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W elcome to the  
October  issue of 
the ESP                      

newsletter. I recently read a 
scary (and surprising) report 
by The Economist Group/
Peppercorn about content 
marketing. 

Although the study was                         
conducted with global business 
executives (business to business) 
there’s no reason to suggest what 
I’m about to reveal will be any 
different if you’re selling                  

business to consumer (younger 
people will behave in a similar 
way to ‘Generation Next’                     
respondents). 

They surveyed ‘Generation Next’ 
executives (those with up to 10 
years’ business experience) and 
‘Business Veterans’ (more than 
10 years’ experience) about how 
they consume content marketing.  

I’ve picked out below what I              
consider are the highlights and 
elements of the study that will 
have an impact on you and your 
business. 

Continued on page 2... 
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often make a big                                    

difference” 

Quote of the month 

Proven strategies to help you build a better business 

“It is better to fail in 
originality than to succeed in 

imitation." 

 

Herman Melville  

Summary…    
Are turned off by content that feels 
like a sales pitch 
 
Prefer content in the form of articles 
 
Find research reports useful 
 
Find whitepapers useful 
 
Prefer video content 
 
Prefer other multimedia such as 
infographics 
 
Spend at least 4 hours per week 
viewing content 

Generation Next          Business Veterans
    
         46%                                        69% 
 
         69%                                        91% 
 
         30%                                        65% 
 
         12%                                        37% 
 
         21%                                        12% 
 
 
         12%                                        24% 
 
 
         31%                                        57% 



 

 

P erformance reviews are 
a lot more than a way to 
‘check in’ on employees. 

They produce outcomes that 
benefit both the employee and 
manager.  

Most employees don’t like having 
a performance review 
because they can’t express 
their true   feelings and they 
never seem to have an 
outcome that makes them 
happy.  

But performance reviews   
shouldn’t be a dreaded 
activity. They aren’t put in 
place to make anyone’s life 
worse, but actually to 
enhance job performance 
and give coaching to areas that 
need improvement.  

No one should go into a            
performance review without   
already having an idea on their 
performance and what their    
employer thinks of it. 

Before the meeting 

Don’t wait until the performance 
reviews to tell employees how 
you feel towards their work ethic. 
If someone does something     
particularly well - praise them; if 
they seem disconnected from 
their work – approach them. 

This is one way of avoiding nasty 
surprises during the review, as 
well as looking like you’ve been 
taking a back seat.  

Establish the purpose of the 

meeting. What do you want     
employees to take away?           
Reviews are not a one-way      
conversation, but a discussion for 
both parties to express their    
feelings and see what changes 
can be made to improve the    
business.   

Reviews are a process to take 
positive steps. 

Send out a form to employees 
asking them to answer questions 
that can help guide the meeting. 
A typical employee waits for their 
review to ask for a pay rise, job 
promotion, etc. By getting a feel 
before the meeting, you know 
what to expect. This also keeps 
the meeting structured, so all   
important topics are discussed.  

Take these meetings seriously 
and your employees will too. 
Their answers should be kept 
private - and plan the times and 
dates of the meetings well in      
advance.  

Just have you and the employee 
in the room at the time. Having a 
room full of managers is    
intimidating.  
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As you can see, your content 
marketing should be tailored to 
the type of people you’re 
targeting to buy your products or 
services. 

For instance, if you target 
predominantly ‘Business Veteran’ 
or older consumers, your content 
marketing should reflect that.  

You’d structure your content so it 
was more informative than                
sales-based. You’d write more 
articles, white papers and 
research reports. You’d minimise 
video content but use more 
infographics and you’d be more 
inclined to create more content 
rather than less. 

It’s insights like this that help you 
to build a better business. 

Often it’s the ‘little things’ that can 
make a big difference to the 
success of your business. 

More importantly, it’s 
implementing a number of the 
‘little things’ that can lead to a 
significant improvement in the 
performance of your business. 

Have a happy (and scary!) 
Halloween and here’s to a 
successful last quarter of 2017. 

WS 
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Conduct successful 



 

 

During the meeting 

Start off on a positive note            
to reaffirm the employee’s 
strengths. Performance reviews 
are a great opportunity to show 
how much you appreciate their 
hard work. Give examples of 
work they’ve produced, and don’t 
just use recent projects.  

Be specific. Do you like                 
the employee’s attitude?     
Friendliness? Writing skills? 
Punctuality? 

This is the time to celebrate their 
strengths, and if you’re struggling 
to find any… then maybe it’s time 
to reconsider their role. 

Tell top performers how their 
performance has impacted the 
business.   

Keep the review work-related. 
Maybe you’d prefer some people 
to be more talkative, but you can’t 
criticise a person for who they 
are, only for what they do at 
work. Treat your employees like 
human beings. 

An effective performance review 
requires a two-way conversation. 

Have questions that require the 
employee's input. 

Questions such as “What do you 
think needs to be involved in our 
new product?” This shows the 
employee that their opinion 
matters and this is a great 
exercise to bring out the best in 
employees. We can get in the rut 
of plodding along in 
our roles, but it’s 
great to have a 
reminder that you 
matter.  

The review should 
be an open  forum 
for employees to 
express what they 
enjoy and don’t 
enjoy about their 
role. This is arguably 

the most 
important part of the meeting. 
If your employees are 
unhappy, you’re in trouble. 
Any concerns that they have 
should be addressed. (This can 
also give you a feel for if the 
employee actually enjoys their 
job.) 

Ask them to say 5 things they 
like about their job and 5 

things they don’t. This will 
encourage the shy ones to open 
up without feeling that they’re 
opening a can of worms. 

Delve into issues that are           
important to the employee. Job 
satisfaction is the most important 
thing to employees, so discuss 
ideas that can increase it. 

Really listen to what they’re    
saying and see if you can notice a 
pattern between all are they 
addressing any issues that you 
can help to resolve? Or that you 
think need resolving? How is 
what they’re saying affecting your 
business? 

 

Your goal is to make the            
employee feel inspired to work 
harder after the meeting, not to 
feel unmotivated and down.  

Don’t agree to things you aren’t 
100 percent sure about. If you 
promise a pay rise and don’t     
deliver, you’re doing more     
damage than if you said “no”.   

An important question to             
employees that is sometimes    
overlooked is, “What duties does 
your role entail?” This tells you 
what an employee thinks they’re 
expected to do.  
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Need support? Call the team on 01476 862 172 

performance reviews 

Continued on page 4... 
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Proven strategies to help you build a better business 

Conduct successful performance 
reviews 

This answer gives you everything 
you need to know about their job 
prospects, enjoyment, passion, etc. 

Another question that is a must ask 
is, “How do you see your role 
progressing in the next year?” 

You want your team to love their 
career, but if they tell you they’d 
rather do something completely 
different, you know you have a 
decision to make. 

But this is also a chance to see 
where they see their future - if it’s 
with you, if they want their role to 
change, if they’re happy not 
committing to any work, it’s 
important you know. 
Don’t end on a bad note. Say    
everything that needs to be said in 
the meeting. 

After the meeting 

The worst thing you can do from 
now is to just forget about        
everything that was discussed in 
the review, or to have made 
promises that you suddenly      
realise you can’t keep. 

Stay in contact with employees 
who brought up serious issues, 
and more significantly, show that 
you support them by taking steps 
to making a positive work              
environment.  

Email employees a written-up 
copy of the performance review 
so they can reflect. 

 

 

 

Performance reviews should be taken seriously, but they shouldn’t be 
intimidating, or employees won’t open up the way you want them to! 



 

 

Email marketing continues to 
rise, and it’s no surprise as it’s 
an effective form of                           
communication where you can 
reach out to thousands of              
people just by clicking a few 
buttons. 

However, because we all get lots 
of emails every day, we become 
less tolerant of those we don't 
expect and are more likely to 
press the delete button than we 
are to read them through.  

This doesn’t mean you shouldn’t 
use email marketing, but you 
have to revise your strategy. 
Here are a few ways to ensure 
people read your emails (and  
respond to your call to actions):  

1. The time you send the email 
really does matter 

The typical person checks their 
email first thing in the morning 
and last thing at night. Although 
the idea of email is to send a non 
intrusive message to someone for 
them to read when they’re ready, 
people can soon forget to read it 
once they actually are available. 

If someone doesn’t reply to your 
email, try sending it again early 
in the morning, or late at night. 

Instead of just writing content 
that isn’t time sensitive, angle 
your email around something 
that is happening in the world 
right now.  

2. Make your email urgent 

It’s not just the time of day you 
send the email that matters, but 
whether it’s urgent or not. We’re 
all more likely to respond to the 
call to action if there is a close 
deadline. Otherwise, you’ll read it 
and forget about it.  

3. Keep the content short and 
to the point 

Irrelevant words and long                      
introductions will just lead                
people to scan through and     
eventually give up reading the 
entire thing.   

If it takes more than a minute to 
read, it’s too long, and if there are 
lengthy paragraphs, it’ll get                
ignored. This goes without                
saying, really, but in order for 
your email to be read fluently, 
keep sentences short, include 
subheadings, keep paragraphs to 
just a few lines, and include                    

plenty of space between each 
paragraph.  

4. Be clear about what you’re 
asking for  

An email that has no call to action 
won’t help your business to 
grow. Having a goal from your 
reader is essential.  

Do you want them to meet with 
you? Call you? Book a meeting? 
Be honest with yourself about 
your goals and it will help to                
angle the email. Or the reader 
will be left asking “What now? 
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Want help? Call the team on 01476 862 172 

How to ensure people read 
your emails 

Continued on page 6... 



 

 

Proven strategies to help you build a better business 

How to ensure people read  
your emails 

5. Get your subject lines right 

You should spend more time 
composing a subject line than 
writing the email itself, because 
most people decide to open an 
email based on the content in the 
subject line.  

The most important thing is to 
keep them personal and not               
generic. You won’t stand out 
against the 100 other emails 
they’ll receive that day if you 
don’t.  

How do you keep them personal? 

Make sure you’re sending the  
recipient an email they will care 
about and relate to. Before you 
hit send, ask yourself, ‘Will this 
person want to know this?’ 

The same goes for the email                  
itself. ‘Dear sir/madam’ or ‘To 
whom it may concern’ makes it 
obvious that you’re mass-sending 
this email. Use the person’s 
name. 

Don’t forget about yourself                  
either. On the ‘from’ field, use 
your name and not your firm’s 
name… just like you wouldn’t    
direct the email to the recipient’s 
company.  

It’s tempting to use words you 
think will lure people in, such as 
‘free’, ‘reminder’ and ‘percent off’. 
Spam filters work by picking out 

words such as these, so avoid  
using them in your subject lines.   

Keep it to 50 characters or less  
and using a question will help to 
urge people to open the email. 
Using capitals looks like you’re 
trying too hard to get attention, 
so keep these to a minimum.  

When it comes to sending the 
next email to the recipient, 
change the subject line so it isn’t 
too similar to the previous one, 
or your emails become                            
predictable and lack originality.  

6. Make everything about 
them  

If people wanted to read about 
your firm and what services you 
offer, they could just visit your 
website. 

How is what you’re writing                  
beneficial to others? People 
won’t respond if they don’t see 
how it will make their life easier/
better.   

7. Convey a clear call to action 

Your email should have a clear 
objective. If people just read your 
email and that’s it, you’ve  
missed a huge opportunity. 

In the first paragraph include 
what it is you are asking for, but 
don’t ask or expect too much.  

Feel free to ask the person how 
they are, or questions about their 
firm that prompt a reply.  

Even if you’ve done everything 
listed here, you should still    
measure how many people have 
opened the emails and the                    
response rate you get. If people 
aren’t opening your emails, you 
can try testing different subject 
lines and sending them at                      
different times.  

Conclusion 

Test everything and try again! 
Hook your reader from the                  
beginning to keep them until the 
end of the email.  

Always keep in mind that you 
want your reader to do                    
something with your email, and 
not just read it and nothing else. 
Whether it’s to use your service, 
book a meeting, etc., give them a 
reason to. 

Continued from page 5... 
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Oprah Winfrey loved this book so 
much she asked John Gray to take 
over an entire episode of her show 
to talk about it!  

John Gray, is the author of the Men 
Are from Mars, Women Are from 
Venus relationship classic, in this 
book he looks at a program for 
achieving personal success.  

Gray combines Western healing 
techniques with Eastern 
Meditation, presenting an 
innovative method to become 
happy, confident, and at peace 
through his five steps to personal 
success.  

i. Your experience of the world 
reflects your inner state. 

ii. Whenever you are not getting 
what you need, you are always 
looking in the wrong direction. 

iii. Find your soul's desire, and 
start getting everything you 
want. 

iv. Material success can only make 
you happy if you are already 
happy. 

v. The power to get what you 
want comes from confidence, 
positive feeling, and desire. 

This book shows you how to:  

 Identify & take responsibility 
for the blocks to your personal 
success.  

 understand your soul's desire  

 release negative emotions  

 identify needs and take action  

 decide what you want each day 
and put your life together in 
order to achieve it. 

 

John Gray's book allows you to 
acknowledge, forgive and 
transcend the pain of the past in 
order to recognise & achieve your 
soul's desire  

 

You have the power to change. No 
one else can do it for you. 

Create The Life You Want 

EF 

Any questions? Call the team on 01476 862 172 

Sharpen the saw 
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Proven strategies to help you build a better business 

Business tips 
4 more ways to elevate your 

game 
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Wayne Searle 

Following on from last 
months “ 3 Ways to elevate 
your game”  we’ve decided to 
give you 4 more ways to ele-
vate your game! 

1.  Show up. 

When it comes to success,  
showing up is half the battle. 
Many people think about                  
succeeding, they think about 
losing weight, about clearing 
their clutter, making more    
money and they think about it a 
lot.   

Thinking about success will not 
bring success. To elevate our 
game, we must back our                 
thinking with the necessary               
effort and action to move on 
achieving our new goals. We 
must show up or show out. If we 
start, we must finish. It’s part of 
the grind. If we’re in the game, 
we have nothing to lose by               
giving it all we’ve got.  

2. Run you own race. 

To get to our next level we must 
focus on our own race. We must 
not succeed for anyone but               
ourselves. We must not pursue 
success to show other people 
up, to get revenge, or to take 
someone down that we fear is 
better. The reason race horses 
have blinkers on their eyes is so 
they don’t get distracted by the 
other horses when they’re                
racing. The blinkers do not                
allow the horse to see anything 

but what is in front of them. It 
forces the horse to stay focused 
on their own race. 

We must do the same thing. We 
all saw what happened in the 
Olympics with the south African 
swimmer and Michael Phelps. 
The South African was watching 
Phelps and Phelps was watching 
the finish line. It’s no wonder 
Phelps won. We must each focus 
on our own finish line.  

3. You must believe. 

The more we push ourselves 
beyond our perceived limits, the 
more we expand our belief in 
ourselves. This is exactly how 
we elevate to the next level. If 
we see a door that has a sign 
that says “limit,” “fear,” “I can’t,” 
“its not possible,” or “who are 
you kidding?” on it, we must 
take it upon ourselves to push 
through every single one of 
those doors.  

The majority of the time we will 
find that the signs on those 
doors were lies we’ve been tell-
ing ourselves. When we walk 
through them and achieve the 
“impossible,” we build our              
character and greatly increase 
the confidence we have in                
ourselves. The more confident 
we are, the more we elevate our 
game.  

4. Be a team player. 

One of the most important ways 

to elevate our game, is to be              
inclusive. Success is a team 
sport. If we are selfish, and we 
try and hoard or hide our                 
success, we won’t get nearly as 
far as when we choose to                 
include others in achieving our 
goals. It’s teamwork that makes 
the dream work. 

When we’re on our mission and 
we see anyone on our team 
wearing thin, we must partner 
up and bring them along, and 
expect the same in return. We 
must drop our egos and ask for 
help whenever necessary. We 
are much more resilient when 
we have a community of                  
support to turn to.  

https://www.facebook.com/pages/ESP-Business-Solutions/1495958504023905
https://twitter.com/TheWayneSearle

