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Introduction.

Are you a business owner?

Maybe you’re working on a startup?

Whatever your situation, if you’re 
reading this guide, I take it you want 
your business to be a success. You want 
it to earn money for you, give you more 
freedom and choices in life, and set you 
up for the future.

While planning your business, no 
doubt you knew or discovered that it’s 
important to have a website and an 
online presence in the digital age. And 
you’re absolutely correct.

The great thing is, you’ve got options. 
If you wanted, you could get a website 
created for under $1,000. In fact, you 
could download a premade template 
from any number of sites and make it 
yourself. That’s right, you can “download” 
and customise a website nowadays. 
Technology is ever-changing and there’s 
no limit to what a person can do if they 
really set their mind to it.

But what I’m going to do over the 
following pages is explain why the above 
options, though appealing, are definitely 
not in the best interest of your business. 
The fact is, your website is an important 
investment for your business. And with 
any good investment, you want to get a 
return from it.

The other thing is, this is not a sales 
pitch. I’m only providing honest advice 
and information. If you want to use this 
advice to start building your own online 
portal then I fully support you.

I will say, though, if you’re the sort 
of person who shops purely for the 
cheapest price, or expects the world 
without having to invest much to get 
there, then this isn’t for you. Like with 
most things in life, there are costs and 
there is effort required. If you’re like me, 
then please keep reading. I’m sure you’ll 
find great value over the following pages. 
The sole purpose, at the end of the day, is 
to give you some starting tools to create 
a website and online presence that 
generates ongoing leads and maximises 
return on investment.

So let’s get to it.

Your website is an important 
investment for your business. And with 
any good investment, you want to get 

a return from it.
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What constitutes a winning 
brand and web design 
strategy?

Graphic Design and Branding

Your brand helps distinguish yourself 
from the competition, whilst promoting 
recognition and customer loyalty.

Your logo is what people first associate 
with your brand. It’s the face of your 
business. But there’s more to just having 
a good-looking logo.

When people see your logo, they need to 
get a sense of what your brand is about. 
Are you a professional company? A 
trendy new restaurant? A clothing brand? 
In essence, what is your brand identity 
and how do you want your target market 
to perceive your business?

Whether you design a logo yourself, or 
get a graphic designer to assist, these are 
some important questions to consider 
before any work is started:

• Who is the target audience and what 
is their age group?

• What are some attributes you’d like 
your target audience to think/feel 
when they see your branding?

• Who are your main competitors and 
how do they market themselves?

• Will you suit a traditional-style 
logo or modern? Are you a casual 
business or professional?

• Do you have any colour preferences?
• What are some logos you like and 

why?
• Where will your logo be used? E.g. 

website, print, stationary etc.

These questions will provide important 
background information, especially if you 
approach a graphic designer to design 
the logo for you.

There is more to branding than just 
having a good-looking logo.
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Web Design

Everyone is online nowadays.

Let me rephrase that.

Anyone that is likely to be interested in 
your product or service is online. If you’re 
not available for them to find when they 
need you, then you’re missing out on 
golden opportunities.

While it’s critical to nail your branding, 
it’s just as vital to have a high-functioning 
website that achieves important goals. 
What sort of goals? Well, if you’re running 
a business I’m going to guess your main 
goal is to make money. To pay off your 
mortgage, or save for a mortgage, or 
improve your quality of life or that of 
your children. We’re all in the same boat. 
That’s why it’s important to know that 
your website can make you money 
and bring you leads. I’m not talking 
about sleazy sales pitch websites (“Sign 
up for a free trial!” then $29.99 per 
month). I’m telling you mum and dad 
cafes and restaurants, startups of all 
shapes and sizes, freelancers, small 
ecommerce stores, traditional bricks 
and mortar entering the online world 
are all excellent examples of businesses 
that can generate inbound leads and 
profits from creating a strong online 
infrastructure.

Just ask yourself, how much easier would 
life be if the business came to you? Less 
outbound marketing - flyers, coupons, 
cold calls, door knocking, cold emails. 
Yuck. I’ve been there too. When you set 

your business up to generate inbound 
leads you set yourself up for less stress 
and less worry about where your next 
customer is going to come from.

Consider the following questions when 
deciding on the direction of your new 
website:

• What do you want from your 
site? What is its primary goal? 
(Sell products, educate about 
your business, get email sign-ups, 
generate calls to your mobile etc.)

• Who are your competitors?
• Why will customers buy from/

listen to you compared to the 
competition? What’s your unique 
selling proposition?

• Are there any website designs you 
like and why?

• Are there any specific features you 
want your website to have? (Photo 
galleries, product lists, About Us 
page, shopping cart etc.)

• How will you host your website?

Again, that’s just a taste-tester of some of 
the important questions that need to be 
asked to ensure you’re on the right track 
to a professional and high-functioning 
website that can go on to generate leads 
and opportunities for you.

Next, we’ll look at some important 
differences when it comes to choosing 
a style of website before diving into the 
juicy details that really generate profits 
for your online business space!
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The difference between 
a template website and a 
custom website.

Template website designs can be 
downloaded from numerous sources 
online. The common approach is to set 
up a WordPress site and upload the 
theme template to give the site its own 
appearance and functionality. They’re 
quite inexpensive, look aesthetically 
pleasing, and can be created by anyone 
without coding experience (although this 
certainly is an advantage).

If you’re like most people outside of 
the IT/Design industries and lack this 
knowledge, then eventually you’ll reach 
a point where you want to add some 
features and functions to the site that 
are outside of your expertise. In other 
words, they require some coding. To do 
this, you’d then need to contact a web 
designer to get the finishing touches 
done.

If, while creating the website yourself, 
you’ve altered some elements or asked 
the web designer to, you may run into 
trouble when it comes time to update 
the theme. No doubt this will cause 
problems as your website will no longer 
be fully secure. So you need to contact a 
web designer again to help update the 
backend.

As you can see, themes or templates look 
really nice, but unless you’ve got some 
background experience in the field they 
can end up costing you just as much 
as calling in a web designer in the first 
place. Especially if you want a website 
with more functionality that’s a little 
unique from the original template.

Companies advertise and spruik 
“affordable websites” or “quality websites 
for low cost”, but what this really means 
is: we’ll create your website from a 
template and alter it to suit your needs.

They’re giving you what you want - a 
nice-looking website with all the buttons, 
but at the same time they’re failing to 
provide the advice that business owners 
need to hear because it’s ultimately what 
makes your business successful online.

Custom websites are created with 
strategy, functionality and business 
goals in mind. These are coded from 
the ground up by a web designer in 
consultation with you. The site can be 
custom-designed to suit your specific 
business, whether you offer a service, 
a couple of products or a full-blown 
ecommerce website.
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A custom website will give you far 
greater control over your destiny and 
unlock the huge potential for generating 
significant traffic, leads and income 
through your website.

The other important difference is that 
custom websites are properly coded for 
SEO (search engine optimisation). This 
means your website will be fine-tuned 
to give it the best possible chance of 
showing at or near the very top of Google 
search results. This is critical because 
Google accounts for 90% of the total 
search engine market and you need to 
be seen to generate traffic. That’s traffic 
you won’t be getting with a template 
design created for aesthetics, as opposed 
to business growth.

Let’s summarise:

Template / theme website design:

• Aesthetically pleasing, but limited 
customisation (unless you can code 
or have IT skills)

• Cheaper to buy (initially - you may 
require web design assistance if 
things get too tricky)

• Limited SEO functionality
• Not unique, unless you alter the code 

(which can cause theme update 
issues)

• Suitable for people that just want 
a website that doesn’t achieve 
anything further

Custom website design:

• Aesthetically pleasing with 
significant customisation 
opportunities (whatever you can 
imagine, you can get)

• More expensive than templates, but 
far greater opportunity to set up a 
business with fantastic returns on 
investment = future profits

• Significant SEO functionality
• Completely unique, one-of-a-kind 

and easy to update (you can even 
update yourself in the background 
after the web designer hands over 
the finished product)

• Suitable for businesses who 
understand a website is an 
investment and when done properly 
can generate ongoing income and 
lead opportunities

Custom 
websites are 
created with 

strategy, 
functionality 
and business 
goals in mind. 
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How you can turn your site 
into a lead generator with 
minimal to no cost: SEO.

A great digital marketing strategy will 
make you money.

It will also make life easier when it comes 
to generating business.

Let’s start with a low-cost to no-cost 
approach. You might’ve heard about 
Search Engine Optimisation (SEO). It’s 
focussed on getting your website noticed 
in organic (non-paid) search engine 
results through a variety of strategies and 
techniques that help increase site visits.

Google accounts for 90% of the search 
engine market, so it’s the very definition 
of a ‘monopoly’. In fact, people even use 
the word ‘Google’ as a verb when they 
want to find something: “Just google it.”

What is this telling us?

People search on Google all the time. 
In fact, there are 3.5 billion searches 
each day around the world. (If you want 
to watch live search numbers, head to 
internetlivestats.com - it’s fascinating!)

You want to get noticed when people 
are searching on Google so they can buy 
from you.

That’s pointing out the obvious. How do 
you get noticed though?

Google has some top-secret algorithms 
that determine which websites get 
those desirable first page pole positions. 
SEO specialists have spent years sifting 
through data and attempting to crack 
the elaborate code.

Thanks to this, we now have a fair idea 
of what’s going to give your website the 
best chance to succeed.
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Background

If you’re redesigning a website or starting 
from scratch, it’s vitally important to have 
SEO incorporated into your strategy from 
the outset. You’ll need essential coding 
to ensure your website even stands a 
chance of getting noticed by Google. 
This process isn’t an overnight job - it can 
takes a few months, even longer, to move 
up the ranks.

We use large spreadsheets and checklists 
for SEO work and would recommend the 
same. These really help to organise and 
prioritise the extensive work required in 
preparing bulletproof websites.

Keywords

One of the first tasks is to establish a 
list of keywords that are relevant to 
your target market and can be used to 
write content throughout your website. 
The more relevant your website is to 
the people searching on Google, the 
more likely you are to show up in search 
results.

This first part of SEO setup is absolutely 
critical, involving significant research into 
individual search terms to ensure they 
will bring enough traffic to achieve the 
business goals you have set out.

You can consult the Keyword Planner in 
Google AdWords or use SEMRush online, 
which provides some results for free.

Competitor Research

There are free and paid tools available 

for checking in on your competition. You 
can see how they are performing, which 
search terms they optimise for and much 
more. By doing this, you can gain access 
to invaluable information and look 
for gaps in their approach - even new 
ways of marketing yourself (such as an 
unbeatable unique selling proposition).

Consistent Internet Presence

You must go and create/claim your 
Google My Business page so you can list 
your business for the public to see and 
so Google can verify you’re the real deal. 
All of the prior keyword research you’ve 
done will come into play here as you use 
these keywords to spread a consistent 
and relevant message across all sources 
on the Internet.

From Google My Business, you can 
extend to social media, such as 
Facebook, LinkedIn and many other 
citation sites (virtual directories) where 
your business can be listed.

The other great thing when claiming 
a Google My Business page (or other 
sources, for that matter) is you now can 
receive reviews from happy customers 
after they’ve dealt with you to start 
building some social proof.

Blogging

I’m sure this sub-title made a few people 
gulp. Hate the idea of writing a blog? 
Never enjoyed English class? This is not 
uncommon.

Here’s the reality though. If you’re serious 
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about turning your website into a lead 
generator and making life easier down 
the track, then you need to put in the 
time (or get someone to write for you). 
Blogging, or content writing, is one of 
the most consistent performers when 
it comes to getting your website placed 
on the first page/up the top of Google 
search results.

Google loves content. Fresh content. 
Relevant content. That’s your focus.

Look to your main keywords and start 
creating weekly posts (up to 1,500 words 
is fine, but don’t be afraid to go over if 
you’re feeling adventurous) surrounding 
those topics. If it’s relevant to the people 
searching, in line with your website and 
its message, then Google will promote 
your website (for free!)

Maintaining, Optimising and Tracking

The final thing I’ll mention is tracking 
your results. It’s so handy to know 
how the work you’ve implemented is 
performing. The insights will also provide 
opportunities to evolve and grow further 
as you seek new opportunities and 
discover things you hadn’t considered 
before. It will also allow you to fix any 
things that haven’t been working.

Google Analytics and the Google Search 
Console is where you’ll find much of this 
information. There’s bit of a learning 
curve to know where to look and how to 
interpret the results, but it’s well worth 
the effort.

SEO Summary
Hopefully you can now see why SEO 
can boost your business in the organic 
search results. All of the above you can 
do yourself, for free. That’s the great thing 
about it. But, it takes a considerable 
amount of time to get right, with a lot 
of steps, and then requires ongoing TLC. 
If you’re like most business owners and 
want to focus on running the business 
day-to-day, then you may wish to use an 
SEO specialist with the creation of your 
website.
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How you can turn your site 
into a major lead generator 
with strong ROI: SEM.

Search Engine Marketing (SEM) is a pay-
per-click advertising approach that can 
generate some incredible returns on 
investment.

While SEO is focussed on generating free 
organic clicks from search engine results, 
SEM aims to drive traffic to your website 
through strategic paid advertisements 
right when the customer is searching for 
you or your product.

We learned earlier that Google comprises 
90% of the search engine market. As 
such, there are thousands of success 
stories using their advertising platform 
known as Google AdWords.

To break it down further, let’s imagine 
you’re an electrician operating in 
Dulwich Hill, Sydney. You could target a 
set of keywords or search terms so that 
when somebody types “electrician in 
dulwich hill” into Google, an ad for your 
business appears at the top of those 
search results. The customer then rings 
you and you win the business. In other 

words, you appear to the client when 
they actually need your service.

The great thing with pay-per-click 
advertising is, as the name suggests, you 
only pay when someone clicks on your 
ad. So, let’s assume a customer clicked 
a ‘phone call’ icon on your ad and rang 
through to your mobile/business line. 
How much would that cost? Well, that’s 
all set by you. As the advertiser, you set a 
maximum budget for any one click and 
then you compete with other advertisers 
for that particular space. If you’re 
prepared to pay $5 for a click and the 
next advertiser down is prepared to pay 
$3, you would therefore only pay $3.01 
to maintain the top position for that ad 
placement.

From here, we can start to go down the 
rabbit hole of search engine marketing. 
It’s a world filled with nuances and 
strategies and differing approaches. The 
basic takeaways for what you can do are 
as follows:
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• Target an ad to your customers when 
they are searching for your specific 
product(s) or service(s)

• Target by location, device (mobile, 
tablet, desktop), time of day, 
frequency, demographics etc.

• Advertise and pay based on your 
goals - build brand awareness (pay 
per 1000 people who see your 
ad), generate website traffic (per 
per click), gather leads and client 
data (email signups, contact forms 
etc.), complete purchases (pay per 
conversions, i.e. you only pay if a 
customer clicks through to your 
website and makes a purchase, not 
just for clicking on your ad)

• View detailed reports on campaign 
performance and constantly look to 
improve your ads

• Advertise in Google search 
engine results, across millions of 
independent websites with wide-
ranging topics, even advertise 
affordably on YouTube

Those are just a very small number 
of the immense options available for 
advertising online. It’s a flexible system. 
And by this point, if you’ve had an 
outbound marketing strategy in the 
past (flyers, billboards, cold calling, door 
knocking) you can see the incredible 
benefits of an inbound marketing 
strategy.

The past approach of “blanket 
marketing” large numbers of people who 
likely aren’t interested in your product 
can really end up being costly. It’s much 
easier, with an inbound marketing 
approach, to target people who are 
interested and show your products and 
services to them while they’re searching 
for these products and services and are 
ready to buy.

Will search engine 
marketing work for my 
business?
This approach is not for everyone, but 
if there’s a market for your product or 
service online, and enough search traffic 
to support it, then chances are you’ll 
have success with SEM.

If you’re entertaining the possibility of 
adding this to your business repertoire, 
then again this is something you 
can actually do yourself. It follows a 
similar pattern to SEO in that there’s 
a significant learning curve to Google 
AdWords and Google Analytics, but if 
you’re determined we fully support it. 
Due to the level of time and work that 
goes into perfecting it (not blowing your 
budget and wasting your money) we 
also appreciate a lot of people prefer 
to outsource it to someone who knows 
exactly what they’re doing. Either way, 
here are some important factors you 
should work out and consider, whether 
you’re going it alone or bringing in 
outside help.

• Nail down your ideal customer (so 
you don’t waste money advertising 
to the masses). E.g. You sell industrial 
torches that produce a very bright 
1600 lumens. Your ideal customer is 
not somebody searching for regular 
home use torches, it’s someone 
who already knows about industrial 
torches and wants something with 
a high lumens count. Now you can 
target direct to that customer and 
save wasting advertising dollars on 
the regular torch market.

• Think about the best places to 
advertise. You’ve got the Search 
Engine Network (for regular Google 
searches and for when people are 
typing in exactly what you have to 
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offer, such as needing a plumber 
urgently), the Display Network 
(image and text ads that can be 
displayed across millions of sites 
on the web, for when people are 
researching or browsing and you 
want to get in front of them or 
reinforce your brand) and YouTube 
(video ads are tremendously popular 
and quite affordable).

• Choose your campaign goals. What 
do you want advertising to achieve 
for you? What do you want to 
track? If you want people to make 
a purchase on your website - that 
is your focus. If you want people to 
join your email newsletter - that is 
your focus. You need to have focus, 
otherwise you’re just getting clicks 
to your website with no plan past 
that. And that approach is a waste of 
money. All roads must lead to ROI.

• Work out an advertising budget. 
What’s a customer worth to you?

Here’s a formula to consider:

Customer Value = Sale Price - Cost of 
Goods Sold

 
This is the simplest formula for working 
out what you can afford to spend on 
advertising. Let’s now look an example of 
a business that receives referrals.

SEM Example
Jason is an electrician running his own 
business. On average, one of his jobs is 
worth $300. It costs him around $50 
in materials for each job. Jason runs a 
great business, though, and often gets 
referrals. In fact, he has a high 50% 
referral rate among his customers.

Customer Value = ((Sale Price - Cost of 
Goods Sold) x (1 + Referral Rate)
Customer Value  = ((300 - 50) x (1 + .50))
Customer Value = $350

In Jason’s example, he’s running a 
fantastic business. A typical customer 
would be worth $250 to him (price for 
an average job - cost of materials), but 
he’s also receiving an incredible referral 
rate where 1 out of every 2 customers 
refer him to their friends. And that’s 
without using AdWords. Now imagine 
if he could get in front of more people 
as they search for electricians, provide 
that same great service, and continue 
receiving 50% referral rates from these 
new customers.

Not only that, because he’s worked out 
what each customer is worth, he knows 
how much he can budget for advertising. 
He knows that what he puts in he will 
get back. For Jason, this is now a new 
opportunity for growth.

This formula can be applied to anything. 
From lattes to trampolines.
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Facebook Advertising.

When people scroll down the newsfeed, 
they’re not looking to purchase. 

Facebook Ads is, therefore, a different 
approach.

Thankfully, people around the world are 
addicted to Facebook and social media. 
That includes your customers. Here’s 
what you can do with Facebook ads:

• Create ads and target people 
efficiently. You can choose to target 
by demographics such as age, 
location, interests, connections, 
behaviours and gender. In this way, 
you can create a custom audience 
more likely to be receptive to your 
ads.

• Remarket to people who visit your 
website. If you run a great ad, people 
will click through to your website. 
Place a “cookie” on your website 
to track these people and you can 
now remarket to them when they’re 
browsing on Facebook again in 
future. Even better, if you’ve already 
got customer e-mails, create a 
custom audience and continue 
remarketing to them, and then 
anyone who shares their interests 
as well! (All this data lies within 
Facebook … they’re smart cookies)

• Now you can combine behavioural 
and interest targeting, with 
demographics and retargeting/
remarketing to create a highly-tuned 
social media campaign to generate 
your desired outcome

In other words, Facebook Ads are 
powerful and they can work wonders. It’s 
a different approach to Google AdWords 
and features some amazing targeting 
options.

Let’s Summarise
Search Engine Marketing and Facebook 
Advertising can provide you with an 
incredible return on investment.

You need to do your research thoroughly, 
particularly if you want to tackle it alone. 
It is very easy to blow a budget due to 
lack of planning.

If you’re serious about growing 
your business then you will see the 
importance of getting your digital 
footprint operating on all cylinders.

If someone said to you, “Give me $500 
and I’ll turn it into $1,500”, would you do 
it?

While every case is different, there’s a 
mountain of evidence to show AdWords 
and Facebook Ads will make you money, 
when done right. If you could put this 
consistent income on near-autopilot, it’s 
got to be something to consider.

So take your time and plan well, or seek 
the advice of an online marketing expert.
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Putting it all together.

If you’ve read this far, and you didn’t have 
much knowledge about what’s involved 
in setting up a successful business 
online, you might be feeling a little 
overwhelmed.

Know this, for every person who feels 
overwhelmed there is an opportunity for 
you to take their customers because you 
were brave enough and smart enough to 
see the potential.

As the world continues to evolve, there 
will come a point where everyone is 
forced to be online. And at that point, 
there won’t be as much money to make 
from it as the market will be saturated. 
So now is the time to get on board and 
make the money while others turn their 
back due to the hard work or perceived 
costs.

Be a winner - set your business up online 
and achieve incredible success and 

amazing returns!


