


In This Seminar You Will Learn….

 The Difference Between Inbound And Outbound Marketing

 Steps To A Successful Internet Marketing Campaign

 The Dos’ And Don’ts Of Effective Web Design

 How To Drive Traffic To Your Website

 The Significance of Content Marketing and Blogging

 The Fundamentals of Search Engine Optimization

 Guidelines for Social Media and Email Marketing



Traditional Marketing

• Television/Radio Commercials

• Newspaper/Magazine Ad’s

• Billboard Ad’s

• Direct Mail Marketing

• Tradeshow Marketing

• Cold-Calling/Telemarketing



Traditional Marketing is Outbound
Your Business Looks for Customers

• Companies push their products or services on 

customers using techniques which are often seen as 

intrusive and are often ignored.

• The advertising and promotional messages are blasted 

out to a broad audience in hopes their campaign gets 

someone’s attention and brings in new customers.

• This is also referred to as “Interruptive Marketing”



Internet Marketing

• Search Engine Optimization

• Blogging & Content Marketing

• Social Media Marketing

• Email Marketing 



Internet Marketing is Inbound
Customers Look For You

• Involves your prospects and customers seeking your 

information on their own choice because of its value and 

level of entertainment

• Companies use their online presence to educate and 

engage their audience

• Earns the attention of potential customers and builds trust 

through the creation of useful, helpful content (establishes 

credibility)

• Also referred to as “New Marketing”









Inbound Marketing: Steps To Success!

Step 1: Develop A Strategy

Step 2: Create & Maintain A Professional Website

Step 3: Optimize Your Website So It Can Be Found

Step 4: Generate More Traffic To Your Site

Step 5: Convert Traffic Into Leads

Step 6: Convert Leads Into Sales



Step 1: Develop A Strategy

• Create Your Campaign Goals and Objectives

• Study Your Competition– Find out what works and what doesn’t  

• Study Your Market-- Define your target market’s wants and needs

• Review Past Marketing Efforts- What are some challenges you     

have faced in the past?

• Determine Your Budget-- How much are you willing to invest?

This will be the framework for your entire campaign



Step 2: Create An Effective Website
Your website is the driving force of all your online marketing efforts



Your Website Should…

• Tell the visitor what your company does in 3 seconds

• Be easy to navigate

• Have a professional appearance

• Have your contact information visible on each page

• Answer prospect’s questions

• Provide the visitor with a next step (call-to-action)

















Step 3: Optimize Your Website

ON PAGE SEO (done on the website)

Refers to website implementation strategies to optimize the position of a website in 

search results of particular words or phases (keywords)

[Title Tags, Meta Descriptions, Meta Keywords,  Header Tags,  Image Names, Content]

KEYWORDS:
Search terms people use to find a product, service or answer to a question

…Using On-Page SEO



Keywords, Eh?

It all starts with Keyword Research
Analyze and choose the appropriate keywords related to your business & industry

What are people searching for in Google for your products or services?

Next is Keyword Placement and Usage
Place the keywords using On-Page SEO technique and make sure your website pages 

use the words and phrases you want to be found for. Nothing beats original and keyword 

rich content. Content is King

.

Yes. Lots and Lots of Keywords.

TIP: You can use the Google Keyword Tool to check the popularity of a term 



Picking Your Keywords

• Look for keywords that are being searched for often, without high 

competition numbers. 

• It is best to choose specific keywords, which tend to be less competitive, and 

bring in better leads

EXAMPLES:

Instead of “lawyer” or “lawyer Naperville” 

Use: “divorce lawyer Naperville”

Instead of “dance classes” or “dance center Aurora” 

-Use: “ballet”



Step 4: Generate Traffic To Your Site
More Traffic = More Opportunities For Leads

Increase your website visitors through:

• Content Marketing & Blogging

• Search Engine Optimization (Off Page)

• Social Media Marketing

• Email Marketing

• Google Pay Per Click (Optional)



As my friend Jer would say…



Content Marketing



7 Key Elements of Smart Content

1. It must be created for your ideal customer

2. It should be helpful, informative, and entertaining

3. It should be created on a consistent basis

4. It should be able to spread quickly and easily

5. All content should be linked to at least one of your products & services

6. Always include a Call-To-Action

7. It must be measurable and produce a return on investment



Blog Titles That Work

• Numbered List --- “10 Social Media Mistakes Everyone Makes…”

• How-To’s --- “How To File For Divorce In 6 Steps…”

• Case Studies--- “How We Doubled Our Twitter Followers in 2 weeks!”

• Lessons Learned--- “Top Lessons Learned About Marketing From…”

• Reasons Why--- “Why you cant afford to ignore blogging….”

• Provocative Questions--- “Are you making the 10 biggest mistakes in….”

• News Headline --- “Announcing The Launch Of Our New Product…”

• Direct and Specific--- “Free Google+ Report”

• Command--- “Get Better Results Tomorrow By Reading This Post…”

• Irresistible--- “How Google Changes May Be Destroying Your Email Strategy..”







Search Engine Optimization

After your On-Page SEO is complete (identifying keywords, implementing 

on-site) the next step is  Off-Page SEO.

OFF-PAGE SEO
Refers to the techniques used to make your website look like an authority on a 

subject matter (regarding certain keywords), which will in turn boost your position in 

search engines, such as Google and Bing, for those keywords 



Why is it important to be ranked 

high in search engines?

What a great question.





















Search Engine Optimization

Revolves around distributing keyword rich original 

content and building quality back links to your site.

The more keyword-rich content you generate, the more 

search engines will find (and love) you.

-Online Article Distribution

-Online Press Release Distribution

-Online Video Distribution

-Social Bookmarking Sites

-Social Networking Sites

-Directory Submits

-Blog Comments



Social Media Channels

Nearly 2/3 of U.S. Internet Users Regularly Use A Social Network













Social Media Tips

• Make yourself a Social Media Calendar

• Use Social Media Monitoring Tools to Assist Your Efforts

•HootSuite, Thrive, Wildfire   

• Create Social Media Checklists to Keep Things Organized 





Come Up With Effective Tweets

Cover a variety of subjects on your post, Include Images, sound 

clips, and videos

Follow Back Your Followers

Include Hashtag on Your Tweets

This will make it more effective and increase visibility

Post Content On A Regular Basis

It is necessary to keep followers engaged with you. Therefore 

you have to post regularly to keep your audience’s interest

Tweet Length         
<100 Characters= 

+17% Engagement

Use Action Words
Verbs & Adverbs (not 

nouns and adjectives)

Best Time To Tweet
Between 8am to 7pm

Best Days To Tweet
Saturdays & Sundays



If you think LinkedIn is just a place for job hunters and 

employers…you would be wrong.

LinkedIn has become a powerhouse marketing channel that can attract sales 

leads, engage prospects and accelerate the conversation of your leads into 

revenue.

-Clarify What Your Company Stands For

-Monitor Your Prospects & Customers

-Learn About The Media Covering Your Industry

-Postilion Your Company As An Industry Thought Leader (with Content!)









Golden Rules of Email Marketing

• Do not send emails to those who are not expecting them

• Keep your database clean and well-organized

• Treat your users as customers and not as mere email addresses

• Always clearly identify yourself – send from a REAL PERSON that recipients can reply to

• Monitor the results of your campaigns

• Optimize your design for mobile

• Analyze the behavior of your database and adapt your strategy

• Innovate, surprise and try not to bore

• Work with a reliable and professional technological partner



Email Marketing Trends

•Monday emails receive the highest revenue per email

•44% of email recipients made at least one purchase based on a promotional email received last 

year

•Subject lines that prefer the best for B2B companies include the words: Money, Profit and 

Revenue

•64% of people open email because of the subject line

•58% of emails with subject lines of fewer than 10 characters are opened

•22% increase in likelihood of personalized subject lines to be opened

•7/10 respondents used a coupon or discussion from a marketing email in the week prior to this 

pole

•40% of B2B Marketers rated the leads generated by email marketing as high quality



Why Use Email Marketing

•Cost-Effective

•Versatile

•Immediate

•Personal 

•Trackable



Step 5: Convert Traffic Into Leads

Through attractive offers and Call-To-Actions that appeal to 

the potential buyers at all levels

-eBooks

-Whitepapers

-Videos

-Webinars



Having an effective call to action is an 

essential part of any website. 

A company or organization’s website should have an objective it wants users to 

complete whether it is filling in a contact form, signup for a newsletter or volunteering 

their time.

A call-to-action provides…

• Focus to your site

• A next step or direction to your visitors

• A way to measure your sites success







Step 6: Convert Leads Into Sales



Measure Everything!



Monitoring Your Results

Popular Pages
-Is your call-to-action graphic (Contact, Demo, Quote) bringing more 

traffic to those landing pages?

http://www.website.com/contact

http://www.website.com/demo

Visitor Paths
-Are your visitors clicking on your graphic to get to the call-to-action 

page?

http://www.website.com/contact
http://www.website.com/demo


Free Tools To Help

www.google.com/analytics/

www.statcounter.com







Thank You!

Contact Design & Promote if you need help 

implementing your Internet Marketing Plan 

630.995.7109            

www.designandpromote.com


