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Perhaps it’s a sure sign of us getting older 

but time seems to be passing by far too 

quickly here at Blue Horizons! That being 

said it is always a positive thing to be nice 

and busy and we’ve certainly been keeping 

ourselves out of mischief.

In this issue we have articles on ‘The Golden 

Circle’ communication hierarchy, what social 

media could bring in 2016, case studies, 

advice on employment law and much more.

Our best new clients are those that are 

referred to us by our existing clients. Please 

do pass this magazine on to anyone who you 

feel may be interested in our services. As a 

thank you, you could get a choice of an iPad 

mini, a case of champagne or £200 of John 

Lewis vouchers if they go on to become a 

Blue Horizons client.

Kind regards

Zoe
Zoe Davitt, 

Managing Director of Blue Horizons

Managing Director 

Zoe Davitt

Director 

Marcus Davitt

Client Manager 

Jo Beard

Head of Design 

Lee Groenewegen

Head of Interactive Services 

Steven Henderson

Marketing Coordinator  

Kelsey Smart

122 Bath Road 

Cheltenham 

Gloucestershire 

GL53 7JX 

t 01242 236600 

e info@bluehorizonsmarketing.co.uk 

w bluehorizonsmarketing.co.uk

Editor'sNote

Your dental care plan provider www.ident.co.uk

01463 223399

Dental care plans 
working for you

Set-up support

Training support

Conversion management

Marketing support

Administration support

Business development

0% admin fee for 9 months
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Sell your products 
24 hours a day 
with a great value online store

FREE 
TRIA

L

Call us on 01242 236600 
for more information

Lee & Jo took part in the 

Cheltenham half marathon back 

in September and both did 

amazingly well – Lee came in at 

87 minutes and Jo at 99 minutes.  

Here’s a photo of Jo (sadly we 

don’t have one of Lee!)

We’d like to welcome 

on-board the following new 

Blue Horizons clients:

HairwigsGo

UrbanWool

SupaStrikers

Vehicle Solutions

SignCraft

Penn Hill Dental

Cashmered

JDRM Dental Care Ltd

Amma Lifestyle Ltd

Slogan Clothing

Wylye Valley Dentistry

ICA Development

Sky-Hi

Laeticia Moreno

Miss Fit Skinny Tea

Southport Orthodontics

National Star College

Gym Religion

The year ahead

Our aim is to develop our marketing partner and Shopify services 

in 2016 as well as streamline our internal processes – all to ensure 

we provide our clients with the best service possible.  We will be 

conducting a client feedback survey at the beginning of the year to 

really to get to know what it is our clients want, need, like and don’t 

like in order to evolve and adapt accordingly – watch this space.

Charities we’ve donated 
to this year

There are are so many worthwhile charities out there, because of this 

we prefer to help several different causes rather than just the one.

Here’s a selection of some of the charities that we’ve 

supported in 2015:

✔	 National Star College (registered charity: 522846) 

http://www.nationalstar.org

✔	 Trewellan’s Sands Children’s Trust (registered charity: 1124485) 

http://www.tsctrust.org.uk

✔	 DEC Nepal Earthquake Appeal (registered charity: 1062638) 

http://www.dec.org.uk/appeal/nepal-earthquake-appeal

A great way to help charities is through Easy Fundraising 

simply just by shopping online. Please do check it out at 

http://www.easyfundraising.org.uk

What’s been happening 
at Blue Horizons?

5BlueHorizonsMagazine
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t

Having recently read the global best seller by 
Simon Sinek ‘Start with Why’; it really struck 
a chord with us. We recommend you to add 
this book to your reading list if you haven’t 
done so already but in case you don’t get 
round to it we’ve put together this (very) brief 
synopsis of some of the key points!

Limbic versus 
Neocortex

Decision-making and the ability 

to explain those decisions exist 

in different parts of the brain. 

Our limbic brain is powerful 

enough to drive behaviour 

that sometimes contradicts 

our rational and analytical 

understanding of a situation. 

In fact, decisions that are made 

with the ‘gut’ (a.k.a. the limbic 

brain) tend to be faster, higher 

quality decisions. Otherwise, 

we have a tendency to 

over-think.

Life is all about 
balance

It is so important to balance 

driving business goals with the 

long-term sustainability of the 

business. Yes, price promotions 

and other such manipulations 

will drive immediate short term 

sales but they don’t instil trust, 

add value or breed loyalty.

So, perhaps over the festive 

period take some time to reflect 

on your business, starting 

with the WHY and working your 

way out through the HOW 

and WHAT.

Remember, as a Blue Horizons 

client we are always here to 

chat things though. Call us 

on 01242 236600 if you have 

any questions.

The Golden Circle

Sinek is a marketer who 

believes that marketing is 

about communicating clearly, 

concisely and consistently 

and not about manipulating 

people. He uses the golden 

circle concept to powerfully 

demonstrate a communication 

hierarchy.

The premise is that we should 

always start with WHY.  So 

instead of asking “WHAT should 

we do to compete?” Ask “WHY 

did we start doing what we’re 

doing in the first place? What 

can we do to bring our cause 

to life?” Be careful that price, 

quality or features aren’t the 

primary currency for your 

business – it is very hard to 

differentiate for any period 

of time or build loyalty on those 

factors alone.

A clear WHY provides the 

context for everything else that 

you do and sets expectations – 

talk about the WHY and prove 

it with the WHAT.  Although you 

should start with the WHY, you 

must also know the HOW! Think 

of it like a bow and arrow; you 

need to pull back the arrow in 

order to launch it and hit your 

target (the WHY).

Key points about TRUST

• Trust is a feeling not 

a rationale experience

• Trust only begins to emerge 

when we have a sense that 

another person or organisation 

is driven by things other than 

their self-gain

• Value = a transference 

of trust

• Trust is built whereas 

value is perceived

• When we share values 

and beliefs with others, 

we form trust

• A clear WHY draws in people 

(staff, customers, suppliers, 

peers) with the same beliefs 

as you

• Trust is maintained when the 

values and beliefs are actively 

managed

• People don’t buy what you do; 

they buy why you do it.

Start with ‘Why’

WHAT

HOW

WHY

The Purpose
What is your cause?

What do you believe?

Limbic Brain
Feelings, emotions, human 

behaviour, decision making, 
no capacity for language

Neocortex
Rational, analytical 

thought and language

The Result
What do you do? 
The result of why.

The Process
Specific actions taken 

to realise the why
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Your trusted 
financial partner

Some of our services

Call today on 02920 564008 
to find out how we can help your 
business move forward

t 02920 564 008  e info@freemansaccountancy.com  w www.freemansaccountancy.com

Financial, business 
& taxation advice

VAT & Tax submissions

Bookkeeping

Payroll

Company valuations, 
incorporation & aquisitions

Tax planning

How to choose the right 
recruitment agency – Part 1

denTal TraInIng 
& recruITmenT

dukesbridge House, 23 duke Street, reading rg1 4Sa
t: 01189 901 331  e: info@connect-dental.co.uk  w: www.connect-dental.co.uk

Give us  a call on 01189 901 331 
for a chat about how we can help



10 BlueHorizonsMagazine 11BlueHorizonsMagazine

Don’t neglect your signage

The key to effective signage is 

to keep it simple and be clear 

what the message is; too much 

information can be confusing 

and will result in it just being 

ignored. 

More than two-thirds of 

consumers (68%) believe that 

a store’s signage is reflective of 

the quality of its products and 

services 

- Fed Ex office survey finds 

effective signage critical to store 

sales, May 14, 2012

Signage is proven to be one 

of the cheapest (and most 

effective) forms of marketing 

that you could use for your 

business; so dive in at the deep 

end, use it as best as you can 

and then reap the rewards!

First impressions 
are fundamental

Attracting new customers is 

key to growing your business. 

In order to do this you need to 

make a good first impression 

so that a customer will enter 

your business with a positive 

perception of what you offer, 

which of course means a much 

higher chance of them making 

a purchase.

7 out of 10 (68%) consumers 

surveyed say they have 

purchased a product or service 

because a sign caught their eye 

- Fed Ex 2012

The promotional 
benefits

The use of signage can 

be a great way to quickly 

show people passing your 

establishment that you have a 

promotion on; fashion stores 

will often use banners in their 

windows to immediately  

show that they are launching 

a new line or mid-season 

sale. Along with showing 

potential customers and 

existing customers about any 

promotions, signage can be a 

great way to quickly convey 

information such as seasonal 

opening hours, a change in 

location and even the release 

of a new product, treatment or 

service.

The average business gets up to 

50% of their sales from signage, 

85% from within 5 miles. — 

Small Business Association, 

September 2007

Outside the box

The most successful marketing 

campaigns are most likely 

to be those which fit outside 

the box, make people take 

a second glance or stand out 

amongst others. As a result of 

this businesses and marketing 

teams all over the world are 

now utilising new technology 

to really put themselves ahead 

of everyone else. 

Car and van wraps are one of 

my personal favourites when 

it comes to promoting your 

business. The reason for this 

is that using wraps/vinyls is 

a relatively simplistic way to 

promote your business as they 

have such a high impact, are 

extremely memorable and they 

can be changed on a weekly, 

monthly even yearly basis to fit 

your message or campaign.  

In addition to wraps there is also 

Contra-vision, a vinyl product 

that goes over the car windows 

without impacting on the 

driver’s field of view.

Signage is one of those things that has now become a must for 

any business who owns a property in the public eye. But just 

how many of these businesses are actually using their signage 

to help expand their branding and fulfil its potential and not 

let it become outdated and stagnant. Kelsey Smart explains:
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Is a refresh needed?

Signage can become dated 

over time so maybe it’s time 

to update yours. Take a look 

at your signage presence 

throughout your business, not 

just the signs on the outside, but 

those within the premises too. 

Try and look at things from a 

customer’s perspective and ask 

yourself, ‘would I come here or 

buy from here?’.

If you think your signage could 

do with a fresh perspective or 

new look, then give me a call on 

01242 236600 for a chat about 

how we can help.

Before After
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MAKE yoUR 
MESSAgE 

STAnD oUT

What can we 
do for you?
We’re here to help you make your 

business a success and be a true 

marketing partner. Whatever marketing 

needs you may have, Blue Horizons are 

here to help. As a full service agency we 

offer a whole host of services including:

• Marketing strategy

• Branding & logos

• Signage

• Printed literature

• Promotional items

• Websites & ecommerce

• Video

• Digital presentations

• Awards submissions

• SEO & SEM 

• Social Media Management

• E-marketing

• Advertising

• Photography

• PR & copywriting

And, if there is something not on the 

list then just ask us – we’d love to help 

and if we can’t do it, we’re bound to 

know someone who can!
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More ways to sell online

More ways to 
sell online

There are so many ways to get 

your product and service in front 

of customers these days, so why 

do most businesses just focus 

on hoping their customers visit 

their website? 

Your customers are online 

using multiple platforms day 

in day out, whether that’s their 

favourite social media channel 

or someone’s blog, they’re using 

the web for more and more. 

And its not just digital channels 

that customers are engaging with; 

retail environments, events and 

shows are increasingly popular, 

so there’s more opportunities than 

ever to sell your products 

or service.

Ecommerce specialists Shopify, 

make it easy for business owners 

to get in front of new and existing 

customers with a range of 

innovative solutions. 

Your ecommerce 
website 

Shopify’s ecommerce platform 

is head and shoulders above the 

competition. They handle all the 

hassles of ecommerce, with a host 

of fantastic features which makes 

it the ideal choice for beginners 

and experts alike. 

You can manage your orders, 

contact customers, track sales 

trends, and much more from 

within the platform itself, so it’s 

the perfect choice when selling 

directly from your website.

Point of sale

Don’t limit yourself to only 

selling online. Do business 

anywhere with Shopify Point 

of Sale. Markets, trade shows, 

and pop-up shops are more and 

more popular, so sell directly to 

your visitors and maximize your 

traffic. With the POS system 

you can take payments there 

and then and everything will 

sync with your main website, so 

there’s no need to waste time 

transferring over a paper list of 

enquiries, sales at the event or 

even updating your stock.

Sell on Facebook

Connect with billions of users to 

grow your business by showcasing 

and selling your products on 

Facebook. Many customers don’t 

Buy button

But they don’t stop there. 

Why limit your sales to people 

stumbling across your website 

when the Shopify ‘Buy Button’ lets 

you sell on any website or blog? 

You might have a really popular 

blog with loyal followers or your 

existing website might already 

receive lots of traffic and the 

thought of a full blown commerce 

site sends shivers down your 

spine. So don’t despair as you can 

sell directly on these sites with 

total ease.

Just add the ‘buy now’ button 

and you’ll turn any website into 

an ecommerce site!

want the hassle of leaving their 

favourite social platform and 

going to your website, so let them 

easily browse your products and 

collections using the new, always 

visible, shop section on your 

Facebook page. 

Your existing fans can then buy 

your products and services 

directly from within the page 

or just with a couple of clicks 

through your website. 

And coming soon to UK 

customers…

Sell on Pinterest

Although already available to 

anyone selling to customers in the 

US, Pinterest and Shopify have 

partnered to make it easy for 

15BlueHorizonsMagazineBlueHorizonsMagazine14

businesses to sell their products 

on Pinterest using Buyable 

Pins. This new type of Pin lets 

consumers checkout and pay 

for products they discover on 

Pinterest using Apple Pay or 

their credit card.  

Each day, millions of consumers 

use Pinterest to discover, research, 

and share products that inspire 

them and as Pinterest is the 

second largest source of social 

media traffic to online stores, and 

has the highest average order 

value of all of them, it makes sense 

to try and convert customers 

when they’re using it.

Sell on Twitter

Selling on Twitter is also available 

to US Shopify customers so it’s 

only a matter of time before it will 

be available in the UK. The “Buy 

now” buttons make it easier for 

you to get your products into your 

followers’ hands. 

More to come

We’re so proud to be a Shopify 

Partner and Expert because we 

know that if there’s a trend in the 

market, Shopify will have their 

finger on the pulse in providing a 

solution for their customers.

So what are you waiting for, get in 

front of more customers and start 

selling online. 

Connect with 

billions of users to

grow your business 

by showcasing

and selling your 

products on

Facebook.

Sign up for a 14 day trial 

yourself, or get in touch with 

us to help you set up your 

new ecommerce site with an 

unlimited free trial.
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Successful ongoing marketing 
made easy

Background: 

We have enjoyed working with 

SVDC for many years to ensure 

a consistent and integrated 

approach to their marketing. We 

have got to know the practice 

well and try to make things as 

easy as possible for them. Since 

2004 we have assisted with a 

wide range of projects including 

their website, signage, stationery, 

newsletters, treatment leaflets 

and referral cards.

The requirement: 

The team at SVDC appreciate 

that successful marketing 

should be ongoing. This year 

they approached us for further 

assistance with marketing the 

practice to existing patients, to 

maximise their potential and 

encourage them to refer family 

and friends. They also wanted to 

continue to attract and convert 

new private patients. 

The solution: 

We developed a range of quality, 

branded marketing materials, to 

reflect the quality of care and 

treatment they provide.

• Eye catching A-board posters 

were produced to raise 

awareness of the practice and 

attract passers-by. To catch 

people’s attention we included 

key messages, benefits and 

a call to action in as few words 

as possible. 

• A new practice leaflet and team 

leaflet have been developed. 

These provide key information 

for patients and enquirers as 

well as meeting necessary 

requirements. These leaflets 

and the posters use striking 

practice photography. 

• Professionally produced 

aftercare leaflets were 

produced to give patients 

important guidance to take 

away after their treatment. 

The client wanted these to be 

branded and in-line with all 

their other patient literature.

 • A ‘Thank you’ html email 

template has been developed 

to send to patients after their 

appointment/treatment to 

thank them for their custom, 

ask them for feedback, up-sell 

other services and offer an 

incentive to refer a friend.

• We have also recently begun 

to work on SEO / online 

marketing to increase the 

practice’s online presence 

and drive more traffic to their 

website. We look forward to 

seeing the results.

The outcome:

The team are very happy with the work carried out and the 

practice is thriving.

Testimonial:

Thanks to practice manager, Georgina Mitchell for this testimonial: 

“Blue Horizons are professional, efficient and offer competitive prices. 

Everything always runs smoothly and they do all the hard work for us. I 

hardly have to think of anything as they always come up with good ideas. 

The marketing material they have produced for us looks great and our 

private base has increased. Overall we are very happy with the service 

provided.” Georgina Mitchell, Practice Manager.

Here is another success story from one of 
our happy clients. We were delighted to help 
Southview Dental Care (SVDC) in Kent.

17BlueHorizonsMagazineBlueHorizonsMagazine16
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Time management tips 
for today’s practice manager
Dee gerrish, Clear Vision 
www.clearvisionaccountancygroup.co.uk

2. Keep an up-to-date 
project plan

There is a lot which lands ‘on your 

plate’. Plus you have to manage 

the projects and tasks going on 

around the practice.

So bring together all the projects, 

actions and tasks in one place. 

There is specialist software or you 

can simply set up a spreadsheet. 

Just make sure you can clearly see 

who is taking a particular action, 

by when, and what progress has 

been made.

Keep your plan updated and you 

will be clear on your own priorities 

and the work you have delegated 

to others. This will save you time 

working out what is currently 

being worked on and confirming 

the status of particular projects.

There can be few people working 

in a small business who can’t 

benefit from improving their time 

management skills.

We all have a finite amount of 

time. The majority of us feel we 

could do with more of it.

This is certainly true in my 

experience for Dental Practice 

Managers. If you are a Practice 

Manager, you’ll recognise there 

has been a good deal of change 

in your role of late. You’ll know 

how demands and expectations 

have increased.

So allow me to offer 7 time 

management tips especially 

for you…

tasks as appropriate, and block 

this time out on your planner.

Allocate regular periods of time 

on your planner for project work.

Then explain your planner 

schedule to your team, 

highlighting when you are ‘open’ 

for interruptions. This is where 

displaying your planner on 

your wall pays dividends…you’ll 

be amazed how many issues 

will be resolved without your 

intervention when your team 

know you are busy.

And if the same issues keep 

cropping up in your business, 

it indicates a project or system 

is required to alleviate these 

issues once and for all.

1. Cut down the firefighting

Chances are you find yourself 

‘firefighting’ some of the time – 

dealing with issues brought to 

your door by members of your 

team. For some Practice Managers 

this takes up most of their time.

Chances are also, some of these 

issues can really be resolved by 

your team members without 

your involvement.

The key is to make sure as little 

of your time as possible is taken 

up firefighting.

Create a planner on your wall 

or computer which captures 

the regular tasks you need to 

complete. Adopt a regular time 

of day, week or month for these 

I promise you your project plan 

will become your bible and you’ll 

wonder how you ever did 

without it.

3. Insist on regular 
communication with the 
Practice Principal

Regular communication between 

you and your Practice Principal 

is vital. It’s a two-way 

communication line which your 

dental business cannot operate 

effectively without.

Your Principal needs to 

understand the status of the 

projects on your project plan, 

and what you and the team are 

working on in these areas.

Plus you need to check in with 

your Principal regularly to discuss 

any issues on which you need 

their input and be able to keep 

your team working effectively.

Spending quality time between 

the two of you will save you 

time going back and forth on 

an ad hoc basis.

4. Delegate effectively

When you delegate effectively you 

save time for yourself as you avoid 

having to go over tasks again. You 

also prevent wasting team time.

So make sure you provide 

full ‘training’ on a task, 

communicating your expectations 

in terms of timescale for 

completion and then checking 

in with the team member 

periodically.

Dee provides consultancy 
advice to dental clients, 
helping them make 
progress with project plans 
and achieve their business 
and personal goals. 
A specialist marketer and 
copywriter, she uses her 
skills to help clients make 
the most of untapped 
business potential.

Email:  
dee.gerrish@cvag.co.uk
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Here at Blue Horizons we are 

always delighted to welcome 

new clients on board. If you 

refer a colleague who goes 

on to become a Blue Horizons 

client we will show our 

appreciation by offering you a 

choice of:

1. An iPad mini

2. A case of champagne

3. £200 John Lewis gift 

voucher

Plus your colleague will get 

a 20% discount off their first 

order*.

Please pass on our details 

to any colleagues who you 

fell would benefit from our 

services, or alternatively, pass 

their details on to us and we’ll 

take care of the rest.

*minimum spend applies

Referral offer
Here at Blue Horizons, we are always 

delighted to welcome new clients 

on board. If you refer a colleague who 

goes on to become a Blue Horizons 

client we will show our appreciation 

by offering you a choice of:

1. An iPad mini

2. A case of champagne

3. £200 John Lewis gift voucher

Plus, your chum will get a 20% 

discount off their first order*!

Please pass on details to any 

colleagues who you feel would 

benefit from our services, or 

alternatively, pass on their details 

to us and we’ll take care of the rest.

* Minimum spend applies.

Looking for a 
new website or a 

marketing revamp?

If you think it’s time for a revamp 

to any existing marketing but 

are concerned about your 

marketing budget, then don’t 

forget that we can offer to spread 

payments over several months 

via interest free Direct Debit.

Ask about spreading the 

cost of your new project today.

*Minimum spend applies

Let them know you are around 

if they have any queries on the 

task, without watching their 

every move.

You also delegate more effectively 

when you create a system for 

team members to follow.

Use it to specify how you wish 

a particular task to be done and 

you can delegate with confidence.

You can also refer them back 

to the system, should an error be 

made or system step missed.

5. get help from specialists 
where appropriate

Don’t try and become a master 

of everything. You’ll spend 

unnecessary time trying to get 

your head around new concepts 

and skills which others can quite 

simply provide for you.

Make use of specialists when 

you can. Marketing, sales, legal, 

financial, operational. They are 

there to support you.

6. Keep team 
communication lines open

You need to communicate 

regularly and effectively 

with everyone in your practice 

to work efficiently as a 

Practice Manager.

So establish and keep to 

appropriate communication 

structures, agreeing time to 

meet regularly not only with 

your Principal(s), but also 

with your reception team 

your nursing team and 

associates/hygienists.

It is time well spent as it will 

subsequently save you time 

trying to convene ad hoc 

meetings and get-togethers.

Plus you’ll have formal time 

to share and gain information 

efficiently, so you stand a 

much better chance of achieving 

what you need to achieve.

7. Keep in touch with your 
fellow PMs

Why include this as a time 

management tip? Because 

life as a Practice Manager can 

feel isolated and chances are 

there will be a Manager out there 

who has gone through the issue 

or challenge you are currently 

experiencing and can help 

you overcome it. More quickly. 

More effectively.

So do stay in contact with 

the Managers you meet.

Keep an eye on the events for 

Managers offered by associations 

such as ADAM. Get along to 

Practice Manager Mastery 

Events when they crop up.

Dee gerrish 
Dental Marketing Specialist

Clear Vision Accountancy Ltd 

1 Abacus House, Newlands Road 

Corsham, Wiltshire SN13 0BH 

telephone: 01249 712074 

email: dee.gerrish@cvag.co.uk 

www.clearvisiondental.co.uk 

www.clearvisiondentalblog.co.uk
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The first area of interest for all 

marketers is the reputable ‘Buy 

now’ buttons which have started 

popping up more and more 

frequently allowing people to 

sell their products and services 

through platforms such as 

Pinterest and Facebook. We have 

a strong feeling that by the end 

of 2016 ‘Buy Now’ buttons will 

be a social necessity for anyone 

selling online and using social 

media as a platform to promote 

their business.

In the last few years technology 

has developed at an astonishing 

rate with the release of 4K TVs, 

3D touch (as we saw with the 

release of the iPhone 6s and iPad 

Pro) along with a whole host of 

other cool things. However apps 

develop at a rate that even we 

can’t keep up with! If you want 

to do something, find something 

or pass the time there is an app 

for it! With a huge 76% of adults 

owning smart phones and over 

32 million purchased every year 

there is a big market for more 

apps, which is why we predict a 

rapid diversification and spread 

of in-app functionality. In the 

last 12 months we have seen a 

massive growth in features, with 

the development of auto-playing 

videos as you scroll down your 

social feed, or instant sharing 

across platforms. Facebook has 

always held the title for being 

king of adding new features 

and functionality, but what will 

platforms like Pinterest, Twitter 

The nights are getting longer and the mornings ever so cold, 
which marks the coming of the end to the year. However we 
are quite excited about 2016 in terms of social media as there 
are some very interesting speculations and developments 
arising within this area.

Social Media 
& what it could bring in 2016

and Instagram pull out the bag in 

the coming year?

Security – We as a nation have 

gone privacy crazy, but for good 

reason! With just shy of 3 billion 

people using the web there is a lot 

that could go wrong very quickly 

seeing as our lives are virtually 

fully stored within our phones, 

tablets and the mysterious Cloud. 

As a population we are becoming 

very giving when it comes to 

providing sensitive information 

so naturally there is a calling 

for up rated security protocols 

and regulations to help keep 

our data safe. With the rapid 

growth in the use of apps such 

as Snapchat, naturally comes a 

huge user demand for a more 

secure method of communication 

and storing of data such as date 

of birth and personal credentials. 

In the last few months Facebook 

have been stepping up their game 

to help keep their users safe by 

adding new features and levels 

of protections. So it seems 2016 

could be a security game changer 

as the only way to thrive seems 

to be to protect as well.

Are your post reaches organic? 

One of the biggest challenges 

for a social media manager/page 

manager is to produce quality 

content; content related to the 

business but at the same time 

content that people are going 

to want to follow through and 

read on in further detail.  A very 

large proportion of businesses 

are realising just how much social 

media can benefit business in 

terms of reputation and visibility 

so naturally everyone’s taken to 

social media in the attempt to 

increase their audience span and 

popularity. Social media giant 

Facebook has taken note of this 

social business boom and they 

have massively cut the amount of 

organic visibility your posts get 

in order to get you to purchase 

their Boost Post option. So it will 

be interesting to see how this fairs 

out over the course of the next 

year; how far will the pricing of 

advertising go? Will there be any 

other restrictions silently placed 

upon our content?  Guess we will 

have to watch this space!

In the early days of social media 

it was a lot easier to build a 

following as there wasn’t as 

much competition as there 

is today. However with social 

giants such as Facebook, 

Twitter and LinkedIn keeping 

a very close eye on the market 

it means it’s becoming harder 

to build a following on the 

smaller networks as the larger 

networks generally are buying 

out the small ones in order to 

remove risk of up and coming 

competition.

We are going to draw this 

altogether with a possible point 

to sleep on and have a chat 

about within the office. Paid 

Advertisement. This does seem 

like a bit of an area people are 

sceptical about, however it 

works!  If you are willing to look 

at your budgets and allocate a 

small portion of your budget to 

advertising key posts such as 

treatment launches, new product 

or services then this could really 

aid the growth of your following 

base and inevitably help bring 

more business in. The key is to 

be smart and strategic about 

it. Spending money on every 

post will become a financial 

headache for you and your 

accountant alike. ‘How should I 

do it then?’ is probably what you 

are wondering, and the answer 

is simple...PLAn! Planning is key 

to this game; maybe plan to 

promote 2 posts a week or even 

2 a month for several days at a 

time...but make sure the content 

is interesting and of value to 

your business’ key audience.
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Industry news

oxford Dictionary 
‘Word of the year’

Oxford’s much-celebrated 

annual Word of the Year award 

for 201 5 goes to this: 

Not a word but a smiley emoji 

crying tears of joy!

John Lewis 
advert

The John Lewis much 

anticipated Christmas Advert 

‘Man on the Moon’ (receiving 

a whopping 22 million views in 

its first week) has contributed 

to a significant rise in sales 

for the chain as well as raising 

awareness and funds for Age UK 

– impressive stuff John Lewis!

https://youtu.be/g_ON4wY1Y24

Did you know, every 
minute of every day...

• Google receives over 

2,000,000 search queries 

• 571 new websites are created

• Facebook users share 684,478 

pieces of content

• Apple receives 47,000 app 

downloads

source: www.mashable.com November 2015

https://pixlr.com/editor/ is a great free image editing tool that 

works similar to PhotoShop

Search engine optimisation
We o�er a range of o�-the-shelf packages to increase tra�c to your website, grow your
brand visibility online and help you reach out to new customers and potential markets.

*Minimum 3 month contract

£355
PLUS VAT PER MONTH

Optimisation of
chosen keywords
Backlinks review, build and 
link removal as necessary

Optimisation of
chosen keywords
Site structure, meta data
and content review

Optimisation of
chosen keywords
Content creation for your 
own blog and referral sites

Optimisation of
chosen keywords

Creation and issue
of online press release
– up to two per annum

Optimisation of
chosen keywords

Content ampli�cation to 
connect your content with 
highly engaged audiences

Optimisation of
chosen keywords
Sales video
(60 second animation)

Optimisation of
chosen keywords
Weekly updates on Facebook, 
Google+ and Twitter

Optimisation of
chosen keywordsMonthly reporting

Optimisation of
chosen keywordsEmail and telephone support

PLANE

Optimisation of
chosen keywords

£575
PLUS VAT PER MONTH

Optimisation of
chosen keywords
Backlinks review, build and 
link removal as necessary

Optimisation of
chosen keywords
Site structure, meta data
and content review

Optimisation of
chosen keywords
Content creation for your 
own blog and referral sites

Optimisation of
chosen keywords

Creation and issue of
online press release 
– up to four per annum

Optimisation of
chosen keywords

Content ampli�cation
to connect your content with 
highly engaged audiences

Optimisation of
chosen keywords

Creation of sales landing 
page to promote your
products and o�ers

Optimisation of
chosen keywordsSales video
(60 second animation)

Optimisation of
chosen keywords

Daily updates on Facebook, 
Google+ and Twitter plus
one boosted post per week

Optimisation of
chosen keywordsMonthly reporting

Email and telephone support

ROCKET

Optimisation of
chosen keywords

£199
PLUS VAT PER MONTH

AIR BALLOON

Optimisation of
chosen keywords

Site structure, meta data
and content review
in month one

Content creation including 
blog posts for your own blog 
and referral sites

Creation and issue
of online press release
– up to one per annum

Monthly reporting

Email and telephone support

Want you're SEO to really �y?
Get in touch to �nd out how we can help your website to take o�. 
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122 Bath Road, Cheltenham, Gloucestershire GL53 7JX 

t 01242 236600  e info@bluehorizonsmarketing.co.uk  w bluehorizonsmarketing.co.uk

your marketing partner


