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Disclaimer:

The information provided in this document is for educational purposes only and is based on my
personal experience and knowledge. While | strive to ensure the accuracy and relevance of the
content, please be aware that some information may contain inaccuracies, outdated details, or may
not be applicable to your specific situation.

This material is not intended to provide legal, financial, or professional advice. Before making any
decisions or taking any actions related to your business, | strongly recommend consulting with a
qualified professional who can address your unique needs and circumstances.

By reading this document, you acknowledge that any reliance on the information provided is at your
own risk. Neither | nor Making The Impact LLC (or MySmallBusinessWebsite.com) will be liable for
any errors, omissions, or any outcomes resulting from the use of this information.

Thank you for understanding, and I'm here to help guide you to the best of my ability!

© Copyright 2024 Making The Impact LLC

These notes and materials are provided exclusively for the personal use of registered students who
attended the class. Please do not distribute, share, or reproduce any part of this content without explicit
permission. Unauthorized distribution or reproduction is strictly prohibited.

Thank you for respecting the time, effort, and resources put into creating these materials.
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Optimizing Your Strategy



Introduction

Why is Online Marketing Important?

Advertising your business online is key to reaching potential customers, building brand
awareness, and driving sales. While traditional marketing can still be effective, online
marketing has greater reach, lower cost, and is much more flexible.

Online marketing doesn’t have to cost a fortune, it can be done with limited budgets and when
done right, can be very successful.

There are lots of free and low-cost ways that you can market your business online, so you
can build a following and reach your target audience without the limitations and cost of
traditional marketing methods.

A Bit About Me...

Hi, I'm Lisa Li, a web developer and graphic designer in
Norman, Oklahoma.

* | began building websites and designing graphics
in high school, so I've been doing this for a long
time.

» | started studying marketing and psychology back
in 2015, seeking to improve the effectiveness of
the websites and marketing that | was working on.

* I'm not a marketing expert, nor am | going to claim
to be. The information to be presented in this class
comes from research and personal experience.

* My goal with this class is to teach you about the
different marketing tactics you can use to advertise
and promote your business online without breaking
the bank or investing significant time and money in
things that ultimately won't get the results you want.

What You’ll Learn

» Different Online Marketing Tactics: We’'ll explore various tactics, including website
design, SEO, social media marketing, email marketing, and more.

» Effectiveness and Cost: Save time and focus on the tactics that suit your business,
budget, and audience best. We’'ll talk about how much it typically costs and average
success rates.

* Creating an Effective Marketing Strategy: Learn how to put together a winning
marketing strategy tailored to their business needs and budget.



Analytics and Al Tools: Discover easy and affordable tools that you can use for
measuring success and how Al can simplify and enhance your marketing efforts.

Why This Class is Valuable:

Tailored for Small Businesses: This class is specifically designed for small business
owners who need to maximize their marketing impact without breaking the bank.

Actionable Insights: You'll leave the class with actionable insights and practical tools
you can implement immediately.

Realistic Expectations: You'll get realistic expectations about what you can achieve
and how long it might take to see results.

Key Marketing Strategies

When it comes to online marketing there are about 10 tactics that you can use to promote
your business:

1.

Website Design — this is where you use a professional-looking website to represent
your business online.

SEO and Content Marketing — this is where you target keywords people are looking for
and publish content that provides value to attract organic traffic from the search
engines and other sources.

Social Media Marketing — this is where you publish posts to your social media channels
and pay for advertising on the platforms where your target audience can be found.

Social Media Influencers — this is where you leverage the audience and reputation of
someone who has a large following online to endorse, promote, or otherwise create
awareness of your business, product, or services.

Sponsored Listings and Online Ads — this is where you pay for search and/or display
ads through Google, Bing, or other platforms.

Email Marketing — this is where you send emails to a list of contacts you have
permission to send emails to.

Contests, Events, and Giveaways — this is where you have a promotional event to
attract new customers and increase awareness of your business.

Social Media Challenges — this is where you encourage user-generated content that is
relevant to your business that can encourage engagement and create awareness.

Viral Content — it is where you create content (usually video or images) that is highly
shareable and relatable. When content goes viral, it gets massively shared in a short
time. It is typically targeting trending or controversial topics, or it becomes a trending
topic because of the emotional reaction it elicits. It is highly unpredictable.



10.Video Content — this is where you use video to demonstrate, educate, entertain, or
promote something relevant to your business.

There is no one-size-fits-all strategy. What works for some, may not work for all. The
effectiveness, cost, platforms, tools, and exact methods can vary greatly.

The information | present here will be generalized and not specific to any particular industry. |
encourage you to do your own research, ask tools like ChatGPT, when putting together your
marketing strategy.

Website Design

Website design is the foundation of your online presence. A well-designed website not only
looks professional but also enhances user experience and builds trust with visitors.

» Effectiveness: Studies show that 75% of users judge a company’s credibility based on
its website designdesign can reduce bounce rates and increase conversions by up to
200% .

» Cost: The cost varies widely. DIY platforms like WordPress, ZipWP, and Wix can cost
as low as $100/year, while professional design services typically range from $2,000 to
$10,000+.

SEO and Content Marketing

Search Engine Optimization (SEO) and content creation are crucial for driving organic traffic
to your website. Good SEO practices help your website rank higher in search engines,
making it easier for potential customers to find you.

» Effectiveness: SEO leads have a 14.6% close rate, compared to 1.7% for outbound
leads like cold calling . High-quality content can boost site traffic by 2,000% .

« Cost: SEO and content marketing can be done for free, but professional services
range from $500 to $5,000/month depending on the complexity and goals.

Social Media Marketing

Social media marketing involves promoting your business through platforms like Facebook,
Instagram, and LinkedIn. It's a powerful way to reach a large audience, engage with
customers, and build brand awareness.



» Effectiveness: The average engagement rate on social media is 0.58%, but can go up
to 6% with highly targeted content . Paid social ads have an average click-through rate
(CTR) of 0.9% .

» Cost: Social media marketing can be free if you're managing it yourself. Paid ads
typically cost between $0.50 and $2.00 per click, depending on the platform and
audience.

Social Media Influencers

Social media influencers can help amplify your brand message by leveraging their large
followings. They can promote your products or services to their audience, creating a sense of
trust and authenticity.

« Effectiveness: Influencer marketing can generate 11 times higher ROI than traditional
forms of digital marketing . Micro-influencers (1,000-100,000 followers) often have
higher engagement rates than macro-influencers.

» Cost: Costs vary widely. Micro-influencers may charge $100-$500 per post, while
macro-influencers can charge $10,000+.

Sponsored Listings and Ads

Sponsored listings and online ads (like Google Ads and Bing Ads) allow businesses to appear
at the top of search results or within targeted content. This is a direct way to reach potential
customers who are already searching for related products or services.

» Effectiveness: Google Ads has an average click-through rate (CTR) of 3.17% for
search ads . Sponsored listings can see a CTR between 1% and 5% depending on the
platform and industry.

» Cost: The cost per click (CPC) for Google Ads typically ranges from $1 to $2, with
some industries seeing CPCs as high as $50. Monthly budgets vary, with small
businesses spending $1,000 to $10,000.

Email Marketing

Email marketing is a direct way to engage with your customers. It involves sending
newsletters, promotional offers, and other content directly to your subscribers’ inboxes.



» Effectiveness: Email marketing has an average ROI of $42 for every $1 spent . Open
rates vary by industry, but the average is around 18%, with a conversion rate of 1-3% .

« Cost: Email marketing can be very affordable, with platforms like Mailchimp offering
free plans for up to 2,000 subscribers. Paid plans range from $10 to $300 per month,
depending on the number of subscribers and features.

Contests, Events, and Giveaways

Contests, events, and giveaways are great ways to engage your audience, build brand
awareness, and generate leads. They create excitement and encourage social sharing.

« Effectiveness: Contests and giveaways can increase engagement by 34% and grow
your email list by 33% on average .

« Cost: The cost of running a contest or giveaway varies depending on the prize and
platform, but it can range from $100 for a small giveaway to thousands for a larger
contest with significant prizes.

Social Media Challenges

Social media challenges involve encouraging users to participate in a task or activity, often
involving user-generated content. This tactic can go viral and significantly increase brand
visibility.
» Effectiveness: Challenges can increase engagement by 200-500% and create a viral
effect, especially on platforms like TikTok and Instagram .
» Cost: Often free, social media challenges rely on organic participation. However, some
brands may invest in paid promotions or influencer partnerships to kickstart the
challenge.

Viral Content

Viral content is designed to be shared widely and rapidly across social media and other
platforms. It's a powerful way to increase brand awareness and reach a large audience in a
short amount of time.

» Effectiveness: While difficult to achieve, viral content can lead to exponential
increases in traffic, engagement, and brand visibility. A successful viral campaign can
generate millions of views and shares.



» Cost: Creating viral content can be free or low-cost, but some companies invest in
production quality or influencer partnerships to increase the chances of going viral.

Video Content

Video content is one of the most engaging forms of online marketing. It includes everything
from promotional videos and tutorials to live streams and customer testimonials.

» Effectiveness: Video marketing can increase conversion rates by 80%, with viewers
retaining 95% of a message when they watch it in a video compared to 10% when
reading it in text .

« Cost: Video content can be produced in-house for free or low cost, or professionally
produced videos can range from $1,000 to $10,000+ depending on the scope.

How to Create an Effective Online Marketing Strategy
1. Identify Your Target Audience:

» Start by defining your target audience. This involves creating detailed buyer personas,
which represent your ideal customers. Understand their demographics, preferences,
and the challenges they face.

* Knowing your audience helps you tailor your messaging and choose the right platforms
to engage them.

2. Set Clear, Achievable Goals:

* Your goals should be specific and aligned with your business objectives. For example,
a goal could be to increase your website traffic by 20% in the next three months or to
achieve a 10% conversion rate from your email marketing campaigns.

» Setting SMART goals ensures that you have a clear direction and can measure your
progress effectively.

3. Choose the Right Marketing Channels:

* Not all marketing channels will be suitable for your business. Focus on where your
audience is most active. If your audience is on Facebook, allocate more resources to
social media marketing. If they rely heavily on email, invest in building a robust email
marketing campaign.

» Diversify your approach by balancing organic and paid strategies, such as SEO and
Google Ads.



4. Develop a Content Plan:

* Content is at the heart of your marketing strategy. Develop a plan that outlines what
content to create, when to publish it, and on which platforms. Ensure that your content
provides value to your audience, addresses their pain points, and encourages
engagement.

* Include a variety of content types to keep your audience engaged, such as blog posts,
videos, infographics, and social media updates.

5. Leverage Analytics and Tools:

» Utilize tools like Google Analytics, SEMrush, and social media insights to track the
performance of your campaigns. Understanding the data helps you identify what's
working and what isn’t, allowing you to make informed decisions.

* For example, if you notice that video content is driving more engagement, consider
creating more videos in your strategy.

6. Monitor, Measure, and Optimize:

» Continuously monitor your campaigns to ensure they’re performing as expected. Set
up regular reviews to assess your progress against the goals you've set.

* Optimization is key—make adjustments based on the insights you gather. For instance,
if a particular social media post type is getting more shares, incorporate more of that
into your content plan.

7. Budget Wisely:

* Even with limited resources, it's possible to achieve significant results. Prioritize
spending on strategies that offer the highest ROI, such as targeted social media ads or
email marketing.

» Balance your efforts between free tactics (like organic SEO) and paid strategies,
ensuring that you're getting the most out of your budget.

8. Engage and Build Relationships:

* Marketing isn’t just about pushing your products or services; it's about building
relationships. Engage with your audience by responding to comments, emails, and
messages.

* Focus on customer retention by providing exceptional value and service, leading to
loyalty and repeat business.

So now let’s talk about each of the marketing tactics in more detail.



Web Design

So as we discussed earlier, website design can impact how your business is perceived — a
well designed website has more credibility than a poorly designed or outdated one. So what
about website design makes the most difference? Well, there are 8 key elements:

1. First Impressions Matter

Visual Appeal: Your website’s design should be visually appealing and professional.
Studies show that 94% of first impressions are design-related, and users form an
opinion about a website in 0.05 seconds. Use a clean, modern design that reflects your
brand identity.

Consistency: Ensure design consistency across all pages. Use the same color
scheme, fonts, and style elements to create a cohesive look. This builds trust and
makes your site easier to navigate.

2. User Experience (UX)

Navigation: Simplify your site’s navigation. A well-structured menu that's easy to
understand helps users find what they’re looking for quickly. Avoid overloading the
navigation bar with too many options.

Mobile Responsiveness: Make sure your website is mobile-friendly. With more than
half of global web traffic coming from mobile devices, a responsive design ensures
your site looks and works well on all screen sizes.

Loading Speed: Improve your website’s loading speed. Pages that take longer than 3
seconds to load can lose nearly 40% of visitors. Use compressed images, minimize
redirects, and leverage browser caching to enhance speed.

3. Content and Layout

Engaging Content: Ensure that your content is engaging and valuable. Use clear
headlines, subheadings, and bullet points to make your content easy to scan. Include
high-quality images and videos to complement your text.

Call-to-Action (CTA): Strategically place CTAs on your site to guide users towards
desired actions, like signing up for a newsletter or making a purchase. Use action-
oriented language like “Buy Now” or “Get Started.”

Above the Fold: Place your most important content “above the fold,” meaning it should
be visible without scrolling. This area should include a strong headline, a brief
explanation of your service or product, and a clear CTA.



4. Building Trust

* Trust Signals: Include trust signals like customer testimonials, security badges, and
certifications. Display client logos, industry awards, and other endorsements to boost
credibility.

* Transparent Policies: Make sure your privacy policy, return policy, and terms of
service are easy to find. Transparency builds trust and reassures visitors.

5. SEO and Accessibility

* SEO-Friendly Design: Optimize your website for search engines. Use SEO best
practices like including relevant keywords in titles, meta descriptions, and headings.
Use alt text for images and make sure your website is structured properly for crawlers.

» Accessibility: Ensure your site is accessible to all users, including those with
disabilities. Use proper heading structures, provide text alternatives for non-text
content, and make sure your site is navigable via keyboard.

6. Personalization and Engagement

* Personalization: Use personalization tactics like dynamic content to tailor the user
experience based on visitor behavior, location, or preferences. This can significantly
increase engagement and conversions.

* Interactive Elements: Incorporate interactive elements like quizzes, calculators, or
chatbots to engage visitors. These tools can help users find the information they need
quickly and improve their overall experience.

7. Continuous Improvement

* Analytics: Use tools like Google Analytics to monitor how visitors interact with your
site. Analyze metrics like bounce rate, session duration, and conversion rates to
identify areas for improvement.

* AIB Testing: Continuously test different versions of your website’s design, layout, and
CTAs to see what works best. A/B testing can help you make data-driven decisions that
optimize your site for better performance.

8. Retention Strategies

* Email Capture: Offer something of value (like a discount or eBook) in exchange for
visitors’ email addresses. This allows you to stay in touch with them and nurture the
relationship through email marketing.

* Retargeting Ads: Use retargeting ads to bring back visitors who didn’t convert on their
first visit. These ads remind them of your products or services and encourage them to
return.



Conclusion

Effective website design is a critical component of your online marketing strategy. By focusing
on user experience, content, and continuous optimization, you can create a website that not
only attracts visitors but also keeps them engaged and converts them into loyal customers.

SEO and Content Marketing

SEO (Search Engine Optimization)

SEO, or Search Engine Optimization, is the process of optimizing your website so that it ranks
higher in search engine results pages (SERPSs). Higher rankings lead to more visibility, which
can drive organic (unpaid) traffic to your website. SEO is essential because it targets users
who are actively searching for the products, services, or information your business provides.

Key Components of SEO

Keyword Research: The foundation of SEO is selecting the right keywords. These are
the words and phrases that potential customers are typing into search engines. Tools
like Google Keyword Planner and Ahrefs can help identify high-volume, low-
competition keywords relevant to your business.

On-Page SEO: This involves optimizing individual pages on your website to rank
higher and earn more relevant traffic. This includes using keywords in the title tags,
meta descriptions, headers, and throughout the content.

Content Quality: Google rewards websites with high-quality, relevant content. Content
should be informative, engaging, and provide value to the reader. Regularly updating
your website with fresh content like blog posts can also help improve rankings.

Technical SEO: This includes optimizing the backend of your website, such as
improving site speed, mobile-friendliness, and ensuring that search engines can crawl
and index your site effectively. Structured data, sitemaps, and clean code are all part of
technical SEO.

Backlinks: These are links from other websites to your own. High-quality backlinks
from reputable websites act as votes of confidence in your content and can significantly
improve your site's authority and rankings.



Effectiveness of SEO

* Long-Term Results: SEO is a long-term strategy. It may take months to see significant
results, but once achieved, the results are sustainable and can generate consistent
organic traffic.

* High ROI: Compared to paid advertising, SEO can offer a high return on investment
because it targets users who are actively searching for what you offer.

» Cost-Effective: While it requires time and effort, SEO is relatively low-cost, especially
when compared to paid advertising campaigns.

Statistics

* Conversion Rates: SEO-driven leads have a 14.6% close rate, compared to 1.7% for
outbound leads like cold-calling.

* Cost Efficiency: Companies that blog receive 97% more links to their website, and
61% of marketers say improving SEO and growing their organic presence is their top
inbound marketing priority.

Content Marketing

Content marketing involves creating and distributing valuable, relevant, and consistent
content to attract and retain a clearly defined audience. The ultimate goal is to drive profitable
customer action. This could be in the form of blog posts, videos, infographics, podcasts, or
social media updates.

Key Components of Content Marketing

* Understanding Your Audience: Know your target audience's needs, preferences, and
challenges. This allows you to create content that resonates with them.

* Content Planning and Strategy: Develop a content calendar to plan your content
creation and publication schedule. Ensure that your content aligns with your overall
marketing goals.

* High-Quality Content: Focus on creating content that educates, entertains, or solves
a problem for your audience. The content should be well-researched, well-written, and
include visuals where appropriate.

* Content Distribution: Share your content across various platforms where your
audience is active. This includes social media, email newsletters, and content
syndication networks.

* Content Optimization: Optimize your content for search engines by using relevant
keywords, meta descriptions, and tags. Additionally, ensure your content is mobile-
friendly and easy to read.



Effectiveness of Content Marketing

Brand Awareness: Content marketing helps build brand awareness by providing
valuable information that positions your business as an authority in your industry.
Customer Engagement: High-quality content can engage customers at every stage of
the buyer's journey, from awareness to decision-making.

SEO Benefits: Regularly updated content improves your site's SEO, helping you rank
higher in search engine results.

Lead Generation: Effective content marketing can generate leads by attracting visitors
to your website, where they can be converted into customers through lead magnets
like eBooks, webinars, or free trials.

Statistics

Conversion Rates: Content marketing costs 62% less than traditional marketing and
generates about 3 times as many leads.

Consumer Trust: 70% of consumers feel closer to a company as a result of content
marketing, and 60% of consumers say branded content helps them make better
purchasing decisions.

Engagement: Companies that use content marketing see 6 times higher conversion
rates than those who don't.

Social Media Marketing

Social media marketing involves using social media platforms like Facebook, Instagram,
Twitter, LinkedIn, and others to promote your business, engage with your audience, and drive
traffic to your website. It's an essential tool for modern businesses because of the vast
number of active users on these platforms, which allows for precise targeting and widespread

reach.

Key Components of Social Media Marketing

Choosing the Right Platforms: Not all social media platforms are created equal.
Different platforms serve different purposes and audiences. For example, LinkedIn is
great for B2B marketing, while Instagram is more visual and popular among younger
audiences.

Content Creation: The content you post on social media should be engaging,
relevant, and tailored to the platform you're using. This includes images, videos,
stories, posts, and live streams.



Posting Strategy: Consistency is key in social media marketing. Develop a posting
schedule that keeps your audience engaged without overwhelming them. Use tools like
Hootsuite or Buffer to automate and manage posts.

Engagement and Interaction: Social media is not just about broadcasting messages
but also about engaging with your audience. Respond to comments, messages, and
mentions to build a loyal community around your brand.

Paid Advertising: Organic reach on social media can be limited, which is why many
businesses use paid advertising to boost their visibility. Sponsored posts, pay-per-click
ads, and promoted tweets can help reach a larger audience.

Analytics and Optimization: Track the performance of your social media campaigns
using platform-specific analytics tools. Use insights to refine your strategy, improve
engagement, and increase conversions.

Effectiveness of Social Media Marketing

Brand Awareness: Social media marketing is excellent for building brand awareness.
It allows businesses to reach a large audience quickly and with relatively low cost.
Customer Engagement: Social media platforms are perfect for engaging with
customers in real-time, responding to inquiries, and providing customer support.

Lead Generation: Effective social media campaigns can generate leads by driving
traffic to your website and encouraging users to sign up for newsletters, download
content, or make a purchase.

Sales and Conversions: Social media can directly influence purchasing decisions,
especially with the rise of social commerce, where users can buy products directly
through social media platforms.

Statistics

Conversion Rates: Social media ads have an average conversion rate of around
1.85%, with Facebook ads generally converting better than other platforms.

Cost Efficiency: Social media marketing can be very cost-effective. The cost per click
(CPC) for Facebook ads averages around $0.97, making it an affordable option for
small businesses.

Engagement: Posts with images produce 650% higher engagement than text-only
posts. Video posts receive 59% more engagement than other types of posts.

ROI: 73% of marketers believe that their social media marketing efforts have been
"somewhat effective" or "very effective" for their business.



Best Practices for Social Media Marketing

Visual Content: Use high-quality images and videos to capture attention. Visual
content is more likely to be shared and can significantly increase engagement.
User-Generated Content: Encourage your audience to create content related to your
brand. This not only increases engagement but also builds trust as users see real
people interacting with your products.

Influencer Marketing: Collaborate with influencers in your industry to reach a broader
audience. Influencers can help humanize your brand and provide social proof.
Contests and Giveaways: Running contests or giveaways on social media can boost
engagement and increase your follower count quickly.

Storytelling: Use storytelling in your posts to create emotional connections with your
audience. People are more likely to remember and engage with content that tells a
compelling story.

Social Media Influencers

Social media influencers are individuals who have built a significant following on social media
platforms and have the power to influence the purchasing decisions of their audience.
Leveraging influencers can be an effective marketing strategy, particularly for small
businesses looking to increase brand awareness and drive sales without the budget for large-
scale advertising campaigns.

Key Components of Influencer Marketing

Identifying the Right Influencers: It's crucial to find influencers who align with your
brand values and whose followers match your target audience. Micro-influencers
(those with smaller, but highly engaged followings) can be particularly effective for
small businesses.

Building Relationships: Rather than approaching influencer marketing as a one-time
transaction, consider building long-term relationships with influencers who can become
authentic advocates for your brand.

Content Collaboration: Work with influencers to create content that resonates with
their audience while promoting your products or services. This could include sponsored
posts, product reviews, unboxings, giveaways, and more.

Performance Tracking: Use analytics to track the performance of influencer
campaigns. This includes monitoring engagement rates, website traffic, conversions,
and overall ROL.



Effectiveness of Influencer Marketing

* Authenticity and Trust: Influencers are often viewed as more relatable and

trustworthy than traditional advertisements. Their recommendations can feel like advice
from a friend, which can lead to higher conversion rates.

Increased Reach: Partnering with influencers allows you to tap into their established
audiences, significantly increasing your brand’s visibility.

Niche Targeting: Influencers typically cater to specific niches. This allows businesses
to target very specific demographics, which can lead to more effective marketing
efforts.

User-Generated Content: Influencer collaborations often result in user-generated
content (UGC), which can be repurposed for other marketing efforts, such as social
media posts, email campaigns, and website content.

Statistics

Conversion Rates: The average conversion rate for influencer marketing campaigns
can range from 1.5% to 5%, depending on the industry and influencer.

ROI: A study by Influencer Marketing Hub found that for every $1 spent on influencer
marketing, businesses earn an average of $5.78 in return.

Engagement: Micro-influencers, with followers between 1,000 and 100,000, often see
higher engagement rates (up to 8%) compared to larger influencers with millions of
followers.

Trust Factor: 89% of marketers believe that influencer marketing ROI is comparable to
or better than other marketing channels.

Best Practices for Using Social Media Influencers

Focus on Micro-Influencers: Micro-influencers tend to have more engaged audiences
and are often more affordable than macro-influencers. Their content feels more
authentic and relatable, which can lead to higher engagement and conversion rates.
Create Clear Agreements: Ensure that both parties have a clear understanding of
expectations, deliverables, and compensation. This might include the number of posts,
content types, and usage rights for the content created.

Allow Creative Freedom: While it's important to align with your brand’s messaging,
giving influencers creative freedom often results in more authentic and engaging
content.

Measure Impact: Use UTM parameters, unique discount codes, and other tracking
methods to measure the direct impact of influencer campaigns on sales and
engagement.



Leverage Influencer Content: Repurpose the content created by influencers across
your own social media channels, website, and other marketing materials to maximize
the campaign's value.

Sponsored Listings and Online Ads

Sponsored listings and online ads are paid advertising methods that allow businesses to
promote their products or services on search engines, social media platforms, and other
websites. These ads appear prominently at the top of search results or within content feeds,
helping to attract potential customers who are actively searching for relevant products or
services.

Key Components of Sponsored Listings and Online Ads

Google Ads and Bing Ads: These platforms allow businesses to bid on keywords and
display their ads in search engine results pages (SERPSs). Ads can appear above or
below the organic search results, marked as “Sponsored” or “Ad.”

Social Media Ads: Platforms like Facebook, Instagram, LinkedIn, and Twitter offer ad
placements within users' feeds, stories, or sidebars. Businesses can target ads based
on demographics, interests, behavior, and more.

Display Ads: These are banner ads that appear on websites within Google’s Display
Network or other ad networks. They can include images, videos, or text and are often
used for remarketing.

Shopping Ads: Google Shopping Ads show product images, prices, and seller
information directly in search results, making them highly effective for eCommerce
businesses.

Sponsored Content: This is a form of native advertising where promotional content is
embedded within editorial content, making it look like a natural part of the website or
platform.

Effectiveness of Sponsored Listings and Online Ads

Click-Through Rates (CTR): The average CTR for Google Ads across all industries is
about 3.17% for search ads and 0.46% for display ads. CTR can vary significantly
depending on the industry, ad quality, and targeting.

Conversion Rates: The average conversion rate for Google Ads is around 4.4% for
search ads and 0.57% for display ads. These rates indicate the percentage of users
who take a desired action after clicking on the ad.



Return on Investment (ROI): Businesses typically see a $2 return for every $1 spent
on Google Ads, though this can vary widely depending on the effectiveness of the ad
campaign.

Cost-Per-Click (CPC): The average CPC for Google Ads varies by industry, with some
keywords costing just a few cents per click, while highly competitive keywords can cost
upwards of $50 per click. Social media ads generally have lower CPCs, with Facebook
Ads averaging around $0.97 per click.

Best Practices for Sponsored Listings and Online Ads

Keyword Targeting: Carefully select keywords that are relevant to your business and
have a good balance between search volume and competition. Long-tail keywords can
often provide a higher ROI due to lower competition.

Ad Copy and Design: Write compelling ad copy that clearly communicates your value
proposition. Use high-quality images or videos in display ads to capture attention.
Ensure that your landing page is relevant to the ad content and optimized for
conversions.

Budget Management: Set a daily or monthly budget for your ad campaigns to control
costs. Use bid adjustments to prioritize certain demographics, locations, or devices that
perform better.

AIB Testing: Regularly test different versions of your ads, including headlines, images,
calls to action, and targeting options. Use the results to refine your ad strategy and
improve performance.

Analytics and Optimization: Use tools like Google Analytics and the built-in analytics
of ad platforms to monitor the performance of your ads. Track metrics such as CTR,
conversion rate, and ROI, and make adjustments to your campaigns as needed.

Statistics

Ad Avoidance: Studies have shown that a significant percentage of users (up to 70%)
ignore sponsored listings and focus on organic results, particularly if they perceive the
ads as irrelevant or intrusive.

Top-of-Page Ads: Despite ad avoidance, top-of-page ads in search results still receive
a significant amount of clicks, with some reports suggesting that the top 3 ad positions
capture up to 40% of total clicks on a results page.

Mobile Ads: With the increasing use of mobile devices, mobile search ads have seen
higher CTRs compared to desktop ads. Mobile ads also often have lower CPCs,
making them a cost-effective option for advertisers.



Email Marketing

Email marketing remains one of the most powerful and cost-effective tools for businesses to
engage with their customers, promote products or services, and drive sales. By sending
targeted, personalized messages directly to the inboxes of potential or existing customers,
businesses can build relationships, increase brand awareness, and ultimately, boost revenue.

Key Components of Email Marketing

Building and Segmenting Email Lists: This involves gathering email addresses
through various means (e.g., website sign-ups, in-store promotions) and then
segmenting the list based on factors like customer behavior, preferences, and
demographics. Segmentation allows for more personalized and relevant messaging.
Crafting Compelling Content: Effective email marketing content includes attention-
grabbing subject lines, clear and concise messaging, and a strong call-to-action (CTA).
Emails should be visually appealing and mobile-friendly to ensure they are accessible
to a wide audience.

Automation and Workflows: Email automation tools allow businesses to send timely,
personalized emails based on specific triggers, such as welcome emails for new
subscribers, abandoned cart reminders, or birthday offers. Automation helps save time
and ensures consistent communication.

Analytics and Optimization: Tracking metrics such as open rates, click-through rates
(CTR), conversion rates, and unsubscribe rates is essential for understanding the
effectiveness of email campaigns. These insights can be used to optimize future
campaigns.

Effectiveness of Email Marketing

Open Rates: The average open rate for marketing emails varies by industry but
generally ranges between 15-25%. Personalized subject lines can increase open rates
by as much as 50%.

Click-Through Rates (CTR): The average CTR for email marketing campaigns is
about 2-5%. Including a clear and compelling CTA can significantly boost CTR.
Conversion Rates: Email marketing has an average conversion rate of around 2-3%,
but this can vary depending on the industry, target audience, and campaign specifics.
ROI: Email marketing boasts an impressive ROI, with some studies showing an
average return of $42 for every $1 spent. This makes it one of the most cost-effective
marketing channels available.

Customer Retention: Email marketing is particularly effective for customer retention,
with businesses reporting that 80% of their retention strategies rely on email marketing.



Best Practices for Email Marketing

Segmentation and Personalization: Use data to segment your email list and send
personalized content to each segment. Personalized emails can lead to higher
engagement and better conversion rates.

AIB Testing: Regularly test different subject lines, email designs, and content to see
what resonates best with your audience. A/B testing helps you optimize your
campaigns over time.

Mobile Optimization: Ensure your emails are mobile-friendly, as a significant portion
of users will open emails on their smartphones. This includes using responsive design
and keeping content concise.

Clear CTAs: Every email should have a clear CTA that guides the recipient toward the
desired action, whether it's making a purchase, signing up for a webinar, or
downloading a resource.

Compliance: Adhere to regulations such as the CAN-SPAM Act by including an
unsubscribe link in every email and ensuring you have permission to email your
subscribers.

Statistics

Email Personalization: Personalized emails can lead to a 6x higher transaction rate
compared to non-personalized emails.

Abandoned Cart Emails: These emails have a high success rate, with 45% of
recipients opening them and 21% of all those clicks leading to a purchase.

Email Frequency: The optimal frequency for sending marketing emails is typically 2-3
times per month to avoid overwhelming subscribers while staying top-of-mind.

Contests, Events, and Giveaways

Contests, events, and giveaways are highly effective marketing tactics for engaging your
audience, building brand awareness, and driving traffic to your website or social media
channels. These tactics create excitement and buzz around your brand, encourage user
participation, and can significantly increase your online presence.

Key Components of Contests, Events, and Giveaways

Contests: These involve asking participants to complete a task or submit an entry
(e.g., a photo, video, or story) for a chance to win a prize. Contests can be highly
engaging as they often require creativity or skill from participants.



Events: Hosting online or in-person events, such as webinars, workshops, or live Q&A
sessions, can help you connect directly with your audience. Events are a great way to
showcase your expertise, provide value, and build relationships with potential
customers.

Giveaways: Giveaways are simple yet powerful tools for attracting attention.
Participants typically need to enter by following your social media page, signing up for
your newsletter, or sharing your content. Giveaways are particularly effective for
growing your email list or social media following.

Effectiveness of Contests, Events, and Giveaways

Increased Engagement: Contests and giveaways are known to boost engagement
rates significantly. According to studies, contests on Facebook receive 3.5 times more
likes and 64 times more comments than regular posts.

Lead Generation: Giveaways are particularly effective for lead generation. On
average, businesses can expect to generate hundreds or even thousands of new email
subscribers from a well-executed giveaway.

Brand Awareness: Contests and giveaways can increase brand visibility and
awareness. Participants are more likely to share your content, especially if sharing is
part of the entry requirements.

Event Participation: Events provide an opportunity for real-time interaction with your
audience. Webinars, for example, have an average attendance rate of 40-50% of
registrants, with about 20-30% converting into qualified leads.

Best Practices for Contests, Events, and Giveaways

Clear and Simple Rules: Ensure that the rules for participating in your contest or
giveaway are easy to understand and follow. Complicated rules can deter potential
participants.

Attractive Prizes: Offer prizes that are relevant to your audience and aligned with your
brand. This not only attracts participants but also ensures that the leads you generate
are high-quality.

Promotion: Promote your contest, event, or giveaway across multiple channels,
including social media, email marketing, and your website. Use eye-catching visuals
and compelling CTAs to encourage participation.

Follow-Up: After the contest, event, or giveaway, follow up with participants. For
contests, announce the winner publicly to maintain transparency. For events, send
follow-up emails with additional resources or offers to keep the momentum going.



Statistics

Social Media Contests: According to Tailwind, Instagram accounts that run contests
grow their followers 70% faster than those that don't.

Giveaways: One study found that 91% of Instagram posts with over 1,000 likes or
comments were related to a contest or giveaway.

Events: A survey by HubSpot revealed that 73% of B2B marketers believe webinars
are one of the best ways to generate quality leads.

Social Media Challenges

Social media challenges are a dynamic and highly engaging form of content that encourages
users to participate in a specific activity, often with a creative or competitive element. These
challenges can go viral quickly, significantly boosting your brand’s visibility and engagement.
They are particularly effective for reaching younger audiences who are active on platforms
like TikTok, Instagram, and YouTube.

Key Components of Social Media Challenges

Participation: Challenges are designed to be easy and fun for users to participate in,
often requiring them to create and share content, such as videos or photos, based on a
specific theme or action.

Hashtags: A unique hashtag is typically associated with the challenge, making it easy
to track participation and create a sense of community among participants.

Virality: The viral nature of challenges can lead to exponential growth in engagement
as participants invite others to join, share their content, and spread the challenge
across social media platforms.

Effectiveness of Social Media Challenges

High Engagement: Social media challenges are known for their high engagement
rates. For example, the #lceBucketChallenge generated over 2.4 million tagged videos
on Facebook and was a massive success in raising awareness for ALS.

Brand Awareness: Challenges can rapidly increase brand awareness as they often
gain traction beyond the initial audience. The #InMyFeelingsChallenge, inspired by
Drake’s song, not only boosted the song’s popularity but also saw brands jumping on
board to create their own versions.

User-Generated Content: Challenges encourage the creation of user-generated
content (UGC), which is authentic and highly valued by consumers. UGC has been
shown to generate 28% higher engagement compared to standard brand posts.



Best Practices for Social Media Challenges

* Make It Simple: The more straightforward the challenge, the more likely people are to
participate. Complex rules or difficult tasks can deter potential participants.

» Tie It to Your Brand: Ensure the challenge is relevant to your brand or product. This
helps in reinforcing your brand message and keeps the focus on your core offerings.

* Incentivize Participation: Offer prizes or recognition to participants to encourage
more people to join. This can range from featuring the best submissions on your social
media channels to giving away products or discounts.

* Promote Across Platforms: While some challenges may start on one platform (e.g.,
TikTok), promoting them across all your social media channels will increase visibility
and participation.

* Leverage Influencers: Partnering with influencers to kickstart the challenge can help it
gain momentum quickly. Influencers can also add credibility and reach to your
campaign.

Statistics

* Virality Potential: According to a study by Stackla, 79% of people say UGC highly
impacts their purchasing decisions, making challenges a powerful tool for driving
conversions.

* Hashtag Impact: Challenges that successfully use hashtags see a 21% higher
engagement rate compared to posts without hashtags.

* Cross-Platform Success: Brands that promote challenges across multiple platforms
see up to a 50% increase in participation, according to data from HubSpot.

Viral Content

Viral content refers to any piece of media—»be it a video, image, article, or social media post—
that spreads rapidly and widely across the internet, garnering significant attention and
engagement. The virality of content is driven by its ability to resonate with a large audience,
often evoking strong emotions such as joy, surprise, or even outrage.

Key Components of Viral Content

* Emotional Appeal: Viral content typically evokes strong emotions, making it more
likely to be shared. Emotions such as happiness, awe, or anger can drive people to
spread the content quickly.



Relatability: Content that is easy for people to relate to or see themselves in often
gains traction. This could be a humorous take on a common experience, an inspiring
story, or a powerful message.

Shareability: The ease with which content can be shared across platforms is crucial.
Viral content is usually concise, visually engaging, and easily shareable with just a click
or tap.

Timeliness: Content that taps into current events, trends, or cultural moments is more
likely to go viral, as it feels relevant and timely to the audience.

Effectiveness of Viral Content

Massive Reach: Viral content can exponentially increase a brand’s reach within a very
short period. For instance, Old Spice’s “The Man Your Man Could Smell Like”
campaign went viral, leading to over 100 million views on YouTube and a significant
boost in sales.

Increased Engagement: Viral content tends to generate high levels of engagement,
including likes, shares, comments, and discussions across various platforms. This
engagement can improve brand visibility and foster a stronger connection with the
audience.

Cost-Effective Marketing: Creating viral content can be a low-cost way to gain
massive exposure. When content goes viral organically, the reach and engagement it
generates can far exceed what is typically achieved through paid advertising.

Best Practices for Creating Viral Content

Know Your Audience: Understanding what resonates with your target audience is key
to creating content that has the potential to go viral. Tailor your message to their
interests, values, and emotions.

Tell a Story: Storytelling is a powerful tool in viral marketing. A compelling narrative
can make your content more memorable and shareable. Whether it's a heartwarming
story, a humorous anecdote, or a clever twist, storytelling can help your content stand
out.

Use Visuals: High-quality visuals, such as images, videos, and infographics, are more
likely to be shared. Visual content is processed faster by the brain and is more
engaging than text alone.

Encourage Participation: Interactive content or content that encourages user
participation (such as challenges, polls, or contests) can increase the chances of going
viral. When users feel involved, they are more likely to share the content.

Leverage Trends: Keep an eye on current trends and find creative ways to incorporate
them into your content. Riding the wave of a popular trend can significantly increase
the likelihood of your content going viral.



Statistics

Emotional Engagement: According to a study by BuzzSumo, content that elicits high-
arousal emotions (such as awe, laughter, or amusement) is more likely to go viral.
Positive content is shared 30% more often than negative content.

Visual Content: Visual content is 40 times more likely to be shared on social media
than other types of content, according to HubSpot.

Storytelling Impact: A study by Headstream found that 55% of people who love a
brand story are willing to purchase the product in the future, and 44% will share the
story.

Video Content

Video content has become one of the most powerful tools in digital marketing, offering an
engaging way to connect with audiences, deliver messages, and drive conversions. With the
rise of platforms like YouTube, TikTok, and Instagram, video has become an essential
component of any comprehensive marketing strategy.

Key Components of Effective Video Content

Storytelling: Video content is highly effective when it tells a compelling story. Whether
it's a brand story, customer testimonials, or a product demo, storytelling can create an
emotional connection with the audience.

Visual Appeal: High-quality visuals, including well-shot footage, clear audio, and good
lighting, are critical to keeping viewers engaged. Poor production quality can quickly
turn viewers away.

Call to Action: Every video should have a clear call to action (CTA), guiding viewers
on what to do next—whether it's visiting a website, subscribing to a channel, or making
a purchase.

Effectiveness of Video Content

High Engagement Rates: Video content typically achieves higher engagement rates
compared to other types of content. According to WordStream, social video generates
1200% more shares than text and image content combined.

Improved Conversion Rates: Including video on landing pages can increase
conversions by up to 80%, according to Eyeview Digital. This is due to the combination
of visual and auditory elements, which can effectively convey a message and prompt
action.



* Increased Brand Awareness: Video content is easily shareable, making it a great tool
for increasing brand awareness. Videos are 6 times more likely to be retweeted than
photos, according to Twitter.

Best Practices for Creating Video Content

* Keep It Short and Sweet: The ideal length for video content varies by platform, but
shorter videos (under 2 minutes) tend to perform better. HubSpot reports that 68% of
consumers prefer to learn about a product or service through a short video.

* Optimize for Mobile: With a significant portion of video content being consumed on
mobile devices, it's crucial to optimize videos for mobile viewing. This includes using
vertical or square formats and ensuring fast load times.

* SEO Optimization: Use relevant keywords in the video title, description, and tags to
improve search engine rankings. Adding captions and transcripts can also enhance

accessibility and SEO.
* Engage Early: The first few seconds of a video are crucial for capturing attention. Start
with a hook that grabs the viewer’s interest and encourages them to keep watching.

Statistics

* Engagement: 85% of businesses use video as a marketing tool, with 92% of
marketers saying it's an important part of their strategy, according to Wyzowl's 2023
Video Marketing Statistics.

* Conversion Rates: A study by Vidyard found that 70% of marketers reported video to
produce more conversions than any other content.

* Audience Preference: According to a survey by HubSpot, 54% of consumers want to
see more video content from brands they support.

Using Al Tools

Content Generation
* Tools: ChatGPT, Jasper Al, Copy.ai
* Details:

* ChatGPT: Ideal for brainstorming ideas, generating content drafts, and
answering questions. It's useful for creating conversational content, blog posts,
and social media captions.



» Jasper Al: Focuses on long-form content creation, blog posts, product
descriptions, and even email campaigns. It can also rewrite content to better
target keywords.

* Copy.ai: Specializes in writing marketing copy, headlines, and short-form
content. It helps with generating persuasive content that aligns with your brand’s
tone.

* Usage Tips:

« Start by inputting your main topic or keyword. Experiment with prompts to get
content variations.

« Edit Al-generated content to add your personal touch, ensuring it resonates with
your audience.

SEO Tools
* Tools: SurferSEO, SEO Framework, Keysearch, SemRush

* Details:

* SurferSEO: Integrates directly into your content creation process, providing
real-time suggestions on keyword usage, word count, and headings to help your
content rank better.

* SEO Framework: A lightweight and fast WordPress SEO plugin. It's great for
small businesses that want to improve their website’s SEO without getting
bogged down by overly complex settings.

+ Keysearch: A more affordable keyword research tool that provides competitive
analysis and keyword suggestions, making it easier to find low-competition
keywords.

+ SemRush: A comprehensive SEO tool that includes keyword research,
competitor analysis, and even social media management features.

* Usage Tips:

* Use SurferSEO to refine content as you write, ensuring it's optimized for search
engines.

* Regularly audit your website with SEO tools to find and fix issues like broken
links, slow page speed, or missing meta tags.

Scheduling and Automation
* Tools: Social Champ, Buffer, Hootsuite

* Details:



Social Champ: Allows you to schedule posts across multiple social media
platforms from a single dashboard. It offers detailed analytics and supports
content recycling.

Buffer: One of the most popular social media scheduling tools, it's user-friendly
and offers a free plan for basic scheduling needs. Buffer also provides insights
into post performance.

Hootsuite: More comprehensive, suitable for businesses managing multiple
accounts and needing team collaboration features. It offers in-depth analytics
and social listening tools.

* Usage Tips:

Schedule posts for times when your audience is most active. Use analytics from
these tools to determine peak times.

Create a content calendar to plan your posts in advance, ensuring consistency
and variety.

Incorporate both promotional and non-promotional content to keep your
audience engaged.

Scheduling and Automation

Consistent Posting

* Importance:

* Tips:

Consistency in posting builds brand recognition and keeps your audience
engaged.

A content calendar helps you plan ahead, ensuring that you post regularly
without last-minute stress.

Plan your content a month in advance and use tools like Social Champ or Buffer
to schedule posts.

Stick to a regular posting schedule (e.g., Mondays, Wednesdays, Fridays) to
keep your audience expecting new content.

Post at Key Times

¢ Details:

Identify the best times to post by analyzing when your audience is most active.
Tools like Hootsuite provide this data.



* Morning and late evening posts tend to perform well, but it varies by platform.
Experiment with different times to find what works best.
* Tips:

» Test different posting times to see when engagement is highest, then adjust your
schedule accordingly.

Personalize

* Importance:

* While automation saves time, it's crucial to inject personality into your posts to
avoid seeming robotic.
* Engage with your audience through comments and direct messages to build
relationships.
* Tips:

* Mix automated posts with live updates to keep your feed dynamic and
personable.

* Avoid over-reliance on auto-generated content; add personal anecdotes or
behind-the-scenes insights.

Mix in Random Posts
¢ Details:

* Adding a bit of spontaneity makes your feed feel more genuine and less pre-
planned.

* It can be as simple as sharing a trending topic, a quick video, or a photo of your
workspace.
* Tips:

* Leave room in your content calendar for unplanned posts that respond to current
events or trends.

Measuring Success
Key Metrics
* Engagement:

* Measures how much your audience interacts with your content (likes,
comments, shares).



* High engagement often correlates with strong brand loyalty.
* Reach:

* Refers to how many people see your content. A higher reach increases the
potential for new customers.
» Organic reach is becoming harder to achieve, making it essential to optimize
content and posting times.
* Conversion:

* The ultimate metric that tracks how many of your audience members take a
desired action (e.g., making a purchase, signing up for a newsletter).

» Track conversion rates to understand which content drives the most value for
your business.

Al Analytics Tools
* Tools: PaveAl, Frase, SEMrush

* Details:

« PaveAl: Converts Google Analytics data into actionable insights, offering a clear
view of how your marketing efforts are performing.

* Frase: Focuses on content optimization by analyzing competitor content and
providing suggestions for improvement.

* SEMrush: Besides being an SEO tool, it offers robust analytics features to track
the performance of your online campaigns.

* Use PaveAl to simplify complex analytics data, helping you focus on the most
impactful metrics.

* Regularly compare your site’s performance to competitors using Frase to stay
ahead in content marketing.

Adjust Strategy
* Importance:

* Regularly adjusting your strategy ensures that you're not wasting time on
ineffective tactics.
» AJ/B testing can help you refine specific elements like headlines or call-to-action
buttons.
* Tips:



* Review your analytics monthly and make data-driven decisions to adjust your
content strategy.
* Use A/B testing to see which variations of your content perform better and why.

Common Issues

Low Engagement
* Causes:

* Posting at the wrong times
* Irrelevant content that doesn’t resonate with your audience
* Lack of visual appeal or compelling headlines

* Solutions:

* Analyze engagement metrics to identify the best times to post.

» Tailor your content to your audience’s interests. Use tools like BuzzSumo to find
trending topics.

* Invest in better visuals; use Canva or other design tools to create eye-catching
graphics.

Content Not Ranking
* Causes:

» Highly competitive keywords

* New websites with low domain authority

« Content that's not well-optimized for SEO
* Solutions:

* Focus on long-tail keywords with less competition.

 Build backlinks to increase your website’s authority.

* Optimize your content using tools like SurferSEO, making sure you're covering
all on-page SEO elements.

Social Media Posts Not Performing
* Causes:

» Lack of targeting; posts may not be reaching the right audience.
» Poor visuals that fail to grab attention.



Inconsistent posting schedule, making it difficult for your audience to engage
regularly.

* Solutions:

Use audience insights from social media platforms to better target your posts.
Invest in quality visuals; even free tools like Canva can help improve the look of
your posts.

Maintain a consistent posting schedule using a content calendar.

Optimizing Your Strategy

Review Analytics Regularly

* Importance:

* Tips:

Regular review helps identify trends and patterns in your audience’s behavior,
allowing you to capitalize on what'’s working.

Analytics tools like Google Analytics and PaveAl can provide in-depth insights
into your website’s performance.

Set a weekly or monthly schedule for reviewing your analytics.
Focus on metrics that align with your business goals, such as conversion rates
or customer acquisition costs.

Test Different Approaches

* Importance:

* Tips:

A/B testing allows you to experiment with different elements of your marketing
strategy to see what resonates best with your audience.

Testing helps you make data-driven decisions that improve your marketing
efforts over time.

Start with simple tests, like changing a headline or call-to-action button.
Use tools like Google Optimize or Optimizely to run A/B tests on your website.

Leverage Feedback

* Importance:



» Customer feedback provides direct insights into what your audience likes or
dislikes about your content.

* |t can guide you in making adjustments that better align with customer
expectations.

* Encourage feedback through surveys, social media polls, or direct engagement
with your audience.
» Use feedback to refine your content and overall marketing strategy.

Vo
w
Oh my goodness! Wow! You've reached the end!

Thank you for reading this very lengthy little book of “notes”!

This is honestly just the tip of the iceberg, but with this information you should be more
equipped and informed so you'll be better able to make good decisions when it comes to your
marketing. At the very least, you should have learned something, especially since I'm giving
away trade secrets and the like.

If you like this information and want more, please tell people about
MySmallBusinessWebsite.com so that | can bring you more brutally honest information to
help you and others succeed in this crazy and chaotic world.

Oh, one more thing. Please do me a little favor.. please don’t share this little note book - |
don’t want an angry mob of web designers, marketers, and graphic designers bashing down
my door. &

Live long and prosper!


https://mysmallbusinesswebsite.com/
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