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Why Listen To Me?



● Bachelor’s of Science in Digital Filmmaking & Video Production
● Started my career in 2010 in the television industry as a production assistant then as a post production data 

manager and video editor with studios such as NBC/Universal, Telemundo, AMC, & LATV
● Had a short stint working in the Hollywood film industry as a camera operator and post-production
● Made the move into temporary contracted corporate gigs by producing and editing video content for various 

Silicon Valley startups and helped established companies with lower level multimedia logistics including 
Facebook, Yahoo!, Safeway.com, and more

● Managed social media, did photography, copywriting, & sales for a high ticket fine wine broker in Mountain 
View CA, which hosted exclusive wine events for surrounding tech giants including Google, Oracle, and more

● Came back to Southern California to produce video ads at a now-defunct marketing content production 
house; specialized in producing digital video ads for a wide variety of companies ranging from clothing to 
CBD supplements

● Was contracted by OmniPrint to produce freelance multimedia content in 2015; was officially hired in 2018
● Focused on the higher-level aspects of marketing and advertising, studying and learning while working at 

OmniPrint
● 2019: promoted to Director of Digital Marketing
● 2020: I have produced over 500 video ads for various companies including OmniPrint that helped produce 

over $50 Million in revenue sourced directly from ads

Serg Ramirez
Director of Digital Marketing

at
OmniPrint International
sergio@omniprintonline.com



Why Be A “Digital Ninja”?



Characteristics of a Shinobi & Kunoichi
● Shinobi (male) & Kunoichi (female) are 

practitioners of the art of Ninjutsu
● Mainly noted for their remarkable level of 

stealth executed with impeccable strategy
● Exhibit boundless techniques of 

non-detection, avoidance, and misdirection 
while focusing on their targets

● Invested great dedication in perfecting 
their craft to become among the most 
dangerous warriors in history



Stealth & Tactical Strategy Is Key!



1. You need to generate digital traffic.
2. That traffic must be converted into revenue.

3. #1 & #2 are no simple tasks! People just 
aren’t as gullible with sales as they used to.



People Aren’t As Gullible As They Used To Be
● People recognize sales patterns and know 

their way around them.
● Attention spans are at an all time low. 
● Your potential buyers are targeted by tons 

of other advertisers throughout the day 
everywhere they look.

● This pandemic has affected how people buy, 
transformed their lifestyles, and who they 
trust to buy from.

● You aren’t the only DTG printer.  



Stealth & Tactical Strategy Is Key!



What’s Your Product/Service?
● Establish what you will be focusing on with 

your DTG printer & equipment!
● Custom Printing Service?
● Digital Print On-Demand Fulfillment?
● Clothing Brand Startup?
● Youth & School Sports Apparel?
● Novelty & Souvenir Apparel?
● Monthly Loot Box?
● HOW WILL YOU BE MAKING 

YOUR MONEY?



Know Your Customer!
● Establish who your potential customers are 

for your product/service (consumer, b2b, 
education, etc)

● Identify additional industries and niches 
you can target directly with your 
product/service

● Where do these ideal customers live?
● What does your ideal customer like to see?
● Get inspiration from companies that are 

similar to what you are getting into!



What Is Your Offer & Call To Action?
● What is your core offer? What will you offer 

in addition to your core offer?
● What’s your pricing going to be?
● What is your main Call To Action or how 

will you be presenting your core offer to 
your potential buyers?

● For each piece of marketing content, 
determine what the end goal is: are you 
looking to expand your following or are you 
looking to stimulate e-commerce sales?



Every Customer Is Sent On A Journey





Websites



Bad Examples



Bad Examples



Bad Examples





Professional Domain & Email
● Your business won’t be taken as seriously 

with a domain that ends in “.wix.com” or 
“.squarespace.com”

● Invest in a simple web domain name that’s 
short, catchy, and somewhat explains your 
business (ex: dtgprintinc.com)

● Get an email with your domain to appear 
professional as opposed to an regular 
@gmail.com or @hotmail.com



Tools: Website Builders & Domain Hosts
● Wurk.net - Specifically developed for print 

shops and OmniPrint DTG technology, 
optimizes your entire print business

● SquareSpace - Simple drag & drop using 
premade templates

● Wix.com - Simple drag & drop using 
premade templates

● GoogleMyBusiness - Simple Customizing
● WordPress - Arguably one of the most 

powerful, customizable web platforms



Clear Location & Contact Info
● How do you expect customers to work with 

you if there’s no simple way to see or 
retrieve contact info or an address?

● Add your phone number and/or email 
address to all headers on each of your 
website’s pages

● Add your complete business address to all 
footers on each of your website’s pages

● Add a “Contact Us” page that shows all info 
needed for contacting or visiting



Easy Pricing or Quote Request
● Pricing is arguably the #1 most important 

aspect of all print businesses, especially 
DTG print businesses

● It’s vital that you make it as easy as 
possible to either understand your pricing 
structure or easy to request a quote via a 
contact form

● If one site has pricing and yours doesn’t, 
the site with pricing will win the customer

● Many visitors will hesitate on quote forms 
with no pricing matrix



Social Proof & Multimedia
● Social Proof is the idea that consumers will 

adapt the behavior according to what 
others are doing

● By featuring reviews from customers, 
photo/video examples of your work, and 
social media posts featuring prints you’ve 
done; this will empower and encourage the 
buyer to move forward with your business 
based on the past experiences of others

● Digital word of mouth is a powerful ally



FREE Stock Multimedia Resources
● Pixabay: FREE stock images and videos
● Unsplash: FREE amazing photographs by up 

and coming photographers
● PNGTree: Millions of high quality PNGs & 

vectors available with FREE limited 
downloads (also great for DTG)

● EndlessIcons: Tons of FREE icon files for use 
with your website or marketing material

● Giphy: A massive library of animated gifs 
great for use with email and social media



What NOT To Do With Your Website
● DON’T have music or a video with audio 

play automatically with no clear way of 
stopping it

● DON’T run 3rd party ads which can target 
for irrelevant content or ads by your direct 
competitors (You don’t need ad revenue! 
Web hosting isn’t expensive anymore!)

● DON’T feature copyrighted images of any 
kind, especially on t-shirt designs

● AVOID “Enter Site” pages! Don’t put up a 
wall for all visitors to get past!



Email Marketing





The Goal:
Avoid the spam folder!



Eye-Catching Subject Line
● Don’t underestimate the power of emojis 

and how they can help humanize your email 
subjects versus the daily mundane ad 
emails

● Implement personal email elements such as 
“ATTN:...”, “FWD:...”, or “RE:...”

● Include personalized subject lines that 
automatically includes the name of the 
recipient. This alone increases open rates 
as much as 42%



1-On-1 Conversational Tone
● The point is to distinguish your email from 

the rest of the spammy ad emails. 
Humanize your email!

● Instead of talking like a commercial for a 
new burger from Carl’s, talk like you’re a 
friend that tried this new Carl’s burger and 
now you’re recommending it to your friends

● Make it casual but don’t be too 
unprofessional. You’re still going to sell 
them on something!



Top Takeaway
● Each of your emails should all have a take 

away for your readers
● No matter what you’re pitching, your reader 

must be getting something of value out of 
opening your email to begin with

● Examples include:
- story with moral that emphasizes problem 
that your specific product/service can solve
- compiling “top lists” to provide an 
entertaining, educational read with a CTA



Call To Action
● Before creating a marketing campaign, it 

is absolutely vital to the success of the 
campaign that you determine a Call To 
Action (CTA)

● What do you want your reader to do after 
reading your email? Buy? Subscribe? 

● Without a Call To Action, you’re basically 
a chicken running around with its head 
cut off, bleeding marketing spend and 
valuable impressions all over the place.



Social Proof & Multimedia
● Breaking up your email body with 

multimedia assets (emojis, gifs, photos, etc) 
can greatly improve your readability by 
intriguing the reader to continue reading as 
they’re entertained with visual aids as they 
read

● Like in your website, digital word of mouth 
is everything. Including customer reviews in 
the footer area if your email helps give the 
reader the extra oomph needed to click 
through to your site



My Mockup Example: Guaranteed To Perform



Mass Email Marketing Providers
● SendGrid ($14-89/mo)
● MailChimp ($9-299/mo)
● Constant Contact ($20-45/mo)
● Adobe Campaign (Starts at $9)
● Omnisend ($16-99+)
● Pabbly ($19-79+)
● AutoPilot ($49-249)
● Moosend ($8-608+)
● & many more



Social Media
Marketing



Step 1: Make Sure You’re On All Top-Used Social Platforms
1. Facebook & Instagram
2. YouTube
3. Instagram
4. Reddit
5. SnapChat
6. Pinterest
7. Twitter
8. Etsy
9. Google My Business

10. LinkedIn



Step 2: Create Content That Can Be Repurposed Across Platforms
● If you’re a one-man-show or working with a very 

small team, it’s vital to maximize your time when 
creating content, especially because it can be time 
consuming

● Key Strategy: Create one major piece of long-form 
content which can then be turned into 20 additional 
pieces of multimedia content (quotes, videos, pics, 
etc) to be repurposed across different networks

● Another great strategy is Gary Vee’s “How To Create 
64 Pieces Of Content In A Day”, which highlights 
different simple hacks for creating multiple pieces of 
content for your social media pages

● Change up the presentation for each platform but 
keep the offer & CTA clear across the board. 

https://www.garyvaynerchuk.com/how-to-create-64-pieces-of-content-in-a-day/
https://www.garyvaynerchuk.com/how-to-create-64-pieces-of-content-in-a-day/


Step 3: Leverage Your Content & Run Digital Ads
● Now that you’ve created a variety of digital content to 

work with, it’s time to leverage some of this content 
to run ads on various digital ad networks 
(Facebook/IG Ad Network, Google Display, etc)

● NOW is the time to invest in digital advertisements to 
start or gain traffic momentum to your website

● It has never been more affordable to gain access to 
targeting millions of potential buyers

● Digital ad targeting is becoming more and more 
effective than any other type of advertising

● There are hundreds of hours of free content available 
on YouTube and Google that can teach you how to run 
your own digital ads. Start learning today!





Static Ad Example



Video Ad Example

http://www.youtube.com/watch?v=YbYWhdLO43Q


Bad Ad Example:



What NOT To Do With Your Social Media!
● DON’T post unrelated content such as selfies, memes, 

irrelevant quotes, or anything that wouldn’t say “I am a 
DTG printing company and this is what I offer”

● DO NOT fall for buying bots and fake followers/likes. It’ll 
only throw off your demographics and place you under 
major risk of account suspension. Most of all, fake 
followers/likes = no one’s buying anything

● DON’T run ads that lead to your homepage where visitors 
can run free or just leave. Make sure you lead them to 
water (direct to a buy page or sign up page)

● DON’T share any political or controversial content that 
may discourage potential and current clientele from 
working with you

● DON’T post any intellectual property! NOT WORTH IT!!!



Tracking & Analytics



It’s Vital To Track Everything Marketing
● The most important part of marketing is tracking 

your results and analyzing what’s working/not 
working.

● Most social networks will have built-in analytics tools 
(Facebook, IG, YouTube, Google, etc)

● Facebook Pixel: Tracks your visitors from Facebook 
and serves your ads directly to these visitors

● Google Analytics Tracking Code: Tracks your visitors 
and helps breaks down your cost per result

● HTTP Cookies: tracks your visitors and enables you to 
target their website experience (track cart activity, 
frequently searched items, etc)

● In the words of Victor Pena, marketing should never 
be an expense. Analytic tools will help you avoid this!



Does All Of This Seem Too Hard?



Do You See Yourself Doing This?



If so, awesome! This experience will help you 
grow as a business owner and increase your 

traffic in addition to your online sales.



If not, no worries!
Hire a marketer or 

get an intern.



But don’t hire friends
or family that you know

will half-ass it!



If an employee with standard wages is not within your 
budget, outsource your marketing tasks to talented, 
affordable people by hiring through Fiver or UpWork.



Now go forth and apply what you have learned today!



FREE Exclusive Gifts
● Downloadable PDF of this entire presentation
● A FREE trial of WURK Basic
● “3 Pillars of Marketing” presentation by 

OmniPrint CEO Victor Pena
● Serg’s Digital Marketing Formulas Worksheets 

PDFs
● Top 100 Richest Zip Codes To GeoTarget & 

Advertise To PDF
● FREE Photoshop & Lightroom Trial
● Coupon Code - 10% Off Supplies

https://commerce.adobe.com/checkout?cli=mini_plans&co=US&code=&items%5B0%5D%5Bcs%5D=0&items%5B0%5D%5Bid%5D=5F95667278BB9C6DDA5AAC7A47541AD6&lang=en


Redeem your gifts at the pinned
link in the comments section!



THANK YOU!!!

Questions?


