How to BlogTour4 Community

Racheal: 	Hey, there.  Racheal Cook here.  Welcome to How to Host a Blog Tour.  In this lesson, we’re going to talk about the community side of the blog tour.  Everyone who’s following along, who is enjoying all of the posts that your bloggers are creating.  How do you engage and grow that community and insure that everyone has an amazing experience?

You’ll see in the Blog Tour Process Doc that we have a ton of information available to you.  If you’ve helped the participants to do their job, it will be so easy for you to promote this tour and get everybody excited about what’s coming up.  

I recommend skipping down to the information about the blog tour community and emails.  There’s a few pieces that you’ll want to be managing on a regular basis and you have to decide how you want to engage your community in the blog tour.  For The Business that Loves You Back Tour and last year’s Heart Your Community Tour, we decided that instead of daily emails to everybody following the tour, we would instead send a weekly wrap up email.  This is a personal choice.  You can send a daily email.  We found that it just felt like it was too much clutter for people’s inboxes and people actually preferred to get them like a digest.  At the end of the week, here’s the roundup.  They will sit down on a Thursday afternoon or a Sunday afternoon -- whatever it is -- and skim through all of these great posts.  Even if it’s seven or eight posts in that single email, that’s probably a good half an hour, forty minutes of reading material for them.  People tend to really appreciate not getting a bunch of clutter in their inbox.  

For people who want to participate every single day, they have the option of going back to the blog tour thank-you page where we’re putting all of those links live every single day or following along via social media.  Now, again, you’ll want to make sure that you have those social media links available in all of your emails going out to your community, including the welcome email when they first opt-in to that email list and you’ll want to have it on the thank-you page, so when they opt-in they can quickly find out where you are on social media.  It will be a great way to build your social media following and engage with people throughout the blog tour.  

They can also follow the tour simply by reading the post.  If all the bloggers are doing what they’ve been asked, they will be linking to the people who posted the day before and the day after, so it will make it really easy for everyone to participate and get the most out of the blog tour.  

You can see how we’ve positioned this in both the welcome email that people get when they opt-in to the blog tour as well as the thank-you page for the blog tour itself.  

	Before we talk about that, let’s talk about promoting the blog tour.  There’s a few things I recommend when you start promoting a blog tour.  Like any virtual event I have found that’s a free virtual event -- and this is definitely a virtual event -- you don’t want to be promoting too far in advance because people will lose the excitement.  I have found about two weeks prior to the blog tour kicking off is the perfect time to actually start saying, “Go sign up for the blog tour.  This is coming up.  Sign up here.”  You can do that with P.S.es in your newsletters, you can share it on social media, you can write a couple posts that are leading into the blog tour.  These are all great ways to get your community engaged and excited about what you’re talking about.    

	Before that two week hard promotion time, you can use the time a month before, two months before, to start testing out content.  Just kind of drip this topic -- these themes -- on your community and see how it resonates with people.  This will be a great way to make sure that the theme of your blog tour is a perfect fit for who you want to be reaching and resonating with.  But, save the promo, the sending people to your landing page, for just that two weeks prior.  In fact, I found that the Sweet Spot seems to be a week prior to launching the entire blog tour.  

	You can also start promoting your blog tour on social media by running some Facebook ads.  I know this might sound scary, but it’s really pretty simple to write a couple of posts and then boost the posts for $20 and see how much engagement that post is getting.  In my experience sending people to an opt-in page is a great use of your Facebook ad money, but also sending people to your own posts that you’ve been writing leading up to the blog tour is a great way to get people excited about the tour itself and get a taste of what you have to offer.  You might play around with that.  A small Facebook ad budget can go a long way into growing your social media presence and getting more people opting-in to your email list.  Not going to teach you much about Facebook ads today, but I highly recommend setting aside a small budget just to get people engaged and excited about the tour itself.  

	The next thing you’ll want to do to promote the tour is to make sure that you have a welcome email ready to go.  This is a welcome email that’s an auto-responder.  The moment that people opt-in, this is headed to their email inbox to say, “Hey, thanks for joining the blog tour.  Here’s what to expect and here’s how to get the most out of it.”  You can tell them if there’s a few different options for them.  I recommend thinking in terms of it’s a choose your own adventure.  They can decide if they just want to wait for the emails to show up every week, they can dig into the tour right now and you can link the entire thank-you page so that they can go check out all the posts, or they can jump in on social media and join you every single day there.  That’s giving you a huge boost in engagement on social media.  

	The final piece for the welcome email -- and this is where I like to put these types of things -- isn’t on the opt-in page, but on the welcome email or the thank-you page, is some click to Tweets.  Once people have opted-in to something, they’re much more likely to share with their friends and their community what they’re reading and following.  I like to put those click to Tweets in pretty much every email going out related to the blog tour once people have opted-in to that list.  This is a great way to get new people into the entire blog tour.    

	You might have, inside of all these click to Tweets, something that will help you to follow the blog tour.  Come up with a hashtag.  We used #bizloveblogtour for this one and that’s been a great way to search and see who’s posting what on social media on all the different social media channels.  Just going to clicktotweet.com is a great way to make sure that people are engaged and following your blog tour.  

	Once you have your welcome email ready to go, you have your opt-in ready on your landing page, you have your thank-you page all ready to go, then you’ll want to send out your big announcement.  I recommend having two variations.  You can see there’s the blog tour announcement to the main list and then I have a blog tour announcement to the blog tour list.  The reason I do this is I want to make sure that people who are on my main list, who haven’t opted-in yet, are getting a dedicated, solo email to invite them to join the blog tour, to follow along with the entire blog tour.  If they don’t do this, then I’m not going to send them those weekly roundups.  They’re not going to hear about the blog tour anymore.  I want to make sure that I’m sending at least one dedicated solo email to my full list and you can see how we’ve basically done that.  We give them a preview of all the people who are inside of the blog tour.  

We’re also asking them to do click to Tweets.  They’re already in my community, so I’m fine with sending them the click to Tweets and the P.S. of that particular announcement.  

	For the blog tour list that you’ve been building for a few weeks prior to actually kicking off the blog tour, the day that your blog tour starts, you definitely want to say, “Today is the big day!  We’re starting today.  Here is what to expect, here’s how it works.  Here’s our bloggers coming up,” and link to your day one blogger.  You can also link out to everybody’s individual pages, but I’m, at this point, kind of holding that off until the weekly roundups so that it’s exciting for them to get that.  Then, tell them again how they can participate.  They can follow along with the post live here, they can follow along on social media and, again, social media click to Tweets.  

	Then, the final thing to keep the blog tour going, to keep promoting the blog tour, is doing these weekly wrap up emails.  Now, you can see I keep this pretty simple.  It’s a little bit of summary, a little bit of me giving my insight, my favorite take aways.  I link out to each blogger with the name of their blog post and then I give a little mini summary -- my take aways, my insights reading their posts.  It’s a really clean, easy roundup.  People tend to love these and I think people do get a lot of value out of having kind of a mini summary of each posts.    

	I also tell people again, “I’m going to be sharing live on the thank-you page and I’m also sharing on social media.  I’ll send another wrap up next Thursday and thank you so much.”  Again, more click to Tweets.    

	These start to get a little link heavy, but at this point people are pretty engaged.  In fact, I’m seeing an 80% or higher open rate on these particular emails because they’re really excited.  They want to get through everything.      

	Aside from emails going out, which we’re doing on a weekly basis and we send out a wrap up email -- it looks pretty much exactly the same each week.  It will say, “Week One,” “Week Two,” “Week Three,” “Week Four,” because we’re doing 30 days.  After the blog tour wraps, then we’re definitely telling them what the next step is, which, in my case, is the Fired Up and Focused Challenge.  They’ll get a follow up email inviting them to join the Fired Up and Focused Challenge.     

	What else are we doing to promote the blog tour?  We’re sharing each and every day on social media.  You can see, if you go to the Blog Tour Process Google Document, that we have our checklist for what we do to promote the entire blog tour.  Every single day, when someone’s post goes live, we add their link to the thank-you page.  We have graphics for each and every blogger -- we just make those graphics clickable with the direct link to their blog post.  Then, I share daily on Facebook, Twitter and almost every day on Instagram and Pinterest.  

	Speaking of Pinterest, I’m a little bit behind on those, honestly, right now.  Simply because they’re a little harder for me to manage all on the weekends.  But, Facebook and Twitter is mostly what I’ve been focused on.  Facebook primarily because that’s, again, where I see the most conversation and the most interest in this community for my blog tour and for my particular business.     

	You don’t have to do all four.  If you only do Facebook, I would recommend starting there simply because you can drive ads there, you can probably find all of your bloggers are on Facebook.  It’s probably the best platform if you’re going to choose one to promote and engage with people on.    

	I share everybody’s posts on all of these platforms pretty much every single day.  Then, once the post goes live, I also start adding their post links in a quick little line to our Twitter bank.  We use either Edgar or Buffer -- something along those lines -- to keep an ongoing queue of posts from the blog tour.  This just continues to send traffic to those bloggers.  Usually, people appreciate it if they wrote something for the blog tour, if it’s not just getting promoted on social media once, but several times.  

	Now, it’s harder to do that on Instagram and Pinterest because once it’s created, you don’t really want to be spamming those feeds too much.  If they have a lot of really great quotes, you could use something like Word Swag or Share as Image -- which we’ve linked, too, for you guys -- to make those quotes into quotable graphics.  Those are great on Instagram and Pinterest, especially.  They’re also great on Facebook and Twitter.  That’s a way you can share more than once without becoming just spammy on those social media platforms.  

	I found that one of the reason I love Edgar is that I can just build up this ongoing bank and sending people back to those posts and the bloggers really appreciate it because they do continue to get traffic from it.  That’s how we manage the social media.  It’s by posting daily and then trying to come up with different ways we can share those posts again.  

	We comment on the posts as they go live.  I have found that commenting and then coming back later that afternoon, after the post went live, just to reply to any comments on those pages really helps because it helps solidify that I’m the host for the blog tour.  Sometimes their community won’t necessarily click through to hear about the whole entire tour, but it’s a great way for them to see my name a few more times.  You want to make sure you’re commenting as much as you can and circling back.  We have to keep regular reminders for me to go back and comment as much as possible.  

You’ll also want to track their social media platforms.  Are they promoting their post on social media?  If so, make sure you’re commenting and liking because that will boost their visibility too.  

	We also have my own team being the official likers.  That means that we have several people who are liking and trying to comment on as many of the posts on our page as possible.  Why are we doing this?  Facebook’s reach has dropped dramatically and it is very much a popularity contest.  The more other people like and comment on your stuff, the more likely it is that your stuff is getting out in to the feed of the people you want to reach.  If you can find 10 people to like and comment on as much as possible, it will make your posts more visible in general.    

	That’s how we kind of keep the social media going.  Daily, we’re posting the content on all of our social media platforms, we’re pulling out and making graphic quote images to reshare as much as possible, we’re adding it to our Twitter bank so that we can reshare as much as possible, we’re commenting on blogs and on social media and we have our team and business BFFs liking everything as much as we possibly can.  

	That’s how much we’re pretty much managing promotion for the blog tour.  Again, we do run some ads, but it’s nothing that you have to get to gung-ho about unless you really want to get into it.  It can be helpful to boost a post here and there, especially if it’s leading back to your own opt-in page.  I actually wouldn’t boost a post unless it’s leading back to your opt-in page.  

[bookmark: _GoBack]	In the final session, we’ll be talking about wrapping up your blog tour and transitioning into a paid offering.  Until then, I’ll see you in the next session.  

	
 
