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Thank you for taking the time to download ‘10 Ways to Get Consistent
Business Online’. We understand, just like you, how hard it is to get
consistent business. Given the challenging and competitive nature of
the world that we live in, it’s easy to see why getting regular business is
so tough. If you find it hard to get a lot of new clientele, then I have one
simple suggestion for you: you have to get online.
Now, going online is often a very challenging process. Especially for
those who are not particularly tech-minded or tech-savvy. It can often
seem like a huge amount of resources to commit for what may seem
like a poor return. However, it does not have to be like this: most of the
time, good quality, consistent business can be found online. All it takes
is having the right marketing methods, and the right application of
those methods.
For anyone running a modern business, then, it’s important that you
furnish your business with the best marketing that its budget shall
allow. To do that, you need to be able to find out what works, and what
is going to be suitable to your kind of business. If that sounds like a
massive challenge, fear not; this guide will make what is often a
complex scenario a whole lot simpler.

Good quality consistent
business CAN be found
online.

In this eBook, you will find ten impressive ways to help
manage the marketing side of your business online. I know it
can be tough to grasp, but each method will be made to
essentially ensure that your business stands out. Instead of
feeling like you are not making any progress, the following
marketing methods will play a considerable role in improving
how your business comes across to your ideal client.
The secret to online marketing is making sure it is managed
by the correct people. If you spend a lot of time trying to get
an online marketing campaign up-and-running, with little to
no results, you might need to take another approach. In this
guide, I’ll break down the top ten methods of marketing that
are sure to work if they are applied logically and put in place
by the right people. Each method has a long history of
working to help businesses big and small bring in the level of
business that they want, need, and deserve.
So, without any further delay, let’s take a look at some of the
most important marketing tools that your business could be
using to its advantage online. The first – and arguably the
most important – method that we wish to take a look at is
Search Engine Optimization – or SEO.
Long seen as the perfect tool for building a business, why is
SEO the best way to help get your business seen in the highly
competitive industry that you are part of?
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Why is SEO Important?
For any business owner who is serious about improving their
position online, then, SEO is the perfect place to start. By building
your online marketing directly to fit the whims of the search
engines, you benefit from getting more traffic through searches on
popular search engines such as Google, Bing, Yahoo and various
other platforms. SEO, then, is one of the most effective tools that
you have at your disposal. If you wish to improve how your business
markets itself, then you need to consider how your marketing
material is viewed by the search engines.
The main reason why SEO is so vital is that 93% of all ‘online
experiences’ will take place on a search engine. Say that you want to
buy something; your most common place to ask is Google, or
another search engine. Then, you start to look through the offers
provided and the information that comes up on-screen. You decide
where you are most likely to get a result, and click on the link. The
higher the link is on the search engine results, though, the more
SEO-optimized it is for the phrase that you searched for.

93%

of all ‘online
experiences’ will
take place on a
search engine.

SEO is so important because we have the opportunity to
catch the vast majority of internet users. For example, if you
run a plumbing company in San Francisco, you would want
to make sure you can be seen by people who want a
plumber specifically in San Francisco or the surrounding
areas. Your content would then be built around key terms
such as ‘plumbers in San Francisco and ‘San Francisco
plumbers’ – but it would also target more specific areas. If
you are based in Toronto, for example, you would be
looking to target ‘Toronto plumbers’ and so on.

Given that SEO makes your website appear to be ‘the
solution’ as it ranks so high on the search engine, people
will naturally look to your business for inspiration. If you are
high up the listing, then potential customers will view you
as the solution that Google has suggested to them. SEO,
then, is essential to all of your marketing long-term.
What use, though, is SEO if you have nowhere to direct
people to? That’s why you need another marketing tool: a
website.

The main power of SEO, then, is that it allows you to stand
out to the people who you actually want to target. A
website that is not optimized could bring in a lot of viewers
– but are they really looking for what you offer? If not, they
will leave. This leaves your website with high traffic, but low
conversions. That’s not the combo that we want!
SEO is one of the best tools to use to get business, because
it helps you to rank higher for relevant terms to your
business. With 67,000 searches every second on Google
alone, there’s a massive chance to pick-up more business.
Simply by ranking higher for the keywords most
appropriate to your industry and location (46% of all Google
searches are locally-driven), you make sure that you are
much more likely to see positive results in time.
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80%

of consumers will
research your
business, via your
website before
making a purchase.
Your website is your
single most important
marketing tool.

As a business owner, it has probably not escaped your attention that
you need a website. With 50% of small businesses having a website, you
would be foolish not to have one. At the very least, it would allow you to
get ahead of your business competitors who do not have a website
set-up. However, if you felt that SEO sounded like a good marketing
tool, the challenge is that you need something to optimize in the first
place. That’s why website development is among the most important
tools that you can use today.
With the help of a website, you have something to optimize. The site
content, the pages on your website, the very message and theme of
your website: all of this will be optimized. Just as a website without
optimization is useless, though, so too is optimization without a
website to point it to. You see, your website is your single most
important marketing tool. It is the hub of your digital marketing
empire.
One of the main reasons why you need a website is that 80% of
consumers will research your business, via your website, before making
a purchase. They will even check it out before visiting in person. From a
restaurant owner to an attorney, this means that you need a website to
grab their attention. If you don’t have a website, you leave people
wondering why not: and trust me, they’ll go to your competition
instead if they have a website.

More importantly, though, you don’t just need ‘a’
website – you need a good quality website. That is
why website development is so important. Your
website has to move with the times. It needs fresh
content, a modern layout, and an appealing design
that works well on all devices. People are viewing
your website on more than just a PC now; they
could be looking at it on a mobile device or a tablet.
Therefore, your website has to be suited to all kinds
of screen, not just one. With 38% of people ready to
give up on your website if they dislike the layout,
too, you need a website that stands out.
With around two thirds of small businesses relying
on the internet for customer connections, too, there
is a huge amount for your website to achieve. The
reason why you need to develop your website,
though, is for more than just refreshing the content
or modernizing the brand. It’s about keeping the
site well-optimized. For example, did you know that
53% of mobile website visits leave early if the site
takes more than 3s to load?
A fast, active, attractive website is an essential
business tool. It’s an absolute must in a world where
we are always online, and always capable of finding
the right help that we need online. If your business
lacks a website, or has an ungainly,
mobile-unfriendly website, it has to be developed.
Especially if you want to start using SEO to your
advantage!

Did you know that 53% of
mobile website visits leave
early if the site takes more
than 3 seconds to load?
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What is Retargeting?
Do you ever use the internet, check out a website, and then notice
that your web browser appears to be beckoning you to return? Did
you come close to buying a new pair of shoes, but changed your mind
at the last minute – and now you’re seeing promotions for that same
product? This is known as retargeting. Retargeting is a hugely
valuable form of marketing and can help you to turn a cold lead back
into a hot lead, having them come back to your business to complete
their purchase. It’s an essential tool for making sure you don’t lose
every lead that leaves your website/business platform online.
With 3 out of 4 customers now noticing a retargeted ad, this is not
something that goes missing. Other forms of marketing can feel quite
small-scale and hard to spot for a customer: they will immediately see
signs of retargeting. However, with 1 in 5 businesses now dedicating
marketing budgets into retargeting, it does work. By playing on the
memory and emotions of the reader, you encourage them to come
back for more and finalize their decision.

3 out of 4
customers are now
noticing
retargeting ads.
Now, 1 in 5
businesses are
dedicating
marketing budgets
into retargeting.

Will People be put off by Retargeting?
Yes, it is true that some people were noted to be ‘very
concerned’ about retargeting. Around 19% of internet
users feel that retargeting is a concerning attribute.
However, it’s not something that we would say should put
you off using this highly cost-effective means of regaining
leads that you had previously lost. Despite billions of
online internet users existing, you cannot lose all of them
and never ask them to return. Do that for long enough,
and your business will suffer.
One of the main reasons why retargeting is so useful is
that around 46% of search engine gurus rate it as the
most underused marketing tool online. This means that a
lot of your competitors are likely not using it, meaning
that a lot of those potential clients are waiting for
someone (you!) to come and re-grab their attention.
Website visitors who see a retargeted display ad are
actually 70% more likely to convert, as well. You already
done some prep on them earlier when they first visited:
retargeting basically makes them think again and
reconsider their decision to leave. It’s the ultimate ‘Are you
sure?’ marketing and goes a huge way to making
someone return.

Indeed, a typical display ad that is retargeted can see 10x
the click-through-rate of a normal ad. Again, you have
already done the hard work in getting them to arrive in
the first place. They are already a warm(er) lead: using
retargeting simply makes them come back to be finally
heated up into making a purchase.
So, if you are seeing a lot of users come to your site but not
return, retargeting is a very powerful marketing tool.
Instead of investing huge sums of money trying to
heat-up cold leads, retargeting lets you to finalize the
movement from cold-to-warm-to-hot, making it much
easier to build and retain leads.

Website visitors who
see a retargeted display
ad are actually 70%
more likely to convert.
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Social Media
Like any other modern business, there is a good chance that you will want to
engage in social media marketing. We all spend our time on social media these
days, so you can quite easily see why so many people end up making a purchase
based on social media. When you spend so much time on there, it’s easy to see
why people might use it a primary source of information gathering.
However, with 3.4 billion users on social media in 2019, it’s a goldmine for you to
start tapping into if you are smart about how you come across. Global penetration
is now as high as 45%, meaning that not far off half the world are on social media!
If you worry that your local area might not be on Facebook/ Twitter/ Snapchat/
Instagram etc. then think again. Social media has taken over vast swathes of
public life, and now more people use it than ever thought imaginable. It’s a tool
that, for your business must use to its advantage if it wishes to make the right
impression. The challenge is working out what social media platform is best for
you and your business.

45%

of the world’s
population is on
social media.

How do I use Social Media to
my Advantage?
The first issue that you have is that different social media
platforms suit different demographics. For example, a
restaurant will get a lot of value out of social media
marketing on Instagram, as it’s an image-heavy social
media platform. Business-to-business (B2B) firms might
find LinkedIn to be their best bet, as it can get you
directly involved with the business owner instead of a
gatekeeper.

It’s like the new version of word-of-mouth marketing.
People will pick up a lot of information about your
business based on what other people tell them. From
that information, they will then make an informed
decision about working with you. However, just 8% of
social media customers believe that a business offers a
‘good’ social media experience – so you can’t do it
without maximum effort and commitment.

Social media can be used to generate business in the
long-term so long as you get used to working with it
properly. We recommend, for example, that you spend a
bit more time investing in social media because it can
set a train of viral recommendations. Did you know, for
example, that social media marketing can make up to
71% of consumers share your business with others if they
had a good experience? That is huge. That is going to
help you get more people hearing about your business,
and more people likely to get involved and try out your
services.

If you are going to use social media, you have to invest
time finding out what platforms are going to be best
suited to your business. Do that, and you should be
much more likely to be able to utilize social media to
help your business. There is much to consider about
running good social media marketing campaigns; the
challenge is making sure you run the right kind of social
media campaign based on your targeted demographic
and industry.
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93%

of people say that
online reviews
factor into their
decision-making
process.

For any business owner in the modern world, one of the most significant
issues you are likely to face is online reputation management. In the era
of reviews, we need to take our online reputation seriously. Even just one
negative or poor review on a platform could hurt your reputation
immensely. You’ll also find that your entire success, or likelihood of
success, is built on getting people to speak positively about your
business. To do that, you need to be able to manage your online
reputation properly. Why, though, does this matter so much?
Well, for one, around 93% of people say that online reviews factor into
their decision-making process. As you might imagine, that is hugely
important to making sure you can break through and convince people
to give you a chance. If people, see a poor standard of reviews – or no
reviews – they’ll hold that against your business. Indeed, with people
reading an average of seven reviews per business, you are not finished
with one bad review.
With around 68% of consumers saying they’d pay up to 15% more to buy
from a reputable business, too, you should see why your business has to
get on the review train as soon as it possibly can. Put simply, you cannot
afford not to!

Reputation management is not (just)
about blocking out the bad reviews. It’s
about encouraging people to leave more
reviews – good and bad – so that your
business appears to be thriving. It might
sound odd, but your business will
benefit more from having 50 or 60
reviews at a 4-star average than 5 or 6
reviews at a 5-star average. The larger
sample size gives people hope and belief
that they are working with a business
that they can rely upon to get the job
done.
Managing your online reputation is so
important, and it means trying to
incentivize people to leave (hopefully
positive) reviews. If you go out of your
way to make reviews an incentive, such
as offering discounts or promotions of
some form, you make it much more
likely that people will stick around and
try out your business. Online reputations
are so important, and with so many
people now relying on the review to
decide if they should try you out or not,
you have to give them as good as is
possible.

15% of people will actively not use your
business if you do not have reviews.
Therefore, a lot of people think that no
reviews is better than a few bad reviews.
Not so; so long as the bad reviews are
outweighed by positive reviews, it’s not
the nightmare it can appear. With
reputation management, you make it
easy for people to see your response and
feedback to any negative reviews, too,
showing them how you handle an
unsatisfactory experience.
As you might imagine, that’s essential
for your long-term business reputation.

15% of people will
actively NOT use
your business if you
do not have reviews.
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Content is King.

Have you ever heard the old saying that ‘on the internet,
content is king’? If not, it’s one to remember. Today, the
creation of unique business-specific content is so
important to boosting your long-term reputation. From
blog posts and video blogs to podcasts and How To
guides, you have a small army of content creation paths
that you can go down. The secret is finding out what kind
of content you should create, and what kind of content
your audience is likely to consume.
For example, people over the age of 45 are more likely to
appreciate video over written content. However, written
content is often better if you are going down the route of
creating SEO-optimized works that bring in viewers. With
the average blog post being around 1,050 words, too, there
is ample opportunity to create content that speaks to the
reader. However, the average top-ranked Google content
will be around 1,140-1,285 words – we recommend staying
in that region.
Why does this matter to you? Because less than 20% of
company blog posts are over 750 words. That shows you
just how easy it is to dominate in the content creation
market, especially in industries where not a lot of written
content exists. It’s an invitation for you to take over, and to
make sure that you are seen as the go-to expert in your
particular field.
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Why Should I Start Creating Content
As mentioned above, a lot of your competition are
failing miserably to tap into the huge power of content
creation. They either undercook the writing, they don’t
make it long enough, or they don’t make it focused
enough. By creating content in a medium (and a
length) suited to your audience, you can blow your
competition away. And in an era where people value
getting something for nothing more than ever, this lets
you use the power of knowledge provision to beat your
competition back. Whether it’s an infographic, a blog
post, a video, or a podcast, it does not matter. The key is
looking at the kind of media that your key audience
likes to take in.
So, if you find that your audience are doing a lot of
podcasting, start a pod. If you notice they love to read
long-read blogs, focus on that. Look at the kind of

content that you create, and then look at what content
gets the most traction. Also take a look at competitors
and third parties, like bloggers and social media
influencers who are in your niche. What kind of content
do they create?
Use that to your advantage. With blogs rated as the fifth
most trusted online source of information, then, you
should be looking to tap into that as much as you can.
Content creation is hugely powerful, and when you run
the right kind of content, for the correct target
audience, the results can be quite incredible.
If you intend on building an online marketing system
that is made to last, then, focus on creating quality
content: it’s your single most powerful companion for
building trust and gaining authority.

Content is
King.
OXFORD PIERPONT | PAGE 23

A Comprehensive Guidebook

Active Google
Listings
OXFORD PIERPONT | PAGE 24

Why are Google
Listings Important?
Another important part of the process that we feel is
very important to touch upon is your Active Google
Listings. For example, have you heard of Google My
Business? If not, you should. When you look for a
business on Google, for example, a local computer
repair team, Google My Business kicks in. If a local
business has filled in its GMB profile, they will be the
business whose details you see on the right-hand side
of the page. The one with their opening hours, address,
business website, contact details etc. displayed
prominently.

And make no mistake – Google Listings are some of the
most useful tools that you have for modern marketing
success. Not only is having a Google My Business page
good for your SEO, it does a lot of positive work in
improving the way that your business is seen. By having
crucial information like your address, location, services,
prices, contact details and opening times listed with
easy access online is great for answering common
questions from customers.

Google Listings are
some of the most useful
tools that you can have
for marketing success.
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Do I need an Active
Google Listing?
With just 1
in 5 people
NOT
conducting
a local
search on
Google
today, you
MUST be
seen.

With just 1 in 5 people NOT conducting a
local search on Google today, you must
be seen. You have to be seen as the ideal
local option, or you will find it really
tough to get people actively interested
and involved in what your business has
to offer. You will be much more visible on
searches, and you will actively show on
tools like Google Maps. We are sure that
you can see just why that is such a useful
benefit to a modern business.
Another important part of having GMB
active is that it allows you to show off
customer reviews, feedback, and
information with ease. This would be
much harder to do if you were to leave it
to the customer to hunt down that
information. Now, you can easily show
what others think of your business,
leading to more and more positive
results as time goes on.
With around half of internet users
looking to evaluate a local business for a

purchase/hire, this lets you make the
most positive of first impressions and
thus increase the likelihood of them
giving you a call. People will have more
information about your business, and
thus are far more likely to find what you
have to say interesting in the long run.
You need to make sure the information is
correct, of course, but if you do it’s a very
powerful source of free local advertising.
With local searches becoming more and
more prominent, you should have no
problem at all in using Active Google
Listings to help benefit your local search
visibility.
If you are a business owner who cares
about this, you will be able to really
benefit from the addition of improved
local search accuracy. It’s a little change
to your marketing, but one that often
comes with a huge amount of benefits
for you for the long-term.
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Why are Funnels Important?
Those running any kind of modern business are very
likely to run into the term marketing funnels or sales
funnels on a regular basis. These might not mean much
to you, but they should: they are your best friends when
it comes to online marketing. Basically, a
marketing/sales funnel is all about sending the
recipient on a journey. You introduce them to a
problem they know they have. Then, you let them know
how imperative it is they solve that problem. You show
them the consequence of failing to solve it and the
benefits of correcting the issue. Then, you introduce
them to your ideal product/service that helps them
solve the issue.
Without a solid sales funnel, though, you are literally
chasing people away from your business. Indeed, it was
found in the past that around 79% of marketing leads

are never turned into sales. Part of this stems from the
fact that over two-thirds of businesses do not have a
sales funnel. Believe us when we say that this is not a
coincidence: it’s a consequence.
Creating a good quality sales funnel is essential to
helping make sure you can convert the leads you do
get into buyers. Indeed, this is one of the main reasons
why you have to pay more attention to the marketing
and sales funnels that you build. There is a big
difference between a good sales funnel and a bad sales
funnel: the former will make you money, the latter loses
you money.

In the modern world, with so much
choice, people no longer just go for the
first offer that they find. They look
around, they try to garnet suitability,
expertise, and value. A marketing funnel
helps you to give the user all of that, and
more. You help them to see just how
significant their problem is, but also how
easy it is to find a solution to said
problem. Without that, you are just
another business offering potential
solutions, not proven solutions.
A marketing funnel matters, too, as it
gives you the chance to come back for
more. depending on where someone
gets to on the funnel, you might have
the chance to re-initiate contact with
them, via e-mail marketing, retargeting,
or all manner of modern options. If you
do this, you will be able to avoid being of
the 44% of businesses who give up on
the first rejection. You know they are
interested, so why stop?
A funnel, though, is so vital to making
sure you know they are interested.
Without that funnel, they are just a
faceless statistic. There is much to

consider when it comes to marketing
your business, but whether or not you
should use sales funnels is not
something to ponder. You absolutely
should.
The chance to make contact with
potential customers and lay the seed of
interest is so important. Few marketing
models are more effective at showing a
customer how much you can help them
than the journey of a sales funnel.

Funnels give you the
chance to re-initiate
contact with people via
e-mail marketing,
retargetings or all manner
of modern options.
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For anyone looking to run a modern marketing campaign
today, you might discount the idea of using e-mail
marketing. After all, that’s so last year – right? Wrong!
E-mail is still by some distance the most powerful form of
marketing that you can turn when you want to get the job
done to the right standard. Why? Because, put simply,
e-mail marketing is simple. It takes the stress out of the
job of, and it allows you to target people who have already
told you they are interested. So long as you target people
who have signed-up to your e-mail list, response rates will
remain high, and people will be more inclined to take
action.

Compared to other forms
of marketing, e-mail
marketing offers some of
the most justifiable open
rates, and action rates, of
any direct marketing.

If you worry that e-mail is a dying system, then fear not. By
2022, half of the world’s populace are expected to be using
e-mail. Today? There are still over 3.7 billion user accounts
for e-mails. This is a form of marketing that is growing and
growing, and it really does show no signs of slowing down.
Why should it? It’s been a dominant force in the internet
marketing world for a long time. While you might worry
that your e-mails may be lost in the 269+ billion e-mails
sent every day, you do not have to worry too much.
Compared to other forms of marketing, e-mail marketing
offers some of the most justifiable open rates, and action
rates, of any direct marketing.
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Why are
e-mail
campaigns
so useful?

As a business owner, you no doubt appreciate that part of the challenge is
remaining unique. A lot of people are happy to mess around with business
marketing, but don’t convey a unique enough message. With e-mail
marketing, though, you know that the people who receive your messages
have already given you permission. In this GDPR-specific world, that is so
important. You can now send them marketing messages and the like
knowing full well that they are A) interested and B) suited to the message
within.
Given that the return on investment for every e-mail that you could send is
high, too, it’s easy to see why people like to invest in e-mail. You see, stats
show that for every $1.27 spent on email, you stand to potentially make a
whopping $41.04 on average in return. That is huge. E-mail is growing all the
time, and it really does show no signs of slowing down. Since people have
asked you to e-mail, them, too, you can see why it’s such a powerful part of
getting in touch: they literally have asked you to tell them more!
Most importantly of all, though, e-mail marketing rocks because just 10% of
digital budgets go into marketing via e-mail. This means that despite its
incredible potential and power, there is a high chance that your main
competitors are not using it right. That leaves you with plenty of room to
swoop in and take the rewards for yourself!
Don’t discount the importance of e-mail marketing: it is massive for a reason.
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Advertising
Campaigns
For the average business owner, one of the best things
that you can do is get used to the variety of online
advertising campaigns that you can run. With so many
choices, it might be tough to know where to start. For
example, with Google taking up around 38% of all
paid-for advertising campaigns, it’s easy to see why
many people stick to this particular platform. The most
powerful advertising campaigns that we
recommend you take a look at, though, are known as
Pay Per Click advertising campaigns.
As you might imagine, and as the name implies, you will
pay per click for the advertisement. The advertisement
will be placed online, and it will target certain key

phrases which are relevant to your business. So, if you
were to run a website that is for your roofing business in
Houston, you’d likely be targeting phrases like ‘Houston
roofers’ and ‘roofers in Houston’. You would pay an
agreed rate per click, meaning that you would pay the
requested fee for every click that comes to your
business through the link.
In exchange, you would appear towards the top of the
search engines – if not the top – for any searches
involving that key phrase. The higher up the search
engine you are, as we mentioned, the more likely you
are to get a sale.

The value for this, though, comes from the fact that, on average,
you could make $2 for every $1 that you spend on PPC ads.
That is a huge amount of value and shows the immense power
that such an advertising campaign could hold for your business
moving forward. It’s for this reason that a lot of people will
choose to run PPC ads in particular. They are great for
improving your business visibility and bringing you quick
business as soon as is possible.
These are some of the best ways for you to boost your visibility
ahead of the competition. The challenge is managing them
correctly and making sure that you work with someone who is
skilled in the art of running advertising campaigns. By setting
the right budget, creating the right kind of advertisement, and
ensuring it fits the audience it will be seen by, you vastly
improve the likelihood of your business growing and benefiting
from this kind of campaign.
Balancing the budget and making sure it reaches as many
people as possible is an art form in itself. If you get it right,
though, PPC marketing can bring you huge sums of money and
massively boost your revenue streams online. It’s the best way
to get more clients for an online business, and to ensure that
you are seen by people who actually need your business.
While it is a risk due to the cost per click nature, success can be
had if you team up with the right kind of marketing
professionals.

PPC advertising is
one of the best
ways to boost
your visibility
ahead of the
competition. The
challenge is
managing them
correctly in order
to massively
boost your
revenue streams
online.

Should I Market Myself on
Facebook?
Before we wrap up, I wanted to touch
quickly on the importance of marketing
yourself on Facebook. Like the other
paid advertising system we mentioned
above, Facebook allows the same kind of
advertising. You can promote yourself to
people using Facebook, targeting
people based on everything from
location to age ratio, income to activities,
‘likes’ to dislikes. Basically, you have far
more control to target people based on
more than simple keywords.
The challenge is making sure that you
set the correct budget and that you
target the right catchment areas. It’s
easy to overspend when you use

Facebook for marketing, so keep that in
mind; many people make the mistake of
committing to too high a budget. Test
your Facebook ads, try them out at
smaller budgets, and slowly up the ante.
If you do that, you are more or less going
to ensure that you are left with a
Facebook marketing campaign that
feels authentic, genuine, and suited to
the kind of business that you wish to be.
It’s easy to get used to, and the sheer
power of every advertising tool stored
within makes it a must-try for any
business owner serious about their
success.
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What Should I do Now?
Now, you should have a much clearer and firmer grasp
on the kind of internet marketing that you could use to
your advantage. The next question that you likely have to
answer is this: what do you do now?
So, the problem that you might have now is working out
which route you want to go down. Should you go for a
PPC campaign? Or a retargeting campaign? What about
using content creation to build a new SEO-friendly
website? The choices are numerous, the decisions many.
The challenge that you have, then, is working out what is
going to be your best bet. Every business, though, is
different. The first thing that you should do is closely
evaluate every option we have provided above. We’ve
broken down the brightest and best ideas and plans for
your internet marketing. You now have to work out what
is most suited to you.

For example, not everyone is going to receive the same
benefits from running, for example, a retargeting
campaign. You might not receive the depth of help that
you would have hoped or expected if you choose to run
this kind of advertising platform. You might lack the
confidence needed to take on a PPC campaign, as you
fear that you might use your budget wrongly. The secret,
then, is getting professional help that makes actual
sense.
For example, my team can help you to implement all of
the above internet marketing strategies. Each of these
are proven and valuable content that could be used to
augment and improve your business. We can help you to
determine what is going to be the best fit for you based
on the industry you are in, the budget that you have, and
the kind of people that you wish to target.
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Not everyone will be found by using the same
marketing methods, after all. Some people will be
more likely to be found on social media; others
may be more suited to e-mail marketing. It all
comes down to the business that you run, who
your business is aimed at, and what kind of results
you wish to achieve – and how soon you wish to
achieve them. That, as you might imagine, is a
challenging cocktail to get right. If you would like
some help in making these choices, you only need
to reach out to me and my team at Oxford
Pierpont.
From there, we can help you to make the right
kind of progress and ensure that you pick online
marketing strategies tailored to you. We can then
help you manage the campaigns, optimizing them
to ensure the best results. There is no right or
wrong answer immediately: that can only be
found by extensive research. If you would like help
in making that research thorough enough to
provide truthful answers, we are but a call away.

Visit Us Online At
OxfordPierpont.com

Create more time
for yourself while
building your
business.

Learn More At
Ebook.OxfordPierpont.com

