Stop Wasting Money
Driving Traffic to
Your Website!

by Ivana Katz

any new online entrepre-

neurs waste thousands of

dollars promoting their
shiny new websites, only to be dis-
appointed by the results, They are
so excited about finally having
arrived on the internet, they want
to announce it to the world! And
who can blame them,

If your are blushing nighi now because
you have thrown away a lot of money pro-
moting vour website without getting the
results you were hoping. read on .._ all is
ned Jost,

When it comes to designing and pro-
ming your websile, my rule is simple.
Use 20¥% of your budget on creating your
websile and 80% on promoting it!

Ultimately it comes down 1o having a
website that gives your visitors what they
need, when they need it Befone you spend
any (more) money on driving traffic to
your sile, usk yoursell the following ques-
tioans;

L. Is my websiie visitor friendlv?

In oiher words, can your visitors find
the information they are looking for easily
and quickly and that means a great naviga-
tional system, Mot websiles either dis-
play their navigation har on the left or o
the top. And since most people are used o
this 1ype of navigation, it's best to stick
with i, It also helps o include your navi-
gation bar at the bottom of each page to
save your visitors from having 1o seroll
hack to the top,

205 my website search engine friendly?

Search engines try to list sites that con-
fain good content, so you need keyvwonds
and phrases on vour pages that best
deseribe your service and products. For
example, if you are a forist, use the words
such as florist, online florst, virtual florist,

wedding florisy, flonst in Svdney, fonst
on line, flowers, floral, bougueets, floral
arrangements elc as many limes as possi-
ble 1o ensure high search engine ranking.
To find oot what kevwords your customers
may be searching, check out wordirack-
Er.Com - You may be surprised!

Once you decide on the keywords, use
thierm in

(n) Your website’s domain name,

(b) The title of your page - This is dis-
played in the top bar of your browser
window,

(e} The heading of your home page.

(d) The first paragraph of your home
page.

(e) Meta tags -
description,

(N Titles of your graphics.

Kevwords, page ntle,

Whilst it is important to use keywords
as much as possible, it is also important
you use them only if they ane relevant and
do nof sound awkward, I you spam your
keywords you may be penalised or even
binned by some search engines,

3. Am I focusing on my visitors” needs?

Rather than trying to “sell your basi-
ness”, let your prospects know how vour
productfservice is going 1o benefit them,
Emphasise the benefits and solve prob-
lems. Make this the focus of evervthing
You Wrile on every page of vour site.
Don't try 1o sell visitors your products or
service, help them,

A Am I cross-selling or up-selling?

If a customer s looking for a particular
product, offer them details of nelated prod-
ucts. By recommending other products,
your customers will leam what else is
available and in many cases it will trans-
fate to adiditional sales for you.

A company that does this exceptional-

Iy well is Amaron - www.amazon.com,
Search for a particular book and vou will
find information on what other people who
ordered this book also boughi,

Make it as easy as possible for cus-
tomers to complete an order by providing
clear instructions.  Ensure delivery costs
are outlined before o customer begins the
ordering process,

5. Am I offering value fo my customers?

Offer bonuses, free trinls, discoums
and prizes. List the dollar value beside
each bonus. People will fecl they'ne get-
ting a good deal and it will increase the
value of your product.

6. Am I collecting visitors” email address-
ei and building o mailing is?

An absolute must if you want 1o build
a mailing fist. Most people don't like giv-
ing out too much information, so ask only
the basics, such as Name and Email
Address. Then keep in touch with your
cuslomers on a regular basis by sending
out information thal may be of interest (o
them. You may even wish to develop vour
own on-line magazine (czine). There are
many fantastic free or inexpensive pro-
grams that can handle this for you.

7. Does my website include festimonis
als/product reviews'before and after.

Include testimonials from your current
customers to show your potential clients
that you are trustworthy, relizble and thu
you offer greal service andfor products.
Make sure the testimonials are real and if
possible provide contact details of the per-
son who supplied you with the testimonial,
If you don’t have any right now, get them!
Simply email vour customers and ask for
their feedback on your business and serv-
ice.  Most happy customers will gladly
provide this.

You could also include before amd afier
photos.  Show the problem picture and
beside it show the picture of resolution,
with an explanation of your product’s ben-
elils

8. Do I affer a 100% Satisfaction Money
Back Guaraniee?

Offer a money back guaraniee, The
lomger the guaraniee, the more effective it
will be. It conld be 30 days. 60 days, |
year or lifetime. You want to take the risk
out of doing business with you.

. Did | include media information on my
site?

Include any information, articles, pho-
tos of your products, stafl etc that have
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appeared in the media - print, TV, radio or
internet.  This is an incredible credibility
booster!

10, Is there a Fhoto Gallery | Portfolio on
my websife?

Even if you do not wish 1o sell your
products on-line, you may wish to show-
Case your goods or services in a special
photo gallery. They say “pictunes speak a
thousand words™ and on vour website it is
particularly important. Some examples of
photo galleries and portfolios include:

 photographers - photos they have
taken,

marmiage celebranis - ceremonies

they've performed,

entertainers - photos from their per-
formances,

dress designers - garments they ve

designed

* weh designers - websites they've cre-
ated

+ cike decorators special cakes

they 've made and decorated, etc.

i1, Is my contaci information easy fo
Sfind?

Place contact details in as many places
as possible. Make it easy for your cus-
tomers to contact you, Creale a special
“Contact Us” page. include vour details in
the “Abowt Us”™ page and also at the bottom
of each page. Information to include: busi-
ness mame, physical address, mailing
address, telephone, fax, email, emerpency
number, website address.

Remember on the internet it's aboa
credibility, credibility, credibility.  You
need 1o prove o your visitors thar you reli-
able and trustwornthy.

So please don’t spend another dollar
driving traffic to your website unless you
can answer “YES" to most of the questions |
above.

Ivann Katr makes it easy for you to et your
business on the internet i you're looking
for & professional and afordable wibsite |
designer, visit www.webdbusiness.com.au
and download & free website plan.
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