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Intro – Please Read First 
 
Congratulations!  You’ve made a smart decision by purchasing this product and 
dedicating yourself to growing your business to entirely new levels using the power of 
the internet. 
 
Whether you’re an accountant, an attorney, a doctor, a chiropractor, a general 
contractor, a landscape architect, a real estate agent, a bar or restaurant owner, a retail 
store owner, a gym, or even a professional clown… people are searching for your 
services or products on the internet.  And if your website is nowhere to be found, guess 
who is getting all of the business… your COMPETITORS! 
 
Even if you’re already an advanced internet marketer, I’m willing to bet that you’ll find at 
least a half-dozen or more new strategies in this course that you can implement 
immediately to get TONS more traffic to your websites. 
 
The internet is fast becoming the #1 source of information for people that are searching 
for a certain type of business.  Think about it… in this day and age, practically no one 
uses a phone book anymore to search for a local business. Now, they just go online and 
have their answer in a matter of seconds.  And while “word of mouth” and TV/radio 
advertising are still viable means of getting exposure and obtaining new customers, the 
internet is now king (and if you know a few tricks, it’s even easier, faster, and cheaper 
than TV, radio, or newspaper advertising).   
 
A word of warning… If you have no clue how to get exposure on the internet for your 
website, you will be left in the dust, and your business is on thin ice in these new times. 
 
Rest assured that you are in good hands with the information we’ve put together for you 
in this course.  Some of the secrets you’ll learn in this manual are marketing techniques 
that would have taken you 5-10 years to figure out on your own or gather from various 
places separately. 
 
In fact, it’s taken me almost 5 years to master all of these strategies, but the end result 
is that I currently have a 7-figure online business with only 1 employee (soon to be 8-
figures) and I get over 8,000,000 (yes, that’s 8 MILLION!) visitors per MONTH to just 4 
of our websites.  So I guess you can say I know a thing or two about how to generate 
website traffic. 
 
Think about those web traffic numbers for a minute… As I talked about on the home 
page to this product… 
 
We get over 3.7 Million visitors to just 1 of our websites in PER MONTH! 
 
...that’s 123,946 unique visitors/day or 5,164 visitors/hour.  The amount of visitors to this 
one website of ours each and every day would fill about 5 major league baseball 
stadiums. And that's 24 hours a day, 7 days a week!  In a year, we can get over 45 
million unique visitors to our website… that’s a lot of filled baseball stadiums! 



 
Can you imagine 5 baseball stadiums worth of people getting direct exposure with your 
business in just 1 day?! 
 
The numbers are truly staggering with what you can achieve through internet marketing! 
 
I don’t present all of these traffic and revenue numbers to brag… Rather, I’m trying to 
help you begin to see the massive power of the internet for building a HUGE business. 
 
My co-author for this manual, Gary, has also built a 7-figure online business in an 
entirely different niche from many of my sites (so we bring diverse methods together to 
teach you in this course), and Gary has expanded from just selling locally, to also selling 
nationally (and even internationally now too). 
 
That’s the beauty of this… if you have a local business and just want to increase the 
amount of customers and business you do on a local level, then you’ll find the answers 
in this manual.  However, if you also want to expand regionally, nationally, and even 
internationally, the strategies you’ll learn here will allow you to grow an international 
online business “empire” if you choose to go after that goal. 
 
As you go through this manual, don’t feel as if you have to implement every single 
strategy that we talk about.  Each online marketing method that we’ll discuss in here is 
very powerful and you can choose to attack all of them, or choose to master just a 
couple of them.   
 
One of the things I’ve learned from networking with dozens of extremely successful 
marketers in recent years is that the most successful marketers seem to have mastered 
1 or 2 specific marketing methods, but tend to lack on others.  That just shows the 
power of even mastering just a couple of these techniques we’re going to cover in this 
manual. 
 
If you have employees or business partners, it may actually make sense to delegate 
different marketing strategies to different people in your company. That way, each 
person that is assigned a particular marketing strategy can really focus all of their efforts 
in mastering that particular method.  On the other hand, if you want to keep things 
simple and handle all of the marketing yourself, you can still do very well in the long run, 
but it may simply take you longer to implement all of the techniques.  Just take one 
technique at a time and give them each focused attention. 
 
One of the reasons that Gary and I decided to co-author this program together is that 
we each specialize our expertise in different online marketing techniques.  This aspect 
actually makes this product that much stronger in that we’re bringing both of our 
experiences and expertise together for a more complete package to help you grow your 
business. 
 
Ok, let’s get started… 
 



Getting Started- Website Basics 
 
Note:  For those of you that are already advanced internet marketers, we’ll get into the 
more advanced marketing details in a little bit, but first we need to start with some 
basics for those that are online marketing beginners and need help getting started with 
basics such as domains, hosting, etc. 
 
 
Before we start talking about all of the online marketing techniques that are going to 
skyrocket your business, let’s talk about the actual website itself.   There are a lot of 
companies out there that make a lot of money convincing business owners that they 
need a flashy expensive site in order to start gaining business from the internet.   This is 
simply not true….   
 
In fact, some of the simplest sites out there generate the most traffic and customers.  
The reality is, information and content are the keys to a successful site.   You could 
literally spend tens of thousands of dollars on a fancy website and never see a single 
customer from it (this is one of the reasons we decided to put together this program). 
You’d never believe it, but before we put together this course, we even heard about a 
couple business owners that friends of ours knew that spent between $10,000 to 
$20,000 to build a very simple and basic website... How ridiculous is that?!?!  They 
didn’t even realize they could have built the same exact website for less than $100. 
 
So before we get into all of the juicy details about getting your site to the top of Google, 
Yahoo, and others, let’s walk through how to buy, setup, design, and host a website on 
your own (and keep those thousands of dollars in your pocket!). 
  
Buying a Domain Name 
 
A domain name is simply the website address that someone will type in to find your 
website.  www.truthaboutabs.com  is one of the many domain names that we own for 
our online businesses.  So how do you go about buying a domain name on your own?  
There are a wide range of sites that you can go to buy a domain name, but the most 
popular, and easiest to use is GoDaddy.   They also offer a full service package that will 
allow you to buy, host, and design your site all from the same company.   I use this site 
to buy all of my domain names.   
 
We will get into the keys to finding the perfect domain name (that is keyword-rich, yet 
simple) later on in the SEO section, but when you start searching for the perfect domain 
name for your business you want to find something that is: 
 
 a) easy to remember for your customers 
 b) that describes your business or the products that you offer 
 c) that will stand out and draw attention 
 
A word of warning, most of the obvious domain names will already be taken, so you 
might have to get creative.   If there is a domain name that you absolutely must have, 
you can often buy that name from someone else, but it will definitely cost you a lot more 

http://www.truthaboutabs.com/
http://www.anrdoezrs.net/click-3169359-10378406


(so make sure it is worth it).   The average domain name on Godaddy will cost you 
$9.99-$19.99. 
 
Cool Tip:  If there’s a domain name that you really want that includes some important 
keywords related to your business, but that domain is already taken, a little-known trick 
is that you can simply use dashes in between the words on your domain… or you could 
simply add a number onto the domain.  For example, let’s say that you wanted to buy 
www.PhiladelphiaAttorney.com (which is already taken)… Instead, you could buy 
something such as: 
 
www.Philadelphia-Attorney.com 
  or   
www.PhiladelphiaAttorney123.com 
 
Those may already be taken as well, but the point is just to give you the idea of how you 
can still get a great domain by just making a few minor adjustments. 
 
Also, if the .com version of the domain name that you want is already taken, be sure to 
check the .net or .org versions too.  I usually stick with .net or .com because those are 
the most common and customers will tend to forget other versions. 
 
Beware:  use caution with buying any domains that may include word combinations or 
brand names that are Trademarked or otherwise protected by law. If you try to just add 
a number or dashes to a trademarked term, you may end up getting a letter from an 
attorney telling you to cease and desist. 
 
Website Hosting 
 
Ok, so now you have the domain name that is going to take your business to the next 
level… so what is next?   Now you have to find somewhere to host it.   Where you host 
a site is really just where you store the files that contain the code behind the design and 
layout of your site.   As I mentioned, GoDaddy can also host your site, but this is bare 
bones hosting and if you plan to get decent traffic levels, you’ll want to find a more 
advanced host.    
 
If you have a really simple site that is just giving the basic information about your 
business, Godaddy will be adequate for hosting.   If you are planning to sell products on 
your site, or have a website with a lot of pages, images, or videos, I would recommend 
hosting your website somewhere else.   The company that I often use, and would 
recommend is Host Gator. They offer reasonable rates and good service.   Unless you 
are getting into a very complex website with big traffic levels, the basic package from 
any hosting service should be more than enough. 
 
Website Design 
 
This is where you could end up spending big bucks if you are not careful.   Paying a 
website designer to put together your site can cost anywhere from $500 and up (with 
the sky being the limit!).   Again, if you are going for a basic, no frills site, Godaddy has 
some really easy to use templates but they won’t offer much in the form of a custom 
look.    

http://www.anrdoezrs.net/click-3169359-10378406
http://secure.hostgator.com/cgi-bin/affiliates/clickthru.cgi?id=Nealon52


You can also buy templates from a site like www.templatemonster.com that will offer 
more of a variety and some custom features for very little cost.  Remember, to build a 
great website doesn’t mean that you have to spend hundreds or thousands of dollars.   
With some of these options for simple templates and editing programs, you can get a 
website going for under $100 many times. 
 
One option you have is to use an easy-to-use website editor program such as xsitepro 
to build your website. This program makes it easy for you to use one of their templates 
or use a blank template and insert your own graphics and text.  So the way this whole 
thing would work together in terms of domains, hosting, and editing would be: 
 
Domain:  can be bought through GoDaddy 
Hosting:  can be hosted through Host Gator 
Editing/Design:  can be edited and designed through xsitepro 
 
Once you have your site built, it is important to fill it with as much relevant information 
as possible, and keep it organized and easy to read.   When building your website, keep 
in mind the most important call-to-action that you want your prospect to take… 
 
Do you want them to call a number to get more info from you? 
Do you want to sell an actual product on your website? 
Do you want to direct them to visit your store or business location? 
 
Everything you do on your website should lead your prospect into taking action on what 
you want them to do.  If you want them to buy a product from the website, lead them 
through a strategic sales process to the product(s).  If you want them to call a number, 
tell them front and center the benefit of them calling the number and give them the 
number right there!  Don’t keep the info hidden on a contact page. 
 
Now that we’ve gotten some of the basics of websites out of the way, let’s move on to 
the good stuff… 
  
 

http://www.templatemonster.com/
http://www.xsitepro.com/index_r.html?p=mikegear&w=home
http://www.anrdoezrs.net/click-3169359-10378406
http://secure.hostgator.com/cgi-bin/affiliates/clickthru.cgi?id=Nealon52
http://www.xsitepro.com/index_r.html?p=mikegear&w=home


Conversion Elements of Your Website 
 
Conversions and conversion rates will be an important aspect of your site.   A 
conversion will mean different things to different people depending on the industry you 
are in and the product or services you are selling.  For a service industry like a 
contractor or builder, a conversion may mean a sales lead in the form of an inquiry.  If 
you are selling a physical product, it may mean an actual sale.   For others, a 
conversion may be someone signing up for your newsletter.  Whatever your goal might 
be, it is important to establish goals for the site and set up a way to track them.  So how 
do you do that?   
 
Monitoring Conversions and Goals 
 
The there are a couple of ways to track performance, but the simplest would be Google 
Analytics (www.Google.com/analytics ).  Google Analytics is a free service offered 
through Google that allows you to analyze traffic patterns, monitor conversion rates, and 
really find out where visitors are coming from, how long they are staying, and where 
they are going from there.  The way Google analytics works, is by placing special code 
within your site that will track the goals that you establish.   
 
Below is a screen shot of what the “dashboard” looks like for Google Analytics.  On the 
left you will see your options where you can really break down the traffic patterns to find 
out where visitors are coming from (traffic sources), what pages they are visiting 
(content), and information about the visitors.   The analytics dashboard is a great way to 
monitor some of the other topics that we talk about later. 
 

 
 
As I mentioned before, most web designers are going to recommend the flashy, visually 
appealing websites, but most of the best performing sites are very basic.  Your site 
doesn’t have to be flashy if it offers visitors the information they are looking for and 
piques their interest about your product or service. Graphics and images are always 
important in describing or visualizing your product, but it is going to be the content and 
how it is displayed that will increase conversions. 
 

http://www.google.com/analytics


There are companies that literally spend millions of dollars a year split-testing their sites 
and trying different marketing techniques, only to find out that these tried and true 
methods work the best.  Rather than wasting your time or money, here are some of the 
most important techniques for increasing conversion rates for your site. 
 

Testimonials/Customer Feedback 
Testimonials are one of the most important aspects of any successful website.   
When customers are searching for a service or a product, they want to know that 
your company has a good reputation and you can be trusted.   The easiest way 
to build that trust is to have your previous customers speak on your behalf.    By 
providing feedback from other customers, you are building a level of trust that 
couldn’t be achieved by simply claiming to be the “best” (which is what everyone 
does).  Getting customer feedback isn’t always easy, so you might have to get 
creative with the way you capture that information.   Every type of business will 
be different, but if you have the ability to offer a free bonus, cash reward, store 
credit, or something to entice a response from happy customers, it will go a long 
way in securing new ones. 
 
The testimonials should be one of the first things that a customer sees when they 
get to your site.  Statistics show that by putting testimonials at the top right of the 
page, it will not only be more visible, but it will also increase conversions by 5-
7%.  Below is a screen shot from the kitchen cabinet company that I helped.   
Notice how the first two things that you see on the page are customer 
testimonials on the right, and an excerpt from a blog entry about the company.  
By simply moving the testimonials from a sub page to the top of the main page, 
they were able to increase conversions by 9.5%!! 

 

 
 

Establish Authority 
With access to so much information on the internet, it is important to establish 
yourself as an authoritative figure in your industry.  This also comes down to a 
trust factor.   If a potential customer views you as an authority figure on the topic 



that they are searching for it will build the trust factor and lead to more 
conversions.  So how is that accomplished?   One of the easiest methods for 
building industry credibility is by writing articles about your field of expertise. 
 
There are literally thousands of article databases out there that people turn to for 
information.  By writing about your field of expertise, you will be establishing 
yourself as an expert or authority on that particular topic.   Writing articles 
actually provides multiple benefits.  Not only will it establish that authoritative 
image, but it will also help establish back links and provide relevant content for 
your site (these are topics that will be addressed in more detail in later sections).   
 

Industry Awards / Publicity 
It goes without saying that an easy way to separate yourself from others in your 
profession is through industry awards and recognitions.  This is why it is 
extremely important to participate in not only your particular industry’s 
organizations, but also community organizations.   Any awards or recognitions 
you receive should be prominently displayed on the main page of your website.  
It is also a good idea to display the logos for any of the associations you may be 
a member of. Promoting industry associations and organizations on your website 
will just boost consumer confidence in your product or service.  This all ties back 
into the trust factor with potential customers, and will ultimately lead to higher 
conversion rates. 
 
If you’ve been featured in any magazines, newspapers, or local TV news or radio 
stations, make sure to put that on your website to establish credibility.  Nothing 
gives people the confidence about your credibility more than knowing that you’ve 
been featured on TV, radio, magazines, or newspapers.  You can even include a 
clip of your video or audio appearance if it was TV or radio, or an image of your 
appearance in the magazine or newspaper for proof. 
 
Note:  Although we’ve been talking about establishing credibility and authority, 
your website should NOT be all about you… keep in mind that the main focus still 
needs to be on what benefit your customer will receive from your product or 
service. 
 

Give away freebies 
Did you know that you can nearly double or triple your conversion rates AND the 
average dollar amount of each transaction by simply giving something away?  A 
freebie doesn’t always have to be a physical product, and most of the time it 
won’t cost you a dime, but it should hold some value to your potential customers.   
Giveaways can really fall into two different categories, and both serve different 
purposes. 
 

1. Contests-  the goal of a contest is to create buzz about your company 
and capture the attention of potential customers.   This can be as 
extravagant as a free vacation or a free dinner for two.  If structured 
properly, a contest can accomplish several goals at the same time- 



help secure customer feedback and testimonials, and create buzz 
about your product.   One of the most successful formats for a contest 
is to give a prize for customer feedback. 

 
By offering a cash prize for the best story about your product, or how 
your service impacted their lives, you are enticing customers to provide 
honest testimonials and feedback for your business that can be used 
to secure new customers.  By requiring people to register for the rules 
and regulations, you can also secure some leads from people that may 
be curious about the contest but didn’t actually buy your product(s).   
Designing a well-structured contest can be time consuming, so I am 
even going to supply you with a template to use.   By going to 
https://www.rtacabinetstore.com/order-management/kitchen-
renovation-contest you can request a copy of the contest rules and 
regulations that I created for a friend’s business.   The response and 
amount of free content that you will receive from a contest like this is 
well worth the investment or cost of the prize that you are giving away! 
 

2. Free product or service- this is a freebie that doesn’t require entry into 
a contest or lottery.  Some of the best freebies don’t cost a dime, but 
offer valuable information that potential customers are looking for.  This 
might be a free report or analysis, free subscription to a newsletter, 
free product for coming into the store, or a complimentary product or 
service to what you are offering.   Free products can be used in one of 
two ways -- to give a perceived value of your product that is far greater 
than the asking price, or to capture the visitor’s information for 
additional marketing (which is what we will talk about next).   In either 
case, you are adding value and separating your business by providing 
a free product or service that the competition isn’t offering. 

 

Keep in mind, the ultimate goal of either type of giveaway should be is to 
increase conversion rates and generate repeat business.   For some industries, it 
can actually be advantageous to give away the core product/service for free the 
first time.  This can be the best giveaway of all, because over time it can result in 
5-10 times the revenue that one paid visit or purchase will produce.   The perfect 
example of this would be a business that offers a membership or subscription, 
like a fitness facility.   

Capture Information 
 

Information is one of the hardest things to obtain from a visitor to your site, but it 
is certainly the most important (next to a completed transaction).   This actually 
goes hand in hand with the giveaways, because you are basically exchanging 
that product for their information.  By enticing a visitor of your site to provide their 
contact information, it is giving you a free lead that can then be followed up with 
by e-mail or phone.  While you will inevitably get customers that will submit their 

https://www.rtacabinetstore.com/order-management/kitchen-renovation-contest
https://www.rtacabinetstore.com/order-management/kitchen-renovation-contest


information freely through a contact page or e-mail, the majority of visitors to your 
site are not going to provide that information unless they are encouraged to do 
so.  This is why it is important to offer them something in exchange for that 
information.   
 
By capturing their information, you are also building a customer list.   A well-
managed customer list can be just as valuable as the day to day business that 
you are currently doing (this is a subject that will be covered later).   As you 
gather information from customers and visitors to your site, it is important to have 
a plan for follow up and multiple communications. 
 

Follow up with prospects 
 

Capturing a customer’s information is one thing, but too many business owners 
don’t take the time to follow up with the information that they gather.   For most 
products and services, the average number of visits by a customer is 3.4 times (if 
you have a product that is averaging fewer than that, consider yourself lucky!).  
With an extended sales cycle like that, it is important to keep your product or 
service on that customers mind through constant follow up.  By capturing their 
information, you now have the ability to contact that customer multiple times 
before they make their purchase, which will increase your conversion rates.    
 
This is especially important in cases where a customer may be soliciting a bid or 
quote for your product or services.   Each time you contact that person after the 
initial contact, you are increasing your odds of converting that into a sale.   Follow 
up communications don’t have to be a hard sell, but they should point out key 
aspects about your product or service, while at the same time offering something 
new to ensure the recipient will actually read your e-mail/letter or take your call.   
Some industries may require a phone follow up to give that personal attention, 
but in most cases, an e-mail follow up will work just as well. 
 

E-mail Marketing 
 

E-mail marketing is one of the most effective methods of follow up because you 
can reach a large number of people with the same message.   As I mentioned in 
the previous section, e-mail follow ups are a great way to increase your 
conversion rates by reaching out to that potential customer multiple times before 
they actually buy or use your product or service.  Where most companies drop 
the ball is by not taking advantage of that customer list they have built.    By 
taking advantage of e-mail marketing, both before a completed a sale and as 
follow up after that initial sale, you are increasing your odds of generating repeat 
business.    
 
By sending out e-mails at regular intervals about new products or services, new 
trends, industry news, useful tips or tricks, or anything that may pertain to your 
business in general, you are keeping your company and your services fresh in 
that customers mind.  It is amazing how much repeat business can be generated 



through e-mail marketing campaigns.   The key to successfully utilizing e-mail 
marketing is to get visitors to opt in to receiving e-mail updates or future 
correspondence.  Sending out emails with offers to people that did not opt-in to 
your list can result in you being flagged for spam. 
 
Note:  You may see offers or be approached by companies trying to get you to 
rent or buy bulk email lists.  Beware of this as it is almost always a useless list.  
These lists have no association or trust with you, as the list was built by some 
other service, so getting a response from a purchased list is very unlikely.  There 
are some exceptions to this, but they are rare.  Bottom line – don’t bother buying 
lists… build your own list of your own subscribers and customers! 
 

Setting up automation 
 
The program that we use for email marketing and automation (which is a pretty 
simple program) is called Getresponse. 
 
Another option you can use for email marketing is called Aweber. We personally 
use Getresponse, but I’ve heard good things about Aweber as well. 
 
Now that you know what e-mail marketing can do and how to lay out an eye-
catching e-mail, it is time to start your first campaign.   If you are like most 
business owners, free time is hard to come by, so another option for e-mail 
marketing is to automate the process.  By automating the process, you can send 
out consistent e-mails at regular intervals, without having to spend hours of your 
time retyping an e-mail each time someone opts in to your mailing list.   These 
are called “autoresponders” in the internet marketing world.  
 
Autoresponders are emails that your prospects or customers will get after they 
sign up to your list, and you can set them up to go out at regular intervals on 
specific days after they subscribe… for example, you can set it up so they get an 
email from you immediately after subscribing, and then other emails from you on 
day 3, 7, 10, 14, 18, etc, etc days after subscribing.  You can build out 
autoresponders to several years worth of emails if you wish.   
 
Here’s a screenshot of the control panel in Getresponse: 

http://www.getresponse.com/index/truthaboutabs
http://aweber.com/?313395
http://www.getresponse.com/index/truthaboutabs


  
  
Get Response allows you to manage your customer list, create email campaigns 
for customers that didn’t order yet, and different email follow-ups to customers 
that did order.  It also allows you to transition customers from one campaign to 
the other, and set up designated delivery times and intervals for your e-mails.   
You can also track sales from your e-mail campaigns to determine which 
messages are generating the most revenue. 
 

When you go to send your emails out, you have the option to create plain text emails 
or formatted templates as shown below. 
 



 
 
Keep in mind that if you choose to use a message template, that means your email 
newsletter will go out in HTML format, which increases its chances of being falsely 
filtered to the spam or bulk folder of your readers.  The simplest and best way to get 
to your readers inbox is to use a plain-text message format, although this still doesn’t 
guarantee that your email will not be filtered to spam or junk folders. 
 
If you want your emails to customers to come off in a corporate manner, then HTML 
format allows you to make it as pretty as possible with images and text formatting.  
However, if you want your emails to look more personal, plain text format is the way 
to go.  Think about it… how would a friend email you –- in plain text format 
obviously. 
 
By creating automated e-mail campaigns, you are basically adding a full time sales 
person to your staff at a fraction of the cost.  Compare $149 per year for the 
platinum level versus a minimum of $25,000 a year for a sales person and it seems 
silly NOT to use an automated e-mail marketing program. 
 

 
 
 



Taking Advantage of Google Local and Yahoo Local Listings 
 
Some of the most powerful marketing tools on the internet are free.   If there is nothing 
else that you remember to do out of all the marketing techniques that we have outlined 
so far, this is one of the simplest and most effective ways to grab INSTANT local traffic.  
Google and Yahoo are the two most widely used search engines on the internet.  
According to Nielsens/Netratings Service, the two giants account for 73% of all the 
online searches by US home and work web surfers. 
 

 
 
With that much traffic coming from just two search engines, wouldn’t it be nice if you 
could advertise your business on the two most popular search engines for free?   
Actually, you can.  Most business owners don’t know that they can actually get free 
advertising for this business through Google Local and Yahoo Local.   If you were to do 
a quick search for Accountants in Tallahassee, FL this is what you would find: 
 

 
 
The Accounting Firms listed on the left side of the page are all receiving free advertising 
from Google every time someone searches for Accountants in Tallahassee, FL.   Think 
about that…. Targeted customers that are looking for your product or service, and you 



don’t have to pay a dime to get your name there.   This is such a powerful lead 
generator, that it amazes me how many business owners know little or nothing about
So how do you go about getting your company listed?   The process is as simple as 
filling out a form.   Let’s start with Google Local.  You can either do a search for tha

 it.    

t 
pic, or go to www.Google.com/local/add/to   and you will come to the page below. 

 

 
 
 
You can either use an existing Google account if you have one, or just create a new 
account on the main screen.   Once you account is activated, it is as simple as filling 
the form in the screen sh

out 
ot on the right.   There are some really great bonuses from 

 omeone 
our type of business, it will automatically pop up  (FREE 

  
to help customers pinpoint your business and get directions right to your door. 

re 
, you can either do a search for Yahoo Local, or go to 

ww.local.yahoo.com

using the Google Local  
 1) Your business will be listed on Google maps 

2) Your business will be added to category you specify, so when ever s
searches for y
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Under the directory tab, you will find the option to add a business.  With Yahoo, you 
don’t even have to create an account, you just simply have to fill out the form below. 
 

 
 

Just by taking a couple of minutes to register and fill out the forms on these two sites, 
you have the potential of hitting 73% of the on-line search traffic.   While I have been 
focusing on the two big search engines, there are dozens more like them that offer the 
same free service.  Two other great sites that you can post a FREE listing on are-  
www.msn.com and www.bigbook.com  
  
 
 

http://www.msn.com/
http://www.bigbook.com/


Search Engine Optimization 
 
As a small business owner that can gain more business through your website, search 
engine optimization (SEO) is going to be one of THE most important strategies for long 
term business success. 
 
The great thing about SEO is that it’s all about getting FREE traffic to your website! 
 
It always amazes me that small business owners almost NEVER use any SEO 
strategies for their websites.  I can’t tell you how many times I’ve met a business owner 
and taken a look at their website only to find that it is severely lacking in the most 
important aspects if they ever wanted to get ranked in Google, MSN, or Yahoo for free 
search engine traffic. 
 
The good news is that by purchasing this product and learning all of these web 
marketing strategies, you are going to be leaps and bounds ahead of 99% of your 
competition.   
 
After all, as a small business owner, you’re most likely not trying to compete in SEO for 
hyper-competitive keyword search terms in multi-billion dollar industries such as “weight 
loss” or “dieting”… Instead, you’re probably just competing for whatever type of service 
or product you offer and your geographic location, such as “accountant in Miami” or 
“chiropractor London”. 
 
However, in the case that you may actually be competing nationally or world-wide in 
hyper-competitive markets with huge companies such as in the weight loss, dating, or 
“make money” industries (3 of the largest categories of online businesses), you’ll still 
learn how you can compete and even beat the big boys if you do things right.   
 
How do I know?  Because I actually own an online weight loss company (that has just 1 
employee, little old me) and I frequently beat out monstrous companies in the SEO 
game for massively competitive weight loss related keyword phrases.  How much effort 
you’ll have to put forth into SEO strategies will be based on how competitive the 
keyword phrases are that you are targeting.  In the case that you’re simply targeting a 
geographic location and a type of business, the chances are pretty high that you’ll be 
able to successfully show up on the first page of Google for your chosen search 
queries… and even in the top 1 or 2 spots if you follow our SEO techniques closely!   
 
We’ll even show you a few tricks so that your business can show up multiple times on 
the 1st page! 
 
The “Big 3” Search Engines 
 
If you didn’t know it already, Google, Yahoo, and MSN are the 3 biggest search 
engines.  Between the 3 of them, they account for approximately 83% of all searches 
done on the internet.  You can see in the image below that Google is by far the leader, 
with approximately 50% of the total search engine market.  Yahoo and MSN come in 2nd 
and 3rd.  I’ve even seen some very recent stats that indicate Google continues to 



increase it’s dominance and is now controlling over 70% of the total searches on the 
internet (but the percentages vary greatly by country). 
 

 
 
Keep in mind that as we go through this section, I will probably continually mention 
“getting rankings in Google”.  Although I may discuss Google quite a bit (since it is the 
most important search engine), the SEO strategies that we are going to talk about will 
help you get rankings on all of the major search engines.  It just so happens that the 
engine that you’re going to monitor and care about the most is Google. 
 
The Dynamics of a Typical Search Query 
 
Most people do not know this, but if you have a few tricks up your sleeve, your business 
(or pages linking to your business) can actually show up multiple times on the first page 
of Google for any given keyword search.  I’m not kidding… for my own online business, 
it’s not uncommon for my business to show up (or be linked to) in more than half of the 
total search listings on a given query.  We’ll discuss some of these secrets below. 
 
First of all, before I go any further, let’s make it clear that if you want to stand a chance 
of getting found for a search on Google, you MUST get your ranking onto the 1st page 
for your important keywords, meaning the top 10 listings (ideally in the top 3).  The top 3 
listings for all searches typically get about 70-75% of the traffic that’s available.  This is 
because the top 3 listings are “above the fold” meaning that those are the first things 
that people see on the page without having to scroll down.   
 
If they don’t find exactly what they are looking for in the top 3 listings, they may scroll 
down to some of the other listings in the top 10.  However, very few searchers ever 
make it to the 2nd page of a search query (meaning listings 11-20).  That’s why I say that 
it’s so important to be listed on the first page, because your customers will most likely 
never find you if you’re not listed on the first page.  Although that may sound difficult 
when you look at the number of competing websites in the hundreds of thousands or 
even millions of web pages for any given query, if you follow all of the techniques I talk 
about, it’s actually quite easy to get your rankings onto the first page of Google.  
Remember, most of your competitors have no clue how to do this, so you will be ahead 
of 99% of the competition if you take action on these steps in this manual. 
 
Let’s take a look at an example search, and I’ll show you how it’s possible for you to not 
only show up once on the first page for a search query, but to also have multiple listings 
that all lead to your business!  Take a look at the screenshot below: 



 
 
As you can see in the screenshot above for my example search query of “accountant 
exton, pa”, there are 214,000 total webpages listed.  As you can see, for this particular 
query, the first page (where you need to be to get seen) is composed of: 
 

• 3 paid ads at the top in the shaded “Sponsored links” section as well as 3 paid 
ads on the right side of the screen.  These are Google Adwords ads where you 
pay-per-click for anyone that clicks on your ads, and are usually well worth the 
investment if you do it right and can get the clicks for a reasonable price (clicks 
can be anywhere from 1 cent to several dollars per click).  We’ll discuss Google 
Adwords advertising in a later chapter. 

 
• Then you see the Google Local listings showing a Google Map and a dozen or 

so local listings of accountants near Exton, PA.  In the next chapter, we’ll also 
talk about how to make sure you get listed in these local listings, as they are 
extremely important for customers to find your business.  As you can see here, 
these listings show up above the SEO listings, so are almost more important 
when it comes to local business searches. 

 
• Then, below the local listings, you see the beginning of what are the “natural” 

SEO listings. In this screenshot, you only see 2 of those listings (I didn’t have the 
space to include more), but there are 8 others below that on the first page, and 
10 listings per page thereafter.  As I mentioned before, our goal is to get you 
listed in the top 10, as it is unlikely your site will ever be found past this top 10. 

 
Keep in mind that the format of the page won’t always be the same depending on each 
query. For example, sometimes all of the paid Google Adwords ads will show up on the 
right hand side of the screen and none will show up at the top.  Other times, only 1 or 2 



paid ads will show up in a shaded box at the top center of the screen instead of 3.  In 
addition, the local listings will not always show up depending on what type of query that 
the user types in.  Most of the time, if the query is a type of business in a specific city, 
then local listings will show up on top of the SEO listings. 
 
Now here’s where things get cool, and how you can explode your business.  Think 
about that example query page… you have 6 paid ads, a grouping of local businesses, 
and 10 SEO “natural” listings.  So the person making this search has about 17 different 
options that they could click on with this page. 
 
What if your business had 1 paid listing, showed up in the local listings, and also 
showed up in the SEO natural listings for your website, as well as 1 article on another 
website, and a Youtube video listing for your biz too?  In that case, you’d actually have 
5 different chances to get that customer to click on your business out of those 17 total 
listings on the page.  Oh yeah!  Now THAT’S how you dominate the competition in your 
specific niche! 
 
You might ask why you would want to pay for a listing in the paid ads if you can show 
up multiple times for free on the same page?  Good question… and it’s quite simple 
actually… if you have 5 listings on a page, instead of 4 listings (or 2 listings instead of 1 
listing), you greatly increase your chances of that customer making it to your site! 
Believe me… it’s usually worth it to pay for traffic in addition to getting the free traffic. 
 
In addition to achieving SEO rankings for your own website, I’m also going to show you 
how you can get articles on article directory websites, youtube video pages that lead to 
your business, and tons of other possible web pages linking to your business all ranked 
in the top 10 for keyword searches as well.   
 
Article marketing is not only going to be used separately to possibly have the article 
show up in search queries, but it is also going to be part of our SEO strategy as I’ll show 
you later in this chapter.  
 
The Traffic Leach Method  
 
Now here’s yet another way that you can get traffic in the case that the searcher chose 
to click on a different site than yours in the SEO rankings… It’s quite possible that one 
or more of the sites in the natural listings are running Google ads on their site.  This is 
called Google Adsense and allows website owners to run Google ads and share the 
revenue with Google.  I’ll talk more about this in the Google Adwords chapter, but 
basically, if several of the other popular sites for a given query are getting traffic, and 
your ads are showing up on their pages, you’re basically stealing that traffic away from 
them for mere pennies in some cases. 
 
A good example of this is actually on the example search I made above of “accountant 
exton, pa”. If you look at the website that’s ranking in the #1 and #2 SEO natural listings 
(below the local listings), it appears to be some sort of article website 
(articles.directorym.com).  This is called a “double listing” in that they’ve achieved both 
the #1 and #2 listings for 2 of their subpages.  However, if you click on their site (I did to 
check it out), their page is littered with Google Adsense Ads, which gives you the 
opportunity to get some of their traffic.  I’ll show you in the Google Adwords chapter how 



you can target a site like that to get your ad on their pages, and siphon off some of their 
traffic to your own website.   
 
Now back to the example of where you had 5 different listings on a given search 
query… Well, if your ad is showing up on another website such as the example above, 
now you have a 6th possible way for the searcher to end up at your site… and possibly a 
7th, 8th, etc if multiple sites are running Google ads on their webpages. 
 
I think you’re starting to see the power of some of these techniques!  You can literally 
dominate an entire niche if you put in enough effort and expand into a lot of these 
different traffic methods.  
 
Now let’s start to dig into some of the most important techniques for ranking highly in 
search engine optimization. 
 
SEO Techniques Explained 
 
There are 2 main factors that are important for improving your SEO: 
 

• On-page optimization 
• Off-page optimization 

 
On-page optimization involves the words and phrases that are used on your website 
pages, in the domain name, in the sub-page url extensions, in the title bars of your 
pages, in the “alt text” of your images, the outbound links on your site, the quantity of 
content on your site, etc, etc.  I’ll explain all of that in detail in a moment. 
 
Off-page optimization involves the links that are coming inbound to your site, which sites 
they are coming from, the anchor text (words that are hyperlinked to your site) of those 
links, the Google PageRank of the sites linking to you, etc. 
 
Realize that on-page optimization and off-page optimization are both important for your 
success with SEO.  Also, realize that SEO is not about trickery or somehow “fooling” the 
search engines… Instead, it’s about giving them exactly what they want to rank your 
site highly.  In these days, if you try to fool the search engines, it can only work against 
you, and can even get your domain blacklisted if you get caught for something 
considered “black hat”.   
 
For example, years ago, website owners sometimes used a black hat technique called 
“keyword stuffing” on their pages where they would insert the keyword (that they wanted 
to rank for) dozens of times on the page in a transparent or white font, so that it couldn’t 
be seen by readers of the site (since it would make the site look ridiculous). Since the 
words were in the html of the site, it would be crawled by the search engines. This 
worked for some time, and the sites would get great rankings for a while, but in recent 
years, the search engines have gotten smarter, and they can blacklist sites if they find 
you are trying to keyword stuff your pages.  In addition, the search engine algorithms 
are more advanced these days and they can detect if you are trying to artificially stuff 
too many of the same keywords into your pages at too high of a density. 
 



The main point is to keep it natural, but make sure the right keywords are in the right 
places but not over-stuffed. For example, if your site really is about “accountants in 
exton, pa”, then your site will naturally contain those related phrases as you build the 
pages.  But you don’t want to repeat the phrase 100 times on your webpage as that 
does not look natural to Google. 
 
Alright, let’s get into the details… 
 
Keyword Phrase Selection 
 
Before we get into the nitty gritty details about off-page and on-page optimization, you 
need to decide what are the most appropriate keywords and keyword phrases that will 
send you the most qualified customers as well as the biggest volume of customers. 
 
For example, let’s say that you are a Spa/Salon owner in Dallas, TX.  Obviously, you 
would want your website to rank for such terms as: 
 
Day spa dallas 
Beauty day spa dallas 
Spa and salon dallas 
Beauty spa dallas 
Health spa dallas 
 
Not only that, but if your business also does massage therapy, you will also want to rank 
for terms such as: 
 
Massage therapist dallas 
Massage dallas 
Massage therapy dallas 
Massage spa dallas 
Body massage dallas 
Therapeutic massage dallas 
 
I could go on with dozens of variations of all of these. What you will need to do is decide 
what are the best phrases to target for your business.  Here are 2 keyword selection 
tools that can help give you ideas. 
 
https://adwords.Google.com/select/KeywordToolExternal 
 
If you check the “synonyms” box on this tool, it can help give you ideas that are related 
but not the same exact word.  Very useful!  This is how I thought of some of the 
alternative phrases above that were different than just “day spa”.  You can see the 
average numbers of searches for each keyword phrase per month.  This can help give 
you an idea what are the best keywords to target for your site 
 
Here is another keyword tool that is useful: 
 
http://www.keyworddiscovery.com/search.htm  
 

https://adwords.google.com/select/KeywordToolExternal
http://www.keyworddiscovery.com/search.htm


Now that you know how to best select your most appropriate keyword phrases, let’s 
move on to the optimization techniques. 
 
On-Page Optimization 
 
The on-page optimization is basically using the keyword phrases that you decided on 
targeting, and making sure they are located in all of the key spots on your website and 
in the correct frequency. 
 
If you think about SEO in terms of what it actually is… It’s a huge algorithm that 
calculates a “score” for your website and compares it against all of the scores of every 
other website that has anything to do with the keyword query that they are ranking for. 
Each search engine has a different algorithm, so your rankings will be different on 
Google, yahoo, or MSN. However, they are all similar, so all of the methods we will talk 
about will help with your rankings in all search engines. 
 
So if you think about this calculation and your “score” for a keyword, you can think that 
you get certain “points” for having that keyword in your domain name, and more “points” 
for having it in the title bar of your webpage, and more points for having a certain 
keyword density on your page, and more points for the external links that you have from 
other websites that use that keyword in the anchor text linking to you, etc.  Don’t worry, 
I’ll explain more about each of these to make this more clear for you. 
 
Keep in mind that you don’t need to have all of these aspects perfect to get high 
rankings. I’ll give you a few examples of each that explains why. 
 
Your Domain Name 
 
First of all, I buy all of my domains with GoDaddy.  They are the most well known 
domain registrar in the world and have a very easy interface to manage your domains. 
 
If you can include at least 1 or 2 keywords in your domain name, then it is worth it, as it 
will help with your SEO rankings in the long term.  This is helpful if you are just starting 
out and want to start with a fresh domain that is keyword-rich.  However, if your website 
isn’t keyword-rich but is already a few years old, and you already have some links 
pointing to it from other websites, you may just want to keep your domain name as is.   
 
Sometimes, if you have an established website that has a good Google PageRank, it is 
helpful to just keep that domain instead of starting with a new one.  This is because 
Google tends to favor domains that have been around longer because it signifies a 
more established business instead of some new “fly by night” operation that might not 
be around too long.  Makes sense right? 
 
If I confused you with the mention of PageRank, let me back up.  If you choose to, you 
can download the Google toolbar at the following page: 
 
http://toolbar.Google.com/T5/intl/en/index.html 
 
I don’t think it automatically displays PageRank (PR) when you set up the toolbar, but 
there is an option in there somewhere once you set it up to display the PageRank bar 

http://www.anrdoezrs.net/click-3169359-10378406
http://toolbar.google.com/T5/intl/en/index.html


for each website you’re on.  Once you have it installed, you can then see the PageRank 
of every site that you’re on (including your own site’s PageRank). This is part of 
Google’s algorithm with how it ranks sites in terms of importance and popularity.  
PageRank takes into account how old your domain is, how important they deem it, how 
many other sites link to you and how important they are, etc. 
 
You don’t need to obsess over PageRank, but it does help to know where you stand, 
and also if other sites are worth trying to get links from.  When your site is new, you’ll 
have a 0 PR, and usually within a few months, you’ll get a 1 or 2 PR as long as you’ve 
obtained a few incoming links.  The scale goes from 1 to 10.  Most websites will be 
between PR 2 to PR 5.  Some of the most popular websites in the world such as yahoo, 
facebook, myspace, youtube, msn, cnn, nytimes, etc will have PRs of 8 or 9.  The only 
site I’ve ever seen that has PR 10 is Google itself (of course they’d give themselves a 
PR 10 and no other sites…funny how that works!). 
 
Back to your domain and keywords within it… 
 
Let’s go back to the example of the Spa Owner in Dallas. If they are starting from 
scratch, it may help to try to purchase a domain such as these examples: 
 
www.BestSpaInDallas.com 
www.BestDaySpaInDallas.com 
www.SpaAndMassageInDallas.com (notice how I got the important “spa” and 
“massage” keywords both in this domain… that can be important for rankings) 
 
If you decide on a nice catchy keyword-rich domain name and it turns out that it’s 
already taken, you still have other options.  Sometimes you can simply add a 2 or 3 
letter word in the name, such as “the”, “my”, “and”, “in”.  You can also try to get the .net 
version of a domain if the .com version is not available.  I wouldn’t recommend getting 
any other versions besides .com or .net.   
 
Another trick is to get a domain with dashes in between the words if the domain you 
want isn’t available.  Just keep in mind that if your website is something that a lot of 
people need to remember to type in, they will almost always forget the dashes, so 
beware. 
 
One other trick that I already mentioned earlier if the domain you want is already taken 
is to buy that same domain but include a number on the end of it, such as 
www.BestSpaInDallas123.com.  
 
That achieves your goal of including your important keywords in the domain and getting 
the exact domain that you wanted, but just with a couple numbers attached. 
 
With all of that said about getting keywords in your domain, realize that it is not the end 
of the world if you have an established domain from years ago and want to keep using it 
without trying to get a new domain that’s keyword-rich. 
 
For example, my best-selling fitness website, www.TruthAboutAbs.com doesn’t have 
the keywords “belly fat” or “stomach fat” in the domain name, but over the years, I’ve 

http://www.truthaboutabs.com/


always ranked in the top 5 for phrases such as “lose belly fat” and similar.  I was 
actually #1 in the world for that phrase for about 12 months…lately I have been 
fluctuating between #2 to #7 for those phrases.  I have achieved that ranking because I 
did a lot of good on-page and off-page optimization for those keywords, despite the fact 
that I didn’t have those keywords in my domain name.  So you can see that it is still 
possible to rank well even without the keywords in the domain name. 
 
Your Domain Subpages 
 
Again, let’s use the example of the Spa and Massage Owner in Dallas.  Let’s say that 
their website home page is - www.SpaAndMassageInDallas.com 
 
On their home page, they are probably going to want to make links for more information 
about each of their services.  So for more info on massage services, they could make a 
subpage with the extension:   
www.SpaAndMassageInDallas.com/massage-therapist.html 
 
That way, they get the keywords “massage therapist” in the name of the subpage as 
well.  This is another important factor for SEO. 
 
Title Tags of Web Pages 
 
Title Tags are one of the most important aspects of SEO.  I’m always amazed at how 
many websites don’t use the keywords that they want to rank for in their title tags!   
 
Your title tags are basically the phrases that you use in the Title Bar that you see at the 
top of a webpage.  As you can see in the screenshot below, I did an actual search for 
“spa massage dallas” and this site was ranking well. 

 
 
As you can see above, the Title Bar that they used was: 
 
Dallas Relaxing Massage – Massage Therapist in Dallas, Dallas 
Massage, Massage Dallas 
 
The good thing is that they used some main keywords in there such as “massage” and 
“dallas” and “therapist”.  However, the main mistake they are doing is that they repeated 
the word “massage” 4 times and they repeated the word “Dallas” 4 times.  Contrary to 
what you might think, repeating your main keywords in the Title bar doesn’t help your 
rankings. In fact, it only limits the other keywords that you would have had a chance to 
rank for. 
 



However, it’s still much better than what most website owners would do for their title 
bar, where they would simply have something like this in their title bar: 
 
Spaandmassageindallas.com – Home Page 
 
What a waste of a title bar that is!  I’m not kidding… this is what so many websites put 
for their title bar, and I can guarantee you’ll never rank for anything if you put the name 
of your website and “home page” in your title bar. 
 
Every single word in your Title bar must be strategically placed if you want the best 
rankings possible.  That means NEVER waste any space by putting your name or the 
website name since most people are not searching for those…they’re searching for 
keywords. 
 
Another example of a bad Title Bar: 
 
Stacy and Ben’s Fabulous Massage 
 
In this example, the business owner is simply putting the name of their business in the 
title bar.  This seems logical as it’s the first thing most business owners think of.  
However, don’t think about yourself, think about what your customer is searching for.  
They aren’t searching for your name (because they most likely don’t know your 
business name yet)… instead, they’re searching for something like “massage and spa 
dallas”. 
 
Here would be a strategic keyword dense Title bar example for our imaginary website 
I’ve been talking about here: 
 
Massage Therapist in Dallas, Best Day Spa, Texas Masseuse, 
Health, Therapy, Body 
 
Notice in this Title bar example how I didn’t repeat any words twice, because this would 
be a waste of space.  You really only have about 10-12 words to use for a Title bar so 
you need to maximize them to make sure you have expanded the keyword 
combinations that you can rank for. 
 
For example, with this title bar, our website could rank well for “massage therapist 
dallas” but also “massage therapy dallas”, or even “body massage Dallas”.  The words 
don’t have to be in the exact order in your title bar… the most important thing is that 
they are present. 
 
You’ll notice that I also snuck in the word “masseuse” for people that might search for 
that instead of massage therapist. I also snuck in Texas and Health in case people are 
searching for something such as “health spa dallas” or “day spa dallas texas”.   
 
For subpages of your website, you’ll want to target the more specific topic of that 
subpage. For example, if we had a subpage on our spa and massage website that we 
were trying to rank for “Swedish massage”, we would want to format the url such as this: 
 
www.SpaAndMassageInDallas.com/swedish-massage.html 



 
And our Title bar of that specific sub-page could be something like this: 
 
Best Swedish Massage in Dallas Texas 
 
Remember also that the Title bar is what shows up visible to the searcher in Google, so 
it also helps if the Title is not only keyword-rich, but also looks appealing so that it 
makes them want to click on it.  
 
I hope all of this is making sense to you.  It is really powerful if you can get all of this 
working correctly. 
 
Keyword Placement and Density on Your Pages 
 
I’m sure it’s quite obvious that your chosen keyword phrases need to be scattered 
around on your actual web pages in addition to being in the Title Bar and possibly the 
domain name.  However, beware of trying to “over-optimize” your pages by repeating 
your main keywords far too many times.  It’s possible that if Google sees a keyword 
density that is too high, it’s algorithm will actually suspect you of trying to game the 
system and give you lower rankings instead of higher rankings for those keywords. 
 
In addition, in recent years, Google has updated their algorithm to include something 
called “Latent Semantic Indexing” which is just fancy talk for factoring in synonyms that 
are on your pages into your rankings.  Remember that I said that Google likes to see a 
more “natural” feel to your website instead of something that seems over-optimized.  
This is why their algorithm looks for synonyms to see if your page is natural. 
 
For example, for my fitness website, I use the keywords “stomach”, “belly”, and 
“abdominal” in different phrases alternated in different portions of the page instead of 
trying to over-optimize for just 1 keyword such as belly.  This way, it appears more 
natural to Google (and in fact, is more natural in how you would write anyway). 
 
Another way to make sure that your keyword phrases appear more natural to Google 
and not over-optimized is to have them appear in different orders on different parts of 
your page.  For example, in one section of your web page, you could have the phrase 
“Dallas massage therapist” and in another section of the web page, have the phrase 
with the same basic keywords but in a different order, such as “massage therapy in 
Dallas” 
 
Here are some other important factors for where your keywords should go for best 
optimization of your site: 
 

• Make sure your most important keyword phrases are included at the top of your 
page, preferably within the first 25 words of the page. 

 
• Make sure your most important keyword phrases are included at the bottom of 

your page, somehow weaved into your last 25 words of the page (hint – you can 
accomplish this by putting a copyright symbol at the bottom of your pages with 



the name of your website and then a few of your most important keywords to the 
side of it) 

 
• Make sure to use bold text once or twice for some of the main keywords.  Don’t 

go overboard on bolding every occurrence of the keywords as this looks un-
natural to Google. 

 
• Include some of your keywords in what’s called the “alt text” of any images you 

might have on your web pages. This is the text that shows up if you hover your 
mouse over an image on your website.  If you don’t know how to insert alt text, 
your webmaster should. If you use a simple website editor, the alt text option is 
usually under image properties.  Once again, if you have multiple images on your 
pages, use keywords in various orders so that it doesn’t appear un-natural to 
Google as if you’re trying to stuff the keywords on the page. 

 
• Include links to subpages on your site using specific keywords as the “anchor 

text” (anchor text is the hyperlinked text) 
 

• On any subpages of your site, link back to your homepage (at the bottom of the 
page usually works, but can be anywhere on the page that seems natural) using 
anchor text as various keyword phrases in slightly different orders on each 
subpage.  Most people don’t realize this, but links from subpages on your site 
back to your homepage using anchor text also slightly help your SEO rankings 
for those keywords. 

 
Your Domain “Depth” 
 
Another thing to keep in mind is the “depth” of your domain.  In general, Google likes 
websites that have a lot of content and that are updated frequently.  This means having 
a lot of pages vs. just having a 1-page website.  For some businesses, this will come 
natural to have a lot of subpages as you can have a different subpage for every service 
or product that you offer, or for every location that you serve.  However, for other 
businesses, it may not be obvious how you can expand beyond just 1 page. 
 
In the case that you’re stuck for ideas on how to expand your site beyond just 1 page, 
what you can do is simply write a couple articles, make subpages for each article, and 
link to each article at the bottom of your homepage.  In my opinion, it’s best to at least 
expand your website to approximately 8-10 pages if you can.   
 
For example, if you’re a chiropractor, you could write up 5-10 different articles on back 
care or pain prevention and make a separate subpage for each article, linking to them 
from the home page or from an “article archives” page.  Another example would be an 
accountant, where they could write up a handful of articles on different tax savings 
strategies or money management ideas. 
 
Even if you can’t think of dozens of ideas for multiple pages, at the very least, almost 
every website can use a home page, an “about us” page, a “contact us” page, customer 
testimonials page, and maybe a page for your businesses hours, areas served, or 
services offered. 



 
I’m not saying that you can’t rank highly in Google if you only have a 1-page website, 
but what I am saying is that it will usually help if your website at least has some “depth” 
to it with multiple pages. 
 
What about “meta keywords”, “meta description”, H1 tags, etc? 
 
Lastly, you might hear the terms “meta keywords” and “meta description” being thrown 
around in SEO talk.  These used to be very important for SEO years ago, however, 
currently everything we have learned about updates in Google are showing that meta 
descriptions and meta keywords are not very important anymore.  All of the other on-
page and off-page optimization strategies are much more important in today’s internet. 
 
However, if your website editor has a place to insert a meta description and meta 
keywords, just make sure to list out all of your important keywords and make sure the 
description is very keyword-rich.  It can’t hurt to include them. 
 
Another thing you might hear “old-school” SEO gurus talk about is H1, H2, and H3 tags. 
To be honest, in this day and age with the updated search engine algorithms, it’s not 
that important anymore.  Don’t even worry about these. 
 
Alright… that about wraps up all of the details you need to know about on-page 
optimization. 
 
Now, let’s get into something that is just as vitally important to your SEO rankings, if not 
more important… Off-page optimization. 
 
 
Off-Page Optimization 
 
Off-page optimization might actually seem a bit less complex than on-page optimization, 
but it is also harder to achieve since it involves getting inbound links from other 
websites. 
 
Whatever you do, please DO NOT skip the important step of building your off-page 
optimization. You can have the greatest on-page optimization, but if you don’t have any 
links incoming to your site, it will be very hard for you to rank highly (unless your 
keywords are very obscure and non-competitive) 
 
As I mentioned, off-page optimization is basically all about getting links to your site from 
other websites and what anchor text (keywords that are hyperlinked) is used to link to 
your site. 
 
Anchor text 
 
The anchor text of any link is simply what words are hyperlinked to your site.  It’s 
important to always keep in mind when you’re getting a link on another site that the 
anchor text needs to be keyword-rich in all of the keywords that you also chose for your 
title tags, etc. 
 



There are a lot of ways that you can get links back to your site.  Some of them are: 
 

• Linking back to your site from article submissions in article directories 
 

• Linking back to your site from a blog that you own or that a friend runs (or from a 
blog network, which I’ll explain in a bit) 

 
• Linking back to your site from a partners website, or other local businesses, or 

businesses that you work with 
 

• Linking back to your site from other websites that you might own 
 

• Submitting your links to “link directories” (this is different than “link farms”) 
 

• Having some sort of cool or unique content that naturally makes bloggers and 
people on social networks want to link to your pages (this is tough, but if you can 
think of something unique, funny, or cool then people will want to link to it, and 
you’ll naturally build links over time).  For example, if you have a page on your 
website with a humorous video, it may naturally make people link to that page on 
your site in forums, blogs, and social networks. 

 
Since most small business owners are usually only competing for keyword phrases that 
involve a service type or business type and a geographic location, you may only need to 
obtain a couple good links at most to get great rankings or even dominate the #1 
position for your chosen keywords if you do the on-page and off-page optimization fairly 
decent.  It’s really not that hard… remember that most of your competitors are probably 
clueless on how to get SEO rankings, so by using the techniques in this manual, you’ll 
be WAY ahead of the competition. 
 
A couple key points you need to keep in mind when linking back to your site using 
strategic anchor text: 
 
1.  Try to obtain links with the anchor text in different orders on different sites, such as 
“landscaping company Toronto” on one site and “Toronto landscaping company” on 
another site. Make sure to also get anchor text links with other variations such as 
“Landscaper in Toronto”. 
 
This seems more natural to Google if you have anchor text keywords in various orders 
instead of always getting the anchor text keywords in the exact same order, which looks 
like it was done on purpose to Google (and remember that they want everything to 
appear natural, instead of “gaming the system”) 
 
2.  Another thing to keep in mind is that you should also get a couple “bare links” that 
don’t use anchor text.  This is yet another factor that makes the linking pattern to your 
site appear more natural to Google.  What I mean by “bare links” is simply getting a link 
that looks like http://www.yourwebsite.com  instead of always using anchor text 
to hyperlink to your site. I do about 90% of my links using anchor text and only about 
10% using “bare links”. 
 



3.  In addition to getting inbound links from other websites using strategic anchor text, 
don’t overlook your own internal linking from home page to subpages, from subpages 
back to home page, and also from subpages to other subpages.  Make sure to use 
strategic anchor text keywords in various orders for all of these types of internal linking 
on your own website as well. 
 
4.  Lastly, the other factor to make your anchor text seem natural and help with your 
rankings is to vary the length of the amount of keywords you use in anchor text on 
different sites.  For example, in some links, you might just use 2 keywords such as 
“Miami accountant” and in other links, you might use 6 or 7 words in the phrase such as 
“best accountant cpa tax preparer in Miami Florida”.  This is all part of the strategy to 
make all of your linking look natural to Google and help you dominate for dozens of 
keyword variations instead of just 1 keyword phrase.  
 
Methods of Obtaining Inbound links 
 
Article directories 
 
Submitting articles to free article directories is the easiest way to build incoming links to 
your site from hundreds of other sites. 
 
No matter what industry your business is in, there are almost always plenty of topics 
you can talk about to write articles. 
 
Remember I used examples about writing articles for your own internal pages on your 
own website?  Well, what we want to do here is slightly re-word those articles and 
submit them to various article directories.  
 
There are hundreds of websites that are article directories and the way that they allow 
you to link back to any websites or blogs that you own is in the “author bio” section at 
the end of the articles.  The most important article directory by far is 
www.ezinearticles.com 
 
Here are some other great article directories (with good PageRank) to submit your 
articles to: 
 
http://www.amazines.com/ 
http://www.articlecity.com/ 
http://www.articleclick.com/ 
http://www.articledashboard.com/ 
http://www.articlecube.com/ 
http://www.goarticles.com/  
http://www.selfgrowth.com/ 
 
And there are hundreds (even thousands) of other article directories to submit articles 
to.  Obviously, it would be impossible to hand submit articles to hundreds or thousands 
of directories, right?  Well, that’s why you can multiply the links coming to your site by 
using an automated article submission service or software. 
 
Here are the services I’ve used in the past: 

http://www.ezinearticles.com/
http://www.amazines.com/
http://www.articlecity.com/
http://www.articleclick.com/
http://www.articledashboard.com/
http://www.articlecube.com/
http://www.goarticles.com/
http://www.selfgrowth.com/


 
1. http://submityourarticle.com  
 
2. Article Post Robot 
 
Keep in mind that the first service is easier to use and will get your articles out to 
dozens or even hundreds of directories, but it is slightly less powerful than the 2nd 
option of Article Post Robot.  The reason APR is more powerful is that it allows you to 
alternate endless variations of titles, author bios, and also text within the article itself so 
that you get dozens more variations of each article instead of just 1 article copied to 
hundreds of directories exactly the same way.  This is called duplicate content and your 
SEO ranking factors can be improved if your links aren’t showing up on duplicate 
content pages, but rather, unique content pages. 
 
APR is an advanced SEO strategy for article submissions on a mass scale. If you are 
just trying to rank for services or business types combined with geographic areas as 
your keywords (service + city type businesses), using APR may be beyond the scope 
and you could possibly get plenty of links without using it.  However, if your competition 
is pretty stiff, this program may help you beat out your competitors for SEO more easily. 
 
You can always decide to simply manually submit articles to several article directories 
and decide if you want to expand this later by using something like APR. 
 
Now to make the whole article submission process easier for you, let me summarize the 
steps to do this is the most efficient and powerful way: 
 
1.  Rewriting Articles - Take one of the articles that you wrote for one of your internal 
article pages on your own website and re-write it.  It should only take you 10 minutes or 
so to re-write an article. Your articles should be between 400 – 800 words in general.  
Most directories have a minimum of about 300 words.  When rewriting your article, 
make sure to give it an entirely different title.  Also make sure to change at least a 
couple words in each sentence and restructure a few sentences or paragraphs too in 
order to avoid the search engines seeing your articles as duplicate content.  
 
2.  Titles – make sure your title has some important keywords in it and it also has 
something that evokes curiosity.  Study magazine and newspaper headlines and you’ll 
be on the right track. Numbers work well in headlines such as “7 CPA Tricks for Saving 
on Your Taxes Legally” or “9 Tips to Erase Your Back Pain in 6 Weeks or Less”. 
 
3..  Author Bio – There are 2 main goals of your author bio… one is to get the anchor-
text links back to your site for SEO purposes, and the 2nd goal is to get direct visitors to 
want to click on your link to your site. Most article directories allow either 2 or 3 links, so 
you can link to one or two of your websites and also to a blog that you own as well if you 
choose to.  Author bios are generally fairly short and only about 4-5 sentences total, but 
each article directory allows different lengths. 
 
Since one of the goals is to get people to click to your site, forget that it’s called an 
“author bio” and think of it instead as your “linking and promotion” section.  With that 
said, the author bio section should NOT start blabbing on about who you are or your 
achievements… you can still put some of that info in, but first try to make an enticing 

http://submityourarticle.com/
http://www.srtsoft.om/cgi-bin/lyre.cgi/jvm/package/go_order.html?pack_id=664&aff_id=5270
http://www.srtsoft.om/cgi-bin/lyre.cgi/jvm/package/go_order.html?pack_id=664&aff_id=5270


offer for the reader to click through to your site, such as “Go to the following site and get 
a free report on how you can save an extra $1000 on your taxes next year using our 
secrets…” 
 
See how starting the author bio section like that is more enticing for the customer to visit 
your website instead of reading all kinds of boring stuff about all of your degrees and 
education and awards (which they’ll rarely read anyway).  
 
Important - Now for the links… It is important to make sure most of your links (about 
90% of them) use anchor text to hyperlink back to your site instead of just bare links. 
You need to use just a little bit of simple html to insert into the author bio section to 
make your links hyperlinked to text.  Here’s an example of how to do the html code to 
link to your site using anchor text: 
 
<A href="http://www.YourWebsite.com/">Best Chiropractor in 
Atlanta</A> 
 
When you link to your site, just change the “best chiropractor in Atlanta” to whatever 
keyword phrases you’ve chosen to try to get your site to rank for.  Remember that each 
time you submit a new article, it’s a good idea to slightly vary the anchor text that you 
use, so that you’re not always using the exact same anchor text keywords. 
 
It’s also a good idea to link to some of your internal articles on occasion as well.  I’d 
recommend getting approximately 40-50% of your incoming links to your subpages, and 
50-60% of your incoming links to your home page.  
 
This is important for several reasons, one of which is that it also makes your linking 
pattern as a whole look more natural to Google and it also helps your internal pages to 
rank for keywords in addition to your homepage.  This can help you get those cool 
“double listings” where 2 different pages on one site will be ranked in Google right next 
to each other.  This has the potential to basically double your traffic from those search 
queries.  Pretty cool stuff, huh! 
 
To help you understand this better, here’s an example of one of my articles submitted 
for my fitness business: 
 
http://ezinearticles.com/?Understanding-Good-Carbohydrates-Vs-Bad-Carbs-and-
Choosing-Healthy-for-Weight-Loss&id=1130787 
 
The author bio actually starts at the bottom of the article with “For more unique 
exercise…” and then you can see the 3 sites that I link to using strategic anchor text in 
each link to the different sites. 
 
4..  After submitting your article to ezinearticles.com (which is the most important and 
highly ranked article directory), you have the option to manually submit to a couple of 
the other directories I listed above, or to use one of the mass submission services below 
to really blast your article out to hundreds of directories: 
 

- http://submityourarticle.com  
 

http://ezinearticles.com/?Understanding-Good-Carbohydrates-Vs-Bad-Carbs-and-Choosing-Healthy-for-Weight-Loss&id=1130787
http://ezinearticles.com/?Understanding-Good-Carbohydrates-Vs-Bad-Carbs-and-Choosing-Healthy-for-Weight-Loss&id=1130787
http://submityourarticle.com/


- Article Post Robot (more involved setup, but more powerful due to SEO features) 
 
As you can see, articles are one of the best and easiest ways to build tons of links back 
to your site with the exact keywords as anchor text that you choose. You’re in control. 
 
 
Using Blogs for Links 
 
This is optional but can also help to build links to your site.  An easy way to do this is if 
you have friends or business associates that have blogs to ask them to link to your site. 
Give them perhaps some of your internal article pages to link back to your site and 
thereby give their readers useful content. 
 
Another way to use blogs is to create your own free blog on blogger.com or 
wordpress.com (there are plenty of other services as well, but these are the most 
popular).  You would basically create your blog with the same types of topics that you 
would write about in your articles. With your own blog, you have free reign to link back 
to your site within any text that you wish.   
 
Caution – make sure to diversify your links by linking to other sites as well… if all you 
ever do is link to your 1 site, then it will look to Google like the whole purpose of the blog 
is just for “link spam”.  Therefore, make sure to link to other sites you own as well, 
friend’s websites or blogs, and also authority sites such as articles on cnn.com, 
nytimes.com, msn.com, wikipedia.com, etc (it looks natural to Google if you’re also 
linking occasionally to authority sites as well as your own sites). 
 
 
Link Directories 
 
These sites like to be called “web directories” rather than link directories. They are 
simply huge gatherings of categorically sorted websites with short descriptions and 
links.  These aren’t as powerful as articles or blogs in terms of the importance of these 
links as viewed by Google, however, I still recommend doing at least one batch of link 
submissions to a couple hundred web directories. 
 
The site that I’ve used to handle the mass submissions (and they also have great 
customer service) is: 
 
Article Aware  
 
With this site, they’ll set up your links and descriptions and anchor text to up to 400 web 
directories, thus building your links up pretty fast.  Make sure to use as many different 
variations of anchor text as possible, and they’ll rotate your submissions to each site 
using those anchor text variations.  Last time I used this service, I think they let me use 
about 10 or 15 different anchor text variations to rotate. 
 
Another benefit of submitting articles (beyond the SEO benefit), is that your article 
pages themselves can show up in the search engines, especially if you have good 
keyword-rich article titles. 
 

http://www.srtsoft.om/cgi-bin/lyre.cgi/jvm/package/go_order.html?pack_id=664&aff_id=5270
http://www.srtsoft.com/cg-bin/lyre.cgi/jvm/package/go_homepage.html?pack_id=4065&aff_id=12140


 
 
The Holy Grail of Link Building – My Favorite and Easiest Method 
 
I saved the best for last here… I think this method of link building is one of the most 
powerful and also one of the easiest. 
 
I’ve been a member of this service for about 7-8 months now, and I can honestly say 
that this is the easiest and fastest method of link building that I’ve ever used.  Not only 
that, but the links you’ll get using this service tend to have more power and weighting 
with the search engines because they diversify your links from so many different 
domains (with quality PageRank). 
 
The service I’ve been using is at: 
 
 http://www.BuildQualityLinks.com  
 
I can’t believe I never discovered this service until recently.  The service does involve a 
monthly fee, but I can tell you from being a member of it myself that it is probably the 
best and most powerful SEO method that I’ve used.  Also, the fee is fairly nominal if you 
consider that it pays for itself each month if it even brings in 1 or 2 new customers 
because of your improved rankings. 
 
Here’s why this service is even more powerful than article submissions for building 
quality anchor text links and improving your SEO… Basically, what this service entails is 
that it allows you to write 100-word blog posts about any topic of your choice, and you 
get 1 link back to any of your sites in each blog post.  The great thing is that it only takes 
about 3-5 minutes to write a 100-word blog post, and the reward is that you get a quality 
anchor text rich link back to your site on a quality domain that you didn’t have any links 
on before.  This is one reason why this system is actually more powerful for link building 
than normal article submissions… because each time you submit a blog post, it gets 
submitted to a different domain each time instead of the same article directory domains 
all the time.  All of the domains are high quality blogs with PageRank ranging from 2 to 
6 that the owners of the service maintain. 
 
You’re allowed to do up to 4-5 blog posts maximum per day to as many of your 
websites as you wish.  The important thing you need to do to maximize the linking 
power of this service is to use as many different variations of anchor text that you can 
think of that are related to your site. It’s important to continuously rotate different anchor 
text variations in each of your blog posts, and also to make sure that you do about 40-
50% of your linking to some of your internal sub-pages on your website instead of 
always just linking to your homepage. 
 
Again, I think you can still do great with SEO in the long term if you’re consistent with 
article submissions and other forms of link building, but if you really want to step up the 
game and build your links faster and with more power, I’d recommend using this 
system: 
 
www.BuildQualityLinks.com 
 

http://www.linkvana.com/aff.php?id=michaelgeary
http://www.linkvana.com/aff.php?id=michaelgeary


In my opinion, from being a member of the service myself for several months, it is well 
worth the investment in building your business and getting better search engine 
rankings.   
 
 
 



The Power of Google Adwords 
 
As I mentioned earlier, Google Adwords is one of the most powerful advertising 
methods you have in your arsenal to attract new customers to your business.  You may 
think that since the SEO traffic we talked about in the earlier chapter was free traffic, 
why would you want to pay for Google Adwords traffic as well? 
 
Just remember that on any given search query, the customer has about 15-20 different 
options on the page to click on, so the more of those options that lead to your business, 
the more web traffic and potential customers that you can gain.  Why only show up for 
SEO, when you can show up for a paid ad as well and double your chances of getting 
that customer! 
 
Just as a reminder, here is the screenshot again of an example search query showing 
the paid ads (Google adwords) as well as the Google local listings and the SEO 
rankings: 
 

  
 
Google ranks all of the adwords paid ads using a complicated algorithm and a quality 
score ranking based on what keywords you are targeting, the quality of your website as 
it relates to the keywords, your maximum bid price, your average click-through-rate 
(CTR), and other factors. 
 
As you can see in the example query above, there are 6 paid adwords ads showing on 
the first page of that query.  That means that those 6 advertisers had the highest 
rankings for their ads based on all of those ranking factors mentioned.  There may have 
been dozens of other advertisers bidding on those keywords, but they may not have 



had high enough ranking factors to show up for the query or to show up on the first 
page for the search. 
 
In general, the higher your ad rank, the more traffic you can pull from any given search 
query, since the higher ad positions will show up higher on the page, and users won’t 
have to scroll down to find them. 
 
Keep in mind that the adwords system is dynamic and always calculating.  Therefore, 
some search queries may only show 1 or 2 ads that Google’s system felt were relevant 
and had high enough quality scores and price bids, and other times, they may show 9 or 
10 ads.  Occasionally, they may not even show any ads for a given query even if 
advertisers are bidding on those terms, if Google’s system calculates that the quality 
scores are not high enough to show those ads. 
 
I hope that all of this technical talk about the adwords system is not scaring you away 
from trying adwords yourself for your business.  Even though it’s technically a very 
complicated system in how it works, it can actually be fairly simple to use most times, 
and I’ll try to give you everything you need to know in this chapter without getting too 
complicated. 
 
Before I show you the exact steps in setting up your own Google adwords ads, we’ll 
need to clarify the different types of ads that you can run on Google.  I think you’ll be 
blown away with how powerful the Google adwords system really is once you see all of 
your advertising options on there. It’s truly incredible! 
 
Here are the types of ad formats that you can run on Google adwords: 
 

• Text ads 
• Image ads 
• Video ads 
• Audio ads  
• Mobile ads 
• Local business ads 

 
Most likely, the 2 ad formats that you’ll be most interested in as a local small business 
owner will be text ads and local business ads.  If you have a unique type of business, 
you may want to get creative and get involved with testing image ads, video ads, and 
other ad formats, but those will be out of the scope of this manual for most business 
owners. 
 
Now, the next thing we need to clarify is the types of networks that your ads can run on.  
For online ads, these are: 
 

• Google search network – your ads show up when someone searches on Google 
for the keywords you targeted 

• Google partners search network – your ads show up when someone searches on 
a Google partner site (such as aol.com and other search engines that Google 
partners with) for the keywords you targeted 



• Google content network - your ads can show up on other businesses websites, 
blogs, or anywhere else that runs Google Adsense… you can even get your ads 
on your competitors websites if they are running Adsense on their sites!  

 
In addition, most people don’t know this, but you can also use the Google Adwords 
system to run Offline Ads such as radio ads, TV ads, and even newspaper ads, all right 
through the Adwords interface.  It’s actually quite simple to do. Please realize though 
that for many types of businesses, your ad money may be much better spent for online 
advertising vs. the offline ads that are available through Google. However, for certain 
types of local businesses, it may be worth your while to test out a Google radio ad, TV 
ad, or newspaper ad if you have some way to track whether you get results from the ad 
or not.   
 
If you want to explore the options of doing radio, TV, or newspaper ads through the 
Google interface, it’s as simple as logging into your Google Adwords account and 
looking for the links for more info on each listed as: 
 

• Print Campaigns 
• Television Campaigns 
• Audio Campaigns 

 
Now back to the Online Advertising available through Google… 
 
If you don’t already have a Google Adwords account, you can go to this link to sign up: 
 
https://adwords.Google.com/select/starter/signup/ForkAuth 
 
Take note that you will want to choose the Standard Edition, and NOT the Starter 
edition. You want to have access to all available features and don’t want to be limited by 
using the Starter Edition. 
 
After you choose the Standard Edition, it will take you through some standard steps to 
get your account set up. 
 
Keep in mind as you’re setting up your account, Google may ask you to set up your very 
first ad in the process.  Even if you don’t know what your best ad is going to be, just set 
up a “placeholder” ad to begin with (you can delete or change this later).  You can 
simply set a really low budget at first (such as $5/day) and then pause your ad once 
your account is set up and you’re allowed to login. 
 
Setting Up Text Ad Campaigns 
 
In this section, I’m going to walk you through the steps of setting up a Text Ad 
Campaign and show you many of the campaign settings that you’ll want to make sure 
you get right.  I’ll even show you screenshots and go through an example mock 
campaign setup. 
 
1. First, make sure that you’re in the ‘Campaign Management’ tab at the top of the 
page, and then the ‘Campaign Summary’ sub-tab. 

https://adwords.google.com/select/starter/signup/ForkAuth


 
2. Then, click on ‘New Online Campaign’ and choose ‘Start with Keywords’ (I’ll show 
you an advanced way to use the ‘start with placements’ option later to expand your 
traffic with some pretty cool options). 
 
3. Name your campaign, and also your first ad group. The ad group name should reflect 
a particular keyword theme that you’ll target in that ad group. In the example image 
below, you can see that I used a Calgary accountant as the example, and the ad group 
name of ‘accounting firm’. Other ad groups that you create after this initial setup could 
target other keyword themes such as ‘CPA Calgary’ as an example. 
 

 
 
 
4.  Make sure that your geographic targeting is set to exactly what you want. For 
example, if you’re selling a product online, you might set it to all countries if you have 
the capability to ship to all countries or if your product is a downloadable product that 
can be sold in any country.   
 
However, if you’re simply advertising your local business in only one particular region or 
city, then you can choose your target areas by querying by certain cities, states, or even 
zip codes.  You won’t be able to select your particular zip codes or cities or states until 
you de-select the entire country or countries that are selected by default in your Google 
account. 
 
5.  Your next screen allows you to enter your ad text as shown below: 
 



 
As you can see, in the mock example I used in the screenshot above (not a real 
website), I tried to make the ad a little more interesting than most other advertisers while 
still keeping the main keywords in the ad text (since the keywords that are searched for 
will be bolded in your ad when it shows up on Google). 
 
Headline:  Most advertisers are probably going to use something boring like ‘Calgary 
Accountant’.  So in an attempt to stand out from the crowd, I used the headline ‘Unique 
Calgary Accountant’.  Might sound silly for an ad for an account, but think about it… 
 
If you see 3 other ads all saying the same thing such as ‘calgary accountant’, and then 
your ad says ‘unique’ before that phrase, you most likely stand a better chance of 
getting that customer to click on your ad instead of the competition.  This is just an 
example of a word that may help to make your ad stand out. Use your creativity and you 
may find better options for your case. 
 
Ad body text:   In this case, most advertisers might just use bland ad text such as 
“accounting firm in Calgary, Canada for all your needs”.  So I tried to grab more 
attention by using a benefit driven phrase in the ad text – “I’ll show you how to save big 
money on your taxes. Calgary accounting.” 
 
Display URL:  This is the website that you want to show up in your Ad. Note that this 
can be different from your destination URL.  When choosing your Domain name, it can 
help to get important keywords in your domain name, but also to get an attention 
grabbing word like “Best” in there as well.  While words such as ‘best’ are not allowed in 
your headline or body text, they are allowed in your domain name in your ad. 
 
Destination URL:  Like I mentioned, you can use a different destination URL here 
instead of having to send the traffic directly to your homepage. This can be a subpage 
on your site that is setup to directly track any sales or new customers that come from 
your ad (although you can still send the traffic to your homepage if that is the most 
relevant page).  Depending on your type of business, this may not always be possible to 
track if the ad produced your customers or not.  It is easy to track sales produced from 
an ad if you sell an online product directly, but it will be harder if you are advertising an 
offline service. 



 
6.  Next, Google will ask you for your relevant keywords.  Remember these 2 useful 
tools in selecting your keywords: 
 
https://adwords.Google.com/select/KeywordToolExternal 
 
http://www.keyworddiscovery.com/search.htm 
 
Notice below how in my example mock campaign, I added a couple keywords, but also 
added those keywords with brackets surrounding them as well as quotes surrounding 
them. You can add in as many keywords as you want in here that you feel are relevant 
to people searching for your type of business. 
 
The purpose of the brackets is for your ads to show up for an exact match of that 
keyword phrase, while the quotes mean that your ads could show up for a phrase match 
in which your keywords are just part of a larger phrase. The keywords listed without 
brackets or quotes means that your ads could show up for any variation that a user 
searches for that contain any or all of the keywords you listed. 
 
Generally, for most businesses, you’ll want to use all 3 variations of keyword matching 
when you input your keywords.  Here’s a keyword wrapping tool that can automatically 
insert quotes and brackets into all keywords if you just paste or type in a list of 
keywords: 
 
http://www.affiliatemarketingformula.com/tools/keyword-wrapper.php 
 

https://adwords.google.com/select/KeywordToolExternal
http://www.keyworddiscovery.com/search.htm
http://www.affiliatemarketingformula.com/tools/keyword-wrapper.php


 
 
This example above only shows 2 keyword phrases. You can input as many keyword 
phrases as you feel are a fit for your business. If there are certain keywords that you 
feel would be more appropriate for a new ad group that contains a slightly different 
worded ad, then you can make the different ads and different keywords in a new ad 
group. 
 
An example of this would be in the case of the accountant to have a separate ad group 
if they offer book-keeping services. In that case, your ad text can be more specific to the 
bookkeeping services and the keywords will be relevant to that as well. 
 
7.  The next screen you’ll see is to set your daily budget and your cost per click (CPC).  
You should test small daily budgets at first until you find if the advertising is working for 
you or not.  Just think about how much you might be willing to spend on a monthly 
basis, and work back to set your daily budget. If you think you might be willing to spend 
$1000/month on these internet ads, then maybe set a daily budget of $35/day. 
 
I’ve literally had campaigns with budgets of $3/day and I’ve had others with budgets of 
$4000/day depending on what business I’m advertising. 
 



 
 
For your cost-per-click, this is going to take some testing on your part to find out what 
the going rate is for your market.  I’ve advertised in markets where I could get clicks as 
cheap as 1 - 3 cents per click, and I’ve advertised in other markets that demanded 80 
cents to $1.00 or more per click to compete with other advertisers. 
 
What you can do is to set your bid price somewhere between 10 cents to 50 cents to 
start off ($0.10 to $0.50) and see what ad ranking you start to get with that. You may 
find that you rank #1 at 30 cents and you could have still achieved good placement with 
a bid of only 10 cents or less.  On the other hand, you might find that you’re not ranking 
at all at 50 cents and may need to bid up to $1.00 or more per click to get placement.  
You just need to make sure that you can make a profit trying to gain visitors to your site 
at such a high price. 
 
Personally, I’ve found that if you start off your account by writing quality ads that get 
high click-through rates (CTR), you can usually get fairly cheap clicks compared to 
some of your competitors who may not be as savvy at writing eye-catching ads. 
 
Google ranks ads based on a combination of your bid price, your on-going CTR as your 
account racks up data, and other factors such as relevancy of your site to keywords, 
etc. If you think about it, if you get double the CTR of your competitors, you can 
basically get your traffic for about half the price they might be paying.  It’s a fairly 
complicated system, but this just shows how important it is for you to write high quality 
eye catching ads (that are highly relevant to your keywords). 
 
As for the CPC content bid, this is basically only applicable if you want your ads to show 
up on Google’s content network (other sites running Adsense ads), which will show your 
ad on any websites on the entire internet that are related to your keywords.  Remember 
that this is different than just having your ads show up for keyword searches on Google 
or Google’s search partners.  



Keeping the content network active may not be a great thing to do unless you are sure 
that you selected an appropriate geographic targeting area when you set up your 
campaign.  
 
If you wish to turn off the content network and only show your ads for searches, you can 
go into your campaign settings after the campaign has been completed and de-select 
the content network.  I’ll also show you a little later on how you can set up a separate 
campaign and use the content network to specifically target other websites and even 
some of your competitor sites that may be running Adsense ads on their site. 
 
Ok, that’s about it for setting up a basic text ad campaign.  Now let’s get into something 
a little more advanced – site targeting or placement targeting! 
 
 
Using Google Adwords to Use Your Competitors Sites for Traffic 
 
As I mentioned before, there is a way to use Google Adwords to get your ads showing 
on your competitors websites or on other popular websites that could give you more 
visitors and more business. 
 
Let’s look back at an example again to show how this can work. We’ll go back to my 
example search query of “accountant Exton, PA”: 

 
 
 
If you look at the website that’s ranking in the #1 and #2 spots for SEO natural listings 
(below the local listings), it appears to be some sort of article website 
(articles.directorym.com).   However, if you click on their site (I did to check it out), their 
page has Google Adsense Ads all over the place, which gives you the opportunity to get 



some of their traffic by trying to get one of those ad spots.  It’s possible you could get 
those ad spots on that site if you get lucky by doing the right keyword combinations and 
having the Google content network enabled on your campaign.  However, here is the 
easier way: 
 
Setting up a Placement Targeted (Site Targeted) Campaign or Ad Group 
 
1..  You can do this as either a separate ad group or a separate campaign.  For this 
example, let’s set it up as a new ad group.  First, go to ‘new ad group’ and then ‘start 
with placements’ as seen below: 

 
 
2.  Name the ad group, and then the next screen allows you to set up the text ad. You 
can use one of your text ads you’ve already used or something that you think will be 
appropriate for the site or sites that you’ll be trying to get your ads on. Note: after the ad 
group is set up, you can go back in and add an image ad too, if the placements you’re 
targeting allow image ads. 
 
3.  Next, you’ll get to the screen where you’ll be finding the sites you want to target. It 
gives you the options to ‘browse categories’, ‘describe topics’, or ‘list URLs’.  For this 
example, we had found that the website articles.directorym.com had showed up in the 
top listings for our hypothetical search of ‘accountant Exton, PA”.  Since we saw 
adsense ads on that site, we want to try to get our ads on those pages, so we’ll use the 
‘list URLs’ option as seen below: 

 
 
As you can see, I typed in that website URL and it was available, so I would have 
selected it. 
 



Note:  You can also select as many other websites as you want on this screen to 
choose for targeting.  For example, keeping on the theme of accounting and taxes… if I 
select the ‘describe topics’ button and then type in ‘taxes’, a few dozen related sites will 
come up that you can choose to target also if you wish.  In this example, one of the first 
sites that came up was taxtips.ca, which looks like it gets some decent traffic levels.  So 
you could choose this and as many other sites as you wish.   
 
Remember, even if you only want your ads to show in one region or city instead of an 
entire country or the entire world, as long as you selected your proper geotargeting in 
the campaign settings, your ads should only be displayed to people in that geographic 
area that you selected (even if you chose a popular international website such as 
nytimes.com to target ads on). 
 
I know I’ve been using the example of an accountant here, but this strategy can work for 
any type of business. For example, if you own a landscaping company, you can type in 
the topic of ‘gardening’ or ‘lawn care’ or other related terms and then target any popular 
websites that you might be able to get your ads on.   
 
In this example, if you’re a Landscaping company located in Bethesda, Maryland, and 
people that live in your area just happen to be reading something on Better Home & 
Gardens (bhg.com), if you target that site, you could gain customers from people that 
see your ad on bhg.com! 
 
Now you can see how powerful this technique is!  I can tell you that most of your 
competitors have NO IDEA how to do this method I described above. If your 
competitors know how to do any internet advertising at all, most likely, they only know 
that they can set up text ads for local searches, and that’s about it.  But this is a whole 
different world of targeted ads that most people don’t know how to set up, so you really 
have a chance to dominate with this method above.  You can literally get your ads on 
major traffic sites such as weather.com, nytimes.com, cnn.com, and other big-time 
news sites, etc. 
 
Image ads for Placement Targeting 
 
Setting up image ads in addition to your text ads can be an advanced method to gain 
even more traffic because there are a lot of sites that only have targeting available for 
image ads instead of text ads. 
 
If you find some websites that you want to target with image ads, here’s how to set them 
up: 
 
1. After you’ve set up the ad group and saved it with at least 1 text ad, you can go to the 
‘ad variations’ tab in that placement ad group and choose ‘create new ad’, and ‘image 
ad’.  You’ll need to already have the image ad made from either Photoshop or another 
image editing program.  
 
The ad sizes that you can target are (in pixels): 
 



120x600, 160x600, 200x200, 250x250, 300x250, 336x280, 468x60, and 728x90 (the 
most common sizes you’ll see available most often are 300x250, 160x600, 468x60, and 
728x90). 

 
 
As you can see above, if you don’t know how to create image ads in those sizes (or 
have someone do them for you), then you can use the simple ‘Display ad builder’ to 
create them in Google.  Keep in mind that the rules for image ads aren’t that strict and 
you don’t have to use pretty pictures in your image ads.  You can use all text if you want 
(in any color), a combo of text and pictures, or anything your creativity can conjure up.   
 
Just make sure that you have a call to action on the image – to click on your website or 
call a phone number if that’s what you want the viewer to do when they see your image 
ad. 
 
Keep in mind that if you want to get really creative, you can also choose to set up a 
video ad in Google and run that on available video ad placements. 
 
 
Local Business Advertising on Google Adwords 
 
We briefly mentioned it before, but one of the latest features added to Google Adwords 
is the ability to run local business ads for a specific radius from your business.  Local 
business ads are AdWords ads associated with specific business locations. They 
appear on Google Maps, Google, and across Google's advertising network. Local 
business ads are beneficial to both business owners and customers searching for 
products locally (think it like the yellow pages, except you get to pre-sell your 
customers, or give them information about your business before they start randomly 
calling your competition).   
 
Local business ads are different from the regional and customized campaign targeting 
that we spoke about earlier, and they provide another way to reach users in a specific 
geographic area. Campaign targeting doesn't require a business address in your 
targeted area, whereas local business ads are designed to drive traffic to your physical 
location. Regional and customized targeting are best for driving traffic to your website, 
whereas local business ads are geared towards driving traffic into your store or 
business. 

http://adwords.google.com/support/bin/answer.py?answer=6405


Local business ads will change depending on where they appear. On Google Maps, 
your ad can appear right on the map, and you can pick a special icon related to your 
business.  On the Google Maps text view, Google, and other sites in the Google 
Network, your local business ad may also appear in a text-only format.  
Now that you know what a local business ad is, let’s talk about how you get started.  In 
section 8 we talk about how to take advantage of Google Local and yahoo local to get 
your business listed in their directories.   If your business is not currently listed with 
Google local, take this opportunity to do it now.  This is the first step in being able to run 
local business ads in Google Adwords. 
Google Local is tied into Google Maps, which is a service offering powerful mapping 
technology and local business information-including business locations, contact 
information, and driving directions. Once listed, you can edit and change your business 
information at anytime through Google Local.   Now that you are listed with Google 
Local, it is time to create an ad. 
Whether you already have ad campaigns running, or if you are starting from scratch 
with the Local Business Ads, the process will still be the same. 
 

1. Log in to your Google Adwords account at www.Google.com/adwords 
2. Click the campaign that has the ad group you want to put the local ad in, or if 

you are start fresh, create a campaign to place your ad in. 
3. Click the appropriate ad group and you should see the header below 

 

 
 

4. Click on Local Business Ad and you will be directed to select the business 
that you added to Google Local or to add a new business.  Once that 
information is chosen, you will be directed to the screen below. 

http://www.google.com/adwords


 
 

As you can see above, the Local Ads give you the option of uploading an 
image, adding descriptive text, and selecting the radius from your business 
that you would like the ad to be visible. 
Important Tip -  The text you want to use for local ads will be different from 
the type of copy or text that you would use for your regional or national ad 
campaigns.  The goal of your content and search ad campaigns is to get 
customers to your website, so your copy or text should be enticing and eye-
catching.  With local ads, your goal is to draw them into your business, so you 
will want to promote any sales or specific products/services that you can offer 
that your competition doesn’t. 

5. Save your ad, and you are ready to go. 
 

Google Local Is Free.  Why Should I pay for local ads in Google Adwords? 
Google Local is a great free service, but there is no guarantee that a customer will 
get to your business listing during their search process. By taking advantage of local 
ads, you will be able to highlight your business name and information in front of 
anyone searching for your particular type of business in your area through Google 
and Google Maps.  Not only will your business stand out among the dozens 
(hundreds in some cases) or similar businesses in your area, but it will also allow 
you to tell customers a little bit about your business, which your competition can’t.  
Since Local Ads are a new feature of Adwords, not many business owners know that 
it is available, which means that your competition won’t know about it either.    

 



The New Monster of Web Traffic - Facebook Ads 
 
If you’ve paid any attention to what’s going on in the online world, Facebook.com has 
become the new powerhouse. Facebook has over 150 Million users worldwide, and in 
some countries, over 70% of the adult population has a Facebook account. 
 
What does this mean for you as the small business owner?  It means a MASSIVE 
advertising opportunity with the sophistication to target your exact market by 
demographics and geography! 
 
No matter what business you’re in, I guarantee you that your target market is on 
Facebook interacting with their friends, family, and colleagues.  And this gives you the 
opportunity to get ads for your business in front of those prospects on their facebook 
pages. 
 
Don’t overlook this opportunity to get your ads in front of your super targeted prospects 
for as little as 5 or 10 cents per visitor to your website (sometimes more).  Even if you 
just have a local business, Facebook allows you to target your ads only to your local city 
or state or province. 
 
To get started, you will go to this page:  http://www.facebook.com/advertising/ 
 
Setting up ads is quite simple and easy to follow in their interface.  You will be running 
text ads just like the text ads I showed you how to set up in Google Adwords.  However, 
the great thing is that with Facebook ads, you can also display a picture in the middle of 
your text ad.  This helps draw more attention to your ad, and it also give you the chance 
to use some sort of unique picture to gain more visitors to your ad.   
 
Just realize that Facebook’s ad approval team can be quite picky sometimes with what 
images they will allow for approval.  In my experience, sometimes if you just try again 
another day (even with the same picture), you will get your ad approved. 
 
Here is what the screen looks like when you go to set up a Facebook ad: 

http://www.facebook.com/advertising/


 
 
Here are the basics of setting up Facebook ads: 
 
1. Set up a headline and body text of the ad (this can be similar verbiage to what you 
already know works for your Google ads).  Facebook allows you considerably more text 
in the body of the ad compared to a Google ad. 
 
2.  Insert a picture that is appropriate and relevant to your business, but that also 
catches the eye and grabs attention.  Your picture is what will make or break your ad in 
terms of getting users to actually notice your ad.  Note:  Facebook uses both your bid 
price (cost per click) as well as your click through rate (CTR) to determine how well your 
ad will rank and if you will beat out other advertisers. So this means that the higher the 
CTR you can get, the cheaper the clicks you can get.  If you don’t use an eye-catching 
picture in your ad, your CTR will be too low, and your cost per click will skyrocket or will 
exceed your bid price, meaning that they won’t display your ad.  CTR is everything if 
you want to perform well in Facebook ads! 
 
3. Geographic area: Next, you will choose your geographic targeting.  Note that you can 
choose an entire country to target your ads, or you can also narrow down to an 
individual state, city, or province.  This can be very powerful if you only want to target 
your visitors to your region.  On the other hand, if you’re selling a product or service 
online to anybody in the world, you have a massive audience to advertise to in lots of 
countries. 



 
4.  Gender:  choose if you want to target only men, women, or both.  Again, this can be 
very powerful, because if you have a business such as a nail salon, you may want to 
only target women.  On the other hand, if you own some sort of men’s store or service, 
you can target men without wasting your ads on women that aren’t interested in your 
services or products. 
 
5.  Age range:  choose your age range that you want to target.  This can be very useful 
as well. For example, if your business targets only college students, then you may want 
to only target ages 18-22 (approximately).  Or if your business caters to retirees, you 
may want to target ages 55 and up (approximately).  Note:  You may be surprised at 
how many people are on Facebook at older age ranges – in the US alone, there are 
over 1 Million people over age 55 with Facebook accounts!  This isn’t just for kids 
anymore! 
 
6.  Keywords (optional):  Please realize that you don’t need keywords in this section of 
your ad setup if you simply want to target everyone according to your other 
demographic and geographic options.  By inputting keywords, you will greatly reduce 
the amount of people that see your ad.  However, for some businesses, you may NEED 
to input keywords to make sure that your ad is not showing to people that have no 
interest whatsoever in your business.  For example, if you have a guitar store, you may 
want to input a few guitar or music related keywords to make sure that your ads are only 
showing to your target prospects.  This will keep your CTR much higher and make it 
possible for you to get super-cheap clicks.  Basically, if your business has mass market 
appeal to almost everyone, you don’t need to input keywords, but if your business is in a 
tight niche, you will want to input keywords to target your exact prospects. 
 
7.  Education (optional):  You have the option to target specific education levels if you 
feel that there’s a reason to do so for your business.  Example -- your business only 
targets college students or high school students. 
 
8.  Relationship status (optional):  This can come in handy for some businesses as you 
can target only single people or only married people.  Another example – if your 
business targets weddings, you may choose to only target your ads to “engaged” 
people.  Pretty powerful stuff, huh! 
 
9.  Your bid price:  The minimum bid is 1 penny ($0.01).  However, from my experience, 
there’s not much traffic available for 1 cent anymore (there was when facebook ads first 
initiated).  Also, take note that Facebook will display a “suggested bid range”.  I’ve found 
that this range is usually WAY higher than where you really need to be (if you can get a 
reasonably high CTR).   
 
For example, when I set up ads, the system usually gives me a suggested bid range of 
$0.40 to $0.60 per click or higher.  However, I can honestly say that I’ve never spent 
more than about 17 cents/click for Facebook traffic (and I’ve bought over $500,000 
worth of traffic!). 
 
A good strategy is to set your bid price slightly higher than what you really want to pay 
per click and let the ad get started. This seems to help to “jump start” your ad to get 
displayed. Then, log back into your account the next day and reduce your bid price a 



little bit as long as you got a decent CTR on your ad. Sometimes, I’ve started my ads at 
15 to 18 cents/click and then come back in the next day and reduced them to under 10 
cents (and they’ll still keep getting tons of traffic after the bid reduction if you have a 
high CTR). 
 
10.  Name the ad and submit it.   As I mentioned previously, the ad approval team can 
be a little picky sometimes and disapprove your ads, but you may be able to get them 
approved later by just changing minor wording or trying a different picture. 
 
That’s about it for the Facebook ads.  I think you’ll be blown away at how much 
business you can generate (whether your business is local or even global) with 
Facebook ads and the available demographics targeting. 
 
 
 



Myspace Ads – Another Great Demographic Targeting 
Opportunity 
 
Although the popularity of Myspace.com has been shrinking in recent years due to the 
emergence and dominance of Facebook, don’t write them off just yet.  Realize that 
myspace still has over 200 Million Users, and although a lot of those people may not 
actively use myspace as much anymore, since they are using Facebook… Myspace still 
has massive reach for your advertising dollars! 
 
Another thing to realize is that Myspace’s self-serve ad platform is a lot newer than 
Facebook’s, and therefore, you have a lot less competition from other advertisers on 
Myspace.  Trust me… I’ve used Myspace for advertising and their traffic potential is still 
unbelievable! 
 
Two Things You Must Know About Myspace Ads: 
 
1. They only allow image ads (728x90 px, 160x600, and 300x250 px) – they even have 
an “ad builder” to help you if you don’t know how to make image ads. 
 
2.  They have a minimum bid of 25 cents/click (this can be limiting for a lot of 
businesses as that is a fairly high click price from my experience). 
 
Here’s the page to get started with an advertising account with Myspace: 
https://advertise.myspace.com/login.html 
 
When you go to set up a campaign, here’s what the screen will look like: 

 
 

https://advertise.myspace.com/login.html


 
Setting up an ad on Myspace: 
 
1.. First, you can either build your own image ad or you can upload an image ad that 
you already have made.  Sizes are 300x250, 160x600, and 728x90. 
 
2.  Enter your destination URL – remember, just like Facebook ads, this doesn’t have to 
be your home page… this can be any landing page you create that you feel is most 
appropriate for your target market that the ad is intended for. 
 
3.  Choose your Gender – either male or female separately, or you can target both 
genders. 
 
4.  Chose the age ranges you want to target – the age range you choose is VERY 
important.  Also, please realize that if you’re trying to sell a product online, you need to 
be targeting adults, and not teenagers… teenagers don’t have credit cards, so an online 
sale is almost impossible when you’re targeting teenagers. 
 
5.  Next, just like with the Facebook ads, you have the option to target education levels, 
marital status, and parental status if it makes sense for your business to target any of 
these. 
 
6.  Next, you get to do your geo-targeting – you can choose by national, regional, 
city/state, or zip code (you can even choose a radius around a specific zip code!). 
 
7.  Next, if you wish, you can choose interest types for your target prospect.  This can 
come in handy for businesses that want to only target people specifically interested in 
their business – for example, a golf course only targeting people interested in golf or a 
motorcycle shop only targeting motorcycle enthusiasts. 
 
8.  Next, set your daily budget and your bid price.  Note:  although the system will 
recommend a higher bid price range such as 33 to 38 cents/click, I always just set the 
minimum of 25 cents/click for these myspace ads, and they always still max out my 
traffic.  Please realize that you need to know your numbers and know if you can afford 
to pay 25 cents/click to get visitors to your website.  You can blast through large 
budgets fast on myspace, so know your numbers! 
 
9. Submit your ad to Myspace for approval.  The good news here is that Myspace is 
MUCH more lenient with the types of ads that they’ll approve compared to Facebook, so 
you’re almost guaranteed to get your ad approved (as long as there’s nothing profane 
about your ad). 
 
That’s about it for Myspace ads.  This is yet another super-powerful method of 
advertising because of the laser-targeted demographics that you can choose and geo-
targeting of your customers. 
 



Craigslist and BackPage Marketing 
 
Regardless of the size of your business, Craiglist can be a very powerful tool for 
directing traffic to your website and your business.   On a national level, Craig List 
averages over 40 million visitors per month in over 500 cities.  While actual traffic will 
vary from city-to-city, and for each of the categories, it is a powerful and FREE way to 
market your business.   How you utilize Craig’s List will depend on where your target 
audience is.  This can really be broken up into 3 different categories-  Locally, 
Regionally, and Nationally.  Before we get into how to best utilize Craig’s List, let’s talk 
about what Craig’s is and how it works. 
 
 What is Craig’s List 
 Craig’s List (www.craigslist.org ) and other sites like Backpage 

(www.backpage.com ) are really just online classifieds, similar to what you would 
find in your local paper.   They are broken down by state, city (in some cases 
different sections of larger cities), and then by category.   Of all the online 
classifieds sites, Craig’s List by far has the most traffic, and the most stringent 
posting policies to go along with it.  Each category will have its own posting 
guidelines, so it is important to focus your efforts on the categories and cities that 
will get the most relevant exposure for your company.  Backpage is laid out the 
same as Craig’s List, but doesn’t have the exposure or number of visitors that 
Craig’s List will have.  Even so, it is important to maximize the exposure for your 
business, so I recommend using the techniques you will learn and apply them to 
Backpage as well. 

 
 Since the online classifieds are constantly changing and new ads are being 

added all the time, once you post an ad it will start shifting further and further 
away from the main page.   Since you want to ensure that your ad is always 
visible, it is important to establish a routine of posting ads once a week or once 
every other week.   If your ad is not in the top 15-20 ads, it is not likely that your 
ad will get read.  By continuously posting new ads, it will keep a steady stream of 
visible ads in front of your target audience. 

 

http://www.craigslist.org/
http://www.backpage.com/


 
 
As you can see by the screen shot above, Craig’s List provides a breakdown of the 

most popular cities on the side, as well as each state and country that you can 
post to.  Under each city, you will find the list of areas that you can post to, just 
like the sample screen shot from the Philadelphia page.  It is not uncommon to 
have ads flagged or removed if you do not follow their guidelines, or your ad 
appears to be SPAM.  Depending on the city, an ad will usually run for 7 days or 
45 days, which is really dependant on how many ads get submitted to that city 
and category in a month (the bigger the city, the short the time your ad remains 
on the site).  Below you will discover some of the secrets that Craigs List doesn’t 
want you to know and that will ensure your ads don’t get flagged, but first let’s 
talk about where to post to ensure you are getting your ads in front of your target 
audience. 

 
 How Do You Get Started? 
 As you can see in the screen shot above, there are a wide range of categories 

that you can post to in each city, and more than likely there will be multiple 
categories that will apply to your business.  For a company with a physical 
product, there is no reason why you couldn’t post an ad in literally every city.   
For a company like an Accounting Firm or a Real Estate office, you will want to 
focus your efforts locally.   Since there is a different strategy for posting ads on a 
local, regional, and national level, I provided step-by-step instructions for all three 
strategies below.   While the basic format of the ad will remain the same, it is the 
method of posting that will change.   Here are the basic steps for posting an ad: 

  
 Step 1:  Choosing a category 



 As I mentioned earlier, each category will have different guidelines and different 
criteria they will be looking for in an ad.  For example, the service industry will 
require a contact number for verification; the jobs category will be looking for 
details about the position; in the for sale category, it is important to not make it 
sound like a sales pitch from a business.  This is important to keep in mind if you 
are posting in a category that may not exactly fit your product or service.   Why 
would you do this?  Believe it or not, there is a strategy to posting on Craig’s List 
and other on-line classified sites.  Since you are trying to get the most exposure 
possible, this will often require posting ads in the categories that get the most 
traffic versus a category that fits your business, but gets little or no traffic. 

 

 
 

Looking at the screen shot above and using a local plumber in Philadelphia as an 
example, I would want to post my ads in Items for Sale- Household, Services- 
Household, and Services- Skilled Trade.  By posting in all three categories you 
are hitting the most visitors possible that are searching for something similar to 
what you and your business offer. 
 
Step 2: Creating an Ad 
Once you have narrowed down the category you want to post in, it is now time to 
create an ad.   Creating an ad for Craig’s List will use some of the same 
techniques that were used for creating an ad in Google Adwords, with the biggest 
difference being that you have unlimited amount of words to letters to work with.   
The key to any ad is going to be an eye catching title.   With the number of ads 
on Craig’s List, if you title doesn’t catch the readers eye, they are not going to 
click on the description to find out what it is all about.   Below is a screen shot of 
what you would see if you were searching under Household Services in the 
Philadelphia Craig’s List.   Just looking at the titles used in these ads, I would be 



more likely to click on the circled ad versus the others because it leads me to 
want to find out more.   Even if a reader wasn’t searching for a bathroom 
remodeling company, the question might peak their interest to read further.    

 

 
It is a good idea to come up with several different titles that you can rotate so that 
each time you post it will look like a new, unique ad (there are other tricks that 
can be used to create unique titles which are highlighted at the end of the 
section).  Once you have a title, it is time to move on to the body of your ad.  This 
is where the category guidelines will come into play, so it is important to read 
them before creating your ad to see if there are any specific characteristics that 
they will be looking for. 

 
 When you begin to write your ads, there will be a natural tendency to try to cram 

in as much information about your company and services/products as possible.  
While it is important to convey what it is you do, and why they should use your 
company, most readers will click away from ads that are too wordy.  By breaking 
your content down to short, concise bullet points, it will ensure that your message 
is getting across without turning off the person reading it.  Going back to the 
Bathroom ad, there is a good example of how to format your ad.  Below are two 
examples of ads- you decide for yourself which one is easier to read. 

 



 
By making bullet points and keeping it to short sentences, the ad on the left 
makes it much easier for the reader to scan through and find the information they 
need.  In the ad on the right, the reader is less likely to get to the information 
contained on the third line because everything is jumbled together and harder to 
read.   So while interesting content is extremely important, making it easy to read 
and follow is equally important.   Just as you created multiple titles, it is a good 
idea to create multiple ads.   Just like in Adwords, by simply changing the way a 
statement is phrased, it could mean the difference between the reader contacting 
your company or moving on to the next ad.  By creating multiple ads, you can 
experiment with different combinations of ads and titles to see what formula 
produces the most results. 

 
 When creating an ad it is important to decide how you want customers to reach 

you.  Are you trying to direct customers to your website?   Do you want 
customers to call you for a quote or an estimate?  Is e-mail the best way to reach 
you?  For a physical product, you may want to just direct them to a website.  In a 
service industry, the goal might be to get them to talk to a live person.   Every 
business will have a different goal from advertising on Craig’s List, so it is 
important to figure that out and include it into your ad.   If your goal is to just get 
them to the website, you may want your ad to have fewer details, but leave them 
wanting more information which they can only get from going to your site. 

 
 If you are including a link to your website in your ad, there is a specific code that 

you will want to use.  Some categories may frown upon using links in the ad, but 
it never hurts to experiment with it (the worst that can happen is that ad gets 
removed and you have to post another one).  To include a link in your ad, you 
can use the following code: 

 
 <a href=”http://www.yourwebsitehere.com”>Click Here</a> 
 Whatever you put in place of “Click Here” will be the text that the reader can click 

on to get to your website. 
 
 The interesting aspect to on-line classifieds is that the webmaster or anyone 

reading the ad has the ability to flag or remove your ad.   While this may sound 
odd, it is a way of regulating the amount of SPAM ads that are on the site.   This 



is why it is really important to get creative with your ads and to make sure that 
they adhere to the guidelines for each category.   That being said, there are 
some cool tricks that can be employed to avoid getting flagged by the people at 
Craig’s List (keep reading for more details). 

 
 Step 3:  Posting an Ad 
 Now that you have a handful of titles and ads, and you know which categories 

you are going to be posting in, it is time to start posting.   As noted earlier, the 
format for posting multiple ads in multiple locations will change how this is done, 
but here is the process for placing a basic ad. 

 
 There are two ways to go about posting an ad and there are advantages to both.   

You can create an account on Craig’s List which will allow you monitor your ads, 
when they were posted, and where they were posted. 

 

 
 
 As you can see by the screen shot above, by creating an account you have full 

visibility of all your ads, including any ads that got flagged.   While this is great for 
keeping track of when and where you are posting ads, if you are planning on 
posting more than 5 or 6 ads at a time, it could actually work against you.   By 
posting ads through an account, it allows Craig’s List to track when and where 
you are posting and they will start to flag repeat ads or multiple ads in multiple 
categories. 

 
 The other option is to just post ads without an account.   The procedure for 

posting them will be the same, but you won’t be able to keep track of the ads, 
when they expire, or if they have been removed.  The advantage to this is that 
you can get away with posting in different categories if you are using multiple ads 
(and even multiple e-mail addresses).  Again, it is important to read the posting 
guidelines for each category because some of them require an account in order 
to post in that particular category (for example, any of the services categories will 
require an account to ensure that the person or company is a local company).  
So once you decide which way to go, it is time to post your first ad.   

  
 If you are posting an ad without an account, you will see the screen on the left 

and you will want to click on “post to classifieds”.  Once you click on that, or if you 
are going through an account, you will see the screen on the right. 

 



 
 

It is important to note the highlighted section on screen shot on the right.   As 
mentioned before, Craiglist tries to prevent users from posting the same ad in 
multiple cities or multiple categories, so it is important to switch up your ad, your 
title, and in some cases your e-mail address if you are going beyond just posting 
locally.   

 
 Once you click you the category that you would like to post in, you will be brought 

to this screen: 
 



 
 Each of the categories will have slightly different options for you to fill in or 

choose from, but this is the basic format for the posting screen.   For the services 
category, they require that a phone number be included in the ad.   With any of 
the categories, you will be given the option to allow the reader to see your e-mail 
address, or you can use a craiglist address to mask your real e-mail address. 

 
 Once you have everything filled in and you click submit, if you are logged into an 

account it will automatically post your ad.   If you are not logged in, it will send a 
confirmation e-mail to the address you provide, which you will have to manually 
authorize in order for your ad to be posted.  Those are the basic steps to posting 
an ad on Craiglist, Backpage, or any of the other on-line classifieds sites.  Now 
that you have the basic steps, it is time to move on to the methods to posting 
locally, regionally, and nationally. 

     
 Posting Ads Locally 
 Posting to your local market is really just applying the basic techniques that were 

outlined above.  Since you will only be posting a small amount of ads at a time, 
creating an account is the best way to go.   The key to getting steady business 
out of Craig’s List is consistency.  Create a schedule of when you are going to 
post your ads, and stick to it.   Rotate the ads and the titles, and create the need 
for customers to call you, go to your website, or send you an e-mail.   Great ways 
to do this is by offering a special that they can only get by contacting you, or 



provide a special coupon code in the ad that they can use when they call.  Not 
only will it give them a reason to contact you, but it will also give you a method for 
tracking where they are contacting you from.  Using different codes for different 
ads will even let you track which ads they are coming from. 

 
 Posting Ads Regionally 
 A lot of local businesses may cover multiple cities or multiple states.  Using the 

previous example of a plumber in Philadelphia, he may want to advertise in 
Pennsylvania, Delaware, and New Jersey because of the proximity to his 
business.   When you start posting to multiple states or multiple cities, setting up 
an account is not always the best method.   Using the same e-mail address to 
consistently post to the same multiple cities and categories is an easy way to get 
your ads flagged before anyone has a chance to see them.   So how do you get 
around the no cross-posting rule of Craig’s List?  The secret is multiple e-mail 
addresses.   

 
 Craigs List uses a couple of criteria for determining if an ad is SPAM. 1) duplicate 

ads and titles 2) repeat ads from the same e-mail address 3) repeat ads from the 
same IP address.  The third one is more difficult to get around, but the first two 
are quite easy and won’t cost you a dime. 

 
 You already know how to use multiple ads and multiple titles, so how do you go 

about getting multiple e-mail addresses?    If you use AOL, Compuserv, or any of 
the other big name companies to connect to the internet, they will usually allow 
you to create multiple e-mail addresses under the same account.   My favorite 
places to get free e-mail addresses would have to be Gmail and Yahoo.  By 
using multiple e-mail addresses, it allows me to post the same exact ad in 
different cities without be flagged by Craig’s List.  Depending on how large of an 
geographic region you cover, 3-4 e-mail addresses should allow you to post 
multiple ads, in multiple cities, under multiple categories without being flagged. 

 
 Posting Ads Nationally 
 Many small businesses, particularly those that are selling physically products, 

tend to think of themselves as limited to a particular geographic area.   The great 
thing about using Craig’s List as a marketing tool is that you can hit a national 
market for customers that are interested in your product.     

 
 One of our business partners started a business selling cabinets.   While his 

business was doing well in the local market, he didn’t see the full potential of 
what Craig’s List could do for his business.   After some encouragement, he 
reluctantly ran a couple of ads in other states for the kitchen cabinets he was 
selling.  After just 3 ads, he had 9 inquires about quoting kitchen cabinets.  The 
secret to Craig’s List is that whether you are selling a physical product or 
providing a service, the people that are searching on Craig’s List don’t care 
where you are located, as long as they are getting a quality product at the best 
price possible. 

 
Posting nation-wide presents a huge market through free advertising, but there 
are some hoops to jump through to prevent getting your ads flagged.  While you 
can use the multiple e-mail addresses, with multiple ads, you are still limited to 



the number of cities you can cover before getting flagged.   A good rule of thumb 
is to not post more than 5 ads per e-mail address at any given time.  Any more 
than that and Craig’s List will catch on to the pattern and start flagging all of the 
ads you are posting.    
 
With that in mind, there are two methods you can use for posting ads nationally  
1) Manual Posting-  Target the cities with the most traffic 
2) Auto-Posting- Use a software program to automate the process 

 
Manual Posting 
Unless you have several people with multiple e-mail addresses for each person, 
it is going to be hard to cover the entire country on a regular basis and maintain 
ads that are on the first couple of pages.   With limited resources, wouldn’t it be 
great if you could target the cities with the most traffic rather than trying to cover 
every city on Craig’s List?   Did you know that 63% of the traffic Craig’s List 
receives comes from 20 cities?   If you were to post 5 different ads using 4 
different e-mail addresses, you could cover the top 20 cities for traffic to Craig’s 
List.  So how do you find out what cities to target? 
 
The key to finding out which cities to target is a website called www.alexa.com .  
Among other things, Alexa will give you the traffic rankings for each of the sub-
pages on any website that you enter.   By clicking on ‘traffic rankings’ and 
entering craigslist.org, you will get a wealth of information about the site, but what 
you are really looking for is at the bottom of the page.  The screen shot below is 
from Alexa and shows the results for www.craigslist.org . 

 

 

http://www.alexa.com/
http://www.craigslist.org/


 
 By using the Alexa rankings, you can focus your ads on the cities that 
receive the most traffic.   
 
Using Auto-Posting Software 
Manually posting ads each week can be very time consuming and may not be 
the most efficient use of your valuable time.  The most effective option would be 
to use an auto-post software.   There are several products on the market that all 
provide similar features, such as Craigslist Genius 1.5 and Auto Post Deluxe.  I 
have been using AdMaster for over a year now, and it has skyrocketed my sales! 
(unfortunately this product appears to have been taken off the market, so I can’t 
provide a link for it).  While I have never tried the other two that I mentioned 
above, I have heard good things about both.   I won’t go into the step-by-step 
process of using these programs, but I will show you how they work and how 
they can save you time and help explode your business. 
 
All of the programs take the techniques that we have talked about and automate 
the process.  They automatically create new e-mail addresses for you, rotate 
your ads and titles, help generate unique content, and help you get over the 
hurdles that Craig’s List uses to prevent SPAM.  Below is a screen shot from 
which shows some of the features they offer. 

 
 

All of the software programs will: 
- Automatically generate email addresses for you from GMail 
- Randomize the Posting Titles 
- Allow custom tags for random text 
- Auto-rotate multiple ads 
- Generate cities and categories 

 



Once you decide to take your business to that next level, using an auto-posting 
software program is the most time efficient way to continuously post ads on 
Craig’s List.   Without automating the process, I wouldn’t have been able to take 
the cabinet business from $30,000 a month to $230,000 a month! 
 

3 Secrets Craig’s List Doesn’t Want You to Know 
 
Throughout this tutorial on Craig’s List I have mentioned tricks you can use to get 
around the safe guards Craig’s List has in place.  These are secrets that you will 
only find here, so guard them with your life! 
 
Secret # 1-  Creating Unique Titles 
Whether you are using the auto-post software or manually posting ads, one of 
the challenges that you will inevitably face is creating unique and interesting 
titles.   What you will eventually find is that a handful of titles work better than 
others… so how do you use the best titles all of the time?  When Craig’s List is 
analyzing the title of the ad, it is looking at the entire string of characters.  An 
easy trick for using the same title over and over is to add random text at the end 
of it.  Here is a sample title for an Accounting Firm:   “One Trick to Saving 
Thousands on Your Taxes”.   While the title might work very well, Craig’s List is 
going to flag the ad if the same title is used over and over.   By simply modifying 
the title-  “One Trick to Saving Thousands on Your Taxes…..tazwnk”   The 
random letters or numbers on the end will trick Craig’s List’s monitoring system 
into thinking it is a unique title. 
 
Secret #2- Hidden Text 
Hidden text is a way to give Craig’s List the content it is looking for, without 
having to include it in your ad.   As I mentioned before, you want to keep your ad 
as short and to the point as possible.  While this works well for keeping the 
readers attention, it isn’t what Craig’s List sees as a good ad, so it can easily get 
flagged.   So rather than jumbling up your ad, there are two ways to create 
“hidden text”.   Below is example #1. 

 

 
 
 The screen shot on the left is the actual ad from Craig’s List.   When you highlight 

the ad as in the screen shot on the right, you will notice that there is text in the 
middle that you didn’t see on the left.    How did they do that?    It is quite simple.   



The text has always been there, it was just typed in a font color that you couldn’t 
see.   This is very effective if you are posting in the jobs category where they will 
be looking for detailed info about the position and the salary being offered.   
When using short bullet points, this is also a great way to get additional content 
in your ad to satisfy Craig’s List without having the reader see it.   Since Craig’s 
List reads the html code and not the ad itself as presented on the left, it doesn’t 
differentiate between what is visible and what is not.   This also works really well 
with picture ads, which is what we will cover in the next secret.   Use the html 
code below to create hidden text as I did above- 

 
 <p style=”COLOR: seashell”><font size=”-4”>Enter text here</font></p> 
 
 The other way to create hidden text without having to use a different font to mask 

the text, is to simply put it in plain view.    Going back to the ad above, you will 
notice that all of the Craig’s List ad end with the same basic information-   
Location, PostingID, and any features you selected posting your ad.  By copying 
the text that is below the ad, and going back into the edit mode, we can create 
the illusion that the ad has ended and still be able add “hidden” text.   

 
 

By simply adding that text and using the html code  <br> several times, it will 
create the following look for the ad. (The code <br> is another way of creating a 
break in a paragraph or starting a new line) 
 



 
 As you can see on the left, the ad looks the same to the reader and it looks like it 

ends at the PostingID.   But when you scroll down as I did on the right, you see 
the text we entered at the bottom.  You can use as many <br> codes as you 
want to hide the text at the bottom of the page. 

 
  
 

Secret #3- Picture Ads 
 While they are a bit more complicated to use, creating and using pictures in your 

ads is a one of the best ways to make your ads stand out, to say whatever you 
want without getting your ad flagged, and to include high quality images of 
describing your product or services.   As I mentioned earlier, Craig’s List views 
the html code for your ad, and doesn’t look at the actual ad.   If you were to 
include text in your image, the filters wouldn’t know that there is text in it, they 
would only see the code for the image file.     

 
 Let’s take a look at two sample ads and assume that both of them had eye-

catching titles that made you want to click on them.   These are two opposite 
ends of the spectrum when it comes to Craig’s List ads.   The one on the top, just 
posted a simple ad for cleaning your home heater (basic ad).  The second ad, 
which is for a carpet cleaning company, utilized a full page color ad that included 
the website address, images and details about the company and it’s services.  It 
is actually so large, that I can’t fit it into a full screen.   When the filters look at this 
ad, all they will see is the name of the image, not the content in the image.    

 



 
 

 



 
  
 Not only does the ad stand out, but they were able to create a custom layout that 

you wouldn’t be able to do with just a standard text ad on Craig’s List.   So how 
do you create image ads? 

  
 There are a wide range of programs out there that you buy, such as Photoshop, 

Printshop, Adobe ImageReady, etc.  But all you really need for an image ad is 
Microsoft Paint, which is a free program that customs with just about every 
computer.  I won’t go into details about how to use Microsoft Paint, since it is a 
very basic program, but with MS Paint you have to ability to crop images, add 
text, and create some of the features that was used in the ad above.    Once you 
have your images created, the next step is to make them accessible. 

 Since your images will be embedded into the ad, they have to be accessible for 
Craig’s List to find.   The easiest way to do this is to upload the images to an 
online service such as Photobucket (www.photobucket.com ).  Photobucket 
allows you to store your images on the internet and it will create the links that you 
need to embed the image into your ad.    

 

http://www.photobucket.com/


 
 

In the screen shot above, you can see how simple it is.  You can either upload 
your images from your computer, the internet, e-mail, or mobile phone.   Once 
your image is uploaded, it will automatically create the codes needed to add 
them to your Craig’s List ad.   The code that it generates should look like this: 
 
http://i361.photobucket.com/albums/youralbum/imagename.jpg  
 
With this code, you are now ready to post an image ad on Craig’s List.  Using the 
example of a kitchen cabinet company, we are going to post a simple image ad 
that was created in MS Paint. 
 

 
On the left you will see the text that was entered into Craig’s List and the ad that 
resulted.   There are a couple of things to point out in the text that was used.   You will 
notice two codes that are highlighted, which I will show you below.   The first line is what 
pulled the Image Ad into the Craig’s List ad (while that all looks like text, all of the black 
lettering is actually an image).   The second line of code is what created a clickable link 

http://i361.photobucket.com/albums/youralbum/imagename.jpg


back to my site, and it is the lettering that turned out in purple.   Here is the exact code 
that was used for both features: 
 
<img 
src=”http://i361.photobucket.com/albums/oo57/nealon52/Ad_Master_Image_1.jpg
”> 
 
<a href=”http://www.rtacabinetstore.com” rel=”nofollow”>Click Here for More 
Details </a> 
 
These two codes can be combined to make the actual image that you insert into the ad 
a clickable link back to your site.   The resulting code would be as follows: 
 
<a href=”http://www.rtacabinetstore.com” rel=”nofollow”><img 
src=”http://i361.photobucket.com/albums/oo57/nealon52/Ad_Master_Image_1.jpg
”></a> 
 
Craig’s List tends to frown upon links to websites in some of the categories, which is 
why an image ad is a great way to get your website address out there without having to 
include it in the content of your ad.   If you find that some of your ads are being flagged 
with the website in them, trying creating an image with the website in it as I did above. 
 



Ebay Marketing – More Than Just an Auction Site 
 
Everyone is familiar with E-Bay and the amount of items being bought and sold on a 
daily basis.   Everything from antique dolls to houses and cars are now being sold 
through E-Bay.   E-Bay is traditionally thought of as a market place for physical goods, 
but it is a little known fact that you can also sell services on there as well, or even just 
direct traffic directly to your website without selling anything at all on Ebay.     
 
There are literally thousands of categories that items can be sold under, but with a little 
bit of sorting through the categories, you can even find some specialty services being 
promoted on E-Bay. 
 

 
Creating an E-Bay storefront is very similar to creating a new website.   You can 
customize how ever you like and add as much or as little content as you would like.   
Depending on the type of product or service that you trying to promote, you may not 
even use your storefront to sell a product, but more as an advertising tool to get traffic to 
your own website.   Regardless of your marketing strategy, for the monthly cost of 
maintaining a storefront, I find it to be a huge asset to my marketing strategy. 
 
Even if you decide that a storefront isn’t the best use of your time or marketing budget, 
there is a little known secret on E-Bay that every business should be using-  E-Bay 
Classifieds.   E-Bay Classifieds are one of the best kept secrets in the internet 
marketing world.   Not all categories allow classified ads, but with my help you will be 
able to harness the power of the largest on-line auction website for as little as $10 a 
month per ad! 
 
First let’s start from the beginning.  You will need to create an E-Bay account 
(www.ebay.com ) if you don’t have one already.   Regardless of whether you decide to 
set up a storefront or not, you will still be selling a product or service through the 
classifieds so you will need a sellers account.   Once you have your account set up, it is 
time to find the right category to place your ad in.   
 

http://www.ebay.com/


On the main page, at the top of the screen you will see a couple of tabs, and you will 
want to click on the ‘Sell’ tab. 
 

 
 
Once on the sell page, you will want to click on ‘Advanced Search’, which will bring you 
to the screen below.   On this screen you will want to leave the search blank and just 
click the ‘Search’ button. 
 

 
 
This is where you will find the classifieds listing.  This is one of the only screens on the 
site where you will find a reference to the classifieds, which is why it is such a well-kept 
secret.  Once you get to the screen below, you will want to select Classifieds from the 
drop down menu under the heading ‘Format’. 
 

 
 



Once you have selected ‘Classified Ads’, click on show and it will take you to a listing of 
all the categories that are accepting Classified Ads.   As you will see, there are only a 
limited number of sections that are currently accepting them, but that number is growing 
every day.   The nice thing about this page is that it will tell you the number of ads in 
each category.  While you want to try to find a category that is somewhat associated 
with your product, it is not as important as just getting an ad up on E-Bay.   Since most 
searches are done through keywords, the title of your ad will have a greater impact on it 
being found than selecting the right category.  Note: Ebay serves up results to user 
searches based on what words are contained in your listing title, and not what words 
are in your actual listing body, so be sure to use important keywords in your titles. 
 
If none of the categories seem like a good fit for your company, the best thing to do is 
go with ‘other services’ under Specialty Services. 
 

 
 

Now that you have a category selected, it is time to create a classified ad.  Go back up 
to the top of the screen and click on the ‘Sell’ tab again.  You will be directed to the main 
sell screen which will ask you for the name of your product.   This is where the coaching 
on Adwords will come into play.   As I mentioned earlier, most of the searches on E-Bay 
are done by keywords versus scrolling through a category.   This is why it is important to 
choose the correct descriptive words for your product or service.   You want to make 
sure that it will cover the most search terms available and use as many of the 55 
characters that are allowed to use.   On the next screen you will be asked to fill in the 
following categories: 
 
 Category-   this is where you will select the sub-category that you want your 

classified ad to be placed in.  In the event that none of them really applied, opt for 
‘Other Services’ under ‘Specialty Services’. 

 Title- this is where those keywords come into play.  This is how potential 
customers will locate your product or service, so use the 55 characters wisely.   
You can also add a Sub-title for an extra $.50 if you want to add more detail to 
your listing 

 Pictures- for an additional $.15 each, you can add as many pictures as you 
want. 

 Description of your Product- this is where you can take advantage of all the 
Adwords and Craig’s List techniques you learned to really create an eye-catching 
ad. 



 Listing Designer-  you can use pre-designed themes for your ad 
 How to Sell Your Item- this is where the process of creating a product for your 

store and creating a classified ad will change.   In the screen shot below, you can 
see multiple tabs where you can select Classified Ad.  Under the payment 
options you will be able to select just a 30 day ad, or you can select to have it run 
until you cancel it.  Either way, it will be $9.95 for each 30 day period. 

 

 
 
Once that is complete, just give the customer a way to contact you and select your 
location.   For $10 you are going to have an ad running on E-Bay for 30 days that is 
potentially visible by millions of visitors per day.   That is $.33 a day, which is cheaper 
than what most pay per clicks will cost. 
 
I have tested classified ads in many different niches just to get traffic to various affiliate 
websites and they can work quite well if you do enough variations of listings using 
different keywords in your titles (gets you maximum exposure). Some of your ads will 
flop if you don’t choose the right keywords, but others will get tons of traffic to your 
websites if you do it right.  It just takes a little testing different titles until you get it right.  
 
For example, each classified ad I run usually costs me about $15 for a 30-day listing 
because I upgrade to a bolded listing.  So if I run 10 different ads with different keyword-
rich titles, I’ll usually find a handful that work really well, and some that won’t work at all.  
So next time you renew the ads, you can just choose the ads that worked for you and 
discard the others. 
 
Important trick for ebay classifieds: You have to remember that most searches done on 
ebay are for some sort of products and not services per se. Therefore, if your website is 
selling a service, you can simply put related product keywords in your title and then in 
the body of your ad, you send them off to your website for your service.  Beware that if 
you use totally unrelated product keywords in your listing title, there is the chance that 
Ebay will notice it and shut down your ad (without refunding you), so try to keep the 
keywords at least somewhat related. 
 
Remember, classified ads don’t involve selling a product on Ebay… you are simply 
writing a short ad and directing traffic to your website…whether that website sells a 
product on the website (instead of on ebay) or sells a service that you provide. 
 



Now that I have shared this long held secret, it is time to unleash the power of E-Bay to 
help grow your business!  I’ve found that conversions from Ebay traffic are higher than 
many other sources since Ebay searchers are typically buyers already. 
 
  
  
 
 



Joint Ventures and Cross Promotions 
 
One of the mistakes that business owners commonly make is that they don’t take 
advantage of the relationships that they have or other businesses in their area.   Just 
like your business, other local businesses are also going to have a customer list that 
may vary dramatically from yours.   One of the fastest ways that I have been able to 
grow my business is by partnering up with other businesses and sharing customer lists 
or establishing partnerships.    
 
Sometimes the hardest aspect of gaining new business is establishing that trust factor 
or credibility.  By partnering with other businesses in your area, you are taking 
advantage of the relationships that they have built with their customers to help promote 
your business.   A couple of good examples that come to mind would be a chiropractor 
partnering up with a gym or fitness instructor, or a mortgage broker partnering up with a 
real estate agent.  For a new company, the goal will be to get exposure to a new 
customer base, where as an existing business may expect compensation for use of 
their customer list rather than swapping lists.    
 
 Cross Promotion-  some companies will not want to expose their entire 

customer list, but will be willing to recommend your product or service in 
exchange for a commission or percentage of any sales.   This is a great way to 
protect both your customer list and theirs, but you are then relying on the other 
person to accurately describe and promote your product. 

 
 Joint Venture- in some cases, partnering up to offer a combined service may be 

the way to go.  Where a joint service is going to be most effective is where two 
companies share complimentary services or products, such as the mortgage 
broker and real estate agent example above.  In a situation like this, the 
combination creates a perceived higher value in the eyes of the customer and 
exposes your product or service to a larger potential customer base.    

 



How to make website revenue outside of your direct 
business 
 
Now that we have shown you how to maximize the amount of traffic to your site to help 
drive your sales through the roof, I am also going to show you how to generate 
additional revenue on top of your regular revenue stream.    While your website is 
primarily a selling tool for your own product, there is no reason why it couldn’t be a 
source of income from advertising and other products.  
 
As we have mentioned time and time again, getting your product in front of potential 
customers is the most important aspect of owning a website.   Just like you are trying to 
get your product in front of as many people as possible, so are other companies, and 
they are willing to pay for it.   There are several ways to generate revenue outside of 
your traditional revenue stream. 
 
 Adsense 

Did you ever wonder how some websites get advertising on their site?   They are 
most likely using Google Adsense.   Google Adsense allows you to create 
advertising boxes like the one below that will pull ads for related products or 
services. 
 

 
Adsense will also play image ads on your site as well.   Similar to Google 
Adwords, it is based on a cost per click, except this time you are getting paid for 
it!   While this will not be a huge source of revenue if you don’t have a lot of 
traffic, it is an easy way to get extra revenue out of your website.   Creating an 
Adsense account is simple.  Go to www.Google.com/adsense and create an 
account. 

 

http://www.google.com/adsense


 
 

Above is a snapshot of the Adsense account screen, which allows you to track the 
revenue you are generating per day.   You can customize the look of the ad blocks that 
are added to you site by changing the look, color, and layout of the ad (see picture 
below) 
 

 
 

One word of caution with Google Adsense… since you will inevitably be 
displaying ads for other companies and other products similar to yours, you run 
the risk of losing customers because they click away from your site for those ads.   
If you decide to use Adsense ads, it is recommended that you put them at the 
very bottom of your site, or on internal pages that require your customers to read 
about your products before coming across the ads.  Some internet marketers 
build websites solely for the purpose of Adsense revenue, and in those cases, 



they put the Adsense ads in the most noticeable spots such as right at the top of 
the page, etc. 
 

Affiliate Product Recommendations 
There are businesses that are built entirely on promoting other peoples products.   
One of the advantages to building a customer list is that you now have a captive 
audience that you can use to promote new products or other peoples products.   
Whether you do this by adding the products to your website, or by promoting 
them through your customer list, it is an easy way to generate additional revenue 
and it won’t cost you anything to do it.  The key to promoting other peoples 
products is to find products or services that you genuinely believe would help 
your customer base and that you would be willing to stand behind.   You can 
actually turn off your customers by promoting too many products or selecting 
products that are not quality products. 
 
By simply doing an internet search for your industry, you will inevitably come 
across websites that are selling products or services that have affiliate programs.   
If you find a product that you would like to promote, and they don’t have a 
structural program you can usually work out something to promote their product.    
 
There are also websites that specialize in affiliate products that allow you to 
search for products to promote based on category or topic.   The two most 
common are www.commissionjunction.com  and www.clickbank.com  
 
Clickbank 
Clickbank is a great place to search for e-books and other downloadable e-
products that will compliment the products or services that you offer.   As you can 
see in the screen below, it gives you a quick summary of the product, sale price, 
and commission payout.   It is important to review the pitch page for each product 
and ensure that it is something that you really want to promote before adding it to 
your site or trying to sell it through Google Adwords. 

 

 

http://www.commissionjunction.com/
http://www.clickbank.com/


 
One of the best things about clickbank is that since these are mostly digital 
products, commissions are typically sky-high and usually range from 50% to 75% 
commissions (so it’s almost like having your own product to sell and make almost 
all of the revenue yourself). 
 
By clicking “create a hoplink”, it will create a unique code that you then insert into 
a link on your website or e-mail marketing to start promoting that particular 
product. A hoplink is a code, much like the URL for your site that you use to 
create a direct link to the sales page of the item you are promoting and it gives 
the seller a way to track where the sales are coming from.  A hoplink would look 
like this- http://nealon52.mikegeary1.hop.clickbank.net/ (where nealon52 is the 
affiliate id and mikegeary1 is the publisher id).  Clickbank also gives you an easy 
management tool to track your daily sales.   It breaks it down by day, and you 
can then drill down to an individual order to see where it came from and what 
product it was for.  See examples below of how the interface looks inside 
clickbank once you are making sales. 

 

 
 

http://nealon52.mikegeary1.hop.clickbank.net/


 
 

TIP- Clickbank gives you a way to track results for different ads or different 
outlets that you place ads on.  The column TID stands for tracking ID.   By adding 
?tid=youridhere   to your hoplink code, you can differentiate where the sales are 
coming from.  Here is a sample code to show you what I am talking about-  
http://yournamehere.mikegeary1.hop.clickbank.net/?tid=page1  
 
Example of ways to use clickbank for a local business owner: 
 
As an example, let’s say that you own a chiropractic office, a local gym, or any 
kind of wellness, health, nutrition, or fitness business. Well, you could promote 
www.TruthAboutAbs.com as an affiliate and make 75% of every sale that you 
make to your customers, which would be about $28 per sale on average that you 
would earn (without any work on your part). 
 
This way, you give a good recommendation to your customers about a high 
quality exercise and nutrition program to help them get in better shape, eat 
healthier, and lose body fat… but you also receive 75% commissions on every 
sale that you make, so it’s a win-win for everybody! 
 
A pretty cool way to do this is to simply buy a new domain for a mere $9 in 
Godaddy that is related but different than TruthAboutAbs.com. So for example, 
you could buy something like www.LeanStomach101.com  and then you go into 
‘domain forwarding’, and you forward that domain to your affiliate link (hoplink) 
for TruthAboutAbs.com.  Now you have your own domain as an affiliate of the 
product that you can recommend to all of your customers, and you automatically 
are tracked to receive commissions on all sales. 
 
That’s just 1 example of how this can work to increase your customer value. 
 
There are plenty of high quality products in various categories on clickbank that 
can pay very high commissions in some cases. 
 

 

http://yournamehere.mikegeary1.hop.clickbank.net/?tid=page1
http://www.truthaboutabs.com/


 Commission Junction 
 Commission Junction (www.cj.com)  is similar to Clickbank, except they deal 

more with physical products versus the e-products that you will find on Clickbank.  
Commission Junction offers a similar management system for your account, but 
what they do a little bit differently is that they provide access to affiliate banners 
right through Commission Junction and it tells you which banners have been 
performing better than others over the past 7 days and the past 30 days.  
Depending on the type of products that you would promote, some pay simply for 
each referral, others give a percentage of the total sale.   Below are two screen 
shots showing some of the information that they provide about the advertisers in 
the Home and Garden category, along with a list of the banners and images that 
you would have access to for a company called Global Industrial. 

 

 
 

 
 

To start promoting a product, all you have to do is register with the advertiser 
(some are approved manually and others are automatic).  Each image or text link 
in Commission Junction will have it’s own unique code, which you generate by 
clicking on the get links column on the right. 
 
Link Share 
Link Share (www.linkshare.com) is another affiliate based marketing program 
that specializes in some of the name brand internet stores.    On Link Share you 

http://www.cj.com/
http://www.linkshare.com/


will find companies like Ace Hardware, Lucky Jeans, Advanta Bank Corp, etc.   
Most of these programs will be a 8-10% commission on total sales. 

 

 
 
 



Marketing Through Youtube 
 
For those of you not familiar with Youtube, it is a video network where you can upload, 
watch, and share videos, and it is an important part of internet marketing for several 
reasons.   Many people over the past couple of years have actually found their 15 
minutes of fame by simply creating a video and posting it on Youtube (if you have ever 
seen the video of the spraying fountains using Mentos and soda, then you have seen 
the power that Youtube has).   Whether it is informative or just flat out funny, by having 
people watch a video that you have created gives you the opportunity to sell your 
business and your products.    
 
Think of it as product placement.   By coming up with creative videos, even if they have 
nothing to do with your business or your products, you have an opportunity to promote 
your business multiple times to a captive audience (usually at the very beginning and 
very end by having your website or business name pop up in the video).   Creating 
Youtube content is easier than you think.   Think about old home movies and recorded 
events that would be informative or funny.  Most digital cameras have a video feature 
now that you can use to record your own video, if you want to make a demonstration 
video about how to use your products.   The most successful videos are going to 
comical or overly funny.   There are plenty of free video conversion software programs 
that will help you convert the video to a web-based format. 
 
The videos that are the most shocking, funny, or interesting in any way can sometimes 
go “viral” on Youtube.  A video that has gone “viral” means that people like the video so 
much that everyone is forwarding it on to all of their friends via email (or word of mouth 
too).  Videos that go “viral” can literally get millions of views in a matter of weeks on 
Youtube. And if you had the end of the video with a quick showing of your website, or a 
link to your website next to your video, you have the potential of getting massive 
amounts of eyeballs on your business. 
 
Keep in mind that getting a Youtube video to go “viral” is not necessarily easy, and your 
video really has to be extremely funny or interesting in some way.  But even without a 
viral video, just by providing useful information for people can help those potential 
customers find your video and gain trust in what you have to offer. 
 
In addition to product placement in the video, and additional exposure to a captive 
audience, posting videos on Youtube has another big advantage…. You actually can 
get a link back to your site off to the right of the video where your profile listing is 
located.  So not only can you display a website address in your actual video, but you 
can also get a LIVE link back to your site to the right of your video.    
 
To really harness the power of Youtube, you can also take advantage of their domain 
ranking to get your video pages to show up in the Search Engines for various keyword 
searches…and this is free traffic for you!  By taking a few extra steps when creating 
your Youtube videos, you can not only boost the ranking of your site, but you can also 
get your videos to rank for the same keywords!   
 
The most important things you need to consider for your Youtube pages are: 
 



1. Using a keyword-rich title to the video, but also making that title eye-catching. 
2. Making sure to build incoming links from other sites back to that Youtube video 

page that you created. 
 
Let’s look at an example: 
 
 If you are accountant in Chicago and you want to do a video about 

preparing for tax season, I would use a title like- “Tax Preparation Tips 
From An Accountant in Chicago” or “7 Secrets to Big Tax Savings, from 
an Accountant in Chicago”.   By including your location and business 
description in the title,  you have a really good chance of getting your 
video to rank high on a search in Google for “Accountant in Chicago”… 
and you could even show up in Google for people that search general 
keywords such as “tax preparation tips” or “tax savings” since those are in 
your video title as well! 

 
Now to really make sure that your video gets some high rankings in google, use the 
same SEO techniques (that we discussed earlier in the course) for your business 
domain and try to get a decent amount of direct links to that video page of yours on 
Youtube through article submissions, blogs, and other websites that you control.  Since 
the domain power of Youtube (PageRank 9) will be higher than your own domain, it may 
take less linking to actually get your Youtube videos to show up in the Google search 
engine rankings for your given keywords. 
 
By building this network of interweaving links, you will not only build up the rank for your 
own site, but you can easily get your Youtube videos to rank on the first page of a 
google search (especially if you are targeting ‘Service + City ‘ keywords as there’s 
typically not stiff competition for these). 
 
 



Conclusion 
 
I hope that this course has put you on the right path to gaining as much new business 
as you want using internet marketing.  This is truly a time in which many business 
owners that ignore internet marketing are going to be left in the dust and their 
businesses will slowly die.  
 
On the other hand, the business owners like yourself, that take action on these powerful 
internet marketing techniques are going to have more customers and business than you 
can imagine and will prosper in these new times. 
 
Remember that you don’t have to master every single advertising or traffic method that 
we talked about in this course… The most important thing is simply to take immediate 
action on at least a couple of the methods to start, and progress onto more of the 
techniques as you advance.  The more of these web marketing and traffic strategies 
that you can build up over time, the more diverse your sources of new business will be, 
and therefore, you will be more secure if you lose 1 or 2 traffic sources for any 
unexpected reasons. 
 
If you implement the ideas in this manual, there’s absolutely no reason that you can’t 
grow your business to entirely new levels.  The internet is EXTREMELY powerful and 6-
figure, 7-figure, or even 8-figure businesses are certainly possible even for small 
companies or individuals. 
 
I hope you’re as excited to succeed as we were to help you out with this part of your 
business. 
 
If you’ve found the information in this course to be helpful, we would be very 
appreciative if you would be willing to send us a testimonial about your satisfaction with 
this manual. You can email a testimonial to us at: 
 
contact@smallbusinessinternetsecrets.net 
 
Also, feel free to contact us if you have any other questions.  We may be building a 
coaching group or online forum in the near future for those that want some extra 
attention on an on-going basis with improving your website results and marketing. 
 
If you have any ideas or would like to see anything specific in terms of a coaching 
group, mentoring, or an online forum to interact with other business owners that are 
trying to build their internet marketing, please email us and let us know what services 
you’d like to see. If we get enough requests for certain types of services, we’ll do our 
best to try to provide that help for you. 
 
To your success, 
 
Michael Geary & Gary Nealon 

         

mailto:contact@smallbusinessinternetsecrets.net
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