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10 M istakes Business Ow ners M ake Online

Hi,this is Andrew from ww w .australianonlinem arketing.com Thanks for
reading this report.

Listed below ,Ihave 10 m istakes thatbusiness ow ners m ake w hen they go
online as the prim ary source ofthis inform ation.

Justto give you a bitofbackground aboutm yself,I’ve traveled around the
w orld to as faras Costa Rica,Sw itzerland and M iam i,USA to learn som e
really unique Internetm arketing strategies.And w hatI’ve seen in m y travels
is thattraditionalbrick and m ortarbusinesses,w hen they build a website,
they m ake a lotofm istakes and,consequently,they're notm aking as m uch
m oney online as they should be.

One thing I’ve seen since I’ve been selling business solutions forbusinesses
online is the factthata lotofbusinesses do nottake action,and they
concentrate too m uch on the prettiness ofthe website,and I’llgo into a bitof
detailon thatin a m om ent.

Along m y way,I’ve also worked w ith som e ofthe biggestnam es in Internet
m arketing w ho are internationally know n.In fact,I’ve also shared the stage
w ith som e ofthe big nam es in Internetm arketing as well.And I’ve spoken
around Australia and New Zealand aboutInternetm arketing in frontof
thousands ofpeople,and I’ve also puton sem inars m yself.

M istake 1 – Graphic Designers

The firstm istake I’d like to startoffw ith is a big m istake and,obviously,
that’s w hy it’s num berone.The biggestm istake Isee business ow ners
m aking on the Internetis the factthatthey em ploy a graphic designerto
build theirw ebsite.

Now ,I’m notsaying graphic designers do nothave a place.They do a great
job,butit’s only one function ofa website.In fact,ifyou’ve gota pretty
looking w ebsite butno one’s com ing there because the search engines can’t
find you,orthere’s no m arketing structures orm ethods builtinto the w ebsite
-so,in otherw ords,it’s notselling,it’s justa glossy brochure.

Som e com panies do justneed a website thatis a particularsite thatis
inform ative,butm ostwebsites ow ned by business ow ners really should have
m arketing builtinto theirw ebsites.

Ifyou’ve gota greatbusiness butit’s in the m iddle ofthe desertand no
one’s going past,w hat’s the point? It’s justlike having a website thatthe
search engines can’tsee,because a lotofgraphic artists putflash onto a
w ebsite.Flash is one ofthose big anim ation type ofwebsites and the search
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engines can’tsee them .There’s nothing forthem to read,so itthrow s them
aw ay.

Secondly,hum an visitors also click offthe w ebsite too,because they don’t
like to see thatsortofstuffloading.

So,m istake num berone is graphic designers w ho don’tunderstand
m arketing and they don’tunderstand search engines,so be careful,because
w hatnorm ally happens is the business ow nerw illsay to the secretary,“Can
you look up a couple ofplaces in the yellow pages oron the Internet?” And
the secretary w illgo find a w ebsite thatlooks pretty.

This happens a lot.This is a very com m on m istake and itends up costing the
business ow nera lotofm oney,because they keep going to differentgraphic
artists and keep spending,w hen really the answeris neverin the graphic
artist.It’s in the m arketing and the search engines.So,a graphic designeris
the firstm istake.

M istake 2 – StaticContent

The second m istake is static contenton a website.W hatIm ean by static
contentis by w ords on the website thatdo notupdate.There’s no connection
betw een the business and the custom ers,orthe clients.You’ve really gotto
have a website these days thatcan connectout,and there are m any ways of
doing that.

You can actually have a website thatisn’treally a website,it’s actually a
blog.W hata blog can do is really getoutfurtherinto the search engines,
connectfurtheroutw ith yourcustom ers,and you can speak m ore directly on
a regularbasis because it’s very easy to update yourblog.And yourblogs
can also autom atically tellthe search engines thatyou’ve updated the site.

Hence,blogs thatactually look like a website can actually gethigherup in
the search engines.So,Ibelieve the future ofstatic htm lw ebsites are on the
w ay dow n,and updating contentblogs thatlook like a w ebsite and function
like a website are the w ay ofthe future.

The businesses thatare em bracing this idea are in the forefrontofthe people
w ho leave this behind,because this is the way thatbusinesses w illbe run.
And it’s really good tim ely advice to go and geta website w ith allthe correct
functions.That’s really a blog.

M istake 3 – No M arketing Structure

Anotherm istake,num berthree,and I’ve already touched on this,butno
m arketing structure in a website.
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W hen,forexam ple,you m ightgo to a graphic artistto geta w ebsite m ade,
the firstquestion they generally ask is,“How m any pages? W hatcolors do
you like? Do you wantan ‘aboutus’ page? Do you wanta hom e page? Do
you wantthe ‘contactus’ page?” allthatsortofstuff,w hich,yeah,that’s got
its place,butreally,w hatis yourm arketing structure?

How are you going to getthe leads? How are you going to convertthe leads
from a lead to a sale? W hatstructure’s in place in youroffice to handle the
leads? W hatis youroffline capacity to convertthe leads? W hat’s yourfollow -
up system ? W hathave you gotgoing?

M arketing structure,to m e,is one ofthe m ostim portantelem ents ofa
w ebsite because,in the m arketing itself,you can really m ake a big
difference.In fact,one ofthe otherm istakes Isee w ith the m arketing,w hile
w e're on the subject,is the factthatit’s a lack ofheadline,a lack of‘w hat’s
in itform e’ w hen Isee a w ebsite.

W hen Igo to a lotoftraditionalbusiness websites Isee the sam e m essage;
“W elcom e to ourwebsite,this is us,” Ilike to see m arketing.W hat’s in itfor
the end user? W hy should they stop? W hatis going to grab theirattention?
W hy should they take action now?

So,Iw antto see a headline there and Iw antto see itgrab the attention of
yourcustom ers.So,alw ays think,“W hat’s in itforyourcustom er?”

In fact,it’s the sam e w ith youryellow pages.In the yellow pages ifyou’ve
got‘Bobs Building’ nextto ‘Free report:How to Avoid Building M istakes’
as a headline,w hat’s going to grab yourattention?

So,it’s a headline.Headlines are proven and have been around foryears.I
w onderw hy so m any businesses don’tuse them properly.

So really think aboutyourm arketing structure and m essage you are
portraying.

M istake 4 – No Follow Through System

The fourth m istake Isee online,and this is a realbig m istake,is the fact
there’s a lack offollow-through system s on the Internet.There’s a lack of
follow -up w ith em ail,follow -up offline through phone calls.This fits in w ith
the m arketing structure,butin itselfit’s very powerful.Orw hen you haven’t
gotthis going in yourwebsite,lack offollow -through,you can really lose out.

So,w e w antto see follow -through system s,and we’lltalk m ore aboutitlater
on.Butw hen there is a lack offollow -through,again,there is no connectivity
w ith the end custom ers.You can m ake a lotm ore m oney from yourbusiness
by sim ply talking to them on a personallevel.
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In fact,a fam ous m arketer,Jay Abraham ,says one ofthe big things is to talk
to yourcurrentcustom ers often,because m ostbusinesses only concentrate
on getting fresh leads,w hen that’s a big m istake.

You should actually be really outthere looking as wellforfresh leads,butat
the sam e tim e talking to yourcurrentclients,m aking sure they're okay.
Because w ith som e ofyourcurrentclients,you’llfind the second sale to them
is a loteasierthan the firstsale.So,you’llm ake a lotm ore m oney by
concentrating as partofyourm arketing system into follow -through system s.

You can also generate referrals from yourcustom ers w hen you connectw ith
yourclients m ore often.

M istake 5 – No SEO

The fifth m istake Isee online,and hardly any businesses do this,is have SEO
in the budget.And w hat’s SEO? Search Engine Optim ization.W hatare your
search engine strategies builtinto yourw ebsite orblog? W hatcan you do to
be found higherup in the search engines?

There are so m any things thatcan be done,and,really,notbudgeting for
SEO is a huge m istake.You m ustallow som e m oney to gethigherup in the
search engines underthe correctkey term s w hetheryou're a national,
international,orlocalbusiness.Itdoesn’tm atterw hich w ay,you can get
higherup in the search engines and a lotm ore traffic by having a budgetfor
search engine optim ization.

You need to found underrelevantkey term s,forexam ple,Brunsw ick Hair
Dresserifyou ow n a Hairdressing Salon in Brunsw ick.

M istake 6 – No Pay PerClick Advertising

The sixth m istake ties in w ith the fifth m istake,and that’s a lack ofpay-per-
click advertising.And w hat’s pay-per-click advertising? W ell,ifyou go to
Google and you do a search on anything,you’llsee on the right-hand side
there are ads.They look like little boxes.You actually pay forw hen anybody
clicks on yourads.

Now ,ifyou're a localadvertiser,you can getvery cheap ads by just
advertising locally in Google,and it’s very easy to setup.So,you should
really concentrate on w hetheryou're in Toorak in M elbourne oryou’re on the
Gold Coastorin a country tow n such as Coffs Harbour,Albury -W odonga
Pakenham ,anyw here like that.

You could actually do localsearch engine,pay-per-click search engine
advertising very cheap,and you can also pick up nationaland international
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traffic as well.So,pay attention to having a pay-per-click advertising either
through Yahoo orGoogle.They're the tw o m ain ones and they reach about
90% ofthe search engine traffic.

M istake 7 – No M erging Online w ith Offline

The seventh m istake is a lack ofm erging online with the offline.And w hatI
m ean by thatis there’s very little thoughtaboutadvertising yourw ebsite
offline,in term s ofclassified ads,because ifyou're running Google ads like
the previous strategy,you can do splittesting quite easy and you’llfind out
w hich ad w orks best.

Now ,ifthatad works the bestonline,the wording’s also going to w ork
offline.So,sim ply getthatad thatw orks the beston the Internetand use it
in classified ads.The otherthing Iw ould add in there is a phone num ber
w hen advertising offline.

So,really advertise yourwebsite offline.W ork outsystem s to collectan
em ailoffline to bring online,and bring youronline offline as well.And there
are m any w ays ofdoing that,butyou really m ustputthese system s into
place to really geta lotm ore success on the Internet.

W ork outsystem s thatyoursales people can use to follow up leads from
yourwebsite.Does each sales person have theirow n unique page? Do they
have theirphoto and welcom e audio? These things really help to connect
w ith yourclients orcustom ers.

M istake 8 – Tactics Vs Strategy

Anotherm istake is really big as w ell.It’s tacticalversus strategical.M ost
businesses are very tactical.They’llgo outand they’lldo one tactic ata tim e.
A tactic m ightbe subm itting articles orgetting links so you can getm ore
traffic,butw hat’s yourstrategy?

The strategy ofthe entire site and how thatfits into the strategic business is
m uch m ore im portant.W e m ustthink about:how yourbusiness is setup;
w hatsortofstaffcan handle the orders’ w hatcan they do;w hat’s your
strategy form erging yourw hole business into the website?

Because the business is the big part,the w ebsite is only one m arketing tool
and one aspectofyourbusiness,butit’s a very powerfulaspectbecause you
don’tneed as big ads to sell.You justneed youroffline ads to go back to
yourwebsite and letthe website do the selling.

Butw hat’s yourstrategy fordoing that? And ifyou're concentrating on
tactics,you m ay be too haphazard.You need actualstrategy and structure
and system s thatfitinto building w ebsite success.Find outw hatfits into
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yourbusiness strategy,and w ork yourwebsite backwards from there.Do you
have procedure m anuals/docum ents in place thattie in w ith yourwebsite?

M istake 9 – No Im m ediate Action

The ninth m istake Isee thatbusiness ow ners m ake is a lack ofincentive to
take im m ediate action by the end user.And there’s very little on the
Internet,very little reason to callnow orto ring you now orto em ailnow .
So,you m ustthink ofincentives.

Now ,an incentive could be a free report(like this one),a free DVD,a free
quote,a free audio.So,allthese things can be available on the Internet.

Now ,forexam ple,ifyou're a hairdresseryou could put,“Hairdressing tips to
sign up fora new sletter.” Sim ply these days “Sign up forourfree newsletter”
is notenough.You m ustgive incentive forpeople to leave theirnam e and
em ail.You alm osthave to sellthe factofpeople subm itting theirnam e and
em ailto you,so really think ofthe incentives,w hat’s the bonus.

Ilike to see a starburston the w ebsite saying,“Free audio valued at$250
show s you the 7 m istakes ofterm ite pestcontrolpeople,” w hateveryour
business is,“the 7 realestate m istake,” or“How to increase yourturnover
using accounting,tax reduction,” anything.W hateveryourbusiness is,
there’s alw ays som ething you can educate yourend users and clients w ith,
because people like to be educated;they don’tlike to be sold,because w hen
you educate,itactually sells itselfnaturally,w hich creates excellentsystem s.

So,think ofw ays to getpeople taking action.Itm ightbe in yourvoice on
the website asking them to pick up the phone and callyou now ,ordirecting
people to leave em ail,leave theirnam e and you’llgetback to them w ithin 24
hours.Oritcould be a video ofyourselftalking on the Internetas w ell.

M istake 10 – No M odern Technology

W hich leads us to the tenth m istake,and it’s a lack ofuse ofm odern
technology such as video and audio on the Internet.

Ten years ago,productdem onstration videos forbusiness w ere very,very
popular.And they stillare popular,butto use them on the w ebsite to show
you yourbestuse ofproducts is very pow erful.So,ifyou’ve gota product
thatcan be dem onstrated,putiton the Internetas a video.

Ifyou’ve gota service thatcan be sold by show ing,using pictures and
w ords,putthaton the w ebsite as w ell.You can use video to connectw ith
yourend clients and you can also gettraffic.
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Ifyou can educate people,forexam ple,you can actually go to UTube.com
orGoogle video and putyourvideos up.Thatw illalso getyou search engine
traffic.Putan audio on yourwebsite,educate people aboutthe uses ofyour
business,oryou can use itforthe m arketing,like Isaid earlier.

So,think ofm odern uses,because ifyou incorporate audio,forexam ple,
there’s a term called podcasting.Podcasting is you can go and talk about
anything thatyou like and anything thatties w ith yourbusiness.You do that
once ortw ice a week,you’llgeta lotoffollow ers,a lotoflisteners com ing to
yourwebsite.And you can suck in a lotoftraffic using podcasting and video,
w hen done correctly.So,use m odern technology and don’tbe scared ofit.

Now ,ifyou’ve gota TV com m ercial,putiton yourw ebsite.Don’tbe afraid to
putiton yourw ebsite,because ifit’s sitting there,w hat’s the point? Ifyou
have to pay foritevery tim e itgets aired ata television station;and Iused
to w ork in television,Iknow aboutthis;it’s dead tim e.

Butifyou'llputiton yourw ebsite,you can m ake fulluse ofyourcom m ercial
and itdoesn’tcostyou any extra m oney w hen they play yourcom m ercialon
yourwebsite.Sam e foryourradio ad,putitonline too.

3 W aysto Im prove yourW eb Sales

Now ,I’d like to m ove ourattention justquickly to the three w ays thatyou
should really concentrate,ifit’s a w ebsite ora weblog.Ifyou concentrate on
these three w ays,and I’llgive you som e strategies on how to do it,you’ll
m ake a lotm ore m oney on the website.

1)Increase W eb Traffic

The firststrategy,ofcourse,is to increase yourtraffic.Now ,w hatw ays can
you increase traffic-w ise on the Internet? Firstofall,itcould be by
podcasting.Second ofall,itcould be a video connected to You Tube.Itcould
be article subm issions.Itcould be pay-per-click advertising from Google or
Yahoo.Itcould be press releases.It’s very im portantto do press releases.
You could find a localtie-in fora press release and subm ititto press release
places and geta lotm ore web traffic thatway.

You could setup an affiliate program orreferralprogram so otherpeople
startrecom m ending you.You could putin tell-a-friend scripts so people can
telltheirfriends aboutyou.You could give aw ay free screen savers w ith
quotations thatfitinto yourindustry thatyourclients m ightlike,and then
return them by sending aw ay fortell-a-friend scriptso they can telltheir
friends and letthe end users send traffic to you.So,there’s anotherw ay,is
creating a buzz around yourwebsite.
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So,there are lots ofways ofgetting website traffic;blogs as Isuggested
before,getting links,links is so im portant.How do you getlinks? You can do
reciprocallinking,you can exchange links,you can purchase links.You can
go getone-way links from directories.Allthese things are possible and you
should be doing these things.Tag and ping,w ay too technicalto m ention
w hattag and ping is,butit’s a greatway ofgetting m ore web traffic to your
w ebsite.

2)ConvertTrafficInto a Lead orSale

The second strategy there is afteryou’ve gotthe traffic,w hatcan you do to
convertthe traffic? W ell,forexam ple,you can convertthe traffic into a sale
ora lead.That’s two things the conversion should concentrate on,a direct
sale,ifyou’ve gota store selling jew elry,whatstrategies have you got? W hat
headlines orcalls to action? How easy is itforpeople to buy and how m any
clicks untilthey add to the cart?

Som e people have theirorderlinks buried so far,by the tim e they go to buy
the product,it’s too faraway and people have clicked off.M ake iteasy for
people to buy on yourwebsite.

W hatotherstrategies,as w ell,incorporate video and audio in yourwebsite
and thatcan really help convert.Have strong sales copy,educate your
clients,allthatsortofthing really helps convert.

So,once you've gotthe traffic,you then concentrate on converting the traffic
to a lead ora sale.Getthem to callyouroffice,yourpractice,w hatever
you’ve got.Getthem to take an action and convertitinto a lead ora sale.

3)Increase YourFollow Up

The third thing,and I’ve already touched on this as w ell,is follow -through.
Buthow do you incorporate that? Have you gotsom eone in the field,if
they're w orking foryou,capturing in em ail,asking people to join up to your
new sletter? Ifit’s an educationalnew sletterand you’ve gota handym an
com ing around to som eone’s house,ask them ifthey wantto join the
new sletterand you’llhave free tips.

So,you can getthem to fillouta form and m ake them can filloutthe form
and sign theirnam e and they can fillouttips.And then you can incorporate
into yournew sletter,w hich w ould go outautom atically.And that’s a great
strategy offollow ing through,is using em ail,and I’llgo through thatin m ore
detailin a m om ent,abouthow to actually do this.

Also,ifyou have a hairdressing salon and,forexam ple,you had a quietday,
ifyou had been collecting em ails fora w hile,you could do a sudden
broadcastoutsaying,“The next10 people in the salon w illget50% off,a
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free color,free tint,” etc.,etc.It’s a very good w ay ofcom m unicating m ore
to yourend clients by having a follow -through system .And we’ve gota
solution forthat.

How Australian Online M arketing Can Help Your
Business

So,how can w ww .australianonlinem arketing.com help you? W e can help you
in quite a num berofways.W e can build yourwebsite w ith m arketing
structure.So,ifyou need a w ebsite built,ifyourwebsite’s sitting there and
it’s notreally doing anything,it’s notselling,it’s probably gota lack of
m arketing structure.

So,that’s the firstthing w e can do is look atthe m arketing structure,look at
copywriting,and w e can find outw hatis m issing on yourwebsite.W hatis
yourbackend profitfrom yourwebsite? Are you m issing outon a lotof
m oney because there are no backend profits? Are you selling little things?
W hatcan you do to getbiggerm argins on yourwebsite?

So,that’s the firstthing w e can do,is build a website foryou w ith m arketing
structure.You can geta quote from :
http://ww w .australianonlinem arketing.com /w eb-design-form .htm l

The second alternative is to build a blog w ith m odern technology.Now ,the
blog is som ething you can update.You can stillsellfrom yourblog,and we’ll
setthatup.W e’llalso setitup so itautom atically goes outto the search
engines every tim e you update itso itsucks in the traffic.W e can build itso
thatit’s building video structure and audio so,again,you can geta lotm ore
traffic by having the video and audio going outfrom yourblog.And the blogs
look pretty too,so they're notjustan ugly looking blog,w hich they w ere a
couple years ago.Blogs can actually look like websites.

In fact,a lotofpeople don’tknow thatblogs these days are websites.W ell,
the ones thatare done properly,thatis.In fact,they also load fasterinto the
pages,so it’s anotheradvantage.They’re fasterloading than the w ebsites
are generally.So,we can help you build a blog w ith m odern technology built
in.

Thirdly,we can help w ith new software,w hich is a follow -through system .
Now ,a follow -through system is very unique.In fact,m y business partner
and Iinvented this system .And the system basically is builtfora business
w ho wants to talk to the custom ers m ore often,w hetheryou're a restaurant,
anything atall,retail,service.Ibelieve justthatevery business needs this
system ,because w hatthe firstpartofthe system is,w e provide you w ith a
scriptforyourgatekeeperoryourperson in the field to capture an em ail.

http://www.australianonlinemarket
http://www.australianonlinemarketing.com/web-design-form.html


Australian Online M arketing .com :10 M istakes.2006.Allrights reserved.

10

Forexam ple,ifyou're a caryard,you m ightbe able to capture an em ailand
the car.Find outtheirnam e,em ailand already type itinto the system so
w hen they gethom e there’s an em ailsaying som ething like,“Hi,Bill.Thanks
forshopping around.Did you find the 2003 Toyota?” And now it’s
autom atically m erged,the m essage is already there.You’ve justputa few
key fields in and they're really im pressed,because are the othercaryards
doing this? No.They're m ore likely to com e back to you.So,you starttalking
to them .

In fact,by follow ing through there’s a lotm ore advantages.Num berone,it
saves you m oney in advertising costs because you're talking to your
custom ers m ore often.Num bertw o,itm akes you m ore m oney because
you're talking to them .And num berthree,w hen you go to sellthe business,
yourbusiness is w orth m ore because you've gotan active list;very
im portant.

Now ,ifyou’ve gota retailstore,you can have a form sitting on yourcounter
thatcustom ers can filloutand then you can sim ply data entry the data.And
you don’thave to be on the Internetto use this system .You can data entry
the data and you don’teven have an Internetconnection up in the store.You
can take ithom e and upload itautom atically.

Now ,ituploads atthe end ofthe day w ith allthe custom ers’ nam es and
details and itgoes straightaw ay.Outgoes the firstem ailand you can set
the dates.So,you m ighthave one em ailthe firstweek,second em ailthe
second week.And we write exactm essages foryou.

Forexam ple,ifyou're a garden shop,w e’llhave 7 garden tips orsom ething
like that.Orifyou're a M exican restaurant,w e’llhave M exican recipes,
M exican fun,som ething w ith a M exican feel.

So,you’llhave exactm essages thateducate yourcustom ers,so thatthey
can feeleducated and they’llcom e back to you.

Anotherpowerfulfeature ofthis unique softw are is the factthatyou can
actually capture people's em ails,butyou can capture the birthday details.
Forexam ple,they’llgeta birthday m essage and you can attach a gift
certificate ora ‘2 forthe price of1,’ orsom ething like that.Orifyou're a
restaurant,you can have a giftcertificate m ade up thatsays “free m ealfor
you,birthday boy,atourrestaurant.

Ofcourse,they're getting the free m eal,butthey're nevergoing to eatalone,
so they’llbring theirfriends in as well.So,that’s anothergood m arketing
strategy.

So,autom atically they’llgetan em ailon theirbirthday w ith a preloaded gift
certificate thatgoes outto allyourcustom ers’ details.It’s a greatway of
building rapport.
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Also,atany tim e thatyou feelthe need fora specialprom otion,w e’ve gota
very unique system builtinto this system .In fact,it’s very pow erful.W e
have 30 pre-w ritten,professionally w ritten m arketing m essages.

They m ightbe Christm as hours.You m ightjustdo a broadcastto yourlist
and say,“M erry Christm as.Thanks foryourpatronage.Here are our
Christm as hours,” and outgoes the em ailpersonalised to each custom er.
That’s really good com m unication.

W e have VIP nights,‘2 forthe price of1.’ W e have allsorts ofm arketing
m essages thatreally hithom e.In fact,you're going to save thousands and
thousands ofdollars w orth ofcopyw riting by having access to these.

So,num berone,you can have use ofthe em ailsystem by capturing the
nam es.They getan em ailfortheirbirthday.You can upload a giftcertificate,
giftvoucherso they can bring itinto yourbusiness. They also gettheir
em ails sentto them w ith an education base,and then you getto choose
w hen you w antto send broadcasts out.

Im agine ifyou ow n a restaurant,you send outan em ail(happens
autom atically to the Birthday GirlorBoy.You offerthem a Free Dinnerfor
theirbirthday.Are they going to com e alone? Orw illthey bring friends?
Friends w ho m ay have neverhad the opportunity to eatin yourrestaurant.

Now ,ifyou ow ned a fish and chip shop,forexam ple,you could do a
broadcastoutevery Friday night:“Here are tonight's specials”;very
beneficial.Thatsortofthing m ostpeople aren’tusing.In fact,you can use
im ages to gettheirm ouths w atering so they can see the specialofthe night.

Also the fish and chip shop could broadcastpeople before (Easterand say,
“Easter’s com ing up,send us in yourorders now because we're going to be
sold outforGood Friday.”

So,there are so m any applications forthis to m ake m ore m oney foryour
business thatitis very,very powerful.And ecologically,itw illalso cutdow n
the use ofpaperbecause you’llbe using electronic com m unication so
brochures and things like thatw on’tbe needed as m uch.

So,w e can help you outw ith this follow -through system .Ifyou’ve gota
w ebsite,you can use itas well,and it’s fully com pliantby Australian Spam
standards.So,w e’ve done allthe research.It’s one ofthe m ostunique
pieces ofsoftw are outthere atthe m om ent;very powerful.And we’lltellyou
how you can geta hold ofw hatwe sell.

So contactm e directly abouthow w e can boostyourbusiness using this
unique system .By the way itdoes so m uch m ore too,like custom ersurveys,
tella friend scripts.
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The fourth thing we can do is w e can getsearch engine optim ization and get
you high up in the naturalsearches.W e can putyourwebsite outthroughout
allthe m ajorsearch engines and sm allerones,w hich w illincrease your
exposure w ith m any differentsorts ofpackages.

And the fifth w ay is we can do a pay-per-click cam paign foryou.W e can set
up Google AdW ords.In fact,we also have a m aintenance program so w e can
look afteryourpay-per-click on a weekly,m onthly basis.So,you’ve got
som eone that’s looking afterit,because pay-per-click needs constant
com m unication and constanttw eaking forabsolute success.

In fact,one ofthe ads I’ve m ade forone ofm y clients m akes him about
$60,000 a week.I’m notgoing to guarantee that’s going to happen to you,
butthat’s justone ad ofm any going into m y clients’ pay-per-click
advertising.

So,ifyou log onto w ww .australianonlinem arketing.com you’llsee atthe top
there’s a row ofbuttons.Ifyou click the survey button,fillthe form outand
w e have a required field.So,in the required field is the referralcode,“W ho
referred you?” http://w ww .australianonlinem arketing.com /surveyform .htm l

Now ,ifyou see the welcom e letterthatcom es w ith this report,atthe top of
the letteryou’llsee a unique code.Please enterthatcode and filloutthe
questions.Oralternatively,you can callm e directly and quote the code as
w ellso w e know w here itcam e from ,because tracking and testing and
m easuring is very im portantbusiness.

So,w e like to track and testeverything so w e know w hat’s w orking and
w hat’s notw orking.

So,go to http://w ww .australianonlinem arketing.com /surveyform .htm lFill
outthe survey on the survey button atthe top and tellus w hich one ofthe
five,orifyou wantus to create a w hole package forallfive ofthose
strategies:build a website w ith m arketing structure,a blog w ith m odern
technology,a follow -through system ,SEO,orpay-per-click.W e can help you
in those w ays.W e can help you really enhance yourbusiness results and
increase the value ofbusiness by enhancing yourbusiness results on the
Internet.

Hopefully,this has been ofsom e value to you.And feelfree to go on.It
doesn’tcostyou anything to atleastgeta quote on how we can help you.

M y nam e is Andrew Clacy and it’s been m y pleasure to presentthis reportto
you.Iknow it’s notthe m ostpoised presentation ever,butIknow thatthe
contentis fantastic.And I’m really excited because w e're on the cutting edge
ofdoing som e really unique things here in Australia.

http://www.australianonlinemarket
http://www.australianonlinemarketing.com/surveyform.html
http://www.australianonlinemarketing.com/surveyform.htmlFill
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In fact,the follow -through system w illbe launched in Am erica very soon.It’s
going to take offlike w ildfire because itis so powerfulforbusiness.

So,give m e a call.M y directnum beratthe m om ent,m y directm obile
num beris 0400607207.

And the num berone thing I’d like to leave you w ith is treatyourw ebsite like
a business itself.Ifyou justputa w ebsite up and you don’tdo anything to
prom ote it,you w on’tgetsuccess.Ifyou putsom e m anaging into your
w ebsite,you w illgetsuccess.And that’s anotherreason w hy you should
treatyourbusiness seriously.Treatonline business justas seriously,because
itcan really add absolute dim ensions.

In fact,you could startrecom m ending affiliate program s to yourclients and
pick up extra m oney offthe backend ofsom e ofthe otherpeople's products
and services.There are m any,m any w ays.So,give m e a callorgo on
w w w .australianonlinem arketing.com and filloutthe form ,and Ihope to see
you in cyberspace and welcom e you aboard.W hile there,you can also
subscribe to m y M arketing Newsletter.

Congratulations!

PS you are welcom e to pass this reporton to otherbusiness ow ners w ho m ay
getbenefits from the inform ation presented.

http://www.australianonlinemarket

