How to BlogTour1 Intro

Racheal: 	Hey, there.  Racheal cook here.  Welcome to How to Host a Blog Tour.  I’m really excited to dive into this content with you today because I have found blog tours are a fantastic way to quickly grow and nurture a community of people who are really interested in the topic that you are an expert in.    

What is a blog tour?  

[bookmark: _GoBack]Blog tours evolved out of book tours.  In the last few years, you might have noticed more and more people are getting published than ever before, but many are getting published in new non-traditional formats.  

What used to be the best way to promote a new book was to go on a book tour.  You’d actually go and speak at book stores and different locations around the country, talking about your book, reading excerpts from your book, talking to as many people as possible.  But these are very, very expensive.  In the age of the internet, it just didn’t make sense for publishers or, especially self-published authors, to take on the expense of a traditional book tour.  

	They started doing book tours online by having bloggers interview the author or write excerpts and their opinions about the books.  They would give out books for other bloggers to review and talk about.  

We’ve taken this concept and spun it a little bit into what’s now called a Blog Tour.  I first started seeing blog tours get popular, not in the business space, but in the fashion space or the beauty space.  Bloggers would get together and say, “Here’s a topic we want to talk about and I’ve pulled together a handful of people who are going to share their favorite ways to create a summer wardrobe,” or “who are going to share their favorite simple five beauty product bags so that you can have a beautiful face in the morning.”  

You can tell I’m pulling inspiration from all over the place.  The first blog tour I was ever invited to participate in was actually with a stylist.  It was Hilary Rushford’s Dean Street Society Blog Tour.  The whole theme of the blog tour was about being more of a fashion blogger or a beauty blogger.  She invited me simply because I, too, was a blogger who was creating a lot, a lot of content and she wanted my insight into how to keep blogging; how do you always come up with things to blog about.  I wrote one of my most popular posts, The Secret to My Blogging Strategy.  

	I have found, as I started participating in more and more blog tours, that the prompts given by each of the hosts were really helping me to break out of my normal writing patterns, to help me get a little bit more creative, share a different side of myself and of my business and, honestly, some of the posts I was writing as a participant became my most shared posts.  As a participant, I was writing one post for this entire blog tour and sharing about the tour a bit on social media.  But, I was getting more traffic from a single blog post on this blog tour than I was from guest posting on bigger sites like Mind Body Green.  It blew me away.    

	I would spend so much time and energy posting somewhere as a guest post and not really get much of a result, but there was something about these blog tours with 10 or 20 or 30 people all coming together, talking about a same topic, getting a bunch of people excited about it for a short period of time.  It was sending me amazing traffic and traffic that was interested in me and my business.

	After participating in a handful of blog tours, I decided I was going to host my own.  The benefit of being a participant first was that I kind of got to see a bit behind the scenes.  I got to see some of the process behind what made the blog tour work and I got to, as a participant, see where I was frustrated or confused so that when I ran the blog tour myself, I could fill in the gaps.

	I also took some time to interview the people who I had participated in their blog tours to figure out what it was that frustrated them the most, what did or didn’t work for them, what would they have left out the next time.  Now we’ve run two blog tours successfully, attracted thousands of new people into our community and onto our email list and I’m happy to say, after sharing a very short training on blog tours with my Conscious Business Design alumni, I’ve already seen over half a dozen blog tours get launched and successfully start to grow other businesses.  

	I’m excited to share with you today some of the big lessons that we’ve all learned about running a blog tour.  I’m going to turn over to you all of the systems, all of the checklists, all of the swipe files; everything that we have used behind the scenes here in my business efficiently run a blog tour.

	What are some of the biggest mistakes that I see in a blog tour?

	Blog tours, like every other marketing strategy are not all created equal.  Some just don’t seem to be getting much traction.  What is it that makes a difference between a really successful blog tour and a blog tour that falls flat?  

	The first big mistake I see is that people don’t really understand what their number one frustration or number one challenge of their potential audience is.  Blog tours work best when there’s a very specific theme.  If the theme is too broad, then your participants -- the people actually writing all these blog posts aren’t going to really understand what they should be writing about.  It’s up to you as the host to give very clear direction on the type of theme that you want them to be focused on.  We’ll talk about how we’ve built that into this entire strategy.  

	Another big mistake I see is that people aren’t using this as an opportunity to build their email list.  Blog tours are fantastic for community building, but unfortunately, like many things that are built around having a bunch of people as collaborators or bloggers or speakers, I see a lot of people trying to use this as a sales strategy instead of just a community building strategy.  If you were to use a blog tour, I would highly recommend it as a strategy that you put before you launch your own program or service.  Don’t necessarily use this as the launch.  You’ll find that you’re getting too many people that are very new to you and your business to get really great results.  

	But, if you follow up a blog tour with a launch, you’ll find that now you’ve got a great new batch of people who are interested to hear more and to really learn more about you and how you can help them around this specific theme.

	Another mistake I see is not delivering an amazing experience.  You’ll want to think through what works for a blog tour for you.  I’ve seen some people who host a blog tour and they’re sending out daily emails.  Maybe for their community that works really well.  I’ve seen some people who host a blog tour and they don’t email at all throughout the entire blog tour.  They’re potentially not getting the engagement that they really should have.  

	You have to think about what you want that experience to look like and where do you primarily want to be engaging and interacting with people.  

	Another huge mistake that I see is people hosting a different blog tour theme than the topic or theme of the program or service that they want to be leading into.  This all needs to flow seamlessly together.  Again, your blog tour is a great way to plant those seeds for an upcoming launch, for an upcoming promotion, for an upcoming open enrollment or series of free sessions -- whatever it is that you’re going to be doing to fill your programs and services.  But, it has to be congruent.  If it’s not congruent, then you will struggle to get people to take that next step to participate in your launch and to become paying customers.

	People who do blog tours right, what exactly are they doing that makes it so successful for them?  Again, the first thing is they deeply understand their audience.  They know who they’re trying to talk to and they’ve spent some time thinking through what it is that we can talk about that will deeply serve our audience.  They spend some time doing some research, maybe even writing some test posts, trying out the topic, seeing how their audience is responding to it and then they really know that the theme of their blog tour is something that people want to hear more about.

	Blog tours done right also require an opt-in to the email list.  If you host a blog tour and you just allow people to participate all over the place, then you won’t grow an email list.  If you don’t have that email list, you’re going to struggle to continue to keep those readers engaged in your business.  

	The point here isn’t just to attract readers for the sake of readers.  Just like on social media we’re not just trying to attract followers for the sake of followers.  We want people who are a good fit for what we potentially have to offer.  But, the only way to figure that out is to encourage them to opt-in in order to get the entire blog tour sent to them.

	A fantastic blog tour done right also takes the time to engage with the community on social media.  I have found especially in this last blog tour, when I literally decided to launch all of my RachealCook.com social media platforms -- or relaunch them, I should say.  I used this blog tour as the way to very quickly start to build up my social media following, especially on Facebook, to engage people, to get those conversations going.  You’ll want to be thinking about what social media platforms make the most sense for you and your community.

	You want to also be thinking about as you wrap up the blog tours, what is the next step?  What is the next thing for them to join you in?  In my case, when we wrap up the Business that Loves You Back Blog Tour, it will be literally a few days -- less than a week -- before we kick off the Fired Up and Focused Challenge.  Now that we’ve had 30 people talking about designing a business that loves you back and what success means to them, now we’re going to give people really practical tools to make that happen.  It’s a very seamless strategy.  You’ll want to be thinking about what’s next.  What’s the next step that you want to invite people to participate in?  

	What are some major concerns with people starting a blog tour?  The first concern I hear from people is: I’m not sure what the topic should be for the blog tour.  

	I have to say, if you’re not sure what the topic should be for the blog tour, you might want to spend a little bit of time either testing out some content with your existing community, maybe digging back through your archives or your email newsletters, wherever you’re sending content out to your community, and see where people are engaging the most.  

	I have chosen each of my blog tour topics based on what my community was liking and sharing the most -- what they were literally emailing me and asking me about.  In fact, this most recent blog tour -- The Business that Loves You Back Blog Tour -- the topic was decided on because I was invited to come back to Female Entrepreneur Association as a guest teacher, a guest expert for the month of April 2015 and I was creating a bundle for them called Create a Life You Love While You Grow Your Business.  That’s how I decided to go ahead with the topic for The Business the Loves You Back.  It was flowing perfectly together, it was a perfect timing to do a co-promotion with Female Entrepreneur Association.  

	I knew that people wanted to hear more about this topic because, not only had I been blogging about it already, but I had been guest posting about it and talking with some of my community members on social media and just hearing a lot of interest in this specific topic.  If you’re not sure what the topic should be, again, go through your existing posts, your existing newsletters, see what people are responding to.  You can write a few posts and see how people respond to those.  You can also just start talking on social media more asking some more open-ended questions to see what it is that your community is the most interested in.

	The next concern I hear is that people are worried they don’t know enough bloggers; they don’t know enough people, enough business BFFs or colleagues in order to fill their blog tour.  I actually would say this isn’t as big of a problem as you might think it is.  In fact, most of the people that I have reached out to for all of my blog tours, I would say about half are established business BFFs, people that I already know, that are already in my world and the other half are introductions to some of my other friends.  I always have seeded these blog tours by asking some of my closest business BFFs to recommend five or six people they think I should be inviting to participate in this.  The reason that that is so fantastic is if I’m using the same people over and over and over again, then we start to just be talking to the same audience over and over and over again.  The goal of a blog tour is to grow, to expand, to reach new people.   

	You don’t want to be just using the same speakers, the same contributors all the time.  You want to be getting fresh faces.  The best way to do that is to just start asking people.  Who should I talk to?  You can ask your audience: who do you want to hear from?  Start asking them.  Even if they don’t know you, if you go through the process I’m going to teach you in how to host a blog tour, you’ll blow them away with how organized you are and how excited you are to talk about this topic. 

	The final concern that I hear is: How do I keep this all organized?  How do I keep all the moving parts organized?  Do I need an assistant?  Do I need a big team?  Do I need a lot of support and a lot of help?  

	I would say, as far as a community building strategy, one of the things that I absolutely love about blog tours is once you get all of the pieces I’m going to share with you together, it doesn’t take a ton of time for you to host it.  This is one of my favorite things because if I were to go out and guest post on 30 different sites, it would take me hours.  I mean, potentially three or four hours to write a post for each site, then another two or three hours to pitch each site and follow up with everybody.  It’s a lot of work to do guest posting or to get yourself out on other platforms.  The nice thing about this is you’re really allowing these people to do the heavy lifting for you.  You’re just the host.  Your job is to keep everything running smoothly. 

	I would say it doesn’t really take that much time once you have the systems.  I’m going to be handing over all of our systems so that it works as smoothly as possible.  You don’t even need a virtual assistant.  You don’t need any support.  This is a fantastic way just to quickly build your community and not have a ton that you are responsible for getting out into the world.

	Let’s talk about real results for your blog tour.  What could you expect from a blog tour?  I would had to say this depends.  It depends on a few things. 

	One, the size of your audience.  It also depends on the size of all of the bloggers’ audiences and how much they’re promoting on social media and on their email list, et cetera, et cetera.  

	It also depends on if you decide to run Facebook ads or anything else that might grow your community even faster.  

	I would have to tell you that in 2014 we had over 1500 people opt-in for our blog tour.  That was just from 30 people for 30 days in April.  We’ve done the same month each year.  We didn’t do any Facebook ads.  All we did was invite everybody to share via social.  We did not require all of the bloggers to send out a solo email.  We hoped that they would because this is hosted on their own site, but we left that pretty much up to them and really encouraged everybody to promote via social media a lot and to also participate throughout the blog tour; to go and like and comment and share everyone else’s posts as much as possible.

	At the end of the day, though, we got 1500 new subscribers to our email list.  This all led in to seeding the next round of Conscious Business Design, which was a really successful launch in the summer of 2014. 

	Again, there’s not as many hard concrete revenue numbers here.  I could probably go back and track those if I wanted to get really, really detail oriented.  But, as far as list growth, that was a list growth -- 1500 in a single month for a single opt-in offer -- that was three to four times what my normal list growth in 2014 was per month.  That was a huge, huge spike in new opt-ins and new subscribers.  On average, last year in 2014 we were getting about 300 or 400 new subscribers a month and simply by running a blog tour we were able to over triple that.  

	If you’re ready to use a blog tour as a way to quickly grow your community, boost engagement and build those relationships with people who could potentially be great collaborators or business BFFs, keep listening to this mini-training.  We’re going to walk you through our entire process.  We’ve actually documented everything, including our step by steps, our tracking, our swipe files, everything that you could possibly need to use that as a template and go out to host your own blog tour.  

	All right.  I’ll see you in the next session.  
