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‘Win the time of the people, their money will follow.”
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Introduction
Anyone can sign up for a TiKTok account, but what after? - Not many follow
through after that. For the vast majority that do create TiKTok accounts, they go
straight to the content and binge on it.
But you and I know that’s not where the money or following is.
Those that make the most money online are the content creators and not the
consumers. Step outside TikTok and the other social media hangouts and you’ll
find the sites like Netflix, Disney+, Amazon Prime, and the likes are dropping new
content all the time and are getting well paid for it.
But what do you talk about when you turn the camera on?
How can you come up with ideas not just for today, tomorrow and next month?
Because building a following is done over a long period of time. - One video isn’t
going to produce a thousand followers. It’s going to be consistent content over a
long period of time.
That thought scares most people and that that’s why most people are never
successful at anything. They dabble, show up once or twice, and then expect the
heavens to open and cash to start ringing in their bank accounts. - It never
happens.
Over the next few pages, we’re going to have a look at the S.P.E.C.I.A.L content
process you can use over and over again to come up with tons of content ideas.
You’ll learn about asking for sales and how to promote yourself without switching
off your audience. You’ll also learn the most important things you can do for you
and your business, build trust and likeability. That last two, are what’s going to
draw people to you like a magnet.
Do it right, and your customers will come to you to find out more about what you
do. Once you do that, you’ll find any sneaky sales techniques aren’t needed as
you’ll be pushing on an open door when it comes to sales time.
So let’s kick it off with…
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Sales Pieces
In this part of your content creation, you’re pressing for a sale.
Why?
Because if you don’t ask, you don’t get. - And your business won’t last long
without some cash flow.
How can you do that?
Here’s a couple of suggestions…
-

Tell people about your new product and where they can check it out.
Tell people about a problem that you were having or saw and the solution
you came up with. - Again, pointing people to your link.
Tell people about an increase in price or a sale that’s going on right now
that they should know about.
Tell people about the results that someone got using your product.
Tell people about how your product is different from the other products
out there.
Tell people about the benefits of your product. - What can they expect to
achieve from buying your product?
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Promotional Pieces
In this type of content, you’re showing people some of the magic behind what
you do.
Compared to the sales content, this is a little more relaxed and not so much in
your face.
It’s always best to ask for the money….BUT….. there comes a time to ease off the
pedal and tone it down a bit. - If you ask for the sale all the time you’ll probably
drive followers away.
How do you do it?
Here’s a couple of suggestions…
-

-

-

What can you reveal that’s coming up in the next few weeks that they
might want to know about. - What can people expect coming down the
pipeline?
Have any products gone in for an overhaul, new packaging, a new 2.0
version that they should keep an eye out for?
What can you show behind the scenes that are going on before the
upcoming launch?
Can you give a sample or a teaser piece away to give an idea of what to
expect? - Think of the movie trailer, before the movie trailer, before the
movie.
What about you yourself? What are you taking part in, working with, that
people might want to know about?
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Engaging Pieces
In this type of content, you’re looking to build some conversation with your
followers.
While this content isn’t sales or promotional, don’t dismiss this content. This is
your line of ‘Reese's Pieces’ that’s going to lead E.T from his little hiding place out
into the open. - These are the conversation starters and those pieces of content
that you find yourself nodding along to.
This content is no different to those conversation starters you bring out when
you’re with a group of strangers.
Here’s a couple of suggestions…
-

-

-

Tell them a funny story about you and the line of work you’re in. What’s the
biggest mistake, funniest thing you saw, or crazy thing that people accept
about your niche?
Ask them what brings them to this niche? - You can also lead with your
introduction to it and let them join in.
Ask them what products they bought on that topic in the past? Ask them to
recommend the best book or course they found on this topic. - (Hint, keep
that in your back pocket for future product you could make.)
Have you got, or heard, an inspirational story that could help people?
Have you got a piece of wisdom that worked for you that you could share?
What conversation starters work in the real world that, with a little bit of
tinkering, could be used here too.
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Connection Pieces
Like engaging posts, connection posts are used to build a bridge between you
and your followers. - These are posts that are used to build likeability and trust
between you.
To put it in a nutshell, 99% of times we buy products from people that we like.
That’s the reason you sometimes drive out of your way to do business with
someone that’s more expensive but at least they remember your name.
And that 1% of times, you’re usually forced to go to those folks because there’s no
one else in the area that we can hire to do that job. - But you know that if some
competion did turn up you’d be the first to jump ship.
To build more trust and likeability, and not show yourself off as someone that’s
only in it for the money, you’ve got to tell your audience why you do what you do.
How do you do that?
-

-

Firstly, tell your audience why you’re in this business? - What attracted you
to it and why are you still around?
What angers you about your niche? - If that’s why you’re still fighting a
good fight, get that rant off your chest.
What is the perfect service or scenario that you’re aiming for?
If you had a magic wand and could undo some of the nonsense that goes
on what would that be like?
What do you love about your business and what you do? - Most people
hate their jobs and because of the provide poor service. Here’s your
chance to prove otherwise.
What angers you, scares you, or makes you happy about your business. Take some of that passion into a piece of content.
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Interact With Your Audience
There’s no point in creating all this content, looking to build connections and trust,
and then ignore those people that want to interact with you. - That’s not the way
to go.
The fact that a complete stranger gave you 2-3 minutes of their day isn’t
something that should be taken lightly. Like I mentioned earlier, with E.T and his
‘Reese's Pieces,’ this person has come out of their hiding hole and is venturing
over to say hello.
First impressions matter in any situation and this one isn’t any different.
What start’s off as a Facebook ‘Like,’ could become a ‘Share,’ a comment, and
then who knows next an email subscriber or a lifelong customer?
The best part about interactions is that your followers are walking toward you
wanting to know more, Compare that to you walking in their direction - them
going backwards - trying to force a sale on on them.
With attraction marketing you’ll find that people will be more open to your offers
and you want have to drive a hard sale to get a purchase. - (So you won’t need
any secret NLP, Ninja sales tricks to make a sale.)
So how do you do it?
-

-

-

Well, your first step is to respond in like. - Remember they could be
anywhere on the web right now, so the fact that they’re giving you attention
is nothing to be sneezed at.
Use any of the content ideas you’ve seen above as conversation starters. How have they found you? What do they like about the topic? (Basically be
a genuine human being with a pulse.)
Be aware that others are watching you. - The vast majority of people are
lurkers on that Internet unless aroused with content that hits their passion
spot. - But that doesn’t mean they won’t slow down to read the comments
and interactions on your content. And if that doesn’t paint you in a good
light, you can probably say goodbye to any dealings with them.
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Analytics And Learning What Works
You’ve created your sales content, promotional content, engagement content,
and your connection content, so how did it go?
-

What got discussions?
What got shared?
What questions got a fleet of answers and what disappeared quicker than
a fart in a hurricane?

Don’t know? - Maybe it’s time to take a look at what worked and what didn’t work.
Depending on how much content you’ve produced and how many places you
post that content to, you may get the answers to those questions in seconds or
you might need to do a little legwork.
Like conversation pieces that produce a laugh, or a comment at falls flat, you’ll
start to see what works and doesn’t work with your audience.
You’ll see if motivational posts get more than a direct question, a funny meme
over a video, or a customers success story over your little rant of software.
Knowing what works and doesn’t work will give you an idea of the temperature of
the room and how much, or far apart, you are from your audience. - Maybe
nobody cares that you can retire to the beach, and they only want a second
income to pay for a college fund.
Keeping an eye on the reactions can help with that. - But don’t let this lead you
into a shallow pool of content ideas where all you post are content that’s solely
there to grab attention, start arguments, and not build trust or a bond with you
and your audience.
Mix and match your content to appeal to all types of followers and to make your
content is more rounded building trust, connections, and promoting and selling
your work.
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And Finally,
You just discovered a simple process you can use and reuse to come up with
content ideas for your TiKTok channel. Go to any successful channel and you’ll
see they mix and match these different types of content regularly.
Now that you’ve seen the secret sauce, it probably looks to simple and that you
need to complicate things in some way. - The simpler the process the easier it’ll
be to do it regularly.
However, a word of warning – just knowing how to create content isn’t the same
as actually creating that content. That’s because the key is that you need to take
action on what you just learned.
And that’s why I encourage you to start right away. Because the sooner you do,
the sooner you’ll start to see how creating content for TiKTok or any social media
platform isn’t complicated. It’s just a matter of showing up regularly and doing it
over a long period of time.
Here’s to your success,
Barry J McDonald
www.WriteCome.com

PS - Grab a pen and paper or open Notepad RIGHT NOW and start coming up
with content ideas now. The more ideas you have before you start, the more
confidence you’ll have in yourself that you can do it for a long period of time.
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