
The 15 Minute Manual For 

Beginner Business Bloggers 

By Shannon Winning 

Chief Content Officer 



AKA How To Write Stuff People 

Want To Read  
 

And Attract More Customers Doing It 



Today you’ll learn: 

 How people consume blogs 

 Why you should bother blogging 

 How to target your ideal audience 

 Keys to effective blogs 

 3 easy-to-write blog types 

 How to turn what you already know into news 

 Which kind of content performs best 

 The proper length for a blog 

 



It’s not an old book in the middle of a field, 

I can tell you that much. 

Here’s what I’m reading and why: 



An industry blog, because I trust the source 



A sales blog, because it grabbed me on social 

(and I once worked with that guy) 



Because I had a dilemma, caused by my perpetual 

DIY home renovation 



Because I can relate  

(and it goes straight to my inbox) 



Your reader’s motivation matters 

I bet just like me, you read blogs on social, through Google searches 
and via email. Maybe you don’t call them blogs. Maybe they’re 
articles or stories. Same thing.  

 

Can you see how these different channels – social media, search and 
email – might deliver your posts to your prospective clients and 
customers? 

 

When you know how people consume blogs, it helps you to write 
for them. 

 

Let’s move on to the basics of creating a blog for your business. 



Before you pick up your laptop, consider the five 

intentions of blogging and repeat after me: 

I blog to: 

 Educate 

 Build trust 

 Solve problems  

 Increase visibility 

 Give people something to share 

 

I do not blog to: 

 Sell things 



3 keys to a great blog 

Everything you write should be directed toward your target 

audience and should use that person’s: 

 Voice 

 In the language of the searcher 

 Perspective 

 From the viewpoint of searcher, their problems, their pains 

 Focus 

 On one keyword phrase or issue to be solved. Don’t get 

fancy and talk about too many concepts. 



How to choose your focus. Write about what you know to 

be your target’s problems and the solutions he or she needs. 

Your industry 

Your inside 

knowledge of 

problems 

Specific 

solutions that 

worked for you 

Supplier to small 

scale retail 
 

 

5 Hiring Mistakes 

Every Small 

Business Retailer 

Makes 

 

 

 

Attracting and 

maintaining qualified 

staff 
 

 

For instance.. 



Get really specific with your target and the problems he or 

she faces. 

Small scale retail in 

pet industry 
 

 

5 Hiring Mistakes 

Every Retail Pet 

Stores Makes at 

Christmas 

Attracting and maintaining 

qualified staff during 

holidays 
 

 

Maybe you are a provider of hiring 

solutions to small business or maybe 

you’re a supplier of pet products. In 

either case you have the expertise to help 

solve another business owner’s problems. 

 

• If she was Googling a solution to her 

staffing problem, she found you. 

• If she was scrolling through Twitter, 

she noted you as a trusted source. 

• If she got your email, she remembered 

you as a supplier looking out for her 

needs. 

See how we got REALLY specific in this example? That’s how the reader knows you’re 

talking directly to her. It’s also how she knows you get her. 



Know who you’re writing for. (Not, for whom you are writing. 

Nobody talks like that. And blog readers don’t want to read that.) 

 Who is your target? Who is your audience? Can you be more specific?  

 Can you be even more specific to attract a wider audience? 

 Keep it simple 

 One keyword phrase with some supporting keywords 

 Focus on one question or problem 

 Give clear, actionable solutions. 



Let’s get down to the nitty gritty. Don’t be scared. It’s 

not that bad. 



Here are three easy to write blog types: 

 The List 

 The FAQ 

 The Dilemma 

 

 

And here’s how you write them… 



The List 

 Manageable, digestible.  

 

The headline tells the reader, “You will 

be able to read and process this in a few 

minutes. At the end of this article you 

will have walked away with the six hiring 

lessons.” 

 

 What are six things you can teach 

your customers? 

 



The FAQ 

 Simple answers 

 

Tells the reader, “At the end of this 

article you will have the answer to 

your burning question.” 

 

 What is that one question clients 

are always asking you?  You can 

answer it in your sleep, but it’s 

news to them. 



The dilemma 

 

 Why you should choose this or that 

 

Helps the reader solve a moral 

dilemma. As the writer it helps you 

guide and qualify prospects. 

 

 What’s the dilemma your prospects 

face when choosing between you 

and competitors? Can you spot the 

two competitors in this article? (We 

use them both by the way, so let’s all just 

be friends, k?) 



???? 

What if there is no answer?  

 

What if the answer is, it depends?  

 

Or what if I don’t want to answer that question on the web in 

full view of all my competitors?  



Talk about it anyway 

“Google doesn’t care if you answer the question,  

just that you address it.”  

– Marcus Sheridan,  

marketing heavyweight 

Just because there is no one answer to, “How much is my case worth?” doesn’t mean 

you can’t discuss the question and educate your prospects and also establish yourself 

as a trusted source. Our client did two years ago and he’s still getting leads 

from that blog. 

https://www.google.com/url?sa=t&rct=j&q=&esrc=s&source=web&cd=1&cad=rja&uact=8&ved=0CCYQFjAAahUKEwjXhKbn8KHIAhUCFz4KHVvEC1s&url=http://www.felaattorney.com/blog/hurt-on-railroad-how-much-is-my-case-worth&usg=AFQjCNGCG3Cb5_uUmYq1ilqeZ0V7psTZrA&sig2=V6bxtkF5TcF7G7UYuHvJoQ&bvm=bv.104226188,d.cWw


Which kind of content is best? 



You guessed it. Evergreen. 

6 types of evergreen content in order of greatness: 

 

 How to’s 

 FAQs 

 Guides 

 History of 

 Industry resources 

 Terms and glossary 

 



The evergreen test 

 

“Is this going to be relevant six 

months to a year from now?” 

 



How to get started 

 Use your most FAQ to craft your first blog with: 

 Informal voice and plain language 

 Real life examples (change names, merge characters) 

 Keep it simple 

 Think, what’s the one thing my prospect needs to learn in 

this post. 

 



Last notes 

 How long? Loooonger than you imagine. 

 Long enough to answer the question 

 Keep it focused on one keyword phrase 

 Ballpark for beginners 800-1,000 words 

 

 

If a post is greater than 1,500 words, on average it receives 68.1% more 

tweets and 22.6% more Facebook likes than a post that is under 1,500 

words. (QuickSprout)  



Today we learned: 

 How people consume blogs 

 Why you should bother blogging 

 How to target your ideal audience 

 Keys to effective blogs 

 3 easy-to-write blog types 

 How to turn what you already know into news 

 Which kind of content performs best 

 The proper length for a blog 

 



What’s left? 

You sitting down in front of the blank page.  

Take it from me, a professional writer for 19 years. The hardest part is sitting 

down. Schedule it on your calendar. Set a timer. Promise yourself an latte 

when you’re done. Whatever you need to do to keep your butt in the chair.  

Give it a couple months.  

If you’re blogging regularly, and A) It’s just too onerous or B) You don’t think 

it’s working, shoot me an email at Rival and we can talk about setting you up 

with a legit business writer.  

You can still give yourself the latte. 

 

 - Shannon 
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