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Why Outsource
Your Online Marketing

Marketing your business online is an
incredibly powerful vehicle to drive
new customers to your business. But
you might be leaving a lot of profits
on the table if you are only relying on
in-house campaigns to get the job
done, and we will tell you why!

10 Simple Website Tricks to
Attract More Customers

Optimizing your website to maximize
your conversions is 1 part science and
1 part art (and a little bit of luck) to
get just right. So we're going to give
you 10 proven strategies you can use
to convert visitors into customers.

How to Get More Online Reviews
from Customers

Statistics have shown that most
consumers today are hesitant to shop
at a new business until they have
checked out their reviews. The
problem most businesses face, is
actually getting customers to leave
reviews. In this article we’'ll reveal
some of the easiest ways you can
increase your reviews fast.

Keep Your Customers Coming
Back for Life

Fact: It's much easier to get a customer
to buy from you if they have already
done business with you in the past. In
this article we'll show you a few sure
fire ways that you can do exactly what
the title states — “how to keep your
customers coming back for life”.

Welcome To
Digital Marketing NOW

Thanks for checking out this issue of
Digital Marketing NOW, your online
marketing resource guide for small
business. Each month we will be covering
topics that resonate with local businesses
just like yours.

Our goal is simple. We want to enable you
to do big things online, and it all starts by
breaking down the complexities of
marketing your business online.

It doesn’t matter if you're are just starting
out, or an established business owner in
your local community, you can always
benefit from increasing your brand’s
visibility online.

To your success,

Digital Marketing NOW
www.digitalsapien.com

Digital Sapien Interactive is a leading small
business internet marketing service provider.
We help small businesses connect with more
customers online.

If you want to build your business, you need to
market, it's that simple. But you can lose
thousands of dollars if you don’t know what you
are doing. So we urge you to take action with
some of the strategies we recommend.

For a more “hands off” approach, we offer
affordable solutions and can deliver results. We
hope you enjoy this issue of Digital Marketing
NOW and feel free to reach out to us anytime.



WHY YOU SHOULD

Online Marketing

YOUR

arketing your business online is an incredi-
Mbly powerful way to increase your visibility

and to start attracting more new customers.
The cost of online marketing is relatively low compared
to other types and yet it’s possible to create a much more
impactful and engaging campaign this way when com-
pared with advertising in magazines for example. Seeing
as most of us now find they companies we want to buy
from on the web, it stands to reason that this should be
the logical place to spread the word when promoting
your own offerings.

The question then is not whether to market yourself
online but how to go about it. Here you have two main
options: managing your own online marketing and do-
ing everything in-house, or outsourcing the process to
another individual/company who can take care of it for
you.

Here we will look at why the latter is the much better
option.



Online Marketing

When you outsource your online mar-
keting, you will be paying for a special-
ist to handle your online presence and
to help you reach more customers. This
is what they specialize in, and it means
they’re able to advise you on the very
best strategies and help you accomplish
your goals online.

This is their ‘day job” and it is what they
have been doing professionally for a long
time. No doubt they will have worked
with many other companies before yours
to help them increase their visibility and
to get more customers and as such they
will know the process inside out and be
up-to-date on the very latest techniques
and tools. Things like search engine op-
timization (SEQ) and social media mar-
keting are changing constantly as Google
alter their algorithms and as new social
media sites are emerging all the time. Did
you know that Google recently released
their ‘Penguin 3.0" update? Have you
heard of IFTIT'T and how it can stream-
line your social media efforts?

The point is, that even if you have a good
basic understanding of online marketing,
you aren’t going to have the same level
of experience or in-depth knowledge as
a company that is constantly immersed
in that industry. Likewise, you aren’t go-
ing to have the time to dedicate to your
marketing unless you either hire more
staff (which is very expensive) or neglect
another aspect of your business. Unless
you run an online marketing agency, you
won't have the same skills and expertise
as an online marketing agency ... And thus
any attempt you make to market your
business will be less effective than it

could be.




Just imagine that one of your own cli-
ents or customers decided to handle the
service/product you provide ‘in house’
instead of using you. Do you think they
could do as good a job as your business
by trying to learn themselves? Probably
not and the same goes for internet mar-
keting.

Bear in mind too that there is a cost to
bad online marketing; not only can you
waste a lot of time, energy and money
if you approach online marketing incor-
rectly but you could even risk damaging
your company’s reputation or getting
penalized by Google. This is why you re-
ally need a company or professional that
knows what they’re doing.

‘Bear 1n min40o that tere 1S a cost
to bad online marketing; not only can
you waste a lot of time, lenergy and
money if you approach online market-
Ing incorrectly but you could even risk
damaging your company's reputation
or getting penalized by Google’

Why Companies Often
-And Why
It's a Mistake

Many bigger companies have a large desire to do everything they
can ‘in-house’ and even to buy the companies they work with to
accomplish this, or to hire lots of new staff to create whole new de-
partments. This stems from a need to ‘control’” every aspect of their
business (often partly due to ego) but it is actually very misguided.



For starters, outsourcing to another compa-
ny almost always results in a higher quality
of work and greater output than using em-
ployees. That’s because companies that pro-
vide these services are trying to exceed your
expectations in order to retain your business
on a long term basis and they want to work
quickly and efficiently so that they can in-
crease their turnover. Small service-based
companies and freelancers then will put in
much more effort than employees because
they own their business and thus you'll get
better value for your investment. Did you
know that the average employee completes
about 3 hours of work in an 8 hour day? And
that’s when there’s actually something to
do... When you outsource you only pay for
the work you're actually getting.

UUALITY OF SERVICE
PRUCESS :EI:.N-SIFEHRING SUPPUER = G/

Likewise, even if you hire extra staff to form
your own marketing department, you are still
going to have to dedicate time to managing
those employees. You are still going to have
to provide them with somewhere to work
and you are still going to have provide them
with the right equipment. Not to mention
costly benefits and negotiate pay too.

In other words, hiring your own department
involves a lot of overhead — both financial
overhead and communication overhead.
When you outsource on the other hand,
none of that is your problem and you are able
to keep your business lean and focused while
you put more time and energy into delivering
the best possible service or product to your
customers. Let them do what they do best so
you can do what you do best!
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Plus, with tools like Skype, Google
Drive and TeamViewer providing

more forms of location independent

communication, you can now stay
in constant contact with companies
you're hiring and even work collabo-
ratively as though they were right in
the office with you.

How to Outsource

Your Online Marketing

Outsourcing your online marketing then is
by far the most efficient way to get the best
service for the least expense and is a very
good investment. What’s just as important
though is that you also hire the right online
marketing company and that you take due
diligence in choosing the right people to

work with. Make sure they have a good track
record, discuss strategy with them and take
your time finding out whether they’re right
for your organization. If you get this right,
then they will be able to greatly increase your
turnover so it’s more than worth the time re-
quired to do a little research first!




or any business with an online presence, the most important role of a website is likely going to be to attract more

customers. If you design your website correctly, then it should provide a huge ROI as those who land on your

page are potential opportunities to make a profit and form a relationship. A good website should inform your
visitors of what your business is all about then but it should persuade them to take the next step so that they become
customers or clients.

This is a sort of science and an art and it’s something that will require a little trial and error to get just right. Even if your
website is currently performing well with a high conversion rate, there are almost always tweaks and changes you can
make to start converting more of the people who visit into people who want to hire your services or buy your products.

The good news? Often those changes are very simple to understand and implement. Here are ten easy tricks you can
start using ...




FUNNELING

If your website exists primarily in order to gain
leads and customers for your business, then you
have a very clearly defined goal for your site which
gives you an advantage.

A good website design will take this into account
and as such, everything on the page should ‘lead’
the visitor to take the action you want, like click-
ing a buy button, submitting a quote request, etc.
If your page is currently cluttered with lots of in-
formation and lots of links then users won’t know
where they’re supposed to go or what they’re sup-
posed to click — they’ll end up with ‘options paral-
ysis. Instead, make sure that everything all points
in the same direction and leads to the same place
so that they can’t help but gravitate towards that
contact or order form.

A quick thing to try doing right away, is to take the
“less is more” approach and remove some of the
unnecessary clutter to streamline the visitor expe-
rience, and make sure your call to action is clear.

MINIMAL DESIGN

In service of this ‘funneling), it is crucial to use an
uncluttered design throughout that makes it eas-
ier for the visitor to navigate your site and which
makes the design appear more professional.

Consider the following design maxim: ‘don’t dec-
orate, communicate’. In other words, no element
on your website should be there just because it
‘looks pretty’. Instead it should always serve some
kind of role in helping to communicate your mes-
sage/aid navigation/encourage sales. If it doesn’t?
Get rid of it!

Minimal designs also load quicker, they scale eas-
ier in terms of responsive web design and they
make it easier to create contrast — which is our
next point.
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CONTRAST

There are two types of contrast that
can be used in your website to in-
crease conversions. The first is color
contrast, wherein you can of course
make your most important elements
stand out more by using contrasting
colors that leap off the page.

Contrast can also be used though to
make ideas stand out and even prod-
ucts. If you have an online shop for
instance, consider listing your most
expensive items next to your cheap-
est ones. Why? Because the contrast
will make your cheaper items seem
like even more of a good deal and your
premium products seem like even
better quality.

THE COLOR RED

Using the color red for your ‘buy
now’ button will actually greatly in-
crease the chances of people click-
ing on it. This might sound strange
but studies have demonstrated time
and time again that this is the case
and that simply seeing the color red
increases our heartrate and thus our
sense of ‘urgency’. As most purchases
are emotional/impulsive decisions,
this is a good thing for your sales. It
also helps of course that red is a very
contrasting color against white which
will stand out more on the page.

SOCIAL MEDIA
INTEGRATION

When a visitor lands on your website
that’s an opportunity for you to get
a new customer right? Actually no -
it’s an opportunity for you to get lots
of new customers, if you can leverage
social sharing. Include social media
buttons to encourage your visitors to
share pages with their networks and
that way you can get some free mar-
keting along with that all-important
testimonial.




PROVIDE VALUE
FOR FREE

Giving away a free taste is one of
the oldest tricks in the book when it
comes to business and things are no
different online. If your website can
provide some kind of value free to
your users — such as free information
relevant to your industry — then you
will not only encourage more shar-
ing and bring back more repeat visi-
tors, but you will also establish more
trust. This is especially crucial if you
are selling a service or an informa-
tion product. It can be as simple as
writing a good blog post, so it doesn’t
have to put you out of pocket.

LEAD CAPTURE

Every website that is designed to
make money must have some form of
lead capture. Not everyone is going
to want to make an impulse purchase
right away but if you can capture
e-mail addresses then you willbe able
to build trust over time and market
future products to people who have
shown an interest in the past. Your
database of e-mail addresses can be-
come an invaluable asset so you need
to start doing this right away.

USE POP-UPS

Pop-ups containing opt-in forms
have been shown to be highly effec-
tive at increasing the number of leads
you can capture from a website. You
don’t want to irritate your visitors of
course though, so be careful how you
handle this.




BEAUTIFY YOUR
WEBSITE

This should go without saying but if you want peo-
ple to buy from you then you need to make sure
your website looks stunning. This will reflect well
both on your business and on your products and
you can’t expect people to spend money with you
if your site looks amateurish. For each cosmetic
change you make on your site, you will marginally
increase your chances of making a conversion.

SPLIT TEST

But how do you know if all these changes are mak-
ing a difference? That’s where split testing comes
in. Split testing essentially means making a tweak
to your site and seeing whether that increases or
decreases your conversion rate. A true split test is
performed by showing versions of your website
to different visitors and then collecting data from
each (tools like Optimizely can help you do this)
but just watching your statistics is the most im-
portant thing of all.

So there you go, there are ten easy tricks
you can start using to attract new customers
through your website. Give them a go and
you'll find they can pay dividends!




You've done it — taken the plunge and entered
the online world. You are even using social
media now for your business. But do I really
need to worry about online reviews from my
customers? The short answer is YES!

In today’s inter-web driven
world, a business must be
online to succeed. However,
utilizing that online power is
what will drive your business
to succeed or will dig its ear-
ly grave. Consumers today

are all about gaining instant

information about a busi-
ness to help them make an
educated buying decision.

[ =

In fact, statistics have shown
that most consumers today
will not shop at a new busi-
ness until they have read
their reviews. Social media
has created a way for con-
sumers to respond immedi-
ately about their experience
with a business and it is
shared with the world.
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The same holds true for your business, online re-
views from your customers are important to the
success of your business. There are many benefits
of customer reviews, including free advertising, im-
proved search engine rankings, reviews can provide
a more direct relationship with your customers, and
they can really set you apart from your competition.
So now that you understand the importance of on-
line reviews, let’s look at some ways in which you can
actually get more reviews from your customers, and
really boost your business reputation.

The most important thing you can do to gener-
| ::;» ate more positive online reviews, is to take care
»" ofyour customers 110%. This may sound rath-
er silly, but happy customers will leave positive reviews
if they feel like you've gone above and beyond. Pretty
simple concept — but very effective when practiced. If
there is a problem with an order or service, take care
of it immediately, and make it right. Look at negative
reviews as an opportunity to provide exceptional cus-
tomer service & turn a negative into a positive. Cus-

tomers value integrity.

ymentsdaily (even multiple timeSiaiday if need-

~ led). You ¢can setup Google Alérts to notify you
every time someone mentions your business or web-
site online, orusea service like Reputelogy.to monitor

ﬂ y Payattention to your reviews andonline com-

your online reviews for you.

Make an effort and keep your social presence
active— answer questions, thank customers,
make comments about upcoming sales or new
releases, and more. Give them that extra attention that
consumers thrive on. The more you are engaged with
your audience, the more they will interact with you,
which will lead to more reviews and more buzz.
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Do not be afraid
to ask for hon-
est reviews from
your customers. You
don’t be pushy, but ex-
plain to them that your

business thrives on re-
views from customers
and if they had a good
experience to please
help spread the word.

Leave an amaz-
ing impression -
In order to elicit
a comment or review,
you must make the ex-
perience memorable to
the consumer. This goes

back to making sure that

you take care of the con-
sumer and that they are
happy with the experi-
ence. When you do this,
often times the rest will
happen naturally!

Ifyoudoreceive abad review,
> it’s okay - but do not EVER

fire back in defense about

your company, product or employ-
ee. Instead, thank the consumer for
the comment or review and make it
right. Most cases, that’s all it takes to

“make lemonade out oflemons” and
more often than not, if you play it
cool and fix whatever issue they had
they’ll update their original review.
Now, not only do you have a happy
customer, you have social proof of
excellent customer service- voila!

Make it stupidly easy for
> your customers to leave

a review. The easier the
better. One great strategy is to
setup a “feedback page” on your
website, with links to all of your
review pages like Google Local,
CitySearch, Yelp, Facebook,
Angie’s List, etc. Simply direct
happy customers to this page,
and then they can choose which
option is easiest for them.

B0 Feedback S



»

Add a “Call to Action” to re-
> ceipts and invoices. By sim-
ply adding a call to action at
the bottom or your receipt, you are

letting your customers know you
value their feedback.

Print out and display cus-
> tomer reviews in key areas

of your business, preferably
where most customers will see them.
Not only does this demonstrate that
you take the customer experience
seriously but also you also are ap-
pealing to their ego — Are they next
to be featured?

Thank reviewers publically on Twitter. Another
> great way to encourage more positive reviews is
by acknowledging your =2
existing positive reviews. Your
customers like being acknowl-
edged and you are demon-
strating that their reviews have

an impact.

One of the best ways to your number customer
reviews and comments, is by making the review
process part of increase your work process. In
short, explain to your employees the importance of ask-
ing customers for their review. When you implement an
incentive program with your employees, they will sud-

denly begin asking all customers to do a review.



No matter what strate-
gies you choose to in-
crease the number of
online reviews, keep in
mind that it is only one
part of the marketing
process.  Follow-up is
key in keeping the re-

views coming and en-

suring that your busi-
ness thrives from these
reviews and comments.
If you do not participate
in the review process by
responding back and en-
gaging in conversation,
you will eventually stop
receiving reviews,

The review process to-
day is about engaging

with the consumer and
making them feel like
they are a part of the
bigger picture. Con-
sumers want an expe-
rience. Let’s be honest
- they can purchase your
service or product any-
where. So give them
what they want — good
products or services,
good customer service,
and good feedback.
When you involve and
engage with your con-
sumers, they will invest
in your business, creat-
ing repeat business and
a virtually free referral
and advertising network
for you!
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REVEALED:

Here's how to Keep Your Customers
Coming Back for Life!

.
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anly business owners — make I're less likely to get a
the mistake of chasing ‘r new s meonewho is visiting your site
leads and creating new opportu-  fo st time versus someone who has

ies without first making the most of the ghbeen visiting for a while and who you have
esouirces and opportunities they already established trust with.

Read on and we will look at lgw you can
If you have a website and you're focusing turn your visitors into gustomers and your
all of your energy on getting new people to  existing customers into repeat customers.
visit, then you are likely missing out on a
lot of potential business from your cu
visitors. It's much easier to get someo
buy from you who has already done |
12

ness with you in the past, so that’
the smartest place to focus yc




‘:to bookmark your page through a popup or the like.

B | Make it Easy

This is where your branding becomes incredibly im-
portant. If someone lands on your website and is im- |
pressed by the way you present yourself and what you
offer, then you need to make sure that they are able to
get back to you again when they decide to bite. This
means you need to have clear and obvious banner/
design that is memorable enough that they can trac
you downin future. Likewise an easy and memorable
URL can go along way. You can even encourage them

OF CONSUMERS CHECK
THEIR EMAIL ONCE A
DAY OR MORE

A Mailing List

et is to get them to join a mailing list or news-

e kind. This will then ensure they get EMAIL MARKETING
pm you which will keep you at HAS A ROIOF

r minds. What’s more, it will al-
Lt to them with specific offers and 4 3000/
ferest them based on your previous 9 (0
ad capture is one of the most crucial
nline presence, so don’t neglect it!

67%

OF TWITTER USERS
ARE MORE LIKELY TO
BUY FROM BRANDS
THEY ARE FOLLOWING
ON TWITTER

B ) Social Media

Similar to a mailing list is a social media account -

by using a Twitter or Facebook account youcankeep ~  EESEEEEEEEEEEmmms
your customers up-to-date and provide yourself with
ameans of staying in touch long after they’ve left your
site.
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B ] Providing Value

&

Another good strategy is to en-
sure that your website itself pro-
vides value which most compa-
nies try to achieve through a blog.
Give your site a blog and that way
there will be useful content for
your visitors to come back and
read. If your website is literally
just an advert, then there’s really
not need for them to return to
your site unless they are looking
to buy something.

SELFIE E

Deals and
Special Offers

Running some kind of deal
or special offer is a great way
to increase your turnover for
a period and to potentially
gain some free marketing. At

in a Tweet then you'll find it’s
a good way to attract a lot of
previous visitors back to your
site who maybe were interest-
ed in some of your products
but didn’t have the money at
the time. Make sure to get in-
volved in larger deals and pro-
motions too like Black Friday
and Cyber Monday.

the same time though, it’s also
effective at demonstrating to
your visitors a good reason to
check in from time to time. If
you mention your promotion
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Tell Them to
Come Back

Sometimes the best techniques are the obvi-
ous ones: why not just literally instruct your
visitors to come back to your site? This could
literally just be a case of including a message
at the end of your content saying ‘be sure to
come back soon) or telling them how often
your content is updated or how you occa-
sionally have deals and offers. Of course they
might just ignore your request but at least
you've planted the idea and you’ve made
your case for why they should keep you in
mind.



B} Use a Loyalty Program

A loyalty program is a fantastic way to get your cus-
tomers to come back time and again. Here you offer
discounts and other bonuses to customers who use
your services or shop with you regularly which gives
them additional reason to use you over your competi-
tion. At the same time, many people find it somewhat
addictive to see their points rack up and will often go
to lengths to keep them growing!

B ] Create a Social Element

At the time of writing, Facebook is the third most
popular site on the net. What makes it so popular?
That would be the social aspect which lets people
check in on friends and have conversations on topics
they find interesting.

Basically, social interactions keep people coming
back because they want to see the responses to things
they’ve written/continue their discussions. Simply
adding a comments section on your site then can be
a great way to create a community around your busi-
ness that builds loyalty in a big way.



Make Them Feel
a Part of Your Business

Using the web is a great way to get people involved
in your business and to help them feel like a part of
it. This in turn gives them a stake in your success
and they’ll be much more likely to come back as a
result, as well as to spread the word.

What does this mean? Well it could mean out-
sourcing an idea. It might mean running some

B ) Leave an Impression

Most important of all though is simply to ensure you leave
the right impression on your visitors and your customers.
At a basic level this means creating a website that runs
well, loads quickly, looks great and maybe has a few nice
touches that stand out.

Going deeper though, it means ensuring that the entire ex-
perience of dealing with you is memorable in all the right

kind of contest. Or it could just mean answering a
question and engaging with the audience. Even giv-
ing away t-shirts can make people feel like they’re
a part of your ‘movement’ and to really get behind
you as a result. This is also another very good rea-
son to be on social media and to leverage other so-
cial elements.

X

OF PEOPLE FOLLOW
SMALL BUSINESSESTO
SHOW THEIR SUPPORT

ONTWITTER

ways. This entails thinking about your packaging. Maybe
it could mean under-promising and over-delivering in
terms of shipping. Or how about packaging a freebie in
with their order/sending a personalized message? These
small touches are what set amazing companies apart from
the crowd and build real loyalty. Show you care about
your business and about your customers and you will find
they reciprocate!



THANK YOU FOR READING OUR MAGAZINE

This information was brought to your by....

DIGITAL SAPIEN INTERACTIVE

INTERNET MARKETING EVOLVED

Learn More About Our Services at

www.digitalsapien.com

- SEO - DIGITAL MARKETING - WEB DEVELOPMENT - CONTENT CREATION -

Every business is different and has its own
needs and challenges when it comes to

marketing online. READY TO GROW
WE CAN HELP YOU! YOUR BUSINESS?

Our team of experts can help position your
business in front of more customers online. CALL TOLL FREE:
We offer solutions that are designed to meet ]
your needs, and exceed your expectations. (355) 372-9623

Digital Sapien Interactive specializes in

EMAIL US:

building high performance organic search . e )
info@digitalsapien.com

programs that achieve breakthrough results
for local businesses, enterprises, nonprofits,

and freelancers. y You f
> Tube

Whatever your online marketing goals, Digital
Sapien Interactive's full-stack SEO audience

development services give you the tools and
expertise to achieve it.






