The Ultimate Small Business
Guide to Digital Marketing.

10
STEPS TO
DOUBLE
YOUR SALES
IN 90 DAYS
"The world is digital. To give your
company the best shot, you need to find a
way to take your sales to the next level and you need to do it now!"

BG Hamrick

INTRODUCTION
As the owner of a small business, you don’t need us to tell you about the
importance of sales to your company. The world is digital. To give your
company the best shot, you need to find a way to take your sales to the next
level - and you need to do it now!

A BUSINESS WITHOUT SALES IS A
VANITY PROJECT THAT WILL LIKELY
JOIN THE 9 OUT OF 10 COMPANIES
ON THE SCRAPHEAP.

The only solution is to upgrade your marketing strategy. You'll want to
make this a priority because your competitors will be trying to do the
same.
Our 10 step guide is here to help you send sales through the roof in 90
days. Relax - You’ll soon feel comforted in the knowledge that your
business is on its most substantial footing.

Welcome to a better business future!

STEP 1: KNOWING YOUR BUSINESS
A brand that understands its Unique Selling Points (USPs) will outperform a
brand who does not. Without knowing your USPs, you cannot create a
successful marketing strategy.
Over half of all clients prefer to buy from companies that they know and trust.
Consistency is king to building a brand that gains the right reactions. Clients
need to know that your business will meet their expectations, time, and time
again.
Your brand may express its message across various forms of communication.
These forms could include brick-and-mortar shops, printed media, digital
marketing, and customer services. Keep your brand identity in mind while
communicating with your clients.

Why is it so important?
The difference between success and failure is a business that provides
direction. One of the best examples in recent times has been the battle
between HD DVD and Blu-Ray. HD DVD may have had better technology, but
Blu-Ray knew its brand far more. With doing so, Blu-Ray managed to gain the
exclusivity with major film studios.
Go back to a previous generation, and branding was the reason VHS beat
Betamax, too.

How to Build a Winning Brand
To create a strong brand, you must take immediate action. Moreover, you
must take a comprehensive approach to the process. Otherwise, falling short
will lead to confusion that alienates your audience. Use the following
questions to guide your venture to greatness:
Who is the target market?
Before creating any marketing materials, you need to understand your target
audience. For example, your business is trying to reach 50-year-old women
who earn $100,000 yearly. To do so, you are going to market to them
differently than you would if you were trying to reach women in their 20s.
What is the mission statement?
Your mission statement gives your brand a purpose and is key to expressing
your message with passion.
What are the main benefits of the brand?
Knowing what separates your business from its competitors allows you to
celebrate it. Conducting in-depth marketing research will help you to discover
this.

What is the brand voice?
How do you want to speak to your consumers? Do you want to talk in a
professional and formal tone or a friendly and service-orientated tone?
Determining how to come across as a business will help you to create future
brand materials.
What is the brand messaging?
The brand message is a crucial step that will help prospective clients know
who you are. It will also help to answer what your business offers and why your
customers should care. Developing your logo, tagline, and brand personality
will give you a good start.

STEP 2: KNOWING YOUR AUDIENCE
Spoiler Alert: You can’t generate sales if you don’t have customers.
Knowing your audience is essential to building your brand. Thus, it would be
best if you placed an extra focus on the needs of your clients to do so. Very few
companies are in a position to reach a universal audience, so finding your
place in the market is vital.
By mastering this field, you can aid your hopes of attracting new clients.
Additionally, it boosts retention rates, and recovers abandoned clients.
Remember, it’s better to swim in a small pond than sink in a big one. If you
wish to save your business from drowning, now is the time to act!

Why is it so important?
Failure to build a connection with the audience can be devastating.
Consumers stop using brands because they feel alienated from companies.
Avoid broad interactions and be a brand that ‘gets’ their audience to gain
more sales.

56% OF PEOPLE BELIEVE THAT
BUSINESSES NEED TO SHOW A
GREATER UNDERSTANDING OF THEIR
NEEDS. YOUR BUSINESS IS NOT EXEMPT.
Papa John’s Pizza, who admittedly has a broad audience reach, capitalized on
the idea of knowing its audience during the Rugby World Cup. As a result, the
company saw a 10% increase in sales. Since then, they have replicated this
strategy for big football matchups. Papa John's knows its customers, their
habits, and how to build a winning connection.
Increasing your understanding of your audience is urgent. Think about what
your current knowledge is of your audience, then dive deeper.

How to Gain a Better Understanding of Your Audience
A buyer persona, otherwise known as a target customer profile, is built upon
your in-depth audience research. Buyer personas will give you the most
significant insight into who your clients are. Such information helps direct
future ad campaigns and interactions, translating to increased conversion
rates for more sales at lower prices.

To identify your ideal buyer, do the following:

Market Research
Find out who is buying your products, use analytical tools, and compare the
data to your competitors.
Customer Pain Points
Discover what problems your clients and prospective customers are facing
before thinking about how your business solves them.
Customer Goals
Know what consumers want to achieve with products and services before
ensuring that yours make it happen.

Common Characteristics
Identify the age, gender, financial background, and hobbies of your target audience.
Your business model cannot function without a clear vision of who is on the other
side of the conversation. If this aspect of your strategy is failing, immediately solving
it is a matter of urgency.

STEP 3: REDISCOVERING THE BENEFITS OF SEO
Most business owners know that they need a website, but very few realize that
their website cannot be successful if no one is visiting.
Though Search Engine Optimization (SEO) doesn’t capture the headlines it
once did, this should not detract from its importance in modern marketing.
SEO isn’t merely a vanity project that gets you higher up the Google Search
Engine Results Pages (SERPs). Fewer than 10% of all clicks go to websites
beyond page one of the search results.
Google is the most frequently-used search engine on the Internet, processing
almost 70,000 search queries per second. A substantial rank will generate
massive levels of traffic.

IF YOUR WEBSITE ISN’T VISIBLE
OR FOUND BY YOUR CUSTOMERS,
IT BARELY EXISTS.

Traffic will come from users that are actively searching for businesses like
yours. Such traffic includes people searching for offline companies, which has
grown 900% in two years. Failure to take control can bring crushing outcomes,
even if your company has performed well up until now.

How to Build a Strong SEO Strategy
Google and other search engines don’t rank pages by chance. A highly
complex algorithm, which changes up to 600 times per year, crawls the
Internet to find the most valuable websites for its customers. Like your
business, search engines are focused on the needs of their clients and little
else.
Many of the issues are covered in greater detail later in this guide, but these
are the contributing factors that you need to focus on. When you do, traffic
figures (and conversions) will climb in a matter of days.
Submit your sitemap to Google Search Console.
Embrace link building with outbound links as well as backlinks. Combine
this with internal linking, which also extends to social media profiles.
Set the metadata tags for the homepage as well as any extra content pages
that the website may need.
Conduct keyword research to focus on the organic and local terms and
phrases that are most likely to bring success.
Use the menus to target keywords while using the footer to include your
NAP data.
Opt for a bold design and ensure that the mobile site is optimized as well.
Have as many as 40+ landing pages to generate 1200% more leads.
Produce winning content regularly. Verify your local presence.
Embrace modern features such as voice searches.
SEO is the key to gaining online visibility, which will aid offline sales as well as
online sales. Every day that you overlook this concept is another where
competitors are allowed to gain an advantage.

STEP 4: GETTING LISTED
If you can’t gain traffic and conversions through your SEO and ad campaigns,
why not let other platforms direct users your way instead?
In previous generations, people read the phonebook. Nowadays, business
directories are the answer. Even if you haven’t added the details yourself, your
company is on several of the 200+ online local directories. However, you
should not ignore this fundamental feature of your digital marketing strategy.
Any other listings aid your online presence and will help more people find your
business. It’s a great way to get authoritative backlinks and direct target
audiences to specific landing pages.

Why are listings important?
Online directories that cause traffic are 'hot' leads because the searchers are
ready to complete a sale. 72% of consumers that run local searches will visit a
store to buy.
If your business is not on any directory, especially the big ones, you should get
them added immediately. When other people complete the details,
inaccuracies can occur. This conflicting NAP info could harm your SEO, as it’s
hard for Google to verify your business. Likewise, some customers may reach
your competitors despite wanting to use your services.

How to Optimize Your Listings
As with most digital marketing strategies, Google is your best friend. The
Google My Business platform has transformed the process, especially for
mobile searches. When your business is listed, it will be shown on a local map.
However, the most relevant listings are presented in the Snack Pack, which is
a box that lists three business links at the top of the page. Almost half of clicks
on local searches are gained from these three positions alone. Driving your
business into those positions is vital. To do this:

Visit Google.com/business and complete the registration process.
Provide all the information needed to have comprehensive GMB listings.
Such listings gain preference from the algorithms.
Check that all supplied data is accurate.
Add photos from inside and outside the business.
Ask clients for reviews and five-star ratings. Doing so helps Google verify the
quality of your business.
Be active by posting updates, special offers, and comments.
Use Google Analytics to track your customers' paths. Make adjustments
based on such insights.
Google My Business isn’t the only necessary directory; Yelp and other
directories can aid online visibility, too. You don’t need to be as active, but
checking that the details are present and accurate is a proven route to
success.

STEP 5: GIVING SOMETHING FOR FREE
Do you appreciate the need for getting value for money from your consumers'
habits? Providing free content can increase the value of your brand in a
customer’s life.

WHEN A CUSTOMER’S OPINION OF
YOUR BRAND IMPROVES, THEIR
LIKELIHOOD OF COMPLETING A
TRANSACTION WILL ALSO IMPROVE.
Content marketing can take the form of blogs, ebooks, infographics, podcasts,
videos, and content offers. Up to 91% of B2B and 86% of B2C marketers
consider content marketing to be a core principle of their strategy for 2019
and beyond. Content marketing enables the company to:
Target its audience.
Inform the audience about the business.
Engage with the audience.
Creatively showcase brand personality.
Turn readers into advocates or customers.
Upsell more products.
While the content itself won’t pay the bills, the influence on consumer habits
is vast.
If you want to establish and maintain strong links that lead to sales, content
marketing needs to become a central focus.

A brief look at a case study:
A software as a service (SaaS) company made an effort to place more
emphasis on content marketing with particular attention to SEO elements.
After just six months, sign-ups originating from SEO were up 40%. The
increased audience growth from those interested most likely resulted in
increased sales as well.

How to Build Great Content
Roughly two-thirds of businesses do not have a documented content
marketing strategy. Creating yours gives you an instant advantage over them.
To build a winning content marketing strategy, be sure to focus on the
following items:

Quality Content
Whether it’s a blog, a video, or an ebook, the value of the content needs to be
high. The content should inform, educate, and entertain. Other forms of
content can be guides, interviews, analyses, tutorials, and more. Above all else,
you need to use the right choice of language, adding to one of the many
reasons why it is essential to know your audience.
Target Keywords
Conducting keyword research will give you inspiration for content writing.
Start by typing keywords or phrases inside the search engine on Google. The
items that appear in the search results will help you to find suitable long-tail
terms. These are the items that people are searching for, so be sure to use
them.
Content-Length
Though many marketers focus on short 'snack' content, the average article
that ranks on the first page of Google is longer than 2,000 words.
Content Frequency
Content marketing gives users a reason to keep revisiting your brand. This
form of marketing helps to build a stronger relationship between your brand
and consumers. Produce content several times per week to satisfy their need
for info and keep the feeling of getting something for free, rolling on.
The correlations between content marketing and sales are clear, but the
content must be excellent. However, not all ideas will work. If you keep
missing the mark, devastating results can follow. Mastering this concept ASAP
should be a priority.

STEP 6: TAPPING INTO THE POWER OF SOCIAL
MEDIA
Social media allows your business to interact with a potential audience of
billions in real-time to help grow relationships and generate leads. Best of all,
it’s free! Given that the average time people spend on social media each day is
two-hours and 22 minutes, you need to capitalize on this opportunity.
Research shows that social media users are 57% more likely to buy products
from a company they see on social media. Facebook, Instagram, Twitter, and
LinkedIn are critical weapons in the battle for sales.
Being present isn’t enough. To tap into the power of social media, you’ll need
to:
Be responsive.
Offer promotions.
Provide educational content.
Share interesting visuals.
Show humor.
Offer exclusive content.
Provide behind-the-scenes insight.

If your brand is failing on social media, it will damage your overall marketing
plan. It will hurt your bottom line, too.

Social Media in Action
Virtually, all the big companies that you love use social media in a big way.
However, small ventures can see significant results, too.
A retro gaming center in the United States saw a 25% increase in sales at their
local business thanks to a revamped social media strategy. Even if your
business is a small, local, niche service, social media has big things to offer.

How to Master Social Media
Most companies, likely including yours, are on social media. If you are not,
then you definitely should be. The real question is whether you’re doing it
right. If you're not, you’re wasting time and energy.
‘Likes’ and comments are nice, but they do not pay the bills. It would be best if
you built a social media strategy that leads to sales. Creating such an
approach is the only barometer of success to consider. Here’s how to get it
right:

Plan
Know your business, audience, competition, and goals. Complete a social
media audit to pinpoint what you’re doing wrong. Plan to use 80% of your
time to interact with customers organically, while just 20% for active
promotion. Multi-channel marketing is essential, but consider which channels
are most popular with your target age group, too.
Design
Image is everything on social media. All profile pictures, banners, and related
content should be the recommended dimensions. Meanwhile, setting up
automated scheduling so that blogs and posts are on all social channels is
vital for ensuring regular interactions.
Participate
Don't ignore the word 'social.' Respond to your clients and make them feel as
though they are an active part of your brand. Typically, it takes seven
interactions to score a sale. Social media is an ideal way to keep your brand
fresh in your potential customers' minds and connect with them.
Analyze
Reality Check: You won’t get social media right on the first attempt.

ANALYTICAL TOOLS FOUND IN YOUR SOCIAL
PLATFORMS CAN HELP YOU TO TRACK WHICH
CONTENT IS WORKING BEST FOR YOUR BRAND.
IF YOUR CONTENT IS NOT IMPROVING YOUR
BRAND AWARENESS OR GENERATING LEADS,
STOP FOCUSING ON THAT PIECE OF CONTENT.

STEP 7: MAXIMIZING THE EFFICIENCY OF PAID
ADVERTISING
Organic growth is crucial for sustained results, but what if you crave fast
results, too? Paid advertising is the best solution, even in digital media. When
paying for advertising, though, the need to see positive results is even better.
Wasted ventures will eat up your bottom line fast.

Pay Per Click (PPC) is a beneficial way to pay for warm leads only. When done
correctly, the people that click your ads are either ready to buy a product or
are at least considering it. Traffic gained through PPC ads is 50% more likely to
complete a sale compared to organic traffic.

Which PPC channels are best to use?
Many platforms offer paid advertising opportunities, but you want maximum
exposure from a defined audience of users who are ready to buy your goods.
Google and Facebook are the channels you should utilize.

How to Maximize Your Paid Advertising Efficiency
The first task is to define success. For most, the simple equation is -

More Sales + Cheaper Spend = Greater Success.

The following steps will help you achieve that goal:

Set consistent AdWords and Facebook Ads budgets. Overspending will
place stress on your business.
Use targeting. Ensuring that your ads reach the right people (age, location,
financial background, personal tastes) reduces wasted clicks from people
who won’t buy.
Target the right keywords. Buying keywords gain twice as many clicks as
organic keywords.
Identify keyword opportunities where you can gain the most exposure for
the smallest price.
Create the right graphics for Facebook advertising to illustrate the ad and
capture attention.
Favor click ads over sponsored social media posts, as the latter will gain
interactions rather than leads.
Use analytics regularly to remove keywords that don’t quite match your
products and services. People clicking for those reasons are left frustrated.
Plan. Monitor. Improve. Do these things across all paid advertising streams for
the highest ROI.

STEP 8: LEVERAGING SUCCESS THROUGH
RECOMMENDATIONS
Modern consumers are smarter than ever, and they know to take adverts with
a pinch of salt. After all, every business will emphasize its good points while
ignoring the bad.
It would help if you integrated this tactic into your strategy immediately. Don't
ignore this opportunity:

TESTIMONIALS AND RECOMMENDATIONS ARE
THE MOST EFFECTIVE TOOL OF ALL WITH AN
89% SUCCESS RATE. ASIDE FROM BEING ONE
OF THE MOST EFFECTIVE SOLUTIONS ON THE
MARKET, THEY NEED MINIMAL EFFORT.
Once you’ve landed the positive review, it will be there forever. While
individual reviews won’t have too much of an impact, their cumulative effect is
enormous. Over half of all online consumers expect businesses to have at least
11 recommendations, while the average number of reviews per company is 39.

Why are recommendations so important?
The power of recommendations are in the following statistics:
Nearly 9 out of 10 consumers read reviews for local businesses before
making a purchase.
Only five percent of local businesses on Google My Business has a rating
lower than three stars.
Fifty or more reviews per product can mean a 4.6% increase in conversion
rates.
About 7 out of 10 consumers are more likely to consider a business with
positive online reviews.
57% of prospective customers will only consider a business if it has four or
more stars.
Translates to a 62% increase in revenue, a percentage that no business will
want to ignore.

How to Gain More Success Through Recommendations
Recommendations are on several platforms. The most important ones include:
Google My Business
Yelp
Facebook
Amazon
Given that users want to see dozens of reviews, you need to go the extra mile
to get them. Here’s how:
Ask customers/followers via social media either through public posts or
direct messages.
Send an email to your subscribers asking for reviews.
Ask after the point of sale, as this is when customers are at their happiest.
Be active and show that you care about them away from the sale.
Never argue on the reviews thread. Respond to a negative review to
potentially correct the issue and turn a bad review into a good one.

Most users consider newer reviews to be more impactful as they provide
greater relevance to the company’s current status. However, you will need to
avoid incentivized reviews. Otherwise, the various platforms will punish your
business.

STEP 9: GROWING CUSTOMER RELATIONSHIPS
Your business wants to generate the most sales in the quickest amount of
time, but you can often only reach a certain number of people. As such,
Conversion Rate Optimization (CRO) is a tactic that you must incorporate
ASAP.

FACT: IF YOUR BUSINESS ISN’T GETTING
THE RESULTS YOU WANT FROM EACH
CAMPAIGN, THEY’RE A MASSIVE WASTE OF
YOUR MONEY AND RESOURCES.
Establishing strong CROs relies on the idea of growing customer relationships.
Effectively using CRO tools brings an average ROI of 223%. It can also boost
the Customer Lifetime Value (CLV). The goal is that you will see a spike in sales
within 90 days, while also gaining results that will benefit your business in the
future.
Less than 1 in 4 businesses are happy with their conversion rates. If yours is in
the majority, now is the time to act.
Growing relationships is the answer.

Calculating Conversion Rates
Before optimizing the process, you need to know how to calculate
conversions. The simple formula is to divide the number of unique visits by
the number of sales. For example, if 1,000 people interact with an
advertisement, but only ten people buy, this gives you a 1% conversion rate.
Most companies see conversion rates of 2.35%, but the best companies can
multiply this up to five times. This stat alone underlines the significance.
Master this within 90 days and sales could increase by up to 500%!

How To Improve Your CRO Strategy
Your business could use many CRO tools to increase sales. Time is money,
which is why you must focus on the most significant elements. Here are the
best:
A/B Testing
A/B testing is where you run two versions of a web page, social media advert,
or email campaign. To test them, you need to change only one crucial detail.
Then, by monitoring the results of each option, you can discover which
solution is best.

Examples include:
An email with two different headlines.
A Facebook advert that has two different images.
An ad with two different Call-to-Actions (CTAs).
It’s a simple idea that is used by over 70% of companies. If yours doesn’t do the
same, it could miss out.
Landing Pages
Landing pages are critical in modern business. They allow you to promote a
specific service or encourage a single CTA. Likewise, individual landing pages
can help you target different audiences with higher engagement levels. For
example, location pages resonate with specific target demographics.
In addition to using multiple landing pages, you need to consider the
following factors:
Including videos can increase conversions by 86%.
Effective headlines encourage 90% of users to read the CTA copy.
Long landing pages gain 220% more leads.

STEP 10: FOLLOWING THE NUMBERS
We are in an era driven by data; If your company fails to use it, sales revenue
will remain limited. Following the numbers is crucial, and Key Performance
Indicators (KPIs) are the secrets to success.
The term KPIs describes measurable data that is used to test strategy and
objectives. KPIs force companies to take accountability. Tracking the
performance of various marketing endeavors brings insight that can direct
smarter decisions. With this data behind you, it’s possible to:

See which pages and content are getting the most exposure.
See which content generates the most interaction and brand awareness.
See which content generates the most leads and sales.
See how much each campaign is costing before working out cost-efficiency.
See how your company measures up against its competitors.

Why do the numbers matter?
Data and KPIs can evolve your marketing strategy results in more relevant
content for your clients. In turn, this brings you higher conversions. For
example, emails triggered by user behaviors have a 71% higher open rate than
generic ones. Similar results are across all marketing campaigns.
A service that feels personal to the consumer performs better - every single
time! Being personable helps to boost sales figures within 90 days, while also
aiding the process of forecasting future growth and performance. It would be
best if you did this immediately.

How To Follow the Numbers
If you wish to use KPIs to their fullest potential, you must embrace the metrics
that matter most. These include:
Email Open Rates
Tracking email open rates give insight to the headlines and keywords that
spark interest. This info can be measured against conversions to see whether
the content within the email is useful, too.
Cost Per Click (CPC)
CPC is vital for your paid advertising. The less you pay for each click, the lower
the average user spends for you to see big profits. CPC can provide a clear sign
of which PPC platforms are most useful.
Cost Per Acquisition (CPA)
Knowing how much money is needed to gain a converted sale will highlight
which ideas need attention and which ones need modification.
Click-Through Rates (CTR)
CTRs measure how many people are interacting with your adverts and
content.
A high CTR shows that your demographic has engaged with the content
provided. A low CTR shows that the content needs to be updated and
improved.

Inbound Links
Links from other sites to your website will have a severe impact on SEO and
direct users to your site. Analyzing the current situation will help you to set
goals for improving this element. It can help to identify inaccurate links, too.
Monthly Web Traffic
Monthly web traffic shows you how many people are visiting your site and
which channels they are using to find it. Where and how people are looking
shows you which areas you should be focusing on, which will be significant
when calculating conversion rates.
Bounce Rate
Bounce rate is a term that describes the users that leave your site after visiting
one page. If the bounce rate is high, the target landing page or web page is
being advertised to the wrong audience and needs better optimization.

CONCLUSION
The importance of effective marketing has never been greater. When done
correctly, it can transform the entire status of your business. Through DIY
approaches or when conducted by an agency, sales are guaranteed to improve
in 90 days.
When you follow the right digital marketing strategy for the long haul, the
increased profits become sustainable, too. For the sake of your business, as
well as your sanity, taking the necessary steps to master digital marketing
cannot wait.

Find Out How Local Impact Can
Help Your Business Grow
Are you looking for an online marketing agency who
does what it takes to succeed?

We’re that agency!
You don’t want Local Impact working for your
competition. We are growing like crazy, so don’t let
your competitors hire us first.

