
YouTube for Your Business 
 
 
You’ve created your Facebook Page for your business. You’ve set up your 
blog. You’ve claimed your spot in local and review directories. You even 
have a Twitter account, and keep muttering things to yourself like: “Must 
tweet something to my customers… ” 
 
But have you set up a YouTube channel for your business yet? 
 
Before you dismiss YouTube as a strategy not suited to you and your 
business, consider this. It’s definitely suited to your customer or client – no 
matter what the niche! 
 
The reason YouTube is suited to your business? YouTube is now a 
universal habit. Want to find out how to make something? Look it up on 
YouTube. Bored? Check out YouTube. Want to hear songs by your favorite 
recording artist? Listen to it on YouTube. 
 
According to YouTube’s own statistics, over 800 million “unique visitors” 
drop by YouTube every month and during that time, over 4 billion hours of 
video are viewed. But did you know that “more than 25%” of all YouTube 
viewing occurs via mobile phones? And considering YouTube is available 
on over 350 million devices, that’s not surprising. (In fact, YouTube viewing 
tripled in 2011.) 
 
YouTube allows you to take your business from local to global, as one 
knitting instructor happily pointed out.   
 
 
Benefits of YouTube for your Business 
 
Video provides personal contact and immediacy as no other medium can. 
You can show people what you do or how you do it. You can demonstrate 
methods – anything from your manufacturing or selection process to 
gardening to making up your face to home renovation to baking. And much, 
much more. 
 



 
 
You can also provide lessons and instructions, or help people get to know 
you – and better yet, feel as if they know you. If you’re saying something 
that “speaks” to them – something they can identify with, and people can 
put a face to a name (especially a company name), they will feel a bond,  
 
One of the biggest advantages is when you really connect, people share 
your video… and they share with all the right people (i.e. others with the 
same interests as them – your ideal customer or client). They do this 
mostly using social networks, such as Facebook and Twitter. If your video 
is entertaining or relevant enough, remember that their friends will share 
your video too! 
 

 
 



You can also see how well your videos are doing in great detail by 
accessing your YouTube Analytics1 section. (Press the down arrow to the 
left of your Profile photo and Name.) 
 

 
 
 
What Do They Want? 
 
Of course, you have to know what your audience wants. And you need to 
also know your own clear, single goal for sharing that video. 
 
It should be part of a specific promotional campaign, so you can fit it into 
your marketing persona and goal. For example, perhaps you want to 
expand your reach beyond your local area. Or maybe you’d like to show 
people how easy it is to use your product or inspire them with more ideas 
for your product use. Or you might just simply want to make more sales. 
 
Or inspire people to share and create a “buzz” about your business. 
 
Knowing what (a) your marketing goals are and (b) what your audience is 
looking for is the key to hitting the jackpot and achieving your YouTube 
goal. 
 

                                                
1 NB:  This link will not work if you haven’t yet created a YouTube Channel. 



 
 
Optimizing Your Videos 
 
The average private individual simply uploads a video and doesn’t think too 
much about making it as searchable (and findable) as possible. They will 
give the video a Title they find catchy, and often try to be humorous in their 
Description, if they even write a description.  Nor will they pay too much 
attention to Tags or Keywords.  Despite this, videos go viral anyway – 
because of: 
 

• Their content 
• Its relevance to the audience it reaches  
• The fan base of the person sharing it 

 
In fact, the average video-making teenager often has better success than a 
conscientious business owner who uploads a video! 
 
But no matter how big your fan or following base on YouTube and other 
social networks is, you can take concrete steps to set your videos far 
ahead of your competitors – so that yours are the videos that come up in 
search results for the keywords you’ve chosen! 
 
Let’s do a little case study, and type in the keywords “entrelac knitting” (a 
kind of weave-effect knitting). We’ll look at the number one result and then 
see if we can pinpoint all the things this video got right. 
 
 

 
 
Notice that: 
 



• The words “entrelac” and “knit” appear in both the Title and the 
description 

• There are 474 results, so it’s a highly specialized subject 
• This particular video netted top spot – and 209,564 views 

 
Staci Perry, the company owner, also does something right within the video 
itself that most other video makers don’t.  She multi-tasks and multi-links. 
 

 
 
While she explains what entrelac knitting is and then takes the viewer right 
through creating the piece shown, other little windows and buttons pop up. 
She may have as many as three linking buttons right within the video 
screen, which she points out and invites people to select. 



 
She also points out her link for subscribing below the video, upholding the 
time-honored principle of  telling people what you want them to do next 
(often referred to as a “call-to-action”). 
 
She also does video-within-video windows, to give the reader a better 
overview of what she’s actually doing. 
 

 
 
In fact, she doesn’t miss a single opportunity to (a) make her instruction 
easier for the viewer (b) naturally and organically encourage them to click 
through and buy or download her patterns. 
 

Her website itself is old-fashioned 
and not inspiring to navigate.  
There are no pictures or images 
on the first page, and if one were 
to surf in “cold”, it’s likely that one 
would surf right out again. 
 
When you have seen her videos, 
however, and gotten to “know” her 



through them as someone who makes knitting complex patterns look –and 
feel—easy, you are more inspired to buy from the website. 
 
Another action she takes that ensures continued popularity and 
engagement is that she interacts with those who comment and she 
answers questions. 
 

 
 
Answer one question and solve one source of frustration and you won’t be 
forgotten! 
 
You can optimize your videos for the Search Engines and make it Google-
friendly in a number of ways: 
 

• Share your link on multiple social networks 

• Use well-targeted keywords –if you are a local business make sure 
you include your brick-and-mortar location and/or town as a keyword, 
if you want to draw actual customers or clients to your door. 

• Use sharing buttons 

• Use sharing links within your videos 

 
You can even advertise. (More about that option shortly…) 
 
 
 
 
Spreading the Word and Sharing Your Video 



 
But what really makes your videos go viral, expanding your reach like never 
before is when people share the link. 
 
Like a snowball rolling down a hill, you can start it rolling yourself by: 
 

• Sharing your video link – with a thumbnail clip of your video – on your 
own social networks 

• Creating a Pinterest business account and adding “pins” of each 
video you upload to your video Pinboard – and sharing it from 
Pinterest 

• Sending a press release, if you can make it relevant, to publications 
and online directories 

• Always remembering to include the “call-to-action,” actually asking 
people to share your video 

But there’s one more action that Staci Perry took to vault herself from an 
unknown crafter to a full-time, lucrative business… 

… She advertised. 

 
Advertising on YouTube 
 
This is not to say you have to advertise.  Sometimes videos go viral and/or 
reach the right people without the slightest nudging. 
 
If your business is a start-up or you don’t yet have a mailing list, 
however, consider using YouTube advertising to fast-track your popularity 
and grow that list. (In fact, that’s what Staci Perry was doing by pointing out 
her link below each video and asking them to sign up.) 
 



 
 
You have more than one option for officially advertising on YouTube – you 
create the ads yourself and set daily limits, using Google AdWords. 
 

 
Of course, since this is YouTube, they walk you through the process via 
easy to view videos explaining: 
 

• Your pricing options 
• How to get started 
• How to sign up for AdWords 

 
And, of course, uploading your video is free. 
 



 
 
You decide who to share your video with and where to share it, so you 
don’t have to worry about paying for it to be seen by the wrong audience 
(something that often seems to happen with Facebook ads). 
 
And, of course, you can advertise on other social networks too. Those who 
allow it also usually also let you set your own modest daily budgets. 
 
And all provide statistics and data you can analyze and measure, to see: 
 

• If your campaign is working 

• How it can be “tweaked” to work even better 

 
  



Creating Your Video 
 
If you’ve never created a video before, YouTube does provide instructions 
and resources to help you. And if you’re advertising, you can download 
their handy “Video Playbook.” 
 

 
 
Before you worry about the mechanics of making your video, however, be 
aware that there are many types you can create: 
 

• Talking head videos, where you talk directly to the camera 

• Demo videos, where you demonstrate your product’s benefits and 
features 

• Process videos, where you give people an overview of, for example, 
your manufacturing process 

• Screen capture videos, where you literally share information from 
your computer  

• Dramatic videos, enacting something 

• Art videos, where you show people intangible things in an 
interpretative, symbolic way 

• Humorous videos, designed to make people laugh and entertain 
them (perhaps by showing what happens) 

• Location videos, where you show people how to find your store (and 
introduce them to what it looks like; and what they can expect to find 
inside) 



• Introduction videos, where you introduce your business and staff 
members 

 
And just about every other type of video you could think up!  Above all, you 
are telling a story.  And it’s one that is relevant to your viewers. 
 
Videos take advantage of the Storytellers’ Golden Rule:   
 

• Show – don’t tell! 
Just be very sure your campaign goals are clear, and that your video is part 
of your overall business plan. 
 

 
 
 
Ten Tips for Making Effective Videos 
 
It’s true that you don’t need fancy equipment (unless, of course, you’re 
actually selling video-making equipment!).  There are, however, several 
things it’s good to know, in order to shift your video from the “amateur” level 
to the “professional” level – without making your “story” feel any less real. 
 

1. Make sure you have good lighting.  You wouldn’t believe how 
many business owners speak with their faces entirely in shadow, or 
try to demonstrate things in poor lighting that makes small motions 
hard to see. 



2. Run a “screen test.”  Afterwards, analyze it to make certain you’re 
happy with the lighting, the sound quality, your background, etc. 

3. Remove all distracting elements from your background. 

4. Imagine a specific best customer, and speak directly to the camera 
as if you were speaking to that person. 

5. Remember to breathe. People often become nervous when making 
videos. Take a few good, deep breaths first. Not only will this relax 
you, but there’s less chance of “squeaky voice” syndrome.  (That’s 
when your throat tightens up and your voice sounds thin and reedy.) 

6. Don’t speak too fast. 

7. Don’t speak too slowly.  Watch your pacing! 

8. Write a script for your “movie.” For example, if you want to show 
people how to make a butterfly using Origami, plan out every step, so 
you’re not scrambling and back-tracking, or discovering you’ve lost a 
vital piece of red paper, right in the middle of your shoot. 

9. Consider using minimal effects, such as an introductory bar of music 
(the same every time) or fading in and out at consistent points.  While 
its true that overuse of effects weakens most videos, using the right 
ones can bring your video a deep cut above “home movies.” 

10. Upload several videos to keep viewers visiting – and upload 
regularly.  Plan these in advance, so you’ll know exactly how to 
space them out and promote them most effectively. And be sure to 
give people time to assimilate the last one before uploading the next 
– unless the next one is an installment they are waiting for, of 
course. 

In fact, when you’re starting out, short videos between one and two minutes 
are often more effective.  If you’re demonstrating, demonstrate only one 
single point or action.  Break your videos down into bite-sized pieces. 
Simplify, simplify, simplify! 



 

And avoid the following mistakes! 

 
Ten YouTube Mistakes You Don’t Want to Make 
 
Just as there are best practices on YouTube, so there are common 
mistakes that can seriously diminish the effectiveness of your videos.   
 
Let’s look at ten of the most common: 

1. Not integrating your YouTube videos into your overall business 
plan – and sales funnel.  (It’s all about cross-promotion, this decade.) 

2. Not remembering to use keywords and tags. Believe it or not, 
people do this all the time!  Or they choose keywords that have 
nothing to do with their main campaign keyword platter. 

3. Not using your “authentic voice.” People want to connect with the 
real You, the person behind the business.   

If they like you, they’ll finish watching your video.  It’s as simple as 
that.  No matter how perfect your delivery, if your personality – your 
“voice” doesn’t shine through, you won’t engage them 

4. Forgetting to be friendly. You might be presenting the driest 
statistics on the planet in your video, but that doesn’t mean you have 
to sound like a canned telephone voice program. Don’t preach, and 
don’t drone. DO be friendly and informal, speaking directly to the 
viewer.  (You’re “sharing,” remember?) 



5. Talking to the screen – not to the camera. Your web cam is usually 
perched up in the top right or left corner of your screen. Look at the 
lens and think of your favorite client:  Imagine you’re talking to her. 

6. Perfectionism. Believe it or not, when it comes to making 
connections with your customers, there’s such a thing as being too 
slick. (Just think of glossy, full color brochures from big companies… 
that you throw impatiently away, because “there’s nothing in them. 
They’re just ads.”) 

7. Too much background noise. Shut doors and windows before 
making your video. Make sure your mobile is turned off, and take 
your landline off the hook. 

In addition, make sure you have editing software that allows you to 
remove background noises. 

8. Not optimizing your videos for the search engines.  Too many 
people ignore or aren’t aware of all the opportunities YouTube gives 
you to do this 

9. Only posting one or two videos.  Video series with the same Title 
and Part One, Part Two, etc. are always well-received, as are 
multiple videos on one topic or subject. 

But by far the most damaging type of YouTube mistake is one, fortunately, 
that you can easily correct… 

10. Never getting around to uploading a video at all 

Remember, you don’t need fancy equipment or special effects. If you are 
just starting out, you can even use an iPhone. You don’t need soundtracks.  
You don’t need a huge budget. 

You just need to get out there and start uploading those videos for your 
business! 


