
 

You Must Use Videos For SEO And To Promote Your Website 
 

Truth be told, videos aren’t just for entertainment anymore. And while you most likely already 
know that there’s more to video content than pure entertainment, it’s hard to determine just 
how producing your own video can lead to conversions and transactions for your company.  

Different types of videos should be used in your video content strategy, and for good reasons. 
A new prospect won’t necessarily react the same way as an established customer would when 
viewing the same video.  

Thus, it’s important to branch out in the video content world and start creating quality videos 
that will generate leads and drive conversions! 

Product Videos 

Sell your product! You can generate hundreds, if not thousands, of potential new leads by 
creating product videos that explain and show off what you’re selling. Beware of videos that 
are too long though, and make sure to create short videos that feature the main benefits of 
the product. 

For example, for a stun gun, instead of just posting photos, add a video firing the stun gun and 
turning on the flashlight. Be really creative and make a ‘stun gun fighting video.’ Make a video 
showing how easy it is to set up a hidden camera. 

How-To Videos 

It’s a guarantee that there are people trying to solve a problem with your products. It’s your 
job as a caring professional to help your customers out and show them how they can solve 
their problem with your products.  

There are two types of how-to videos: ones that help solve a problem with your specific 
product and ones that are basic how-to videos that don’t sell your product (such as charging a 
stun gun). Both types of videos will become excellent lead generators for new customers 
(those who watched the basic how to video) and new ones (those who were happy they could 
solve a problem using your help).  

Videos appear in 52% of Google keyword searches and 82% of them are from YouTube, so 
remember to optimize your video with keywords for SEO. Write detailed descriptions about 
your video, add your website URL and add transcripts of your voiceover (if you did one).  



Who are you listening to? ??? 
It's a fine sunny day in the forest, and a rabbit is 
sitting outside his burrow, tapping away on his 
typewriter. Along comes a fox, who is out for a stroll.  

The Fox asks the rabbit: "What are you working on?"  

Rabbit replies - "My thesis."  

The Fox is interested. "Hmmm. What's it about?" The 
rabbit, not looking up says – "Oh, I'm writing about 
how rabbits eat foxes." The Fox is insulted - "That's 
ridiculous! Any fool knows that rabbits don't eat 
foxes. It’s the other way around!"  

Rabbit answers calmly -"Sure they do, and I can prove it. Come with me." They both disappear into 
the rabbit's hole. After a few minutes, the rabbit returns alone to his typewriter and continues typing. 
Soon, a wolf comes along and stops to watch the rabbit who is working very hard indeed.  

The Wolf asks - "What's that you're writing?" to which Rabbit replies - "I'm doing a thesis on how 
rabbits eat wolves." The Wolf laughs loudly. "You don't expect to get such rubbish published, do you? 
Everyone knows that wolves eat rabbits."  

The Rabbit stops typing again. "No problem. Come with me. Do you want to see why?" The rabbit and 
the wolf go into the hole, and again the rabbit returns by himself, and goes back to typing.  

Inside the rabbit's hole, in one corner, there is a pile of fox bones. In another corner, a pile of the 
wolf’s bones. And on the other side of the room, there a huge lion smiling and picking his teeth. The 
moral is that it doesn't matter what you choose for a thesis subject or topic. It doesn't even matter 
what you use for data. What does matter is who you have for a thesis advisor/teacher. 

So my question is this – Who are you listening to?  

If your online business is something you want to succeed long term, is your advice coming from 
someone who is in your field and has mastered it, or from someone who talks the talk but hasn’t got 
very far? What you need is someone who has been there, done that, been through all the obstacles 
and is listening to what the current market is saying and is being creative and resourceful with it.  

If you don’t have the right teacher, or should I say, if you’re listening to the wrong one, it won’t 
matter what you do – you won’t get far because you are operating on flawed advice. 

Sometimes, and this is silly but true, our experts can be our partners, our kids and our friends who 
want the absolute best for us but may not fully understand what we are trying to do.  

When you start a business and even as you grow it, it’s always good, usually absolutely necessary, to 
have a mentor.  Avoid making mistakes that could easily be avoided by asking the right person. 

Just make sure the person you listen to knows what they are talking about. What you need is a person 
who has done what you are trying to do and is willing to share his/her experience with you. Don’t go 
down the rabbit hole! 



How To Correctly Figure Your Profit 
Many people want to wholesale the products but do not know the 
secret for computing their profit in the sale price. In other words 
how to figure out what they should be selling to retailers for. 

I’ve mentioned in the past that a standard markup for wholesaling a 
product is 25-30% (depending on the product) and you want to 
make sure a retailer can make at least 40%. This has confused 
some distributors because they do not know how to figure a 
percentage markup. 

The common way of doing it is to take the cost of the product and add 30%.  Most do this by 
multiplying the cost by 1.30.  If the cost is $5, then they would multiply 5 X 1.30 and get a wholesale 
cost of $6.50. They now think that every time they sell that product for $6.50, they are making a 
30% profit.   

Not true! 

If you work this backwards, you can see it’s not a 30% profit. Multiply 6.50 X 30% and you get 
$1.95. Subtract 1.95 from 6.50 and you get $4.55 which is 45 cents below your cost of $5.00. Or, 
just multiply 6.5 X .70 and you get $4.55. 

There is a simple formula for figuring this out. 

If your cost for a product is $5.00 and you want to sell it at a 30% markup. You subtract the .30 
from 1.00 and get .70. You then divide the $5.00 by .70 and get $7.15. You can test this by 
subtracting 30% from $7.15 which is $2.15 and you get $5.00. Or, multiply 7.05 X .70. 

$7.15 X 30% = $2.15 then $7.15 – $2.15 = $5.00 or simpler $7.15 X .70 = $5.00 

If you are selling the product at $7.15 and the retailer wants to make 40%, then he would divide 
$7.15 by .60 (1.00 – .40 = .60). That means the retailer would sell the product for $11.92. To prove 
the accuracy of this, subtract 40% from $11.92 which is $4.77 and you get $7.15. 

$11.92 X 40% = $4.77; then $11.92 – $4.77 = $7.15 or simpler, $11.92 X .60 = $7.15 

I know that’s a lot of numbers and I don’t want to confuse you, so use the formulas below to make it 
easier to compute percentage markup. These are used with the starting costs — yours or the retailer 
you are selling to. 

For a 15% profit, divide the cost price by 0.85 

For a 20% profit, divide the cost price by 0.8 

For a 25% profit, divide the cost price by 0.75 

For a 30% profit, divide the cost price by 0.7 

For a 40% profit, divide the cost price by 0.6 

For a 50% profit, divide the cost price by 0.5 

This will come in real handy when figuring out what to sell the pepper spray displays for. 

https://www.safetytechnology.org/pepper-spray-displays/


Building a Facebook Business Page? 
15 Things You MUST Know to Get REAL Results 

If you want an engaging Facebook business page, here’s what you need to know: 

1: Don’t confuse business pages with personal profiles.  

If you create a personal profile for your brand instead of a Facebook Business 
Page, you’re going to miss out on content creation tools, analytics and paid 
promotional opportunities.  

Worse yet, people will have to send you a friend request before they can engage 
with you. 

2: Don’t create a ‘professional profile’ associated with your business.  

Let’s say you have a personal profile on Facebook and you want a second profile 
for professional reasons. This goes against Facebook’s terms of service and could 
get you in trouble.  

3: Choose a friendly, engaging cover photo.  

This cover photo takes up most of the room above the fold on your Page, so you’ll 
want a high-quality image that attracts and holds your visitors’ attention.  

You might consider hiring a professional to create this image for you.  

Keep words in the image brief and to the point.  

Faces work well at holding attention, and bright colors are good, too. 

4: Use a profile picture that’s easy to recognize.  

It could be your logo or your headshot if you’re the face of your company.  

Being recognizable is important to getting found and liked, so choose your 
picture carefully and then use it consistently.  

5: Fill out your ‘About’ section.  

This isn’t visible anymore when visitors arrive on your page, yet it’s still one 
of the most clicked-on items when they want more information about your business.  

Put in your general description, company information, your story or whatever fits 
for your business. 

6: Add a call-to-action button.  

This is a great way to drive traffic to your website and build your list. Your 
call-to-action button might be to have visitors watch a video, sign up to your 
list and so forth. 

7: Post often, but not too often.  

If you don’t post for months at a time, then your business does not look 
professional. Heck, you don’t even appear to be in business anymore.  

But if you post non-stop, you’ll likely annoy people.  

 



 

It’s a matter of finding that happy medium, and that can vary from one business 
to another. 

8: If you have the time to respond, then let fans message you privately.  

It’s an awesome idea to let your customers and fans send you private messages – 
this can result in better customer service, fewer complaints made publicly and 
even more sales.  

However, if you don’t have time to respond to these private messages then it 
might be best not to enable private messaging. 

9: Monitor your page and respond to comments promptly.  

You can monitor and respond to comments using the ‘notifications’ tab at the top 
of the page. 

10: Pin important posts to the top of the page.  

As you post, older posts get pushed down and buried. But there are times when you 
want a post to remain at the top, even after you’ve published new posts.  

You can pin one post at a time and use these to promote events, offers and 
announcements. 

11: Post visual content in your Timeline.  

Photos and videos are up to 40 times more likely to get shared on social media, 
so take advantage of this fact and share lots of visual content. 

12: Consider using live video.  

People typically spend more than three times more time watching a Facebook Live 
video than they do a recorded video. 

13: Use Facebook’s targeting tools.  

You can target certain audiences with tailor-made updates. Segment by age, 
gender, relationship, location and so forth, and then send highly targeted 
messages to those groups for a greater response.  

14: Promote your page. A lot.  

Create an ad to promote your page, choose your target audience and choose your 
budget. Make sure your ad is directly targeted to your ideal customer and test. 

15: Measure your success.  

Dig into your page’s insights to track Facebook-specific engagement metrics. 
Analyze and adjust as needed 

 

For more information on creating a Facebook Page, please visit 
https://www.facebook.com/business/products/pages 

https://www.facebook.com/business/products/pages


Welcome
We’re excited to showcase our New Authorized Dealers  

that joined our team in July!
Kwame Mcphaul
Jose Jaramillo
Ej Lewandowski
Kevin Owens
Hursel Milbourne
Tom  Mcdonald
Robert Leonard
Sheila Molles
Darwin Blankenship
Sandra Engh
Jason Solomon
Francis Maguire
Wilfred Pearce
Derrick Dunham
Itzela Chambers
Mary Mitchell
Chasse Labrie
Katie Keene

Gil Gordon
Steve Nutter
Paula  Ford
Michelle Shane
Troy Grieco
Taylor Blake
Wendy Hall
Chris Mack
Gene Howard
Brad .
Lyle Cherner
Wayne Young
Mahmoud Elwawi
Sheila Bartlebaugh
Nakesha Williams
Kevin Rosario
Peter Coulis
Terry Jensen

Dan Cowan
David Imada
Tracy Bumgarner
Christopher Dodge
Kazi Islam
Ryan Ford
Alex Casiano
Ryan Mckinney
John Vidimos
Neal Goren
Charles Murphy
Kevin Ritchie
Michael Carneal
Ash  Townsend
Michelle Loudin
Jose Vergara
Harpreet Sethi
Vic Biancardi

John Magusin
David Adams
Ernest Holmes
Marsha Smith
Mark Tucker
Erin Urusko
Eliazar Subealdea
Yvenson Charlot
Mason Domino
Juan Foster
John Kilroy
Howard Karloff
Leah Stewart
Mujafet Osmani
Edward Pettigrew
Marcus Vail
Angela Brown
John Alexander

Cheryl Crapps
Cameron Conn
Rick Parker
Charles Feemster
Bernard Gordon
Michael Lummis
Chris Slogocki
Chavie Taub
John Solveson
Khalil Porter
Cami Downey
Raj Kalra
Jack Kelly
Ross Mcghie
Angela Purvis
Ronald Kearn
John Coleman

The 1200 Lumens LED Zoomable Flashlight is all the 
flashlight you will need, right in your hand!

Twelve hundred lumens of blinding intensity, easily 
zoomable to pinpoint the beam where you need it! At 
50 feet this flashlight can zoom from a 30 feet beam 
down to a 6 feet beam. 

New innovative lens simply extends to narrow the 
blaze of light over 1,500 feet! It has a blinding strobe 
setting for defense-disorientation and an SOS setting 
signaling.

Made of high quality aircraft grade aluminum strong 
enough to be used as a self-defense baton.

It measures 5 3/8” x 1 3/8” and includes one 18650 
Lithium rechargeable battery, battery charger, and 
wrist strap.

SKU: ST-SDFLASH-MD
Retails for: $20.95
Your Cost: $10.75

Your PROFIT: $10.20

This Month's Featured Safety Technology Product! 
1200 Lumens LED Zoomable Flashlight



Free shipping is an increasingly-
popular option for online shop-
ping, where customers do not 
have to pay an additional shipping 
charge. Free shipping is attrac-
tive to customers who appreciate 
simple pricing structures, which in 
turn makes it a potential competi-
tive advantage for online business-
es.

Why offer free shipping?

Shipping options play a pivotal role 
in an online shopper's decision of 
where to spend their hard-earned 
dollars:

By providing numerous shipping 
options, an online retailer can capi-
talize on the booming ecommerce 
experience to generate revenue 
streams through increased sales.

Free shipping entices customers to 
purchase by wrapping all costs into 
the price of each item.

Shopping carts are often aban-
doned at the checkout when cus-
tomers are dissuaded by an addi-
tional shipping charge. Maintaining 
a steady cost from product page 
to checkout increases a customer's 
likelihood on following through 
with the purchase.

How to pay for free shipping

Someone has to pay for the cost 
of delivering goods to consumers. 
The ultimate challenge for online 
businesses is how to affordably 
offer free shipping and balance the 
expense? 

Factor shipping 
into operation 
and pricing: 
understand ship-
ping costs from 
the moment you 
receive inventory 
and include it in 
financial models.

Market free ship-
ping: Customers 
love free ship-
ping, but they 
need to be made 
well aware that 
it's a distinguishing perk. Mention 
free shipping or on every major 
page that gets customer visits, and 
be sure to include it on product 
pages.
 
Focus on up-sells and cross-sells: 
Shipping gets more efficient as 
items are added. When merchants 
incur the cost, it makes up-sells 
and cross-sells a margin-mover. 

Online businesses can also reduce 
overhead through established re-
lationships with shipping vendors. 
Free shipping is also a long-term 
play: taking a short-term loss can 
be a smart sacrifice with a big-time 
payoff down the road if the policy 
generates loyal customers and 
brand advocates.

Different ways to offer free  
shipping

Free shipping can be an effective 
marketing tool that aims to ben-
efit both the consumer and the 
retailer. There are many ingenious 
ways to generate revenue and 

keep consumers returning to a 
particular online store. The major-
ity of businesses choose to offer 
free shipping in conjunction with 
additional delivery options such 
as overnight express delivery at a 
cost to the consumer. Additionally, 
the delivery campaigns below offer 
ways to increase sales:

Orders over a specific dollar 
amount: Many savvy shoppers will 
add additional items to their shop-
ping cart to receive something for 
free, especially delivery
Buy two or more items: Up-sell 
through the use of a free shipping 
campaign.

A pre-determined time period: 
Offering free shipping during a spe-
cific time frame is ideal for increas-
ing sales during slow periods — or 
offers further incentive during 
highly-competitive seasons.

Why offer free shipping?  
How to turn a profit from this popular perk
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Advanced SEO Club - Regular Step-By-Step TRAINING WEBINARs to show you how to generate HIGHLY TARGETED Traffic 
that produces more sales by sharing the newest cutting edge techniques. Monthly Q & A Call to answer all your ques-
tions. FREE links EVERY MONTH to help with rankings in the search engines. And even more! Visit https://gunas.com/SEO 
for more details.

Facebook Fan Page Done-For-You - With the changes in how websites are ranked, its imperative that you use high au-
thority sites to link to your website. One of the best authority sites is Facebook. What you need are Facebook Fan Pages. 
Not just one for your business, but many of them. Each set up for different relevant keyword phrases. Learn More here: 
https://gunas.com/facebookpagedoneforyou.html

Social Signals - Social Signals have emerged as the new SEO and have never been more important than they are today.
Some of the most popular online websites have something in common today − they all have Social Signals. Learn More
here: https://gunas.com/social_signals.html

Ramp Up Your Business With These Safety Technology Resources...

The efficiency of the order/shipping department is a wonder to behold. As you may know, this is not always the case with vendors, especially 
those who drop ship. This helps me with quick accurate shipments which makes me look good to my customers.

Gene Brenner
February 16, 2017

Dealer Speak

Trivia
1. Brazil was once a colony of which European country? 

2. Cynophobia is the fear of what kind of animal?

3. Who painted the famous Dutch Golden age painting "The Night Watch"?

4. Orson Welles provided the voice for which Transformer in "The Transformers: The Movie" released in 

1986?

5. How many US states border the Pacific Ocean?

6. What is the name of Washington Iriving's 1819 short story about a man that fell asleep in the woods for 20 

years?

7. Which musician is often called the fifth Beatle?

8. The companies HP, Microsoft and Apple were all started in a what?

1. Portugal, 2. Dogs; 3. Rembrandt;  4. Unicron; 5.Five states: California, Oregon, Washington, Alaska and Hawaii; 6. Rip Van Winkle; 7. Pete Best;  
8. Garage
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