
10 Critical Steps To More Leads, 
More Sales & More Profit
Bruce Bird, Internet Business Solutions

© Copyright 2013    Internet Business Solutions          Tel: 01924 459244                           Page 1 of 23

http://onlinemarketingforbusiness.co.uk/


Table of Contents

The No-Cost Way to Help Local Prospects Find You Fast...................................4
1. Set up your Google+ Local page.............................................................7
2. Gather citations and links....................................................................9
3. Get a website with your own relevant domain name....................................11
The problem with the business directories...................................................11
4. Optimize Your Website for Local Search...................................................13
5. Publish original content to your Google+ Local page and website.....................14
6. Track your website visitors...................................................................15
7. Create a video and publish it on YouTube.................................................16
8. Manage your reputation......................................................................18
What to do if you get a bad review............................................................18
9. Add a Map and Directions page to your website..........................................19
10. Set up an autoresponder to increase your repeat business............................20
Next Steps?.........................................................................................22

© Copyright 2013    Internet Business Solutions          Tel: 01924 459244                           Page 2 of 23

http://onlinemarketingforbusiness.co.uk/


The No-Cost Way to Help Local Prospects Find You Fast 

How many sales prospects arrive at your offline business each week after searching 

online for what they want to buy? 

You don't know?  Then you are possibly, even probably, missing out on a substantial 

chunk of additional business.  

Why is this?  Because these days people are using their phones, tablets and PCs to 

search for local products and services they want to buy – and that could include your 

business.  In fact, BIA Kelsey say 97% of internet users use online media to find local 

products or services  and Google says that 81% of the smartphone users in the UK 

search for local business information online.

Have you seen the size of your Yellow Pages recently?  It's much smaller than it used 

to be isn't it? That's because people don't use it any more (or other print media either) 

and businesses are finding that they're not getting the referrals from print media that 

they used to and they've stopped advertising in it – so it's getting smaller.

So if:

• people are searching online for what they want to buy and;

• conventional marketing methods aren't working any more then;

..if you are not getting yourself online where your prospects are spending their time

and if you are not using the web to attract new customers to your business, you are 

missing out on a huge chunk of potential revenue and profit.  

I’ve worked with many small businesses and have learned that, despite the mystique 

that is often created around online marketing, following a methodical process will get 

your websites to rank highly and produce a steady stream of new customers. 

So in this short ebook I'm going to share with you 10 of the basic steps you need to 

take to get your business onto Page 1 of Google – where your prospects are looking for 

© Copyright 2013    Internet Business Solutions          Tel: 01924 459244                           Page 3 of 23

http://onlinemarketingforbusiness.co.uk/


you!

We are fortunate as business owners in the UK because more than 90% of the UK 

population uses Google as their search engine. This means that we only have 1 search 

engine to worry about.

There are many resources available now to help you create a presence online that 

shows up when people search for local services on Google. In many cases they are more 

effective than the print Yellow Pages at a fraction of the cost AND you can track exactly 

how effective they are.

Local Business Search Results in Google 

These are the business listings from Page 1 of Google in response to a search for 

‘dentist in Leeds’.  These local listings distinguished by the flags and the visible address 

and phone number are the most powerful tool available to you to get your business onto 

Page 1 of Google.  At the time of writing Google lists up to 7 of them on Page 1, they are

completely free and are called Google+ Local pages.

© Copyright 2013    Internet Business Solutions          Tel: 01924 459244                           Page 4 of 23

http://onlinemarketingforbusiness.co.uk/


The big giveaway that these Google+ Local results are relevant to a local search is 

that Google also provides a map in the right sidebar showing the location of each of the 

businesses with red flags labelled A to G.  

So Google is already linking the location of the searcher (which they know from the IP

address of their computer or, more importantly these days, from the geo location signal 

from their mobile phone or tablet) – with the location of the businesses – ready to 

provide directions and more information about the business if required. 

It is fair to say that it’s not quite that simple.  The page will actually look more like the

screenshot below with paid ads (boxed in red) appearing both above and to the side as 

well as the usual organic search results.  The layout of the page is also in constant 

change and may not appear the same to 2 people even if they are searching at the same

time and place. 

The important issue is that all other listings on that page are costing money whereas 

the free listings are exactly that – free – and unlike other website listings they don’t 

appear anywhere else.  Google knows that 75% of searchers never look beyond Page 1.  

There is no Page 2 for these listings so it is definitely a case of all or nothing. 

This screen shot is again of a search for a dentist in Leeds. The red boxes show the 
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paid ads inserted at the top of the listing (3) and in the right sidebar (usually 10).  The 

Google 7-Pack search results are in green. These are not paid search results - they are 

free, and if you have a business with a physical location, getting your business to rank in 

them is crucial. 

So here is my list of the 10 most important things you
should be doing to promote your business: 

1. Set up your Google+ Local page

Your Google+ Local page is the prime driver that will get you listed on Page 1.  If you

examine a local listing you will see that there are 2 links for each business.

In this example, Link 1 is to City Dental Leeds and that link goes to the business's 

web site – despite the fact that it may be well down in the organic search results.  

Link 2, labelled as '2 Google reviews' links to the Google+ Local page for the business.

Although much less prominent it is actually this page that gets the business into this 

prime position -   on Page 1. 

In other words, Google has done it's job as it sees it by delivering relevant 

information based on the business being local and therefore relevant to the searcher.  

However, Google recognises that it is then up to the business to persuade the searcher 

to actually take some action with their own website.  Google therefore shows the 

business website link as the main link.  In effect, Google allows the company website, no 

matter how bad it might be, to piggyback on the work done by the Google+ Local page. 

Note also the second business where the listing includes a link called simply 'Google+ 
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page.  This link is to the same type of Google+ page for the business as is shown for the 

first business as '2 Google reviews' . However, this business owner has made no effort to 

develop their Google+ Local page by obtaining customer reviews.  This negligence will 

eventually backfire on them as other businesses overtake them in the rankings.  Google 

will have additional data i.e. that there is new information from customer reviews – 

and will reward that business ranking based on the quality of service that Google 

deduces because it has additional data to work on from the reviews submitted by 

customers. 

It is easy to see from a quick look at any search results and the number of reviews 

shown exactly who is working at promoting their business in their local market and who 

is not. 

Google+ Local

Google offers free business profiles for small business owners in the form of Google+ 

Local pages. These are based on the Google Places pages first made available in mid 

2009.  I’m surprised at how many business owners still don’t know about them or take 

advantage of this free resource. 

But the real reason you should claim these business profiles is that they can help you 

rank very highly in the Google search results when people perform searches for local 

goods and services. 

If your customers come to your premises or you deliver products or 

services to your customer then you are a 'local' business in Google's eyes and

your Google+ Local page is your most powerful marketing tool. 

2. Gather citations and links

Remember that Google's principal objective is to deliver relevant results to its users. 

Experience indicates that Google does this in the order:

1. Is it nearby?

2. Is it real?
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3. Is it the best quality?

Their first objective is to determine that the business is geographically local.  They 

have provided their own tool to do this in the form of your Google+ Local page.  After 

that they start to worry about whether your business is real or not and it does this by 

citations.

Citations
Google does not have an opinion of it's own about any business or website.   Instead,

Google relies on an aggregate of other people's opinions.  In this case it works on the 

basis that if a number of business directories serving the area all point to a business in 

the same location then the chances are that it really exists.  These entries in business 

directories are called 'citations'.

So to achieve clear recognition by Google you need to ensure that you are listed in as 

many local business directories as you can manage – and all with exactly the same, 

baseline information.  It's called the NAP.  Very simply, your business (N)ame, 

(A)ddress and (P)hone number should be identical in every entry and wherever you 

are given the opportunity to enter keywords then use the same 5-10 keywords focused 

on the services offered by your business.

If you have been in business for some time and various staff members have put 

information on business directories from time to time in an unstructured way it is easy to 

have accumulated conflicting information.  It may seem incidental but any conflict of 

information can lead to Google downgrading your ranking purely from lack of confidence 

in the conflicting data.  Don't forget, it's just a machine.  It doesn't think. 

Sorting this out is often referred to as 'Reputation Management' and is a task the few 

businesses would have the time or resources to deal with.

Finding Useful Directories

A useful trick to ensure you are listed in the most effective directories is to search for 

your keywords +location and see which businesses are listed at the top of the results.  

Then take their business names and again use Google to search for them individually.  
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The search results will include all the business directories they are listed in. Now go and 

make sure that you are listed in the same ones. By methodically covering all the 

directories listing all your competitors you are very likely to end up with more than 

anyone else – and that's good! 

Some of the business directories will allow you to post a hyperlink to your website. 

This is good because one way links arriving at your website are seen by Google as 

recognition by your peers and brings us neatly to the subject of links.

Links
A key part of how you will rank in the search engine results is how many other 

respected sites link to your site with your keywords in the anchor text. The anchor text is

the text that you click on that links to your website.  This is one of the reasons that 

choosing a domain name that includes your keywords can be important.

3.  Get a website with your own relevant domain name 

Your Google+ Local page can get you onto Page 1 of Google but it is a pretty limited 

affair in terms of presentation and marketing.  To do this you need your own website. 

If you already have your own domain name and a website that you control, that's 

great. Unfortunately, many small business owners I talk to don’t have a website or their 

own domain name and don’t understand the importance of the domain name. 

And I don't mean your company name.  If your company is ‘Joe Bloggs & Son’ then 

www.joebloggsandson.co.uk is not a good domain name. Why? Because it doesn't tell 

either Google or your prospects what it is that you offer.  Sticking with our dentist 

example, 'joebloggsdentist.co.uk' would be an improvement but if your business is truly 

local with a distinct catchment area then leedsdentist.co.uk would be even better in 

identifying not only what you do but also where you do it. 

Some businesses sign up with one of the online directories like Yelp or Qype to get a 

profile in those directories and leave it at that.   That’s good, in fact it’s essential to 

gather citations as discussed previously.  But those citations should be to support your 

own website and brand rather than give the directories more data to present as their 
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own. 

The problem with the business directories

The problem with the business directories is that you do not control them, there is 

limited scope to present the unique nature of your business and they typically show other

business listings and advertisements – usually for your competitors - right along side your

profile.  Let me ask you, do you print adverts for your competitor in your marketing 

brochure?  No, I didn't think so. 

To illustrate this let’s go back to our search for a dentist in Leeds.  Directly below the 

free listings in the next screen shot are 2 results for trade/business directories.  They are 

actually pointing to the Category page for dentists in the directory rather than to any 

individual business. 

And the result is...............

Search result pointing to a directory 
As you can see, they each go to a page with multiple listings of businesses in the 

same category, in other words, having been sold the fact that they’ve got you onto Page 

1, they’ve then dumped you straight back into the melting pot with your competitors.
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These online directories are valuable as “citations”.  They confirm your existence to 

Google and support your own website and your Google local profile (as we’ll see in #4 

below), but do not use them as a replacement for your website and domain name.

4. Optimize Your Website for Local Search 

Once you have your own website, there are some basic “on-page” search engine 

optimization (SEO) techniques that you should use.  This ensures that you tell Google in 

a clear and unambiguous fashion what your website is about.

First, determine the basic “keywords” that you are looking to rank for, probably 5 or 

10 but no more for a local business. For example, if you are one of our example Leeds 

dentists then you’ll want to rank for phrases like “dentist in Leeds”,  “dentistry in Leeds”, 

“cosmetic dentist in Leeds” etc, plus other areas that you may want to draw customers 

from. 

And you should include your business name, and two or three of those keywords in 

the Title tag <title> of your web pages. 

An example of how your page Title tags show up at the top of viewers browsers.
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Example Title Tag 

This example Title tag is for the page on our website that talks about Direct Response

Websites. So our keywords are Direct Response Websites and we are using our domain 

name of OnlineMarketingForBusiness.co.uk which describes our business.

Your home page should also include keywords in your Header tags <h1, h2, h3>.  

Keep the language natural without distorting it just to fit more keywords in.  Over use of 

your keywords is called 'keyword stuffing' and will actually get you penalised by Google.  

And add header tags that emphasize those keywords but do not exactly copy them. 

You should also add your physical business address to every page on your site. It may

not be a prime piece of information just at this moment so you can tuck it into the footer 

area down at the bottom of the page.  But consistent information on the location of your 

business is important to help Google verify that all your published information belongs to 

your business profile in Google+ Local.

There are many other on-page optimizations you can do, but these are a few of the 

most important ones to start with. 

We build many of our Quickstart websites for customers using WordPress.  This is an 

excellent software platform for building a website because it has many Search Engine 

Optimization benefits built in.  If you have the time and the inclination you may be able 

to do this for yourself.  Alternatively, you will inevitably have some smart youngster 

either on the payroll or in the family who will have the time and will quickly learn the 

skills necessary to manage your own website.  

5.  Publish original content to your Google+ Local page and website

The key to great search results is increasingly determined by unique, original content.
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This is one of the reasons why I recommend WordPress for local business websites. 

WordPress is designed as a content management system and makes it easy to publish 

new content and it automatically tells the search engines that you have done so. 

You’ll want to publish new content to your website regularly to give the Google 

spiders a reason to come back to your site, discover what is new and add your new 

pages to their indexes.   Google loves new content. What people are writing, thinking 

and doing right now is the most relevant thing in our lives and Google is committed to 

relevance.

Publishing new content is not as difficult or time consuming as you might think.  Your 

office filing cabinets are probably full of professional information that you can afford to 

give away in the form of articles and blog posts. 

WordPress will also allow you to schedule new Pages and Posts to be published at 

specified dates in the future.  So you can put some time in to prepare a batch and then 

forget about it until the time comes to do some more.   Do you have a secretary, 

receptionist or other staff member with decent English writing skills?  They can quickly 

pick up the techniques for preparing new content for the web and you just cast your eye 

over it before it is published to make sure it communicates your message correctly.

6.  Track your website visitors

You will no doubt have heard it said that to be successful in business you have to 

know your numbers.  How many entrepreneurs have you seen founder in front of the 

Dragons of Dragons Den because they did not know the basic numbers of their business. 

This is equally true with online marketing, indeed even more so.  One of the 

advantages of marketing online is that everything is measurable, usually automatically 

and without effort. And because you are working with hard data you can work back from 

the sales you make to determine exactly what each website visitor is worth to you.  

So, unlike buying traditional print advertising or leafleting where you have no idea 

what your return on investment for your marketing spend might be, when you know that 

every website visitor generates a fixed amount of revenue then you know exactly what 
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you can afford to spend to get that visitor to your website and you become highly 

motivated and focused to make that number grow.

Once again, it is Google who provides a free tool with Google Analytics which will tell 

you how many visitors you had, where they came from, what keywords they were 

searching for, which page(s) they arrived and left from, what path did they follow 

through your navigation and a host of other useful information.

And if you don't have the time to review your account then Google Analytics will  

email you weekly with a nice report of all this data.

But here's a problem for local businesses.  Your main Call To Action, the thing you 

most want visitors to your website to do, is to pick up the phone and call you.  But the 

minute they do that you lose the ability to track their activity.  However, developments 

with telephone technology now means that you can also track exactly how many 

telephone calls you received from website visitors.  This facility is built in to our 

marketing packages to ensure that your website is the one piece of your marketing 

spend where you know exactly what is your Return on Investment.

7. Create a video and publish it on YouTube 

Creating a 2 minute video and publishing it seems far removed from conventional 

marketing. After all, most people assume it must be both difficult and expensive.

First lets have a look at why you should do this.  Then we will deal with 'difficult' and 

'expensive'.

• Page 1 of Google consists of information that Google brings in from various 

sources and there is only so much real estate available. If Google finds a relevant 

video for the same keywords as your site then it will include it in the search results. 

So now you can occupy 2 of the available slots on Page 1 instead of just 1 and;

• you have pushed one of your competitors off page 1!

• Research shows that visitors are more likely to consider you the 'go to' 

source if they find multiple listings for the same business from different sources.
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• You can set up an inbound link from your Youtube video to your website.  

That's good for SEO.

• Youtube is a high page rank site so the inbound link carries more weight for 

SEO purposes.

• Video is an incredibly effective marketing medium that gives you multiple 

ways to get your message across, visually, audibly, by text and music.

• You can create your own branded Youtube channel.  Think about that for a 

moment, that's your own global television channel – for free! 

• And returning to earth, your simple starter video embedded into your 

Google+ Local page is another verification for Google that you are the business that

you claim to be.

The simplest method is just a 30-40 second video of you introducing yourself, what 

your business does and telling the visitor what you would like them to do next.   Most 

mobile phones these days can take video and upload it directly to Youtube.  All you want 

is a basic introduction to your business so that potential customers can get to know you a

little better.  

But don't forget to tell them what to do next.  

• “Pick up the phone and call this number”

• “Call me right now for an immediate quotation”

• “Put your name and email in this box to receive our FREE special report.”

In marketing terms you are at the beginning of a relationship and it is your job to get that 

relationship moving.

Don't worry about the glitches, there are bound to be some.  People respond better to

a genuine, human face than to glossy presentations.

© Copyright 2013    Internet Business Solutions          Tel: 01924 459244                           Page 15 of 23

http://onlinemarketingforbusiness.co.uk/


8. Manage your reputation.

Your Google+ Local page will be ranked by Google according to online reviews.  

Remember I mentioned that Google never passes it's own opinion but aggregates other 

people's opinions.  Google has already used citations in business directories to confirm 

where you are and what you do.  Now it uses the opinion of your customers to determine

how good a service you offer.  

So the best way to promote your Google+ Local page is to obtain customer 

reviews directly on the page.  It's the modern version of Testimonials.

Of course, every business gets the occasional bad review.   So monitoring your 

Google+ Local page is important and you will immediately see a bad review on your 

Google+ Local page and can do something about it.  This is much better than getting a 

bad review on a business directory that you may be unaware of for months on end.

So you need to take control of your online review process up front. The best way to 

do this is to ask your best customers if they will leave an online review for you. When 

they are in your business or you are visiting them, explain to them that online reviews 

are important to your business, and ask them if they would be willing to spend 5 minutes

to leave you a review. 

Don't do this from computers within your business because Google cannot tell if it is 

your customers leaving genuine reviews or just you trying to manipulate the system.  

Instead, ensure that your customers leave your premises with some record of the link 

they should follow to your Google+ page so that they can do it from another location. We

have a technique to do this for our clients called 'Social Ignitor' cards.  

Of course, these days they can also leave reviews directly from their mobile phone.

What to do if you get a bad review

If you do get a bad review on your Google+ Local page then use the page to go 

public with your response and how you resolve the matter.  Never leave a bad review 

unsettled and never, ever   get into an argument online.  
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Don't be frightened of bad reviews.  Just make sure that you deal with them positively

online and make sure that the final, happy outcome is visible online.  

Prospects are often encouraged when they see a positive response to a bad review 

because it gives them the confidence that if they have a bad experience then you will 

take an equally positive approach to putting their experience right as you did before.

Google recently bought a review system called Zagat and in increasingly giving a 

breakdown of points out of 30 reflecting what customers think of a business.  

By ensuring that you accumulate lots of good reviews you will dilute the impact in the

scoring system of the occasional bad review.  

Set a goal to get 20 or 30 reviews of your business. Having these reviews will help 

your business in the search rankings, and make it visually stand out from all the other 

results. 

Imagine the reaction of the person who did the search in Google, when they see a list

of  7 results - and yours has 20+ reviews and the other results have just 1 or even none!

9. Add a Map and Directions page to your website 

The geo-location facilities like driving directions available on smartphones and tablets 

are designed to work best from mobile devices.  But don't forget firstly that many people 

are still searching for local services and products from home, but also that your prospects

will include both early and late adopters of technology.  So make sure you include a 

Google map on your website so people can easily get driving directions to your business.

Unlike conventional online marketing, the most desired response that local businesses

want their website visitors to make is to pick up the phone to call and then get in their 

car and come visit you. 

So make it as easy as possible for a visitor to do just that when they come to your 

website. 

• Make sure your phone number is shown prominently and;
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• Give them a map and directions so they can find you easily.

Go to Google Web Elements to create the map, and it will give you the HTML to 

embed on your page. Your webmaster can do this or it is automatically included in the 

websites we build for local businesses

10. Set up an autoresponder to increase your repeat business 

Following up is the most important things you can do both to:

• convert prospects to customers and to;

• increase your repeat business 

To do this you need to have some information about who visited your website.  

You already have some idea of numbers by tracking your visitors using Analytics but 

how much better to have them volunteer their identity, then you can address them by 

name and start to build a relationship with them.

For a local business the principal 'call to action' that you suggest to your visitors is 

likely to be a phone call.  Of course, you are going to have your staff trained to ensure 

that you collect critical marketing information of name, phone number and email during 

that call.  You should also be collecting name and email information from visitors to your 

premises as well.

But if your visitor is not yet ready to make that call you still want to get a response 

from them.  This is why the websites we build are referred to as 'direct response 

websites', we always aim to get a high level of response. 

To do this you need to offer something of perceived value in exchange for their name 

and email address.  Some people dislike this process but consider again that you are in 

the business of delivering value.  Value in some combination of your product, service, 

pricing or simply the experience you offer.

You can also deliver value in the form of useful, relevant information that you give 

away to your prospects – as fair exchange for their name and email which are useful and
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relevant to you because this information enables you to continue to market to them by 

email. 

Of course, you must ensure that you use a professional list management service 

called an autoresponder.  An autoresponder or list management service ensures that 

every mail you send out gives the recipient the opportunity to unsubscribe from your list.

The option as to whether the prospect wishes to continue to receive your messages 

always lies with the prospect. As long as the choice is theirs then your marketing efforts 

are perfectly legitimate.

A proven way to stay 'top of mind' with your customers is by communicating with 

them regularly by email.  Again, delivering useful, relevant content that they may find 

useful in deciding whether, when or how to buy – preferably from you.

When someone visits your websites they are expressing their interest.  They are 

either going to buy within the next few days or so - or their interest will diminish over 

time.  So you need to create a series of emails that will go out every couple of days to 

begin with then reducing in frequency.

You do want to persuade them – but you don't want to pester them. And if they are 

not going to buy right now then you want them to stay on your list so that you can 

continue to make offers to them in the future.  A prospects who does not buy is simply a 

customer who has not bought yet.  It is only a question of time – and the right offer.

The days of long emails are gone.  Your email should be brief, hint at something 

valuable to your customers – and provide a link back to the information that is published 

on your website.  Using this method you can engage their interest with the email, bring 

them back to your website through the link included in the email and when they are on 

your website then they will automatically be exposed to more information they may find 

relevant to engage them further.

Give them tips related to the products and services in your field. Set up the series for 

20 weeks in advance and your autoresponder will delivery your messages right on 

schedule.  Put the effort into the preparation and then you can leave it to run on 
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autopilot.

As well as the scheduled messages when you have information which is time sensitive

you can also broadcast emails to your list whenever you choose as well as convert your 

website blog posts into broadcasts!  A great example of leveraging your work and time to

maximum effect.

Next Steps? 

These 10 tips I've given you here can be applied to almost any small or medium sized

business with a physical presence in their market area to increase the probability of 

ranking highly in the local search results.

For most service based businesses, you should be getting several new customer 

referrals every week from your website and Google search results.  For most local 

businesses even a small increase in sales can mean a substantial increase in bottom line 

profits.

Everything I’ve listed above helps you rank in the organic search results and will 

generate additional leads that you can convert into sales and profit. 

Once you’ve established a powerful online presence like this, you can then start 

thinking about additional strategies.  Which may either broaden your reach beyond your 

local market or, alternatively, deepen your involvement in your local market.

Social Media Marketing

Social media marketing is usually taken to mean the use of Facebook and Twitter 

although there are other media out there, in particular, the growing influence of Google+

for personal use.  These methods can be very effective depending on the nature of your 

business and of your market.  

Social media marketing is simply networking online and goes by the same rules as 

real world business networking.  You go through Meet–Know–Like–Trust process 

knowing that people always buy from people and everyone is more likely to buy from 

someone that they trust.  Therefore, if you build a relationship with someone through 
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social media they will get to know you, to trust you and eventually to buy from you. 

Social media online is much faster and cheaper with a much greater reach than offline

networking but it can also be enormously time consuming.  So you need to balance the 

pros and cons and even consider contracting it out to a service provider. 

Pay-Per-Click (PPC) advertising

PPC marketing using services like Google AdWords and Facebook Ads involve 

committing money to an advertising campaign.  There are many disaster stories told by 

small businesses of their experience with Adwords – yet it is our favourite follow-on 

strategy.  

Why? Because just like your Google+ Local page you can limit the exposure of your 

ads only to your local catchment area.  Again, you can focus your effort on your 

local prospects who are most likely to buy from you. There is no purpose in having your 

advertising budget burned up by clicks from Vladivostock and Delhi when you operate a 

local business in West Yorkshire. 

The great advantage of online PPC is that all the results are measurable so you can 

very quickly determine if you are getting a Return on Investment.  This is their great 

advantage over any paid advertising offline such as in business directories or classified 

ads.  With traditional methods you have no idea what business might be generated from 

a specific campaign.  However, you still need to make sure you do the basics first online 

otherwise you will be wasting your money on advertising with no return.

Search Engine Optimisation

What we have been discussing in this ebook has been focused on local marketing.  If 

you carry out these 10 simple steps then you will not only make best use of the 

advantages that Google offers to local businesses but will also have laid the foundations 

for further optimisation.  

Search engine optimisation used to be a black art with practitioners promoting all 

sorts of weird and wonderful solutions.  These days, Google is increasingly finding and 
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penalising the crooks and giving credit to regular publishers of useful relevant content.  

So this must be your first priority: to publish content which is useful and relevant to those

people who might be looking for whatever you have to sell. 

Online marketing really revolves around 4 keywords:

1. Useful, 2. Valuable 3. Relevant 4. New.

Your prospect is going to judge you on whether what you provide from your online 

presence is useful and of perceived value.

Google will rank your website depending on whether it is relevant to your prospects 

and has dynamic, new information.

Remember these basics and apply the methods provided here and you will lay the 

foundations of a successful expansion of your business.

I am constantly asked by business owners about specific strategies that they have 

heard of.  But anything you try will be a waste of your time and money if you do not 

have the basics in place.  Like putting petrol in a car with only 3 wheels.

Thank you for taking the time to read what I have to say about improving your 

business results using online marketing.  Follow through with these 10 tips and you WILL

see results.

I wish you well with your efforts.

If you have any questions or would like some advice on your marketing efforts then 

just give me a call on 01924 459244 or use  the Contact page on 

www.OnlineMarketingForBusiness.co.uk 

Bruce Bird
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P.S. If you need help with your web strategy for your business. Here are a few other 

ways you can reach me: 

Google+: www.gplus.name/BruceBird 

Twitter: @brucebird

Facebook: http://www.facebook.com/OnlineMarketingForBusiness 

YouTube: http://www.youtube.com/marketing4business 

LinkedIn: http://uk.linkedin.com/in/brucebird 

Email: bruce@internetbusinesssolutionsuk.net
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