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Digital Marketing
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Introduction to Digital Marketing

“Half the money I spend on advertising
is wasted; the trouble is, I don't know
which half”. 

Do these words ring true to you?

Those were the words of John
Wanamaker, founder of the U.S.
department store chain bearing his
name. You may well have shared his
frustration.

Nobody likes wasting money, least of
all when times are tough. Most
advertising is difficult to measure, and
if you can’t measure something, how
can you tell if it works?

Digital Marketing gives you the
measurement you so desperately

need to justify your marketing spend.
You get that measurement in a very
short period of time, so you can
assess whether your activity has been
a success. 

Why Digital Marketing matters? 

8 out of 10 online purchases starts
with search. Don’t switch off if you’re
not an online retailer. According to
iMedia, between 70% and 90% of all
consumers buying "high consideration"
products begin their research online,
and then purchase offline.

The internet is a great leveller, where
you can out-think corporations and be
competitive. The internet has created
more millionaires than anything else in
the last 50 years. 

Your business needs to be seen and
promoted online.

How you can use digital marketing
to improve your business

Every digital marketing activity can
and should be designed to get a
measurable result. And if those results
don't pay for the activity, don't continue
running it! Test your marketing
constantly and insist it works every
time! 

Find the 20% of marketing which
drives 80% of your sales.

Save money by concentrating on
activities you can measure and you
know return more profit than they cost.

How we’ll work to improve your effectiveness

Noun Information which is stored or transmitted using electronic or electromagnetic signals.

Digital Marketing – ongoing cycle of reviewing, refining and
improving

If you want help with...

...attracting more visitors to your website

...improving your Search Engine Rankings

...increasing your conversion rates

...understanding how visitors navigate your site 

Request your proposal covering how you can improve your business
through Digital Marketing.
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A/B testing
Testing different versions of the same
web page or advertisment to see
which delivers the best results

Affiliate Schemes
Referral sites to drive traffic to your
site

Appending

Analytics & ROI
Measuring spend, activity and results
to calculate ROI

Auto-responders
Automation of response handling

Banner Advertising
Design and placing of banner adverts

Campaign Planning
Planning online campaigns

Competitor Analysis
Analysis of competitor sites &
marketing, finding and exploiting
weaknesses

Conversion

Conversion Improvements
Testing how page changes affect
conversions

Conversion Tracking
Monitoring conversion rates

Copywriting
Writing engaging copy containing
suitable keyword density

Email Broadcast
Broadcasting multiple emails

Email Marketing
Design & planning of Email Marketing
campaigns

Email Tracking
Who opened your email, what did they
do?

Google Adwords
Managing Google PPC ad campaigns

Interactive/Online Brochures

Investment and Return Projections
Projecting typical returns

Keyword Research
Finding the best keywords for your
business

Landing Page Design
Design of specific landing pages 

Link Optimisation
Anchor text

Media Research/Recommendation
Finding the right media for your
business

Microsoft Adcentre
Managing Microsoft PPC ad
campaigns

Mobile Marketing
Marketing to mobile devices

Multi-variance Testing
Similar to AB testing but wider number
of variable being tested

Opt-in and Data Collection
Collection of data for marketing
purposes

Paid Search, also known as 
Pay Per Click
(PPC) 

Rich Media
(ROI)

Search Engine Marketing
(SEM)

Search Engine Optimisation
(SEO) – onsite & offsite 

Social Media Marketing

SMS Broadcast
Marketing to mobile phones using
SMS

Squeeze Pages
Pages designed to encourage visitors
to give information in return for some
benefit

Statistics & Reporting
Providing you with meaningful
information

Training (PPC)
Training you to manage your own PPC
campaigns

Trend Analysis
Analysis of search trends relating to
your keywords

Web Development
Design & programming web pages.
New projects or improving existing
sites

Yahoo Search Marketing
Managing Yahoo PPC ad campaigns

Have you read our free guide ‘25 ways to improve your website results in 25 days’? 
Visit our website for details.
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Digital Marketing – Services
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Digital Marketing – Case Study 1
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Client:
Pool Lane Classics

Background:
Pool Lane Classics are a leading UK
based classic car restorer. With
increasing competition and harder
trading conditions Pool Lane MD
Andrew Heap needed to ensure his
lead generation program was as

effective as possible.

Brief:
Reduce cost per enquiry and find
which advertising is working and which
is not.

Execution:
Reviewed existing advertising, tracked
enquiries through to orders and

worked out best quality media. Tested
different versions of adverts to
establish the best performer.
Instigated banner and pay per click
advertising to generate relevant traffic. 

Results:
Cost per enquiry was slashed to 20%
of its previous level.

“I’m delighted with the results
you’ve generated for me.”
Mr Andrew Heap,
Managing Director, Pool Lane Classics
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Digital Marketing – Case Study 2
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“Previous agencies have lacked the
focus on results. Your
understanding of the motor trade
and common sense approach
delighted myself and the board.”
Peter Rosie,

Marketing Director, mfldirect

Client:
mfldirect

Background:
mfldirect are Europe’s largest vehicle
fleet re-marketer, selling 130,000 used
cars into the motor trade every year. 

Brief:
Reduce cost per enquiry and find
which advertising is working and which
is not.

Execution:
Analysis of most profitable customers
and profiling Email appending, 
Email lead generation, telemarketing,
Banner advertising, SEO, 
Pay Per Click advertising. 

Results:

� Drove percentage of online sales
from 48% to 72% within 12 months  

� Generated an additional £3.12m in
additional profit

� Increased number of active buyers
by 11%


