
How to reveal the super loyal, 
avid fans most likely to scream 
and shout about your brand.

(The answer of course, is not 
your customers.)
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Is it possible to create a compelling 
digital marketing experience that your 
prospects will actually thank you for, 
even share with their friends?

The answer is yes!

And the solution is quite simple ...

anartfulscience.com (master view)
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Make it truly valuable!

Create your marketing geared around imparting 
knowledge.

Sharing a winning idea.

Solving a really nagging problem.

Changing someone’s day for the better ..

If you want to build something — anything — 
that will still be relevant and still be sharable 
and clickable and rankable, you have to focus on 
delivering something that deserves to be still be 
there at number one a year (even two or three years 
from now). 
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You know this of course.

You reward those rare companies who really wow 
you with valuable content with the very stuff that 
guarantees their currency and longevity: respect.

When you come across something special that 
knocks you off your feet, when you recognise a real 
bona fide authority, your respect for it as a resource 
doesn’t end there. 

Respect is the bedrock of trust a rare 
commodity these days.

With respect and trust in place, next comes a sense 
of obligation to share the treasure with others ..
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I know, it’s an ego thing: we want other people to ‘like’ 
us for sharing the really good stuff.

So if you already know it when you see it, why aren’t you 
going out of your way to profit from it?
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s e l l i n g  e x p e r i e n c e 

How I increased my website traffic by +218,450%  
(without paid ads). — True Story. 

t h i n k  o f  y o u r  h e r o e s 

The heroic new way to drive organic traffic to your 
website.   

 
p u l l i n g  b a c k  t h e  c u r ta i n s  o n  t h e 
w o r l d ’ s  m o s t  s u c c e s s f u l  o n l i n e 
b r a n d s 

How Elise Bauer generated $14M worth of organic 
traffic. (For $0!) 

 
s u p e r s ta r s  a r e n ’ t  b o r n ,  t h e y ’ r e 
f o r g e d  b y  t h e  l i g h t  o f  o t h e r 
s u p e r s ta r s 

How Jamie Oliver created uncontested market space 
in an overcrowed market – using plain old common 
sense. 
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w h at  i  l e a r n e d  f r o m  20 y e a r s  o f 
c o n t e n t  m a r k e t i n g 

Scaling up for maximum impact using “The Golden 
Sequence”.  

 
s ay  g o o d b y e  t o  w r i t e r ’ s  b l o c k  

3 steps that turn you and your online brand into a 
levitating, industry-defining Yoda.  

 
s t e p  1 .  p r e pa r e  f o r  i n f l u e n c e r 
g r e at n e s s 

How to identify the most insightful high ranking 
posts written by influential people in your niche.  

 
s t e p  2 .  l ay  t h e  g r o u n d w o r k  t o 
“ s p r e a d  t h e  w o r d ” 

How to reveal “The Secret Pocket Of People” most 
likely scream and shout about your brand. (The 
answer of course, is not your customers.) 
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s t e p  3 .  i n f l u e n c e  y o u r  i n f l u e n c e r s 

How to transform your blog into a stunningly 
engaging, eminently shareable, page 1 promotional 
feast. 

 
t y p o g r a p h y  f i r s t 

Powerful ways to make your website more readable, 
usable, shareable & loveable. 

 
m a s t e r  t h e  20 h i d d e n  s u b t l e t i e s 

Search engines love it. Readers love it. As a result, 
your website will become more profitable. 

 
r e a d e r  p e r s o n a s 

Gain insights into your customer’s expectations. 
Know not just what content they like, but how to 
leverage those reading preferences too.
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t h e  f i v e  d i m e n s i o n s 

Let it change hearts and minds.

 
r e v o l u t i o n i s e  y o u r  way  o u t  o f 
r e c e s s i o n 

What you can learn from the cereal wars of The 
Great Depression.

 
“ t h e  c a t c h ” 

There’s always a catch. If no one is talking about 
you, or linking to you, Google won’t bite either. 

 
w h at  t o  d o  i f  y o u  d o n ’ t  wa n t  t o 
s e e m  p u s h y 

The right way and the wrong way to promote your 
content. Break through the messaging blind spots 
and reach your intended targets.
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h e  w h o  d e f e n d s  e v e r y t h i n g , 
d e f e n d s  n o t h i n g 

If you feel the difference, so does your audience.
Ignore this basic human instinct at your own risk. 

 
i  b e l i e v e  g r e at  m a r k e t i n g  i s  l i k e  a 
g r e at  m o v i e … 

Just for those that don’t know me. 

 
s ta n d i n g  o n  t h e  s h o u l d e r s  o f 
g i a n t s 

Acknowledgments. Rafael Araujo & Stuart Shaw.

 
t h e  e n d 

What if that’s where your brand story ‘really’ begins?
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“Selling Experience”
How I increased my website traffic by  

+218,450% (without paid ads).
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Back in November 2014, with 
a burgeoning client list for 
my web design skills, I had a 
kind of revelation: 

I was designing an aesthetic experience first, when 
first and foremost I should all along be designing a 
reading experience.

So I literally stopped designing anything. 

Period. 

I bought every book worth its salt on content 
marketing, copywriting and typography. 

Watched countless gurus. Attended courses. Drilled 
down to the essence of modern readability.
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And I’m talking years of relentless study, way beyond 
the 10,000 accepted Jedi making hours Gladwell 
propounds.
 
And then I decided to test my Typography First, 
Design Second theory out on my fellow designers, 
who quite naturally might be a little sceptical (if 
curious) of my conversion to type.

But with a difference: 

I wanted to also test the idea (and with 
it the profitability) of Selling Experience. 

https://bit.ly/3FyT8Ua
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EXPERIENCE
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See, part of my shift into words over imagery was 
the nascent emergence of rich, long-form, expert 
content being put out there by people in many 
different businesses and fields. 

The idea is simple: 

If you’re a master of something —
anything — the more detailed the 
information you share about it, the 
more people will respect, engage, link 
back to, share — and, ultimately buy — 
what you do. 
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Fig 1 
TRAFFIC 
SOURCE

Traffic report from 
Facebook, Direct, 
For Web Dev, 
Twitter, Reddit.
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But you have to put that down in words (sure, 
backed up by nice graphics and video etc, but words 
first). 

And you have to make sure it’s bulletproof honey for 
“The Secret Pocket Of People” to link back to and 
share with their audiences.
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So instead of just putting a few paragraphs of info 
about my new fangled typography skills on my 
existing web design site, I decided to spin off all 
my ideas into one self-contained long-form, learn 
everything you need to know blockbuster of a 
section. 

But the question still remained. Could 
I sell my new expertise and experience 
organically? 

Would it get likes and shares and social chatter and 
backlinks and Google ranking — and following on 
from that, would it also lead to a new list of clients 
sold on my experience and sold on my experience to 
help them sell theirs?

https://bit.ly/3XuUnvF


Se l l i n g  E x p e r i e n c e

19 

Fingers crossed, I then 
put it out there ...
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Note. The average 
‘cost per click’ in 

Google or Facebook 
is anywhere between 

£2-5.

(Keep that cost in your head.)

New book coming soon. Join the 
waitlist to secure your copy.
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