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Assumption: 
You want to use the 
Internet/Web to get more 
business leads 



1. You serve a local Area. 
2. People may be 

searching for your 
product, service or for 
a solution to a 
problem that your 
product provides. 



You want; 
• Phone Calls 
• Emails 
• Donations 
 



Website 



Your Website is the Focal Point 

of Lead Generation on the Web. 

All other things like social 

media are designed to get 

qualified traffic to your Website 



Basic Rules for home page Not Rocket Science 
 

1. Phone Number 
2. Address 
3. Determine what 2 – 4 motivations people have for 

coming to your website and present them these 
choices with simple navigation buttons 

4. Selling Proposition 
5. Call to Action  
6. Mobile site 
7. Analytics 
8. Look at your competitors sites and see what seems to 

work 
9. Sound 
10. Intro splash page 



Examples 
Good and 

Bad 
 







CALLS 
TO 

ACTION 



What 
is 

wrong 
here? 







There 
are some 
Good 
things 
about 
this  
Website 
but 
some 
bad 

This is a live link to 

this business’s 

Google page and 

where there is one 

review – very bad 

Over 50% of this 
business’s clients 
are commercial, 

This website looks 
like a small 
residential 
contractor 



How do you 
get people 

prospects to 
see your 
website? 
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Anatomy 
of a 

Search in 
2016 



Website 

SEO 

PPC 

Referring 

Sites 

Social 

Sites 

Email 

Marketing 

Banner Ad 



Website 

Truck 

Graphics 

Word of 

Mouth 

Print Ads 

Radio 

Mail 

Television 









SEO FACTORS 



On Page SEO 

Are search 
words used in 
your site and 
how much? 

Is keyword in 
Meta 
Description? 

Are search 
words in H1 or 
H2 Tags? 

Is key word in 
page domain? 

Do pages have 
more than 
300 words of 
content? 

How many 
pages in the 
website? 

How fast does 
site load? 

Your 
Website 

It is reported that Google uses 
200 factors about your website 
to determine its place in 
searches 
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 Off Page SEO:- 

◦ Back links 

◦ The page with the most 

(relevant) links usually 

wins 

 Directories 

 Article links 

 Press Release links 

 Social bookmarking 



Paid Search 
Ads 
PPC 

 



Anatomy 
of a 

Search in 
2016 



Source: Wordstream 2015 





Google Adwords 
1. Google will help you get lots 

of clicks on your ads 
2. Not all clicks are worth it 
3. Use NEGATIVE key words 
4. Use multiple ads 
5. Use multiple landing pages 
6. Observe key word quality as 

determined by Google 
 



Adwords, Continued 
7. Link your Adwords and 

Analytics accounts 
8. Don’t accept all of Google’s 

word suggestions 
9. Incorporate Mobile only ad with 

phone number if appropriate 
10. Just restrict ads to Google 

search no network ads 

 



501(c)(3) 
Corporations 

Eligible for up to  
$10,000 per 

month in 
Adwords grants  

 





QUESTIONS? 
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What can 
possibly go 

Wrong? 
 





The J. C. Penny Story of  
Link Buying 



Client was told that vendors service 
increased their traffic by 50% 
True BUT . . . . . 



 



Traffic to the website might not come 
from a good referral 



Percent of Web Traffic 

44% Internet Traffic is

Human

56% Bots, Spam,

Scrapers



Click Through Rate 
Vs 

Position in Search 




