Writing a Successful Business Article:  What to Put In, What to Leave Out
By:  Tara Schiro

There are many reasons for an entrepreneur to write articles:  advertise your business, gain instant credibility, position yourself as an expert in your field, connect with thousands of people, and ultimately, grow your clientele.  However, the benefits will only come if your article is a success.  Poorly written material is obvious even to the novice reader and will immediately deem the writer as inexperienced and unprofessional.  The “strings” of an article are easy to learn but don’t take them for granted.  Using them correctly or incorrectly can mean a huge difference in your bottom line.
What to Leave Out

Yourself!  The first rule of thumb is to leave you out of the direct picture.    There is nothing worse than a letter or article that reads like the “Me show:  Let me tell you about me, I can do this, I can do that, I am an expert in this, I have this many letters behind my name, I am giving a discount, blah, blah, blah.”  The reader wants to find themselves in your article.  If all you do is talk about your resume, the reader will say, ‘So, What?  Good for them that they are successful but what does this have to do with me?’  They will stop reading and buy from your competitor; the one who is interested in making the client’s life better and easier.
Your Direct Sales Pitch.  Have you ever gone to a trade show and noticed the different techniques of the sales people running the booths?  The clever ones let you take in their visual material before politely asking what it is that you are looking for.  The not-so-clever ones start their sales pitch before you even approach the booth and don’t come up for air until they’ve given you the entire tour of their company. They are so busy trying to sell themselves that they don’t stop to ask the simple question:  What is your need?  What are you looking for?  How can I help you?

What to Put In

The Reader!  It is crucial to establish an immediate connection with your reader if you want them to keep reading.  As you write, think about your audience and relate to them the same as if they were standing right in front of you.  Address them appropriately by acknowledging their presence.  It is considered a social faux-pa to walk up to a stranger and recite your résumé.  If you wouldn’t do it in person, don’t do it in writing.  Instead, address the concerns of your reader.  Talk to them about their needs.
Give Valuable Information.  Once you have established a rapport, then you can begin to educate the reader and show them what you know.  Most people read business related articles to gain some sort of knowledge.  You will have instant credibility when you can educate the reader about your field of expertise.  If appropriate to the topic, list current trends in the industry, reference other experts, gives examples from your own experiences, and be sure to use concrete language.  Abstract language is vague and will not cause the reader to pick up the phone and call you.

Create a Need, Fill the Need.  Set up your area of expertise up as a need.  The opening paragraph should resonate with the reader.  Create a situation where the reader will say, “Yes, I have that problem,” or, “Yes, I can relate to that.”   Once you identify the struggle, then in the next few paragraphs you can educate the reader about trends or pertinent information they may not be aware of.  In the next paragraph or two, you can fill the need.  Give the reader a valuable tool to walk away with; tell them how you are the solution to their problem. 
For more information, please visit Tara at www.WriteWithGrace.com

