
  

 

7 Mistakes That Are Killing Your 

Business Blog 

You spent the time and money to add a blog to your business website. 

You're a performance-oriented business owner, and your website 

analytics tell you that traffic, click-through rates, and sales haven't 

budged. So what went wrong? 

Before we answer that question, let's make one important assumption: 

your writing must be better than merely acceptable. Good writing is 

partly a matter of taste, but truly good writing stands out. Readers 

recognize it almost immediately. If you'd rather shave your head with a 



cheese grater than listen to one of your own blog posts read aloud, 

chances are your readers feel the same way. 

You need to get past the "good writing" hurdle. There are people who 

can write. Find them—even if you have to outsource to a professional 

ghostwriter. They'll bring your ideas to life with a level of talent you'll 

recognize the moment you read their work. 

With that honesty check out of the way, let's examine seven mistakes 

that could be sabotaging the performance of your business blog. 

1. You think your business blog is an 

advertising brochure. 

It isn't. Once your website is up and running, treating your blog as free 

advertising is one of the quickest ways to bore your readers. Even 

excellent copywriting is still copywriting, and people recognize a sales 

pitch when they see one. 

A better mindset is to view your blog as a service to your audience. 

Educate them. Answer their questions. Solve their problems. Build trust. 

Subtle promotion has its place, but if every article revolves around your 

products or services, readers won't stay around long enough to become 

customers. 

2. You're writing for search engines instead 

of people. 

Yes, search engine optimization (SEO) matters. Fresh, relevant content 

still helps search engines discover and rank your website. But today's 

search engines have become remarkably good at recognizing genuinely 

useful content. Stuffing articles with keywords, repeating phrases 

unnaturally, or writing primarily to satisfy an algorithm usually 

backfires. Search engines reward pages that answer real questions 

clearly and thoroughly. 



Write naturally, put your readers first, and let SEO support good 

writing—not replace it. 

3. You don't publish consistently. 

Now it's time to think about search engines. A business blog that sits idle 

for months sends the wrong message to both readers and search engines. 

Regular publication demonstrates that your business is active, engaged, 

and producing fresh information. Just as importantly, your readers begin 

to expect new material. Consistency builds loyalty, while long periods of 

silence encourage visitors to look elsewhere. 

4. Your blog is an ego trip. 

Every visitor silently asks the same question before reading an article: 

"What's in it for me?" If your answer is your company's history, your 

personal accomplishments, or endless self-promotion, readers will 

quickly decide there's nothing of value for them. 

Your business blog should add value to your website with timely, 

interesting, and practical information. Focus on your reader's needs 

rather than your own, and you'll earn something far more valuable than 

attention—you'll earn credibility. 

5. You love jargon, acronyms, and industry 

buzzwords. 

If your blog is packed with technical language and insider terminology, 

you're limiting your audience to people who already understand your 

field—many of whom may never become customers. Yes, you want to 

demonstrate expertise, but expertise doesn't require complicated 

language. In fact, the true expert usually explains difficult concepts in 

ways that anyone can understand. 



Albert Einstein is often credited with saying, "Everything should be 

made as simple as possible, but not simpler." That's excellent blogging 

advice. 

6. Your blog lacks clear goals. 

A blog without a purpose is little more than an online bulletin board. 

Your original business plan probably included goals, target markets, and 

strategies. Your blog should support those same objectives by helping 

you: 

• Increase customer engagement 

• Establish your expertise 

• Generate qualified website traffic 

• Encourage repeat visitors 

• Build trust in your products or services 

When your blog aligns with your business goals, it becomes a valuable 

marketing asset. When it doesn't, it's simply taking up server space. 

7. You're not measuring success. 

No goal is worthwhile unless you have a way to measure it. Modern 

website analytics make it easier than ever to determine whether your 

blog is actually accomplishing what you intended. Ask yourself 

questions such as: 

• Has my blog increased overall website traffic? 

• Which articles attract the most readers? 

• How long are visitors staying on each article? 

• Are readers subscribing to my newsletter or following my business? 

• Are blog readers contacting me through my website? 



• Which articles lead visitors to my products or services? 

• Is my blog generating qualified leads or actual sales? 

The answers to those questions tell you far more than simply counting 

page views. 

The Takeaway 

A successful business blog isn't an expense—it's a long-term investment. 

One well-written article can continue attracting readers, prospects, and 

customers for years after it's published. The businesses that get the 

greatest return from blogging are the ones that consistently educate, 

solve problems, and earn the trust of their audience. Do that well, and 

the traffic, inquiries, and sales often follow naturally. 

  

 


