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Dear Entrepreneur,

INTRODUCTION

Would you like to attract more dream clients who are hungry to buy exactly what you offer?
Or how about creating exponential sales growth in the next few months… without sinking all your cash
flow into pricey ad campaigns?
If so, then the information you’re about to read will transform your business.
The strategies in this guide have been proven to work, time and again, in countless industries.
When you put them into action, you won’t have to waste another minute fighting over scraps with your
competitors.Instead, you can focus your time and energy on serving customers and growing your
business… while your online sales generation machine attracts, nurtures and converts leads on
autopilot.

The best part is that your competitors probably suck at online marketing (most small to midsize
businesses are doing it all wrong).
This means that if you employ our 5 battle-tested strategies, you’ll have a huge unfair advantage over
the other guys.
Get ready to dominate your niche, generate buzz around your business and destroy the competition.
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IT’S ALL ABOUT SALES
Maybe you’ve tried digital marketing in the past,
and it hasn’t worked as well as you hoped.
Now you’re skeptical of trying it again. That’s
understandable.
Paid advertising can burn through money faster
than a Las Vegas high-roller on a Saturday night.
And there are seemingly thousands of small,
nitpicky details that go into marketing your company
online.
You might feel like you’re flinging spaghetti at the
wall and praying something sticks.

But here’s the secret that 99% of ad agencies, marketing “gurus”, copywriters, web designers, and
digital strategists will NEVER tell you…

Most online marketing strategies don’t have much direct impact on your sales.
Clicks, traffic, social media followers, slick web page design, branding… that stuff is useless unless it
leads to more conversions and more sales.
Why? Cash flow is the lifeblood of a business.
You could have a flashy website, a perfect logo and cutting-edge web copy… but if customers aren’t
buying what you’re selling, your doors won’t stay open for long.
So it’s critical to start with your end goal in mind, then reverse engineer your online marketing battle
plan to achieve this objective.
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Your customers and your sales come first.
Don’t start with what you want your site to look like or what colors to use on your Instagram feed.
Start with solving a problem for your market.
Who does your business serve?
How do your products or services help people solve their problem?
What specific action do you want prospects to take when they engage with your company online?
Book an appointment, sign up for your e-mail list, buy a product?
Now we’re talking. Focus on serving your audience and generating sales. Your online brand
will develop and reveal itself along the way.

Here’s another little-known secret of online marketing:
80% of your results come from just 20% of what you do.
This is known as the Pareto principle, and it
applies to every area of life.
You might have already noticed that 80% of your
revenue comes from roughly 20% of your
customers.
Imagine what would happen in your business if you
cut the marketing fluff and focused on the 20% of
strategies that had the BIGGEST impact on your
results…... and you tailored your marketing system
to laser-target the 20% of customers (your dream
clients) who generate most of your profits.
What would that do to your sales over the next 90
days?If you’re ready to find out, keep reading.

ADD VALUE FIRST
The Internet is more crowded than a Manhattan city block at rush hour.
From morning until night, people are bombarded with clickbait, ads,
distractions and demands.
Before you can get conversions or sales, you need to get (and keep) your
prospects’ attention.
How do you do that? ADD MASSIVE VALUE.
Add value early, often and generously. Long before you ask for money.
So much value that your prospects can’t believe what they’re getting for free.
So much value that they tell their families and friends all about you.What is
value?

In a nutshell, “value” is information and resources that help your buyers solve their big, hairy,
overwhelming problems.
It’s something that they can’t find with a quick Google search or figure out alone.
One of the best ways to add value to your market and build an audience of raving fans is with e-mail
marketing. It might sound very 90’s, but you need an e-mail list for your business.
Pay-per-click advertising, search engine optimization and social media marketing are powerful tools as
well. But think about it… do you really want your business to be dependent on the whims of a few
hoodie-wearing tech bros in Silicon Valley? Didn’t think so.
E-mail marketing is the most direct way to communicate with your audience, nurture them and convert
them into long-term customers.
Once you build your list of loyal followers, no one can take that away from you.

Your social media accounts don’t really belong to you. They could be deleted or suspended at any time
and for any reason.
But your list is your own. When you build an e-mail list, you can sell directly to clients who know and
trust you, without competing for attention in the saturated world of social media.
To create an e-mail list that makes you money, you’ll first need to get to know your people and then
offer them insane, irresistible value. Here’s exactly how to do it.

Step One: Get (very) intimate with your prospects.
You can’t market effectively to strangers. You need to know your target clients better than they know
themselves. Luckily, the Internet makes this detective work easy.
Start by figuring out where your prospects are spending their time online. Maybe that’s Google search,
industry forums, YouTube, Facebook groups or blogs.
Once you find your people, figure out what they’re struggling with. Read the comments. Ask questions.
Really listen to what they’re saying.
What problem has them banging their head on their keyboard, looking for answer
What are the pain points that no one has solved yet?
What has disappointed them about your competitors’ products or services?
Pro Tip: People love to vent (especially on the Internet). Dig deep enough and you’ll find the biggest
problem for your target clients.

Step Two: Establish yourself as the #1 authority in your niche.
Now that you know what your audience is struggling with, it’s time to offer help.
Not just to the tiny fraction of people who are ready to make a purchase right now-- to everyone who is
trying to solve that problem.
Engage with your prospects where they spend time online. Provide massive value at every turn.
Answer questions on forums, do Facebook and Instagram Lives, guest post on industry blogs, post
helpful and interesting content on your blog and social media channels.
Here’s where most businesses make a fatal mistake…
It’s tempting to ask for the sale now. Don’t do it. Not yet.
These days, everyone is asking for stuff online. Everyone wants something.

You’re different-- you want to stand out from the crowd. Offer value without demanding anything in
return.
This way, you’ll appeal to prospects at every stage of their buyer’s journey. You’ll create awareness
around your product, help people who are still in the “research” phase, and be the obvious choice for
prospects who are ready to buy.

Step Three: Become magnetic.
Now that you’ve started to establish yourself
as an authority in your market, it’s time to add
even more value and start building a
relationship with your audience.
The best way to do that is through lead
magnets.

A lead magnet is a free, high-value piece of content that you give to prospects in exchange for their email address. That’s right, FREE.
The ability to market directly to a qualified prospect (clearly, they’re interested in what you do) is worth
thousands of dollars.
Your lead magnet can take a variety of forms, including:
Ebooks or guides (like this one)
White papers
Blueprints
Online courses
Videos (or better yet, an exclusive video series)
Quizzes
To be effective, your lead magnet must be valuable. It should provide actionable, easily consumed
information that will help prospects solve their most pressing problem.

Ideally, you want your lead magnet to be more in-depth and comprehensive than the ungated content
you post online.
It should be something that you could sell as a low-ticket product… but you’re giving it away for free.
Make sure to include a call to action at the end of your lead magnet that guides people to the next step
in your sales funnel and offers them an opportunity to build on the value they just received.
Think of your lead magnet as the first course in a meal-- it should give them a taste of the full
experience and leave them hungry for more.

Step Four: Nurture your list with
high-value content.
Ask yourself this question:
How many e-mails do you delete from your
inbox, without ever reading?
Probably a LOT.

The same goes for your list-- they get inundated with e-mails every day. If you want your e-mails to get
opened and read, they need to provide MASSIVE value to the readers.
Here are some tips to help you keep your list engaged, excited, and eager to buy:
Create interesting subject lines that spark curiosity. (But steer clear of full-on clickbait. No one likes
that.)
Use a friendly, conversational tone. Don’t be overly buttoned-up. Write the way you talk.
Don’t be afraid to use humor, tell stories and show your personality. Be human. Just make sure your
content ties back to the core message of your e-mail.
Provide helpful content that addresses your prospects’ questions.
Share insider tips and free resrouces with your e-mail list. Don’t just send them links to your public
content.
When it comes to nurturing your list, consistency is key. If you randomly send one e-mail a month, you
risk ending up in spam folders. Aim to send at least one e-mail per week, on the same day if possible.

Step Five: Monetize your list.
You’ve created incredible value for your prospects. Now show them how your products and services
can help them take what they’ve learned to the next level.
There are several painless ways to turn your subscribers into buyers:
Segment your list. Breaking your list into segments lets you laser-target the ideal customers for
every product or service you offer. This is proven to increase your click-through rate, conversions
and sales.
Start with a tripwire. People are often hesitant to jump feet-first into a big purchase (even if they’ve
already received value from your content). You can ease the transition by selling a tripwire-- an
inexpensive offer that lets prospects try out your product or service with less risk. The point here
isn’t to make a huge profit, it’s to help customers get comfortable buying from you.
Offer a free webinar. For higher-ticket offers, give a live or recorded webinar that addresses a
problem for your audience and relates to your offer. Pitch your product or service at the beginning or
end. This is one of the fastest ways to convert subscribers into high-value customers.
Imagine being able to sell your products or services directly to a group of people who trust you, look to
you for information and are eager to buy what you offer. That’s the power of adding value with e-mail
marketing.
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LAZER-TARGET
YOUR DREAM CLIENTS.
Vanity metrics like clicks and traffic are cute, but they don’t put money in your
pocket. If you want to convert your traffic into profit (and you do), it’s not
enough to get more clicks on your website or landing page.
You need to target the RIGHT prospects-- those who are most likely to buy
your products or sign up for services.
Just 100 highly qualified site visitors can generate more revenue for your
business than 1,000 random people.
That’s where Facebook advertising comes in. Facebook has an unrivaled
arsenal of user data on its 2.4 billion active members.
Basic demographic information (age, gender, location) is just the beginning.

Facebook uses artificial intelligence to analyze and predict customer preferences and behavior, making
it an insanely powerful marketing tool. Facebook ads let you laser-target your ideal client avatar.
This means you can squeeze the most out of your advertising dollars by paying only to reach the
people who matter.
If used correctly, the ROI for Facebook advertising is at least 3:1 (meaning you can expect to get $3 in
revenue for every $1 you spend on ads).
The key to driving growth with Facebook advertising is to create personalized, highly relevant ads that
speak directly to your ideal client… and then lead them to a landing page that delivers on the promise
in the ad.
The key to driving growth with Facebook advertising is to create personalized, highly relevant ads that
speak directly to your ideal client… and then lead them to a landing page that delivers on the promise
in the ad.

If you send prospects to the homepage of your website and it’s unclear what you want them to do,
most of them will bounce immediately.

FLOOD YOUR WEBSITE
WITH QUALIFIED TRAFFIC
When you have a problem or need information, where do you go?
Unless you were born before 1910, you probably search for answers on
Google. So does your grandma. So do your prospects.
That’s why it’s critical that your business shows up on page one of Google
search for your keywords. Search engine optimization, or SEO, is the #1
way to create a flood of ready-to-buy leads without spending money on
advertising.
Targeted SEO also lets you reach prospects with valuable content at the
beginning of their buyer’s journey-- the awareness and consideration stages-so when they’re ready to pull out their wallets, your business is the obvious
choice.

Search engines don’t pick favorites. Their algorithms are top-secret, but the purpose is clear: to provide
users with relevant, high-quality answers or information.
Many businesses still try to game the algorithms with keyword stuffing and other outdated tactics.
Don’t waste your time. A sustainable, evergreen SEO strategy comes down to two things: choosing the
right keywords (the exact words or phrases your prospects are typing into Google) and creating highvalue, targeted content that gives searchers exactly what they’re looking for.
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The Keywords
It’s tempting to optimize your website for the most popular keywords. While this sounds good in theory
(who doesn’t want to appeal to a massive audience?) there are a couple of problems with this
approach.
First, it’s extremely difficult to show up on page one for general keywords like “weight loss” or “tax
preparation”.
Second, you only want to attract people who are likely to buy what you sell. If you offer accounting
services for small businesses in Topeka, Kansas, it won’t do you any good to reach employees in
Seattle.
Start with identifying the most relevant terms to your business and your products or services.
Then use those terms to create long-tail keywords. These are highly specific 3-4 word search phrases.
It’s much easier to show up at the top of search results for a long-tail keyword than a single word.

For the example above, possible keywords might include “tax preparation Topeka Kansas” or “small
business accountant Topeka”.
Once you have a list of potential long-tail keywords, use a keyword research tool to identify related
search terms and figure out which phrases people are searching for the most.
Now you’re ready for Phase Two: optimizing your content.
The Content
We’ll tell you straight-up: to rank well on Google search results, your content should be EPICALLY
awesome. Like rock-climbing on Mars. Or a Nutella, peanut butter and Oreo sandwich. Google’s
updated algorithms can see straight through a low-quality article jam-packed with irrelevant keywords.

Here’s what makes for quality content:
Thoughtfully written posts with no spelling or grammar errors
High-value information that directly relates to your long-tail keyword
Length: when it comes to search rankings, longer is better
Internal links: aim to include 2-4 internal links on each page
External links that add value to the user experience
Multimedia (optional): add interest and value with videos, graphics or audio
It’s important to include your long-tail keywords throughout the content, but it should be integrated
naturally and not repeated over and over.
Make sure to use your primary keyword in the headline, URL, the first 100 words of content, and the
meta-title and meta-description tags.
There’s a lot more that goes into developing a competition-crushing SEO strategy. Much of it is specific
to your business, your industry and what your competitors are doing.

To get a FREE assessment of how YOUR
business can dominate the online
landscape, scroll down to the last page of
this guide to score a free 30-minute
strategy session.
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STOP TALKING
ABOUT YOURSELF
Most business owners talk WAY too much about themselves and their
businesses.
We get it. You’re proud of the business you’ve built (and rightly so). It’s fun to
talk about how awesome you are.
But your customers don’t care.They don’t want to hear your life story.
They don’t want to know why your product is great.
People are naturally self-centered. They want to know how you can help
them… and quickly. Otherwise, they won’t hang around on your site for long.

So your web design needs to be customer-centric. Set aside the pretty colors, sleek page layouts, and
“About Us” page for now.
That stuff matters, but it’s secondary.
Start with an irresistible offer that promises to solve your prospects’ #1 hair-tearing problem.
When visitors look at your site, they should feel compelled to take action right away. (If they leave
without taking the next step, your odds of a conversion are extremely slim.)
Pro Tip: Your website should have ONE main action that you want prospects to take, whether that is to
download your lead magnet, sign up for a webinar, or purchase a product.
Your website isn’t your platform to brag… it should be 100% focused on the user experience. Leverage
your web copy to get prospects excited about what you offer and make them feel like they MUST take
the next step right away.
Design your web pages to guide them to convert.Do this, and you’ll demolish your competitors with
boring template websites.

BE UNDENIABLE
Imagine if a few strategic changes to your existing website could double or
even triple your conversions… without costing you a dime in extra advertising.
This is the power of optimizing your site for maximum conversions. You don’t
just want a high number of conversions. You want to increase the percentage
of your site visitors who convert into leads.
This is called Conversion Rate Optimization, or CRO. Driving more traffic to
your website is only half the battle.
You need to give visitors an undeniable reason to take action once they get to
your site. Otherwise, you might as well pour the money you’re spending on ads
down the drain.

Think of your website as a velvet slide that smoothly guides prospects through your sales funnel.
Whatever your conversion goal is (purchase a product, opt-in to your e-mail list, book a call, or sign up
for services), every detail of your website should be designed to make it easy and compelling for
visitors to take this action.
That’s how you convert browsers into buyers.The best strategies to optimize conversions vary greatly
depending on your specific industry and your conversion goal.
Here are a few options to consider:
Use Entrance and Exit Pop-Ups
Pop-ups get a lot of hate (for good reason), but this isn’t about spamming your site visitors. An
entrance or exit pop-up catches prospects’ attention right when they enter your site or click out of it.
They’ve already shown interest in what you have to offer by visiting your site, and this gives you a
chance to provide value up front (usually in the form of a lead magnet).

Your entrance or exit pop-up should use bold fonts and colors, fill most of the screen and offer a
specific, tangible benefit if your prospects take the desired action.
Segment Your Site Visitors
If you have more than one ideal client avatar, segmenting your website can explode your conversion
rate. It allows you to create a customized experience for each segment of your audience. It also lets
you focus your website on your highest-value prospects without excluding other potential customers.
One easy way to segment your site is to offer a mini-quiz at the top of your homepage, then send
prospects to different landing pages based on their answers. You can also segment by location,
browser type, or type of device used.

Put Your Offer Front and
Center
Not everyone who visits your site
wants to wade through lots of
sales copy.
Some people prefer to skim, scan,
and get to the point quickly.
Consider putting your valuable
offer and call to action at the top
of your homepage using a
prominent overlay or lightbox.
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Add Calls to Action to Your Blog
If your business’s website includes a blog, you have an under-utilized marketing tool right at your
fingertips.
In addition to giving your audience value and attracting organic traffic, your blog can also convert
readers into leads. One of the best ways to do this is to include a call to action throughout your blog
posts.
Don’t just tack it on at the end-- integrate the call to action with your content by showing your readers
how they can build on the information they just learned.
Wondering which strategies are right to explode YOUR website’s conversion rates?
Scroll down to the bottom of this guide to book a free, no-obligation strategy session with one
of our digital marketing experts.

[Bonus Strategy]
Bring in the big guns.
If you’ve read this far, congratulations!

You’re already WAY ahead of almost all the other guys. Even if you apply just one of the strategies you
learned in this guide, you’ll see major results for your business. But maybe you’re thinking, “This
sounds like a ton of work. I have other stuff to do to keep my business running!”
If that’s you, keep in mind that putting in the effort up front to create a killer online marketing system will
actually SAVE you time in the long run.
Because while your competitors are screwing around with ineffective marketing tactics from the last
millennium, you’ll be generating as many leads as you want. It pays to sharpen your sword before
going into battle.

We’ll be real with you: using digital marketing to explode your sales isn’t a walk in the park.
You’ve got to hustle and fight for exceptional results. But now you have the tools to make it happen,
right at your fingertips. If you want to grow your sales even FASTER, we have a bonus gift for you: a
free 30-minute strategy call to work on your business goals and challenges.
One of our expert digital marketing strategists will help you create a customized action plan to build
YOUR online sales machine.
The strategies listed in this guide will get you started… but different businesses require different tactics.
We’ll help you custom-tailor the strategies that will have the biggest impact on your bottom line, in the
shortest time… all at no cost to you.

Please be aware that this is NOT a sales call.
There’s zero obligation and no pressure to buy anything. We just ask that you be fully committed to
creating explosive sales growth in your business.
If you’re ready to launch your company to the next level FAST, let’s talk.
This offer will only be available for a limited time, so click the button below and book your call
now!

CLAIM YOUR FREE 1-ON-1 STRATEGY SESSION
SCHEDULE A FREE STRATEGY CALL

START TODAY
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