 
to come up with the designs—it should 
only cost you a few hundred pounds/
dollars. 

Accumulate: 

Now you know the objective of your social 
media and you’ve got your pages all 
looking great, you can start to build your 
fan base. This needs to be centred around 
existing clients AND prospective clients.  

Set yourself a goal to increase your fan 
base by X per week/month. For example, 
with Twitter you might set your target to 
follow 10 people each week—which in 
turn will get you between 7 and 9 
followers yourself (most people will 
follow you back). 

This simple approach will result in a 
perpetual and ongoing increase in 
followers, likes and shares, etc. 

Relationship: 

By posting on each of your social media 
sites 5 times a week, you’ll be encouraging 
your fan base to interact with you, which 
is the key to social media success. 

This constant activity will help your 
growing fan base… 

 To share your information  

 Refer you to friends  

 Write positive reviews  

 Provide recommendations 

 Increase engagement and interaction 

Of course, this interaction means you’ll 
also need to reply and respond back, so 
factor in time each day to do that.  

As an important aside, we’ve noticed that 
adding images, diagrams and pictures to 
your content does make a big positive 
difference to your results, so search 
www.istockphoto.com for interesting 

images. 

You’ll also want to search and share 
relevant industry-specific news articles 
periodically and create questions and 
polls relevant to your business. 

Measurement & Optimisation: 

As a subscriber of GMC, you know that it’s 
vital you measure everything you’re 
doing. 

It’s no different when it comes to your 
social media. You need to measure, 
analyse and manage every social media 
post and activity across the breadth of 
your social media sites. 

This is arguably the most time-intensive 
part of your social media plan, but it will 
give you the insights you need to keep 
building your ‘SWARM’ (fan base).  

For example, you need to analyse which 
posts get the most engagement, who are 
your main demographics, when your 
customers/potential buyers are logging 
on to their social media and how many 
times they have clicked onto your website, 
etc.  

Detailed analysis allows you to continually 
optimise your social media sites so they 
are performing to their maximum. 

Like I said earlier, none of this is difficult. 
It’s just time-consuming. But having a 
social media platform is now just too 
important to neglect.  

However, if you need any help getting 
your social media to really work for you, 
contact  Con at HID Group…  

www.hidgroup.com.au  
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The Social Media Puzzle—which social 
media sites get results? 



 

 

 
Providing sound financial advice that 
meets expectations is only half the 
story. It is the tailored strategic advice 
honed over many years that forms the 
foundation of our partnership with HID.  
 

Simon Whitely 
Corex Plastics(Australia) Pty Ltd 

 
 

Con Antonio has been assisting me with 
my personal and company tax returns 
for almost 15 years. Con has always 
been very professional and 
knowledgeable in his field of expertise. 
He has provided me with his expert 
advice to help me with my accounting 
and financial needs. Con is always 
happy to assist when I need him. Sorry 
for having to book appointment to see 
you around lunch time to accommodate 
with my work commitments, thanks a 
lot for your flexibility. 
 

Kifli Yong 
Memxus Corporation 

 

 

 
We have been using Hid as our 
accountants and advisers for the past 
33 years, in that time we have owned 
and sold 4 very busy businesses in 
Victoria . Michael has handled our 
accounts for all that time, his advise has 
allowed us to achieve record sales in all 
the businesses. We have since moved to 
Queensland and we are running a busy 
service workshop but weren't achieving 
the profits we were looking for. Michael 
had a look at the books and gave us 
some very good advise and we now are 
firing on all cylinders, thanks all at Hid 
for all your help.  
 

Neville Dossett 
Moondance Pty Ltd 

 
 
We at El Nazza P/L have been dealing 
with Mr Con Antonio and his very 
experience staff for over 30 Years and 
still going strong. We have moved from 
one stage to another with H I D Group 
with more knowledge and 
understanding each time. They have 
made us grow and divert our portfolio 
over the years and we appreciate all the 
hard work and dedication that went in 
to create us as a small company. We 
always and will always recommend 
their services to anybody that requires 
it.  
 

Nagui Yacoub 
El Nazza Pty Ltd 

 
 

Would you like to see your 
testimonial in our next newsletter.  
Simply go to our website 
www.hidgroup.com.au and visit the 
testimonial page where you can 
leave your testimonial. 

We are experts at helping our  business 
clients financially manage and grow 

their businesses! 

What Our Clients Say About  
HID Group 

Using the BrainTracker grid 
below, how many words can 
you find? Each word must 
contain the central F and no 
letter can be used twice, 
however, the letters do not 
have to be connected. Proper 
nouns are not allowed, 
however, plurals are. Can you 
find the nine letter word? 

Excellent: 13 words. Good: 11 
words. Average: 9 words. 

Brain Tracker: 
How Many 
Words Can 
You Find? 

Proven Strategies To Help You Build A Better Business 
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Our Contact Details: 
 

HID Group 

Suite 2 , Level 1, 333 Drummond Street 
Carlton VIC 3053 
9341 7333 
mail@hidgroup.com.au 
 

www.hidgroup.com.au 
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 A typist’s fingers travel over twelve and a half 

miles in an average day. 

 Laughter is a proven way to lose weight. 

 Every time you lick a stamp, you're consuming 
1/10 of a calorie. 

 Peanuts are one of the ingredients of dynamite. 

 In northern parts of China it was once a 
common practice to shave pigs. When the 
evenings got cold the Chinese would take a pig 
to bed with them for warmth and found it more 
comfortable if the pig was clean-shaven. 

 A crocodile really does produce tears, but 
they're not due to sadness. The tears are 
glandular secretions that work to expel excess 
salt from the eyes. Hence, "crocodile tears" are 
false tears. 

 Babies are born with 300 bones, but by 
adulthood we have only 206 in our bodies. 

 In Disney's Fantasia, the Sorcerer's name is 
Yensid, which is Disney spelled backward. 

 Chewing gum while peeling onions will reduce 

your tears. 

Ask Us About Our Unique                                              
Accounting & Business Services... 

 
Value-Added Services:  

 

Business PerformanceTRACKER: Monitoring The Health Of Your Business 
 

DecisionMAKER – Looking To The Future To Guide Your Decision-
Making Today 
 

BusinessBUILDER – Raising The Funds To Fuel Your Growth 
 

ProfitSAFE – Keeping Your Money In Your Hands 
 

FutureSAFE – Guiding You Into A Successful Life Beyond Your Business 
 
Compliance Services: 

 
Personal Tax Returns | Income Statements | Business Accounts |  
Company Accounts | Company Tax Returns | Companies House Returns | 
Statutory Audits | 
 
Other Unique Benefits: 
 

 FREE No-Obligation Initial Meeting 

 Unlimited FREE Support  

 3-Step Service GUARANTEE 

 FREE Access To One Of The World’s Leading Marketing Systems 

 Fixed All-Inclusive Monthly Fee  
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