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Introduction

The World Wide Web. For many it is a confusing, intimidating
environment that is often placed into the too hard basket. For afew, itis
a goldmine of unlimited financial potential that makes profit in a
leveraged way that mere mortals can only ever dream of.

Many companies scratch the surface, but fail to dig any further. They
simply don't have the tools, or the know how to use ther tools
effectively. Heading off and finding a webmaster who ultimately charges
thousands of dollars to produce a website that will generally not see
anywhere near the amount of traffic that it should.

Why is this so often the case?

Simply because webmasters tend to be technically minded rather than
commercialy minded. They know how to program and write code, but
understand little of the buying habits of their clients’ customers.

Those that tap into the rich vein of online wealth are those who employ
webmasters to create their sites, and internet marketers to make them
profitable. Using simple, yet powerful tools and strategies, these internet
marketers take an average site and turn in into a goldmine of profit that
makes money for companies while they deep.

Their tactics are not limited to the internet alone. They include powerful
offline strategies to gain the edge over their clients competitors. Using
these skills they assist their clients to gain greater market share, in
markets previoudly unreachable by their traditional offline activities -
opening up a world wide market for those fortunate enough to have
employed their services.

The best intranet marketers understand offline businesses intimately.
They have experience in growing companies into massive businesses with
substantial profit margins. They then apply their online skills to create
financial abundance, often beyond their clients’ wildest expectations.

Such people have given their time, and ideas to this publication - giving
you an insight into the potential of online marketing for massive profits.
Through these pages you will learn their secrets, and how to expand your
own online enterprises.

As you read through these pages you will discover some of the strategies
for increasing the productivity of your website many fold.
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To have invested good money into a website, and then not market it
correctly is like standing on the street corner and throwing money at the
passing traffic. Having awebsite is only the beginning. It'swhat you do
with it once it has been built that sets your company apart.

Website Renovations understand this.

The team at Website Renovations specialise in turning poorly performing
websites into market leaders.  Not the prettiest, not the most
technologically advanced. Simply the most profitable!

In the following pages you will learn many of their secrets, and gain an
invaluable insight into the tools and techniques that they employ to give
their clients the edge.

We trust that you enjoy this e-book as much as we did in putting it
together.

Sonya Mayhew
Website Renovations
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Chapter 1: Understanding Online Marketing

Online marketing is realy no different to offline marketing. The same
principles apply to both. Online marketing should smply be one more
marketing strategy in your overal business marketing plan rather than the
only strategy.

The old saying of build it and they will come, does not generaly apply to
running any business these days. Even the great McDonalds experienced
its first losses this year and had to rethink their product, target and the
way they reach their customers to survive in the ever changing market
place.

Your online marketing strategy needs to reflect the values of your
business and should be a sales and marketing presence for your business
24 hours aday 7 days aweek. And yet so often thisis not the case. So
often people simply create a website that they think looks good, rather
than one that’ s designed to make profit and get customers buying.

When looking at your site or designing your first web site, you need to
answer the question ‘what is the purpose of the site? Isit to make sales
and collect a database of prospects and clients? Or it is for credibility? Is
my product or service able to be purchased online? Do my customers
look for my type of business online? Is this strategy going to give me a
measurable return on the money | have, or am about, to invest?

The first and most important thing you need to consider for your website
marketing strategy is what you're going to say to people that visit your
site. You will need a great headline and copy to get people to interact
with you online. The second thing you need to consider is how you are
going to get the customers and prospects to visit you online. All online
activity should be backed up with an offline strategy.

As you need to get customers to make contact with you in the offline
world you aso need to engage them to make contact with you in the
onlineworld. However if your customers and target market have no idea
how to find you online then the strategy of having a website may
ultimately not work for you.

There is no point in just putting up a website and then having no idea if it
isactually generating results. As with al marketing strategies, you will
need to test and measure so you know whether or not your website is
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performing for you. This means that you must know the number of hits
your site is recelving, how many of those people went past your home
page and looked at your information, how many people made an enquiry
or took some form of action to contact you as a result of visiting your
website and how many of those enquiries resulted in sales. Y ou will also
need to know the cost per enquiry and the average dollar sale for each
customer that has purchased from you as a result of your website. Only
then can you know if your website is profitable and successful.

Y ou will also need to work out which of the search engines you are going
to submit your site to. When you submit your Site the search engine then
lists it based on certain criteriaincluding key words and phrases, relevant
content, number and nature of links to your sSte etc. If you want to
increase your position on the search engines you need to talk to an
internet marketing consultant as the rules for increasing your position
(aso known as Search Engine Optimization) change ailmost every day.

If this seems like a lot of figures and extra work, well it would be if you
had to do it all manually. However there are some excellent ‘plug in’
products that are available at a reasonable price that will generate these
reports for you at the click of a button. Talk to your webmaster or the
team at Website Renovations about your requirements, and have them
advise you on which is best for your needs. But above all, remember that
if your website is not making you money, either directly or indirectly,
then you need to make changes that will make you money.

— —
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Chapter 2: Choosing the Right Webmaster

There are a lot of people out there who can build you a webste.
Depending on the size and complexity of your site they will charge you
anywhere from a few hundred dollars to tens of thousands of dollars.
Getting the right webmaster is vita to the success of your online
marketing strategy.

Choosing a webmaster just because they can show you attractive sites
they have built is a dangerous path to take. A lot of people claim they can
save you money, and in the short term they might. But if your Ste does
not produce the results you were after then you may as well have given
your money to a stranger on the street. Websites that look good don’t
necessarily work.

Firstly you will need to have a really clear idea of what you want your
site to achieve. Do you want to collect a database and keep marketing to
them? Do you want your customers to be able to purchase online? Do
you want audio or video? How often do you want this updated? Is the
URL i.e.: www.yourname.com registered? If it has been registered who
ownsit? How often do you want to change the content of your site?
Which search engines are you going to list with? How will you market
your site?

Once you have a clear idea of what you would like, then you need to go
and find someone who can put your ideas into action. If the person you
are speaking to is unsure about such things as how to optimize your sSite,
how to market your site, which product is best to use so your customers
can shop online, be cautious. Look for a company that can provide you
with an overall solution to your needs.

A rather large winery in Australia decided it would save money on the
development of their site and engaged a teacher that built websites in his
gpare time to build their site. They supplied a great deal of the copy and
graphics and drew a map of how they wanted the site to look. That was
eilght months ago and they are still not online and they still don’t know if
they will have the functionality they require for thelr customers to
purchase wine online. Just last week they recelved an invoice for
$3,500.00 for work to date and have not seen a completed product.

Beware the part time web builder. If they were any good, why aren’t they
doing it full time?

— —
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You will aso find plenty of webmasters who have their own points of
view on what does and does not work online. Some will tell you audio
does not make a big difference to conversion rate. This is dead wrong,
but that won't stop them passing their limiting beliefs onto your project.
Chances are they will be putting down such ideas smply because they
can't be bothered adding audio, or have no idea how to go about it.

Friends who can build websites are even worse than the part-time web
builder. You need the sort of relationship where you can put your foot
down, be demanding, and not care about the other person’s fedings. This
Is business, not ahobby. A poorly produced website will cost you money
and tarnish your image. Pay the money and get a professional to do the
work.

When approaching webmasters be sure to ask them how long they see the
project taking and how many meetings they anticipate having with you
throughout the project. Plenty of them will want to have an initia
meeting, and then not meet with you again until the website is finished.
This might be okay, as long as you have given them clear directions on
exactly what you want. But you need to also make sure that they will
meet with you again after you have had a chance to navigate through your
own site and identify any bugs you might have in the system.

It aways pays to have your webmaster allow you access to your Site
BEFORE it goes live online. You don’'t want to discover any problems
the same time as your potential customers are discovering them. You
want to make sure that everything is running smoothly before people start
logging onto your Site.

Ensure that you get a guarantee in place that if the project is not
completed to your satisfaction that they will continue to work with you
until it is. Make sure that you own the URL (your websites address) and
not your webmaster. Some webmasters are in business today and gone
tomorrow. If you own your URL, then you can go to another webmaster
and have them take over the maintenance of your site.

There are plenty of good webmasters out there, but there are also plenty
of unscrupulous hacks just looking to take your money. |If you don’t
currently have a webmaster, or you fed your existing one is not quite up
to scratch, then give the team at Website Renovations a call and they can
help steer you in the right direction.
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Chapter 3: Writing Hot Copy

Many companies manage to get traffic through to their websites, albeit
not as much as they could or should get, but very few manage to convert
that traffic into sales. There can be many reasons for this, but at the top
of thelist is usually the copy they have on their website.

For those not familiar with the term ‘copy’, what we are referring to is the
text, or words that appear on your website.

In effect these words are your sales spiel. They are the words that you
would normaly say to a potential customer to encourage them to
purchase from you. When you begin to understand this you can begin to
see the importance of having copy that ‘sells'.

Poorly written copy on your website is the equivaent of having
customers walk into your store and then not talking to them, or not
talking to them about the benefits your product or service offers them.
You would not do that in a physical shop environment, so why do so
many people overlook this crucial part of the sales process when putting
together their websites?

WEél| there are a number of reasons why this occurs. Not the least of
which is that most business owners are not particularly good sales people
in the first place. Quite often their product or service is good enough to
sal itself to a percentage of the potential customers who visit their site,
but there are many more that they could sell to if only their copy was
more compelling.

Another reason relates to the confusion over long copy (lots of text)
versus short copy (brief and to the point).

One argument states that people don’'t have time to read lots of text, and
due to the large number of competitors on the internet your copy needs to
be brief and to the point to avoid losing the persons interest. The other
argument is that people need to feel well informed before they will part
with their hard earned money, so therefore your copy needs to explain
your product or servicein great detall.

So which of these two argumentsiis correct? Well in effect they both are.
There are certainly a percentage of people who don't need much
information when deciding on a purchase and these people will certainly
lose interest when confronted with large dabs of text on a page. Other
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people will only purchase when they have al the information in front of
them. For these people your copy can never be too long.

So how do you decide between long copy and short copy? You smply
supply both. Have short to the point paragraphs that cover the key
aspects of your product or service, which have a ‘more button which
expands into more detail for those looking for more information.

Part of your decision will also revolve around the amount of money you
are asking the person to part with. If it's arelatively small amount, for a
commonly known product, then your copy does not need to be aslong as
it would if your product was less well known, or more expensive. This of
course appliesto selling products offline. If you simply want to get their
interest and then have them call you, then you're best to go with shorter
copy that creates enough interest to get them to take further action.

A common mistake made by those writing copy for their websites is
getting too technical. Reading their text is a chore that does not reved
any rea benefits in what they are offering. The copy is more about the
features of the product or service, rather than what it will do for the
consumer. It's for this reason that smart internet marketers have
copywriters do their writing for them. They understand that it’s about
making sales and write strong sales copy to convey the benefits to the
reader and motivate them to take action.

The language used is important. Most people actualy like to be sold to.
They like to have people tell them to ‘Act Now'. Phrases like ‘Free
Offer’, ‘Sensational Value and ‘For a Limited Time Only al help
potential clients to make up their minds that purchasing is a wise
decision.

Given the amount of money that people invest in having their webste
constructed and hosted, it astounds me that more companies do not
employ the services of a professional copywriter to assist them in making
sure that their websites ‘sell’.  The extra dollars invested in having hot
copy written for your site will easily be recouped by the extra sales that
result from having it professionally done, and will ultimately make a lot
more profit for you in the long run.
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Chapter 4: Colours That Sell

It's common for people designing websites to simply use a company’s
existing corporate colours, or to choose colours that they think look good
without putting a lot of thought into what the colours represent to would
be consumers.

Colour can be the make and break of any website. Imagineif you are a
builder and your site comes up in hot pinks and purple. People may get
an interesting perception of your business.

It is important to not over do it when it comes to choosing colours. Asa
general rule of thumb, three or four colours for your site are plenty. |
should point out that we are referring to the colour of your header,
background, headlines and text here. Y ou may have products in avariety
of colours that you want to display on your site which isfine. The main
thing is to not have too many large sections of colour competing with
each other.

Have a background colour and two or three others for the fonts and
highlights. Black on pure white is stressful to the eyes especidly in a
web format. It can aso make your page download dlower than if you had
a faint tint running behind your text. A 5% shade of any colour will
barely be picked up by the naked eye, and yet can improve the
performance of your website. Softening the degree of contrast between
the text and background aso helpsto lessen visual stress.

Never place dark or medium blue text on a black background. The eye
does not have as many blue receptors as other colours and cannot
distinguish the boundaries of the shapes. Light coloured text is often hard
to read, particularly on a light background. But light text on a dark
background whilst standing out, is difficult to read when there is a lot of
text. Thisisfinefor headlines, but should not be used on long sections of

copy.

Colour can be used to create the overal mood and evoke an emotional
response from the viewer. Colour is a very powerful trigger and people
associate subconscioudly either positively or negatively with different
colour pallets. The colours you choose for your website can be the
difference between you making a sale or not.
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So which colours should you choose” WeII to start with, if you already
have corporate colours and a colour theme through your existing offline
marketing material, then this is probably a good place to start. But you
need not be limited by this. Simply putting your logo on the page will
assist with branding; the rest of the page does not necessarily need to
follow that theme.

Colour psychology is the study of colours and what they represent to
people who view them. The following are some reactions that people are
said to have to certain colours, both positive and negative ...

Reds:

Positive: Love, warmth, excitement, passion, food, attention.

Negative: Danger, anger. Red also enhances appetite, and is used in many
restaurants and fast food chains.

Blues:

Positive: Power, professionalism, trustworthiness, calmness.

Negative: Boredom, sadness. Blue is an appetite suppressant this is why
many airlines have blue interiors on their aircraft and use blue napkins.

Greens.

Positive: Nature, life, money.

Negative: Decay, toxicity, illness. Green is a relaxing colour. Many
hospitals paint their rooms green as it relaxes the patients.

Oranges:
Positive: Affordability, creativity, fun, youth.

Negative: Lack of quality, cheap.

Purples:

Positive: Royalty, luxurious, fantasy, dreams.

Negative: Nightmare, craziness, artificial. Because purple rarely appears
In nature the natural human instinct is to be cautious.

Black:
Positive: Authority, Power, Stable.
Negative: Evil, overpowering, sinister.

Yellow:

Positive: optimistic, cheerful, attention.

Negative: Caution, cheap. Yellow speeds up your metabolism hence this
iIswhy you will find it in combination with red in fast food outlets.
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Whilst thislist is good to give you an idea of subconscious colour
associations, it also demonstrates that what one person finds appealing
another is put off by. Asarule reds are great as a buying or ‘action’
colour. Having your order, or purchase button in red could increase sales,
and most certainly won't put people off ordering. If you would like
further advice on suitable colours for your website call the team at
Website Renovations.
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Chapter 5: Using Audio

A simple strategy that can dramatically increase the conversion rate of
your website is to include audio.

Consider how most people shop for products or services. Commonly
they will see an advertisement and then enter the store, or cal, to find out
more information. This is not necessarily because they need more
information, people just like to purchase from people rather than an
advertisement.

Putting audio on your site that talks to the prospect, gives them the
reassurance that they are purchasing from areal person and not just some
emotionless electronic machine. It helps them fed that if they have any
problems with the product they purchase that someone will be able to
assist them. Basicaly it helps to build trust which is vita if you want
someone to submit their credit card details over the internet.

All of thisis further enhanced when accompanied by a photograph of the
person whose voice recording they are listening to.

Recordings do not need to be very long. A minute is ample and actually
guite along time to be sitting and listening to a static image. If you need
to convey more information via audio, it pays to have a number of
different audio files that people can select at their leisure.

Recordings can be programmed to start the moment the page has
downloaded, or they can be selected by clicking on an icon, usually of a
speaker. The later option is often considered to be a better alternative,
given that many people have their speakers muted as they work to avoid
the annoying bells and clicking sounds that accompany so many software
packages. By leaving it up to the prospect to sdlect, it gives them a
chance to turn their volume up before the audio file starts playing.

The topic of the audio file should be a sales spiel that also serves to
reassure the listener. This can be done by talking about the length of time
you have been in business, and any after sales or backup service.
Explaining how the ordering process works is aso useful, particularly if
there are any complicated steps that need to be taken.

The audio needs to be enthusiastic. Don't just voice your own audio
because you think that it should come from you. If you speak in
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monotones, or lack believable enthusiasm, then invest the money to get a
professional to do the voice over for you, or find someone el se within the
company who is better suited. Your best sales person is a good place to
Start.

You should start of by thanking them for logging onto your site.  You
need to come across as being sincere. People will very quickly be turned
off if you come across as sounding over the top. Speak naturaly and
passionately about your product or service, as you would if someone
walked into your store. Audio can aso be agreat way to convince people
to submit their eemail address and phone number. It can be used to
reassure them that you are not going to bombard them with junk emails,
or sl their name to other companies that will lead to them getting a lot of
Spam.

There are various ways to record and then place your audio file onto your
website. Y our webmaster should be able to assist you with this. There
are aso a number of packages available online that can assist you in
recording your message. Website Renovations are also able to assist you
In getting sound onto your site.

Regardless of which way you decide to go, the important thing is just that
you do put sound onto your website. A reassuring voice message that lets
people know that they are buying from a human being will dramatically
INcrease your conversion rates.
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Chapter 6: Using Video

So now that you understand the benefit of having audio on your website,
I’ s timeto consider whether or not you should aso include video. Onthe
surface it seems to make sense that if audio dramatically increases saes,
then video would be better still. But thisis not aways the case.

In years to come | have no doubt that download speeds will enable us to
have high quality video footage on our websites that will enhance the
Image of our companies and produce more sales. But that time is ill a
little way off, leaving us with the present challenge of how do we create
professional looking video clips that don't take an eternity to download
and then view?

There are various compression techniques that enable us to create short
clips or streaming video, but the challenge comes down to the quality.
Many video clips that can be seen on the internet are grainy and play in a
stop/start fashion that does little to enhance the reputation of the
companies that use it. And even when compressed these can till often
take a long time to download. The better the compression technology, the
more expensive it tends to be, which puts many companies off going with
this option.

Part of the challenge is the consumer’ sinternet service packages. Whilst
more and more people are using broadband technology or similar, there
are still large numbers of users who use the older 56k modem accounts.
It is possible to have video on your site that caters for both systems, but
the dower accounts just exaggerate the problems of speed and quality.
And whilst it would be easy to decide to only cater for those with faster
broadband connections, do you really want to be missing out on sales to
all of those consumers with the dower phone line style of connection?

You might be thinking by now that video is something that you should
avoid having on your site - something for the ‘too hard’ basket. But
having considered al of the negatives, there are still times where video
footage will greatly increase your sales. This depends on your style of
business and the products or services that you offer.

If yoursis a product that is best demonstrated by movement, rather than a
still picture, then video is definitely going to help you with your
conversion. It pays to remember that whilst quality of footage is still
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relatively low, people are used to seeing lower quality footage on the
internet, and are not necessarily put off by it.

Compression technology isimproving al the time to the point now where
those with broadband connections get a reasonable quality a an
acceptable, abelt not fast, download speed. So there are till Situations
where video can enhance the consumer experience and result in increased
sales.

Another option is to use a series of ill images in a dide show to
demonstrate the product being used, or the options available. Whilst not
quite as effective in getting the message across as video footage,
dideshows are still a worthwhile aternative and generally fairly cost
effective.

The amount of clutter in the background is also a factor in deciding
whether or not to use footage on your site. If you have a smple, plain
background, that is relatively uncluttered, then the quality may come
across as being reasonably high in comparison to footage that has a very
‘busy’ background.

Finally you need to consider the cost of your product or service. If you
are salling a high priced item like a motor vehicle or boat for example,
then those looking to make a purchase will not mind waiting for the clip
to download. People looking to make a substantial investment will tend
to be less concerned about time, and more interested in getting to see
what they are buying.

If video is something that you think will increase your sales, talk to your
webmaster about the best methods for using it on your website. The team
ant Website Renovations can aso help with any questions you may have
about using video to increase the effectiveness of your website.
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Chapter 7: Offline Strategies For Online
sSuccess

Getting traffic to your website is one of the mgjor areas of frustration for
many companies. After spending time and money on having the website
put together, the assumption is that people will start logging on and
ordering. But as many businesses find, this seldom is the case.

Whilst there are many online methods for directing people to your
webgite, it often the offline strategies that bring the greatest results.
Given the large amounts of money that companies invest in newspaper,
radio, televison, phone directories and other traditiona forms of
marketing, its surprisng how few actualy use these to increase the
amount of traffic to their sites.

One of the first things to consider when launching your website, whether
It's brand new or has been recently renovated, isto try and get some free
publicity in relevant magazines or newspapers. Sending a press release,
along with relevant photographs and information about your website can
often result in getting the kind of exposure that money can’'t buy.

People tend to believe what is written by a journalist, more so than what
they read in an advertisement. This kind of exposure can often skyrocket
the traffic to your website in away that you could only dream of. Getting
any exposure for your site on television will have your site getting hits
that you never thought were possible.

There are many advantages of sdling online, not the least of which tends
to be lower overheads. For this reason it makes sense that your offline
advertising should prominently feature your website and direct people to
log on and take alook.

Writing articles or regular columns for relevant publications is another
technique that can drive traffic to your site particularly if you refer the
reader to your website for further information on the topic of your article.
Using your website as the sponsor of articles or features can produce
similar results.

Tradeshows and expos are another useful offline strategy for capturing a
database, particularly if they are run in conjunction with a worthwhile
competition. You can use your stall to demonstrate how to use your
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website, and the products or services on offer. Attendees of the expo can
then be invited to enter your competition by smply signing up as
members on your website right there at the expo stand.

Another strategy to consider is to target clubs or associations that are
relevant to the industry that you are in. For example, a company selling
car parts and accessories could contact car clubs and suggest creating and
hosting the clubs website for them, providing the club does not aready
have one. If your website has a chat room, or notice board set up then
clubs could be invited to use these which will add further traffic to your
ste. A smple letter and phone call to the club president, and possibly a
presentation to the club members is al that is required to tap into this
lucrative market.

With so many people competing for traffic on the internet, it pays to
thinking outside the square and get traffic to your site using offline
strategies. If you are already investing money on more traditional forms
of marketing then it makes sense to use these to get people to your
website.

These suggestions are merely the tip of the iceberg in regards to what is
possible when using offline strategies for online success. If you're using
an advertisng agency or marketing firm, then brainstorm with them on
other ways to get people logging on to your website, or call the team at
Website Renovations and find out how your offline activities can greatly
enhance your online income.
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Chapter 8: Collecting a Database

The goa of any business that has a website is amost always to increase
profit. Money, time and effort are put towards getting potentia
customers to visit your dSite, and yet so few companies ever take
advantage of this traffic by collecting a database.

Simply letting people come in and out of your website without leaving
you with a method of contacting them is nothing short of ludicrous. You
have done so much to get them to come to your site in the first place, asa
minimum you want to capture their email address and first name s you
can continue to market to them after they leave your sSite.

There are a number of ways in which you can collect a database, and
which one you chose will often depend largely on the type of website you
have, and the reason you give visitors to encourage them to give you their
information.

One method is to not enable visitors to view your website without first
becoming members. This means that first visitors to your site will land
on a page requesting their name, email address and possibly other
information before they proceed. Simple programming will ensure that
they will not have to resubmit their details on subsequent visits to your
site, and any half decent webmaster should be able to set this up for you.
This is a preferred method for sites where it is unlikely that people will
come back on aregular basis, or if the amount of information on the site
IS somewhat limited.

Many businesses are put off by this approach feeling that people will
simply leave their site and go on to one of their competitors. And whilst
this does occasionally happen, more commonly people will happily give
over thelr details for information of interest to them.

Another option isto alow first time visitors to see part of your site, but to
restrict other parts to members only. The parts they can access need to
give them enough information to want to look further, without giving
them too much.

A variation on this can be used for websites that contain a number of
different articles. Y ou can have the site set up to enable them to read one
article, but when they go to open the next article, or go to the next page,
they are asked to signup as members. Whether or not thisisapaid or free
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membership with once again depend on the type of site you own, and the
quality of the information they will recelve as members. It's more
common that these memberships are free and used smply to collect the
prospects details.

You can off course give people full access to your site but encourage
them to submit their details in return for a free product that they can
download, such as an EBook, similar to this one that you are reading
right now.

Keep in mind that a number of websites request this information, and that
the more information you request, the greater the chance that people will
put it into the too hard basket and move on to another site. A smplefirst
name and email address is ideal, but more than that can be seen as a
chore.

It aso pays to make it clear that once they submit their details, that you
won't on-sell these to other internet marketing companies. Whilst they
may be happy to receive communications from you, they are almost
certainly not going to want to be bombarded with every bit of spam
floating around the net.

There are many options available for collecting databases. At what point
you ask someone viditing your Site to submit thelr information will
depend largely on the type of site you own and the information contained
within that Site.  Your webmaster may be able to help you with some
suggestions here, or alternatively you could contact Website Renovations
to discuss the best option for your business.
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Chapter 9: E-Mail Marketing vs. Spam

Thereisalot of confusion surrounding the subject of spamming and how
it relates to companies wishing to collect a database of people that they
can market to eectronically. In many cases this confusion leads to
paranoia those results in companies shying away from collecting email
addresses full stop. But when one understands the difference between
gpam and e-maill marketing, it's easy to see that the two are very
dissmilar and that collecting databases and marketing to them is a
legitimate promotional strategy.

Part of the concern that many companies have in relation to spam relates
to new anti-privacy laws. Hefty fines, and sometimes worse, scare
companies away from wanting to market directly to consumers via email.
But the point they are missing is that spam is unsolicited and unwanted
email communications. Your own customers receiving e-mall
communications from your company can hardly be described as
unsolicited or unwanted.

These are people who have logged onto your site because they have an
interest in the product or service that you offer. Chances are they will
look forward to receiving offers from you, or further information via e
mail. But for those that are still concerned there are a couple of very
simple options to ensure that you are not sending unwanted material to
those who have logged onto your site.

The first of these is to give people an ‘Opt-in’ box that they simply tick
when they first submit their email address. Beside this box you clearly
explain that by ticking ‘Opt-in’ they are inviting you to send them further
electronic communications with offers, enewdetters or further
information. If they don’t wish to receilve communication from you, they
can ssmply not tick the box.

One downside of this option is that people can potentially miss the box by
accident, but there are ways to ensure that this box is brought to their
attention, or they & least know what they are saying no to, before they
proceed.

Another option is to have an ‘Opt-out’ box. In this case people have to
actually tick a box saying they don’'t want information from you. Failure
to tick this box will result in them being added to your mailing list.
Companies often make these boxes a little less obvious, but it pays to be
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up front. There islittle point sending emails to people who don’t really
want to recelve them as they are unlikely to respond to that form of
marketing in the first place.

Regardless of which option you choose you should aways give the
recipients of you emails or enewdetters, the option to Opt-Out and be
taken off your database, with every item that you email to them. Even
those who willingly gave you permission to add them to your database in
the first place can have a change of heart down the track.

It's also important that the program or software that you use to manage
your database is setup to ensure that those who do Opt-out do not receive
any communication from you. Y our webmaster should be able to assist
you in setting thisup. If they can’t, then find another webmaster.

You aso need to keep in mind the relevancy and frequency of your
contact. Too much contact will start to clutter up your clients inbox and
get them offside, whilst not enough defeats the purpose of collecting their
details to start with. Your information or offers aso need to be relevant,
with the view that people are going to be looking forward to receiving
communications from you, rather than smply deleting it without looking
ait.

A fina piece of advice isto make sure you are compliant with the
relevant anti-privacy laws that apply to your business. If you have any
doubts then seek legal advice to ensure that you are not crossing the line.
Once you know you are not falling foul of any new laws, you're right to
start marketing to your hearts, and wallets content.
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Chapter 10: Automating Your Online Marketing

One of the key advantages to marketing online is the fact that much of it
can be automated. It is possible to have emails, follow-ups and even
guestions answered, without anyone physically sitting there typing up
responses.

For example, someone logs onto your website and gives you their first
name and email address. Asthey are a new member of your site, you will
want to have a reasonable amount of contact with them to help build trust
and keep you top of mind. Fortunately, this can al be done
automaticaly.

Shortly after submitting their detalls they ae sent an emall welcoming
them as a member of your website. This email, and others over the next
couple of days, explains who your company is, a bit of history, the
products and services you offer, after sales support and any new specials.
These people are now added to your marketing list which means they will
receive specia offers whenever they come out. All done automatically
without you needing to personaly sit down and send out every single
emall.

Of course this requires software and programs to allow you to achieve
this level of automation, but there are plenty of packages out there that
will do this for you. Some however are significantly better than others.
Some packages are complex to use and ultimately get placed in the too
hard basket, whilst others only need a short amount of training before
you're ready to simply type in the information that you want sent to your
database.

Part of successfully marketing to your database involves being able to
market to different people, with different offers. For example, if you
have a product that you' re wishing to promote to young ladies aged 18 to
25 you possibly won't want to send this out to the males on your
database. The program you use to manage your database should be setup
to enable you to select which group you want which promotions to be
sent to.

Once you have the appropriate program, you can then set up your website
to automatically place people into one, or a number of groups. Thiscan
be done by asking people when they sign up to tick a couple of boxesin
addition to supplying you with their first name and email address. Simple

— —
Sonya Mayhew'’s 15 Little Known Secrets to Turning Average Websites Into Profit Making Machines
25



website

programming can then be set up to place each person into their relevant
group, or groups within the database.

An example of this would be Sara who is 19 years dd and a full-time
student. By asking her to tick a box indicating her age range (i.e. 18-25,
26-30 etc) and her occupation (normally from a drop down menu with a
range of common options), you can now place her into relevant marketing
groups within your database. For example she could be included in the
Female 18-25 group as well as the All Females group, the Female Student
group and the All Students group. This way, anytime you want to send a
campaign out to all the females on your database, or only female students,
Sarawill recelve this information.

Not all companies need to break their databases down to this extent, but
for many it is a huge advantage to be able to target offers directly to the
relevant prospects on their lists.

Once your systems have been set up to allow you to automatically place
members into relevant groups, you are now able to put together marketing
material aimed directly at those groups. Y ou might produce two or three
different electronic brochures which different offers aimed at the various
target markets contained within your database. You can then select the
group that each one is to be sent to and have it sent out automatically.
These can be programmed to go out immediately, in a day’s time or even
ina month’s time, which alows you to have a number of brochures made
up in advance.

This feature is particularly useful if you are producing an eectronic
newsletter or an e-zine.

Another useful function of automated emails is to let people know that
you have received their orders and that their goods will be shipped to
them shortly. This is reassuring for customers who have just submitted
their credit card details to you.

Processing and billing can aso be automated allowing your entire online
business to run all day, every day, without you needing to be tied to your
desk, and with you needing to employ hundreds of people to answer sales
gueries, raise invoices and even order stock in many cases.

Your webmaster may be able to assist you with this, but you may find
that you need more specialist assistance than they can offer. Website
Renovations can certainly assist you in making your online business run
on autopilot.
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Chapter 11: Creating E-Zines That Sell

E-Zines are electronic magazines that are smilar to enewdetters. These
can be incredibly powerful sales tools when used in the correct way and
not overdone.

Sometimes constructed as PDF's and emailed to a database, they are
more effective when done in HTML as this format allows more effective
testing and measuring to be done, which is covered in a later chapter.
There is no set number of pages that an ezine should be, athough they
are more commonly longer than the two to four pages of most e
newsl etters.

The content of an e-zine is very similar to that which you would find in a
more traditional form of magazine. There are normally articles on
relevant topics that educate the reader and relate to topics of interest
within your industry.

Hints and tips are popular for industries that lend themselves to this style
of article, and quite often contain relevant photographs or diagrams. As
with a more traditional form of physical magazine, there are normally
advertisements offering various specials, but the real benefit comes from
product or service reviews. It's here, where you explain a product in
detall that your prospects can gain greater information and be encouraged
to purchase. Particularly if there is no obvious ‘sales spiel’, but rather an
informative and objective article, accompanied by an advertisement on
the same page.

Finding enough relevant content can often be a concern for companies
looking to employ this strategy. This is often overcome by contacting
suppliers who will commonly have information relating to their products
that can be turned into useful articles.

Content can aso be sourced from complimentary businesses, who can be
given a chance to promote their products through your ezine to give the
reader greater value. For example, a ladies clothing boutique could
include articles from adietician, a beautician, a hairdresser and a personal
traner. A hardware store could include articles from a landscape
gardener, a real estate agent and so on. By including such articles you
give your reader greater variety, and overcome the challenge of not
having sufficient content to fill your electronic magazine.
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Competitions, particularly those that run over a number of issues, are an
excellent way of increasing readership of your eectronic publication.
Often these can take the form of an electronic survey that only takes the
reader moments to complete, but gives you invaluable information for
such things as planning future products lines, refining marketing
strategies or improving customer service.

The key to making an e-zine successful is to not have too much
advertising, or to be too obvious about promoting products and services
in your reviews. Studying how traditional magazines structure their
content and information is a good place to start. It is also important to
make sure you send them out on aregular basis. If time constraints make
it difficult to do one every month, then produce a bi-monthly or quarterly
publication instead. It’s better to have fewer publications that appear on a
consistent basis, then to have a higher number that gopear spasmodically.

There are a number of products available online to assist you in creating
your own e-zine. Alternatively if your webmaster has experiencein
creating this form of electronic publication you can use there services.
Website Renovations specialize in creating top quality e-zinesthat are
designed to achieve maximum readership and sales and are worth
contacting if you wish to explore this profitable marketing strategy
further.
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Chapter 12: Online Testing and Measuring

One of the key advantages of marketing online rather than offline is the
ability to test and measure very accurately and very quickly to gauge the
success of your campaigns.

Advertisements on search engines can give you excellent feedback as to
which words, phrases or headlines are working better than other, as well
as giving you the ability to change them any time of day or night. Many
companies will test headlines and aspects of their offline campaigns on
the internet first, to get a better idea of what is going to give them the best
results in terms of copy and offers.

The ability to test and measure effectively online can best be seen when
using e-zines. By usng HTML ezines rather than the PDF style,
embedded code can give you feedback as to which articles people have
open and reopened the most, how long they were opened for and what
action, if any, was taken.

Whilst some security settings don’t enable you to get this feedback, there
are ways around most of them whilst many people don't have any
security restricting this feedback full stop. This allows you to quickly and
easlly analyze the effectiveness of certain articles and offers. Once you
have this information you can then work out more accurately, what
subjects your target market are truly interested in, so you can make offers
relevant to that information. Unlike the surveys done by offline printed
publications, you can know for certain, within hours of sending out your
e-zine, what' s working and what’ s not.

As we mentioned before in the chapter on e-zines, you can also run
surveys based around competitions to encourage people to give you
feedback on any questions you might have about future strategies and
direction. Because your clients need only take a few seconds to tick a
couple of boxes and then click the submit button, they are more likely to
take advantage of these competitions than if they needed to cut out a
coupon and take it to the post box as is the case with many traditional
print media style competitions.

One of the mgjor frustrations of many companies is knowing what aspects
of their marketing are working against those that are smply costing them
money. Buy using the internet as part of your overall marketing strategy,
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you can quickly and easily identify those parts of your campaigns that are
less than effective.

Your webmaster should be able to provide you with a smple program
that will quickly analyze the data received from your online campaigns,
enabling you to print off reports with a minimum of fuss. If they cannot,
then talk to the team at Website Renovations to find out how they can
assist you in making your online testing and measuring process more
streamlined.
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Chapter 13: Becoming an Affiliate

Some of the more successful internet marketers make the bulk of their
profits by selling other peoples products using a strategy known as
Affiliate Marketing.

Affiliate Marketing is smply promoting another person's product, often a
competitor, using their own website and database. They then take a
commission on each sale that is made via their promotion which rangesin
value from 20% to 50% of the actua price of the product.

The theory is quite simple. If your clients don’'t purchase your product,
then chances are they will purchase a competitors product. By becoming
an affiliate, you can make profits from those sales, even though your
customers purchased from the opposition.

This does not work with all products and all industries, particularly where
the market is very price competitive and has low margins. But there is
many times where this can apply.

Imagine if you own a gymnasium and you have a database of people who
have registered with your site. You find an ebook online that talks about
fitness, weight loss or some other relevant subject. Chances are that the
owner of this ebook already has an affiliate program in place, by joining
as an affiliate you can now promote this ebook to your database and
make a commission on each and everyone that is sold. And you have not
had to do anything other than send a quick email to your list!

Some affiliate programs pay better than others, and some unscrupulous
affiliate marketers are notorious for not paying what they promise to pay
by way of commissions. Otherssimply lie about how many sales resulted
from ther affiliates campaigns to reduce what they have to pay out in
commissions. Whilst these are in the minority, it pays to talk to your
webmaster, or the team at Website Renovations, about methods to ensure
that you known who has purchased and how much you should have been
paid.

It is common practice for suppliers who operate an affiliate program to
only pay when the commission reaches a certain level, or make their
commission payments on a certain day each month. It's rare that they
will pay commission on each sale as it comes through as this is Smply
not practical as sales could come through any time of the day or night,
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and they would spend al of their time making smal commission
payments to every dffiliate. When you consider that some of these
companies will have hundreds d effiliates, it's easy to see why they
choose to pay only on certain dates of the month.

Ancther similar strategy to becoming an affiliate is to purchase exit traffic
from competitors’ sites. Exit traffic as the term suggests are those people
who have logged onto your competitors site and then left without
purchasing. They are little use now to your competitors so rather than
getting nothing for them, they may as well sdll this exit traffic to your
company.

The amount paid for exit traffic varies and is commonly little more than a
few cents per person that is directed to your site. Given that they have
not purchased from your competitor then there's a good chance that they
will adso not purchase from you, so you don't want to be paying too
much. You also need to be confident that your Site is better able to
convert these prospects before making the approach in the first place.
There is every chance of course that your competitors will say no,
believing that the sale is not necessarily lost, but you don't know until
you ask. Similarly you may wish to offer your exit traffic to another
company to make some profit from those who log on and then leave
without giving you their details.

By being creative in your thinking you can find many ways to make
money smply from the traffic that visits your site and the database that
you build. It's important to understand that when it comes to internet
marketing, there is more than one way to make profit, and you can make
sales without needing to own or even stock the product or service that you
are offering. Website Renovations can assist you in becoming an
Affiliate Marketer, or you can consult your webmaster for more
information.
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Chapter 14: Creating Your Own Affiliate
Program

If you've just read the chapter on Becoming An Affiliate then you're
probably quite exited about the potential of this strategy. But why stop a
selling someone else’s product. Why not set up your own affiliate
program and have other people marketing your products and services for
you?

In the offline world the line between competing businesses is clearly
drawn and everyone knows where they stand and who the enemy is. But
in the online world, the rules al change and your competitors can quickly
become your greatest source of income.

When you consider that they are already out there promoting their
websites, building their database of members, doesn’t it make sense to try
and leverage off their endeavors?

You may decide against offering al of your products and services as
affiliate programs, and indeed it would be prudent to not offer your full
range. But certain items that would be appealing to your competitors,
that have a margin to alow a worthwhile commission to be paid and still
offer you good profits, should definitely be considered as an option.

One of the advantages of this system is customers who order directly
from you can sometimes then be added to your database enabling you to
offer further services and products to them. This needs to be done with
care as your affiliate program may soon get a bad reputation if people fedl
that you are poaching their clients. However if they don’'t mind you
approaching the customers for add-on sales, then your own list can grow
significantly. Of course you need to ensure that those new customers
want to be added to your mailing list before sending them a heap of
emalls.

Another variation on this is to write an ebook, or have one written for
you, that you can then offer to affiliate marketers for them to on-sdll to
their clients. The book can help build yours, or your company’s profile,
as well as promoting your own website. People who purchase this e-book
can then visit your site and once again your database is expanding. The
advantage of positioning yourself and/or your company as an expert in
your field can be enormous.
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Chapter 15: How To Get Your Customers to
Purchase Online

One of the great concerns of many businesses, who own and operate
websites, is hat thelr customers won't purchase online. This is quite
often because the people running these companies will not themselves,
purchase online. But you need to understand that just because you may
not purchase online, doesn’t mean that your prospects and customers will
not.

There is literally many millions of dollars worth of transactions occurring
over the internet each and every day. Multimillion dollar online
companies who have created their fortunes by marketing and selling
purely over the internet.

So why do some companies believe that their customers would be any
different?

Well part of the reason relates to online credit card fraud. There are
numerous cases reported of people purchasing goods over the internet,
only to find out that their credit cards have been maxed out shortly after
their transactions. There are also plenty of cases of people paying for
products or services then never receiving what they paid for. Caseslike
these are becoming increasingly rare, but they do still happen.

So how do you overcome the natural fears and reservations that some
consumers have in relation to online purchases? Well to start with,
people buy off companies they know, like and trust. |f your company is
well known offline, then chances are people will be confident in
purchasing from you online. But what happens if your company is
perhaps not well known, particularly when dealing in markets where you
do not have a shop front presence? How do you get people to know like
and trust you online when you have not and are in some cases not likely
to meet them in person?

The key is to include many aspects of an offline business in your online
presence. These include having professional photos on your site of you
and your team so people know who they are purchasing off, include audio
and/or video, welcoming people to your site and giving them insight into
your business in both an auditory and visual way. This will also make
them fedl like they know you alowing you to build instant rapport with
people.  You should also include your contact details and a physical
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address. All of these build the trust with the potential customer, that you
are running a legitimate business and you are not one of the many fly by
night operators online.

Make your terms and conditions quite clear, and have a Frequently Asked
Questions (FAQ) section on your website that clearly explains that you
offer secure online transactions and how long it will take from the time
they purchase until the time they receive their goods. Also explain in this
section what happens if they are unhappy with the items they purchase, or
any exchange policy relating to faulty or damaged goods. All of these
things can help put the prospects minds at ease, and negate any feelings
of concern after they have made their initial purchase.

Including testimonials on your website from people who have purchased
from you previously, and been happy with their buying experience, aso
assists in removing doubts. Written testimonials are okay, but are often
viewed with skepticism. Audio testimonials are far more powerful, with
video testimonials being the pick of the lot providing you can keep the
filesto areasonable size,

Using tools like auto responders will aso increase your credibility online.
This can be setup so that when potential customers make an enquiry
online an auto responder will immediately reply to their email with a pre-
determined message. Thisis aso avery good leverage point for you, if
you are out of the office or away for the weekend your business can run
without you. This strategy aso helps to develop trust between you and
your prospect.

Make it easy for people to buy fromyou. Your customers need to know
that your site has a secure transaction facility, and this needs to be
prominently promoted to them. There are numerous online processing
companies that do provide this facility at varying cost per transaction. If
you are unsure about this process then talk to the team a Website
Renovations.

Send thank you notes and make persona contact with people who
purchase from you, you may even consider running ateleclass with all the
people who have purchased from you online each month to make sure the
product is going well and educate your customer on other aspects of your
business.

By including all of these aspects of online marketing into your site you
will have a much higher chance of converting prospects to customers and
then into repeat customers.
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