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Double Barrel
 Web Marketing Tactics

By Titus Hoskins (c) 2010
 


If you go the SEO route you will have to write web content which
will rank high in all the search engines. Plus, if you're into
web marketing, that very same content will have to convert into
sales or leads in order for you to make a profit. It's what I
like to call my "Double Barrel Web Tactics" and I have been
using these simple tactics to earn a full-time income from the
net for over 5 or 6 years.



Not that that's any kind of feat to brag about since countless
individuals are doing the same thing and probably doing a much
better job at it. But I have picked up a few tricks over the years
which have helped me along the way. One of the most important is
writing top ranking web pages which convert into sales.
 


Create SEO Empowered Webpages



First, in order to get those pages to the top of the search engines,
especially Google, I follow some simple SEO rules. They can be
summed up as such:



– Concentrate all your content around one central keyword phrase
   for each web page.



– Include this keyword phrase in the Title, Meta Tags, Headline
   and in the URL.



– Place this keyword phrase and variations of it throughout
   the page.



– Have a column of related keyword links on each page.



– Have very simple site construction with all links no more
   than 3 clicks away from the homepage.
– Build valuable one-way links to this page from keyword related
   sites around the web. 



– Use Twitter, Facebook, YouTube... to promote each page.

Choose Your Keyword Battles Carefully



Furthermore, you must use keyword phrases which are competitive
for your site. Picking long-tail keywords which have less traffic
but still bring in sales, is one way of doing this. Targeting
really competitive keywords is rather pointless unless you have
endless funds and resources to build links and/or purchase PPC
traffic. The average webmaster is better off choosing keyword
phrases where he/she knows they can contend and can rank high
in the search engines.



One good site which will tell how much competition your chosen
keywords will have is Google's https://adwords.google.com/select/KeywordToolExternal. 
It will also give you some estimate of the amount of traffic 
each keyword phrase receives each month. All valuable information 
to help you pick your keyword battles.
 


Writing Webpages Which Convert



For me this is the most difficult part of earning an online
income - writing web copy which converts into a sale or a lead.
Keep in mind, you don't always have to sell something, many
companies will pay you 10s of dollars just to supply them with
a lead or potential paying customer. I sometimes find this is
much easier to do than making an actual sale.



My marketing online tactics are very basic - I give my visitor
a strong incentive or reason to purchase from my site. I find using
simple discounts, coupons and free trials to be one of the most
effective ways to make a sale or capture a lead for the companies
and products I am promoting. Giving those online shoppers or
customers 10%, 20%, 50% or more OFF will usually convert well.
So too is offering bonuses, discounts, and coupons if they purchase
from your links. For leads, offering a Free 30 Day Trial works
the best.



But don't ever forget, visitors who use your site also want information
about the products or services they're buying. Giving them clear
unbiased information will go a long way in capturing a lead or
sale. Providing customer reviews and feedback is another way to
boost your conversions. So too are customer testimonials and
video reviews.



Another tactic I use is picking keywords which have a high
probability of commercial intent and which are more likely to
bring in revenue. Just finding those customers and visitors who
are in the right mind-set to buy is the key. Targeting certain
keywords such as best deals, discounts, coupons... and targeting
certain niche markets such as wedding gifts, corporate gifts,
holiday gifts... have done very well for me. People are actually
searching for a special gift and are ready to purchase.



One handy tool for determining the online commercial intention
of your keywords is Microsoft's 
Adcenter Labs. It will give you a good starting
point for choosing which keywords and niche markets you should
target with your web pages.



Marketing online is not some mysterious formula, it is merely
a double barrel process of keeping all your SEO ranking factors
in order and targeting customers when they're ready to purchase. You
build up your rankings with quality one-way links while offering
the resulting traffic valuable information and a good solid reason
to purchase from your web site or page. Using special deals, discounts,
and coupons will go a long way in boosting your conversion rates.
So too, will targeting certain keywords which have great online
commercial intention or potential, such as the gift niche markets.
Try this simple Dual marketing tactic and watch both your traffic
and sales grow.

 
About The Author 

Opinions expressed are solely those of the author who is a full
time search engine marketer who operates numerous niche sites, as
well as two sites on Intérnet Marketing:
www.marketingtoolguide.com
and www.bizwaremagic.com
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10 Free Tools and Resources
 for the DIY Business Person

By James Druman (c) 2010
 


These days, it is not necessary to pay for website
creation. If you don't choose to spend thousands of dollars
on a premium designer, there are plenty of tools out there
to do it yourself. Small businesses and personal
bloggers have all the tools they need to make a website for
free, and while many designers make beautiful sites these
days, it may be beyond the needs of the average small
company or hobbyist.



Here are some of my favorite free webpage design tools and
resources.

1. Publishing Software: Wordpress.org



Wordpress has revolutionized web design and most of the
advice is based on this program. There are other options
available, but in my opinion Wordpress offers the most
value. Not to mention that great hosting providers, like
HostGator, have made it a simple matter to upload the
software to your cPanel with the clíck of a button.
 


2. Website Themes: New WordPress Themes



Wordpress offers some basic free themes with their
software, but I personally get all mine from this website.
They are still free but a world ahead of the standard
templates. Get a little experience working in the admin
area, and no one will be able to tell you didn't go with a
premium theme.

3. Graphic Software: Gimp



This tool is brilliant. Download it at gimp.org. They even
have an extensive list of websites with a multitude of images
you can use or customize. Just be sure you check the rights
on them, but many are free for any use. I'll warn you that
there is a steep learning curve in graphics design, but if
you Google around a little bit, you will find some fabulous
tutorials out there. Spend a week or two learning the
basics and you'll be designing great logos and headers in
no time.
 


4. Photos: Flickr



They have plenty of images you can use on your site, even
if you are commercial. The advanced search options allow
you to easily search through the photos which allow
commercial use. Just take some time to get to know how the
search function works and how to double check the rights of
each photo.

5. Advertising:



List your business with Google Yellow Pages and put ads on
Craigslist. You should also learn some SEO to take
advantage of natural search engine traffic. And get
this - some webmasters are now getting massive results
by handing out free fliers that provide something of value
to their customers and that requires a sign-up onsite.
 


6. Email: Gmail



A lot of people give Gmail and other free email providers a
bad rap, but I have had email accounts with many different
providers, including paid services, and I swear by Gmail.
You couldn't twist my arm hard enough to choose a different
one. Get to know Google Docs and some other Google
features as well, and you'll find they can go a long way in
streamlining your online business efforts.

7. WordPress Headers: ThemeHeaders



This site has a lot of nice header designs. I usually just
open them up in Microsoft Publisher or Gimp and add some
wordart; however, they do customizations for $10 apiece.

8. Monetization: Commission Junction



Unlike some commission directories, they only support
reputable companies, and there are some very high-paying
programs available. Just sign up for an account and search
in their system for advertising banners that suit your niche.

9. Theme Generator: WordPress Theme Generator



This Wordpress tool is awesome if you aren't happy with the
limitations of a preset theme. It does have a learning
curve and will be a little awkward to use at first, but if
you take some time to play with the different features and
experiment on what each does, you can get pretty good.
Uploading a custom header is a must if you want it to look
professional.

10. Advice: The Warrior Forum



If you want to get serious about internet marketing and
webpage design strategies, the Warrior Forum has a wealth
of information. I really can't say enough about this place.
There is a very positive, helpful atmosphere on the forum,
and members get access to a list of free eBooks about
internet marketing and free webpage design advice.

 

About The Author

Free Web Page Design: If a learning curve is not way you're
looking for at this point in your business, you can even
get a free webpage design put together for you while you
focus on the business of business. All you pay is your
monthly hosting and the team at
www.FreeWebPageDesignService.com does the rest. Go
check it out now!
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How to Use Facebook to
 Get Results in Your Business

By Anna Hancox (c) 2010
 


Whether you like it or not technology is the way of the
future. Everything you do and say will be online. If you
decide it is all too hard, sorry to tell you but you are
going to be left behind.



Social media provides a way to communicate to the masses, it
means that you can expose your business to people that you
wouldn't ever have had the ability to communicate and market 
to. It means that marketing your business all of a sudden 
becomes so much easier.



Facebook, being just one of the many social media
communities, is an internet phenomenon which is currently
sweeping the globe. Like instant messaging and sites such as
YouTube, Facebook is a website which allows you to find and
communicate with friends, share photographs, and compare your
likes and dislikes.
 


Facebook has become so popular because it is uniquely viral
in that you need to find 'friends' before you can
communicate with anyone. People either have a love or hate
relationship with Facebook since it gets to know an inordinate
amount of information about you very quickly. However, you
are in control of how much information you provide to the
entire Facebook community or to your friends.

Facebook for Business



There is much debate as to whether Facebook is the place to
be if you are in business. Is it worth your time and effort
if the main users are consumers not businesses?



The answer to that is Yes. Marketing your business on any
social media platform is not an arduous task, as much as
many people think it is, it is about having a presence,
building credibility, and educating your potential
customers.



Remember, Facebook provides opportunities that you wouldn't
ever have been exposed to, so make the most of it.
 


To be most effective when marketing your business via social
media, you really need to be talking to your target market.
How you get them to "Like" your page is all about building
your following and providing education about what you do and
how you can help them.



You should also have a strategy in place on how you will
market your business through social media. It's like all
your other marketing activities; it needs to be strategic
not ad hoc for the best results.

10 Keys to Facebook Success



Here are 10 key steps to help you get the most out of Facebook
marketing:

1. Create a neat page. You don't have to fill out
everything, but fill out at least the most important
information in the profile section. Also, include a picture.
People like seeing that they're dealing with an actual person
or business and not just some faceless company.
 


2. Keep your business profile separate from your personal
one. Don't go following your favorite bands or befriend your
real life friends on Facebook with your business account.
It's okay to have a bit of fun with your business profile,
but don't forget its main purpose of marketing.

3. Make plans about what you're going to say. What are you
trying to accomplish? How can you make your page unique? How
can you get the right audience interested in your page? How
will you respond to criticism? To praise? Be strategic!

4. Brand your identity. You can now brand and theme your
Facebook page similar to that of your website. Use the same
logos and graphics, although you shouldn't go overboard with
them. Too many graphics will make your page difficult to
load.



Create an Opt-in on your Facebook page to get followers
contact details and all of a sudden you have another lead
generation strategy for your business.

5. Interact with others. Participate in discussion and
always give friendly, knowledgeable replies. Join clubs
relating to your niche and provide suggestions and tips.
Whenever somebody asks a question, provide a thoughtful
answer.



If somebody says something you disagree with, let them know
in a friendly manner, and provide a well-thought out reply
as to why you do.

6. You'll probably have to deal with some negativity. People
can question your intentions at any time. Always be patient
with your critics and deal with them in a professional and
friendly manner. Don't expect to always satisfy everybody.
What you can do is maintain a positive image for your
brand.

7. Try encouraging your fans to talk. Provide polls and
surveys, asking your fans what they do and do not like about
your niche. Try starting new topics such as 'top 10 reasons
why' or 'learn how to' and then ask others to share their
tips and ideas.

8. Keep everybody up-to-date with offers. Online communities
need to be active, and one of the best ways to stay active on
Facebook is to provide coupons and special deals on a regular
basis. Also, having updates about discounts on your page
will entice new visitors to follow you!

9. Hire a professional to create an app and provide it on your
page. People really love apps, and your fans will even share
them with their friends! Fun applications are a great way to
attract attention on Facebook. You should be able to find a
developer who charges fair rates.

10. Be consistent with your efforts. Log on every single day
and post something! Even if you don't have any updates, log
on and participate in discussion. If you don't get on
Facebook every day and share tips, ideas, etc., people will
forget about you. Also, don't forget to use important
keywords in your posts!



Follow these 10 steps to get the best out of your Facebook
marketing campaign!



Why not share your comments here on how you utilize Facebook
to attract new business?

 

About The Author

The Business Bootique is a dynamic Marketing & Sales business,
helping businesses who are passionate and committed, to grow
their business, get more clients and have more time to reach
a new level of success through personalized Marketing and Sales
systems. If you want to learn more about how to grow your
business? Get your 7 Steps to a Fitter, Stronger, Bigger
Business at: www.thebusinessbootique.com.au
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Facebook Business Pages
 Demystified for Business Owners

By Nancy McCord (c) 2010
 


Facebook is so popular that business owners can simply no longer
consider it a site only appropriate for socializing and game
playing. In fact, in September 2010, Facebook surpassed Google
in regards to the amount of time users spent on their site.
Facebook states that users spend over 700 billion minutes per
month on Facebook!



With 500 million active users, Facebook is the new behemoth on
the Web. With its popularity across diverse age groups,
integrated email application, and new Bing search integration, a
Facebook user may simply no longer need to visit Google for Web
searches or log off to use an email application. They may be
able to experience the Web fully all from inside Facebook. With
more than 50% of the active users logging into Facebook every
day, according to Facebook, Facebook is now so important to your
potential customers' lives that it makes sense for you as a
business owner to have a presence where your prospects are
hanging out on a daily basis.
 


Let's clear up a few things that have confused business owners
about Facebook. First, a Business Page is not to be confused
with a personal profile. They are two separate entities and
provide different options and ways to interact with friends and
colleagues.

Are Business Pages Also Called Fan Pages?



Many of you who have been using Facebook for a while will
remember that Facebook used to call Business Pages - Fan Pages.
Additionally, it used to be that someone "fanned you." Now
they "like you." Don't get confused in thinking that a Fan
Page is a different product than a Business Page - they are one
and the same.



All Facebook Business Pages start with the set-up of a personal
Facebook profile. That's right, a personal profile! You can't
just jump to Business Page set up. The email address and name
you use for your personal profile must be one tied to a person
and not a catchall email like info@mydomain.com. Remember, that
if you have an employee set up your Facebook account and the
personal profile portion for your Business Page, you don't want
to tie the new account to the employee's email address. If the
employee does so and leaves your employ, you could lose access
to your Facebook Business Page, all of your accumulated fans,
and information without recourse.
 


For set up, I typically recommend that one of the business
owners create a new email address specifically for Facebook.
Once you have set up the personal Facebook profile, you are
ready to get started. But, don't take time to add information
like education and other details in this special account unless
you plan on using it for your personal use. You are just
setting up this account to have a platform to launch and access
your new Facebook Business Page.



While logged in to your new personal account, visit this link:

www.facebook.com/pages/create.php. It will take you to the Facebook
Business Page creation tool to actually create your new page.



On the right side of the creation page under the heading
the "Official Page" look for "Create a Page for a:" and then
select "local business." Enter your page name and then tick
the box next to the statement that says you are a legal
business representative and allowed to own the page. It is
important to understand that the name you choose for the title
of your Facebook Business Page will appear at the top of your
finished page.
 


I recommend you use proper spelling but not use hyphens or
underscores in your selected name. It used to be that you had
to enter hyphens or the spaces would show as non-HTML characters
in the page name and URL, but Facebook has grown beyond that.
For example, enter in "My Business Name" (note the proper use
of spacing and capitalization), not "My-Business-Name." This
name will appear in your new Business Page URL as well.



Once you clíck create, the next page you see will be your brand
new Facebook Business Page. It is that simple. Later, after
you've had 25 people "Like" your page, you will be able to
select a vanity URL, but we'll talk about that later.

Do My Personal Updates Show on My Business Page?



After you have set up your Facebook Business Page, you can
"lock down" your personal profile that was used to launch your
Business Page. To do so, just alter the privacy settings in
the personal account to not show your personal information to
others who are not "approved" friends.



When Facebook was first created many business owners including
myself, started with a Facebook personal profile for their
business. Now that Facebook has created Business Pages, you can
easily change the privacy settings on your old personal profile
to funnel your business traffic to your new Facebook Business
Page, keeping your old personal profile just for family and
close friends.



When you change the privacy settings on the personal profile
attached to your Business Page, it does not impact who can view
information about your Business Page. Conversely, if you
post pictures of your kids on your Facebook personal profile
that is the launch pad for your Business Page, and you have your
personal profile limited to "friends only", your kids' photos
will not appear on the wall of your Business Page.

Why Exactly Would a Business Owner Want a Business Page and Not
Just Use a Personal Profile?



Several reasons to have a Facebook Business Page are: the
ability to contact all people who "Like" or who "Fan" you
with one clíck newsletter type notes, interact with
discussion questions like a forum, set up events and invite fans
to attend, and even create specialized welcome and shopping
pages. Your Business Page can almost be a mini website!

Creating Your Business Page Vanity URL



Once you have 25 people who have clicked that they "Like"
your Business Page, you can select a short easy to remember name
to promote on your website and business card. Your Business Page
goes from something like http://www.facebook.com/pages/Waldorf-MD/mccord-web/129943573719686?ref=sgm 
to something like this http://www.facebook.com/mccordweb. Just 
visit this link www.facebook.com/username. You can have vanity URLs
for both your personal account and Business Page.



It is very important to understand that once you have selected
your vanity URL you will not be able to change the name, so
select carefully.

Best Practice Tips for Keeping Your New Facebook Business Page
Updated



No one wants to be spammed, but sometimes new Business Page
owners get excited and post what seems like a constant flow of
information on their wall. It is important to understand that
what you post on your wall is posted on the wall of the people
who have clicked "Like" on your page. We encourage our
clients, when they are doing status updates themselves, to be
courteous and post about twice a day. Facebook is not Twitter
and so 5 to 10 status updates a day could get you blocked or
hidden by fans when they feel you have inundated their wall with
your daily or hourly updates.

Conclusion



I hope that this white paper has helped to introduce you to
Facebook Business Pages in a way that helps you to feel that you
can easily set one up and have fun doing it. If you haven't set
up your Facebook Business Page, now's the time to consider
setting one up. Facebook is only getting more popular and is
actively seeking to woo the business community into their portal
with demographic based pay per clíck advertising and the new
integrated search with Bing.com.

 

About The Author

Nancy McCord is the founder and President of McCord Web Services
LLC which provides blog writing services, Twitter and Facebook
status updates, and Google AdWords services. Since 2001, Nancy
McCord has developed a national reputation as an expert on
blogging and how businesses can harness the power of Web for
profit. You can visit Nancy and her firm at www.McCordWeb.com.



If you feel that you need professional help in setting up your
page or maintaining your updates and to interact with Fans, we
ask you to consider our 
Facebook service offerings. I know that you will find us 
responsive and affordably priced.
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Getting Your Site's SEO Right

By Titus Hoskins (c) 2010
 


You simply must get the SEO part right. Mainly because proper
SEO (Search Engine Optimization) will boost your chances of
obtaining those all important top rankings in the search
engines. Besides, a well optimized site or page, will go a long
way in weathering any abrupt changes on the web.



Google Instant is a perfect example of how things can change
overnight. While it didn't change SEO per se, it did change
how people use Google and how the results are shown. Searchers
don't get the same chance to type in their long-tail keyword
phrases because they are constantly and instantly being
bombarded by suggested links... so much so that getting those
top positions for shorter root keywords has gotten more
important and this has increased everybody's competition because
those popular shorter keywords have always been the most
competitive.
 


Probably every webmaster or online marketer knows that in order
to get top rankings in the search engines you have to have
quality one-way backlinks from other high ranked keyword-related
sites. This will more than likely be the main determining
ranking factor for most search engines, especially the all
important Google. You simply need good quality one-way links and
plenty of them to rank high.



However, there are many more SEO factors which come into play,
especially if you're in a very competitive niche and targeting
highly cherished lucrative keyword phrases which bring in the
revenue. Then in these competitive situations, you must get
all your SEO ducks lined up proper, if you want to be a player.



Some of these SEO factors may be minor but in very tight keyword
races, it could possibly mean you get ranked above your
competitor. Believe me, for some very lucrative keywords, just
moving up a few notches can make a significant difference in
your traffic and sales. The number one spot is what you're
aiming for, but even landing or moving up to the top five
positions can make a big difference.
 


But you probably already know the significance of getting top
rankings for your site and marketing. It can simply make or
break your online endeavors. So here are some SEO on-page or
on-site factors which you should have in place if you truly want
to compéte in the ranking wars.

1. Place your main keyword phrase in your Domain Name and over
time you will see higher rankings for that phrase and keywords
related to it. With Google going to Instant Search, I believe
you will see these keyworded domains playing a much greater role
in what is listed first. You still have to get those quality
back-links, but having a good keyworded domain will be half your
battle.

2. Place your keyword phrase in the URL for your webpage. Place
it in the title, description and in the H1 tags on your page.
Also place this keyword phrase and variations of it throughout
your page, including at the very bottom. As for keyword density,
try to keep it under 6%, this is the limit that Ezinearticles
puts on their contributed content, go above this percentage and
they won't take it. I usually aim for around 2% to 4% but don't
get too hung-up on this issue, just write helpful easy-to-read
content for your visitors.
 


3. Place related keyworded interior links on your page. That is,
keep all your content and links keyword-related to one another.
This makes it easy for the search engines to index your pages
and content. I like building keyword-related traffic hubs or
sections on my sites, for example I could have a whole
sub-directory just on all the "affiliate marketing" info pages
on my site. These would be all linked together and back to the
homepage.

4. Make sure you have an XML Sitemap which the search engines
can use to quickly index your new pages. I also like adding an
HTML sitemap which goes into more detail and lists all the pages
and their content. This is not only for the search engines but
to help your visitors more easily navigate your site; don't ever
leave a visitor stranded.

5. Make sure all your pages load quickly. Reduce any large
images that you have and break content/articles up into
different pages to reduce load times.

6. Make sure your site handles 404 mistakes and your visitors
are directed to your sitemap or another page on your site. If
you don't know how to correct this problem, just do a Google
search for "how to set up a custom 404 file not found page" or
contact your web host support to fix this issue.

7. Don't have duplicate content on your site. Do a proper 301
redirect for the www and non-www versions of your site, since this
may fool some of the search engines into believing you have two
versions of your site, one with www and one without the www in
the URL. For Apache servers I simply place this bit of code in
the .htaccess file on my server.



Code example from non-www to www:



RewriteEngine On



RewriteCond %{HTTP_HOST} !^www\.example\.com$ [NC] RewriteRule
.? http://www.example.com%{REQUEST_URI} [R=301,L]

8. Link out to other high quality keyword related sites. I
don't believe webmasters use this very much, but linking out to
high quality sites have helped my rankings. Search engines,
especially Google, want to see you're connected to quality
content and besides, pleasing your visitor is what it's really
all about.

9. Keep all your interior site navigation as simple as possible.
Make it extremely easy for your visitors to find their way
around your site. I usually don't have any pages more than three
clicks away from my homepage. All main categories or
sub-categories of my site are not only listed on my home/index
page but also on every page of my site. Again, don't ever leave your
visitors or the search engines stranded.

10. Don't know if this is a ranking factor or not, but I like
placing my YouTube videos on my content pages. Sure you will
lose some visitors to YouTube, but it also connects your content
with this very popular site which is owned by Google. We all
know Google says it doesn't promote its own interests, but what
publicly traded company doesn't? In that same light, I like
using many Google products such as Google Analytics, Google URL
Shortener, Google Profiles... and the list goes on. Completely
inter-connecting all your pages and content with the countless
Google programs will ensure your content won't be missed.



There are probably many more on-page factors but these are the
major ones which you should have on your site and done properly.
If you want to check the SEO quality of your site or page, here
is a handy site which will check some common SEO factors:
www.pearanalytics.com 
and for checking out your keyword density try this one: 
www.webuildpages.com/seo-tools/keyword-density/

 

About The Author

The author is a full time online affiliate marketer who operates
numerous niche sites, as well as two sites on Internet
Marketing: internet
marketing tools or try here free
marketing courses Titus Hoskins Copyright 2010. This article
may be freely distributed if this resource box stays attached.
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Should You Worry
 About Your Bounce Rate?

By Lucy Beer (c) 2010
 


A low bounce rate is often cited as a hallmark of a good website
- 40% or lower is typically heralded as the goal - signaling that
visitors are engaged with your site and finding useful content.
A high bounce rate is often assumed to mean that your site is not
doing its job. In reality, bounce rate means different things for
different sites and the emphasis you place on it will vary
according to the type of site you have and its goals.

What Does Bounce Rate Mean?



The definition from Google's Analytics help pages is: "Bounce
rate is the percentage of single-page visits or visits in which
the person left your site from the entrance (landing) page."
 


When is Bounce Rate a Relevant Metric?



–  If you have a sales or conversion process which requires the
    user to follow through multiple pages on your site.

–  If exploration of your site is important to your goals.

–  If you are trying to turn new visitors into loyal readers or
    customers.

–  If yours is a retail site and you want people to shop around
    and make purchases.

– If your homepage is not inducing further clicks, particularly
   if it contains blog excerpts or other 'teaser' content.

What a High Bounce Rate Could Mean:

1. Keywords and content are mismatched.



In cases where visitors are coming from search engines, a high
bounce rate may mean that the keywords they used and the content
they found on your site are not aligned - so your site doesn't
meet their expectations in some way.
 


What you can do:



Analyze your keyword traffic and make sure your pages are
optimized for the keywords you want and that the content is
closely aligned with keywords and not misleading in any way.

2. The next step in your conversion or goal process is not
obvious or easy enough.



What you can do:



Look at your landing pages with an objective eye and make
the next step clear and easy to take.

3. The navigation on your site is confusing or unclear,
making additional content hard to find.



What you can do:



Re-evaluate the navigation and see if there are ways to
streamline or simplify. Also double-check for browser
compatibility - perhaps the page is not displaying correctly
under some conditions.
 


4. Your offer or product is not presented in a compelling or
easy to understand way.



What you can do:



Look at your sales copy or offér details and see if you
can refresh it or make it more appealing. You could try
split-testing different versions to see which performs better.

5. Your site has technical problems. Particularly if your bounce
rate suddenly spikes or displays an unusual trend, it could be
an indication of technical issues - broken images or links,
or something on the page not loading correctly.



What you can do:



Check for compatibility and broken links. Test the load speed
of the page and generally make sure your code is as clean and
functional as possible. Check for server outages and other
issues that could have temporarily affected the functionality
of your site.

A high bounce rate might not be a problem if:


   – You have a blog homepage containing all your recent posts
     in their entirety - Blogger blogs are notorious for this.
     When all your posts are presented up front there would be
     little reason for someone to clíck to any other pages.



   – You have a loyal blog following and your site has a higher
     proportion of returning visitors than new visitors. Your
     followers and subscribers may just want to read the newest
     post and have no need to visit other pages.



   – you are promoting a landing page which contains the call to
     action within it, such as submitting an email address. That
     single page can do its job effectively without requiring
     further clicks.



   – the call to action or conversion takes your visitor off-site
     - to an external shopping cart or email sign up for example.
     This would look like a bounce, but can still be a conversion.


   – Blogs typically have higher bounce rates compared to other
     types of sites so the same benchmarks do not apply.

Bounce Rate is Not the Only Metric.



Don't look at bounce rate in isolation - look at the overall
picture of your website and how it's performing according to
the metrics that matter to you. What DO you want your visitors
to do at your site? Are you making it easy for them to do that,
and are you measuring it?



Look for trends and other data that give you a fuller picture
of what the bounce rate really means:



   – Is the bounce rate higher or lower for certain keywords?



   – Does it vary according to how people found your site? Search
     engines vs. social media, for example.



   – How does it vary with New vs. Returning visitors?



   – Which particular pages or types of content on your site have
     higher or lower bounce rates?



   – Look also at length of time the visitor spends on the page
     which could indicate whether or not they are reading what
     they find - this is very important for a blog.
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Google Place Search Changes
 How Local Searches are Displayed

By Peter Bowen (c) 2010
 


Google Local and Map have become a big influence on how people 
search and get results. We can demonstrate this by searching for 
'accountant' and the search result returns a broad list of 
'accountants', but perhaps too broad so we tend to search again 
by narrowing the result - adding a location to the search - 
'accountant in city' and the results we see are now closer to home.



So it's no surprise that Google should be taking a closer look at 
how we search and attempt to refine the process and provide a more 
meaningful search result by changing the Google Local search 
algorithm to make it easier for us to find what or who we are 
searching for locally.
 


Today, November 8, 2010 we see searches that reference local business 
and all the relevant places in that location in a new clustered 
visual display located in the upper right corner of a search 
result page. The now familiar map displays each business with red 
lettered pins, and links to each business. And as you scroll down 
the page the Google Places Map will scroll with the page so that 
it is always visible.



In addition to the way we see businesses displayed on Google 
Places, a new product is being launched - Google Boost.



Google Boost is a Google AdWords product that allows local 
businesses to feature more prominently in local searches. It 
allows small to medium size businesses the ability to feature 
more highly in searches, and concentrates much more on the 
relevance and location of that business than ever before. Now 
searchers will see sponsored location searches appear on the 
Google Places map as blue lettered pins and in search results 
with the blue marker pin next to the content description.
 


Search results for the 'accountant in city' will now appear first 
below sponsored listings and above organic listings. What this 
means is that results for a business in a location will now appear 
grouped with the other search results, making it much easier for 
searchers to find what they are looking for in a local area.



Google reports that Place Search results will begin appearing 
automatically when Google determines that you are looking for a 
'business in location' search result.



Google also says "We've made results like this possible by 
developing technology to better understand places. With Google 
Place Search, we're dynamically connecting hundreds of millíons 
of websites with more than 50 million real-world locations. We 
automatically identify when sites are talking about physical 
places and cluster links even when they don't provide addresses 
and use different names."



Google Places is being rolled out across the world and will be 
available everywhere, in 40 languages once complete. Google is 
hoping to provide a better, local search to users, while exploiting 
a different revenue stream. It's also competing with Facebook 
Places which was launched a while ago. Facebook was able to use 
very targeted advertising to provide a similar service to its users.
 


Google should have the advantage here though, as most Facebook 
advertising is passive, appearing alongside the primary content. 
Google's Place Search is active and should have the advantage 
when it comes to conversion.



Location-based services are seen as a growing market, with 
Facebook Places and location aware services like Foursquare 
enjoying significant growth since their inception. Placing Google 
Place Search alongside search results, Google can hedge its bets 
while not detracting from its standard offering.



From an SEO perspective Peter Bowen at First One On says, "One 
of the downsides to this new display of results is how it will 
affect businesses that previously enjoyed number one placements 
for 'business in location' or featured well alongside the old 
Google Map."



"Now with the introduction of Google Place Search in results it 
is quite possible that businesses that had worked hard to get 
top placements on page one now find themselves listed on page two! 
Other businesses that did not even have a listing on the old Google 
Map are now being brought to the top of the search results based 
on the location of their business and business listing in Google 
Places."



What this means is that in the long run it will be more difficult 
for businesses to rank at the top of a local search unless they 
realize that they will have to spend much more time and effort on 
local search engine optimization. Businesses that had previously 
enjoyed a prominent position on the old Google Map without a website, 
which was possible before, will now find it almost impossible to 
maintain a listing without a well developed and locally optimized 
website.



Businesses will now have to have a visible and physical location 
if they want to be listed in a local search. In the past, businesses 
could hide their physical location and yet still be found locally 
through their websites, but now consumers searching for a business 
in a location will be able to determine if they contact that business 
or not based on their location. So as Google exposes competitors 
in searches, it is now revealing where those businesses are 
located - hopefully providing the consumer with more information 
before making a purchase decision.

 
About The Author 
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5 Top Traffic
 Sources For Your Site

By Titus Hoskins (c) 2010
 


I believe if you asked any webmaster or online marketer what
their most important aspect of running a site would be, you
would get an answer that's some way related to traffic. Mainly
because traffic is your site's lifeblood, actually without
traffic you really don't have a site at all.

Traffic is King



Traffic brings in the leads and the sales. Quality traffic is
what produces your online revenue, whether from advertising or
from sales on your site. Now, I have sites which get less than
50 visitors a day, I have a few sites which get around 200
visitors and I have one site which gets around 2,000 visitors a
day.
 


Don't jump to any conclusions, some days the site getting 50
visitors can make just as much as the site getting 2,000
visitors. It all has to do with the quality of the traffic and
how well it converts into a sale. And of course, it all depends
on what you're selling... an LCD cleaning kit for $20 bucks or a
gaming laptop which sell for $2000+.



Regardless, you have to get that traffic in the first place if
you want to earn an online income. The more traffíc you have,
usually, the more you will make; at least this has been my
experience. Since traffic is very important to me, I keep a lot
of records and stats on where my traffic is coming from on the
web. I have to know what produces the quality traffic and how to
get it.



So below I have listed down my 5 most important traffic sources
and/or the marketing techniques I use to get that traffic. This
list might also help you with your traffic and how you can
grow it. Here are my 5 main traffic sources...
 


1. SEO and the Search Engines



The majority of the traffic to my sites comes from the search
engines, mainly Google. It is my high rankings for my targeted
keyword phrases which brings in the most and the best quality
traffic to my sites. Get the SEO right and build a lot of
quality one-way links from related sites and you will get the
traffic. Another tactic, don't just create a website with only
10 or 20 pages - create one with 1000 to 5000 pages. I know this
takes time but consider your site like a long-term business
which you will keep building for years. Produce plenty of
quality content and you will get plenty of quality visitors in
return. Works for me.

2. Article Marketing



Another very effective way to bring in quality traffic to your
site or sites is article marketing. Just write short articles
related to your site's keywords and place your keyworded links
in the resource box. Distribute these articles all over the web.
Right now, what is working for me, is writing unique articles
which I only place on one important site. I am using this
technique with sites like SiteProNews, Buzzle and many more.
Article marketing is still one of the most effective ways to get
quality traffic, just try it.
 


3. PPC - Pay Per Clíck Advertising



I know, I know, this can be very expensive, but PPC can be the
quickest way to get quality traffic to your sites. Just be
careful and approach it with kid's gloves until you find
campaigns which work for you - then scale them up. Microsoft
Adcenter and Yahoo Marketing have now joined forces and I find
this is producing good traffic for me. Google Adwords is
probably better, but they are a real pain to work with and have
become too expensive, at least for my keywords. But if you have
the resources, don't rule out Adwords or any of the PPC programs.

4. Social Media Sites



From Facebook to Twitter to LinkedIn, social media sites can
provide a lot of traffic and word of mouth advertising for your
site. For me, even though I haven't worked these sites to their
fullest potential, I still get traffic from them. Getting your
pages bookmarked in some of these sites can bring in a flood of
traffic overnight, while most of this traffic will be temporary,
you can get a lot of sign-ups to your newsletter and different
follow-up lists. While not exactly in the same group, I have had
some success with YouTube videos which also bring in targeted
traffic. Don't ignore these social media and video sites in your
traffic strategies.

5. Emaíl Marketing and Follow-up Lists



This is another one of my major sources of "repeat visitors" to
my sites. You must be constantly building up your different
contact lists for further follow-up. This will bring in more
visitors than you would expect, especially if you put some
simple viral messages in your emails. If you supply valuable
information, people will recommend your content to friends and
co-workers; again word of mouth can bring in a lot of traffic
especially in this age of Facebook and Twitter.



Of course, there are other traffic sources such as Press
Releases, Banner Ads, RSS Feeds, Off-line Advertising... and if
you have your products to promote, affiliates and joint
ventures will be your most valuable source of traffic. Over the
years I have picked up a lot of information on traffic and
traffic tips... some of the best places/people for this has been:

freetraffictip.com - run by Tinu Abayomi-Paul, one of my best
sources for free traffic tips. Excellent.

trafficology.com - this site and newsletter gives you off-beat
ways to build traffic to your site. Highly Recommended.

trafficsecrets.com - if this one is still open, John Reese has a
few very good products on traffic. Recommended if you can afford
it.
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