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BEST PRACTICES |

PC GURU

As the Internet becomes more and more
important, it is critical to focus on how
to generate new business from your
website. Many businesses fail to take
full advantage of the sales opportunities
available via their own website. If
someone comes to your company’s
website, how easy is it for them
to become a customer? Who
is your customer? How easy
are you making it for them
to contact you?

Online lead
generation is a powerful
and efficient tool if
properly supported.
Here are a few ideas
and questions to get

you thinking.

Website usage statistics, or web
analytics, are a key part of any website
marketing plan. This data makes up the
traffic report for your site. The traffic
report tells you all sorts of valuable
information: who visited your site, where
they live, how they got to your site, what
search terms they used to find you and
more. In conjunction with your online
lead generation, advertising and sales,

it can also show you what percentage

of total visitors are converting into
customers or where customers are
dropping out in the process. Being able
to measure traffic and usage is central to
measuring your success.

If you're not currently viewing website
traffic reports, talk to your webmaster
today to find out how. For a free and
user-friendly option, Google provides
an analytics package available at:

www.google.com/analytics/. It can be
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installed on your website with two lines

of code.

| always advise that a company’s website
should be designed as the end of the
funnel for all marketing and advertising
initiatives. You need to build traffic to
your site then add tools that allow you to
convert that traffic. Most people already
know this, but it bears repeating that
every advertising piece should have your
website address on it. In fact, everything
you do should have your website address
on it; every form, every business card,
every flyer, invoice, etc. Once in the wild,
you never know where these pieces

will end up. Customers will often find
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the most circuitous routes to your door.
Once they find their way to you, make it
easy for them to contact you.
Always think in terms of
supporting and promoting your
website. For example, you
can offer testimonials to
key vendors who will often
be glad to publish your
recommendation with a link
back to your website. That's
a win/win situation. Similarly,
whenever | purchase radio or
print advertising, | negotiate the
pricing, then | ask whether the
advertiser can provide a mention
of my business with a link on their
website or in their email newsletter,
etc. This is often provided at no

charge simply for the asking.

Your company website must use some
method to collect leads online. This
allows you to collect leads anywhere at
any time without employee involvement.
The easiest way is to provide a simple
online form where the customer

submits their personal information. This
information can then be stored in a
database and used for follow-up either
by direct marketing or by a member of
your sales force. Any customer contact
involving interest should be considered a
lead. Once you've built the form and have
a lead database waiting, how do you get
people to sign up?

First, let's ask a few important
questions. How well do you know your
customers? What do they want? What
are their concerns? Once you know
this, you can speak to them. It turns out

that every customer wants three simple
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things: answers, value and solutions.
If you address their concerns, you

build goodwill.

Satisfy the customer’s desire for answers,
value and solutions. Put yourself in your
customer’s shoes and imagine what
they'd like to know and put that on your
site. Publish useful information about
what you do, common problems for your
customers and in depth information
related to your industry and business.

At the end of a piece of such content,
offer a link to a form where your
customers can sign up to receive an email
newsletter that will include additional
valuable information or product specials
direct to their email inbox. Other

ideas include providing downloadable
industry whitepapers, online seminars,
podcasts, special promotions, coupons
and information in any other form that
would be attractive to the customer.
Prior to downloading or viewing the
information, simply ask for the customer’s
contact information and permission to
get in touch with them. Many prospective
customers will welcome contact with
your business.

The goal is to provide several effective
hooks for attracting and collecting
leads online. Every promotion can be
translated to your website. If you provide
free samples, product demonstrations
or estimates as part of your business,
allow your customers to sign up online.
This can be accomplished for a minimal
investment, especially if you have an
existing website. The same basic forms
can be reused for several different
purposes or promotions. The best part is
that once you build these lead generating
tools, they will continue to work for you
at little to no continuing cost.

With a little creativity, you can make
your website into your best sales person.
By adding lead generation forms and
incentives for customer interest, it will

work tirelessly to generate new business.
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» Speads up rotational molding Hmes

= Remove heat and noise from production floor areoas

= 195,000 BTU's (16.3 tons) of evaporative cooling per hour
= Accapls ordinary waler and power supplies

» Enargy efficient 1Hp motor

With summer’s sweltering heat making

pre-cooling times slow, discover the power of
evaporative cooling with the Aquafog HRSM.
Mobile, durable, easy-to-operate atomizer
that requires little attention.

1-888-889-4407
www.jaybird-mfg.com
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Dur large product range is made for the roto moulding industry and is made from UV protected palypropylene,
which is recyclable, durable and will withstand most harsh chemécals. Qur 450mm and 250mm lids are complete
with a mounting ring. The lids ane fitted with a vacuwm break system to allow easy decanting of liquids from the
tank. Our tank connectors ane supplied with a nat, seal, and thread protector, Various attachments are available
such as a 90° elbow, reducing bushes and caps. In adddtion, wa have the capabiity to produce fittings in accor-
dance with consumer specifications, We are able to distribute infernationally and are curmently supplying coun-
fries anound the world

Please feel free to contact us with any inquiries you may have:
Tel: + 27 11 B13 2844 Fax: «27 11 817 3702

Email: infe@rotoquip. co.za
Wabsile: www.rologuip.co.za
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