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Believe it or not I had my very first job interview in a small London 

office at the age of 13.  I didn’t know what to expect but what I did 

know is that I was to show up if I wanted a summer job doing data 

entry from home. 

Probably suspecting that I was a little young the employer singled 

me out amongst five others and asked me to do a demo of my typ-

ing skills.  I guess he wanted to know if I was up to the job or not 

but he asked so I stepped up and sat down in front of the computer 

to begin typing.  I’d shown skill, maturity and my capability and in 

doing so I won the job!

A year later I was now on the hunt for a permanent weekend job and 

the only people hiring 14 year olds was at Romford Market.  Every 

Saturday I woke up at 2.45 in the morning and started setting up 

the biggest stall there.  I was on trial for a day so I worked hard and 

I worked fast displaying my dedication, character and common 

sense to hopefully win the job.  

At the end of my trial day the boss said “Come back next week”.  I 

had secured my first permanent part time job. 

A couple of years later I stood inside Hamley’s Toystore in London 

to sell a funky fizzy drinks contraption to crowds of people.  It was 

a commission based job so I went for it and became the epitome of 

Derek Trotter shouting a self-scripted sales pitch from a concession 
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stand.  I learned how to market to the people in masses and more 

importantly how to actually make a sale!

I continued to work in retail throughout my education and excelled 

at what was subliminally the most important marketing tactic of 

them all being Customer Care at Mothercare World.   It wasn’t a case 

of selling but more so a case of informing, caring and helping peo-

ple with their purchase.

Following this I learnt the art of the upsell at River Island Clothing 

and all in all my teenage years gave me a solid ability to just com-

municate and sell but it wasn’t until I started my own business did I 

really start to learn about marketing via the age old method of mak-

ing mistakes.

The Truth is that
Marketing doesn’t work!
Since starting my business Conceptstore Design Studio I’ve wast-

ed thousands of pounds, hours and brain cells on marketing cam-

paigns that just didn’t work.  

My first fatal faux pas was spending near a thousand pounds as 

a start-up on print adverts within the big yellow book (you know 

which one I mean).  That generated a £0 ROI.
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I ain’t no quitter though as it only lead me 

to self-produce 1000 leaflets and hand 

deliver them door to door myself.  

Unfortunately this also gave me £0 ROI.

I am a creative person so I got strategically 

creative, hand making 20 clocks from an 

old oak wood stump which had to be 

designed, cut, pyro graphed and 

constructed all by myself.  These went

out branded to 20 schools as promotional 

gifts to follow on from the short run of 

design work I had been doing for schools. 

The clocks were great but they again left 

me with £0 ROI.

These were not the only marketing 

methods I tried.  There were plenty of 

others and today I probably spend most 

of my time marketing then I do anything

else.  I do a mixture of print marketing, 

social media, net-working and branding 

to promote my business but the one thing 

I’m doing more than anything else is 

content marketing aka blogging.
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The Birth of the Blog
Around 10 years ago I was building websites for clients and then 

suddenly a new buzzword appeared; that word was “blog”.     It 

seemed more like a personal tool than anything else but it was 

catching fire so I looked into it, set one up but didn’t really utilise it 

in the right way at all.  I was trying to use it like a forum or messaging 

board and thus nothing came from it.

As time went on blogs became business tools, kind of like diaries 

for businesses and the idea of online content marketing was kind of 

born.  I still didn’t fully catch onto the idea of blogging until I noticed 

how it was writing and content that was benefiting business people 

within online networking sites.  Everyone was blogging but they 

were just calling it articles and placing them on networking sites so 

everyone could read them.  

I started doing the same thing, creating an article here and there 

with no solid strategy as I was blogging to bring in work and when 

work came in I would be working on those projects rather than 

blogging.  This topsy turvy strategy lead to great rushes of work and 

then great slumps of down time. (sound familiar?)

In any case it was pretty clear that people were actually liking what I 

wrote and blogging was generating leads for my business. Despite 
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this my content strategy went on as is 

because I had another problem which 

was finding the time to blog.  

Most small businesses practice content 

marketing because you don’t need a huge 

budget to do it but by eck! It does take a 

lot of time to produce which is why many

small businesses don’t throw themselves 

fully into content marketing.  Creating

good content can take ages and the truth

is that there’s just not enough time to write

all these articles in order for your content 

marketing to become effective.  

What’s more how is it possible to produce 

good original ideas for content on a daily

basis?  This was another problem that 

I found.  I could stream out 5, 10 maybe

even 30 good articles in a month and then

suffer a severe burnout of ideas because

I had covered everything that I had to say.       

The last common problem for new content

marketers is knowing what works and what’s 

getting results. Content marketing can take
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a long time to have an effect because it is a long game but it is quite 

a reliable game and in order to make it effective you have to try and 

record your results.  I knew my content marketing was working be-

cause potential clients would actually quote my articles when they 

began a dialogue with me.  

 

The truth is that the only real sales leads that my business was creat-

ing for itself was through content marketing and rather than mix up 

my marketing I decided to push on and put almost all my efforts into 

content marketing alone.

From 10 Subscribers a year
to 10 a day
I’d thought about making my blog more active for a long time now 

and pretty much observed other blogs for a year, slowly building 

up knowledge of how they operate on a bigger scale but my final 

plan of action took me around 3 months to prepare and 3 months 

to get going.  Within those 3 months I’ve gone from gaining an odd 

subscriber here or there to 10 new subscribers a day based on the 

strength of my content and strategy. 

Now, you could google “content writing”, “increase subscribers” 

or “increase readership” and come up with 100 different 1 page 

articles for each topic but what these articles don’t give you is a 
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combined and comprehensive guide to doing all three as they do 

all interlink.  In addition most will just give you theories and strategy 

but what about the practicalities? 

As a person, I don’t just want to know what to do, I need to know 

how to do it!  To be honest, most of these articles don’t tell you 

everything you need to know, most of it is actually unspoken and 

this is why I designed this training course,  to give you a practical 

and theoretical guide on what to do and how to do it all as I have 

done.

Making Sales 
& Making Media
All those jobs I won as a teen was just down to me being me, pre-

senting my character and expertise to win the job and that’s what 

the employers bought into; me.  When I was working in retail, I was 

never standing outside the shop persuading people to come in.  I 

was based in the shop which had strong signage and staged win-

dow displays so people would come in based on what media they 

saw outside.  Once inside, all I did was inform them and they made 

the decision to buy or not buy all by themselves.  

Content marketing is exactly the same thing but in a digital world 

it revolves around you, your brand, your expertise and your outlet 
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which is your blog and your media which are your shop assistants 

(not salesman).  You are not marketing to potential customers be-

cause marketing doesn’t work.  The sheer word builds expectations 

of sales patter and boredom.  What you’re doing is creating great 

informative and entertaining media content and distributing it for 

people to find, become familiar with and hopefully become a cus-

tomer based on the strength of it.

With that we’ll be looking to improve your content and increase 

your subscribers so you have a flock of people who are interested in 

what you have to say and finally create a content strategy that will 

stand the test of our time.

What we’re doing is building your own brand and making potential 

clients come to you which is what everyone wants to know how to 

do so lets get started with the basics in lesson 2.....
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