
The following guide is a product of GrowthPartner.com.  It represents our opinions on 
online marketing after nearly 10 years running online businesses.  To speak with our firm 
directly, contact us here.

SEARCH ENGINE OPTIMIZATION (SEO)
SEO is the practice of creating, structuring, and marketing a web property with an eye on 
top search engine rankings.  The term ‘organic’ is often used synonymously with SEO – as 
it concerns the ‘organic’, or non-paid, listings in a search engine.

While SEO has suffered through a bad reputation as a ‘dark art’ sold by shady consultants, 
it remains incredibly important for any web-based business.  Employing best practices in 
choosing your domain name, structuring your site/pages, and attracting links to your site 
is encouraged.

In our opinion, the best place to learn SEO is SEOBook.com.  It’s costly, but nothing 
compares to the quality Aaron Wall produces on both beginner and advanced SEO knowl-
edge.  

We recommend learning SEO on your own.  The best way to avoid a bad experience with 
an SEO consultant is to never hire one.

If you are a business owner who does not have the time or interest to learn SEO, hire in 
house or find an equity partner to help you.  SEO is an ongoing process that cannot be 
properly provided by a temporary consultant.  It can and should integrate all aspects of 
your business.

Read articles in places like SEOBook.com, SEOMoz.org and SearchEngineLand.com to 
learn how to succeed with SEO.

Our Tips:  The majority of SEO comes down to a few simple things.  Master these, and 
your site will perform well in the search engine results.
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1. Get a great domain name
When launching your business, or even when re-focusing your online marketing efforts, 
you need a great domain name.  What’s a ‘great’ domain name?  One that contains high-
traffic keywords that you can make money off of.  One with some age, and existing 
inbound links can provide a huge boost. 

2. Know your keywords, a.k.a. be obsessed with your analytics
Research keywords around your business before creating the pages on your site.  It’s 
important to understand what keywords will drive traffic that you can monetize (*notice 
the monetize part).  Use keyword tools like these to get a starter keyword list, and build 
your content around it.  After launching, be obsessed with your analytics (we recommend 
Google Analytics).  How are people finding the site?  What actions are they taking, after 
arriving via which keywords?  It should be a constant testing ground.  

We suggest running some small Pay-Per-Click (PPC) campaigns where you buy traffic for 
an initial keyword list when you launch a new campaign.  This will give you real-time data 
from the search engines, allowing you to see how certain keywords perform.  It’s much 
faster than waiting around for organic rankings to occur, and may change how you view 
your online business.  

3. Use unique, keyword-focused title tags
The #1 simple mistake most websites make is with their title tags.  These are the <title> 
value in the code of each page on a website, what shows up in the top of your web browser 
when you’re on a page.  These need to be different on each page.  They should also be 
infused with high-value keywords that will drive you traffic you can monetize.  The title 
tag of a page should be directed specifically at the most valuable keyword phrase that page 
could rank for.  

4. Get links
Links are the fuel of SEO.  Generally speaking, the more links you have, the better you will 
rank.  To get links, reach out to owners of related websites and create a relationship.  
Providing content or a discount on your services is a great way to secure a link back to 
your site.  But ultimately, it is about relationships.  

Avoid ‘quick fix’ offerings and submitting links to directories or article syndication sites.  
Go for unique one-way links from other sites that rank highly in the search engines.  This 
is where you need to be creative with contests, giveaways, tools, press, and the like.  Just 
get those links!

PAY-PER-CLICK (PPC) ADVERTISING
Pay-per-click advertising makes up the paid section of search engine results pages 
(SERPs).  These ads run above and beside the organic listings discussed above.  Typically, 
25% of queries result in a click on a PPC listing and 75% result in a click through to an 
organic listing.

PPC represents a huge opportunity to start getting traffic to your website immediately.  
SEO can take weeks or months to show fruits but PPC can put your business in front of 
qualified eyeballs much more quickly.  The downside to PPC is that you can also lose 
money at a pretty rapid rate.

Like SEO, the best way to learn PPC is to do a bit of research and commit to digging in and 



spending a few hundred dollars testing.  In smaller niches, even a small amount of money 
can produce statistically relevant results and potentially determine the effectiveness of 
your campaign.

Our Tips:  PPC is more about testing than numbers per se.  Remember than you shouldn’t 
be “spending” any money on PPC, rather it should be an investment and you should be 
able to calculate a precise return.

1.  Create laser focused campaigns 
The easiest way to keep a PPC campaign in check is to create campaigns with “laser focus.”  
What exactly does this mean?  Build Ad Groups in your main campaign around very short 
lists of related keywords.  Be sure that every part of the process is relevant to those 
keywords—the ad copy, the title, the display URL, and the landing page.   The name of the 
game is relevancy.

2. Optimize your landing pages
Always be testing (you’re going to here that a lot in online marketing) your landing pages.  
Use simple designs with a clear, obvious call to action.  If a visitor has to search to 
complete the goal you’re aiming for your campaign is going to bomb.  Just because 
something is performing well doesn’t mean it’s perfect.  Constantly A/B test colors, 
designs, and everything on your landing page.  It’s truely the easiest way to quickly grow 
sales.

3.  Test ad copy
Most PPC platforms allow you to easily test one ad vs. other ads.  Use your best perform-
ing ad and create a challenger.  See which ad wins out and make that the new ad.  Do this 
constantly.  There are a million tricks on consumer perception, copywriting, and so on 
that can help boost your ad’s effectiveness.  

4.  Go horizonal
Try and catch prospects at different points in the buying process.  For instance, if you’re a 
mortgage broker in a suburb of Chicago, you might try bidding on real estate related terms 
for that specific area.  Capturing a lead is all in how you position your ad and service on 
the landing page.   Remember, tools that estimate traffic do just that—they estimate.  
Don’t be afraid to run a test and lose a few hundred dollars.

SOCIAL MEDIA MARKETING
1.  Show up
The first step in Social Media Marketing is to simply show up.  You don’t have to partici-
pate, but it’s critical to go to Know Em and claim your social media presences.  You don’t 
want to have a competitor “brandjack” you at some point down the line.

2.  Don’t be a character 
Fans, followers, and friends don’t want to see some BS character that you make up for 
your social media profiles.  If you’re Kellog’s and Tony the Tiger runs your Twitter 
profile—that’s cool.  But, it’s just silly if you’re Joe the Plumber and for no apparent 
reason you pretend to be “Peter the Pipe” online.  Be real.  Be yourself.  That’s what people 
want!

3.  Follow the Golden Rule
Pretend that you’re not running your business for a second.  How often would you be able 
to handle hearing about that business in a given day, week, or month?  If you can’t truly 



step into someone else’s shoes, ask them.  Put out much more valuable or interested 
content than self-promotional pieces.  Forging long lasting relationships will take you 
much further than daily updates about your services or products!

4.  Use video and email
Text gets boring.  This guide is probably way longer than most things you have the 
patience to read online.  These days, customers want video.  The best part is it doesn’t 
even have to be that good!  We live in the YouTube generation and people are used to 
crummy, internet quality video.  The mere fact that you made a video will put you light 
years ahead of your competition.

Email marketing is an oft-overlooked but extremely valuable tool.  Sign up for a free 
newsletter trial and start pumping out good content.  It doesn’t even have to be that 
relevant to what your business does!  A real estate agent could put out a monthly email of 
things to do in the area, a dentist could send quarterly healthy eating tips, anything that 
people will subscribe to and you can wrap ads for yourself around.  It works!

FUNDING / INVESTMENT SOURCES
Securing funding for your business is an obstacle many entrepreneurs face at one time or 
another.  Here are a few tips from our experience both starting and funding new 
businesses.

Growth Partner – Our firm invests in companies and provides online marketing 
expertise.  There are two parts to Growth Partner – our firm, and our fund.  The firm 
works directly with our investments, on marketing campaigns and business advice.  The 
fund provides capital for our investments.  $10,000-1,000,000.

Friends and Family – If you need outside money, the first place to look is to friends 
and family.  They give you the greatest flexibility in maintaining 100% ownership of your 
business, and not being indebted to a 3rd party.  Of course, there are other pitfalls of 
doing business with loved ones.  But it’s always a great starter option.

Angel investment – Essentially this is what we do at Growth Partner, but we are only 1 
group out of thousands of angel investment groups across the country.  Angels usually 
invest in the earlier stages of a company’s life cycle.  They generally require the business 
owner to go through a vetting process that includes a formal presentation to the investor 
group on your idea.   

You can find a list of angels in your area here or here.  We also recommend reaching out to 
local angels and business development programs found here, or on Facebook, Twitter and 
LinkedIn.

Venture Capital – Also known as “VC” money.  Venture capitalists are professional 
investors who invest money on behalf of institutions like endowments, pension funds, and 
high net worth individuals as opposed to angels who generally invest their own wealth on 
a part time basis.  Catching the eye of a VC is tough but not impossible.  

Don’t consider this route if you don’t believe your business truly has $100M/year revenue 
potential.  VS’s operate on a portfolio model where they count on 9 of 10 investments 
failing.  That 10th investment has to be extraordinarily good to pay for the whole lot.


