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+  VALUABLE CONTENT = SECRET SAUCE
+ DON’T BE AFRAID
+ OFFERING A HELPING HAND
+ WHAT’S THE HARM IF I DON’T
+ HOW TO GIVE IT AWAY
+  “BUT THAT WOULDN’T WORK FOR ME”
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VA L U A B L E  C O N T E N T  =  Y O U R  S E C R E T  S A U C E 

+  In previous modules we’ve talked about the  
importance of providing valuable content

+  Valuable content in many ways can involve  
giving away some of your Secret Sauce Recipe

+  Provide value without asking for anything in  
return.

+  Why give away the secret sauce recipe?  
Remember you are in the business of solving  
problems. Your potential customer has a  
problem and your content may help solve it,  
at no cost to them. When they need more  
help, hopefully they will come to you and/or  
share their great experience with everyone they know.

+  Giving away the secret sauce is not a terribly new concept. McDonald’s 
ran a highly successful campaign where they encouraged customers to 
ask ANY question and they answered them publicly. As part of this they 
literally revealed their secret sauce for a Big Mac.

+  You don’t have to be McDonald’s to enjoy similar success.

DON’T  BE AFRAID 
+ Many businesses, especially those that rely on selling services and 

knowledge rather than goods, fear giving away their intellectual 
property.

+  Forgive the analogy, but businesses fear that if they give away 
their precious milk, their customers may not buy the cow. Further 
they worry their competitors will learn their secrets.

+  There are compelling reasons not to focus on these fears.
+  The competitors most likely know what you are doing already and 

your customers often do want to try before they buy. 
+  Think about it as tasting a wine sample before buying a whole 

bottle. You are not giving away the whole bottle, just a sample to 
entice potential prospects.
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OFFERING A HELP ING HAND 
+  Future prospects are not necessarily your current customers. They may 

not even be in the market for your products or services at this point in 
time. What they are looking for is some easy-to-find, relevant 
information to solve their immediate problem.

+  I have a blog which has SOME great marketing tips for small 
businesses. Maybe someone is planning on setting up a small business 
and they need some initial marketing tips. They may not have the 
marketing dollars they need to engage a marketing expert or not ready 
to sign-up to this course.

+  They come across this blog and glean enough tips to get started. If a 
few months down the track they do want to hire a marketing specialist 
they may recall where they found some useful free information and 
come calling, they might sign up for this course.

+  Sure they may not call either, but what have I lost in the process? Not 
much, just the time and effort to compile and sharing my ideas.

+  At the end of the day customers know they are getting a taster only for 
free, not the whole wine bottle. 

+  But who will they get to know and TRUST more, the organisation that 
gave them some secret sauce or the one that didn’t

WHAT’S  THE HARM IF  I  DON’T? 

+  If you don’t give away valuable content, you are already behind 

the eight ball. 
+  These days customers don’t just WANT content for free, they 

EXPECT it.
+  Smart companies have been doing it for a while and already set 

the benchmark.
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HOW TO GIVE IT  AWAY 

+ When it comes to giving away the secret sauce, it does have to 

come from a good place. 
+ What I mean by this is that you have to authentic and well 

meaning. 
+  You are giving away something and should be expecting 

nothing in return. 
+ Any benefits you receive should be a bonus. 
+  There shouldn’t be any catches, or obligations.
+  You should not be using free content to soften up prospects 

for an aggressive sales pitch.
+  If you are someone who genuinely likes to help people, solve 

problems and share knowledge you already have a head-start.
+ As we spoke about in the CONNECT module though they are 

great as lead magnets to collect email addresses or contact 
details for future marketing efforts. 

WAYS TO GIVE IT  AWAY 

+  Start a blog, focused on your business and industry
+ Have free downloads and templates available on your website
+  Include free tips and insights in a newsletter or e-newsletter
+ Create instructional videos and upload them to Youtube
+  Include summaries or short tips and links to any of your online 

content on your social media pages and website
+  Print out hard copy flyers or brochures with tips and display 

them in your shop.
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“BUT THAT WOULDN’T  WORK FOR ME” 




"That sounds fine for you, but it wouldn’t work for my business”
+  Some organisations may find it easier than others to come up with 

secret sauce ideas.
+  However any business or industry should be able to identify valuable 

content they can share, it just may take some lateral thinking.

+  Here are just a few ideas:
+  Hairdresser – how to do our perfect blowdry
+  Plumber – how to clean out your drains
+  Real estate – how to present your property for sale
+  Recruitment company – how do create the perfect Resume
+  Accountant – here is a free spreadsheet template to download and 

track your business budget.

+  VALUABLE CONTENT = SECRET SAUCE
+ DON’T BE AFRAID
+ OFFERING A HELPING HAND
+ WHAT’S THE HARM IF I DON’T
+ HOW TO GIVE IT AWAY
+  “BUT THAT WOULDN’T WORK FOR ME”
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