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Why Worry About Your Online Presence ? 

•  Accessibility.	  	  24/7/365.	  	  
“The	  internet	  never	  
sleeps”	  

•  Brand	  Building.	  	  
“Building	  a	  poten=al	  
customer’s	  trust	  in	  your	  
company	  or	  product”	  

•  Reviews,	  Audience	  Size,	  
and	  Customer	  
Acquisi<on	  Cost.	  

•  US	  Retailers	  $227	  Billion	  
in	  2012,	  up	  5.2%	  

•  78%	  of	  the	  popula=on	  
in	  North	  American	  
have/ac=vely	  use	  the	  
Internet.	  	  	  

•  77%	  have	  searched	  
online	  for	  product	  
informa=on	  while	  
shopping	  in	  a	  store.	  



1) Display Correct/Relevant Information 

•  Consistent	  N/A/P.	  (Name,	  
Address,	  Phone	  Number)	  

•  Stay	  Organized	  and	  Relevant.	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  
‘Structural	  Consistency”	  and	  
“Structural	  Familiarity’.	  

•  Answer	  Ques=ons	  about	  your	  
Company	  before	  they	  are	  asked.	  

•  Create	  Integrity.	  “Lack	  of	  Trust	  
Kills	  Conversions”	  	  

•  Diversify	  Your	  Content.	  “Some	  
want	  to	  read.	  	  Some	  want	  to	  
listen.	  	  Some	  want	  to	  watch”	  

•  Use	  analy<cs	  to	  capitalize	  off	  
no=ceable	  pa\erns	  to	  increase	  
conversions	  



2) Refine & Optimize Your Listings 
•  Display	  Accurate	  

Informa=on	  
•  Start	  with	  Directories,	  claim	  

your	  Google	  Plus	  Business	  
Page	  

•  Con=nue	  Lis=ng	  with	  
Authority	  Websites	  

•  Meaningful	  Descrip=ons,	  
and	  Consistent	  Categories	  

•  Improves	  your	  Organic	  
Rankings	  for	  SEO	  

•  Create	  Comfort	  and	  Trust	  
by	  Being	  Found	  O`en	  



3) The Importance of Reviews 

•  “Word	  of	  Mouth	  
Marke=ng.	  Online.”	  

•  Google	  Reviews,	  Yelp,	  
Third	  Party	  Websites,	  

•  Inner-‐company	  &	  
Website	  Tes=monials	  

•  Always	  respond	  to	  
reviews,	  whether	  posi=ve	  
or	  nega=ve.	  

•  Offer	  Discounts	  for	  
Reviews	  



Content Marketing 

“Crea<ng	  and	  sharing	  valuable,	  free	  content	  to	  
aPract	  and	  convert	  prospects	  into	  customers,	  and	  

customers	  into	  repeat	  Buyers”	  

•  The	  type	  of	  content	  you	  share	  is	  closely	  related	  to	  with	  what	  you	  sell.	  	  In	  
other	  words,	  you	  are	  educa=ng	  people	  so	  that	  they	  know,	  like,	  and	  trust	  
you	  enough	  to	  do	  business	  with	  you.	  	  Make	  them	  aware	  of	  your	  product/
service	  and	  prove	  that	  you	  are	  an	  expert.	  

	  
Target	  Objec<ves:	  	  	  
1.  Engage	  
2.  Convert	  
3.  Subscribe/Request	  
4.  Share	  

	  



Content Marketing (continued) 
•  Some	  commonly	  used	  vehicles	  

include:	  	  
–  Blogs	  
–  Social	  Media	  
–  Videos	  &	  Rich	  Media	  
–  Persuasive	  Landing	  Pages	  
–  Conversion	  Driven	  Emails	  
–  Podcasts	  &	  Webinars	  

•  Establish	  integrity	  by	  presen=ng	  
relevant	  &	  factual	  informa=on.	  	  Own	  
your	  product/service!	  

•  Ineffec<ve	  Messaging	  are	  companies	  
biggest	  issues	  in	  content	  marke<ng.	  

•  First	  establish	  marke=ng	  and	  
business	  goals.	  	  Then,	  create	  content	  
to	  support	  them.	  



A Few Pointers…. 
•  Deepening	  loyalty	  with	  exis=ng	  customers	  is	  just	  as	  

important	  as	  acquiring	  new	  ones.	  	  Exis<ng	  customers	  are	  
your	  best	  sales	  tool!	  

•  Insourcing	  content	  almost	  ALWAYS	  beats	  outsourcing	  it.	  
•  If	  a	  prospect	  or	  return	  customer	  asks	  you	  a	  ques=on,	  

answer	  it.	  If	  they	  engage,	  acknowledge	  it.	  Don’t	  miss	  out	  
on	  FREE	  opportuni<es	  to	  interact.	  

•  Fine	  tune	  your	  e-‐mail	  lists	  and	  contact	  lists.	  	  This	  is	  
valuable	  informa=on!	  	  Send	  postcards,	  make	  digital	  posts.	  	  
Stay	  in	  your	  customers	  head!	  

•  If	  you	  have	  something	  to	  say,	  create	  a	  compelling	  message,	  
and	  build	  a	  campaign	  around	  it.	  	  Be	  crea=ve,	  offer	  a	  
discount,	  whatever	  you	  need	  to	  do	  to	  gain	  a\en=on…..	  



•  Crea=ve	  Marke=ng	  Agency	  
•  	  Clear	  and	  focused	  messages	  to	  

respec=ve	  markets,	  backed	  by	  strategic	  
&	  crea=ve	  development	  &	  design	  

•  StrateStorm	  
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