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About The Author 
 
Nathaniel (Omari) Moore is first and foremost a 
dedicated follower of Jesus Christ. One may ask 
what that has to do with this book or his music 
business. The answer is… well, everything! Many 
facets of his business would not be as they are 
without that central dedication. As far as business 
goes, he is a professional music producer and 
blogger currently residing in Atlanta, GA. He began 
creating his catalog at the young age of 14 in 

Pittsburgh, PA. His instrumentals have accrued over 6,000,000 hits to date 
and continue to grow! 

He’s sold thousands of beats and instrumentals to indie artists, companies, 
and TV networks across the world: including Centric, Vh1, and All Def 
Digital. 

Apart from production, he runs a number of growing music blogs and sites 
such as Add This Music and Soundcloudfollowers.org. He’s ranked atop 
Google for hundreds of different notable keywords like ‘best music 
promotion’. His main site, www.omarimc.com, has acquired over 1 Million 
unique visitors and almost 1.5 Million visits! 

With hundreds of thousands of followers on social media and over 65,000 
email subscribers, musicians and music lovers alike are getting more and 
more familiar with the Omari brand! 

You can find out more and follow his social networks at www.omarimc.com. 
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How To Best Read This Book 
 
Some of my friends will tell me that I’m not in the “music business.” I don’t 
tour, don’t really go to the studio, don’t have all the expensive equipment, 
don’t have to chase down any records labels or kiss up to any A&R’s. 
Rather, I work from home, have a podcast microphone, Logitech speakers, 
a music keyboard, and my laptop. Without knowing what I know now, I’d 
probably tell me I wasn’t in the music business either.  
 
One huge point I want to get across is this: start expanding your thinking 
on what it looks like to make it in music. 
 
This book structure may be different than what you’re accustomed to 
reading. I wanted the chapter structure to be Question, Challenge, What I 
Did, Why I Did It, and What Were The Results. This makes for a very 
succinct and straightforward read.  
 
Some parts may read like a blog article and others like a book, but all of 
them will be packed with content! Another thing you’ll notice is each 
chapter question starts with ‘How did I’. Every strategy I’m laying out are 
things I’ve personally tried and implemented in my music business on the 
way to earning 6 figures in annual revenue.  
 
One thing I don’t want you to do is shut off your brain when you read about 
a strategy that hasn’t worked for you in the past. Read slowly through what 
I did and try to spot the differences between my and your approach. Not 
everything is for everybody at the end of the day, but don’t let that stop you 
from taking a portion of what I did and changing it to benefit your music 
business!  
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Question: How did I earn 6 figures in annual revenue for my music 
business? 
 
Challenge: In 2016 the business made about $70,000, up from just 
$20,000 the previous year. Not bad, but not where I wanted to be. I’d set a 
goal to make at least 6 figures in revenue for the new year and had to 
innovate to provide that sort of income. It wasn’t just to make money for 
money’s sake. I wanted to be able to provide jobs for more people in my 
sector and help them create and realize their (healthy) dreams. I say 
healthy because not everyone has a healthy dream, in my humble opinion. 
If someone’s dream involves greed, vulgarity, misogyny, and glorifying 
things that are objectively bad for society, then that’s not what I’m about. 
 

 
2016 Revenue 

 
I say all that because it’s crucial in my product and revenue decisions. 
Sometimes I have to forgo certain streams of revenue because they don’t 
morally align with what I’m trying to do. Never sacrifice your morals to make 
money. The question I personally ask myself is, “How can I honor God and 
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faithfully take care of my finances.” That may not be your sentiment about 
making money at the moment, but you still usually have a set of morals or 
way of life you shouldn’t sacrifice in order to make money. Always consider 
this when building your music business. Honestly, I could possibly be 
making double my income if I decided I wanted to promote any and 
everybody’s type of music. I’ve been offered thousands of dollars to 
promote some bigger budget artists, but I had to turn it down because the 
message of the song(s) wasn’t something that aligned with my beliefs. In a 
nutshell, money isn’t everything and it makes for a cruel god. Recognize 
the usefulness of money, but don’t let it use you. 
 
Nevertheless, I needed to make an extra $30,000 this year to reach my 
goal. Here are the products I’m earning revenue from thus far:  
 

- Instrumentals 
- Promotion 
- Selling advertising space 
- Music and marketing related affiliate products 
- Music courses 
- Music ebooks 
- Drum kits & sounds 
- Music streaming revenue 

 
You might not have this many streams of revenue yet, nor will your streams 
look identical to mine, but you can’t be a one trick pony if you want to 
maximize your income. Many artists think they’re going to make the bulk of 
their income with music streaming. It just doesn’t work like that. It’s 
supposed to be a part of the equation, but not the whole pie.  
 
What I Did: I looked at what was selling the best on my sites and adjusted 
the pricing structures. Some of the revenue streams I don’t control how 
much money comes in directly. Things like advertising revenue from 
Google adsense and affiliate income are set amounts. To make more 
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money on these products I can’t adjust the pricing; I can increase either the 
traffic or the conversions going to them.  
 
However, I control the pricing for my instrumentals, promotion, ebooks, and 
courses. I focused on how I could get more quality buyers to these areas 
by looking at my Google analytics and my conversion rates. A conversion 
rate is simply the number of people who buy a certain product on your site 
divided by the number of people who visit the page. If any of this is 
sounding like math to you, it is! I know that might not excite some of us as 
artists and creative types, but it’s not that bad. It gets a whole lot more 
interesting when you start having more sales, so pay attention to it now! 
 
I created new promotion products out of what demand I was seeing through 
Google, my email lists, and social media. If artists wanted to know about 
record labels, I made an article. If they wanted genuine Spotify promotion, I 
developed a service that would give them organic results. This all starts 
with knowing how to get more followers and connections in the industry. 
We’ll go over that more later. 
 
I noticed people tended to buy more products from my site whenever the 
pricing ended in a 7. You may find it to be different on your site, but this 
worked for me. E.g. Instead of selling my instrumentals at $19.95 for a 
basic license, I increased it to $27. Instead of selling music promotion 
packages for $29 or $49, I make it $37 or $67. If people didn’t buy it at a 
certain price point, I would add more value instead of lowering the price.  
 
I highly suggest doing this! 
 
Say you sell band t-shirts, vinyl albums, and concert tickets on your 
website. You have something really trendy on your t-shirt, so it’s selling 
nicely, but your vinyl sales aren’t up to par and people aren’t coming to 
your shows. Start making packages to bundle these items together and sell 
it for more.  
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That’s exactly what I did to sell more ebooks with my promotion packages. I 
also started bundling my instrumentals with the promotion packages and 
the ebook with the course.  
 
You wonôt make more money if you donôt ask for more money!  
 
I also saw which traffic sources were making me the most money in my 
Google analytics and focused on increasing them. Google was undoubtedly 
at the top of my list, so I focused on getting more keywords ranked highly 
with SEO. I started following blogs from Neil Patel, Brian Dean, and Ryan 
Deiss. These guys were knowledgeable in online traffic, and I learned a 
good bit about how to rank for the keywords and find more to rank for that I 
didn’t know were available.  
 
More traffic + more conversions + better pricing = more sales.  
 
That’s business building 101 for any niche.  
 
I also brought on someone this past year and taught them how to do the 
SEO for articles. More sales were coming through, and that meant I 
needed more free time to fulfill promotion orders, create music, and design 
new products for the site.  
 
Why I Did It: Notice how much of what I said involved my website. If you 
don’t own your domain name, you’re losing out on so many sales it’s not 
even funny. You’re shooting yourself in the foot! You need to be able to 
customize your website and read the data at hand so you know where to 
implement and adjust. Most musicians won’t tell you that because they 
either don’t know what the heck I’m talking about, or they skip over reading 
stuff like this because they “just want to make music.” 
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Hate to break it to you, but either you, your manager, your business 
partner, or one of your band mates needs to personally know this stuff. It 
makes your revenue much more efficient and will allow you the cash flow to 
make more music (Especially when you don’t have to work another job to 
support your music career).  
 
I also noticed not many musicians talk about ranking highly in Google, so I 
knew there was an opportunity there. Most of what musicians know is get 
your music on SoundCloud, Spotify, Facebook, YouTube, Instagram and 
Twitter. Nobody really talks about Google. I do get traffic from all these 
sources as well, but over the past year, Google accounted for almost 50% 
of my website traffic. No continual advertising costs with Facebook or 
Instagram ads. Those can be good when you know how to use them, but I’ll 
take the path of less competition and higher profit margins.  
 
Doing the keyword research made sense because there are a ton of things 
musicians search on Google. If I can just be helpful and write a good article 
on something they’re searching for, they can find my site. Put others needs 
before your own. Find out what your customers want and give it to them. 
Whether that be a specific song, a slogan on a clothing item, or more vinyl 
albums. You can make polls on social media to find this out, ask your email 
list, or check your sales in PayPal or whatever your processor is.  
 
What Were The Results: Google traffic went up over 200%, and revenue 
for 2017 was over $117K. Repeat orders are a consistent revenue stream. 
Building a good email list and delivering as best as I can on promotion 
orders, instrumentals, and affiliate products are all apart of that.  
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2017 PayPal Revenue 

 
Having multiple people working a website can be extremely beneficial. If I 
need a day to clear my head and destress, there’s another person to take 
care of the orders that are coming in.  
 

 
Affiliate Revenue From Fiverr 
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2017 Google Adsense Revenue 

 
If I did not diversify my traffic strategy from Facebook and Twitter like most 
musicians, I’d have more competition and more stress.  
 
People are also willing to pay more money for more genuine promotion. If I 
never increased my prices, products, and value, then I would have left 
money on the table this year and in years to come. 
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Question: How did I find out what products my listeners want to buy in the 
first place? 
 
Challenge: In the past chapter you saw me list out several revenue 
streams for my music business. How did I come up with those in the first 
place? Every product you create isn’t going to be a home run. Sometimes 
you make a song, concert, or merchandise that nobody wants. That doesn’t 
mean you quit, it means you dig deeper into the data to find out what you 
need to create.  
 
If people aren’t buying your music, it doesn’t mean they won’t ever consider 
doing it. It means you have to convince them that it’s worth purchasing. 
That may be through vinyl albums, bundles with other products, or with 
better copywriting in your email list and social media.  
 
The challenge is you have to get enough attention, exposure, and time 
from someone before they’re willing to give you their money. They must 
first know about you before you can ask them if they would like to buy your 
product. We’ll go offer advertising methods and exposure in a different 
chapter, but it’s something that is factored into the puzzle.  
 
What I Did: One thing I did to start creating products I thought people 
would buy is ask myself what music related items Iôve invested in. Don’t 
overlook the fact that you’re a consumer and data point too. Also, don’t 
overlook the minor details of everything you’ve bought that helps you do 
your job in music. I have a laptop that helps me make music, a program on 
that laptop to make the music, plugins and sounds that can be bought to 
help the music sound better, speakers and/or monitors, a microphone to 
either make music, videos, or podcasts with, and a music keyboard. That’s 
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all just from me looking at my desk that I’m writing on right now! Each of 
these products I had to buy. That means other musicians have to buy them 
too and will often search online for the best way to go about purchasing 
them.  
 
I thought about the other products that I used to advance my music to more 
listeners: music promotion, website themes, hosting, and blogging. I had an 
abundance of products to choose from to sell to other musicians since that 
was my target market. All of this is readily available by asking yourself 
what products you need to get started on your music business! 
 
Now I know what you’re thinking, “I don’t want to sell website hosting! I 
want to sell music!” No one is telling you to become a software engineer, 
but I am saying use the resources you have to make as much revenue as 
you can. You don’t have to work for a webhosting company to make 
affiliate income from the products they have that can help out your target 
audience! Your audience is likely different from mine, but there are still 
products you and your niche have in common. 
 
After I got done asking myself the types of products I needed in my music 
business, I paid attention and asked my audiences what areas they most 
needed help in. Pay attention to what people are saying on social media! 
One of the things I noticed artists were weary of is buying fake plays on 
SoundCloud, so I decided to make an authentic promotion service.  
 
I also noticed on YouTube that artists would search for ‘type beats’. Beats 
in the likeness of a certain artist (e.g. Dr. Dre Type Beat 2017). When you 
use tools like Google Trends and Keyword Keg you can see the search 
volume and popularity for different terms online. You can create products 
specifically tailored to what your niche fanbase would want!  
 
Also, I just straight up asked my customers at a certain point! If you have a 
social media following or email list, people love to engage in interesting 
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polls. I would ask questions about topics that would evoke an emotional 
response. Here are some ideas: 
 
ñWhatôs your biggest challenge when it comes to making money with your 
music?ò 
 
ñHow much income per year are you making with your music right now? 
How much do you really want to be making?ò 
 
ñIs your music on Spotify yet?ò 
 
Let’s look at the why behind all this. 
 
Why I Did It: Probing my audience took much of the guesswork out of 
product creation. If my customers told me no one is listening to their music 
on Youtube or Spotify, I knew where they either needed help or were willing 
to spend money. To be helpful, I would make articles with some free tips 
that could get people more views, but I’d also add some links in them to 
buy promotion services. If I wasn’t able to offer the service myself, I had a 
large enough network at this point to find someone who did, and they 
usually are willing to make deals for affiliate income.  
 
I focused my attention on pain points or products that people are willing to 
buy emotionally. I knew how frustrating it was to make great music and not 
have enough listeners. I was confident people were willing to buy my 
instrumentals because I’d seen enough demand online through my own 
independent research and history. In my head, I was thinking if I just had 
more listeners, I’d have more sales. That means others were likely thinking 
this too. When I found the solution to getting more listeners myself, I 
realized I could replicate the process for musicians who didn't want to be 
bothered with learning it themselves. 
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Let’s say you’re not a producer, but an artist. What questions could you ask 
your audience? Start thinking like you’re a customer! 
 
Ever turn on the radio and you can’t stand the music they’re playing?! I 
know I have at least, so let’s take me for a Hip Hop or R&B artist at the 
moment. One of my pet peeves is the vulgarity, misogyny, and corruption 
that is freely promoted in popular media. Chances are if I’m sick of it, there 
has to be a subsection of people who don’t like it either and would be 
willing to support an alternative. Here are some questions I could ask: 
 
ñWhat types of Hip Hop songs are you tired of hearing the most?ò 
 
ñIf you had to play one Hip Hop album for a week straight, which one would 
you choose?ò 
 
These questions give you insight into more than mere music preference. If 
someone is willing to respond to a poll with these questions, it usually 
means they’re so annoyed or enthralled with a subgenre of music that 
they’re willing to monetarily support it somehow. That might be through 
buying the music, merchandise, or other related products from the artist, 
but they will come out of pocket to support (when you market it correctly 
with some of tips outlined in this book).  
 
What Were The Results: People began buying more and more promotion 
once I created organic options for them at www.omarimc.com/promotion. 
The page started ranking higher in Google because I listened to what my 
customers wanted and supplied them with a genuine promotion service.  
 
Once I saw how well that was doing, I started pairing my promotion with the 
instrumentals as a bundle option to help sell more beats too. Also, once 
certain songs start to rank well for the ‘type beat’ options in YouTube an 
increase in beat sales follows.  
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Affiliate sales of products like YouTube and radio promotion do great on a 
consistent basis as well.  
 

 
http://www.omarimc.com/top-7-radio-stations-that-will-actually-play-indepen
dent-artists/  
 
As people buy more promotion packages they confide in me that they don’t 
know how to get the results themselves, so I created this book that you’re 
reading and also a course to help artists learn advanced marketing 
methods in a concise manner that will save them weeks, months, and 
years of effort.  
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Question: How did I create the perfect music products people want to buy? 
 
Challenge: You need consistent sales from your music business if you 
want to be doing it full-time, so keep that in mind when creating the 
products and strategies to sell them. Once we know the types of products 
people want, creating them for recurring sales can be a challenge in and of 
itself. Some people say a subscription model is the best way to make a 
stable income; some say product diversity is, and some say it’s a mix.  
 
I’m not going to tell you which model will work best in your music business. 
Every business is different. I will tell you that the subscription model hasn’t 
worked for me. Perhaps it’s because I haven’t created the right product for 
subscription just yet, but I’d rather charge a higher fee upfront than do a 
continuous monthly subscription for my business. 
 
This leads to having to create products that can be created or bought on a 
recurring basis. If you’re only selling t-shirts as your merchandise and don’t 
come out with music that often, making a full-time music income is going to 
be much harder with that business plan. Clothing is a good one time sale, 
but people aren’t usually going to buy your t-shirts every month.  
 
While it’s important to listen to what your customers want, you also need to 
think about having a viable business. Sometimes it’s not possible to create 
every product and service that your customers want to buy, so you’ll have 
to find someone who does offer the service and be an affiliate for them.  
 
What I Did: There are a number of different products that help my 
business. 
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BEATS 
 
The first product line in my business was the music. Artists could come and 
buy different leases and exclusive licenses for beats. While it’s a not a 
subscription plan, I can make as many instrumentals as I want. The more I 
upload and gain loyalty and traction with my customers, the more it 
becomes recurring. This should go without saying, but your music needs to 
be excellent if you want it to be one of your revenue streams for your music 
business. Practice getting better and better at perfecting your craft! 
 
There are also beat marketplaces where artists can survey the best 
instrumentals the internet has to offer. You go higher up the charts as you 
sell more beats; thus, getting seen by more potential customers. The 
marketplace I use is found at www.beatstars.com.  
 
I price my beats in 5 tiers: $27, $47, $97, $197, and $497. The lowest price 
is for an mp3 license with limited rights. An mp3 isn’t the highest quality file 
for recording, but sometimes artists are on a low budget and can’t afford to 
pay $497 for all the benefits of the best license. This isn’t to say you should 
make your products so cheap that every single person can afford them. 
Some people are just stingy and will try to get a deal on every single 
product they buy. Know your worth before pricing your products! However, I 
still make this license available to help customers out and optimize my 
revenue.  
 
The $47 option includes a wav file for the instrumental. This is better for 
recording and includes extra rights pertaining to music streaming. The $97 
and $197 options both include the wav track stems. That means every 
instrument and sound used in the song is sent to the artist and engineer so 
they can get the most professional recording for their song. The difference 
in the $197 option is they have unlimited licensing rights. This means they 
don’t have to worry about streaming royalties, live performance revenue, or 
radio and tv placements. They don’t owe me any royalties from whatever 
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they make, but I still get to keep the rights to the instrumental and sell it to 
other people. 
 
Lastly, the $497 option is for exclusivity. I don’t sell the beat to anyone else 
after it’s bought exclusively, and the artist and I work out a percentage of 
performance royalties I’ll get from the finished product.  
 

PROMOTION 
 
I created the service initially as Bronze, Silver, and Gold packages, but I felt 
the range of results I could specify with these terms became increasingly 
difficult to determine. The service was organic, but did not give enough 
detail of how the music was being promoted prior to a customer purchasing 
it. Later on I created it to be completely exposure based. It was the most 
authentic way to keep it organic and efficient.  
 
I was able to create the service(s) by growing my social media channels 
and collaborating with other bloggers. There will be more on these specifics 
later.  
 
Promotion is a product that people will usually want to order on a 
somewhat continuous basis. Perhaps not everyone month, but every 2-3 
months. I gained enough of a customer base where this is a viable option 
as long as it’s delivered as best as possible. 
 
Pricing for promotion is anywhere from $17 to $257. Naturally, the most 
ordered options are the lower cost packages. People will spend more 
money, but they must be convinced to do so first. However, I must increase 
the value given if I’m going to raise prices on promotion. I can do this by 
either bundling other products with the promotion or increasing the amount 
of promotion.  
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BLOG 
 
I created my music business blog at www.omarimc.com/blog to give helpful 
tips for artists and drive traffic to different sales point on the site. The more 
subjects I could cover, the better. Someone may not even realize they’re 
interested in one of my paid products until I can explain it to them in an 
article for something seemingly unrelated they were searching for.  
 

AFFILIATE PRODUCTS 
 
These products I technically didn’t ‘create’. I joined affiliate programs with 
Fiverr, Hostgator, OptimizePress, Loopmasters, and Amazon. I would then 
tie in some of the products on these sites into articles and earn commission 
if anyone purchased them. You’ll likely earn more if you create the products 
yourself, but this can be a great supplemental income. Many of the 
products I chose off these sites were intentionally woven into articles. Not 
forcefully to the point where I’d be recommending a product my customers 
didn’t need, but intentionally including the best service I could find and still 
earn a commission from it. 
 
The pricing on affiliate products is set by the original publisher. For 
example, Fiverr gives $15 for every first time buyer I direct to the site. The 
payout is nice, but it comes at a cost. If someone isn’t a first time buyer at 
Fiverr, I don’t earn any income. This means I can’t keep showing Fiverr 
products to the same audience. I must find new customers or have them 
find me through search results.  
 

EBOOK AND COURSE 
 
Although we write a ton of articles for the blog, I’ll usually reserve the 
highest quality material for an ebook and course. People who do any type 
of consulting never give away all their brain power for free. Honestly, it 
takes a lot of time to make a course and write a book. Being compensated 
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for at least a portion of what is written and created among all the videos 
and blog articles is good for the business. 
 
I sold my first ebook, Make Them Beg To Buy Your Music, for $14.97. I 
would have a time-sensitive discount link available at $10 for email 
subscribers as well. My first course, Advanced Artists Academy, sells for 
$247. I sold this course through webinars at a discount link for $197. Of 
course, the link was time-sensitive. I’ll go over the tools I used to make it 
time-sensitive in the last chapter.  
 
Why I Did It: In my eyes, these methods were the most time efficient way 
to make the most money while still helping my customers with the free 
material. You can’t create 100 products in a day, and if you needed to fulfill 
orders on all of them as a one person show, you’d drive yourself insane.  
Don’t bite off more than you can chew, but work hard to create as much 
profit margin as you can.  
 
I’m sure I could offer a mixing and mastering service on my site instead of 
being an affiliate for other engineering services; however, this would take 
up a bulk of my time, and I wouldn’t have as much free time to create new 
products.  
 
What Were The Results: By delegating the right products it left me with 
enough time to fulfill more promotion orders and make more beats if need 
be. Now that everything is running smoothly, it gives me more opportunity 
to make products like this book that can help thousands of aspiring 
musicians and music entrepreneurs! 
 
The recurring income on the affiliate services is usually around 
$1,500/month at the moment, but the more articles I can get traffic to and 
place the affiliate products in, the more that number rises.  
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2017 Monthly Fiverr Affiliate Income 

 
The number of beat licenses sold in 2017 was 192. For me to find this total 
number for previous years would be an extreme hassle because of how 
many different beat marketplaces I’ve used in the past. We’ll stick with the 
2017 number for this one now.  
 
There has been a total of over 2,237 promotion buyers. This does not 
include repeat customers, affiliate buyers in Fiverr, or multiple song orders.  
 
The ebook has sold over 3,037 copies to date. This includes the bundles 
with promotion orders. The first course, Advanced Artists Academy, sold 
fairly well initially, but a fresh course is in order for more sales. There were 
over 307 registrations for the course. This number is also lower due to the 
amount of money artists have to spend on more expensive courses.  
 
Lastly, the blog is a huge component of driving traffic to all different parts of 
the site. There are hundreds of articles that drive thousands of clicks every 
month. This has all contributed to the site reaching over 1 Million unique 
visitors since it was started!  
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Question: How did I sell my music products in a way where people will 
actually want to buy them? 
 
Challenge: Just because I made an awesome product doesn’t mean 
people are going to buy it. We all have a way of thinking our music 
business is spectacular, and it just may be, but we need to reveal that in a 
way where our customers understand and care about it.  
 
Your listeners likely already have a guard up when it comes to their money. 
It’s how we are as humans. If someone is trying to sell us something, we 
want to initially say no. However, when we want to buy something, we’ll 
move mountains to get what we want. You need to convince your 
prospective customer this decision is theirs, because it is.  
Overcoming purchasing objections before they happen is what’s going to 
help your music products sell through. 
 
One of the challenges with this is many musicians don’t have their own 
website! If you don’t own your domain name, then the sections on what I 
did and why I did it aren’t going to be as useful to you. Make sure you buy 
your website. Not a trial run and not a free blog. I’ll include a chapter in 
here on how to get your website started step-by-step, so you won’t have 
the excuse of, “I don’t know how.” (See, that’s called overcoming objections 
already)  
 
What I Did: We’ll take a very practical look at a couple pages on my site 
and go through how I structured them in a way that’s appealing for buyers. 
It’s a given that the products themselves are things that buyers actually 
want through the research I spoke of in the previous chapter(s). The page 
we’ll look at is www.omarimc.com/promotion from top to bottom.  
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The goal is this is to teach you what a sales page looks like and what it’s 
psychologically doing to and for the customer. A sales page is simply a 
page on your website that is tailored to sell a specific product. Every detail 
on the page is designed to sell, so if this section seems tedious or 
you feel like skimming through this chapter, donôt!  
 
At the top of the page we see a headline. That headline has a trigger word 
in it (Genuine). I know that artists are skeptical of music promotion services 
online right off the bat, so I need to get ahead of that by assuring them that 
my service is indeed what they’re looking for.  
 

 
 
Next, we have an explainer video at the top of the page. This short video 
tells potential buyers exactly what to expect when they purchase their 
promotion. If they can see the process before they buy, then it will take 
away a number of objections that would come to their mind. I also put this 
video on autoplay so I can control more of how they hear what I say. 
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Underneath the video is a subheadline with a catchy phrase to take away 
another objection in case anyone decides to skip the video.  

 
 
Under that are testimonials and examples of previous clients who used the 
service. If you don’t have clients yet or people who have bought your 
products, try giving some away for free and asking for honest feedback in 
return. A number of people will take you up on it. Obviously, your product 
probably won’t be selling promotion, but if it’s t-shirts or other merchandise, 
it doesn’t hurt to give away a few if it will help you sell much more on the 
backend. There is also a line in red above the song links convincing a 
prospective buyer they can potentially be in the same company as some of 
the top performing songs.  
 
There are also some direct quotes from previous customers and 
screenshots of results for further social proof. Social proof just means that 
a potential new customer can see the good things other people have said 
about my service. Whenever I go to see a movie, I usually check the 
reviews on IMDB prior to going to see if it’s worth my time. The concept is 
the same here.  
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Additionally, there are another couple headlines prior to the order box that 
add value to the purchase and also specify what type of music we promote. 
The last thing prior to the actual order box is a text description of the 
packages we offer in case someone is in a position where they can’t watch 
the video at the top of the page.  
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Letôs pause for a second.  
 
All of this is listed prior to me asking for money (my order box). 
 
I have to be aware how hesitant some people may be before buying. Some 
of these people might leave my page and never come back, so I need to be 
sure that I take away as many objections as I can without cluttering the 
page.  
 
If I didnôt own my own website, then how much of that would I not be able 
to do? 
 
Probably all of it, and I’d be leaving thousands of dollars on the table.  
 
After the order box are some more testimonials and examples in case 
there’s a person who likes to scroll to the bottom. I also include some 
FAQ’s and contact information listed near the order box and bottom of the 
page. 
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You’d be surprised how many people want to talk to a real person right 
before they purchase something. People want to know their money is safe 
and goes to a trusted party. Having my phone number near the order box 
has eased a number of nerves prior to purchasing. 
 

 
 
Why I Did It: Everything on this page has a purpose. If you look at any 
products of mine on the site, you’ll see some of the same elements on all 
the sales pages. The goal is to establish credibility and gain trust.  
 
Again, the goal of this book is not to get you to think exactly like me or to do 
every step the same way. The goal is to get you to think along the same 
lines and use what you think will benefit your business.  
 
If one of my merchandise products was hats, I’d structure the page the 
same way. I try and venture on the side of explaining the obvious to 
customers. The more people buy your product, the more you’ll realize that 
some of the painfully obvious stuff to you simply doesn’t jump out at 
everybody.  
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Yes, some people will browse past everything I listed and go straight to the 
order box, but that is only a small percentage.  
 
What Were The Results: Pages structured like this vs. pages with only 
‘buy now’ buttons convert at an extremely higher rate. If you want to 
combine multiple products on one sales page, make sure that they’re 
related and complementary.  
 
Having complementary products near each other on checkout pages can 
help boost sales as well. Often times it’s good to dedicate an entire sales 
page to one product and throw in other products as only bundles or 
bonuses. 
 
You can even go back and look at the sales page for this book or the 
course and what made you buy it. What comforted you about the checkout 
process? What didn’t you like? 
 
Make these adjustments when creating your checkout pages.  
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Question: How did I get highly targeted traffic to my sales pages? 
 
Challenge: Don’t you hate when you read a blog or book and they just tell 
you to ‘use social media’ to get traffic? You already know you’re supposed 
to use social media, so I won’t insult your intelligence. Rather, I’ll go over 
some of the unconventional methods I used to get people to my pages from 
social media. As always, you don’t have to agree with the strategies I’ve 
created, but you would do well to at least consider the thinking I used to 
arrive at my decisions.  
 
Notice how I phrased the question for the chapter. We want to get traffic to 
our sales pages in particular, not just to our website. What good is it if I get 
100,000 visits every month, but no one is buying anything?  
 
What I Did: The first thing I made sure to do was incorporate links and 
buttons to my checkout pages within the regular articles on the blog. Let’s 
say I search for ‘how to get my music heard’ on Google, and my site comes 
up as one of the top search results. There’s probably a good chance that 
the person who searched this would be interested in promotion services. If 
not today, at least some time in the future. I can do a couple things here: 
include buttons to my promotion page in the article and have pop ups on 
the page asking for the readers email address. 
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Email Optin Box On The Right Side 

 
If they aren’t ready to buy now, then I can continue to send them helpful 
information until they’re ready to get something. What I don’t want to do is 
have them leave the site and never return. Some people think pop ups are 
annoying, but that’s because they usually don’t know how to write a good 
enough headline to get email subscribers from them!  
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Button To My Promotion Service Within The Article 

 
Within the email list you can write pre-written letters in an automation series 
and send all new subscribers to the same messages. I’d say to have only 1 
in 4 emails be directly pointing a subscriber to a sales page. You don’t want 
to seem needy.  
 
Here’s the first part of my email sequence for www.omarimc.com/blog 
readers: 
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1st Email - A welcome email with a link to a free webinar that will give 
them help on music marketing. 
 
2nd Email - Reminder about the free webinar. 
 
3rd Email - Establishing some credibility with a story of how Dr. Dre 
worked with one of my artists.  
 
4th Email - A hard sell on my first ebook if they didn’t already buy the 
course that was talked about at the end of the free webinar. 
 
5th Email - An article about common mistakes artists make on social 
media. 
 
This is just a sample of all the emails I send out, but you want regular 
communication between you and your subscribers. The emails I send out 
to people who sign up for my instrumentals list is different, but this is just to 
give you some ideas to bounce off.  
 
Your email list is one of your best tools in sending people to sales pages 
when done smartly. When it comes to doing email right you need to be 
able to automate your sending! I can’t stress this enough. No one has 
the time to send out individual emails to make every single sale. I use 
Mailchimp to automate my email list. If you sign up through my affiliate link 
you can get 3 months of the premium account free! → 
http://eepurl.com/7T9PX We’ll go over more email tactics and dive into 
automation later. 
 
Rarely will I post a link directly to a sales page on social media. I find it 
works best when you send it through email or place within an article.  
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Lastly, I started working on SEO (Search Engine Optimization) to get some 
of my sales pages ranked at the top of Google for buyer ready search 
terms. If someone is searching for ‘SoundCloud promotion’ or ‘buy 
instrumentals’ they’re likely ready to invest sooner rather than later. 
Ranking for these does not come easily. The SEO chapter will go over 
step-by-step how I rank for certain terms. 
 
Why I Did It: Artists can get sheepish or spooked when purchasing things 
online. If I send them directly to a sales page without any introduction or 
warm up there would be much less conversions. The best thing I can do is 
introduce them to my email list if they aren’t ready to buy. Even if they don’t 
purchase until a year from now, at least they spend that time learning and 
appreciating the free content on the blog.  
 
Additionally, learning SEO is probably one of the smartest moves any artist 
can do. Think of the search terms you use to find new music and different 
topics surrounding the industry. If your site showed up first in the rankings 
you’d have a much larger chance of landing high quality sales. It’s a much 
less competitive industry for some music terms than Facebook or Twitter 
these days too.  
 
Also, I’ll say this last part again. When it comes to email, you don’t want to 
be cheap. Some things you can try to cut corners on when starting your 
music business, and this isn’t one of them. I’ll make it plain and simple; pay 
to get your mailing list automated! It doesn’t have to be Mailchimp, but 
that’s the one I use and have the discount code for → 
http://eepurl.com/7T9PX  
 
The discount is applied after you upgrade your account to the paid service. 
 
What Were The Results: There are over 65,157 email subscribers on my 
lists. These are targeted people I can send to any sales page with the 
rightly crafted email. I can’t begin to tell you how many sales page links 
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within regular articles there are on the blog either. It takes time to set it all 
up, but once it’s there it’s pretty self sustaining.  
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6 
 
Question: How did I gain the optimal number of email subscribers? 
 
Challenge: Many artists today still don’t know why their email list is far 
more important than their social media. They think it’s all about having 
Facebook fans, Instagram followers, and YouTube subscribers. While all of 
those are important, they pale in comparison to email subscribers.  
 
When I first started learning about this, I thought an email list was finding a 
bunch of random emails from people in the music business and sending 
them links to my songs whenever I felt like it. That may be what some of 
you think when I say email list too. I’m not knocking you for it, but in order 
for us to use this tool effectively, we must know what it truly is and the 
power it holds.  
 
Email automation is essentially like having multiple employees working for 
you at a comparatively low cost. At the moment, I pay $375/month for my 
email list with Mailchimp. If I were to hire someone to try and do the tasks 
that Mailchimp has built into its infrastructure, it would likely cost at least 
quadruple that.  
 
Think of an email list as a series of having intimate one-on-one 
conversations with thousands of people at a time. Your audience can get to 
know you via social media as well, but we are more protective with our 
email addresses than we are with whom we follow on Instagram or Twitter. 
Someone may follow 723 people on Instagram, but will they subscribe to 
723 mailing lists? Likely not. People only subscribe to content they are 
genuinely interested in. Once they are interested in us, then they’ll be more 
likely to listen to us, know us, and support us.  
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Having an email list isn’t all about how big your list is, but rather the people 
on the list. That’s why I used the word optimal in the heading for this 
section. Some people have 5,000 subscribers and can make $5,000/month 
from that. Others have 20,000 subscribers and only make $2,000/month. It 
all depends on how efficiently you run your list. 
 
What I Did: I got started by signing up to Mailchimp. Mailchimp is an email 
provider that allows you to automate your sending in recurring and 
evergreen fashion. That means every new subscriber receives the same 
email sequence regardless of when they signed up. This is known as an 
automated, evergreen email list.  
 

 
Click The óCreate Campaignô Button 
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Create Email Regular or Automated Emails Here 

 

 
Automated Sequences Highlighted Here 
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Where To See Automated Campaigns After Creating Them 

 
I can pre-write 5,10,17, or however many emails I need to get whatever 
point across I’m trying to make to my audience, and put all these letters in a 
specified time frame to send. The second email can send 2 days after the 
first, or whenever I set it to.  
 
I would send every subscriber to one list in Mailchimp when I first started 
out, and they would all get the same automation sequence of emails. The 
first email was an introduction email to the list, and I’d have a special one 
time offer to buy one of my products at a ridiculously low cost for a limited 
time. This is known as a “tripwire”. For example, I sell my beats for $27 per 
beat, minimum. A tripwire offer would be to sell 10 beats for that price for 
12 hours only. I did this because it’s one of the fastest ways to get people 
to buy your products, but it comes at a price (you’re not making as much 
money per product). A tripwire can be beneficial in that you turn a mere 
browser of products into a buyer, quickly. You change the psychology of an 
individual by getting them to purchase from you. Once someone has a 
good buying experience they are much more likely to buy again.  
 
I would do this tripwire offer with my ebook, Make Them Beg To Buy Your 
Music, as well. Eventually, I made two separate lists for beat buyers and 
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music marketing. Segmenting lists like this is effective because you’re 
tailoring your merchandise to a more targeted audience. If someone 
wanted to buy music promotion, but all they knew about my company is we 
sell beats, then I’m potentially missing out on thousands of dollars over the 
lifetime of the customer!  
 
At the same time, you don’t want to bombard customers with the wrong 
products. Yes, your customers should be aware of all that you do, but you 
want to suit the customers needs as specifically as you can. When first 
writing all these different email sequences there was a ton of trial and error. 
This is known as email copy. Your copy is simply the wording of the emails 
you write. If you have an email list that isn’t selling enough product, your 
copy is likely one of the issues.  
 
I don’t want to tell you exactly how to write your emails because they are 
supposed to sound like you! You can use some of these tips as guidelines 
though: 
 

PERSONALIZE 
 
People generally know when they’re being marketed to or when something 
is a mass email. When someone is trying to sell us something, our guard is 
usually up. This is especially true when we don’t feel like we know the 
seller or when it’s a product we don’t need. That’s why being specific with 
the email list you create and having different (but possibly similar) email 
automation sequences is important. Artists knew I was trying to sell them 
beats or music promotion, but if they were on my list, chances were that 
they wanted those products. You can also personalize the emails in 
Mailchimp by including a first name in the copy with something called 
merge tags. This is a code built into Mailchimp that personalizes emails 
when you ask for first names upon email signups.  
 

EMAIL SUBJECT LINES 
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A good subject line can literally be the difference between sales and no 
sales. Asking questions, using trigger words, and being personal are all 
good ways to ensure your email gets opened. Here are some of my best 
performing subject lines and why I wrote them: 
 

- *First Name* Is Your Music On Spotify? This line works well because 
it asks a direct question that is not self-interested. It’s asking about 
something that’s important to someone who would be interested in 
music marketing. Within the email are links to both free submissions 
and the paid promotion page.  

 
- I Know Your Music Means A lot To You, so Hereôs What Iôll Doé This 

subject line is actionable. It’s telling the end user that something is in 
this email they need to read. Even if they don’t take advantage of 
whatever offer is inside, their mind is already prepped for it.  

 
- *First Name* Did You Download Your Extra 10 Beats Yet? This 

subject line implies that there is something the listener is, or 
potentially could, miss out on. In the email there is an offer to buy 10 
beats for a ridiculous price, but it is a limited time offer and will go 
away soon.  

 
YOUR EMAIL ISNôT ABOUT YOU 

 
Ok, maybe it really is somewhat about you, but that’s not what your 
customer is usually thinking. They want to know what’s in that email for 
them! It’s like a present to be opened on Christmas. What’s in the box for 
their enjoyment? What in this email is going to benefit the goals they’re 
trying to achieve? When you come at it from that angle, you will get much 
more response and happier subscribers. Sure, there are going to be times 
when you’re only selling your products, but you can still highlight what that 
product will do for them rather than you.  
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BE YOU 

 
Your subscribers want to get to know you. Your emails don’t have to sound 
like mine. Take whatever tips from my email list you need, but make it work 
for what you’re trying to achieve! If you want to spell slang words in your 
copy, then do it! If you want to have perfect grammar and be professional, 
then do it!  
 
I run my email lists how I do because it works for me, it’s efficient, and it 
makes my company profit. A quick recap so far:  
 

- I use automation to pre-write email sequences.  
 

- I segment subscribers based on their interests into different lists and 
have specific sequences for those lists. 

 
- I don’t bombard my list with things to buy all the time, but when 

helpful (every few emails or so) I make them aware of a product or 
service on the site.  

 
- I use questions and action words in subject lines to entice subscribers 

to open emails. 
 

EMAIL CAMPAIGNS 
 
The next thing I do is send out a weekly campaign with a new article on the 
site to keep the email relationship going. This was done after I set up my 
automation lists. The longest automation might have 10 emails in the 
sequence for me over a duration of about a month. However, I don’t want 
my subscribers to simply forget about me after that month passes. There 
are weekly one time sends (not recurring like automation) I give to my 
whole lists at once called campaigns. This is usually one of the newer 
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articles on the site with some pertinent information. It might be a new 
special on instrumentals I’m having or an article about Spotify PR services. 
The goal is to keep the relationship with the reader for as long as possible. 
Eventually, some people will naturally stop reading emails, but some 
people are subscribers for life! These people support by sharing articles, 
commenting, and buying products they need for years to come. 
 

MAXIMIZING OPEN RATES 
 

Aside from having enticing headlines, one thing you can do is send repeat 
emails to subscribers who don’t open the first ones. If I send an email on 
Monday, by Wednesday, most people who were going to open that first 
email already have. I can send an email to everyone who hasn’t opened 
the email yet by selecting certain settings for my campaigns. You’ll usually 
want to choose a slightly different subject line than the first one.  
 

 
Campaign Settings For óDid Not Openô Emails 

 
Lastly, you’ll want to optimize your send times. I find that sending around 
noon or 1 P.M. works best for me, but you can let Mailchimp optimize this 
prior to sending as well.  
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Time Scheduling Options For Mailchimp 

 
On average, a solid open rate is around 20% for regular email campaigns. 
The larger your list becomes, the harder it is to keep that number high. 
Since my list is larger, I’d be lucky to get a 15% open rate when sending to 
my entire list, and I’d usually have to send the repeat emails to reach that. 
However, open rates are generally higher for smaller, segmented 
automation email lists I have.  
 

GETTING SUBSCRIBERS  
 
Now that we’ve seen how I run my email lists and the importance of it all, 
we’ll talk about how to get the right people on them. There are a number 
different tactics to implement and improvise to fit your style of marketing.  
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Most of my subscribers come from pop ups. I know some people would 
disagree with this method, think it’s too invasive, or don’t like it. However, it 
works. A pop up is this: 
 

 
 
It’s those boxes that appear after a specific amount of time passes when 
visiting a site. Mine is set for 10 seconds after the initial visit. There is a 
clever headline, short description, and a promise. People aren’t willing to 
give away their personal email for just anything. They may be willing to give 
a junk email if the offer is ok, but not great. Nevertheless, I want the real 
email of my subscribers, so the offer must be worth it. From ‘nothing to 
something’ headlines work well, so this one brings in a consistent 
conversion rate. (How I Went From 0 to 6,003,979 Music Page Hits) A 
conversion rate is the number of people who sign up divided by the number 
who see the pop up. I’ve had about 1 million pop ups shown, so my 
conversion rate is going to be lower since some of the pop ups are repeats. 
If you can get anywhere from 5%-20% success rate with this, you have a 
great headline! You don’t want 100% success rate (as odd as that sounds). 
You only want the people who are eager to sign up on your list. The eager 
people will actually open emails and support your music.  
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I use Sumo (www.sumo.com) to make my pop ups. My theme for my site, 
OptimizePress, has a function to make pop ups as well. If you’re using 
Wordpress to make your site, there should be plenty of plugins to make 
these, but this is the one I recommend. A pop up is usually placed on most 
blog pages on my site. I usually avoid having them on sales pages, but 
other than that, it’s good to go. 
 
Another way to get signups is through a squeeze page. Different from a 
pop up, a squeeze page is an entire page dedicated to getting an email 
address. It looks something like this: 
 

 
 
It’s similar to a pop up in that it has a headline, subheadline, and places to 
put an email address and/or first name. The difference is this page is it’s 
unique link on my site. A viewer can either sign up for my email list or leave 
the page. Those are the only two options.  
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Lastly, I get email signups by having optin boxes strategically placed 
around my site. They look just like pop up boxes for the most part, but are 
less in your face. They are static on the page and are put within articles or 
to the right of the page.  
 

 
 

 
 
Some of these work better than others for me, but it doesn’t hurt to 
implement all of them, so I do. 
 
Why I Did It: I put precedence on my email lists over social media for a 
number of reasons. Evergreen content is crucial for the lifeblood of a solo 
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entrepreneur. You don’t have the power, time, or money to constantly 
create your individual story for every person who enters your site. With 
automation you can effectively tell your story once and have hundreds of 
thousands of people hear it. With social media, if I post something today 
and I get a new follower two years from now, it’s not the same effect. I want 
it to seem like what I’m sending to my email automation lists is new; and to 
a new subscriber, it is.  
 
The segmentation aspect is also key. If someone buys promotion from me, 
then I can put them into a list that is specifically tailored to marketing their 
music in that respect. It’s not like you can continually DM everyone on 
social media once they buy a specific product from you. Running an email 
list simply makes sense. Any legitimate business that is optimizing their 
sales has some sort of email list. Some subscribers would have never 
dreamed of buying any products online until they read a blog post of mine, 
saw a video, or been on my email list for a month.  
 
There’s a ton of money left on the table when an email list is ignored or 
poorly implemented. Don’t let that be you! 
 
What Were The Results: I currently have 65,566 email subscribers as I 
write this. If I were to have a BOGO sale on promotion tomorrow, it would 
very realistically produce an extra few thousands dollars. Some headlines 
work better than others when trying to get sign ups. This may mean I need 
to tweak a word or two every so often, but the system is set up for the most 
part and runs itself. The only thing I manually do is add people to different 
segmented lists when they buy something. There is an option to automate 
this as well, but I’ve found for my business, customers have different 
purchasing email addresses than they do submission email addresses for 
promotion. For now, I’ll leave it like it is to avoid confusion.  
 

48 



 
 
There is no quantitative way to say how much time the automation saves 
me, but know that it would be virtually impossible to run my business 
without it.  
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7 
 
Question: How did I get Google to work for me on autopilot?  
 
Challenge: Once I had my site set up I tried a number of different ways to 
get web traffic. As I grew over the years, I found that I had to approach 
each source differently. You can’t have the same strategy with Google as 
you do with Facebook, Instagram, Twitter, or YouTube.  
 
You can get traffic from any of these sources for free, but obviously the 
paid advertising will make it much quicker and effective initially. With 
Google, there’s Google adwords. Facebook and Instagram have the Ads 
Manager you can make sponsored posts with, and Twitter has a similar 
setup.  
 
All of these traffic options have the potential to be more or less automated, 
but you must first figure out the formula that works specifically for your 
music business.  
 
Truthfully, I’d always heard that getting free traffic from Google was harder 
than Twitter and Facebook. They call it Search Engine Optimization (SEO). 
SEO is simply saying that you create your site in such a way that it ranks 
for keywords in search engines likes Google, Bing, and Yahoo. Google is 
obviously the most popular of the engines. If you try and rank for Google, 
naturally the rankings in other search engines will follow. 
 
If that still confuses you, then here’s an example. People now find my 
website by searching for terms like ‘best music promotion’, ‘soundcloud 
followers’, ‘rap beat maker’, and many more. I had to make certain pages 
on my website try to rank in Google for those search terms by optimizing 

50 



the headlines, words, links, and content on the pages. This is done through 
the process of SEO.  
 
The challenge with SEO is that there are 100’s of factors Google uses to 
rank a site on the first page of results. If you have a newer website with 
less authority, it’s going to be harder to rank for search terms that are 
competitive and lucrative. It’s not impossible, but it takes some effort.  
 
Since it takes effort, some people simply don’t want to learn how to do it. 
Sometimes it can take months to start seeing any measurable results, but 
I’m here to tell you that slow and steady truly does win the race when it 
comes to SEO. Not slow and lazy. Not slow and unintentional. Not slow 
and waiting for results. Slow and steady. Slow and driven. Slow and 
determined. Right now SEO accounts for over 71% of my website traffic, 
and it’s all for free! 
 

51 



 
Monthly Traffic For December 2017-January 2018 

 
Although I’ve spent my fair share of paying for Facebook and Instagram 
ads in the past, if I wanted to exclusively grow my business with SEO, I 
could. That’s the power of it! Paid advertising absolutely has its place, but I 
want to make sure I’m taking full advantage of every free traffic source to 
its full potential.  
 
Now, when I say free, I mean that it doesn’t have to cost you or I any 
money. You can indeed rank for certain search terms for free. However, 
once you see the opportunity that comes behind ranking for some of them, 
it will only make sense to pay for extra resources to rank higher.  
 
Let’s have a quick recap before we move forward: 

52 



 
- SEO is trying to rank your website for free in Google among the top 

search results. 
 

- There are millions of keywords and search terms that are available, 
but you only want to rank for results that will be beneficial to your 
business goals. 

 
- Google uses 100’s of different factors to rank your site (that is 

another reason why it’s very important to own your website). 
 

- For certain keywords, it makes sense to pay for help with ranking 
once your page is fully optimized. 

 
What I Did: First, I had to find out what terms people in my industry were 
searching for. You can do this using something called a keyword planner. 
Google used to offer their own keyword planner for free, but some people 
started abusing it. As of now, there is still a free keyword planner available 
at https://serps.com/tools/keyword-research/. 
 

KEYWORD RESEARCH 
 
One of the terms I wanted to start ranking for was ‘soundcloud followers’. 
Here are the results when I type that in: 
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Usually, the more search volume a term has, the higher the competition to 
try and rank on the first page of Google. Phrases with only a couple words 
are known as short tail keywords, and phrases with three or more words 
are generally known as long tail keywords. Short tail keywords are broader 
terms that are more difficult to rank for. Long tail keywords are more 
specific, and the results should be tailored as so on the results page.  
 
The CPC is the cost-per-click value Google gives a keyword if someone 
wanted to use their paid adwords service to rank at the top of the results. 
Anything you see at the top with the ‘Ad’ symbol on it is not using SEO, but 
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rather a paid advertisement. The value is the volume multiplied by the 
CPC. Essentially, it’s what Google believes a page in this position can earn 
per month if a site is optimized for selling.  
 

 
Paid Advertisements, Not SEO 

 
I knew it would be harder to rank for ‘soundcloud followers’ initially, so I 
went for the term, ‘how to get followers on soundcloud’, first. If you do a 
long tail keyword well enough, eventually you can start ranking for the short 
tail, more competitive terms too.  
 

HEADLINE/TITLE 
 
Once I found the keyword I had to come up with a ‘clickable’ headline. The 
headline you choose is key in having a good CTR (click through rate). The 
click through rate is the number of times a searcher clicks on your link 
divided by the number of times your link is seen. If your website is on the 
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first page of the search results, it’s seen more and will likely have a higher 
CTR the higher up on the results page it is.  
 
I decided to title my article 7 Tips On How To Get Your First 5,000 
SoundCloud Followers. This is a list title (having a numbered list can work 
well with search results) and includes the phrase I’m trying to rank for.  
 

 
 
After I came up with the headline it was time to write the article. If a term is 
really competitive, you want to have your article be at least 1,000 - 2,000 
words. If it’s not as competitive you can get away with having 500 words, 
but I wouldn’t go any lower than that when trying to rank for Google. One of 
the ranking factors Google has is ‘time on page’. The longer somebody 
stays on your page, the better. This tells Google that people like the 
content and want to read it more.  
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