Chapter 1
Preparing the
Groundwork

The goal of anyone who owns a
website is for their website to
show up in the top ten
placements of every search
engine, every time someone
searches on key words that are
relevant to their business. When
you consider that there are
millions of websites that exist,
not to mention the numbers of
internal pages that each contains,
we are talking about millions and millions of possible web pages. With all these existing web
pages it is a marvel how the search engines succeed in satisfying our queries.

An alternative way to locate websites other than search engines are directories. Online directories
are like the telephone book's "yellow pages" of the Internet. A directory is a collection of website
links organized into categories and subcategories. The user must browse through the categories to
find what they are looking for. Online directories work well but require millions of "man hours"
to create and maintain.

For various reasons, small- and medium-sized businesses were late in embracing the Internet and
in developing their own websites. As a result, much of the top search engine placement was left
to the "big boys" and other first comers who build websites. Those forward-thinking website
pioneers understood that search engine and directory placement were crucial in order to get
visitors to their websites. For many of us using the Internet in the early years, search engines or
directory look-ups were often the only places where they could find websites to visit.

Websites that were developed early, and registered with the search engines and directories, had a
huge advantage. As time progressed, these websites often were displayed in the top listings of the
search engines. Even if these websites didn't come up high in the placements of the search
engines when they were created, most of them managed to edge up closer to the top over the
years as other websites and businesses ceased to exist. This has made it even more difficult for
new websites to get into the top placement of search engines without spending a lot of money to
do so.

The purpose of this manual is to help anyone who owns or manages a website to discover other
ways of promoting their website. You should also remember that, for most businesses, the
website is only a part of their overall marketing plan.

The information in this manual is presented in such a way that the reader builds a working
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foundation on which to construct their own website promotion plan and follow-up activities.
Most Internet users spend 98% of their time off-line living in the real world; for this reason, this
publication deals primarily with how to promote your website offline. When you are building
your marketing plan, focus on a few specific promotional activities rather than spreading your
marketing budget and activities on thin. As anyone in the advertising business will tell you,
repetition is more important than anything else. It is far better to run one small classified ad every
week, than a T.V. commercial only once.

Chapter 2
Evaluation of Your
Business and Website

In order to build a solid
foundation for your website
marketing plan, you need to be
clear on the fundamentals of
your business. This information
will help you decide where to
best spend your money and
energy. No one wants to waste
time and money attempting to
market in areas that do not
target potential clients

The very first thing you need to be clear on is: knowing Exactly what business are you in.
Ask yourself this question:
What business am I in?

The answer you give will most often be the same kind of answer you have given over and over in
the past. It is the answer that defines the process you use to make money. For example, perhaps
you sell groceries, bicycles, shoes or accounting services.

Now think for a moment what you do, from the customer's point of view. This may be difficult
so here are some examples:

If you sell groceries, you are in the nutrition business because that is what customers are buying.

If you sell bicycles, you are either in the transportation or the recreation business because these
are the reasons people buy bicycles.






