
 

 

H 
appy New Year! As the 
year begins, it’s always good 
practice to plan for the next 
12 months and reflect on the 
past 12 months. 

There really isn’t any reason why 2015 
can’t be YOUR BEST YEAR YET. But in 
order to achieve your best-ever results, 
you have to plan. We obviously work 
with hundreds of business owners and 
those that keep breaking records are 
those that plan. It’s extremely rare that 
increased success is achieved through 
luck! 

I appreciate that to many people 
PLANNING ISN’T SEXY. But it has to be 
done and, once you start to properly 
plan your weeks, months and years, it’s 
extremely satisfying to see those plans 
grow to fruition. 

So where do you start? 

That’s easy... Write down what you 
want to achieve by the end of 2015. It 
also makes complete sense to write 
down your 5-year goals, to make sure 
your 12-month goals are in line with 
your overall 5-year objectives. 

Believe it or not, most business owners 
don’t even complete this first step. If 
you don’t know where you’re going, 
you’ll be like a ship without a rudder 

and you’ll go 
round in 
circles, never getting closer to your 
intended destination and potentially 
getting lost along the way. 

Also, physically writing down your 
objectives makes them real. To many 
who have never done this before, it’s a 
liberating experience to see the start of 
their future plans laid out in front of 
them. 

Next, you need to break down the 
targets you’ve identified and set 
quarterly targets - and then break them 
down further to monthly targets. At this 
stage you may need to take account of 
seasonality, so your targets may not be 
equal throughout the year. It’s helpful to 
look back at your historical results to 
see trends. 

Okay, so now you know where you’re 
going and what targets you need to 
achieve monthly and quarterly. What 
next? Well, we’re going to look back. 
Review the last 12 months. Ask 
yourself… 

 What worked well? 

 What didn’t work so well? 
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 What landmarks were achieved? 

 How can you capitalise on the 
positives? 

Clearly, the things that worked 
well need to be included in the 
plan. In fact, you should also look 
to see how you can perfect the 
things that generated results. Do 
more of them. Don’t scale back on 
the things that worked well. Many 
people make the mistake  of  NOT 
doing the things that were 
successful. They try and think of 
new ways of doing things rather 
than optimising what’s working 
already. It doesn’t matter if you’re 
bored with them—if they work—
keep doing them! 

You should now have a skeleton 
plan. Now you just need to identify 
the things you need to do each 
month and each week so you can 
hit your monthly targets. Often this 
comes down to sales and 
marketing and using proven, low-
cost strategies that get results. Use 
the Business Growth System (our 
clients get free access to one of the 
world’s most successful marketing 
and business growth systems—if 
you’re a client reading this and you 
don’t yet have access, contact us 
and we’ll give you the access code). 

Then, once your plan is in place, 
review it. Does it make sense? Is it 
achievable? (It’s definitely best to 
set tough targets—dream bigger 
dreams.) Then put it into action. 

As you progress through each 
month, it is then important to 
review mid-month and at the end 
of the month. DO NOT REVIEW 
QUARTERLY. I recommend you 
review every two weeks because 
you still have time during the 
month to change things to hit your 
targets. Have a great year. CA 
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W 
ithout question, 
Google AdWords 
is one of the best 
marketing tools 
to  use  for     your 

                  business.  

Since it really is one of the 
strategies you should be using, I’ll 
use the time we have this month 
to give you a general overview of 
how to get results, and in a later 
issue I’ll do an advanced session 
on it. 

But remember, before launching 
any AdWords campaign (or any 
other, for that matter), your 
website must be ‘FIT FOR 
PURPOSE’. In other words, it 
must already churn out enquiries 
for you—otherwise AdWords 
won’t work. Yes, it will generate 
you a ton more traffic, but traffic 
that doesn’t convert is pointless 
and a complete waste of money.  

Google AdWords is an advertising 
feature on Google that enables 
you to place ads for your firm on 
the first page of the search results 
for keywords of your choice. It is 
an excellent way to generate good
-quality traffic to your website. 

But, like everything, there are 
many mistakes that can be made 
when using AdWords. And yes, 
before you ask, I’ve probably 
made all of them in the past!  

However, since Google created 
AdWords in October 2000, it has 
helped us and countless others 
generate millions in sales. We 
have seen a ROI of 4,100% on our 
current running campaigns—yes, 
that’s 41 times the return.  

This is important for you to know 
because I know exactly what it 

takes to get results with 
AdWords, and we spend 
thousands every year.  

There are other PPC (Pay Per 
Click) search engines to consider 
(such as Bing – Microsoft’s PPC 
model), but Google will give you 
the best return if you follow my 
advice. 

Google has a fantastic help centre 
to get you started, but I’ve 
outlined below all the most 
important things (based on 2 
years of testing) you need to do to 
create a highly successful 
campaign. 

STEP 1: Create Your AdWords 
Account 

If you don’t currently have an 
AdWords account, you’ll need to 
set one up. Simply type ‘Google 
AdWords’ into the Google search 
box. The first ad at the top of the 
page will give you your local 
AdWords sign-up URL. Now just 
follow the instructions.  

STEP 2: Set Up 4 Campaigns 

You will want to create the 
following 4 campaigns: 

“We’ve Tested              
Numerous                    

Campaigns. The 
Good News Is You 
Only Need To Set 
Up 4. They Will 

Ensure Your  
Success”  

Continued from page 1... 
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Google AdWords 

 LOCATION: This campaign 
focuses on keyword searches 
that have your location as part 
of the term. So, for example, 
‘jeweller in <your town>’. 
There are a number of 
derivatives ; for example… 
‘jeweller shop in <your 
town>’, ‘jeweller shops in 
<your town>’, ‘jeweller in 
<your town>’, ‘jeweller <your 
town>’, ‘jewellers <your 
town>’, ‘jewellers shop <your 
town>’. You will be able to 
think of many more. Use 
Google’s excellent ‘Keyword 
Suggestion Tool’ to help 
(again, just type in ‘Keyword 
Suggestion Tool’). 

 GENERAL TERMS: This 
campaign is based on general 
company keywords that 
people use to search. For 
example… 

It is important with this 
campaign to set a radius 
around your location of, say, 
10 to 20 kms, so only people 
searching within this 
perimeter will see your ads. 
The ‘Locations’ field is in the 
‘Settings’ tab of your 
campaign. 

 BRAND: These keywords are 
based around the name of 
your firm. For example, if your 
firm was called ‘Smith & Co 
Jewellers’, these would be the 
keywords to use: smith & co 
jewellers, smith co, smith & co, 
smith and co, smith jewellers.  

 COMPETITION: These 
keywords are a list of your 
competitors. Create the 
keyword variations as you 
have done above for each 

competitor. Do NOT use their 
name in your ad, but anything 
else is fair game. 

STEP 3:  Add Negative 
Keywords 

NEGATIVE KEYWORDS: Adding 
your keywords for each of the 4 
campaigns is only half the job! 
Half the battle! You now need to 
add what Google call ‘Negative 
Keywords’. This is another great 
Google feature! Once again, they 
are a critical component of a 
successful AdWords campaign. 
Here’s how Google explains about 
negative keywords... 

“Choosing negative keywords for 
your campaign is like writing the 
guest list for your birthday party. 
Some keywords might create 
unwanted impressions and clicks, 
or, in the case of party guests, 
unpleasant moments that you'd 
prefer to avoid. Good thing you 
can add negative keywords to 
your campaign -- or cross certain 
people off your guest list.” 

So your negative keyword list is 
AS IMPORTANT as your keyword 
list.  

Here’s why... 

 They prevent your ad being 
shown if the negative keyword 
is in the search. 

 Therefore, they help you reach 
the most interested prospects, 
reduce your costs, and 
increase your return on 
investment.  

So, for example, let’s say you 
have a keyword ‘Jeweller in 
Melbourne. If someone typed in 
‘jeweller job in Melbourne, then 

your ad would show.  
 

Continued on page 4...  

Dumb 
Criminals 

La Plata, Maryland:  

  

Wesley Jumper, 36, and 

Shawn Stewart, 36, are 

apparently very dirty and 

very stupid.  

 

How else could you explain 

their decision to 1) steal $500 

worth of soap and shampoo 

from a CVS drugstore, and 2) 

use a Good Humour ice cream 

truck as their getaway 

vehicle? The truck, which 

Stewart used for a day job, 

was easy enough for the 

police to spot, and the men 

were promptly arrested.  

 

No word on what happened 

to the confiscated Nutty 

Buddies. 
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Continued from page 3... 

Clearly, you don’t want your ad to 
show for such a search so if you 
have ‘job’ and ‘jobs’ as negative 
keywords, a search like this 
wouldn’t then show your ad. 
Dependant on industry, here a 
number of negative keywords 
that we’ve found you should 
include… 

blog, blogs, book, books, career, 
careers, cheap, cheapest, college, 
colleges, course, courses, cv, 
definition, degree, degrees, 
discount, discounted, education, 
employment, forum, forums, hire, 
hiring, job, jobs, lawyer, 
magazine, magazines, news. 

STEP 4: Create Your Ads 

I will dedicate an entire session 
to creating AdWords ads but here 
are the basics… 

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

3. Although you’re limited in 
space, make sure your ad 
entices people to click on it. Do 
NOT use your name (other 
than in your brand campaign).  

4. Capitalise the first letter of 

each word—this increases 
click-throughs. But do NOT 
capitalise all letters in a word 
(Google will decline the ad if 
you do this). 

5. Set your cost-per-click at a 
level high enough so you at 
least position your ad on the 
first page, but ideally top 5, 
otherwise your campaign will 
fail. 

6. 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). 

STEP 5: Play To Google’s Rules 
And Benefit Accordingly 

Google is very clever. They 
reward ads that get high click-
throughs and penalise those that 
don’t. Clearly, Google knows if 
you’ve got ads and campaigns 

that perform better than a 
competitor, and they reward you, 
then they ultimately will earn 
more money! Their  reward is 
simple: if your ad gets a higher 
click-through than the other ads 
competing for that particular 
keyword, they will reduce your 
cost-per-click. So even if you are 
positioned number 1 for a 
keyword, you could be paying 
less than the ads in positions 2, 3 
and 4, etc. 

That’s why I advised you to spend 
your initial budget within a two-
week period, rather than 
spreading it out over the duration 
of a full month. Learn and 
improve quickly, and Google will 
reward you. Believe me, it’s a 
worthwhile trade-off. 

Even with these basics you’re 
way ahead of most of your 
competitors. Go and set up your 
AdWords campaign now so you 
can start to reap the rewards. 
Make sure you stay close to the 
campaigns, especially in the first 
two weeks, and keep improving 
them. CA  

Google AdWords 
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Google AdWords is a marketing strategy you should be using. It will drive targeted 
traffic to your website every single month! 
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L 
ast half-term we 
went on a week’s 
holiday to Turkey. I 
love spending time 

away with the family—these 
days, it’s the only real quali-
ty time we get together. 
Plus, it gives me time to 
catch up on reading. I often 
read what I consider to be 
‘classics’ again and again. 
One of those books is 
‘Broken Windows, Broken 
Business’ by Michael Levine. 
I read it again in Turkey. 

The book focuses on the prin-
ciple that neglecting ‘small’ 
problems ultimately ends in 
anarchy. It was a principle 
founded by James Q. Wilson 
and George L. Kelling in 
1982   and put into practice 
by mayor Rudy Giuliani in 
1993. He basically cleaned up 
New York with his tough 

stance and zero tolerance on 
the ‘small’ crimes such as graf-
fiti and prostitution. The re-
sults are well documented 
and now New York is a trans-
formed city. The philosophy is 
that even if there’s just one 
broken window in an area, if 
that window isn’t repaired 
quickly, people will assume no 
one cares and this leads to 
more broken windows, and so 
on. Within a relatively short 
period of time, a once-
peaceful, clean and smart 
neighbourhood can be ruined.   

This is what happened to New 
York in the 70s, 80s and early 
90s. Now it’s a wonderful city 
and it’s booming. 

So Michael Levine’s book 
takes this same philosophy 
and applies it to the business 
world. I agree with it 100%. 

You don’t need to be a rocket 
scientist to recognise that 
many businesses fail or don’t 
reach the heights they could 
because they don’t focus on 
the small problems, irritations 
and frustrations (broken win-
dows) of their clients or cus-
tomers. Thing is, if the owners 
aren’t bothered, this perme-
ates throughout the organisa-
tion (more broken  
 

Focus On Clients Frustrations & 
Your Profits Will Take Care Of 

Themselves 

Cryptic              
Puzzle Of 

The Month 
These words can all have a 
letter added and then be 
rearranged to make a new 5-
letter word, e.g. noun union 
NOUN + I = UNION. 
 
The 7 added letters are an 
anagram of a 7-letter word. 
What is the 7-letter word, and 
what are the new words? 
 

MAIL 
 

EXIT 
 

GOSH 
 

CITY 
 

NEWT 
 

DENY 
 

MINI 
 

ANSWER ON PAGE 6 

Steve Hackney—Helping you to 
quickly grow your business 
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windows)  and ultimately the 
customer goes elsewhere. 

You know this is true just 
from your own experiences. 
The key is to make sure that 
whenever you spot a broken 
window, it’s fixed. And fixed 
immediately. That shows your 
whole philosophy and ap-
proach to any broken window 
and, again, it will permeate 
throughout your firm. 

The hotel we stayed at in Tur-
key is a fine example of ‘fixing’ 
the broken windows. 

Here’s two great but very sim-
ple examples of how the Voy-
age Belek Golf & Spa has fixed 
two very common broken 
windows… 

Let me begin by saying we are 
very fortunate that we can 
holiday in fine hotels. The 
Voyage Belek is one of them 
but this is the first time I’ve 

stayed at any family hotel that 
has taken note of and fixed a 
couple of common frustra-
tions (broken windows) that 
virtually every family must 
encounter often.                  

First, around all the pool areas 
they have an abundance of 
sun loungers and parasols.  
This is a big hotel. But there 
are more sun loungers and 
parasols than guests. 

Joy.  

No more getting up at silly 
o’clock to ‘reserve’ parasols 
and loungers (there are 5 of 
us, so making sure we’re all 
together is an important part 
of our holiday—we don’t want 
to be walking too far to throw 
mum in the pool!). 

And whilst getting a parasol is 
not as important to us now 
(my children are aged 17, 14 
and 11), we do want one be-
tween us. Again, no hassle at 

any time of the day. 

So by taking away this key 
frustration, the hotel have 
completely extinguished a big 
problem that virtually every 
average, good, very good and 
excellent hotel faces every 
single day. There are no los-
ers, just winners all round! 

Second, they give you as many 
pool towels as you want. They 
don’t count them out and 
don’t count them in. You don’t 
need ‘towel passes’ or any-
thing like that. You can change 
them at any time of the day 
and you can change them as 
often as you want. What a 
breath of fresh air this is. Once 
again, the hotel has taken 
away another key frustration 
and benefitted accordingly. 

What broken windows can 
you fix in your business right 
now that will have a similar 
effect?  

Focus On Clients  

Proven Strategies To Help You Build A Better Business 

 

6 

CRYPTIC PUZZLE  
ANSWER 

MAIL      +      C        =     CLAIM 
EXIT         +          S        = EXIST 
GOSH      +           T        = GHOST 
CITY         +          H        = ITCHY 
NEWT      +          I        = TWINE 
DENY       +          E        = NEEDY 
MINI         +         M            =       MINIM 
 

And the letters CSTHIEM spell 

CHEMIST. 

The tranquil view over the main pool at the Voyage Belek Hotel in Turkey.    
Notice the abundance of sun loungers and parasols—broken window’, fixed! 

Continued from page 5... 



 

 

Providing sound financial ad-
vice that meets expectations is 
only half the story. It is the tai-
lored strategic advice honed 
over many years that forms 
the foundation of our partner-
ship with HID.   
                                                                                  

Simon Whitely  
Corex Plastics(Australia) Pty Ltd  

 

Con Antonio has been assist-
ing me with my personal and 
company tax returns for al-
most 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 fi-
nancial needs. Con is always 
happy to assist when I need 
him. Sorry for having to book 
appointment to see you 
around lunch time to accom-
modate with my work com-
mitments, 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 Vic-
toria . 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 achiev-
ing the profits we were look-
ing 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 go-
ing 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 appre-
ciate all the hard work and 
dedication that went in to cre-
ate us as a small company. We 
always and will always recom-
mend their services to any-
body that requires it.  
 

Nagui Yacoub  
El Nazza Pty Ltd  

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: 33 words. Good: 26 
words. Average: 21 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 

Level 1, Suite 2 , 
333 Drummond Street 
Carlton VIC 3053 
 
03 9341 7333 
mail@hidgroup.com.au 
 

Www.hidgroup.com.au 
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 If you can see a rainbow you must have 
your back to the sun. 

  The Mad Hatter in Alice in Wonderland 

was a symbolic character for the hat 

makers in towns of the late 1800's. The 

large felt hats of the day had supports 

made out of lead. The lead caused an 

organic form of psychosis (brain damage) 

to develop in the hat makers causing them 

to be declared crazy. 

  The number 57 on a Heinz ketchup bottle 
represents the number of varieties of 
pickle the company once had. 

  A lightning bolt generates temperatures five 

times hotter than those found at the sun's 

surface! 

  A 'jiffy' is an actual unit of time for 

1/100th of a second. 

  The sentence "The quick brown fox jumps 

over a lazy dog." uses every letter of the 

alphabet! 

  Thomas Edison, light bulb inventor, was 

afraid of the dark! 

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  

 

© Copyright  HID Group 
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