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Your Brand Voice 

Your brand voice is what distinguishes your business from your competition. 
 

Effectively presenting a product as the ideal solution to your customer’s needs is your (is all 
our) aim. 

But if sales aren’t where we want them to be – what’s gone wrong? 

Usually, not enough consumers are exposed to our message. 

And is your message as great as it could be? 

As we all know, every business has a Unique Selling Point. This USP is going to accurately 
determine our Target Audience: 

But target audiences are split into specific individuals, people who are further separated by 
e.g. age, gender, finances, geography etc. 

These separate groups respond to different nuances in language and may hear your brand 
message via different channels e.g. fellow Instagrammers are more likely to see and respond 
to you via Instagram, whether as traditional web surfers may prefer to browse your website, 
or may only respond to your messaging after noticing a marketing email via their inbox. 

Another question to ask is just how often should you appeal to your audience? 

How often should you post to social media, and how frequently should you update your 
website, your social media or your blog? 

Well – how relevant do you want to be? 

If the most popular companies publish new content every day and respond to industry news 
and trends, then shouldn’t you as well? 

Of course, this means a lot of anticipating new, relevant content on your part - and a lot of 
reacting to consumer marketplaces with products which fit the latest fashions and 
expectations. 

Do you have a strong and reactive brand voice which resonates with a variety of target 
audiences across multiple platforms – and does so every day? 

Perhaps this is an unrealistic aim – indeed, I would certainly struggle to make new content 
for my own businesses to disseminate so broadly and so often. Especially since there are so 
many other tasks necessary to maintain a business – fully embracing free online marketing 
only being one of them. 



6 
 

So, where do a majority of your online, target audience gather? 

Can you commit to publishing regular new posts or content in maybe one or two places in 
order to maintain your relevance and uphold your audience’s awareness of your brand? 

It’s certainly something to consider, and whilst you do, I will similarly be working on: 

• Finding the right balance between creating new content 
• Engaging effectively with other businesses, bloggers and social media accounts, and  
• Completing the many other tasks necessary to build and maintain a business and a 

brand 
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About Me 

To my fellow striving and accomplished, small business owners, 

 

We have come via any number of paths to the places we are now, and the odds have not 
always been in our favour. 

Nevertheless, we persist in our business ventures because we, along with our supporters, 
know that our products are superb and worthy of consumption. 

I started my copywriting business in 2021 and soon became tangled in poor brand 
messaging and an overwhelming sense of competition. 

But from the beginning I knew that my products were unique - I wanted to serve small 
businesses and enable them to fill each of their magnificent potentials. I didn’t want to 
chase bigger business as I was advised – 

I wanted to help businesses like mine - small, quiet, and bursting with potential! 

I was raised on the profits of a small business based in Sheffield and I was inspired by the 
opportunities and the influence which one small business may accomplish. 

But as a trained and qualified copywriter, even I had failed to effectively reach my target 
audience. 

I attribute this failure to a lack of experience - but who even knew what “copy” was? I didn’t 
until only several years ago. 

I have since rebranded to share the good news of affordable digital marketing services, 
accessible to small businesses – 

Since copy is simply “marketing” by another name. 

Online copy is “digital marketing”. Anything from product descriptions and landing pages to 
social media posts and blogs, email marketing messages and info pages, and even video and 
podcast scripts and press release and public statements. 

The online marketplace is now more full of business messaging and influence than ever 
before and strong copywriters are in high demand for their skill at selling every conceivable 
product and service. 

As small businesses (and new businesses like mine) our brand voice may be lost in the maze 
of much larger and more well-known competition, but that need not be our fate. 
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We each offer unique, valuable and saleable products, but are we promoting our small 
businesses as widely and effectively as possible? 

Perhaps we are too busy simply fulfilling our everyday business tasks to consider what free 
(or paid) online marketing methods we could be gainfully utilising? 

That is where a friendly, neighbourhood copywriter! comes in handy – I can study your 
business and its place among your competitors – 

• Working with you to create a fully customised digital marketing strategy, we can 
together navigate your brands best path through the noise, using professional 
copywriting to present your products as powerful competition to all others in your 
industry. 

Do you believe in your small business enough to work with me to create a dominating, 
digital marketing campaign and strategy? 

You have seen how big businesses advertise and promote their products across multiple 
online platforms – they produce attractive, engaging content which they publish and share, 
and publish and share – 

This is what we will do.  

• By creating unique, targeted copy and content, relevant to industry trends and 
customer motives, we can together display your business as the answer to your 
target consumer needs and desires. 

Take a look at Information and Services and discover how we can work together to create an 
effective digital marketing strategy for your products and/ or services. 

I look forward to working with you! 

Ruth Klempner 

Copywriter/ Sheffielder 
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Information & Services 

Build your customer base by embracing infinite opportunities for free 

marketing online 
 

• Reach new customers, and nurture relationships with previous ones 
• Discover your business' full market share 

Develop your online home 

Your website is like your shop front - it may be modest, but it should still be hugely 
INSPIRING! 

• Display your best products and offers with words that compel visitors into action 
• Feature exciting information about yourself and your work, and 
• Include many shareable and engaging features and articles relevant to your products 

and industry 
• Leave your visitors in no doubt as to your knowledge and legitimacy 

Build your social media empire 

Social media is your key to broad-reaching, multiplatform marketing messaging 

• Develop and disseminate a BRAND VOICE which grabs attention from your 
competitors  

• Promote your business and products with attractive, informative, easy to read, social 
media posts and displays 

• Be inspiring, encouraging and persistent - post regularly, and engage with 
communities in your industry! 

Utilise further, free, online marketing methods 

A great website and thriving social media are the start of your flourishing business journey! 
Expand your influence and your network by producing original content and commentary for: 

• Your own business blog and industry discussion forums  
• Targeted email messages to your subscriber list 
• Video and audio scripts for platforms including YouTube and Podcast media 

Get started! 

For effective digital marketing through copywriting, I charge the average daily rate for UK 
copywriters - £387. 

... Psst, hagglers welcome ;) ... 
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• Don't forget - All Services Currently Free/ No Strings 
• Don't miss out - Get in touch today to secure your pro digital marketing package! 

Step one: Identify your business aims 

Our first discussion will be focused on your brand mission and the ways in which you seek to 
expand your brand authority. 

I will invite you to make an initial selection of services, and we will discuss your business 
aims and target audience. 

Select digital marketing services including: 

• Website content e.g. product descriptions for e-commerce, ‘Mission’ or ‘About Us’ 
pages, ‘News and Updates’ etc 

• Dynamic, multiplatform social media posts  
• Online or in-store marketing copy e.g. adverts, advertorials, sales letters/ emails, 

posters, displays, brochures etc 
• SEO-friendly and easily shareable product or service-based articles and features 
• Tailor-made press releases and promotional pieces 
• Sales pitches, presentations or proposals 
• Podcast and video scripts 

Following our discovery conversations and in response to your business objectives, I will 
share a proposal for your unique digital marketing package. 

Your unique proposal will contain the specifications required for each service you have 
selected - this proposal will form the blueprint for your tailor-made product. 

I will invite you to make any alterations necessary. 

Step two: Create a package built around your business aims 

After you have shared your business aims and proposal alterations, and when you have 
decided on which copywriting services you wish to include in your package - I will assemble 
your blueprint copy.  

This blueprint will include detailed outlines of each service you have requested, and I will 
invite you once more to make any alterations. 

Please note: 

• At every stage of our discover journey, I will encourage you to offer corrections so 
that your copywriting package is exactly what you want it to be 

• If you are unhappy with any service selection, these can be exchanged for another 
service, or removed entirely  
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• Your 100% tailor-made package will be produced as ordered 

 
Step three: Finalising package details 

Once I have a thorough understanding of your business aims, your target audience, and the 
details you require for each service, I will draft an updated blueprint for your consideration. 

Step four: Partial payment, and package assembly 

Once you are fully satisfied with your unique copywriting blueprint, we will agree on a 
timescale and I will accept a 50% deposit of the total sum of your copywriting service or 
package (via PayPal or bank transfer) before commencing work. 

Step five: Draft package evaluation and revisions 

Before our pre-arranged deadline, I will require your cooperation in reviewing the drafts I 
provide via email, for the purposes of quality-assurance. 

I will provide two drafts for you to review, and a third and final draft which will ensure all 
your business needs are met. 

Step six: Complete full payment of finished product 

Your completed copywriting service/ package will be live and ready for you to employ as 
part of your robust business marketing strategy. 

 

As a certified copywriter, I promise to: 

• Increase you brand exposure, influence and authority by creating an authentic voice 
which customers recognise as reliable and trustworthy 

• Connect your business with more customers and expand your customer base 

• Build customer trust by creating informative, engaging business copy adaptable 
across multiple platforms 

• Showcase products and services via multimedia to ensure maximum exposure of 
your brand and its value as the solution to customer needs 

For more information, please visit FAQs, or click About Me to learn more about my business 
objectives. 

Message me via Contact or email info@ruthklempner.com to transform your business 
today! 
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One small business story 

I am a very capable and valuable copywriter, and the only wall in front of me 
now represents the effort I must spend to achieve my goals. 

 

So, I wanted to share some more of my business journey and my background. 

As a start-up, my small business cost not much more than £1100. Not of my money of 
course, I couldn’t afford it on basic universal credit – 

Having been long-term unemployed as a result of a back injury at work in 2016 and the 
many health problems which ensued, I was lucky enough to have a few extremely kind 
relatives eventually support me into self-employment. 

I was bought a copywriting course, a good chunk of web space, and the professional 
indemnity insurance I would need. 

I have spent the time before and during the inception of my new businesses following 
different job centre instructions and initiatives, whilst all the time having to discuss many 
private health care matters in full view and hearing of many other, very miserable job centre 
attendees. 

Needless to say, years of mostly fruitless hospital investigations and humiliating job centre 
interviews have interfered terribly with my self-confidence. 

Why am I telling you this? 

Because like so many others, I want to tell you that I have experienced rock-bottom, and I 
have had no hope of any sort of happy or prosperous future. 

This admission is important because it is key to understanding my history and my 
motivations. 

Back in 2013, whilst at university, I developed a manual dexterity problem (a problem using 
my hands for normal tasks such as writing, typing and using a smartphone) which had very 
many undesirable outcomes including an inability to complete coursework, and therefore, 
an inability to continue university. In years to come and alongside a back injury and other 
difficult health problems, I was unable to continue work, and unable to find suitable 
alternative work or training. 

It has only been since 2020 that these health issues have become more manageable, but 
2020 was not the best year for training or career building, as you will remember. 
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Along came 2021, and things were looking a bit better for most people. After years of 
relying on chronically slow and out of date voice recognition software to assist with my 
dodgy hands, Google vastly improved their own, free voice recognition application and fast 
and accurate-enough speech recognition was now available for Windows. 

In 2020, with stronger hands and better software, I found myself in the surprising position 
of being possibly able to complete an online course. 

Being unemployed since 2016 and with a variety of work-limiting health problems, my ego 
had been battered by long-term unemployability and the shame of having to discuss it. 

But by the start of the pandemic, my own health was better than it had been in four years 
and having been a strong writer since my school days, my father suggested I investigate the 
possibility of copywriting - something I had never heard of let alone considered studying. 

In August 2021, a further relative very kindly paid the £400 I needed to enrol on a 
copywriting course, and an extremely generous aunt bought me web space (£200), Sheffield 
Chamber of Commerce membership (£400) and the professional indemnity insurance (£100) 
I would need to have the best chance of success. 

So, after 6 difficult years of unemployment, and with the help of family members, I am now 
finally equipped with a saleable skill, and a platform on which to share it. 

I cannot explain how lucky and how emotional I feel when I think about the position I am in 
now as compared to the position I had been from 2016 to 2019. 

My mind still indulges in everyday imposter syndrome and tells me that I’m useless – but I 
know it is simply not true. It had seemed true once, and for a very long and difficult time. 

But now, everything is so much better. 

There is no longer an impossibly high wall blocking my path. 

I am not isolated and afraid as I once was. 

And although this is a new business, and although I will undoubtedly make many small 
business owner/ new business owner mistakes before eventually finding my way, I am filled 
with so much hope and belief for the future. 

I am a very capable and valuable copywriter, and the only wall in front of me now 
represents the effort I must spend to achieve my goals. 

It is not impassable as it was before – and that makes me so excited! 

I’m ready now to learn the lessons I need to find my way to Victory Road – 

I’m turning things around and will support many other new and growing businesses owners 
on my way as we all discover our unique journeys to success. 
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A brand new, low-budget, small business 

Tell me your project, tell me your budget, and let's make something great! 

 

I mentioned in my last video that this copywriting business cost around £1,100 to set up. I 
also indicated that this was not money which I had to hand since, as a result of chronic 
dodgy health, I have not been in full-time employment since 2016. 

As I also mentioned, without the kindness of relatives who have donated money for my 
training, insurance, and other necessary and useful expenses, I would not be in the position I 
am in now to offer this digital marketing service, nor I believe any other service – 

So, I will begin by acknowledging the very great obstacle to many individuals pursuing self-
improvement which is Basic access to education and training. 

Long-term unemployment and a lack of access to retraining leaves you in a state of void – 

I have the universe to thank for a family who have helped me back to my feet, but I am very 
aware of those many individuals who are not so lucky. 

Also, it has helped that relatively speaking, this was not an expensive business to set up. 

Already owning two old (but not too old) smartphones and an olde but determined laptop, I 
haven’t needed to purchase any expensive equipment, any stock, nor rent premises. 

I have reliable internet access, and I have access to good voice recognition services which 
support me everyday with productivity. 

It would be brilliant if I could hire: 

• A professional web designer (I am very aware of the amateurish look of this website) 
• A professional graphic designer (I am currently relying on the very useful graphics 

app Canva at a subscription of £10 a month) 
• A professional business coach (to help me run my business efficiently and 

prosperously) 

And it would be awesome if I could buy: 

• A load of advertisements 
• Office space 
• A car 
• However many other things – 

But you know what? 
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I am a low budget business, I’m starting at the bottom, and I’m determined to help 
everybody else who is too. 

I have included a Haggler’s Welcome clause in my pricing, meaning that I just want to work, 
so: 

Tell me your project, tell me your budget, and let's make something great! 

And although I have had much advice to the contrary (from fellow, helpful business owners 
insisting that I do not undervalue my services) I would sooner start by earning comparatively 
little and doing plenty of work, than search and search for a full-paying client, without 
completing any work at all. 

I want to build my portfolio and my references – 

I want (and I need) this social proof to show that I am a competent and accomplished 
copywriter. 

I include the price of £387 a day as a reminder to all interested in my services of the average 
price they could expect to pay elsewhere for a copywriter – 

It will be the price per day which I will work towards confidently stipulating. 

But for now, like I say, I have had so many years without work, I am extremely eager to 
begin earning and to build a strong reputation for myself. 

So, fellow small business owners and you low, budget business owners in particular, I 
commend your valour and your determination to grow no matter what the obstacle – 

I hope to work with you soon to support your business further, and to grow my own! 
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Assimilation into the business owner 

collective 

Be obsessed with discovering your route to success. 

 

For all new business owners, there is an absolute wealth of business information and advice 
freely available via a multitude of platforms online – 

Through social media posts, blog posts, personal websites, business websites, online media 
channels, and if that isn't enough, you can create your own library with the sheer number of 
business books available for purchase and download. 

I spend much of my days reading and researching and taking notes, but it is difficult 
attempting to assimilate so much information at once. 

The books which started me on my business journey were those by American real estate 
entrepreneur Grant Cardone – 

A very charismatic and no-nonsense businessman and writer with a knack for provoking 
your mind into creating new pathways for learning and progress.  

His book Be Obsessed or Be Average (2016) could begin and end with just the front cover – 

I wonder if you have read it, or can guess what he's talking about? 

Be obsessed with discovering your route to success. 

He advocates spending almost every moment of your life on it, and although wellness 
experts would object, the principle holds true – 

Perhaps because I spent so long in my void, in my state of confusion and fear in response to 
my various health crises, I still cling on to this message which I actually read years ago in his 
book. 

I read and research and try to understand as much as I can about building a successful 
copywriting business. 

But like I said at the start of this post, it is difficult to assimilate large amounts of business 
information – but I have a system... 

From my years being physically unable to write and type, I now enjoy being able to make 
notes and to write with one of my many, colourful pens - and when my hands are tired from 
writing or typing, I can just speak into my mobile or laptop microphone to complete my 
notes or my work. 
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I offer no pretence that I am a highly knowledgeable or successful business owner – 

I am a newbie, a beginner. And I have ambition. 

But it is my intention to fill this blog with as much useful information about building a 
successful business on a budget as possible. Information which I discover through my 
research – 

But, why? 

Because I am skilled at reading, deciphering and presenting information. 

I won’t infringe upon any copywriting laws by publishing any extracts from books – all the 
information which I will share will be my take on a topic or subject relevant to this small 
business blog. 

I want to be able to publish regularly, and I want every post to be insightful. 

This is one of the tasks which I am dedicating my time to right now: 

I hope to build trust with the small business community online, and I hope to be able to to 
present my skills as a valuable tool for others to build more successful businesses by. 
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Self-employment and adapting my work 

around my health 

These are just some bits about me :) 

 

It is Monday, May 16th 2022 and today I visited the Business and Intellectual Property 
Centre at Sheffield Central Library. I only recently discovered this resource existed and it 
very helpfully provides many databases which are of great use to business owners across 
Sheffield. 

Of course, I could only take 45 minutes of my allotted 2 hours because the chairs were so 
uncomfortable and my back was pleading for me to leave and walk around, but what I 
gleamed from that 45 minutes studying industry trends was very useful and some definite 
food for thought! 

I'm sure I read somewhere that back problems were one of the primary causes of 
unemployment in the UK – 

Mostly I manage mine ok, with some excellent tips and exercises from a local physio. 

I have intimated in several blog posts as to the reasons that I have set up this small business 
– being able to work around my health being one of them. 

The wonderful thing about being able to read and write and engage in the varied pursuits of 
digital marketing for a living is that in this great, digital age, if I need to walk around and 
work then I can, and I do – 

I can dictate my work into my smartphones, as well as my laptop, and my Microsoft Office 
subscription holds and manages my work across my different devices. 

I mentioned in a previous post that I use the popular graphic design app, Canva, a graphic 
design app which I can also use on my phones or on my laptop to create social media posts 
or images for my website. 

So, although I am physically unable to commit to the type of manual work which I was used 
to do in my early 20s, I read and I listen, and I write. 

Since I am still a process of building my business, my work/play balance is not what society 
says it “should be”. 

I cannot generally rest my mind well, not when I know I still have so much to do and 
discover – 
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But I do enjoy the repose of a good audiobook (mainly Harry Potter I’m not ashamed to 
say!), and a pleasant landscape with some good music doesn’t go amiss either. 

I enjoy cider in the sun (when there is sun), or else an overly sweet frappuccino – or a Coke 
Zero if funds are tight. 

My dream is to be able to visit and spend time in my Jewish grandfather’s home city of 
Vienna, and to learn some better German. 

These are just some bits about me :) 

I hope to become acquainted with you and your small business very soon! 
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Build Your Brand - Build Your Influence 

Everything your business does and stands for is the catalyst we need to write 
your brand’s name into the stars. 

 

So, in case I haven’t made it obvious, a copywriter exists to build your brand! 

We do this by passionately expounding your brand and all your best bits – 

We don’t pause for breath, YOU are our reason for being, YOU are the apple of our eye – 

And everything your business does and stands for is the catalyst we need to write your 
brand’s name into the stars. 

But of course, it’s not enough that we sing your praises from the metaphorical mountains – 

We must inspire confidence enough from your audience to have them bellowing your 
praises too. 

So, how do we do that? 

By keeping you the most relevant you can be. 

I’m talking BENEFITS – every reason why your product will improve the lives of your 
customers. 

Benefits EVERYWHERE. Across every platform your customers are likely to search. 

Benefits EVERYDAY. Not over-posting but everyday appealing to your audience with fresh, 
inspiring messages relating just how much there is to be gained from your products. 

By studying and understanding your products and services, a copywriter matches your 
customers' needs to the ideal solutions which your brand offers. 

We do this again and again and form a key player in your online marketing strategy – 

New messages for every new day – and that’s just for social media. Posting consistently will 
increase your influence and earn you more leads – 

Presenting a powerfully written and regularly updated website in addition will encourage 
and qualify your leads into paying customers – 

So why haven't you sought a copywriter before? 

Simply never heard of one? I hadn’t until only a couple of years previous. 
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Google “Copywriter” and discover the awesome work of copywriters all over the world! 

Email info@ruthklempner.com today to discover how the CREATIVE POWER of a copywriter 
can soon be yours! 
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Your Unique Selling Points! 

Does your work fill you with PASSION – a passion you share PROUDLY with your 
audience? 

 

What makes your business different from the rest? 

Why is it like no other – in short: 

Why are you so GREAT? 

Is it the way you provide only high-quality products? 

Are your products original - would your customers struggle to find goods of such 
UNIQUENESS elsewhere? 

Are your products sourced ethically, or locally, or else have some other claim to pride, or 
importance? 

What about the shopping environment you provide for your customers – 

Do you serve an EXCELLENT customer experience? 

Does your business have a HALO of positive reviews which glows brightly around your 
premises, or your online store? 

Tell me:  

WHY are your products like no other? 

WHY is your business like a shining star upon the earth? 

A proof of the wonder of the creative and indestructible genius of humanity? 

(I’m being serious.) 

WHAT makes you PROUD to be the owner of such an INCREDIBLE ENTERPRISE? 

Do you have TERRIFIC knowledge of customer needs? 

Do you match every product or service PERFECTLY to every customer's requirements? 

Do you look at other businesses appraisingly and wonder just why in heaven other owners 
don’t choose to be MORE LIKE YOU? 
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Does your work fill you with PASSION – a passion you share PROUDLY with your audience? 

How come more people aren’t aware of you and your business' UNIQUENESS and 
IMPORTANCE? 

Do you believe in your business enough to want ALWAYS to display its EXTRAORDINARY 
ATTRIBUTES to anyone with ears to listen, or eyes to see? 

Well, of course you do. 

Otherwise, you wouldn’t bother owning a business. 

Since if YOU don’t believe in the core values and distinctiveness of YOUR BUSINESS, then 
how can you make anyone else? 

Discover a new path to business glory – email info@ruthklempner.com to talk UNIQUE 
SELLING POINTS! 
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Be creative and resourceful, and GROW 

your small business 

No giant will ever have the singular excellence of a well-loved and fostered, 
small business. 

 

Keeping up with the Joneses? 

If your neighbours and competitors include corporate giants, then “keeping up” requires 
resourcefulness – 

And no small amount of courage. But small business owners have that in DROVES, and an 
APPETITE to always seek SELF-IMPROVEMENT – 

So, consider your competitors: 

What is their most ATTRACTIVE feature? 

Is it their big, BRAZEN billboards, or maybe their impossibly small prices? 

Is their colour pallet and graphic design work simply OUT OF THIS WORLD – and do you feel 
like a delicate flower straining in their reflected light? 

Perhaps you’ve more self-respect than to consider your business as anything so ridiculous. 

As we know, bigger doesn’t mean better – 

No giant will ever have the singular excellence of a well-loved and fostered, small business. 

And in that, you have POWER. 

So look at your peers – 

Who’s doing “small business” the right way? 

Whose approach is holistic, and strategic? 

Who presents their business effectively, and outsources when more alien tasks become 
necessary? 

Or at least appears to “outsource” – 

No one person is good at everything. And a small business requires every bit of creativity its 
headache-prone owner possesses. 
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The singular excellence of each small business SHINES through subtle things including its 
glowing PERSONALITY – 

Its look, its message, its clear dedication to serving customers fairly and with a smile so 
welcoming they come back for MORE! 

But if improvements can be made, improvements which emphasise the unique beauty of 
your business – 

Then, when the time is appropriate, INVEST in those improvements. 

My next big expense will be a professional web designer and graphic designer (unless I can 
successfully skill swap with these individuals beforehand – got to use that initiative 
wherever possible!) 

And so, after you’ve re-analysed your peers and your competitors, and after you’ve done 
everything within your power to improve your business model, your message, and how 
you present your products and services – 

What will you do? 

Will you seek potential improvements too? 

Keep growing - but never change! 
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Build trust with customer-centric habits 

You are a purveyor of solutions and benefits. 

 

Great profit is the goal, but long-term success is determined by the great service you 
CONSISTENTLY provide for your customers. 

Listening to every piece of feedback you receive, and striving every day to provide the best 
customer experience is what an individual intent on learning and PROGRESS will do – 

And to build and maintain customer trust, it is essential. 

As customers ourselves, what do we appreciate from retailers and service providers? 

Friendly, helpful staff and an environment built on undeniable competence, and efficiently. 

This may seem totally obvious (it is). But sometimes the message of “customer first” can get 
lost in the pursuit of sales – 

You are a purveyor of solutions and benefits. 

Your customers need you to always have the answer to their problems as this is how you 
retain their custom. 

Maintain a constant dialogue with them – 

Share and share your customer-centric products and services through social media and 
engage with those in your audience who may have questions and comments. 

These queries are often echoed by further customers online who are seeking reassurance 
that your products are indeed the right ones for them. 

Social media silence doesn't inspire confidence – nor does a lack of news or updates or 
anything else that reminds your audience that you’re here, you're RELEVANT and you're 
ready to serve. 

Engaging with your audience means a regular conversation with your customers. 

Be a business which engages with the online world and appreciate its varying opinions, 
trends, and expectations. 

Be THOROUGHLY customer-centric and welcome the opportunity to improve your business 
through constructive feedback. 
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Benefits and Luxuries - Sell BOTH 

We can experience luxury on even very small budgets, so what luxuries are you 
offering your customers? 

 

I read recently that the wealthy have been buying up more and more private flights to take 
them around the world following the pandemic. 

Whilst I wouldn’t trust one of those dodgy little planes to take me anywhere (somehow the 
reassuring size of regular passenger airliner gives me more confidence than a little private 
plane), I can’t deny the luxury of not having to “share” a departure lounge or aircraft with 
other harassed and exhausted travellers. 

(But I’d be lying if I said I didn’t enjoy the excitement of a – no cancellations - busy 
departure lounge and duty-free!) 

Luxury, however, isn’t only a comfort of the rich: 

We can experience luxury on even very small budgets, so what luxuries are you offering 
your customers? 

Perhaps you give them the courtesy of wrapping their items in both secure and pleasantly 
artistic materials? Investing that little bit more in your products’ appearance adds value to 
your service by helping the customer to feel appreciated. 

Although they have purchased an item from you, it has been presented to them much like a 
gift - this extra effort and attention is a luxury. 

If you have business premises, how do you present yourself as a luxury to customers or 
clients who could otherwise be giving their custom to another business owner? 

Is your business environment welcoming, is it comfortable, is it easy to explore and interact 
with? It goes without saying, but is it clean? 

And does your business premises reflect your warm and welcoming personality? 

Again, whether your own budget is little or large, there are very easy things you can do to 
ensure some luxury for your customers. 

And what of your products and/ or services themselves? 

I have spoken about the value in presenting solutions and benefits – 
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So, what are your best products (perhaps your most expensive products), and how are you 
presenting their luxuries?  

To consumers out to spend for luxury’s sake, what luxuries have you got in store – how is 
your customer’s expendable income best converted into your products? 

How can they gain the most pleasure for their pound by spending their precious money on 
your products? 

What unique experience can be gained if they pay just a little bit more for one of your 
better products – 

How are you making their extra investment absolutely worthwhile? 

If you haven't invested a lot of time in identifying and espousing the many luxuries to be 
found in your product or service line, I recommend you do this NOW. 

Build your Value – Shine with Benefits – Embody and Purvey LUXURY. 
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New OPPORTUNITIES for Engagement 

with Every New Day 

A BLATANT, small business owning, REBEL! 

 

As a small business owner, you already have the AUDACITY to manage a small business in 
world of corporate GIANTS. 

Your customers can admire your confidence – 

So how does this same confidence translate into AUDACIOUS acts of self-promotion and 
engagement? 

It’s your business – and you do as much or as little self-promotion as you like. 

But I’m here to provoke enquiry: 

What WOULD happen if you increased your efforts online? 

Sure, you'd have less time to do other things, such as procrastinate or peruse Facebook – 
two VERY important brain relaxing exercises which I also often indulge in. 

BUT what about using some of that time to get some nice photos and some nice words to 
say about YOUR business and your customers – 

Some MORE nice photos and words if you’ve already got plenty, you can always have MORE 
– with every NEW DAY there are NEW OPPORTUNITIES! 

Plus every piece of new content you create is another chance for your audience to engage 
with your product and YOUR MESSAGE. 

You could experiment with new audiences (Hello TikTok) or new visual content creating 
medium (Apps! So many Apps!) 

Don’t think you can EVER have enough content because whilst the world is still spinning and 
the internet is still UPDATING – 

• Stay RELEVANT by ensuring that you produce engaging new content REGULARLY! 

• Be CREATIVE, be VARIED, always keep in mind your TARGET AUDIENCE, and enjoy 
being: 

A BLATANT, small business owning, REBEL! 
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Learning the language of business (and 

other languages) 

This was my failure at languages – mainly my lack of vocabulary a chronic lack 
of practice. 

 

I recently resumed my independent language studies (something I have been trying and 
failing at since I was 18) but nevertheless the study of foreign grammar always interested 
me! 

I know why I constantly failed in my teens and twenties: 

Firstly, I always gave up - I never had the opportunity to travel and spend time in a country 
whose language I was dedicating so many hours into studying, and eventually learning just 
felt pointless. 

I also got confused and frustrated often, since with no teacher to guide me, a lot of 
pronunciation and grammar points totally eluded me. 

In addition, the first language I studied independently was Japanese! As was my great 
interest in Japan, and my continual love for the Japanese language and its beautiful sound 
(not to be confused with Chinese as it so often is) – 

As a young woman, I studied and used the two Japanese alphabets but their main and most 
complicated writing system, the kanji, intimidated me into giving up... 

However, with the development of so much more free language material online and on the 
App stores, language learning is more accessible than it has ever been before – 

And kanji learning is certainly a lot easier with dedicated kanji script apps, but I have not yet 
returned to Japanese, I have returned to German. 

I have a German surname as my grandfather was an Austrian and I have gained dual 
citizenship with Austria... 

I am speaking about language learning because, you guessed it, it feels a lot like building a 

business ;) 

With language learning it is grammar, vocabulary, pronunciation, and practice – all are vital, 
and without one the rest of them fall. 

This was my failure at languages – mainly my lack of vocabulary a chronic lack of practice. 



31 
 

I have some better methods for vocabulary learning now, and I am intending to visit Austria 
in the not-too-distant future to practice German with those who are actually my fellow 
countrymen... 

I have found that with building a business, especially for someone who is not a natural born 
entrepreneur (like me), and who cannot outsource because they’re on a tight budget (also 
like me), there are many tasks which must similarly be developed slowly and surely – 

• A professional looking website 

• Professional content 

• Plenty of content! 

• Visual elements such as professional enough looking social media posts 

• A targeted and effective digital marketing strategy 

• Anything else which may and will arise! 

And I’m delighted to be able to do these things since not too many years ago, I was not 
physically able to be so productive. 

But building my business has been a struggle, but I know it is (slowly!) taking great shape. 

I absolutely BELIEVE in my product, the services I am offering, and I KNOW and I will be of 
enormous use to my fellow small business owners. 

I have a strong skill, but it has taken a long time to build an appropriate business in order to 
effectively promote it. 

I return to language learning (to German, maybe to Japanese, maybe to French, maybe to a 
couple of others), not because I intend to become fluent, but because they are enjoyable 
and engaging pastimes. As well as being useful, educative activities! 

Like I said, I like learning foreign grammar. I think it is the problem-solving aspect which I like 
– to discover how phrases and sentences work, and to be able to, very slowly, begin to build 
them myself. 

Maybe, in the coming years, I will be able to travel a little – maybe I will even make it as far 
as Japan... 

In the meantime, I will continue to busy myself with the many tasks necessary to build and 
maintain my business, and I will dip in and out of my language materials leisurely – 

Perhaps one day, I will write a blog post from the shore of one of the many beautiful lakes in 
otherwise landlocked (!) Austria... 
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It would certainly be liberating to be able to take my technology and work anywhere on the 
planet I choose – 

Isn’t that what the successful, Instagramming entrepreneurs like to do? 

But where in the world am I going to find a city so full of trees and hills as Sheffield? Perhaps 
Rio de Janeiro... 

But I don't know a word of Portuguese! 

I’ll have to work on that ;) 
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My first go at commission-only sales, and 

what it taught me 

I know my strengths, and in my strengths, I am CONFIDENT. 

 

In Autumn 2016, I could be found flogging (trying to flog) Talk Talk broadband packages on 
street corners from Sheffield to Grindleford. 

I always wondered why people would sign up for 2-year internet contracts from young-ish 
salespeople on street corners, but people did. 

At least, people did regularly for my much more competent colleagues! Who were always 
more confident and charismatic than I was – 

But what a baptism into breaking the barrier of self-consciousness it was for me... 

After doing that from morning until evening 6 days a week, I certainly grew in confidence if 
not in pocket. 

I'm not entirely even sure what I was selling if I’m honest. Only that it was £17.50 for the 
first 6 months and £27 thereafter. 

I had no passion or interest in what I was selling, but at that point, a commission-only 
independent sales job was the only one I could find. 

I stuck at it for 6 weeks, which was at least 4 or 5 weeks longer than many of my other 
unsuccessful colleagues. 

Needless to say, the Sheffield-based marketing company had a problem with staff retention 
as I wasn’t the only one struggling. 

I was able to give it a good go however because, very luckily for me, my father supported 
me by paying for my transport and food, but low mood and lack of earnings got to me in 
end. 

In 6 weeks, working approx. 11 hours a day, 6 days a week, I earned around £320. Averaging 
around a pound something an hour, I think. 

Insane, isn’t it. But such was my earnest to stick it out and be successful. 

Shortly after that, my physical health deteriorated and I was unable to work, salaried or 
otherwise. 
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I had only needed a job in Autumn 2016 because I was unable to work any longer in hospital 
due to the manual demands on my body. But it is not an experience I regret – 

I learnt SO MUCH. 

Following this stint at self-employment, I discovered Grant Cardone's books, and 
understood very quickly that I had no love for the product (broadband internet) which 
Cardone insisted was SO essential. 

And I could have – how useful is broadband compared to dial-up? It’s literally changed the 
world. 

But I knew also, from observing my colleagues, that I simply wasn't an effective enough 
people person. 

I was good at caring for patients, but I couldn’t SELL a product because I couldn’t SELL 
myself... 

I’ve always struggled with that sort of confidence. 

I look very different, and I am often not sure how to dress and so I hold myself timidly, not 
always comfortable with my appearance. 

I was always an introvert, and this will never change, nor does it need to – 

I know my strengths, and in my strengths, I am CONFIDENT. 

No, I couldn’t convince people to join 24-month contracts from pokey Talk Talk podiums on 
the street. 

But I have already convinced some of the value of my copywriting services, and my efforts 
have barely begun. 

I’m awkward, I don't know how to rest very well because my brain doesn’t switch off much, 
and I have a broken and bizarre work history – 

But I’m committed, I’m smart, and I’m creative, and I’m very excited for the career I have in 
front of me. 

I hope I will meet you and your business along the way... 
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The Hagglers Option, plus more inspiration 

Anything which might arouse and inspire myself and others to be better, 
smarter, and more successful, will have a space on this website. 

 

I have decided to offer a hagglers option because I want to work, and I’ll take whatever 
reasonable offer I am given as I start this copywriting venture. 

I know how many other small businesses are on tight budgets, but I won’t let that be a 
barrier to them accessing professional copywriting and digital marketing help – 

I am a small business copywriter, and I want my clients to have the opportunity to grow and 
become more successful. 

It is also my intention to contact successful small business owners around Sheffield and 
South Yorkshire. 

I want to create an Inspo section, a part of my website where I can present the interviews 
and stories of those small business owners who have managed to create strong businesses, 
and just how they got to where they are now. 

There is a wealth of business knowledge which is awesome and unseen – 

What a privilege it would be to be able to present this knowledge and these stories to an 
audience of similarly striving small business owners! 

Perhaps it is just because I am very nosey, and am always looking for secrets, or else 
undiscovered, entrepreneurial formulas... 

Anything which might arouse and inspire myself and others to be better, smarter, and more 
successful, will have a space on this website. 

I wonder how many popular, small business owners will be willing to share their stories (and 
their secrets...) 

I look forward to finding out as my investigations into small business excellence continues – 

Would you like your business to feature in my upcoming Inspirational business pages? 

Email info@ruthklempner.com and prepare for an enthusiastic interrogation of your 
commendable, business success! 
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"Ruthless" Mode Enabled 

I have to offer value, benefits and if I can, I need to build trust... 

 

After much planning and assessing, re-making and re-planning, I am now again at the stage 
of throwing caution to the wind and pushing forward – 

What happened last time? Well, you may remember from some of my previous posts: 

My target audience was right, but my message was wrong.  

Now, my task is to engage directly with small and independent businesses particularly 
across South Yorkshire: 

• I want to communicate the value of my Small Business Excellence section and the 
absolutely free/ no strings promotion it offers  

• I need to introduce myself and my businesses as widely and effectively as possible  

I can keep planning the “right way” to do that or I can steam ahead with the best plan I have 
right now – 

• Sort my website 
• Find successful and inspiring small businesses  
• Say hi and introduce the free promo! 

It would be great to be able to connect via video call, and ideally, I’d love to meet small 
business owners and visit their premises – 

But one step at a time... I do have to think about the trial-and-error aspect of even the best 
laid plans... 

Just because something’s free, doesn’t mean people are going to be interested in it. I have 
to offer value, benefits and if I can, I need to build trust... 

I hope value and benefits can be seen in the free, locally focussed internet space and 
backlinks which I am offering, and I hope to build trust through the relevant, informative 
and diverse content which already makes up my website, and through my offer to discuss 
business owners' free features further via video call... 

 

I hope the Pacific will be as blue as it has been in my dreams 

Red 
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You may say I’m a dreamer, but I’m not the only one... 

John Lennon 

Got a zoom in the afternoon 

Saweetie 

 

Ok, enough quotes – 

But you understand my eager and anxious anticipation... 

As a kind copywriter friend said to me, “You have to break into the orbit...” 

My first attempt ended abruptly with the wrong messaging as no one realised what 
copywriting was – as I said previously myself, several years ago, I didn’t even know what it 
was ... 

This was my error – I had not anticipated this problem with my messaging. 

My current attempt, I HOPE, will be a bit more successful – 

And I am EXCITED to be able to build my free feature pages as I will learn so much about 
different businesses, their stories and their needs – and so will all other VISITORS and 
business owners who are eager to learn more about the goings on in local, South Yorkshire, 
small business! 

But enough talk - I need to make the Small Business Excellence page look a bit more inviting, 
I’ll get Canva onto it... 
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Why Effective Digital Marketing is SO 

Important 

How are you creating a warm and encouraging customer experience and 
purchasing environment? 

 

As a consumer, what do you respond to? 

Bright, welcoming displays? Enthusiastic words, and descriptions? 

Or the new opportunities for luxury and/ or convenience which come with the purchase of a 
new product or service? 

Perhaps all these things – 

• An attractive sales display draws our attention 

• Exciting product descriptions spell out possibilities and potential, which in turn 
create... 

• New chances to enjoy life by enjoying a new product  

Pleasure is only a purchase away! 

So, how are you creating pleasure purchase pathways for customers? 

Whether you have premises or whether your products and/ or services are only advertised 
online, how are you creating a warm and encouraging customer experience and purchasing 
environment? 

In short: How effective is your digital marketing? 

As you know and may have read from my previous posts, you are selling BENEFITS: 

OPPORTUNITIES for something great! 

Your BRAND VOICE must speak to customers’ needs and desires – 

You know your target audience, so research and anticipate what matters to them most... 

And provide the SOLUTIONS. 

A familiar and reassuring brand voice is achieved through: 
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CONSISTENCY and RELEVANCE  

And bigger companies outsource or employ copywriters to achieve the targeted and 
consistent brand voice required to sell their products. 

After-all, business owners and managers are busy running their businesses – but the best 
recognise that professional writers are an indispensable tool for increasing their profits. 

A professional copywriter, or a team of copywriters, will provide all main company 
literature. For online literature that means: 

• Web copy, including SEO friendly product descriptions, articles and features 

• Multi-platform social media posts 

• Multimedia adverts  

• Email marketing messages 

• Press releases and promotional pieces  

• Video scripts and much more besides... 

The most experienced copywriters may charge anything they want, such is their high value 
to profit-driven business leaders – 

But as a new copywriter, with certification and with voluntary experience, I am offering 
small business owners the chance to access these high-quality services at a negotiated 
price.  

Would you invest in a professional writer? 

In 2021, ProCopywriters surveyed 561 UK copywriters and calculated an average daily rate 
of £387. 

I’m breaking into the industry and have welcomed hagglers who like me, just want to grow 
their business! 

I can provide engaging and authoritative web and business copy and am trained, qualified 
and insured to do so. 

Let me create the strong and consistent brand voice you need to take your business to the 
next stage. 

Visit Information and Services to discover more or email info@ruthklempner.com to discuss 
your business needs further.  Be Magnificent - Invest in Words! 
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Courage, Apprehension and Copy! 

My shop floor is ready (enough) – it’s taken ages, and that's been the easy part. 

 

The eagle-eyed will have noticed that my social media presence is severely lacking at 
present – however much I bleat on about how necessary it is for small businesses to be 
active over social media channels! 

Well, I’ve been neglecting my socials in favour of trying to get this website right – 

And I guess it won’t be “right” until it’s tweaked into kingdom come, but I’ve not the time 
for that: We’ve no time for perfectionism when there’s trust to be built and money to be 
made! 

My shop floor is ready (enough) – it’s taken ages, and that's been the easy part. 

I’ve a lot of avenues to follow in order to contact small businesses around Sheffield and 
South Yorkshire, and these avenues mainly exist on platforms such as Facebook, and 
Instagram. But Twitter is where I will be able to engage more easily in discussion with others 
in the digital marketing and copywriting industries – 

Basically, I’ve lots of people to talk to, lots of networking online and otherwise to be done, 
and at the top of my list are small businesses of whom I will invite via multiple channels to 
participate in some free promo!  

(I can continue updating and editing my site as I go...) ... 

I’m excited, anxious and nervous to start networking again in earnest, but as one of my 
previous posts indicated, “Ruthless” Mode Enabled indicates I am (just about) mentally 
prepared... 

I will always be nervous, I think. But in these last few days, I have also been able to 
experience a great feeling of confidence. 

I have wonderful skill – I CAN help businesses – I need to network and introduce myself 
everywhere! 

I need to keep my chin high (not least because I’ve terrible posture and I need to fix it). And I 
need not allow my smile to falter – 

This is trial and error, but hopefully my victory road is not far from here...  

This is self-employment. It’s complicated, it’s scary, and it’s so precious. I'm very lucky to 
have the opportunity to work as a copywriter – I want to make myself proud! 
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Anticipating Objections... 

We don’t need any free promo 

 

Regarding my Small Business Excellence plans: 

Such is the success of so many small and independent businesses in Sheffield, I strongly 
anticipate this objection from many of them – 

Why do they need my help, they’ve got this far by themselves! Well, that’s precisely why I 
want to speak to them – 

I want them to share more about their journeys: 

It’s like representative journalism. Documenting the tales of normal people, quite literally, 
going about their everyday business. 

But WHY? 

Because it’s FASCINATING! 

To new and striving business owners like myself, the stories of how others have achieved 
SUCCESS would be an invaluable resource – and much the infinitely more fascinating since 
those others would be locals too... 

I’m planning to connect with other professionals in Sheffield and SY via LinkedIn as well – I 
will request a connection and introduce myself. 

I will share posts about my website on my LI feed and possibly some regarding these blog 
posts too, and as I increase my engagement with other accounts, I trust others will similarly 
engage with me. 

LI is wonderful for gleaming insights and stories into others' successes, and I hope to get 
some good ideas for my Small Business Excellence pages and for my appeals for 
contributions from those who share on LI too. 

I will also seek to correspond with those professionals and business owners in South 
Yorkshire who contribute to LI, and hopefully I will gain some contributions to my SBE pages 
via this platform too. 

Am I just too nosey? Am I expecting too much? 

I’m certainly too nosey. And as a new copywriter, I am certainly approaching building my 
business with no small amount of optimism – 
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But I’m TRYING to temper it with reason. That’s why I try to anticipate every objection – this 
itself is a basic principle of copywriting. Overcoming objections.  

It was one of the first things we were taught as independent sales advisors too, as 
attempting to sell random broadband to unsuspecting members of the public required one 
to – 

Anticipate and overcome every objection. 

And so, in the spirit of honesty, and transparency, I’m going to share the basic message I will 
be sending to small businesses across Sheffield and South Yorkshire in regard to my SBE 
ambitions: 

(It doesn't overcome every objection, there is not enough room for that, I will just have to 
trust some will follow the link and discover this post and more!) 

 

Hi [business], I’m a fellow local business owner and member of the Sheffield Chamber of 
Commerce and Industry :) I’m inviting all local businesses to receive a free (no strings) single 
or multiple page feature on my digital marketing and copywriting 
website, www.ruthklempner.com. 

Visit the website and you’ll find the menu link: 

Small Business Excellence (SBE) 

I’m a copywriter, and in SBE I intend to publish single and multiple page features (including 
social media and backlinks) on successful small and/ or independent businesses around 
South Yorkshire. 

These features are offered as a free promotional space to all local businesses and will 
feature stories and images of your business, your successes, and your aspirations for the 
future! (Should you wish to share them ;) 

I offer this space as a supportive, online courtesy to fellow small business owners and as a 
way to introduce myself and my copywriting business  

I hope to build a diverse and inspiring resource of small business stories, images and links to 
reflect the wealth of innovation and skill which can be found within the orbit of small and 
independent businesses in South Yorkshire!  

Explore the website and discover my story, my motives, and more information about my 
work for small businesses.  

I look forward to hearing from you and discussing your free/ no-strings, single or multiple 
page feature! 
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Message me via: 

info@ruthklempner.com 

@ruthklempnercopy (Instagram) 

Or call/ message: 07951 848 404 

Also, if you would prefer, we can arrange a video call  

Thank you for your time, I hope to hear from you soon 

Ruth Klempner 

PS: If you know of any other local business owners who may be interested in free, 
promotional web space and backlinks, please feel free to invite them and to pass on my 
details. Thank you   

 

Is it short and to-the-point enough? Kind of. Does it overcome objections? No. Is it polite, 
and encouraging? I hope so. Will I adjust it as the weeks go on and as I receive, or fail to 
receive, positive responses? Definitely. 

It is an odd thing that I am offering – 

But as I say in the letter, it is an introduction! 

Instead of introducing myself with a sales offer, I am doing so with a (not useless) freebie... 

Is this my insane optimism gone into overdrive? Possibly - I don’t know! *Wails* 

But I must try, as INTRODUCTIONS are prudent at this juncture – 

I’m “opening my shop”, how can I win attention, and begin to build... 

Trust... 
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Revised Plan 

Why can’t I celebrate the successes of other small and independent business 
owners 

 

It is difficult to overcome the objection that your free promo simply isn’t worth the energy 
organising –  

I get that. But this indicates a problem again with my need to more accurately determine 
the correct target audience: 

(As I have said, free promo pages are an unusual offer to be making to an audience, but my 
idea had been to offer it as a useful support and an introduction to myself and my business) 

Absolutely new businesses want to GROW. I know that because I’m a new business and I 
want to grow! 

The businesses I have sought to speak to are already mature and blossoming, and as 
wonderful as it would be to be able to hear their stories, I think it will have to wait. I don’t 
yet have their trust, nor have I made them a tempting enough offer. 

I, myself, would appreciate extra, insightful, useful and free web space – so which other 
business owners are like me? These will be the individuals who make up a more appropriate 
target audience. 

The creatives. Artists, designers, crafts people, musicians, performers – 

Those who are seeking to use their skills and talents to work full-time, and could do with? 
Some extra, free promo. 

A helping hand – and I want to give it. I certainly know the struggles of setting up a business 
from next to nothing, and needing things like online influence (digital marketing) ... 

So, should I change the name? Is “Small Business Excellence” too grandiose – or even too 
optimistic? 

Why should it be? Why can’t I celebrate the successes of other small and independent 
business owners – after all, these people inspire me. I want to be just like them – 

Strong. Smart. Successful. 

And if they’re just starting out like me, then let’s hear their stories, discover their skills, and 
share their excellence! 
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I won’t pretend that I don’t find this very difficult. After six years of unemployment, the 
network of people you still know declines dramatically.  

Illness, lack of resources, and lack of confidence can lead you to spiral into a void, and for a 
long time. 

But I’m sufficiently nosey to still have a bright and inquiring mind, and although the task 
could benefit from a magic wand, I will continue to make my introductions. I will offer a 
courtesy, like a freebie, and I will remain engaged and optimistic. 

My real task, as a business owner, is actually pitching my PRODUCT. THAT is something I 
need to think deeply about – 

The Where and the How. And it’s pretty imperative (!) – 

I know the process and the theory, of course, but do I present enough value and benefits? 
Absolutely - unlike most, I’m open to negotiation and you’re very best haggling. 

Hire my skills for a brilliant price, or Get some free promo, and help your new business grow 
online! 

I’m irresistible, really ;) 
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Law of Averages 

The first lesson we learnt in flogging broadband, Speak to as many people as 
you can. 

 

Today I’ve been firing out messaging inviting small business owners to contribute to Small 
Business Excellence – 

I’m very optimistic! Despite the concerns I mentioned in my previous post about not quite 
having sussed my target audience, I realised that I didn’t need to second guess any local 
business, I just need to offer the opportunity. 

I do need to find the individuals starting out or without much help, those striving creatives 
with so much to share – 

And if some well-established local businesses can show some interest, then wonderful! I can 
see it all in my mind’s eye – 

It’s going to be great. I just need to apply the Law of Averages: 

The first lesson we learnt in flogging broadband, Speak to as many people as you can. 

Obvious? Yes. But we all have a need to be EFFICIENT in order to be EFFECTIVE – 

My efficiency will be determined by how accurately I identify potential contributors, AND 
how well I can tailor my messages to them. There is still the same basic (shortened) 
message: 

Hi guys, I’m a fellow local business owner and member of the Sheffield Chamber of 
Commerce and Industry – 

I’m inviting all small local businesses to receive a free (no strings) single or multiple page 
feature on my digital marketing and copywriting website, www.ruthklempner.com. 

Visit the website and you’ll find the menu link: 

Small Business Excellence (SBE) 

I’m a copywriter, and in SBE I intend to publish single and multiple page features (including 
social media and backlinks) on successful small and/ or independent businesses around 
South Yorkshire. 

I offer these as a courtesy and as a way to introduce myself and my local copywriting 
business :) 
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Explore the website and DM if you fancy a free feature with backlinks! 

Thanks for your time  

Ruth Klempner 

 

Which I hope is friendly and informative without being too wordy... 

I have also sought advice from the business advisors at Business Sheffield/ Welcome to 
Sheffield, since some prodding in the right direction would be a great help – in the 
meantime, I’ll continue to be driven by initiative and deliberation. 

To be driven accurately by RESEARCH would be great, but I haven’t seen any other 
copywriter attempt to do what I’m doing – 

But I’m a freak, I’m a weirdo... 

Radiohead 

And I was always interested in (my own definition of) “representative journalism” – the 
stories, feelings and happenings of normal, everyday people, or in this case, everyday small 
business owners. 

Those individuals who have made their own path, and whose stories are therefore 
unpredictable. 

Let’s see if we can discover any of those stories in the coming weeks :) 
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Refund Pending/ (I.O.U) 

Trust is EVERYTHING in business and in transactions with customers. 

 

I owe an Italian restaurant in Sheffield city centre for a lasagne, a tiramisu, an Americano 
and a San Pellegrino which my father and I shared (he had the lasagne, I had the tiramisu!) 
whilst watching filming outside for the new Full Monty mini-TV series today – 

I didn’t check the bill and ended up paying for someone else’s dinner, and when the staff 
realised they had given me the wrong bill and had requested my card for a refund, the 
amount was, of course, not immediately returned to my account (my bank indicates it 
requires 3-5 days to issue a refund) ... 

So, I offered the restaurant a verbal I.O.U, explaining I cannot pay out twice without the 
refunded money but that I will return when I have been reimbursed – 

They agreed, and I hope they trust that I will return to settle-up when their refund has 
cleared. 

I owe about £23. 

Sometimes things go wrong in transactions: 

What is the right thing to do when there has been an error? 

The restaurant and I did what we could – and we are both out of pocket until the refund 
appears in my account, at which point I have tried to assure them that I will return to pay 
what I owe. 

Trust is EVERYTHING in business and in transactions with customers. I trusted the original 
bill was correct (it wasn’t), and now they must trust that I will return when I have received 
their near immediately-issued refund. 

Both myself and the staff were distracted by the excitement of filming outside, and now 
we’re both waiting to be paid! 

As a new business owner in South Yorkshire, this situation is less than ideal. I do not want to 
be accused of not settling debts, but equally, I cannot reasonably be criticised for refusing to 
pay a bill twice before receiving the initial refund. 

I share this incident with you for the sake of transparency – 

• I am owed a refund for an incorrect bill by a small business in central Sheffield, and 
when it is paid, I will pay the correct amount for the meal I shared on June 2nd 2022 
with my father. 
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Phew – I’m glad to share that. 

As I have indicated so many times in this blog and on this website, I am here to BUILD 
TRUST. 

I love Italian food and I am eager to pay for it! 

Now, I will keep an eye on my account – Bank Holiday weekend probably means it will take 
longer than 3-5 days for a refund, but what can I do about that? 

I’m going have a coffee and upload the images from my camera (I was very nosily and 
delightedly taking pictures of the filming!) 

In other more related news – 

I’m digging for Sheffield talent today, and more people to contact! 

 

Pip pip 

Dumbledore 

 

UPDATE 7.6.22 - Refund has come through and so I'm settling-up tomorrow :) 
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Don’t say Hi to a German 

I know I need to introduce myself and speak to people in a language focused 
entirely on them, and which they can accept and respond to. 

 

I get the distinct impression that my first leads won’t come from an avenue which I have 
predicted – 

So far, I am finding it difficult to scan the sea of social media and find those local 
INDIVIDUALS who are making waves – 

(Please mind the pun) 

There are a lot of small businesses, of course, whom I have been contacting, but as I have 
indicated, I need to be speaking to individual creatives too. 

I remember once when I visited Germany, I was introduced to a group of Germans and was 
actually too nervous to say “Guten Abend”, and so I said “Hi!” – 

They said nothing. 

I know I need to introduce myself and speak to people in a language focused entirely on 
them, and which they can accept and respond to. 

Why should those Germans have responded to “Hi”, they’re not an English-speaking 
country, and I should always make sure I appreciate that small business owners may not 
welcome salesly, copywriter words. 

To connect with them properly, I should be addressing them in a thoroughly human to 
human way. 

I have previously posted the basic messages I have been sending out and have also 
commented on my great need to pursue the law of averages – 

I feel that much of this will be achieved through simply getting to know more people, as 
opposed to trying to pitch free promo to people... 

Or it may be a total mixture of both? 

Getting to know people requires money for going out and doing things – pitching free 
promo doesn’t. I’d like to be able to go out and do more things... 

I’d like to be able to travel around South Yorkshire and I can do, if I want to pay £30 a week 
on SY travel – 
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Doesn’t sound like much? Well, it’s loads if you’re on universal credit. Which I’m obviously 
grateful to have and hope so much that I won’t have to rely on for much longer, but as I’ve 
also said previously, so little cash hugely diminishes your ability to socialise... 

Which, in turn, decreases opportunities to meet small business owners e.g. through 
markets, events, or through simply visiting their shops (online or on the high street) and 
buying from them. 

The ironic thing is, after you’ve been on benefits for so long, 99% of the products you see in 
shops are “luxuries”. 

Which presents an interesting, and pretty sad contradiction to a copywriter. 

You’re so used to not being able to afford or pay for normal things, like gifts or often 
clothes, that almost everything you see in shops (or whilst window shopping), is “Much too 
expensive”, even when it absolutely isn’t. 

It’s just out of your price range – 

And now I have made it my job to preach the value and benefits of these things! 

Items and services which are BURSTING with benefits, only in many cases, I’ve no 
experience of those benefits myself – 

But a great salesman can sell anything! And so can a great copywriter ;) 

If I have insecurities about being on universal credit, at least I can rest assured that if I keep 
working, and striving for a more prosperous future, then that future will materialise – 

And at least I will have had the important experience of low-income in order to better 
understand the motivations and priorities of other consumers on limited funds. 
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Self-Appraisal & Brand Growth 

Does that strengthen my image or diminish it? 

 

My limited experience means I am an unknown – simple as. But many business owners 
started as unknowns, so how did they come to build their brand and their influence? 

Perhaps they blogged less and networked more – I don’t doubt it! 

I blog to create literature which will help prove my authenticity – I don’t want to only be 
known through my salesly talk. 

I want to document the process of building my own business and provide access to anyone 
who should be interested enough to read. 

But “Ruth Klempner” is thus far unknown – how can I strengthen my brand and my 
influence? 

I refer back to my blog post Build Your Brand – Build Your Influence: 

I speak about sharing benefits “Everywhere” and “Everyday”. I guess in truth, I haven’t been 
pitching like this – I have instead been offering my introductions and promotion, and I will 
continue to offer that. But what should be a concurrent move? 

I can hear something screaming, “Pitching!!” 

If I am confident in the value and the benefits gained through purchase of my product 
(which I am), then what am I waiting for? 

I can still offer free promo as a taster for anyone eager to gain some free marketing – 

But for the sake of my brand, I should be OOZING confidence. 

... 

I have been wondering how to introduce myself on LinkedIn. A lot of people are very honest 
on LI about their difficult pasts, but these stories always end in tales of their burgeoning 
success... 

My best success so far has simply been surviving my health problems and continuing to 
strive no matter what. 

Does that strengthen my image or diminish it? Maybe a bit of both. 

But that’s where I am. 
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Can I strengthen my brand on the basis of “Striving No Matter What”? 

I’m going to have to - that’s my story. 

So, my social media and online marketing should be built around the message of STRIVING. 

Of course, I have used this word many times before in this blog and on this website, but 
have I understood it deeply enough to be able to use it in marketing? 

Perhaps only now I do. 
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Reflections - Small Business Excellence 

"Who is this ‘Ruth Klempner’, and what does she want?" 

 

I feel I have certainly been asking too much of successful small business owners to share 
some of their story on my website – as I acknowledged in a previous post, “Ruth Klempner 
Copywriting” is as yet a relative unknown... 

But this just means the soil is ripe for me to start making my mark, and there are a thousand 
avenues to follow. 

Yes, I will look for individuals and creatives who are striving, and I will begin to create 
marketing around this theme – 

I recently uploaded a video to Instagram in which I described the short story of how flogging 
broadband led me to copywriting – it was an honest and authentic little bit about local 
copywriter me! 

Needless to say, video and presenting are not my forte, but I know I need to show my face – 

“Who is this ‘Ruth Klempner’, and what does she want?” 

I hear unsuspecting small business owners across Sheffield already ask, and I reckon that 
thus far, that’s as much of an introduction as I could hope for. 

No, many don’t have time to contribute to this random copywriters’ website, but now at 
least: They know my NAME, and know I’m some sort of business writer. It’s like handing out 
a business card (I need to get some of those done too...) 

How else may I share my name and my area of business? Well, how indeed... They’ll be 
some 'thinking outside the box' which need occurring... 

I can think of a few experimental things. 

I should certainly make some more videos, maybe I’ll even add subtitles like a proper social 
vlogger – videos are great opportunities anyway for potential customers to judge your face 
and your manner... 

Very importantly, videos allow others to “meet you” without actually requiring an input 
from them. It is TRUST BUILDING (or image demolishing – depending upon how 
questionable your videos are...) 

But let us be OPTIMISTIC! 
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NO, my video is not professionally done, and I am not in some posh office somewhere 

YES, THIS IS ME. I’m living at home with my dad, I’ve hijacked my sister’s old room and have 

turned it into my office – 

I’m not sexy, I’m a copywriter introducing her thus far modest self. 

I can’t pretend to be anything other than what I am and so I haven’t tried to, nor do I need 
to. 

It bruised my ego for a lot of years to be the only person e.g. in my family without a degree, 
let alone the multiple degrees my immediate family members all have – 

I can let the super experienced copywriters and Instagrammers quake my ego and restrict 
my introductions or activity, or I can do my best with the skills and influence I have... 

SO – it’s time for me to be more creative and open-minded than I’ve ever been. I need to 
INSPIRE others to give my business a go – so I will muse upon that, and meanwhile, I will 
continue to make my introductions... 
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Small Biz & Start-Up Support Service 

I said I needed to be creative and think outside the box... 

 

I had an idea – perhaps it is a delusional and entitled idea, but it makes sense in my head: 

• I am offering accessible digital marketing and copywriting services to small business 
owners 

• I’m eager to help those right at the beginning of their journey e.g. start-ups etc 
• I qualify as a “start-up” myself as I’m at the beginning of my business journey 
• I'm eligible for support and advice from various outlets including job centre schemes 

and small business support initiatives in South Yorkshire 

• Why can’t I be an “outlet” of support for small businesses – I am after-all, offering 
free (no strings) support to other start-ups like myself, and accessible, negotiable 
prices for all my products 

• I have experience, I’m qualified and I’m insured 
• Perhaps I can direct my marketing around being a “service for local, small business 

support”? 

An obvious issue with this is that no “support service” would be called “Ruth Klempner 
Copywriting” – 

But that’s not my URL... My web address is actually ruthklempner dot com. 

And “Ruth Klempner” can be whoever, or whatever, she wants. 

I mentioned previously that my marketing needed to be more sharply focussed on those 
who are Striving. What if I can also focus it sharply on providing a SERVICE of SUPPORT for 
small businesses and start-ups? 

I am yet to begin an earnest social media campaign – I wanted to contact businesses 1-2-1 
and begin my digital marketing concurrently but the latter has fallen behind amongst other 
tasks. 

I’m going to brainstorm how this new idea might take form, and who I might be able to 
contact about it e.g. Anyone representing start-ups who might agree to “refer” businesses 
to me. 

... 

I said I needed to be creative and think outside the box, well, this is just one of those 
(possibly outlandish but not really) ideas. 
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I will just continue being bold and blatant, and if I see a way a “support service” could be 
done, I might just do it. 

And BTW – that refund just came through and so I will settle-up with the Italians tomorrow 
;) 
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An additional Business English service 

I'm a very enthusiastic lover of language... 

 

So, in the spirit of still being a start-up and having the freedom to experiment however I 
want with different ways of earning revenue, I’m planning an additional Business English 
service – 

Way back when in 2016, after I had packed in full-time hospital work because of my 
deteriorating manual dexterity, and before I began my brief but illuminating stint in direct 
sales, I completed an online Teaching English as a Foreign Language (TEFL) course. 

I mentioned in a previous blog post my great interest in studying foreign grammar (it’s 
interesting!!) and though I’m a very poor linguist, I'm a very enthusiastic lover of language, 
and in particularly, (quite obviously), of written and creative English – 

So, despite being distracted by worsening health at the end of 2016 and all the productivity 
problems which that caused – my health is in a better place now, and it would be a shame 
to waste that qualification.  

“Business English” (my working title for this new language section) will be a promotion of 
the English language for business, and as such, will fit appropriately upon my pedestal of 
“digital marketing services” for small businesses owners – 

My TEFL target audience will be foreign small business owners (European and Japanese in 
particular), those who wish to both share their products with English speaking audiences, 
and who may also wish to form partnerships with English speaking business owners. 

I'm a 2nd (and 3rd) generation immigrant, born in Britain. I only speak English although I 
understand much of written German, and am continuing to study this, one of my ancestral 
languages and the origin of my surname “Klempner”, as well as a selection of other 
languages I like to explore – 

Far from being sporty, musical or artistic, I like writing and discovering the mechanics of 
other languages as well as discovering the possibilities of my own! 

I’m a purveyor of digital marketing services, and I can do this as a copywriter, and as an 
English language teacher.  

My TEFL target audience will already be of at least lower-intermediate English level, and so I 
will teach through conversation and assignments – 

I'm a start up! I'm casting a dynamic net and I’m still discovering what works and what 
doesn’t. I am playing to my strengths: copywriting, content writing, digital marketing, 
creative writing, and English language through conversation teaching. 
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As I develop this new idea, I am continuing all my other tasks including discovering all the 
free resources on Enterprise Nation, an organisation supporting small business owners 
across the UK with events, online tutorials and 1-2-1 sessions with business experts. 

European languages and Japanese are the ones with the most available resources, and 
those which are among the easiest for English natives to study independently (yes, even 
Japanese!). Although, with the expansion of app development, varieties of other previously 
less accessible languages are now available (I’m interested in studying some Swahili on the 
Language Transfer app) ... 

But the above is just stuff to do in my spare time:  

Speaking and marketing to business owners, either British or foreign, is my overriding 
priority. Enterprise Nation also has plenty of networking and connecting opportunities so I 
will explore those as well – 

And I will keep making waves. I will also need a new Instagram for my TEFL stuff, and to use 
foreign language hashtags and SEO on.  

Time management is really essential here - I've so many jobs and I've been neglecting 
important ones, such as spending a lot more time on Canva creating my elevated digital 
marketing campaigns – 

But it’s all in hand! This is all part of my journey, my shop floor is open, there’s just a babel 
of planning and construction happening behind the scenes :) 
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Business tools and a need for 

Resourcefulness 

An IMPOSTER in the world of copywriting without a degree, but I do have a few 
significant things in my favour... 

 

Although it is my dearest wish to be able to produce videos with subtitles - especially for my 
business English section - I will have to wait until I can purchase the app subscription... 
*sigh* Gosh, there are a few apps which would be useful for content creation but with 
payment barriers I cannot commit to yet. I’ll have to wing it – 

Pottermore sorted me into house Slytherin and that means I’m supposed to be resourceful, 
right? Well, I am! And I won’t be discouraged by limited app choices... 

I remember being at university in 2012/13 and the professors were still using ye olde 
overhead projectors and felt tips, but we still learnt! So, I’ll just have to adapt around 
limited tools – but I’ve been doing that from the beginning, so it’ll be fine. ;) 

I mention this because it is obvious to anyone with seeing eyes that my visual social media 
content is not professionally done – and I would love to outsource these tasks but that is not 
an option yet either. SO, it’s “make do” and “do your best” until my seedlings bloom! And 
isn’t it that way for so many business owners... I'm a writer, not a graphic designer or a 
videographer... 

I know I’ve discussed this before – but I have felt the pangs of not-unlimited funds today, 
and the shadow of imposter syndrome had lurked close-by, but I turned from it. I’m much 
too stubborn to engage regularly in that kind of worry – I’m also much too creative and 
optimistic to be restrained by a half-full purse. 

For my planned Business English Instagram, I wish to provide subtitled videos especially, but 
if I can’t, well I’m just going to have to do something clever – 

Maybe, I’ll post a video, closely followed by some slides containing vocabulary etc relating 
to that video.  

I’m thinking I should get a mini whiteboard but maybe that’s too maths class 2005. But I 
have to do something – I recognise the importance of being able to watch a video without 
the sound on, I do it most the time on social media. 

Also, in all honesty, I don’t have time for lengthy video editing etc, I’ve got copywriting 
introductions to make and clients to gain – I have recently seen a very interesting video on 
creating personalised video introductions to potential clients though. One was made for me 
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and I was taken aback for a moment before realising that it was certainly an effective 
personal touch. 

Needless to say, I have only scratched the surface of social media and content creation 
techniques and I will be spending many more hours upskilling and creating further, better 
content. My progress will of course be limited due to other tasks, but I hope that all visitors 
to my social media channels and website will soon benefit from a greater variety of 
improved visual content. 

I'm also painfully aware of my need for greater storytelling, and I will share that I am 
cautious how to approach this – 

I have not hidden the challenges I have faced nor the reality which is these 6 years of 
unemployment. And as an individual, my greatest success has simply been surviving this 
difficult period. That really is the strongest story I have so far relating to this business, but 
for a while now I have been unsure if my story is either appropriate or if it can be used to 
promote the legitimacy and value of my business, and myself as a person and professional. 

I suppose these concerns haven’t filtered through into my blog content, which is full of 
personal history and thoughts and feelings – 

But to use them in my start-up marketing strategy, it seems a risk. But can’t I afford to take 
a risk at the beginning?  

As I have noted, my services are for those who are striving.  Those who’ve overcome many 
obstacles in order to build their small business –  

I am one of these small business owners. An IMPOSTER in the world of copywriting without 
a degree, but I do have a few significant things in my favour – direct marketing experience, 
voluntary copywriting experience, a diploma in copywriting itself, resilience and 
determination. 

I can’t re-write history, and I wouldn’t try to. But a clearer way forward would be good, 
though I know that’s as likely as hoping to alter the past. 

In reception (1994-95) we had a teacher who would add adjectives before our names during 
the register, and I was always “Ravishing Ruth”! I loved this description of my 5-y-o self, I 
never forgot it, but now I would like to proffer the name, “Relentless Ruth” – 

I'll get to Victory Road. It may take a lot more patience and wrangling, but in the illustrious 
words of 50 Cent, I will: 

“Get rich or die tryin’” 
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The Importance of Being Blatant 

I look forward to breaking through every barrier which will lead me to victory 
road... 

 

I’ve chanced by arm at offering free digital marketing/ copywriting services to my fellow 
self-employment/ job seekers through a job centre scheme which I myself am attending. 
Because, why not? 

With every professional introduction or proposal I make, the worst response I can receive is, 
“No” – 

And the Law of Averages dictates, what? That the more I seek, the more I’ll find! The more I 
prospect, the more leads I’ll gain. 

Like I’ve said and repeated in previous posts, “Ruth Klempner” is yet to make a professional 
name for herself: 

As far the working world is concerned, I’m just a 32-year-old woman on universal credit. 
Nobody has any reason to trust me or believe in me. 

However, since I have such unfettered belief in myself, I am wholly unperturbed by the 
doubt of others!  

I gained voluntary copywriting experience through Striver.online, but since gaining my 
qualification and building my website, it has been difficult to gain further experience.  

I provide a fantastic service to small and ambitious business owners, and my belief in 
“pressure and time” will drive my continued exploration of a variety of lead, and voluntary, 
avenues. 

This week I will further explore networking avenues including those available through 
Enterprise Nation, but I’d also like to break into Twitter properly – 

It’s an unusual platform since character limits are so low and so there is a lot of non-
content. BUT, I’m probably just looking in the wrong places... 

I don’t want to be another account parroting well-known sales or copywriting techniques, 
and I don’t want to only be advertising services and the benefits of outsourcing experts. 

I want to use Twitter to engage with suitable communities, such as communities of small 
business owners or digital marketing service providers. But I think I’m going to have to be 
smarter and more specific than that, and connect with professionals and commentators – 
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Like its name suggests, Twitter is about conversation. Not pitching. There’s still lots of 
preaching, but I’m not planning to use it for that either. 

In years gone by, I used Twitter to engage in politics talk (and I’ve also been a keen Trekkie 
talking actors and star ships!), but I have to say, I’m finding it very difficult to know where or 
how to start as a copywriter on Twitter. 

I know there are copywriter communities, but I will have to think about how to create 
original content – like I have said, I don’t want to simply repeat decades old (but no less 
relevant) sales techniques. 

As ever, let’s see what I can come up with! Building a business online does require so much 
patience. But this time and effort is all necessary to achieve the success I crave. 

So, bring it on! I look forward to breaking through every barrier which will lead me to victory 
road... 
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"Mental Health at Work", a summary 

"You don’t need to rush. You’re doing a lot just being here with me."  

– Dad, poorly and 71 

 

I’ve tried not to be overly personal with any of these posts because I’m here as a 
professional – 

But “mental health at work” is a thing, and it could be deemed appropriate or acceptable for 
me to discuss some of the human challenges which influence my journey as a start-up (and 
low budget) business owner. 

I have once shared that long-term unemployment can leave you very isolated. Without the 
cash to go out and enjoy good times with friends, nor pay for presents or holidays, let alone 
contribute fairly to normal things like food and fuel, connections quickly begin to 
breakdown. 

I’ve met a couple of women I’ve cared about very much and been unable to develop healthy 
or equal relationships with them. The second woman I warned in advance that I didn’t know 
when I would be back in employment (and so was unsuitable for a relationship), and we had 
a bad relationship for a long while before mutually agreeing we were no good. 

I remember my nan always told me, “Make sure you have your own money”, and I did 
manage that for some years before illness and mild disability struck. 

And now I can choose to look at myself and see “Failure”, or I can see “Survivor”. 

Either way, I’m broke. My CV is shot, my connections are mostly dead and I’m introducing 
my unemployed but self-employed self much like a girl shouting down a dark corridor 
hoping that somebody at the end might be listening. 

And all of that can make you despondent, or determined – 

And I’m determined. My determination is tempered (or interfered with) by such as 
“imposter syndrome”, but any self-appraising individual can be guilty of accusing 
themselves of occasionally not being up to the task at hand. 

But nothing ventured, nothing gained: 

None of us has the time to tell ourselves, “I’ll never be able to do this”. If we only live once, 
then why not put our all into our one go at life? 

I can find a pit and shrivel up and die in it, or I can say, “Sod everything – I’m alive and 
healthy enough, and I’m going to keep fighting.” 
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And that’s what I’m going to do. I’ll just have to keep jabbering into the ether and trust that 
if I cast a wide enough net, healthy leads will follow. 

I hope that whoever reads this post will not think less of me for sharing what I have labelled 
as “human challenges”. 

Nobody has a straight path through life or maybe not even through their career, and I only 
have sought to share a piece of mine – 

My business exists to strengthen the work of entrepreneurs like me: Those who are striving 
and who could benefit from accessible, skilled support in order to help their business be as 
successful as it can be. 

I’m Ruth and I do digital marketing through copywriting – 

Feel free to get in touch and introduce yourself and your business! 
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Creating a Brand Standard, amongst other 

things 

You have to do it right – but you still don’t have the time  

 

I have a serious time management task in front of me and though it’s not as important as 
saving people from burning buildings or finding new and better cancer treatments, it’s still 
important to me – 

Creating social media campaigns across multiple platforms FOR MYSELF, and doing all the 
Canva graphic design myself, is a BIG task. I’ve been spending hours on just one Canva 
image, and even then, I’ve not made any “Brand Standard” to speak of. I’m too interested in 
multiple colours for a start – I can’t just pick two or three, I don’t want all my posts looking 
the same... 

But maybe this stubbornness isn’t helping. I am in desperate need of developing a more 
efficient way of creating Canva images, for Instagram, LinkedIn and Twitter. 

It’s like trying to erect a building and I’ve not got enough hands! 

And yes, I know my problem is actually nothing like that, but my brain is assessing the task 
and computing multiple errors – 

• You’ve not got enough time/ You’ve fifty other tasks to do 

• You’ve no brand logo or standard 

• You’re not even sure about your own content and if it builds the brand image you’re 
trying to create 

• You have to do it right – but you still don’t have the time  

• But you HAVE TO make the time 

• Etc etc. 

I spooked myself earlier when I received a message from WordPress commenting that I have 
had this website for nearly a year now: 

It’s taken that long just to get to where I am now – perhaps it will take another year to get 
to where I’m trying to go? 

Gosh, I really hope I can make it sooner.  
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I was also thinking some more about my previous blog post, and my benefits history is really 
so unavoidable in conversation that a post like yesterday’s isn’t too outlandish – 

I’ve already been in networking situations where I’ve been asked about my background by 
other business owners, and what am I to do, lie? No, I’ve had to tell some portion of the 
truth, and just how much that’s made me sink inside. 

Perhaps I should write an eBook or something about it since that’s another thing 
copywriters are encouraged to do. I’ve already got the beginnings of a synopsis: 

“Three-time university drop out gets sick and spends the next six years on universal credit...” 

How does that sound – thoroughly encouraging, or not?   

‘Not’, I suspect. Not unless I can make it good ;) 

Maybe it could be some sort of comedy? Or maybe I could get super serious and personal, 
but with humour about the whole saga? 

It may not be a book about copywriting, but it would certainly be about resilience and a 
strong will – and of course, the last six years are only part of my story. 

But still, I’ve my Business English to design and develop, as well as my multiplatform, main 
social media campaign, and hang on whilst my brain whirrs some more and tries to summon 
a checklist of what I should do first... 

Introductions, networking and engagement must always come first. 

(Throwing together) a regularly updated social media campaign (using Canva) across my 
three chosen platforms must come second, along with sorting my Business English. 

All/ most other tasks come third. 

... 

Well, you know what, it does help to write thoughts like this down in a blog post format. It 
helps me sort the shambolic filing system of my benefits-budget mind. 

I’ve now a bit of a better idea of how to continue than I had when I started this post! 
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Missing Something? 

It doesn’t matter that I can do it, it matters that I have not garnered the trust 
necessary to get on with doing it 

Yesterday evening I concluded, “I think I’ve missed a step.” 

I have discussed “trust building” and the issues I have faced regarding “collapsed 
connections” as a result of long-term unemployment etc etc. 

And in response to my difficulties connecting with small business owners presently: 

I have neither the recent, relevant employment history – 

Nor the level of experience – 

Nor the basic personal or professional connections required to get off to a strong start 
building a copywriting business... 

It doesn’t matter that I can do it, it matters that I have not garnered the trust necessary to 
get on with doing it.  

 

But she told me I was like water. Water can carve its way even through stone...and when 
trapped, water makes a new path 

Chiyo, Memoirs of a Geisha 

 

It feels like a damning conclusion, but it isn’t really. It means simply that I have missed a 
step – 

I have offered voluntary copywriting services to more than several organisations; charities, 
good causes, but correspondences have collapsed as work has not been found for a 
voluntary copywriter. 

However, I haven’t applied the law of averages well in this regard – I can certainly contact 
many more organisations and offer free digital marketing assistance.  

Therefore, this avenue is not closed, although it has been quiet to start. 

Helping another business or organisation achieve its marketing objectives seems, in theory, 
(at least to me), like a positive way to build trust – and the social proof – I need to, in turn, 
build my own business. But like applying for any sort of voluntary work, you need at least a 
CV full of warm words and glittering skills in order to even have half a chance ... 
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(Inaudible sigh) 

I’ve plenty of examples of voluntary copy in my portfolio, but nothing beats a personal 
recommendation from a friend or trusted party. 

So, what to do? 

Well, I did feel despondent for a moment, and then I realised, “Well, I’ve just jumped a 
step.” 

So, I’m going to have to think far outside the box in order to achieve the level of “social 
proof” I need to appear remotely trust-worthy. 

Does it seem impossible? No – but then again, nothing seems impossible when you’ve 
committed to never give up. 

I had an awful time in school and left without friends and without the confidence to make 
them. I then began to relearn how to connect with my peers in my early twenties, but a few 
years after that I became ill and crashed out of university and work. 

And you already know what happened after that. 

Fate has had it that I am pursuing a type of self-employment which relies heavily on “Who 
you know”... And perhaps I should have thought more about this when I started my 
copywriting course last year, but I had reasoned that voluntary work would help me gain the 
trust and experience I needed. 

Teaching English as a foreign language/ TEFL was an employment path I pursued long before 
this, and before my manual dexterity problems made it nearly impossible to use a computer 
or smartphone for several years. 

Last night it occurred to me that TEFL does not require the same amount of “Who you 
know”, although lots of great reviews does help – it always helps! 

Maybe the trust-building step which I’ve missed, I can achieve through a combination of 
proper law of average intros and proposals to organisations and good causes, AND a great 
TEFL offer – 

I remember, and it seems so many years ago now, planning and designing English courses. It 
helped that I had a strong interest in language learning myself as I could anticipate which 
part of learning would require the most attention and innovation, and could it help if I 
returned at least three quarters pelt to this manner of pursuit... 

If I returned properly to my TEFL responsibilities, might I connect with more learners and 
business owners who simply want to improve their English in order to improve their own 
opportunities, professional or otherwise? 

Is there an appropriate target audience to understand and cater for – 
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Might opportunities be more forthcoming for Ruth the English Tutor, than for Ruth the 
Copywriter? 

I’m qualified to do both and I will pursue both... Maybe I can recover from my missed step, 
like water which weaves through stone. 
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Introvert into Entrepreneur 

They’ll be lots of cringing and that’s just on my part 

 

I’ve been re-reading “If You’re Not First You’re Last” by American real estate entrepreneur, 
Grant Cardone – 

Apart from discounting outdated prompts like, “Literally follow your prospect home” (!), this 
and subsequent Cardone books are absolutely BURSTING full of exciting and inspiring tips 
and advice: 

Dropping in on unsuspecting prospects and arranging face to face and informal meetings 
being a main one. And of course, maybe I’ve been hiding behind written messages and 
posts, BUT, we’re in a social media age, and most of my prospects are in locations far 
beyond my own. 

So, how to bridge the gap? Well, I started by attending Zoom networking events, but not 
being a natural born public speaker, being among mature and successful business owners, I 
was out of my depth in several ways. I could not represent my own brand positively and 
effectively, and was of course faced with answering questions such as, “Which other 
companies have you worked for?” and “What is your previous experience?” 

I mentioned in a past blog post that I shared honest accounts and information about my 
history of unemployment in my blog so that people could discover these answers for 
themselves and adjust their interest and opinion accordingly.  

But I’ve also mentioned my awareness of my need to make better visual content, such as 
videos! If I can’t get full subtitles then I can get annotations (or a pen and paper), and like 
I’ve also said, I can get on with making video introductions (not exactly face to face bit 
halfway there...) 

I can make these really personal and thoughtful, and so this following week I’ll be working 
on those, and on gaining better video editing skills – 

And of course, I’m planning a lot of videos for my Business English Instagram and resources, 
SO video creation will be quite a big learning curve but it will be so valuable to develop this 
skill! 

Perhaps it would be prudent to begin vlogging, since blogging comes easily to a writer but 
vlogging will challenge my vanity and my ability – 

They’ll be lots of cringing and that’s just on my part, but speaking well in front of a camera is 
just a skill I have to learn. Its no good me saying “I’m not a natural public speaker”, I don’t 
need to be a natural, I just need to keep trying and improve little by little. 
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I’m not offering my services as a public speaker but as a digital marketer, copywriter and 
English tutor. So, if my videos betray a nervy, low-budget, DIY, not-a-natural-born speaker, 
that’ll be because that’s exactly who I am! The key will be, at the very least, to show 
confidence, knowledge and authenticity – and I have those, I just need to relay them via 
video. 

I remember being uncomfortable practising musical instruments within earshot of others 
when I was younger, and I have that same shyness now when speaking in front of a camera, 
but I’m really going to have to battle through it – 

Perhaps a lot of practice videos to myself will be a good start, alongside researching tips and 
tricks for presenting and editing. 

I also remember the FEAR I had when I started flogging broadband to random passers-by, 
and the first few times I called at people from our sales pod to try and grab their interest 
and attention – 

I was super self-conscious, but I soon got used to it, and got better and better at it.  

I may not have ended up good at flogging broadband, but I could definitely grab people’s 
attention from their shopping and have a good conversation with them about our product. 

That is a skill I need to reacquaint myself with, adapt and improve - and I am! I'm evolving, 
and -  

It's all gonna be magnificent... 

Elbow 
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The Very Hungry Entrepreneur 

It's my job to sell myself confidently and prolifically 

 

Yes, things need to drastically change – I need to drastically change. I need to visibly become 
the HUNGRY entrepreneur Grant Cardone describes in his books. 

I’ve screenshotted tons from the pages of different books for quick recap – I’m just so 
grateful to have all this amazing sales advice. Even though I’ve read these books before, I’m 
now seeing them from a copywriter perspective. 

Ruth’s To Do List: 

• Be nosey, enquiring, enthusiastic and unreasonable – stay on the ball and on 
everybody else’s case as to just how great copy and an excellent service can and 
should be my prospect’s fortune today 

• Create confident and personalised video introductions and shareable video 
presentations 

• Add value and more value to my products through creating an excellent customer 
experience 

• Research and go to lengths competitors would not in order to win sales (– such as 
what? Those musings will be for another post) 

• Assess and make all other adjustments necessary to distinguish my business and 
brand from competitors 

Plenty more research and skill development will be needed but this can’t get in the way of 
content creation – doing my best with the skills I have now and improving them with the 
help of practice and research as I continue. 

Lecturing in copywriter talk and with plenty of sales lingo isn’t something which comes 
naturally, nor is it something I imagine my future clients particularly want to sit and listen to. 
So, what can I speak more fluidly about? 

Creative writing. Seeing the wonder in everything. Writing passionately about anything... 
Those are the things which come naturally to me. 

Completing written assignments for English literature was my strongest skill in school – 
writing expressively and using logic to create strong arguments. It doesn’t sound like much 
until you consider the strength and influence of written word... 

Today I appealed to a representative at the job centre to allow me to offer free digital 
marketing services to other claimants also on the “self-employment pathway”. These are 
not services which are accessible to job seekers on a benefits budget, but as I explained to 
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the representative, I have skills to build businesses through e.g. locally targeted online 
marketing. 

I explained that such experience will help me build my portfolio and it will help my fellow 
claimants to become successful, small business owners and entrepreneurs. 

I have an extremely valuable skill and it is my job to sell myself confidently and prolifically. 
And for somebody in my position, that almost certainly means selling myself first as an 
extremely valuable volunteer. 

Among today’s tasks will be a fresh review of my website. It requires many improvements 
specifically in the area of “Communicating VALUE”. 

I would also like to appeal for more opportunities to work with new small business owners 
through employment agencies such as Reed (another organisation I attended several years 
ago as part of a job centre initiative). 

I’m a veteran of the unemployment wars – I’ve learnt so much from my experiences 
wrangling with health and employment advice that I KNOW my value to so many others as a 
voluntary and as a low-cost copywriter. 

I also know my value as a high-cost copywriter – but a healthy income I can travel and 
explore the continent with is something I can work towards. 

Right now, I must learn to communicate high-value using the most efficient methods I can. 

I’ll get on with it, shall I? 
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Let's Discuss Value Proposition 

Customer loyalty is earned, not owed 

 

I was recently corresponding with a small business owner about her frustration in losing 
business to a larger, and cheaper competitor. 

To be frank, I will say that this small business owner appeared to be very entitled. 

For the sake of discussion, let’s call her “Anna” (not her real name).  

Anna believed that because she spent time discussing her product with a customer that it 
was "unfair" when this same customer had then chosen to get the same item cheaper 
elsewhere. 

Informing her of their expressed decision, the customer left and took their money with 
them. 

Our correspondence took place via social media, under a post proclaiming: 

“McDonald’s can mess up your order 1000 times and you still support them. A small business 

owner makes one mistake and you bash them for eternity.” 

My immediate response was as follows: 

“So, what is McDonald’s doing right which many small businesses are not? Providing a quick, 
cheap satisfying service. This is not a feasible business model for most small businesses, so 
how else can small biz owners provide an irresistible service? If customers are not returning 
following a mistake, then that is not the fault of corporate giants, but of small businesses 
themselves not offering irresistible value or service.  

This is a problem which can be rectified by increasing value and improving service. So how 
can small biz owners increase their value and improve their service? 

Great question! And some excellent food for thought for all small business owners, including 
myself.” 

Refusing to share any more information about her business (other than that she charges £5 
more for one of her products than her competitors), Anna reasoned that her terrific reviews 
prove that she provides excellent customer service, and that there is nothing she can do to 
improve her value proposition to customers. 
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“In the last 2 weeks I’ve had to give customers my knowledge that they can’t get in the big 
stores only for then to say I can get it £5 cheaper and go buy from them which is very unfair 
of a person when you’ve spent half an hour giving them your time and knowledge” - Anna 

When challenged to share a quick fix for her problem and the problem of many small 
business owners with big corporate competitors, I explained that Value Proposition can only 
be increased with: 

• Thorough and informed study of the small business, its products, its competition and 
the industry and therefore the customers it serves 

I asked if losing business to bigger completion was a frequent problem for Anna – which 
would indicate a great need to increase value proposition for her – and she replied that her 
business is actually doing well, but that she was thinking more about small businesses which 
were not doing so well. 

It is true that you can have a wonderful small business with excellent reviews and still lose 
custom to bigger business – in truth, it happens all the time. 

“Supporting small businesses” is a practice which is apart from regular bargain hunting. 

• The very choice to support a small, local business owner and therefore to support 
local economy is part of the value proposition of a small, local business itself 

• Supporting local businesses gives many customers a sense of loyalty and pride 

But purchases need to be worth the extra investment, and often “pride in supporting a small 
business” does not bridge the price gap between large and small companies and their price 
differential – 

Without any further information about Anna’s business, except that it is generally “doing 
well”, it is likely that she presents a good quality sales environment, and that she provides 
helpful customer service.  

The customer who took their business elsewhere may simply have rejected the notion of 
“supporting local business” as a given obligation (this relates back to my sense of Anna’s 
entitlement to local customer loyalty) – 

And despite Anna having kindly offered her time and expertise to describe the product and 
its uses (a free courtesy you could expect from any proud, small business owner), the 
customer was not bought. 

Perhaps there was: 

• An addition service Anna could have offered with her product e.g. a valuable 
guarantee? 

• Another improvement she could have made to her sales environment (did it 
communicate value, welcome and expertise?) 

• A special offer for future purchases granted upon purchase of this initial product? 
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Without more information about Anna’s products, competition and industry, it is hard to 
say. But it should be clear to all small business owners, including myself: 

• We are each responsible for the value propositions we offer to customers 
• Customer loyalty is earned not owed 
• There is ALWAYS room for improvement with a small business and its products 
• Blaming big business and their cheap prices does not remove the responsibility a 

business owner has to present a competitive (not a cheaper) alternative to 
customers 

• There is usually no “quick fix” – dedicated small business owners must be prepared 
to assess their business models critically in order to improve them 

Understanding Value Proposition is essential to every small business owner’s success. 

I will continue to discuss this topic in further posts. 
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Voluntary Copywriter Proposal to Job 

Centres in Sheffield 

Be unreasonable. 

 

Grant Cardone 

The following is the voluntary copywriter proposal I put to Job Centres in Sheffield via a 
direct message to my work coach (who is my only contact at the job centre). 

 

Hi, following my offer, below is my Voluntary Copywriter Proposal to Job Centres in Sheffield: 
 
Proposal: 
I can assist fellow job centre customers on the self-employment pathway with free, 
professional and effective digital marketing support. 
 
Here’s how it works: 
• I will meet with the customer to discuss their business aims and the methods they 
are currently using to advertise their business online  
• We will discover the methods their competitors are also using and discuss the ways 
in which we can make their business stand out to prospective customers  
• I will gather the information I need to create an exciting and informative digital 
marketing strategy to promote their small business  
 
-> Your customer will be free to use the business literature (business copy/ digital marketing 
text) which I produce to advertise their business across multiple online platforms, or via any 
appropriate platform they choose. 
 
What I get out of it: 
More items to share on my professional portfolio in order to better advertise my own skills, 
business and credibility. Also (hopefully) some more good reviews/ testimonials. 
 
What I need: 
• To be put in contact with customers on the self-employment pathway who wish to 
grow their local online business presence  
• Space to meet with customers, such as a job centre interview room 
 
A deal that works for everyone: 
• Your customers get free, highly valuable digital marketing support to build their 
business and greatly increase their chances of self-employment success  
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• I get portfolio pieces and good reviews to increase my chances of gaining paying 
customers and becoming gainfully self-employed 
• You, Job Centres in Sheffield, get to increase your chances of signing more 
customers off benefits as your self-employment pathway customers begin to earn their own 
living  
 
I can begin straight away. Please visit ruthklempner.com for more information about my 
services. 
 
Thank you for your time. 
 
  
Ruth Klempner 
 
 

Nothing ventured, nothing gained. And honestly, it is a good deal for everyone – so 
hopefully whoever makes decisions will think so too. 

Or is this more mad optimism? Possibly – but more claimants (customers) becoming 
financially independent is good for job centre employee targets.  

I’m offering a valuable service – for free – to others just like me! And I'd be delighted to be 
able to help other new, low-budget, small business owners - 

I’ve been planning what manner of voluntary proposals to also make in my intro videos. Its 
difficult because many organisations simply do not understand the value of a voluntary 
copywriter, and that is my fault. 

Employees or other volunteers charged with creating words for web e.g. website content, 
social media and blog posts are able to continue with effectively or not these tasks. And a 
new person coming out of nowhere offering to do it for free may seem like a waste of effort 
to organise – 

I spoke about value propositions in my last blog post, and that is what I need to consider 
now. 

I really need to build trust and goodwill, and I started doing this in September last year for 
Striver.online. I need to make unique offers which accurately communicate my value to a 
business or other organisation – 

I should think about who I mostly want to work with and show my enthusiasm and 
understanding of their aims and objectives, and exactly what I can do to help them achieve 
them. 

I’ve looked up e.g. “LGBT Sheffield” many times but Sheffield certainly isn’t known for its 
thriving gay scene... I contacted one (of the few) organisations representing and hosting 
many LGBTQ+ individuals and events and asked if they had any start-ups or entrepreneurs in 



80 
 

their organisation who could benefit from free digital marketing. My message, however, 
went unacknowledged. Perhaps I will send them a video message... 

I already contacted a large homelessness charity who after some Zooms and discussion then 
agreed to take me on as a marketing volunteer – perhaps about 9 months ago and are yet to 
give me any work. 

But this is also my fault – I haven’t been contacting enough businesses or organisations, I’ve 
been building my website and blog, and writing to businesses instead of meeting or video 
messaging them. 

I want to help the working class and the underrepresented groups, and have not found 
much joy, but I need to try harder – 

I want to write for the new business owners on the self-employment pathways at job 
centres (in South Yorkshire and beyond) to help them grow and prosper, and I have given 
my proposal. It is now in the hands of whoever decides things at the job centre. 

I want to write for small and independent business owners to help their business fulfil their 
great potential! And I will – 

Life and work is snakes and ladders - but we’re all still in the game! 
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Ineffective Marketing Material Used Too 

Infrequently 

FATE would have it that the least qualified person in the world’s BEST chance at 
reasonable employment is to sell words. 

 

Yesterday was an interesting day for critical self-appraisal and for sampling Ben and Jerry’s 
Banoffee ice-cream (which was also interesting) – 

The truth is my qualification in copywriting means almost nothing. It means a great deal to 
me, as I learned a great deal studying copywriting, and I earned my certification.  

But in the real world of customers and sales, new copywriters may frequently be bought by 
means of who they know, not what they know. And with a long history of unemployment 
and introversion, as I have already shared - I have no network, and no professional network. 

My attempts at networking and seeking both voluntary and paid work have been choppy, 
and this can be blamed on a few things: 

• I’ve never set up a business before and have had some great advice but mostly I’ve 
had to wing it  

• My value proposition is obviously all over the place (lack of confidence, experience, 
connections, business knowledge – I can’t really pinpoint one reason for this 
humongous problem) 

And most importantly: 

• I haven’t sought to rectify the “Its not what you know, its who you know” problem 
with MASSIVE action (as Grant Cardone would have insisted) 

But like I said, I hadn't realised the extent of this failure until just recently. 

“In times of economic decline [or just super hard times] MASSIVE ACTION is needed” 

I’ve spent A LOT of time just trying to sort out this website (I had designed a whole other 
website which was trash so had to start again from scratch) – 

And still, there’s plenty to fix on this, my online home. And on my similarly, semi-
constructed social media. 

BUT those aren’t the real issues! The #1 issue is my NETWORK – 

Its my lack of network which is ensuring my lack of prosperity: 
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I’ve failed to apply the law of averages appropriately with a strong value proposition – I’ve 
used ineffective marketing material and I’ve used it too infrequently. 

Last night, I started firing out audio messages on Instagram - something I completely forgot 
was possible. It’s quick but you only have one chance to say what you have to say, and if like 
me you are good at mumbling and getting words wrong when speaking, you can end up 
sending an audio message with at least one error in it. I think half my messages included me 
messing up my words a little even when I was reading them.  

So perhaps this isn’t the most effective way to communicate either, BUT, it is more personal 
than sending a written message, and it is a lot quicker than recording and sharing many 
video messages – 

But still I know that video messages, introductions and presentations are deemed the most 
effective, second only to face-to-face meetings. 

On RuPaul’s Drag Race, contestants are tested on a variety of skills including choreography, 
stand-up comedy, singing and acting. I’m yet to see any contestant conquer them all, 
although there are many excellent, highly skilled individuals who may just have one 
weakness – 

My main strength is my copywriting. Everything else is a huge challenge, ESPECIALLY 
networking. The one thing I need to do well. 

Imposter syndrome came yesterday and told me that because of this, I was, in fact, the 
LEAST qualified person on the planet to be a copywriter. 

How inconvenient it is, therefore, for peace on Earth that Ruth Klempner DARE bring chaos 
by means of farfetched schemes and BLATANT overambitiousness? 

It is the hand of fate.  

FATE would have it that the least qualified person in the world’s BEST chance at reasonable 
employment is to sell words. 

I responded in various ways to this scary conclusion, but none of them have included 
throwing in the towel. 

I know exactly what I’ve done wrong and why after almost a year, my business has still not 
started. 

Its not that I can’t do it, its that no one knows me enough to trust or vouch for me. And how 
many times have I already admitted to that in this blog! 
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SO – MASSIVE ACTION IS NEEDED! 

I need to pull on my best and brightest personalised messaging and marketing pants (with 
matching hat of course) and with a Value Proposition which makes irresistible sense and 
which works, I need to find my clients... 

Reports of my death have been greatly exaggerated 
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Break Through the Babel of Your 

Competitors 

The goal isn’t simply to gain a purchase from a customer, but to gain and KEEP 
their loyalty 

 

My target audience is comprised of individuals with small businesses trading online. These 
businesses include independent fashion brands, sustainable brands, artists and crafts 
persons. 

Key to understanding the motives of my customers will be studying their industries, 
competitors and other related products available to them, such as those also focused on 
building small business influence and success – 

These alternative products (including but not limited to other copywriters) are my 
competition, and whichever one of us presents the best value proposition will win business 
from small business owners searching the market. 

I will focus my initial efforts on researching and thoroughly understanding three of the main 
online industries, which I've already listed above: Small fashion brands, sustainable brands, 
and art and crafts work. 

When I began to build my own business, much of my initial research gleamed much the 
same in way of motivations, limitations and aspirations for my target audience as for myself: 

• To gain a wider online influence 
• To stand out from my competitors 
• To increase my market share 
• To become a leader in my industry 

But each industry has its own additional factors and nuances, and to cater properly to my 
target audiences, I must commit to discovering them all. 

Much more research is therefore vital for any MASSIVE, and effective action to take place – 
my value proposition has to be both prolific and strongly relevant. 

Every brand requires an authentic BRAND VOICE in order to be heard amongst the babel of 
their competitors – 

And if your brand STANDS FOR SOMETHING which RESONANTES with your target audience 
such as: 
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• Good quality fashion produced by UK designers (for fashion lovers wanting to 
support local brands) 

• Eco-friendly products sourced fairly from suppliers, and which respect the Earth and 
all its inhabitants (for the ethically conscious) 

• Locally produced artwork and crafts work (for supporters of artistic creators and 
lovers of unique, beautiful things) 

Then proclaim your brand’s MISSION from the metaphorical rafters! 

Business is EARNED through: 

• FANTASTIC SALES SPACES (such as online shops featuring excellent user experience) 
• SHARP, CUSTOMER-FOCUSED MARKETING (jam-packed full of value, benefits, and in 

a LANGUAGE your customers can respond to, across a variety of popular SOCIAL 
PLATFORMS) 

• VALUE PROPOSITIONS which beat those of your competitors (give them what they 
want and do it better than anyone else!) 

There is (DIY free or paid) customer demographic and psychographic data to discover and 
assess (in order to further understand your customers means and motivations) by means of 
research through forums or surveys, and there are particulars such as BRAND TONE and 
CONTENT VIBE to scrutinise and improve. 

Those on ALL BUDGETS must be creative and INNOVATIVE in dealing with the frequent 
challenges which occur with ever evolving INDUSTRY TRENDS and CUSTOMER TASTES – 

And of course, the GOAL isn’t simply to gain a purchase from a customer, but to GAIN and 
KEEP THEIR LOYALTY and build your brand through ORGANIC MEANS such as WORD OF 
MOUTH. 

It’s a lot to consider for start-ups, including my own. And only massive, positive ACTION will 
see these challenges CONQUERED – 

 Action and patience.   

 

Pressure and time. That and a big goddam poster. 

Red 
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The Self-Employment Pathway 

Do I sound like a scammer, offering free/ no strings support? 

 

For my next trick, I will begin contacting local newspapers and ask if they would like to 
support start-ups and small business owners in their area –  

A small ad here or there offering professional, digital marketing support 100% free to local 
businesses isn’t hugely unreasonable! 

I had an interesting exchange with a Facebook user in the early hours of this morning after I 
had introduced myself and offered to support a fellow start up with free marketing support 
– he accused me of being fake, a charlatan and a scammer. He also said that copywriters 
don’t have “insurance” and that he works in marketing so he knows... 

Well, I knew immediately, of course, that this man was ignorant, and an internet troll (he 
had continued on to insult another user's web design ability and to question their 
legitimacy), BUT it made me think just a little...  

Do I sound like a scammer, offering free/ no strings support? Perhaps I should instead stress 
that I am new and eager to build my portfolio THEREFORE I’m offering free support? I do say 
this sometimes, but not every time... 

An advisor at the job centre scheme I attend said I should stress my need to build upon my 
portfolio. She also said (and after much build up from another advisor that she would surely 
be able to help), that she couldn’t be my advisor as yet because I’m not currently gaining 
clients. 

This is after the self-employment advisor at the job centre said similar – they won’t help me 
until I’m earning.  

This was after regular advisors at both places had told me so many times that their in-house 
“self-employment expert” would be able to advise me. 

This is the help those on “self-employment” pathways receive where I live. Perhaps it is just 
me – perhaps every other person who has been allowed to follow a self-employment 
pathway has become gainfully self-employed quite easily by themselves, and without any 
prior business experience. 

I won’t further discuss the gnawing sadness I felt at this second and final refusal of help. It 
does nothing for my eternally diminished sense of ego – yes, this is me with a diminished 
ego!  

Perhaps you think I’m neglecting to share some part of the story? That they would agree to 
help if I wasn’t so...?  
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I hope you can accept the answer is simply, "If I wasn't so hopeless" – 

But owning a business is SO NEW to me... And before I can receive advice from either the 
job centre or their associated schemes, I have to make it work alone. 

But maybe that’s as it should be. They will have no part to claim in my success because they 
will never have aided me. 

I will endeavour not to be made spiteful by such things, but again, it is a sense of 
humiliation. Also, however, it is a loss for other start-ups who could benefit from my skills as 
a digital marketer – I speak, of course, in reference to my offer to support others on the self-
employment pathway with free digital marketing consultancy and assistance. 

So, I’ll get on with the offers I want to make to those local papers and publications. And I will 
consider how not to sound like a scammer... 

I am also considering how to begin a YouTube channel and use it to include presentations of 
the possibilities available with great copy – a channel I can refer potential clients to and also 
include as an extra resource on my website. 

It’s pointless having a dedication to the “law of averages” when I don’t have the best version 
of my value proposition to share with those I am contacting – it’s also pointless spending 
forever considering this value proposition because I needed it done yesterday. So many 
yesterdays since. 

But, again, this is my impatience. And I need to get on with the best, short scripts I can, 
along with the Canva presentations I'll need to use for video. 

Still a long road yet, but at least it’s an open road! 
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The Local Writer 

I realise that I need to take myself out of the equation. 

 

After composing my message indicating but not directly asking for a free listing in the name 
of “supporting local business”, I quickly realised this was no way to conduct any sort of 
business, no matter how broke I am: 

 

Hi, I’m Ruth Klempner, I’m a new copywriter and for the past six years I’ve been on universal 
credit. 

I want to help support other new start-ups and small businesses with free/ no strings digital 
marketing support – would [local newspaper] be interested in helping support start-ups and 
small businesses similarly? 

I’m qualified and insured (please see my website ruthklempner.com) and am eager to build 
my portfolio and support other local entrepreneurs, who may also be on a very low budget. 

I am on the self-employed pathway because I am not suitable for most employment options 
due to chronic health conditions and a long history of unemployment. 

Would someone please be willing to discuss the options for advertisements available to me? 

Thank you for your time, 

Ruth Klempner   

 

If I’m not even trusted as much yet to gain more voluntary copywriting experience (I refer to 
my current failure to ignite Small Business Excellence with free content examples), then I 
need to do something that is completely APART from me – 

By this I mean: 

I need to be an anonymous writer just writing for the “good of the people”. 

This is one accessible way that I can gain the voluntary experience I need to build my 
portfolio further. 

It can be through representative journalism, such as local journalism focused on 
representing the work and ambitions of local business owners and job seekers.  
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I can use free platforms such as new accounts on social media which will mention me by 
name, but which will not be in anyway focused on my business, but on a free writing service 
which is available to local business owners and job seekers, from a local writer. 

I can write about local businesses in much the same way other local writers and journalists 
do, and I can build my name not as an ambitious copywriter, but simply as a writer and free 
service provider to local entrepreneurs and others seeking self-employment. 

I will need to travel around the county, and I can do that if I get the right travel pass, and 
give up “luxuries” such as e.g. cider, coke and ice cream (summer essentials!) in order to 
help pay the £32.70 per week for it... 

I can work out an efficient system to write about and include as much copy and content 
about local businesses as possible, and present my work simply as a local resource (as 
opposed to a local resource created by a local business owner with the long-term intent to 
make sales) ... 

I remember a phrase Grant Cardone used to describe people who lowered their prices in 
response to difficult times – “weak minded”. 

Perhaps that encapsulates me perfectly – weak minded and unable to assert myself. Or 
perhaps I’m simply not a natural at sucking up to people, or endearing them in any 
profitable way, however sincere or insincere. 

Perhaps it is that I simply don’t have the same ambitions as most other copywriters – 

I certainly don’t have the same relevant and up-to-date CV, and this makes me hesitant to 
chase the same dreams. 

Following my long experience on benefits and following my recent double rejection from 
DWP “Self-Employment Coaches”, I know that I certainly want to help others in similar, lack-
of-useful-help type of situations to myself. 

And I can certainly do this as a “local writer” – 

So maybe I do need to step down from my ambitious pedestal (yes, even seeking 
employment, any employment, may be reasonably counted as “ambitious”), and seek more, 
relevant writing experience as a randomer. 

Cardone may call me “weak minded”, but as much as I am a natural writer, I am not not a 
natural entrepreneur. And maybe my route to “gainful self-employment” will take me 
through a long (but hopefully very productive) detour down local voluntary writer/ marketer 
lane – 

Maybe in order to be somebody, I have to literally be nobody, and hope that others will 
build an image of me entirely by means of their own opinions and experiences, and through 
their own conversations.  
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Forget this website, forget my work and my samples – maybe I need to start again and have 
others make a name for me, organically. 

Who am I? I’m just a local writer. 
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Terms of Ill-Endearment 

And this is where my “layers of comfort” come under siege from Cardonian 
business philosophy 

 

Below is a post I created and deleted within a day of posting on LinkedIn.  

Its been very difficult to work out how to continue with LI, the platform where professionals 
share their struggles, and their successes.  

I describe this post as ill-endearment because I feel that it fails to endear potential prospects 
to my affordable digital marketing campaign - this is my struggle, but as yet, there is no 
success story at the end. 

In the deleted post below, I share the character trait which, I feel, creates the main 
weakness in my attempts to succeed so far: Chronic Invisibility! 

 

Deleted LinkedIn Post (15-16.7.2022) 

I recently read a post outlining an author’s journey over 7 years – 

From low paid, direct marketing on the street – to co-owning a thriving new marketing 
business. 

I failed to summon any kind of thoughtful response to this, but I did reflect on how, after 
similarly working in direct marketing, I cannot yet share the same story of tremendous 
professional progress myself. 

In the same number of years the author became co-founder of a successful business, I 
developed a series of chronic health problems (some exasperated by stress), which left me 
unemployed and largely unemployable. BUT – 

Being still more largely oblivious to the notion of giving up entirely and embracing 
aimlessness, my wavering ego sought instead the informed guidance of a successful other: 

“What Would Grant Cardone Do?”  

Was a line of thought which asserted itself on those occasions I have felt most self-critical, 
particularly in regard to my professional ambitions. 

American entrepreneur Cardone would, of course, have a thousand answers to how I might 
personally gain success in business, and as I reread his insightful series of sales books 



92 
 

including If You’re Not First, You’re Last (2010), I can see a path ahead of me which will send 
me crashing through every layer of comfort I know. 

“Queen Clarisse, my expectation in life is to be invisible, and I’m good at it” (Princess Mia) 

I will tell you that long-term unemployment has left my confidence much in tatters. However, 
after a very long time without opportunities, 2021 was the year I was finally lucky enough to 
gain the chance to train as a copywriter. 

Ironically, in came 2022 and I discovered that such training actually meant very little in view 
of the professional and social networks which were first necessary to build a new business, 
and today – I feel like I am back at square one.  

As you can imagine, long-term unemployment is not beneficial to maintaining professional 
or social networks. The very networks which Cardone himself insists are essential for sharing 
and promoting my business – 

And this is where my “layers of comfort” come under siege from Cardonian business 
philosophy: 

Illness, unemployment and natural introversion have caused me to become a prisoner on my 
own island of Poor Productivity.  

“Being invisible” and choosing to “remain silent until I am successful” allowed me to hide 
from many of the lonely and unproductive realities of six years with chronic illness – 

But now I am so used to being silent, and hidden, and without a social or a professional 
network, that the thought of actively (proactively) introducing myself as far and widely as 
possible seems insane. 

But THAT is what Grant Cardone would do. And I can either heed, or I can give up on life 
totally... 

This post is about fear, and the great responsibility every professional has to themselves of 
overcoming it. 

I will never be a great copywriter until I can be a great communicator, and I won’t be able to 
do that until I break through my self-imposed barrier of fear. 

It is less of a challenge and more of a life change which is necessary: 

Do I have the capacity to change?  

Do you? 
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What Would Grant Cardone Do? 

I need a new angle, a new idea, a better way to communicate my value... 

 

“Terms of Ill-Endearment” has closed the chapter on my first attempts at gaining interest in 
my products – 

The bottom line is that I’ve little clue how to introduce myself in a way which effectively 
communicates my value. 

At the job centre, they tell me not to draw attention to the length of time I have been job 
searching: I ask them, Isn't it better for me to acknowledge it openly, rather than attempt to 
hide or lie about it to a potential employer or customer? 

Whichever one of us is right can be disputed, but it cannot change the fact that on paper, 
my years of unemployment and health problems means that I have very, very little to 
recommend myself with. 

No matter how skilled, competent or qualified a writer I am, I still struggle to come across as 
inspiring or trustworthy – 

I’m still a stranger. So, can I draw people’s interest in another way? 

I have spoken about this before, but what if I lead my business ambitions with teaching 
English to foreign learners – 

I only need to prove I’m a native speaker, and my copywriting can prove my strength at 
written language too. I may even gain work writing English language marketing material for 
foreign companies this way, or proofreading English marketing or documents... 

Whatever I choose to do, I cannot continue along the trajectory I’m on currently on of trying 
to build trust with British companies in the way I am doing. 

My confidence wavers every time I have to mention my current situation as a long-term 
unemployed person (known colloquially as a “benefits scrounger”), and I fear I may be 
becoming less and less convincing with every attempt at confidence. 

I need a new angle, a new idea, a better way to communicate my value – 

And a new audience. 

Perhaps it is not scientific to seek to change so many variables at once, but the only element 
of my business model which is strong is my product itself. 
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This product needs to be presented to someone with a reason to trust me – such as a 
business owner abroad with a need to advertise in English. 

I’ve spoken often about the law of averages/ LoA, and my need to simply speak to a lot 
more business owners – 

But the LoA requires the basic business pitch and value propositions to be sound, and from 
the lack of interest in my product so far, it’s reasonable to conclude that my pitch and value 
proposition are not sound. 

What Would Grant Cardone Do? He’d sort it out, then begin relentlessly pitching again. 

So, I need to Sort it out... And begin pitching and pitching some more. 
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Proactivity & the Direct Sales Directive 

I need to become drastically proactive, and I need to travel and build 
relationships. 

 

I’m delighted to say that although WordPress are prodding me to renew my domain – and 
therefore reminding me that my website and my business have been established nearly a 
year now, and why are things so quiet? – I have a list as long as my size 10 foot of things to 
do next and things to improve. 

I’ve ordered my business cards, I’ve bought fancy paper and even a clipboard and some gold 
star and bullet point stickers, all with the intention of getting my travel pass and advertising 
my business much in the same way I conducted my direct sales antics – 

For direct sales, my colleagues and I drew up product proposals on blank sheets of paper 
individually for each customer (supposedly this helped to draw our prospects attention 
towards each benefit, and around each objection). The idea was to guide our prospects 
around how amazing and valuable our product was, and tailoring each proposal for each 
prospect seems a good idea to repeat – 

I have business cards with blank backs for adding individual offers and proposals, and 
sensible stickers just to add some colour and personalisation.  

Its cheap and cheerful, but hopefully it will also be seen as at least authentic! 

Instead of an unsolicited message in a social media inbox, my idea is to leave each prospect 
with an individual product proposal, packed with benefits and fully customised to their 
business needs and ambitions. 

I will get to meet them face to face, and even if they have no real need of my services, I may 
benefit from a referral made to someone else in their network. 

Who knows how it will go? Maybe I’ll face lots of closed doors, maybe business owners will 
respect my initiative and give me some of their time to share my pitch – 

Of course, it is not wise to visit business owners during trading hours, and so I’ll have to find 
a way of working around this – perhaps asking for just a few minutes of their time to share 
my (initial) freebie offer... 

And as a woman I will say, I never want to compromise my safety. I will only meet at 
sensible times, and in sensible places – 
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And perhaps this drastically decreases my chances of being able to pitch, but if this is the 
case, then I will have to revert to simply sharing business cards and a smile, and hope that I 
am invited to share more information, even during business hours. 

I’ll be visiting job centres with premade proposals for how I can help customers on self-
employment pathways (hopefully my modest marketing material can be given a place on 
the job search walls), and I’ll be exploring and dropping in many other places which might 
lend an ear to my cause e.g. libraries, community centres etc. 

Does it seem sensible, or ambitious? Well, it’s both: 

I need to become drastically proactive, and I need to travel and build relationships. 

The finer details I can work out once I’m out and spreading the good news of accessible, 
professional digital marketing...  

I need to stay safe, use my initiative, be consistent, persistent, and resilient. 

I need to prove I am an expert, and that prospects will not want to miss the amazing 
opportunity which I am offering them personally. 

I hope to soon have some great tales to tell of my journeys around South Yorkshire! 
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In Search of a More Immediately 

Quantifiable Value Proposition 

One of my first ideas was “Copywriting Packages” and I believe this option 
continues to be the best value for money and effort spent for my potential 
clients 

 

I’ve been doing a lot of reading, considering and consolidating recently and have some big 
adjustments to make on my website, which will include removing (or reassigning) Small 
Business Excellence and replacing it with an Insight section that will serve as a new small 
business marketing education resource – 

Something similar had of course been my intention with SBE, and I hope to be able to return 
to this initiative one day, but right now it has been recommended (by one of the authors 
whose work I’m currently reading - Dave Holloway, Wonder Leads) that providing 
educational and informative resources for visitors to view and gain value from is indeed part 
of the way forward. 

I also intend to focus my efforts on providing a more immediately quantifiable value 
proposition, “Increase your brand influence online”, as opposed to any synonym of "boost 
your business" – 

Because it is easy to discover the rough amount of web space (including social media and 
3rd party space) which one business possesses – it is harder to track their paid online 
advertising but those such as Google and Facebook ads are also easily discoverable... 

• I can research the sales landscape/ industry which a particular small business is 
seeking to make an impact and make gains within, assess which competitors have 
the strongest and most effective marketing campaigns, and build a marketing 
strategy to cut through such competition. 

When I started my business, one of my first ideas was “Copywriting Packages” and I believe 
this option continues to be the best value for money and effort spent for my potential 
clients. 

But making gains and keeping gains will require clients to make a commitment to producing 
great marketing material and content, and for new businesses and those on low budgets, 
such a commitment to up-to-date marketing and content material may appear like an 
unaffordable investment, at least to begin with – 

But this is why all my services are currently free (no strings), I want prospects to be able to 
Try Before They Buy, and this trial will consist of a significant sized digital marketing/ 
copywriting package: The first step towards gaining and maintaining brand authority online. 
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I very much need to change my Information and Services page especially in order to focus 
around this better quantifiable product, “Increase your brand influence online”, and 
personal proposals to business owners all need to be focused around this more specific 
value proposition too. 

I have my first lot of business cards, my “keys to the county” South Yorkshire travel pass! 
And I have the other stationary I need to create and hand deliver personalised product 
offers – 

It will be a slow process, but as we know, a year has already passed, and to give up on 
patience or not to trust the process right now would be foolish. 

In the meantime, I have a pilot podcast episode to analyse and edit! I recorded it sat at 
Doncaster train station several days ago, and in between train station noises, wind plus 
turbulence, and me being unsure how close I should hold the microphone, there might be 
some salvageable pieces to make into a short podcast - 

I certainly hope so anyway as this is another avenue I’m seeking to use to build trust 
(through dialogue, even if only one way...) Podcasting is another form of media creation 
digital creators/ small business owners are encouraged to embrace! Plus, I enjoy listening to 
a good podcast (usually something paranormal, but that’s besides the point) ... 

I’ve had the choice between concentrating on unemployment or self-employment and small 
business-ing for podcasting, and although focusing on building small businesses will 
theoretically earn me an audience closer aligned with my prospective target audience, I feel 
a great solidarity with the great many who are unhappily unemployed, and want to 
acknowledge and encourage those individuals too – 

After-all, “ungainfully self-employed” and “unemployed” amount to the same thing. So, 
maybe I’ll just have to start two slightly different podcasts, but again, the issue of 
productivity, efficiency etc arise – How can I create valuable, up to date content, read 
relevant materials and conduct research, create pitches/ proposals, and complete a variety 
of other business tasks, AND stay on top of everything? 

I need more voluntary experience and I need clients, so unless an activity does not positively 
improve my prospects of such, then I will need to reassess if it’s necessary. 

There's plenty more to say but even more to do, so - 
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Marketplace Landscapes 

WHO'S WINNING locally and nationally 

 

I have a small series of notes reflecting my thoughts on improving my product and my 
service – 

I will be reorganising my brand message and my information and services page to reflect the 
more immediately quantifiable value proposition (as I highlighted in my previous post) 
which I am aiming to present. 

Right now, I am deciding the logistics of what the most efficient means of research and 
analysis will be - in order for me to determine competition within different online, small 
business industries) ... 

Thinking about it, the information I organise can actually be made into an online resource – 

Proceeding in a careful and scrutinous fashion, I can present research which is regularly 
updated, and which would be valuable for those small businesses eager to fibre only things 
which can include accessing relevant, free research and analysis. 

Such regularly updated material could constitute reason enough to create a newsletter and 
a subscriber facility - but again I will have to discover what the most efficient means of 
conducting and presenting this research could be. 

Ideally it would be great to be able to work with another marketer or professional business 
writer, but that is another thing I will need to build trust for before I can start building 
working relationships. 

A journalism element can be introduced to such research as well, since I have no desire for it 
to read in a boring and technical way - work can be presented in engaging articles with lots 
of visual elements including infographics. 

Perhaps case studies would be a good way to proceed – studies including those of individual 
small businesses and their placement amongst their competitors. 

Lessons can be learnt from both the success, and weak points, of other online business – 
after-all, this will be the basis of how I will be building online marketing strategies for 
clients. 

An important point to remember is that, of course and very, very often, a small business' 
main competitor might be a very big business – so what strategy can be constructed to 
break through the noise of a corporate competitor? 
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This is an issue/ answer to be addressed by establishing a small brand’s unique selling point, 
and the unique motives and desires of their different target audiences. 

So, without expanding further on this lengthy introduction, below are notes and ideas of 
how I can create my better quantifiable value proposition (i.e. a better product!) – 

-- 

How can I present a clear, high value, accessible, irresistible product which my TA (target 
audience) understands and responds to? 

• Remember to include demonstration of how easy the process is and how many 
benefits it will have to the customer 

What is the most efficient way to create a landscape of competition in different industries 
so that I can pinpoint: 

• WHO’S WINNING locally and nationally 
• Who their closest competition is 

And where my diverse target audience falls in this web of competitors 

Firstly: 

1. Assess sales landscape (including competitors, target audience and their values/ 
motivations/ financial statuses) 

2. Establish USP (unique selling point) and unique value proposition (create the greatest 
value for money product) 

3. Look for any weak spots in competitors marketing and value propositions, also 
discover TAs not catered for and create digital marketing plan example to exploit these 
gaps 

4. Need a copy/ content strategy for effective marketing campaigns which will include 
lots of planning ahead and anticipating trends e.g. special days etc 

5. Need to offer to create plenty of e.g. Canva graphics/ photos if they need help with 
visuals as am proficient graphic designer 

6. Need potential clients to commit to strategy and a proper digital marketing campaign 
– May need to try various methods to get it right (ways to establish business in question 
as industry leaders etc, and with no extra charge) 

7. Need to keep an eye on changing methods of competitors (plus industry news and 
trends) and adapt client’s multiplatform marketing accordingly 
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8. Keep discovering ways for client to engage with and understand their target 
audiences (use customer personas, surveys etc if possible) 

How do I judge who’s winning? Who’s got the most, best web space, marketing, reviews 
etc – 

1. Identify biggest small business industries and networks online locally, and nationally (get 

it all documented properly and make it easily navigable) 

2. Research all competition and identify who might be best prospects 

3. Create and record personalised proposals 

Really feel like individual copywriting products have got little to no value at all to TA, many 
of them need a whole load of help but none of it will work unless they’re properly 
committed 

Draft message and/ or video script idea: 

Hi X, I’m sorry for this unsolicited message, but I wanted to tell you – 

I’m building my portfolio, so all my digital marketing services are free, with no strings 
attached. 

I know that [your business name] has competition including [completion names], with [X 
USPs], but do you know their weaknesses include [competitor weaknesses]? 

(Expand upon competitor’s weakness and how they can be infiltrated) 

This leaves a gap for [your business name] to swoop in gain influence through an online 
marketing strategy which may include [strategy ideas to combat competitors]. 

If you visit my profile you’ll find a link to my website where you’ll discover my writing style – 

If you’re up for challenging your competitors head on, drop me a message here or through 
my website, and let’s kick your competition where it hurts. 

... 

How can I change my business message/ voice to reflect this new type of product (all plans 

above) 

Need to make this new proposal and literature into normal, non-jargon speak (and I need to 
prove how I will do each thing, maybe include some sample case studies) 

-- 
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It’s a big task and will take some time to rewrite and redesign parts of my website, as well as 
to create the new bits needed and of course, to research and record all the personal 
business messages which I want to send. 

But, it is a better product, and a better value proposition, so now I’ll just get on with it shall 
I? 

... 

So, what are the first things I need to do to build the basis for my research? 

• Establish industries I’ll research and work out HIERARCHY of who the leaders are, 
who’s second (there’ll be loads), and who’s still fighting for more attention, and then 
who’s “at the bottom” and working hard to create a bigger impact (loads and loads) 

• Try and get as thorough image of each, successful brand as possible e.g. read trusted 
reviews, articles, marketing etc Try and discover weak points of everyone 

• Make research bit JAM PACKED full of reliable facts and data - start with easy 
preliminary searches to see who comes up top in Google results, discover all and 
most popular online marketplaces and apps 

• This research is a big and important step which will take a while, but it’s important – 
I can display this when it’s done and it’s a good resource for small businesses to 
discover the landscape better in case they haven’t already 

Only after this step do I want to start identifying the best CANDIDATES for my services and 
create personalised videos  

Online Business Industries: 

• Beauty and cosmetics 
• Fitness and health (including women’s health) 
• Sustainable living (including vegan) 
• Clothing/ fashion 
• Arts and crafts 
• Gifts and trinkets 
• Home and decor 
• Pets’ accessories 
• Kids’ stuff 
• Etc 

So, how can I do the most, far reaching good quality research, but in the least time and as 

efficiently as possible? 

• Do it systematically, patiently, carefully, but don't get hung up on one avenue as 
have so many to explore 

• Don't worry about being super detailed, can add more details as I continue with 
updates 

• (Highlight and send out videos early and continue as I go for LoA) 
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Perhaps starting very simply, e.g. with spider diagrams/ hierarchies for each industry, would 
be one way of building a landscape quickly 

... 

And the notes continue... 
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"Professional" White Lies or 

"Unprofessional" Black Truths 

I’ve had conflicting advice: To share my history/ my story, to not share my 
story... 

Even the job centre (scheme) think I should hide that I’m currently a customer of the job 
centre and scheme. 

I remember once asking one of my previous job centre advisors (back when I was in the 
regular job search pathway and when my health was still very dodgy), “How should I lie to 
an employer when they ask why I think I’m better than one of their more able-bodied 
applicants?” 

“Well, you shouldn’t lie –” 

“But how else can I compete with them -” 

I also recall more recently receiving help for my diabolical CV - 

"Instead of focusing on the negative, let's focus on the positive" 

That's fine - except I have a 6-year void of negative. "How can an employer ignore that?" 

*silence* 

For my copywriting business, I've had conflicting advice: Namely, to share my history/ my 
story, or not to share my story... 

I venture that it is better to be upfront about my work and health history than not to be, 

which is why I am honest about it in this blog. 

Who can say what is more unprofessional – having to give a hurried work and health history 
on the spot when asked about my employment history by a business owner, or, Including 
information about my work and health history on my website, for any interested parties to 
see. 

I know neither is particularly endearing, but if my truth is so unprofessional, then that can’t 
be helped – unless I am to lie. 

And if I’m not to lie, then I have to be truthful, own way or another. 

This issue has been (fairly) brought to my attention by my job centre scheme advisors, and I 
await their answer to the truth conundrum I present. 
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As I explained to one of them today, my target audience is made of others who are close to 
the bottom of the ladder like me – those who perhaps understand and connect with “my 
story”, and who can see my potential nonetheless since they themselves have also faced 
hard times and others prejudging them. 

This has, of course, been the reason I have struggled to get started on LinkedIn, as I have 
described in previous blog posts. Despite how full of personal stories LI is, I know that my 
story (since there is not yet any tremendous, successful ending) is certainly too 
“unprofessional” to share. 

This is why I have not ventured into any Sheffield Chamber of Commerce get-togethers at 
Cubo, the same place where lies my job centre scheme: 

To be unemployed is (of course) to be “unprofessionalism” itself. 

Maybe this is a vicious circle I can never leave – 

Or maybe, I can just get on and absorb all the reasonable advice I get, always aware that my 
“situation” is a bit unique, and apparently, there is no clear way forward. 

What is clear, however, is my business is only hopeless when I stop believing in myself – 

As “unprofessional”, or “unconventional” as I am, I’m still a very capable copywriter. And I 
can present a neutral website stuck together by feeble, “white lies”, or I can have the 
“unprofessional” truth available, and an “unprofessional” but honest website to match. 
"Black truths", so to speak. 

Who’s caught between a rock and a hard place? 

 

 

 

 

 

 

 

 

 

 

 



106 
 

The Unprofessional Touch 

Perhaps, my website is still not very accessible to the individuals I seek... 

 

Following on from my previous post, perhaps I should zoom in super specifically on my 
target audience, and create a homepage which matches them and their interests – 

There is indeed a disparity between my blog and my website, so perhaps I should make my 
website fit the honest and upfront form of my blog. 

I’m here to support the struggling start-ups and small businesses, and those interested in 
becoming self-employed, who, like me, get near to no practical support. 

My website does not clearly communicate this objective, even though it declares, “Digital 
Marketing Support for Small Businesses” in big letters at the top – 

Perhaps, my website is still not very accessible to the individuals I seek... 

Perhaps it actually looks too professional. 

As an Unprofessional, it should be more welcoming to other unprofessionals – that is, others 
who are struggling, perhaps even with advisors who don’t want them to admit to being or 
recently being on benefits. 

Its really a gem – 

 

Don’t tell anyone you attend the job centre. 

Sincerely, the Job Centre 

 

Why? 

Are we unworthy of acknowledgement? 

Should we pretend that this part of our life is unimportant, or irrelevant? 

I venture that no one who has ever experienced unemployment, especially long-term 
unemployment, can possibly understand what it means to try and break free of the physical 
and psychological barriers which hold you in your box of “The Unemployed”. 
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Nor will they understand how backwards it is to tell an unemployed, benefits claimant that 
they should hide that they are an unemployed, benefits claimant. 

Doesn’t this feed into the taboo of not admitting to being a “benefits scrounger”, as we are 
more commonly known? 

Well, b*llocks to that. 

My target audience is others like me – 

Not snobs, not successful business owners who can afford more experienced copywriters, 
but others on tight budgets who just need that extra bit of help to get going. 

I’m pleased that this disparity was brought further to my attention – 

I will need to assess what my next move will be, but I have some ideas... 
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The Brand Story 

As “unprofessional” as it looks and seems, I think it’s more unprofessional to 
weakly try and conceal the truth. 

  

In my recent posts, I have spoken about the critiques of “unprofessionalism” I have received 
from my job centre scheme in regard to my honesty in this blog, and of my guidance from 
the job centre not to speak of being in receipt of benefits to employers either. 

I discussed the concept of “Professional” White Lies and “Unprofessional” Black Truths, and 
following on from a 40-minute, three way telephone conversation which included an advisor 
who “assured” me that she, “didn’t need to know anything about digital marketing” in order 
to be able to advise me, it came to me that, yes, that The Unprofessional Touch is important 
– 

I contacted my copywriter friend (i.e. someone who knows plenty about digital marketing), 
and he agreed that authenticity was important, and that my story isn’t something to be 
hidden for the sake of “appearing more professional”. 

Below is an excerpt from the message I sent my professional friend, in which I further 
explain my reasoning - for his consideration and critique: 

... Hiding significant parts of my recent past, therefore, is easily revealed just with a few 
questions, and so I’ve been upfront about much of it in my blog... 

I knew this made a disparity between my site and my blog because the site reveals a little 
but not as much as my blog, so I thought, well, why can’t this be the part of my story which 
helps to build my brand? 

My target audience has to be people on my level (that is, low budget) anyway, so why not 
focus more on issues such as unemployment and ways to self-employment – 

Why should I feed into the taboo of not speaking about it, it’s a reality, and why should I 
ignore the reality of so many others like myself. Most of us want to break free of 
unemployment, and many of us are trying or are interested in self-employment, so why don’t 
I try and focus my brand around helping those low budget start-ups? It’s basically what I’ve 
been trying to do anyway, but instead of burying my past in order to appear “more 
professional” to better established businesses (as the JC want me to do), why don’t I share 
my past (and present) and be more open and honest in my marketing in order to appeal to 
the so many others who, like me, are trying to get their businesses going, and who just need 
some extra help? 

I need to build my portfolio as we both know, so that presents the most value to me right 
now. And building trust with people who can connect more with my story I hope would be 
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easier than trying to build trust with someone who knows little about me except that I’m 
new and that I did some voluntary stuff 8 months ago... 

As “unprofessional” as it looks and seems, I think it’s more unprofessional to weakly try and 
conceal the truth.  

I think I should use parts of my story in my marketing in order to connect with others who 
may have had similar experiences and may too have similar ambitions now. 

-- 

I will never be the “polished professional” who can pitch effectively to other such 
“professionals”, or job centre scheme advisors. 

I’ve come via a very long, winding road to get where I am, and I can understand the 
perspectives of others who have had similar, non-linear paths through their working life. 

My brand should therefore embrace my story, and build my customers’ stories through 
effective, accessible digital marketing services, otherwise inaccessible to customers without 
the means, or the “polished professional” histories, to afford such services. 

I really want to build upon my proposed Downloadable Item (The Unprofessional), and a full 
eBook guide/ accompaniment to my business on the theme of Machine Marketing and 
Marketplace Landscaping (see previous posts) would be ideal –  

If I have the knowledge and capacity to do it, so I will explore possibilities further... 

Meanwhile, amazingly, I have now found the “brand story” which I’ve been searching for. 

Because I had seen my past as a weakness – that was until I was told, by “professionals”, to 
hide it and I realised - 

No way. 

My story makes my brand strong because I’m able to understand the perspective of others 
who are striving on limited budgets – 

And I am able to create a product which matches their needs and budget. 

My business story and values are such that I see the worth in the most modest of small 
businesses, and I will study each industry marketplace landscape individually in order to find 
the most successful and profitable route for each small business. 

Ill-informed Haters gon' hate – And I’ll keep striving. 

Because I have a vision and I believe it will improve the opportunities of many small 
business owners in Britain 
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Niching Down 

I can help businesses build a deeper rapport with their customers... 

 

I completed my downloadable item The Unprofessional: Tips & Tricks for a (Personal & 
Professional/ Unprofessional) Life Well Fought PDF which is available below and on the 
home page – 

It could, of course, have a more interesting design but I can always improve on it, I’ve made 
the text readable, and the content well... It’s authentic! 

It’ll put a lot of people off, but that’s ok, there's still plenty of business owners left who can 
relate to a wonky career path – 

Life is hard, and I won’t lie and pretend things have been simple. I want to help business 
owners who need help, as I have needed help and as I have said many times on this blog, I 
won’t pretend to be the polished professional that I’m not. 

But creating this PDF (on Word and Canva) did give me a new idea – 

If most copywriters are basically offering the same thing, namely A professional business 
writer to write any and all of your marketing collateral, then if I'm not specialising in an 
industry such as fashion or cryptocurrency, why don’t I specialise in one marketing piece in 
particular... 

Sales experts regularly discuss simplifying business messaging, and that is of course what 
copywriters are used for, but it struck me (especially in regard to my free services offer), 
that customers may still be overwhelmed with choice – 

So, instead of offering a range of different services (many of which small business owners 
are already handling themselves, whether effectively or not e.g. website copy/ content), 
why don’t I offer the service business owners are least likely to be doing themselves due to 
its time-consuming and analytical nature – 

White paper writing? 

This can be anything – a free help and tips guide, an expanded product/ service guide, a 
research presentation to display quantifiable value or new ideas (typically for B2B 
marketing), or any piece of industry or business literature which is available for customers/ 
visitors to download. 

Offering a free and insightful download increases a business’ thought leadership credentials, 
as well as their brand influence as customers are invited to benefit from free, further 
information, which they can peruse at their leisure, and which enables them to grow a 
deeper relationship with and understanding of the brand and products they are considering. 
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Something free and useful, which along with a clear, informative and easy to use website, 
will further increase a business’ value proposition, and will be something a business can 
advertise through social media, email and personal messaging too. 

So, as I move forward with new audience-reaching avenues such as Instagram reels (help 
me Modern Millie!), this will be the basic message I want to share, for the sake of building 
my reputation and portfolio: 

Hello everyone, I’m currently offering all businesses a free downloadable item of up to 5000 
words for your website visitors and customers to enjoy – 

Perhaps your business is missing a downloadable product or service guide, or you’re 
interested in creating a short, informative eBook or white paper to accompany your business 
proposition to customers? 

Whether you are a small or larger business, an informative item for your website visitors or 
customers to download strengthens the value proposition your brand offers by serving as 
further proof of your professional expertise – 

Use it to expand upon your marketing content with additional insight your customers can 
appreciate and increase your brand influence as you strengthen your relationship with 
customers who can feel more informed and therefore, more assured of your industry 
authority. 

This is a limited time offer so message me today to discuss the opportunities available with 
your free 5000, and let’s get started! 

It's pretty wordy, but you get the general idea! 

So, I'm going to research more about the types of white papers I can offer, and how useful 
they can be to small and medium-sized businesses – 

Building trust is a topic I have spoken regularly about in this blog, and with useful, valuable 
free stuff like free downloadable items/ guides, I can help businesses build this deeper 
rapport with their customers. 

So, I’ll just have a further think about how I might niche down with white paper writing... 
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Busy working behind the scenes... 

Many things in life are challenging and so is the path of a low-budget 
solopreneur 

 

Long-time no blog post – So, what have I been up to? Plenty! I’m happy to say – 

I have three downloadable items now:  

Fill Your Website With The Best Content  

How To Blitz Social Media 

& The Unprofessional 

Three documents full of prompts and information for solopreneurs eager to improve their 
online marketing – all free with no subscription barrier and no strings. 

As I have mentioned so many times, I have included these to improve the value proposition 
of my brand, and to help build trust with my visitors. 

Many things in life are challenging and so is the path of a low-budget solopreneur – 

My business mission therefore is to assist as many low-budget start-ups and small 
businesses as possible, and now I have free, useful documents to share as well, I will 
continue to make contact with small businesses to offer my (currently free) services. 

I have also started a (very amateur) vlog in order to show my face and meet my visitors half 
face to face. 

As I explain in one or two video descriptions, I don’t have a corner of my room which is very 
suitable for vlogging – 

However, like all low-budget solopreneurs, I’m doing the most with the resources I have, 
though I am always eager to stretch them further. 

I will also note here that the proposition I made to the job centre two months ago to assist 
other benefits claimants on the self-employment pathway was just last week declined – 
something to be expected but something no less disappointing... 

How they can expect other employers to trust me when they themselves do not will be an 
interesting point to make to them, but without feeling too disappointed or even incredulous 
(after all, helping other self-employed to succeed as well as growing my own portfolio and 
testimonial base by allowing me to work with others such as myself, would have been a 
decision which would have helped us all off benefits sooner) I will either have to ask that 
they reconsider, or continue on without their assistance... 
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And so it goes for striving, low-budget solopreneurs. Surely, it would be easier to quit? But 
not really. 

But as I explained in my previous blog post, perhaps it’s time to change my product e.g. to 
offer white paper writing, or even something else. 

Using Canva Pro and other apps, I can help low-budget business owners design graphics as 
well as write copy and content. 

My problem isn’t my product, however, its getting my brand message to the right people – 
my target audience. 

This week I’ll plan better ways of achieving this. Let’s see what I can come up with... 
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The Unprofessional Years 

Is there anything we can do as a chamber to help? 

 

I recently contacted the Sheffield Chamber of Commerce and Industry/ SCCI to make sure my 
membership was not set to "auto renew". 

I know I will not be able to afford membership for next year, though this does not come at 
any great blow. I had hoped membership might encourage local businesses to trust my 
brand but as I have outlined in many posts, trust is something very hard to win as such a 
stranger. The SCCI badge on my website means little to a business owner who wants more 
social proof or recommendations, which is completely reasonable. 

I later received a reply from SCCI saying my request to not auto-renew would be sorted. The 
representative then asked in turn: 

Is there anything we can do as a chamber to help? 

Below is the message I sent which received no reply. 

 

Hi [name] thank you for your message and for sorting that for me.  

I am currently offering all my copywriting services for free/ no strings in order to help build 
my portfolio and hopefully gain some more testimonials but I am finding this challenging as 
business owners don't have much reason to trust me currently - 

I used to work as an NHS support worker but 6 years ago I developed health difficulties 
which never fully mended and having no higher education qualifications or qualifications in 
anything but care work (although my body would no longer allow that or any other manual 
work), I implored the job centre to allow me to pursue self-employment. 

The kindness of family bought me a copywriting course, a website, professional indemnity 
insurance, and of course, SCCI membership, but my 6-year void of unemployment (with only 
very limited voluntary experience) means I am finding it very difficult to connect with 
business owners, even to offer free marketing. 

I do not set my sights impossibly high. I understand and am very happy to cater to lower 
budget small businesses who can benefit from extra digital marketing help, but I am not a 
natural born entrepreneur, and my confidence is (I hope, understandably) compromised 
after so many years unwillingly out of employment. 

I venture into Cubo regularly but only to visit the Restart job centre scheme designed to cater 
to the hopelessly unemployed, but my main business education and support comes from 
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books, my own experiences, the experiences and advice of others, and a successful 
copywriter friend I am lucky to have. 

Two months ago, I actually offered to the job centre for them to allow me to volunteer 
helping others on the self-employment pathway to build their websites and their social 
media - something which I feel can be very beneficial to other benefits claimants - but they 
(maybe obviously) declined.  

I would very much like to be able to help start-ups and low budget small businesses across 
South Yorkshire to build their online presence and I'm confident in saying that I'm a very 
competent copywriter and content writer. On the downloads page on my website, I have 
included three documents compiled to assist other solopreneurs with the challenge of taking 
on their own digital marketing responsibilities and at least I will be able to mention these 
when I next connect with small business owners. I feel that documents like these improve my 
value proposition as a brand, although I was warned by both Restart and the job centre not 
to reveal my unemployment history - but as I explained to them, it cannot reasonably be 
avoided. 

I don't know what sort of help the chamber could offer me - as I hope you can understand, I 
am in a strange predicament. 

Thank you for your time and assistance. 

 

Restart had previously asked me if the Chamber could help and I told them, "No, they only 
help successful businesses".  

So, this is where I'm at. 

• As outlined in my previous post, the job centre won't allow me to assist others on 
the self-employed pathway with valuable, totally free digital marketing help 

• I have failed to win the trust of local business owners who, completely reasonably, 
value word-of-mouth over relevant qualifications or local Chamber of Commerce 
membership 

• I have failed to win any other business owner's trust 

Do I need to do much soul searching to discover the problem?  

No, not especially. 

I've previously posted this quote which sums my life up quite well - 

Queen Clarisse, my expectation in life is to be invisible and I'm good at it. 

Mia Thermopolis, The Princess Diaries  
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At university, a kind-natured professor advised me I would need to make friends if I was to 
be successful, as friends helped each other through uni. 

At that time, I hated uni because it reminded me too much of Sixth Form, which I also hated. 
And I use the term "Hate" very emphatically. 

Sixth Form came after years of bullying and isolation. I couldn't face integrating with the 
other students in my department at uni because I had never learnt to be confident in a 
crowd, because my time "in a crowd" at school had been so devastating. 

I'm failing now because I failed then. And to compound my struggles with confidence, I've a 
six-year gap in my CV along with long-term health troubles to circumvent my way around. 

The devil in me tells me, "I haven't got a chance". But my conscience says, "Don't give up". 

This is not the blog of a "professional" but of an Unprofessional [noun] - 

I don't know what the future holds, but as I remind myself sometimes: 

The future does not exist. Just do your best in the present. And do your best to forget the 
past. 
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The Unprofessional: Tips & Tricks for a 

Life* Well Fought 

(*Professional and personal) 

 

Foreword: 

As a child, I would read Bart Simpson’s Guide to Life (1993) and imagine what exciting fun 

awaited me when I finally transformed into an adult – 

I’m 32 presently, and as good as unemployed. So, what have I done wrong?  

Was I not creative enough, or smart enough? Have I not been ambitious enough or popular 

enough? 

Yes - to all of those things. 

But were illness and impairment fated to stop me achieving success? 

Or do they continue to be the tools I’ve needed to innovate and discover – 

... What? 

Maybe (one day) I’ll work that part out. 

I've only been trying since I left school/ crashed out of Sixth Form at 16. 

So, what have I learnt from a life lived trying/ lacking? 

Do I honestly think anyone will read this if I continue so cynically? 

It shouldn't matter.  I can’t change your life by describing mine. But, if you want some hints, 

my opening statement will be: 

Fuck your misfortune and your resentment. 

Any unjust or unfair event or situation which has occurred in your life which has messed 

with your confidence and your opportunities to thrive – 

Break free of it. 

For 10 years following bullying and racism in school, the only thing to replace the eternal 

anger I felt following the sins of my teenage peers was the pain and depression of illness – 

And the great resentment for the curse I came to recognise as life. But every wisp of energy 

used in anger, hatred or resentment, was energy wasted. 

Utterly, irreplaceably wasted. 

Especially as a younger woman at full health in my early 20s – 
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Had I let go of my pain and the constant vigil I kept over memories and faces from my past, 

vast amounts of time and energy – otherwise misused – could have been embraced to 

discover my passion. 

To discover something positive. 

Instead, I knocked around from pursuit to pursuit driven by the belief that Something might 

work/ I might make a success of this, or that... 

To this day, I cannot say what I am truly passionate about. The only passion I ever felt was 

that of unrealised vengeance – 

Yes. I wanted revenge. I was harassed, lied to and about and let down, and I was humiliated. 

Following school, I would be left permanently altered – 

And instead of growing up and focusing on my future, I felt little connection to the world or 

hope for the future. 

I went to college, I went to uni (briefly), I went to work – in the end, not even the positive 

effort I could conjure mattered. I got sick and it turned my small, sad life onto its sad head. 

The faces of my past could only have laughed further.  

Do you see where I’m going with this? 

Wasted. Even the time I spend to recount these awful feelings and events is wasted – 

Unless the text which follows has further hints or insights.  

Let me introduce another: 

Always, always believe in yourself. 

You know this one. You’ve heard it many times before. But what steps do you take to follow 

it? 

I am at this stage in life because I did not believe in myself. 

I believed every bad thing about myself, and I did so for years: 

• I’m stupid 

• I’m ugly 

• I’m useless 

• I can’t do anything 

• I’m a failure 

• I’ll never be happy 

• I shouldn’t be here 

I ruined my life by not believing in myself and by hating the enemies of my distant past. 

I won’t take responsibility for the illnesses I’ve experienced since I’m not a conjurer of 

complex, poor physical health – 
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But my earlier wounds set me on the path to “failure at life”, and now I’m busy trying to get 

out of it. 

“Every lesson I’ve learnt, I’ve learnt too late”, I often repeat to myself, but this is so toxic. 

I need to be rid of these damaging, self-deprecating admonitions. 

Not least because my business will never succeed if I cannot even believe wholeheartedly in 

myself – 

But I believe wholeheartedly in my product, and in its value especially to other small 

business owners like myself. 

That is – those who are ambitious, and a bit broke. 

So, without further ado, let me share some more hints about life and self-employment, and 

how to begin clearing the road to success... 

 

Part One: 

Get Efficient. 
 

Whether you’re self-employed, “un-gainfully self-employed”, on your way to being self-

employed, or committed to any endeavour in which you alone are accountable – 

You need to get organised very quickly.  

“Winging it” is how I’ve managed my copywriting business for the last year, and guess what? 

Yup – still broke. 

But with zero entrepreneurial experience and zero cash for a business mentor, winging it's 

been the only option... 

Years of low confidence, compiled with health conditions and zero expendable cash has 

resulted in no social, let alone professional network – 

So, I regret to say that Ruth Klempner Copywriting seemed doomed to fail from its 

conception. But really, it’s just been doomed to take a really long time to get going... 

Inefficiency has ensured this long period of quiet. Mishaps such as – 

• Not putting all my effort into building a network of connections from the beginning 

• Not using time management to see to many, important tasks simultaneously  

• Not thoroughly researching and developing the many, different ways I might engage 

with audiences and industry leaders and influencers 

• Not going above and beyond to discover (or create) viable, new opportunities 

• Not having a clue in the world how exactly to build a business in 2021/ 2022 

So, get your checklist of things which need to be started and completed, and identify 

everything which might stand in the way from accomplishing these tasks.  
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Here’s my top nine most interfering, business-compromising traits: 

1. General lack of confidence 

2. Inability to recite a convincing or compelling, spoken sales pitch  

3. Inability to engage in “fake it ‘til you make it” mentality 

4. Creative, but not imaginative or enterprising  

5. No good at sucking up or fake engagement  

6. Very introverted so don’t naturally socialise well, in person or online 

7. No passions e.g. sport/music/ hobbies with which I can engage with others through 

and build connections with  

8. Not super social media savvy e.g. have no hope of making exciting reels or TikToks 

because I’m simply not exiting or popular enough  

9. Poor sleep pattern  

The above weaknesses seriously reduce my ability to effectively promote myself and my 

business – 

Unless I find a way to improve the worst of them, my business will never be successful. 

No marketing campaign I attempt will work, and I will be left to analyse my inefficiencies 

until the end of time. 

 

Part Two:  

Get Consistent. 
 

Discovering sustainable (as in maintainable) ways to change the negative, business 

damaging habits of a lifetime is a challenge I am still working through. 

Speaking only for myself:  

There is no easy way to change.  

There’s also no time to wait until I’m “all new and changed” before I should begin 

consistently sharing my brand message – 

And this is true of all start-ups which may still be super rough around the edges: 

Get gobby – FAST. 

You have everyone to contend with, and everyone needs to know your name and your 

business. 

I failed spectacularly at this task during my first year of alleged “business”, but it’s not yet 

too late... 

So, ask yourself: 

• Have you established your USP/ your Unique Selling Point? 
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• Do you have a good idea of your customer personas/ your target audience? 

• Are you taking full advantage of free online marketing e.g. through regularly updated 

social media engagement? 

• Are your online and/ or in-store outlets attractive and easy to navigate? 

• Are you anticipating social and industry trends and creating original, engaging 

content in response to e.g. popular hashtags? 

• Do you have a bank of new content (written and visual) ready-to-go as each day dies 

and new one is made? 

• Do you have a method to stop your brain exploding from all the (new and old) tasks 

and commitments running and growing a small business entails? 

I’m yet to work out a method which is why so many of my business tasks have gone 

neglected – 

But I have a business voice, and a message. And I need to lead with these and commit to 

engaging in as much one-to-one and online discussion as I can. 

Because: 

“In space, no one can hear you scream” (Alien, 1979) 

I learnt about the Law of Averages when I was doing my stint at direct marketing, and 

flogging broadband off street corners. 

We were told, the more people we speak to the greater our chances of making a sale – 

It’s not rocket science (mind the pun). But like Ripley floating in a ship in a void, my lack of 

establishing strong connections has left me as I always was, isolated and chelping into a 

void. 

Don’t do that – instead: 

• Introduce yourself and your business as widely as possible 

• Know and understand your target audience as much as possible and create 

personalised messages and greetings to share with them 

• Engage with and comment on everyone’s stuff – Be polite, insightful and/ or helpful 

• Share your knowledge and your unique perspective – discuss topics relating to your 

industry, and to related industries  

Every time you comment, your business name is shared, and social media users especially 

will learn to recognise you and to acknowledge your legitimacy and specialism. 

If you find that you don’t know enough to comment knowledgeably or authentically on 

certain topics which interest you (whether they’re relevant or not), then read more and 

educate yourself. 

Be aware - The main issue I have faced in regard to engaging prolifically is: 
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“Fake engagement”. Also, engagement for engagements sake, or any message or 

communication which goes anything like, “Hi, I like your stuff- ” without ever sharing what 

exactly they like, or revealing that they understand any part of you or your business at all... 

But this is only my opinion as a business owner and social media user. If our job is to show 

our authenticity, then we should communicate knowledge and understanding in every 

communication. 

If we want to sound like spambots then, of course, that is our right, but we shouldn’t expect 

any positive or even polite responses to such poor marketing ideals. 

 

Part three: 

Your Brand Voice  
 

Like I’ve said, this is the part I can do. 

I can write and use logic, emotion and objectivity – 

And none of this is useful unless I can do all the other things which make a business 

successful too. So, let’s discuss pulling it all together, along with brand messaging... 

Your place amongst your competitors 

How do you make your brand stand out in a sea of competition? 

I’ve already used my own business to outline how not to do this –  

My brand voice/ messaging should be the beacon which drives sales, but only a fraction of 

my target audience has been exposed to this voice. 

The individual pitches and proposals –including verbal proposals, and personalised 

messages – are all part of your business messaging, so along with your Efficiency, and 

Consistency, is your Brand Voice strong enough to propel your business into comfortable 

profit? 

Do you want to increase your profit, expand your brand influence, and maybe even become 

the industry leader which new customers love? 

Then make sure your messaging is on point – and everywhere: 

• Read and understand about great copy and content writing 

There are many insightful online resources and books available which will enable you to 

improve your business writing – find some you like and absorb what knowledge you can. 

• Study your competitor’s messaging 

What voice is your competition using to lure away your customers? 



123 
 

How legitimate are their claims of superiority, and how might your Unique Selling Point cut a 

path through their messaging? 

Think about the tone they’re using and the audience they’re targeting, and study their 

business copy and content (their brand voice and messaging) across as many platforms as 

you find them advertised – 

You will be challenging them on these multiple fronts, so: 

• Do your research 

• Update your research  

• Have messages and advertising which speak loudly of your product’s benefits to 

customers, and 

• Do so in a way which diminishes the voices of your competition 

How do you diminish those voices? 

With gobby consistency. 

In case you haven’t noticed, those who shout the loudest get heard – 

This is what advertising is and does, and though most small businesses don’t have 

advertising budgets comparable to those of medium or large businesses, there are still ways 

of prolifically advertising your product, but you will need to evolve into a machine – 

 

Part Four:  

The Machine Marketer 
 

(I’m not talking AI.) 

I mean the highly efficient and organised person who gets a lot done and is rewarded with 

achievement. 

I'm not this person – but I want to be. 

Modest-budget, small business owners, particularly those just starting out, are forced to 

wear many hats at once, as well as rise to every other responsibility they have in their life 

besides their business. 

Earlier, I spoke of the knowledge and alluded to the premonition needed in order to become 

efficient at marketing your business – 

• Get every hint you can about the various, legitimate marketing methods available to 

you on your budget 

You need to gauge how wide and far your competitors are sharing their messages, and 

prepare a similar, multiplatform marketing strategy. 
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• Recognise the frequency of which your competitors publish new content, and 

document the variety, relevance and originality of their content 

This is the copy and content which you will be competing with. 

The Machine Marketer will meet this challenge by producing even more relevant, engaging 

and informative copy and content. All of which will have to be produced through: 

• Reasonable (not super time consuming) planning 

• Anticipation of new industry and societal trends (in order to engage with online 

communities who converge on trending topics/ hashtags) 

• An understanding of good copy and content writing practice  

• A perceptive observance of attractive marketing visuals and an ability to replicate 

the most basic of these  

To be a machine is to accurately complete many operations at once, and/ or to repeat the 

same operation quickly and efficiently – 

Are you a machine marketer? 

If you’ve the means, you’ll outsource your numerous, time-consuming marketing tasks to 

different professionals e.g. social media managers, graphic and web designers, perhaps 

photographers, videographers and of course, copy and/ or content writers – 

Leaving you all the time in the world to focus on your actual business. 

If you’ve not the means, but you’ve the ambition, then together let’s endeavour to Become 

the machine – 

To be an effective and consistent marketer: 

Meditate upon the things you know. 

Use knowledge of your product/s and your industry as the foundation with which to build 

infinite, insightful pieces of marketing copy and content – 

How? Publish: 

• Your product knowledge/ Your Pro POV 

Plus or minus 

• Your take on a trending topic (relevant, or not so much) 

Plus or minus 

• More insightful, relevant product stuff 

Plus or minus 

• Opinions about challenges facing consumers (and your customers) 

Plus or minus 
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• Original photos and/ or videos featuring your great products 

Plus or minus  

• Anecdotes about the working day and any happy customers 

Plus or minus 

• Shout outs to your favourite business friends and partners 

Plus or minus 

• Special features about your best products 

Plus or minus 

• Tantalising special offers and exclusive deals 

Plus or minus 

• Work selfies! As you busily provide amazing products/ services to customers 

Plus or minus  

•  Anything else which you can relate back to your business or industry! 

 Obviously, initiative applies – 

No: 

• Meaningless, waffly, barely relevant content, and no - 

• Spelling mistakes! 

Consider how many variations of the above formula can be used to create content – 

absolutely plenty, so: 

Plan copy and content for multiple platforms for a fortnight – and then for another fortnight, 

and then another. 

Anticipate (and research) social and customer trends such as: 

• Events, celebrations and special days  

• Changing fashions and norms  

And discover your most efficient means of producing this content – 

I use Microsoft Word and Canva Pro. There are, of course, plenty of free writing tools 

available but I like to organise my written work with Word – 

For graphics, Canva Pro will give you every imaginable template, but it will also give you the 

means to design simple, effective, graphics and banners from scratch, using their large stock 

of free images, symbols, fonts and photos. 
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Part five: 

Engagement  
 

At this stage, I’m going to ask you: 

What’s important to you? 

Becoming comfortably successful with work you can enjoy and take pride in is one example 

of a (modest) ambition. And to achieve this ambition, one more formula is required: 

Efficient Effort In = Measurable Reward Out 

Increase your efficient effort (not inefficient, wasted effort), and you will increase the 

measurable reward you gain. 

I’ve spent a long time working hard and being hopelessly inefficient – 

Experiment and discover a formula which increases your efficiency, and therefore, your 

productivity. 

Apply this formula to any Machine Marketer aspirations you have and – 

What could happen? 

If you’ve been focused and busy planning and creating mountains of your own stuff, and you 

have neglected to engage with mountains of other people’s stuff, then perhaps – not very 

much. 

*Distant frustrated groan* 

Engaging with other’s accounts and with online communities is as important as creating 

your own online content. 

You need exposure and engagement, and so does everybody else! 

These five points – efficiency, consistency, brand voice, machine marketing and engagement 

– may be enough to blow the mind of a start-up business owner (like me) who is yet to 

correctly interpret point number one. 

So – 

What’s the answer? 

Pressure and time. 

If a successful, growing business is important to you, then you’ll find a formula that works. 

Success for the modest-budget, small business owner means persistence, patience, and 

staying on the ball! 

Engage with others, engage in your own stuff, and engage with others. 

I’ve spent a year disproportionately engaging with my own – 
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I’ve actually spent nearly 20 years doing that. 

But it’s up to all of us to break our bad, inefficient business habits, and with no easy 

answers, we’re each charged with discovering our individual paths to success. 

 

Author’s notes: 

The above document is only a guide, and a theory for small business success based on my 

own experience and my observations of other businesses. 

I publish it in blog form as it’s first draft, with the view to create a downloadable pamphlet 

of sorts to encourage and assist small and start up business owners further on their way to 

building a successful business. 
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How To Blitz Social Media 

 

Intro 
 

Building an engaging and easy to manage website is an important task for any small 

business owner. 

There are many free and paid web developer tools, and many varieties of web design 

tutorial available making it easier than ever to create a simple, attractive website or e-

commerce store – 

If you want to do more than just advertise your products however e.g. if you want to 

increase the value of your online store and include more information about your brand 

values and benefits to customers, features and articles relating to your business and 

industry, or if you want to create pages with e.g. free, downloadable resources, the 

following guide will help you create the relevant, SEO-friendly content you need... 

So, imagine what you want your website to become i.e. what sort of content you want to 

attract and engage visitors with, and continue reading to turn those thoughts into a reality – 

 

 

Define Goals and USP 
 

The goal of every business website is to gain traffic and convert traffic into sales.  

Wealthy companies can hire a combination of professionals such as professional web 

developers, graphic designers, videographers, user experience and user interface designers, 

and of course, copywriters to build stunning, easy to navigate websites – 

But there are alternatives for a low-budget, small businesses, if you’re prepared to put in 

the time. 

Ask yourself: What do you want to achieve by developing your website further? 

Myself – I want to gain customer trust by providing plenty of relevant further information 

about the value of the product I’m offering, and the significance of the digital marketing 

industry to businesses of all sizes. 

Building trust in this way is essential as a new copywriter since I do not have the amount of 

social proof (reviews and testimonials) I need to assure customers of my legitimacy. 



129 
 

Because I have such limited experience, I also include further examples of the type of work I 

can accomplish through means of my “sample gallery”, which adds valuable, non-

commissioned work examples to supplement my small portfolio. 

In addition, I choose to include a blog, so that anyone interested in discovering further 

information on relevant topics and on myself, can easily find it. 

Keeping in mind always my Unique Selling Point (providing affordable digital marketing 

solutions to low-budget, small businesses), I communicate my desire to help low-budget 

start-ups and growing businesses through the text and images I provide on my website. 

... But creating an informative website is one thing, it’s effectiveness will only properly be 

gauged by the number of visitors and conversions one is able to achieve. 

Directing traffic to your website will be achieved by such means as effective digital 

marketing on social media (please see How To Blitz Social Media, also available on the 

ruthklempner.com Downloads page). 

So, what are your goals? 

Are you wanting to increase conversions and gain more sales, or are you still seeking to 

improve your value proposition as I have been, with the view to first increasing customer 

trust? 

Whatever your aims, make note of them as we now explore the many ways in you may 

present your online home as the friendly sales environment which will reassure and inspire 

visitors, and generate more sales.  

 

 

Your Industry and Key Words/ Phrases 
 

Look at your competitors’ websites – many of them will be very impressive, designed 

professionally and apparently flawless in their design and functionality. But don’t let this 

intimidate you – 

Think about what you require for any given website to assure you of its authority and its 

relevance to you. Does it need to be fancy, with lots of impressive moving graphics and 

menus? Or is a clear, crisp and informative website sufficient? 

If the details you need are easily found, and the images and media are relevant and quick to 

load, then unless you’re selling professional web design, a simple and effective web design 

will usually suffice. 

Start with key words and topics – 

What search engine queries are customers exploring your industry currently researching 

online? 
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As a copywriter, my prospective customers want better ways of advertising their products 

and services. Many of them read sales books and tips, and their search engine queries often 

include, “Sell more products” and “Increase sales”. 

I therefore include a great deal of relevant further content on my website which features 

phrases similar to these and offer further educative and relevant discussion on such topics 

as “value proposition”, and the importance of a strong “brand voice”. 

If your customers are researching such topics as, “unique gifts”, “affordable personal 

trainers”, “vintage car dealerships” or “professional photographers”, have you considered 

what topics of content you might include, and how you can fill it with key words and search 

terms i.e. how you can make it search engine optimised – 

This is one way in which you will cast the widest net possible: Creating relevant, shareable 

content which may appear in search results, and which you may also distribute through such 

means as social media. 

If you have not done so already, make note of as many, relevant key words, phrases and 

topics as you can discover and imagine. 

This will be the skeleton of the valuable new and updatable content which you will have the 

opportunity to make for your website. 

 

 

Cater to Your Target Audience: Identifying What Content Customer’s Would Most 

Benefit From 
 

It may seem overwhelming to consider the task of content creation ahead of you, should 

you consider adding this value to your website. 

But it is possible, and essential, to narrow the possibilities for content down to only that 

which will benefit your visitors and customers to know. 

Consider first, therefore, what benefits your customers gain most from your products and/ 

or services – 

How are you improving customers’ lives with your business? 

And consider what further help (free help) might you offer them which will be of 

independent value in itself? 

I discuss such topics as value proposition (the value your business offers customers with 

each product or service), and brand voice (the words and rhetoric you use in your business 

literature, advertising and social media posts) as both of these topics are directly relevant to 

business owners wanting to improve their digital marketing. 
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I can offer my paid services, and I can offer free information which prospective customers 

can use themselves to improve their own digital marketing. 

Web users wanting to find out specific information e.g. “how to increase sales”, and who 

are not at the point of seeking professional marketing help, may still gain valuable help (and 

hints as to how further value can be gained from investing in my very affordable services) 

from the free content I am able to present to them. 

Identify your customers pain points, therefore, and present relevant insight and examples of 

free solutions in your free content. 

Appropriate trending topics and current events should dictate a portion of your content – to 

show that your business is up to date with relevant societal changes – with these subjects 

alone presenting an endlessly updating stream of content ideas applicable to your visitors’ 

and customers’ interests. 

For example, a sustainable business will have a lot to communicate with customers 

regarding trending topics to do with greener choices.  

If a business is offering eco-friendly products and services, the additional content on their 

website will feature the wealth of keywords and phrases web and social media users 

interested in researching such topics will be interested in e.g. “greener choices”, “eco-

friendly household products”, “sustainable living”, “climate action”, “how to save the 

planet”, “vegan cosmetics”, “cruelty free products” etc. 

The social media posts they will create to share such additional features and content (with 

links back to their own website) will have hashtags including such key words and phrases as 

“cruelty free” and “sustainably sourced”, and new and returning customers will feel the 

benefit of being further educated on these topics, whilst further solidifying their desires to 

shop sustainably and to support this educative, sustainable brand in particular. 

A brand specialising in androgynous fashion will include in their content such key words and 

phrases as “gender free fashion”, “non-binary clothing”, “gender fluid clothing”, “gender 

affirming fashion”, “mixed-gender clothing”, “queer fashion”, “LGBTQ clothing”, “gay 

fashion tips” etc.  

The same brand may include additional content reflecting trending societal topics such as 

“LGBT rights”, “queer representation”, “pride” and “non-binary celebrities”. Features 

including these topics will further affirm the brand’s credentials as a sensitive and 

knowledgeable business and will further allow itself to prove its claims of being a 

“supportive space” for LGBTQ+ customers who struggle to find clothes they feel confident 

wearing. 

And a brand providing local services e.g. a personal trainer in Sheffield, will include the 

name of their location as well as key words and phrases relating to their industry and to 

relevant further information.  

The key words and phrases they will use in their additional content to share insight and 

build a deeper connection with prospective customers will include “get fit Sheffield”, 
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“health and well-being Sheffield”, “affordable personal trainer in Sheffield”, “lose weight 

Sheffield”, “body confidence Sheffield”, “body sculpting Sheffield”, “private gym Sheffield”, 

“fitness studio Sheffield”, “Northern fitness instructor”, “muscle building Sheffield” etc. 

 

 

Deciding on Your Layout  
 

As I have hinted, it is possible to have too much content. Relevant content adds value to 

your website and to your brand, but irrelevant content detracts from it. 

As does a poorly designed website with too much information everywhere, or too little 

information crammed onto a single page – 

So, brainstorm the links you might want on your menu: Here's an example... 

• Home 

• Products & Services  

• Additional Information 

• Features 

• Testimonials  

• Blog 

• Contact 

And begin to plan the type of keyword/ SEO content which will reflect your knowledge, 

insight and authority as a leader in your industry. 

It’s important to be patient at this stage and remember that Filling a website with great 

content does not happen overnight. 

As I explain in How To Blitz Social Media, effective content planning and production can 

quickly become extremely time-consuming when done wrong. And when done right, it is 

energy consuming.  

But always bear in mind the type of information and insight your customers are exposed to 

elsewhere, and consider where you would prefer them to receive this useful information – 

Do you want to be the one to engage their interest by posting about relevant topics, whilst 

simultaneously displaying the solutions your products and services can present? 

Or do you want another brand to form a deeper connection to your customers by means of 

their own effective content and similar products? 

As I have mentioned before, great content requires effective social media management to 

be shared and disseminated – 
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Are you prepared to boost the opportunities available to your business by investing part of 

your time in creating and sharing the highly relevant and informative content which you 

choose to produce? 

Content research, planning and creation isn't for everybody, but if you’re ready to upskill 

and learn by doing: 

Organise your notes, set sensible time limits for the number of minutes you want to give to 

content creation, get organising all your key words and phrases, and start punching out 

relevant, insightful content. 

Use a spelling and grammar checker, and watch your online home inflate in value!  

 

 

Notes: 

You don’t need to be a professional writer to write content for your website or for social 

media, you only need to be able to explain thoughts and ideas clearly – 

Don’t be too proud to seek writing advice from online tutorials, and don’t write too much. 

Remember, content and features don't need to be long, they only need to be up-to-date 

and informative. 

Saying as much relevant stuff as you can, in as few words as you can, will be KEY to holding 

your customers’ attention, so learn to write clearly and precisely. 

I like to write in one or two sentence paragraphs – why don’t you try it? Short paragraphs 

will ensure there are no large blocks of incomprehensible text in your content. 

Take hints from small, online magazine features – short, engaging articles to quickly inform 

visitors of something new and interesting, and which assure visitors of their brands 

continuing relevance in this ever-changing world by means of their continuing, relevant 

insight. 

If you’re a solopreneur, don’t be afraid to share your opinion and write about relevant 

topics and trends that interest you, offering visitors your professional perspective and point 

of view on such topics and trends – 

Do so respectfully and without lambasting other brands or other points of view, and do so 

without pontificating: 

Your customers are on a journey of discovery, and you are their (expert) guide only. 

Share your knowledge and do so happily! 
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Author’s note: 

This document is provided as a guide only to assist those low-budget small business owners 

eager to improve the value proposition of their online home with the view to increasing 

their rates of conversion/ sales. 

To discuss the possibilities available for online content creation further, feel free to message 

me at info@ruthklempner.com. 
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Fill Your Website with The Best Content 

 

Perhaps it'll help to think of yourself as a “Creator”. If you’re not too familiar with the details 

of that term, you will certainly understand the product of a Creator’s efforts – 

Content. And more content. So much content that the internet is exploding with content. 

And where is your business in this endless sea of creator-generated content? 

“Drowning under your competition?” 

It doesn’t need to be that way. 

One of my greatest challenges as a small business owner, specifically a solopreneur, has 

been creating all the sales and freebie funnels necessary to generate traffic to my website – 

Social media is the online gateway between your prospective customers and your business, 

so let’s explore how best to exploit it... 

 

 

Establish Your Unique Selling Point 
 

Your ever-blossoming and successful competition knows what they bring to the party, so 

what about you? 

How can your brand connect with customers in a way others can’t – 

Really, what makes you so special?  

You believe in your products or services enough to have built a business, so clarify your USP 

– 

You’ll need it to create standout content. 

 

 

Locate Your Target Audience 
 

Where does your audience gather and around what time do they usually engage? The 

answers may be pretty obvious e.g. “Facebook, Instagram, and anytime during the day or 

evening”.  

(Of course, if you have access to social media analytics, you’ll be able to pinpoint times more 

accurately but its reasonable for a low-budget, small business to use an approximation.) 
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Study popular posts from your competitors across these channels. Read any comments or 

criticisms from their followers, and make sure your brand message speaks to customer 

problems with understanding and authenticity.  

 

 

Your Brand Voice and Image 
 

As I said, your brand message must speak to customer pain points or else fall flat – 

1/ What solution are you offering, and  

2/ How can it change your customers’ lives? 

Your image (the media and images you share, the language you use) needs to reflect your 

mission and your values as a brand – 

And these mission and values need to be shared widely and frequently. That is what this 

short guide is for... 

 

 

A Template Strategy for Social Media Dominance 
 

A simple Google search for “content ideas” will uncover a wealth of engaging and fully 

customisable, social media post ideas – 

Less easy to find, however, is step by step support/ guidance for day to day posting. This 

leaves each of our busy minds to continue with other tasks as opposed to spend energy 

contemplating what content to produce, when and where to post it, and how frequently to 

update it. 

This is the essential task of social media managers - but low budget start-ups and small 

businesses usually don’t have access to such practical help. So – let’s build a social media 

strategy plan... 

 

 

Some Ideas for Posts 
 

Create a daily, weekly or monthly series 

Share stories and anecdotes  

Share industry insights and POVs  
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Reveal behind the scenes sneak peeks 

Create How To tutorials 

Share hacks and secrets  

Share an interview 

Congratulate another individual for an achievement 

Share a milestone 

Share FAQs 

Share a product teaser or upcoming release  

Have a contest or give away 

Introduce your team members  

Have a charity drive 

Have community or current event coverage  

Share downloadable items  

Share case studies  

Share great reviews  

Share recommendations 

Create curated lists such as links  

Share a poll or survey 

 

Pick your favourites, and the ones you want to try, and let’s organise a sustainable social 

media strategy... 

 

 

Identify Your Objectives 
 

The first question which needs to be answered is What is it you are seeking to achieve? 

Because the answer is not always obvious. For example: 

If you are a local business wanting to increase local footfall, your posts need mostly to be 

tailor-made to your vicinity in order to compete locally. If your business trades mostly or 

solely online, then your posts need to have a wider scope and be relevant to individuals in a 

range of locations so that they may compete nationally or internationally. 
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If your target audience are mostly young adults, you need to be able to connect with them 

through medium they enjoy, such as TikTok videos or Instagram reels, as these are the 

spaces younger adults (and many older adults) inhabit and engage within. 

Still obvious so far?  

With the huge variety of content ideas available to explore, which will best help you achieve 

your business goals? 

... 

Well, let’s return to your USP – 

You want to share your products, but you don't want to spam by constantly sharing info 

about your products and little more. 

You want to share the social proof, the good reviews from happy customers, but you need 

to build a relationship with your customers which goes beyond trying to sell them 

something. 

Free insights, How To tutorials and professional perspectives are a great way to start. 

Behind the scenes sneak peeks of the busy goings on at your store or business base is an 

engaging way to continue. 

Interactive surveys or polls are a great way to gauge customer interest e.g. a playful 

question about which product or service they find more useful.  

Hacks and secrets to help your customers discover more ways to improve their lives with 

your products - short-term compromises if they are only halfway towards opening their 

wallets. 

Community or current event coverage to show that your business is an engaged body within 

society. 

Interviews and milestones to show how you and/ or your employees have progressed and 

developed the best skills and knowledge around – 

All these content ideas and more invite customers into your sales pathway and present you 

and your brand as authentic and trust worthy. 

You have heard that one of the biggest mistakes businesses make on social media is posting 

too infrequently – 

There is no point gaining attention if only to lose it. 

I know the sheer volume of content and amount of time needed to create a stock of 

frequently replenished material is significant, and quite frankly, impossible if you need time 

to complete all your other day to day business tasks too. 

Which is why simplicity and batch production are essential – 
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You need a cache of easily updatable posting material, such as info and image templates. 

You need a timetable of when and where to publish that material, and you need a process 

for anticipating what new material you will need to create in response to e.g. changing 

trends or special dates. 

So, let’s sort it – 

 

 

Small Batch Creation  
 

Most of us don’t have time to take e.g. a full day out from our workload in order to create a 

full “batch” of just about ready to use content. But, since self-promotion is a priority task, 

we must still assign time towards creating future posts and media. 

If you’re not already using the Apple and Android app Canva then download it and explore 

the range of templates available for every major social media platform. 

If, like me, you’d prefer to create your own variety of templates – something which includes 

your business branding, and any choice of colour pallet you may wish – then go ahead and 

arrange your own style of post (see any YouTube Canva tutorial to discover how easy the all 

is to use)... 

Once you’ve decided what sort of style or styles your posts will take (remember to have a 

look at how your biggest competitors present their posts for some guidance on what works), 

then decide on the type of information you wish to share regularly with your visitors and 

followers – 

This could be updates on day-to-day activities, positive reviews and recommendations, 

industry insights, inspirational quotes, relevant images and media, info on your best 

products or any upcoming products, your opinion or POV on relevant local or national news 

etc. 

I usually brainstorm ideas in written notepad form but do so yourself in any medium you 

wish. Consider also less frequent types of posts such as case studies, special offers, FAQs, 

staff profiles or short interviews, or anything you wish and organise these in a separate 

column – 

Any posts which are very important or will require extra attention or effort should be 

highlighted and a brief plan of action noted for how these posts can be completed most 

efficiently. 

The planning process may seem overwhelming but don't get lost the details – 

Note: The following is designed as a guide only, a method of helping you organise your own 

content and routine, and a means to demonstrate that you can be your own, reliable social 
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media manager if you are prepared to take time out of each day to engage with your 

followers and prepare new content. 

And so, with the information and ideas which you have brainstormed, let the small batch 

production continue in earnest or in increments – 

 

 

Making Quick and Effective Content 
 

Back to your unique selling point/ USP: What makes your brand so special? 

If your product or service quality is superb, then make sure to regularly impress upon your 

audience the high standards to which you hold e.g. your suppliers, your staff, or your 

manufacturing process.  

If your business serves a locality, regularly share insight and knowledge about your locality 

and how your business is helping local communities. 

If your products serve a niche in your industry, then regularly educate your audience with 

insights and information regarding the importance of the products and/ or services you 

provide. 

If your products are more affordable or accessible than those of your nearest competitors, 

then demonstrate to your audience how your brand presents the easiest solution to their 

problems. 

If your business is uniquely unique, with its own personality and products and/ or services 

customers won't likely find elsewhere, then champion your individuality and the extra 

special treats in store for all visitors and customers who come your way. 

A writer's best friend is a thesaurus, and if you need help finding the best (simple and 

pronounceable) adjectives and words to use in your social media posts, annotated images 

and other media, there are free thesauruses online for you to gain support and inspiration. 

Like anybody reading this, I also have very limited time to create and engage with social 

media posts. If I can share 3 or 4 unique social media posts (including Instagram reels) in a 

day, across any platforms, then I’m satisfied.  

I acknowledge and accept the very limited time I have to create new content, and often I 

have only prepared enough new content for two social media posts in a day. However – 

Two is two more than zero, and even this small number keeps my business active and an 

engaged player online. 

If you are capable of creating and sharing six, seven or eight new posts to social media 

platforms in a day, then share six, seven or eight – 
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We can all aspire to do more but we must settle for what is realistically achievable at the 

time being. 

So – 

Get your ideas and your preferred social media post creating app (e.g. Canva) together, and 

begin to plan and produce content for week 1, anticipating ahead what you plan for weeks 2 

and 3. 

Perhaps you want to create teaser posts for special offers or any new products or services 

which are coming up – so, create teaser posts.  

Maybe you’re planning on making some staff, product or service profiles - get all the best 

bits of information together and summarise them into posts with perhaps multiple slides. 

During your days at work, gain inspiration for posts from everything around you e.g. capture 

photos, videos and video clips (great for IG reels or YouTube Shorts) from your premises or 

work space, make notes on the day’s events or plan quick and easy How To guides – 

E.g. If you’re a physiotherapist or personal trainer, maybe you can share some simple stress 

relieving or strength building exercise your customers can do at home (perhaps in-between 

completing work tasks you can film a short video or take photos demonstrating how to do 

them safely), or if you work in Home Improvement or Design you can share some tips on the 

best ways for customers to make the most out of the spaces they call home, such as interior 

design tips or space-saving methods, or even products. 

We are all used to multitasking so when you can, double up work time with content 

creation. 

Know that your target audience has limited attention and you have limited space in each 

social media post, so create content and text which gets to the point, has a clear, easy, 

engaging design (see any social media for social media post design tips) – 

Save the finished product for later or post it and move on to the next item of content. 

Remember, get help for content creation by seeking popular tutorials online – 

These will teach you the fastest, easiest and most effective ways to create content for your 

business. 

 

 

Your Unique Value Proposition 
 

You know your customers’ problems and pain points and you provide solutions. 

Regularly communicating with your customers online (through posts and engagement) is a 

trust building exercise and presenting current and up-to-date social media accounts ensures 
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your relevance and demonstrates to your visitors and followers your legitimacy, availability 

and your expertise. 

I recommend that for weeks two and three, you share more of your insight and knowledge – 

Sales talk won’t cut it all week every week as nobody enjoys being sold to or spammed, so 

brainstorm the ways you plan on proving your expertise. 

Your value proposition depends upon not only your product or service but your knowledge 

and also any social proof you can make available e.g. sharing positive reviews. 

Remind your customers of your great products but instil into them the authenticity of your 

claims of knowledge, skill and quality – 

• If week one is spent vigorously promoting your great products and services, let 

weeks two and three help cement your claims of brand superiority with media and 

posting which displays your business as the industry leader you claim to be. 

• Industry insights, product or service details, sneak peeks of your product in action, 

interviews with the professionals you employ or work with, success stories, personal 

and inspirational stories, product or service development histories, innovations and 

updates – 

Anything which proves that you know what you're talking about when you say that your 

brand provides the best solutions to customers. 

Include product offers but don’t bombard your followers with them as they may soon get 

bored – 

Prime them so that when week one comes back around, your followers are ready to receive 

your sales pitch and can acknowledge the truth in your value proposition. 

Remember, this three-week cycle is only a guide, a template which can be altered so long as 

the basic formula remains the same – 

Prove your brand value and your expertise and share your undisputable solutions: Your 

products and/ or services. 

 

 

Linking Social Media Posts to Your Website 
 

Your business website address should, of course, be available to all your visitors and 

followers through your social media account descriptions and through any additional links 

you choose to add to your posts – 

Creating and linking relevant and freely available shareable pages such as full product 

descriptions, longer How To guides, business features and interviews, updates and blog 

posts, to appropriate social media posts will ensure visitors and followers will always have 
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an easy path to your online home e.g. “click here for more info”, “discover more by 

following this link”... 

So, be sure to keep your website updated and take advantage of the web space available to 

you – a strong social media account will mean little if your online home is out of date, 

uninformative, uninteresting, and uninspiring. 

Remember: Web content can be produced alongside social media content e.g. Anything 

which is too long or too big for social media can be shared on your website, and summarised 

and linked to through social media. 

 

Notes: 

Remember to include a handful of key words (including hashtags) in each of your social 

media posts to help categorise your posts and assure their relevance to your target 

audience. 

Take some time for yourself to more thoroughly explore the differences between e.g. 

Facebook posting as opposed to Instagram posting, and experiment with what type of 

content is easiest for your to produce, and which posts gain the most engagement, and at 

what times. 

You are sharing your business benefits with your visitors, followers and customers and you 

are doing so proudly – 

Let your pride and the pleasure you take in connecting with your audience shine through in 

your writing. 

Don't sound too clever and inaccessible by using industry jargon – speak to your audience in 

the same way you would speak to a valued friend: 

Be polite, be insightful, be fun, be curious. Be a regular person doing extraordinary things – 

Inspire your audience with your authenticity and your interest in the problems they want to 

solve, and create clear and easy sales funnels for them to follow i.e. use your social media 

posts as a gateway to your easy-to-follow online store. 

Always keep an eye out on your competitors’ accounts and on trending topics – 

Learn from those with more engagement than you and keep up to date with industry news 

and your customers changing needs. 

 

 

Authors Notes: 

As stated, this document is presented as a guide only. 
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All feedback and comments are welcome and if you would like to discuss social media 

enhancement and development further, feel free to email info@ruthklempner.com today! 

 

The story continues… 

 


