


Get More Prospects and Sales with Blogging 
 
If you want to get more prospects and make more sales with blogging, you need to understand 
how the concept works. Blogs make money through attracting an audience who comes to read 
their free content. Once a visitor comes to the site your job as a blogger is to get them on your 
email list, build trust, and offer products and services that the audience you’ve targeted truly 
want and need.  
 
Let’s go over diverse ways to create a profitable blog that automatically attracts more prospects 
and makes more sales.  
 

Set Up a Targeted Niche Blog 
 
The very first thing you need to do when setting up a money-making blog is to target a specific 
niche. But first, do your research to ensure that the niche is a viable niche in which to make 
money. How many people are in the target audience? How much disposable income do they 
have on average? Is your product considered a luxury or a necessity?  
 

• Choose the Right Niche -- This is one of the biggest reasons that many bloggers fail to 
earn money via blogging. They choose the wrong niche. It may be hard to believe but 
just because it interests you doesn’t mean that it interests enough people to become a 
full time living. Your love for the niche just enough. Perform a complete SWOT analysis 
of your idea before starting. 

 

• SWOT Explanation -- Strengths, Weaknesses, Opportunities, and Threats. It’s 
imperative that you go through this process as you choose which niche to focus your 
efforts. So many people make the mistake of thinking that if there is no competition that 
it’s a good niche. There may be no competition for a reason. The niche is too small to 
earn money is one of those reasons. Of course, you won’t know if you don’t do the 
research. 

 

• Cover Gaps in Niche Topics -- When determining the type of content to publish, think a 
little bit outside the box. Look at what your competition is publishing and try to fill in the 
gaps so that your blog is differentiated from the competition.  

 

• Find a Different Angle -- Tackle topics from different angles plus ensure that every 
piece of content that you publish has a reason for being and a goal in mind. The goal 
should require some type of conversion be it buying, sharing, commenting, or joining a 
list. 

 

• Find What’s Missing from The Competition -- During your SWOT analysis, you’re 
going to discover your audience, your competition, and more. But, you’ll also discover 
gaps in coverage from your competition or ways that you can do better than them by 
adding in your personality and your way of thinking.  

 
Just remember that when you’re creating content for your blog you’ll want to include all the 
basic content, but you’ll also want to include more that helps make your blog different so that 
your audience wants to keep coming back.  
 

 



Direct Ways to Boost Opt-Ins or Sales on Your Blog 
 
Once you’ve picked your niche and got your blog set up, you’ll want to start adding content. Try 
these ways to boost opt-in or sales. Some of them are ways to add a stream of income such as 
paid reviews and others are ways to get more traffic which can translate into more buys and 
more conversions. 
 

• Offer Reviews – Make a page for your website that tells people that you will create 
product reviews for them. You can charge directly for the blog post, and get free product. 
When you do it that way you must reveal to your audience that it’s a paid review. You 
can also do reviews for affiliate products that you’ve purchased or even product you 
want people to buy from Amazon. 
 

• Hold Contests – A contest is a wonderful way to create more exposure and traffic for 
your blog. You can even get sponsorships for the contest via a vendor. If you’re already 
a good affiliate for anyone just ask them.  
 

• Offer Freebies – You can do all sorts of things with freebies. You can have a freebie of 
the week, offer several types of freebies from courses to eBooks, and so forth. You can 
even have a different freebie for each category on your blog such as Tech Tuesdays. If 
it’s a regular thing not only will people come back but they’ll tell their friends. 
 

• Limited-time Offers – Scarcity can often push someone over the edge when they were 
already considering buying your offers. You can do this in many ways, you can have 
daily deals, weekly specials, and even deals that go up in price the more people buy it 
so that those who get in early get a cheaper price. If you do it on a regular basis people 
will keep coming back due to the expectation of amazing deals from you.  
 

• Behind-the-Scenes Videos – As a blogger, you live a romantic life for many of your 
readers. They often want to be you. They want to know more about you and how you do 
what you do. Show them with a “day in the life” video of your life as a blogger. 
 

• Product Demonstrations – If you can offer demos of any product or service that you 
offer to your audience they’re going to love it and sales will most certainly go up. A demo 
can be made quickly by doing a quick video. (Hint: That video can be repurposed into a 
social media post, an advertisement and more) 
 

• Interview People – Interview an expert, interview your customers, and anyone who fits 
in with your niche that will offer valuable content to your audience. People love reading 
other people’s stories but remember, just because you’re blogging doesn’t mean it can’t 
be a video. Include a text transcript too. 
 

• Answer Customer Questions – When you get a customer question in email, as a 
social media question, or in person (it really doesn’t matter) answer the question on the 
blog. You can get permission to use their name and link to their website or you can write 
it with the questioner being anonymous.  
 

• Future-Use Coupons – This is a fantastic way to encourage customers to buy more. 
Offer them a coupon that offers them extra dollars off their next purchase for every dollar 
they spend right now. If you’ve ever shopped at Belk’s or Kohls and some other 



department stores they do that very successfully and you can too on your blog. Offer 
samples 

 

• Bulk Order Rewards – Depending on what you sell on your blog if you have a lot of 
products you can offer them a bulk order reward. This means if they buy more than a 
certain number of products they get a discount. This can work with services too. For 
example, you often see this with writers as well as virtual assistants who offer discounts 
on more articles purchased or more hours bought. 
 

• Cross-Promotions – You may have heard of this referred to as cross-sells. This is a 
way, sometimes at checkout, where you can recommend other products. Think about 
how Amazon does this. They always have a portion of the checkout page visible to the 
buyer that says something like, “Customers who purchased this also purchased that.” 
 

• Charity Donations – You can tie in purchases from customers to a charity by stating on 
your blog that 10 percent of every purchase (or 10 percent of total profits) goes to your 
charity of choice. Hint: Find out which charities your audience likes so that it makes it 
worth it for them. 
 

• Insider Club Deals / Memberships – Did you know that you can gate some of your 
content only for members? You can also start a membership for your information 
products so that people pay a monthly fee and get access to all the info products you 
produce each month. 
 

• Offer a Gift with Purchase – This is always popular. There is a store in the USA called 
Clair’s that sells accessories such as gloves, purses, makeup, bracelets, jewelry and so 
forth. When you go to checkout they always say something like, “Buy one more of those 
and you pick one of these free items.” This is very doable when selling products on your 
blog. Even if it’s an affiliate product you can ask them to send you their receipt via a form 
to qualify for their gift. 
 

• Drawings – Another way to get more traffic is to have a drawing to win something. 
Everyone gets an entry for their purchase, but probably by law you must let everyone 
enter, that’s okay because you’ll be collecting their email addresses in order that they 
can enter to win. That’s a win-win for you.  
 

• Free Consultation – If you also offer services, a terrific way to help your audience and 
get more leads is to offer a free consultation. Usually, this involves about a 30-minute 
call. It’s suggested you use a good intake form for anyone signing up for the free 
consultation so that you can get them on your list, and prescreen them prior to the call to 
make the best use of your time. A good software for this is Acuity Scheduling.  
 

• Add-Ons – Another way to convert is to offer add-ons if they act. In some cases, people 
have their affiliate programs set up so that you can easily add your offer (A member can 
do this) so that even as an affiliate you can offer something else to them if they act now.  
 

• Ask Your Audiences Opinion – When you’re getting ready to launch a new product 
you can ask them what the number one question is that they have about the new 
product.  You can also ask them about what new features they’d like to see in the new 
product. What exactly would make them sign up or buy this new product? 



 

• Ask for Feedback/Testimonials – Once someone has purchased make it part of your 
process, which you can add to your buyer autoresponder, to ask them for feedback so 
you can make the product better as well as ask for a testimonial.  
 

• Respond to Comments with Knowledge – When someone comments on your blog (or 
anywhere else for that matter) always respond with info, resources, and knowledgeable 
advice that is designed to get them to make that purchase. 
 

• Pull Feedback from Other Sources – For example, social media, Yelp reviews, and 
other earned media into your blog. This is a reliable source of additional content that you 
can share everywhere.  
 

• Publish Quality Posts – Ensure that the content you’re sharing offers value to the 
audience. For a post to be high-quality it needs to give information from the point of view 
of the audience. It should encourage engagement, inform them, and motivate them. 
 

• Popups / Overlays – These are a fantastic way to get more attention. Your audience 
can always delete the popup or overlay but studies show that they really work to get your 
offers to the reader. 
 

• Offer Multiple Sign up Opportunities – Not only should you offer different offers, but 
they should be on different pages, at the end of posts, on your sidebar, in the footer, and 
anywhere that can potentially attract someone to sign up. You don’t want these to be 
distracting, but you do want them to be in multiple places with multiple offers. 
 

• Share Examples – Anytime you’re describing something to your reader it always helps if 
you can share real-life examples. Even if you don’t have any of your own yet, you can 
curate and share other people’s examples. (Hint: Always link back to the original blog 
and don’t cut and paste their content.) 
 

• Share Feedback to Answer Questions -- For example, if someone said they love the 
product but is struggling with something about it, post that feedback (without their name) 
and then answer their question or offer clarification in case others have the same trouble 

 
Using these direct ways to boost sales and opt-ins will be effective if you add the latest content 
on a regular basis, promote every piece of content you publish, and become very responsive to 
comments and questions. Content ideas are literally everywhere if you are looking for it. 
 

Other Indirect Ways to Boost Opt-ins and Sales 
 
While you don’t need to bombard your blog with latest content daily, the truth is, the more 
valuable content you post to your blog on a regular basis, the better. You’ll get more traffic, 
improve your authority quotient, and built trust with your audience. After all, if you publish on a 
weekly schedule for five years or more people realize you’re here to stay. If you’re too sporadic 
in publishing people lose trust for you. 
 
Create a Content Calendar and Schedule 
 



The best way to ensure that you are publishing enough content across all platforms including 
your blog that will bring traffic and sales is to create a content planning schedule and a content 
calendar. Your content calendar will be based on the products you want to promote focusing on 
the problems they solve for your audience. Then you can throw in trending topics to give your 
content a more current feel.  
 
For example, if you have identified an app that you know your audience will find value in start 
with educating your audience about the problem before you provide the solution. By the time 
you’re done talking about the problem when you introduce the solution they’ll be ready to 
purchase.  
 
Always Include a Call to Action 
 
Every post that you publish should have a reason for being, as mentioned before. When you are 
brainstorming the types of posts you want to include on your blog think about your goals. A goal, 
to be effective, needs to be able to be converted to a call to action.  
 
Sell Stuff 
 
Don’t be afraid to sell something on every single post that you publish within the text, in an 
advertisement in between paragraphs, through sidebar links, pop-ups or slides, and via content 
upgrades to help convert people to your email list. If your audience can easily consume the free 
content you’re providing, giving them more ways to buy will improve sales. Don’t be fearful of 
doing this. Yes, some people may get mad and go away. But they aren’t your target audience 
anyway. 
 
Create Clear CTAs 
 
When developing your CTAs, it’s important to use unambiguous language that provokes 
enthusiasm, provides a reason (solves pain points) for your audience to act, limits the time they 
can act, and shows proof that the solution works for other people just like them.  Additionally, 
the CTA button when one is used should be very prominent and use words that demand action 
rather than “buy now” say something like: “Yes! I want my Freedom Now!” 
 

• Optimize Your SEO -- There are two types of SEO. On page SEO and off page SEO. 
Both types of SEO are important.  

 

• On-Page SEO – On page, SEO should mean that you use keyworded titles, 
headers, subheadings, smart internal linking, and content that speaks directly to your 
audience. It’s anything that you do from graphic design, the layout of your website 
and blog, and the words you use on the page that encompasses on-page SEO. 

 

• Off-Page SEO -- Off-page, SEO means that anything you do to get traffic back to 
your website using platforms that aren’t your website, such as social media 
platforms, should also be optimized. Promote every single last post you publish using 
other platforms such as social media like Twitter, Pinterest, and Facebook creating 
those all-important links back to your content from other platforms.  

 
To improve the SEO on your blog you can use a plugin like Yoast SEO if you use self-hosted 
WordPress. Yoast will give you tips and lead you through ensure the SEO on your site is 



working. If you don’t use WordPress you can still improve SEO by working on page titles, meta 
tags, search phrases, creating sitemaps, and more.  
 

Convert Traffic to Your Email List 
 
This is probably one of the most important aspects you need to include to get more prospects 
so that you can make more sales with blogging. You must build your email list. You can use 
content upgrades, lead magnets, low priced digital products, and even “shipping only” physical 
products like books, to help build your email list.  
 

• You Own Your List -- Your email list is an asset. You own it. You can even sell it. 
What’s more is that the more targeted you build it the more effective you’ll be at making 
more sales. It cannot be stated enough that your list is of utmost importance. You do not 
own your LinkedIn Group members, your Facebook Page likes, or even your Facebook 
Group members in the same way that you own the information gathered for your email 
list. 

 

• Use the Right Software -- Due to that fact try to use the right software for list building 
and running your list. Software like Get Response, Aweber.com, Convertkit.com, 
Mailerlite.com, Leadpages.com, Drip.com, and others can help you create amazing 
autoresponders, landing pages, sign up forms and more. Don’t choose the least 
expensive, choose the one that enables your business to grow because changing 
software later isn’t all that it’s cracked up to be and can set your business goals back 
months. Instead, choose the right software. 

 
To find the right software know your goals, the features you want, your price point, other 
resources like a technical assistant. Then try out different software using their free trials and 
online demos. You can also find out what your competition uses by signing up for their email 
lists. 
 
Caution: Not all autoresponders allow affiliate marketing, such as Mailchimp.com, so make 
sure that you pay attention to all the terms of service on for every software you choose to help 
you. Also, most of the time you will need landing page software plus an autoresponder to really 
make everything work together to ensure compatibility between your choices. 
 

Develop Effective Email Marketing Content 
 
Once you get people on your list, you must send them information via email. To do that you’ll 
need to develop effective email marketing content. There are many ways to create email 
marketing content such as by purchasing private label rights content, creating original content, 
curating content, sending blog post blasts, and more.  
 

• Create Personalized Relevant Content -- But, however you create it, the content you 
send to your email list should be personalized, targeted, and always include a call to 
action to help readers convert.  Since email isn’t publicly posted you can be a lot more 
personal, show your personality more, share more about you, and then relate it to the 
rest of your email. 

 

• Build Trust & Awareness -- The point of email marketing is to build trust and 
awareness of issues that you can solve with your products and services. Your email 



marketing will be more effective if you follow good practices such as using a real return 
address, clear and honest subject lines, with short and to the point messages designed 
to help your audience get to know you. Remember if you have more to tell them you can 
always link to more content on your website. 

 

• Develop a Funnel -- A wonderful way to accomplish this is to create a content 
marketing funnel based on the products you want to promote and match it with your 
audience’s buying cycle. Set up logical autoresponder messages that thank your 
audience, teach your audience, and bring them back to your landing pages so that they 
can make the purchases that they need to make to solve their problems. Plus, get it 
written down and scheduled into a calendar. 
 

Effective email content goes in conjunction with your blog. If you write a short email to introduce 
each recent blog post to your email list that’s really all you need to do to get more traffic to your 
blog from those who already like you. 
 

Promote Products Your Audience Wants 
 
When you pick a niche, have studied the audience, and you know what they want, getting them 
to buy from you is as simple as giving them what they want. The way to know what they want is 
to continuously ask questions, engage with them across social platforms, conduct polls, and 
watch your competitors.  
 
What’s awesome is that you’re not limited in the type and format of products you can offer your 
niche audience other than to ensure that they’re something your audience wants. There are 
many types products you can promote.  
 

• Digital Products – eBooks, templates, music, software, apps, photos, plans, and so 
forth are all products that you can sell to your audience as well as develop as content 
upgrades or freebies to help convert traffic to email list subscribers. 

 

• Educational Products – Coaching, courses, eBooks, books, seminars, workshops, and 
webinars are all wonderful ideas for educational products that you can create for your 
niche audience to help you get more prospects as well as make more sales.  

 

• Physical Products – Art, electronics, t-shirts, supplements, food, books, and more are 
all great choices for physical products. Today, due to the ability to create a wholesale 
and dropship account this isn’t much extra work to set up. 

 

• Service-Based Products – Marketing, content writing, copywriting, web design, 
programming, administrative and financial services are all fabulous and profitable 
services you can offer to your niche too.  

 
You’re only limited by your imagination. But don’t get overwhelmed because you don’t even 
have to create all these types of products yourself. Nor do you have to offer all types of 
products. You can focus on one type and still be extremely profitable if it’s what your audience 
wants and needs. 
 



Note: Ensure that you have a good shopping cart for your own products. Ideas are 
Amember.com, Zaxaa.com, JVZOO.com, and others are good choices for most. One 
effective way to determine what to use is to find out what your audience is used to and 
likes using. If you’re an affiliate for a product you’ll need to use their links, so a shopping 
cart isn’t an issue. 

 
Not only that, you can promote other people’s products as an affiliate as well as your own 
products and services based on what your audience wants and needs. When you’re always 
studying your audience and the niche you’re going to find amazing products that you want to tell 
them about. The important thing about blogging is that you can easily tell them about anything 
you’ve found and tried and then earn an income from it when people buy.  
 

Getting Started 
 
Getting more prospects and making more sales with blogging can be a lucrative full-time 
business if you remember to develop plans using sound research methods. Don’t try to reinvent 
the wheel. Don’t be afraid of competition. Create a plan, put it into a calendar with action steps, 
and then do the steps you need to do each day to make your goals a reality.  
 

• Study the Niche 

• Know your Audience 

• Understand your Competitors 

• Create & Publish Content Regularly 

• Build Your List 

• Include a CTA 
 
It really is that simple to get more prospects and more sales with blogging when you know what 
type of content to publish, who you’re publishing it for, and you offer products and or services 
that you know the audience already wants and needs. The only thing left now is for you to get 
started.  
 


