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Helping You Attract Customers 

Through Web Marketing and Search Engine Optimization

Anna Tulchinsky: Ph.D. Candidate, Linguistics (Semantics)

� Website: www.annatulchinsky.com
� Email:     info@annatulchinsky.com
� Phone:    (613) 231-6308
� Ottawa, Ontario, Canada    
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Agenda

1. Introduction - 5 min

2. Understanding search engines - 5 min

3. Outsourcing SEO - 5 min

4. Do it yourself: SEO in 10 steps - 60 min

5. Paid ad campaigns -10 min

6. Email marketing - 5 min

7. Social media marketing - 5 min

8. What not to do - 5 min

9. Resources (arranged in working order) - 0 min

10. Q&As - 20 min

Total: 120 min.
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Introduction
Main Definitions

� Search Engine Optimization (SEO) – “organic” or “natural” optimization
� Large Site (relevant content with repeated keywords)

� Clever navigation (hierarchy, good fit within main category)

� Link Popularity (organic)

� Keyword density in 
� Page copy, Title tags, on-page headers, links, META tags

� Search Engine Marketing (SEM) – “paid” services. NOTE: there is no 
dependency between organic SEO and purchased SEM

� Paid-Per-Click (PPC) Campaigns
� Paid-Per-Action (PPA) Campaigns (introduced by Google in 2007)

� Paid-Per-Impression (PMP) Campaigns (not recommended for small 
businesses)

� Purchased Advertisements (Banners, Text Links)

� RSS and Press/News Release Distribution (part of Social Media)
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Introduction
Main Definitions (Cont’d)

� Internet Marketing
� Email campaigns, and now

� Social Media Marketing (RSS, blogging, tagging, bookmarking)

� Main Goal: It’s all about attracting users to your site and getting them to
register with you and place orders. High conversion rate and low abandonment 
rate are primary concerns (traffic is secondary!)
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Introduction (Cont’d.)
Short and Long Terms

� Optimize your site “organically”, make it super user-friendly, 
build links

� One large project with minimal maintenance in the future

� Lots of work (writing, site design)

� Takes time

� Enroll in Google’s AdWords and similar PPC campaigns on 
other search engines

� Continuous spending

� Tracking, monitoring, and management (some work)

� Quick results

� Do both, by keyword priority
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Introduction (Cont’d.)
Why Do I Need SEO?

� After all, 60% is NOT doing it..?
SEM Spending Soars 62% and Reaches $9.4B in 2006

Opportunity anyone?

� But paid services are available..?
But of course!

� Are there real $ benefits..?
Huge lasting ROI

� High positioning on search engines

� Greater perceived expertise

� Incoming warm leads

ORDERS and SALES
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Agenda

1. Introduction

2. Understanding search engines

3. Outsourcing SEO

4. Do it yourself: SEO in 10 steps

5. Paid ad campaigns

6. Email marketing

7. Social media marketing

8. What not to do

9. Q&As
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Understanding Search Engines    

� The term Search Engine is often used to describe both search engines and directories (note that Yahoo is a 
directory). 

� Search engines search databases, not directly W W W. Search engine databases are selected and built by 
computer robot programs called spiders (or sometimes crawlers)

� Google’s spider is called Googlebot
� Yahoo’s spider is called Yahoo Slurp
� MSN’s spider is called MSNbot
� AltaVista's spider is called Scooter
� Alexa's spider is called ia_archiver

� Alexa’s ranking depends on how often your pages get visitors and how long they stay on your pages)

� After spiders find pages, they pass them on to another computer program for indexing. This program identifies 
the text, links, and other content of the page and stores it in the search engine database's files so that the 
database can be searched by keyword and whatever more advanced approaches are offered, and the page will be 
found if your search matches its content. When you search the web using a search engine, you are always 
searching a somewhat stale copy of the real web page. When you click on links provided in a search engine's 
search results, you retrieve from the server the current version of the page.

� Search engines store information using human classification system, by categories. Google’ uses dmoz.org for its 
directory structure. For specific relations between various engines, review information at the bottom of this page: 
http://www.annatulchinsky.com/Resources_SEO_SearchEngines.htm
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Understanding Search Engines (Cont’d)

Important notions for organic site optimization:

� Ratio (metrics)
� # of keywords per page
� # of keywords in metatags, image tags, colors, etc.
� # or words per page
� # of links per page, # of links pointing at the page, etc.

� Category
� Classification system (Google uses dmoz.org)
� Category (top level)
� Sub-categories (the closest ones, usually up to 2)

� Hierarchy
� Conceptual (URL, folders, file names, menu items)
� Contextual (headers, subheaders, bullets, etc.)
� Spatial (how high on the page and how close to the top URL)
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Understanding Search Engines (Cont’d)

You need to please search engines, primarily Google . 
Search engines care about ‘expertise’ and ‘relevance’

How many keywords +
� Amount of information with (# of pages, page length)
� Frequency of repetition (per page, per link)
� Positioning (how high on the page and how close to the top level)
� Page Title tag and META tags

How many related links + 
� Incoming (from other sites to your site)
� Outgoing (from your site to other sites)
� Internal (within page, within site, particularly important for Google)

How many synonyms and grammatical variations (concept-based) +

Definitions (Wikipedia):
� Expertise: …In many domains of expertise estimates of 10 years experience or 10,000 hours deliberate practice are common. 
� Relevance is a term used to describe how pertinent, connected, or applicable some information is to a given matter.
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Understanding Search Engines (Cont’d)

Major Differences:
� Google gets 47.0500% of all search engine traffic (approx. 268 million a day).
� Yahoo_eng gets 12.7700% of all search engine traffic (approx. 73 million a day). Yahoo gets 12.7700% of all search engine traffic 

(approx. 73 million a day).
� MSN gets 9.0000% of all search engine traffic (approx. 51 million a day).

� Google – particularly likes to see a lot of content (text or copy), long pages with a lot 
of relevant information on them

� Yahoo – particularly likes to see a lot of links first and then content

� MNS – particularly looks at file names, in addition to other things

Example:
� My web page with a file name ‘SEO_Ottawa_Registration’ got me the 1st positioning on MSN for a keyword 

search “SEO ottawa”. 
� For the same keyword, this page was displayed as the number 14th result on Yahoo (2nd page)
� For the same keyword, Google did not show this page and ranked me only as 23rd link, i.e. on the 3rd page.

� Compare to my competitors, I have a much smaller website (I am busy working with clients!)
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Understanding Search Engines (Cont’d)

� Google visits often but does not update it index (rank) every day (sometimes once a month):

� New sites get ranked within 8-12 months by Google (not so by other search engines)
� To check what pages were indexed by Google and how often, use: http://www.google.com/webmasters/
� Also a good tool: http://www.wholinks2me.com/

� Estimating the amount of work. Primary factor: market value, i.e. competition:

Rough rule of thumb to get to the first 2 pages (based on personal experience):

� Replace millions with thousands and divide by 10, or simply divide by 10000

10M results on Google > you need to have 1K optimized pages
780,000 results > you need 78 optimized pages

� Each page should contain no less than 20 links (<100), all should be relevant. Best to surround links with text 
(place 1-2 sentences underneath or next to a link)

� Ensure keyword ratio (min. of 10 times per page, consistency in tags and links)
� Each page should contain min of 500 words (copy), stuffed with keywords
� Preferably, use formatting for keywords: H1, H2, bold, italic, bullets

� For large sites of over few hundred pages, a Content Management System for static pages is required - make sure it 
publishes content without hindering search engines

� Note that once you get on the first 2 pages, you will have a new battle – trying to get to the first 1-3 links on the FIRST page 
(and that will require attention to details)
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Agenda

1. Introduction

2. Understanding search engines

3. Outsourcing SEO

4. Do it yourself: SEO in 10 steps

5. Paid ad campaigns

6. Email marketing

7. Social media marketing

8. What not to do

9. Q&As
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Outsourcing SEO 
Factors to Consider

Good News:          

�SEO is not technical, no secrets

�Surprisingly straightforward and limited in nature

�Once you do it right, the results will stay with you for years

Bad news:

�A lot of leg work (depending on the competition)

�Synchronization across departments, Intellectual Property issues

�Designated person with first-hand successful experience is required
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Outsourcing SEO (Cont’d.)
What is Required?

� First-hand knowledge and 
successful experience is 
required

� Person who’s done it before for 
others

� Successful SEO expert with a 
certain level of authority 
working with various teams

� Designated person with a full-

time commitment to an SEO 
project
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Outsourcing SEO (Cont’d.)

Should I hire an SEO Consultant?

� You will get an expert opinion from a 
person NOT reporting to you. Are you 
interested?

� You will get results quicker due to a 
retainer-based payment schedule

� You will get better results, because 
expert’s livelihood depends on your 
referral
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Outsourcing SEO (Cont’d.)
Should I outsource SEO?

� Yes, you should! Unless:

� You are the boss,

and

� You have successfully done it before,

and

� You are prepared to do it yourself

But in any case, you should know what’s involved!
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Agenda

1. Introduction

2. Understanding search engines

3. Outsourcing SEO

4. Do it yourself: SEO in 10 steps

5. Paid ad campaigns

6. Email marketing

7. Social media marketing

8. What not to do
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Do it Yourself: SEO in 10 steps

1. Find out your business category and outline potential keywords

2. Conduct rigorous competitive analysis

3. Determine your target keywords and key phrases

4. Create a clever navigation structure: modular and scalable 

5. Optimize each individual page on your website (copy, links, code)

6. Create a large website with a style appropriate for your business

7. Create high quality content and alluring calls to action

8. Create as many links as you can 

9. Add content to your website regularly

10. Follow industry news and keep an eye on your competition

USE TOOLS!
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Do it Yourself: SEO Pyramid 

SEO

Follow
trends

Add new content
regularly

Create as many links
as you can

Display quality content
and alluring calls to action

Create large website

Optimize each page

Create clever navigation

Determine target keywords

Conduct rigorous competitive analysis

Know your category and use smart terms

INCOMING LEADS OR ORDERS
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Do it Yourself: SEO in 10 Steps
Step 1: Define Your Business Category and Outline Potential Keywords

� Make sure you identify your business category and select the right 
subcategory:

� Type your most desired keywords and add ‘dmoz’ (check one by one)

� Follow a number of paths to arrive at ONE most suitable category (or sub-
category)

� Check sub-sub-subcategories, click through available listings, write down 
keywords you’d come across

� Go to Google and use their free keyword selection tool at 
https://adwords.google.com/select/KeywordSandbox; write down the best 
potential keywords in the order of priority
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Do it Yourself: SEO in 10 Steps

Step 2: Conduct Rigorous Competitive Analysis

� List your main competitors one by one (often, 3-9 companies)

� Check their ‘Title’ tag and 2 main ‘METATAG’s. Point to the text area on a 
given page, right click, select ‘View Source’ and scroll to the very top of the 
page.

� Find page Title tag: <title>This is what you need to record. This is the most important tag.</title>
� Find description Metatag: <meta name="description" content=“This is where you would pay attention”>
� Find keyword Metatag: <meta name=“keywords" content=“This is where you would pay attention”>

� Check what keywords they buy on Google’s AdWords
� Google company name or URL (domain name) or main keywords, look at the purchased ads on the right.

� Google each of the keywords your competition pays for (or use tools)

� Record market value – # of search results, often in millions (M)
� Record competition positioning – 2:4 stands for ‘page 2, link 4’
� Record your positioning

� Google what you think would be your most desired key phrases
� Record market value
� Record competition positioning
� Record your positioning
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Do it Yourself: SEO in 10 Steps
Step 2: Conduct Rigorous Competitive Analysis (Cont’d)

� Review your main competitors’ websites one by 
one

� Check to see if their main keywords are indeed 
reflected in:

� Folder and File names

� Headers, Subheaders (H1, H2, 
etc.)

� Page copy (i.e. content), and 

� Links (including Bookmarks)

� Use Google Sponsored Links 
http://www.google.com/sponsoredlinks to see 
what keywords your competitors are buying

� Write down any new applicable keywords and 
key phrases you may come across
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Do it Yourself: SEO in 10 Steps

Step 2: Conduct Rigorous Competitive Analysis (Cont’d)

Record all pluses and minuses:

� Do they have proper Title tag and Metatags? (most important: Title tag)
� Do they have a lot of copy (i.e. content)?
� Is their copy keyword-rich? Do they use Header tags with keywords?
� Do they have a lot of relevant links coming and going? Do they interlink pages? Do 

they have a Site Map?

� To check incoming links (back links), use this free service:
www.linkpopularity.com
www.marketleap.com
www.webuildpages.com/tools/default.htm

� To check outgoing links (and your own pages), use this excellent free tool: 
webxact.watchfire.com

� What does the registration page ask for? (if any)
� Is their navigation structure user-friendly?
� Do they “belong”? Is their website appropriate?

� Colors, design and style: B2B vs. consumer-oriented
� Ways of delivering information: large vs. small company
� Customer focus: look at us vs. look at what we do for customers
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Do it Yourself: SEO in 10 Steps

Step 3: Define Your Keywords and Key Phrases

� Make sure you know your category and the most applicable subcategory. Check dmoz.org
carefully, try multiple paths.

� Scrutinize your website the same way you did your competition (hire an outsider). Read your 
pages and try to determine the main keywords the way search engines would (counts per page).  
Use this tool to get precise analysis: http://www.ContextDiscovery.com

� Subscribe to WordTracker for 1 day (only a few dollars) and from the list you’ve compiled using 
https://adwords.google.com/select/KeywordToolExternal check to see what keywords are most 
popular with users. Start with very generic keywords and then “dig” into each one to review 
specific combinations

� Use Google Suggest http://www.google.com/webhp?complete=1&hl=en and record how many 
search results are being returned for each keyword. As you start typing, Google shows you the 
number of results.

� Based on all of the above, select and decide on 10 most important keyword combinations 
(within your business category) and write down 20-30 synonyms and grammatical variations in 
the order of priority. 

� If you are a very large portal, select 30-40 main keyword combinations and 40-50 synonyms and grammatical 
variations.

� Prepare to spend 1-2 weeks on competition and keyword analysis. Careful investigation and selection will 
pay off greatly in the long run, as it will help you focus and make your SEO campaign highly targeted, thus 
avoiding hasty efforts and waste of time.
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Do it Yourself: SEO in 10 Steps
Step 3: Define Your Keywords and Key Phrases (Cont’d)

� The most popular combinations:
� Adjective + Adjective + Product: ‘cotton sports bras’; ‘summer vacations in Florida’; ‘spring 

break cruises’

� Adjective + Product + Location: ‘cheap flights to London England’

� Process + Product+ Location: ‘buying car insurance in Ottawa’

� Selecting appropriate qualifiers:
� We recommend to focus on specific 3-word and even 4-word keyword combinations 

containing the following types of qualifiers:

� Geographical (trips to California, USA family travel destinations)

� By popular attractions (kids disney world attractions, universal studio events, etc.)

� Family related (trip to somewhere with kids)

� Vehicle (car trip to, road trip to, RV trip)

� Distance (shortest way from to, shortest trip to)

� Seasonal  (school break trip to, summer break trip to, etc)
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Do it Yourself: SEO in 10 Steps 

Step 4: Create Clever Navigation Structure

� Arrange your menu items logically (modular & scalable). Incorporate redundancy and 
repetition.

� 5-9 items for the first-level menu (one word: About, Contact, etc.)
� 5-7 items for the second-level menu (two-three words: Areas of Expertise, 

Management Team, etc.)
� 5-7 items for the third-level menu (use your main keywords: Automated Software 

Defect Detection; Weddings in the Ottawa area; CRM software for Hedge Funds)

� Make sure one menu bar stays permanently (single point of reference for users) or 
provide a path on each page: Home > Company > Products. Many websites do both, 
to make it super convenient for users.

� Make sure your contact information is available from every page

� Interlink your pages (‘Site Map’ as well as links to and from various pages within site, 
using keywords)

� Include a registration form for downloads and contests. Use drop-down menus or 
check boxes for selection choices, where possible. This will later allow you to sort and 
search data. Important: This is when you pre-qualify leads and collect valuable 
marketing information. 
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Do it Yourself: SEO in 10 Steps 

Step 5: Optimize Each Individual Page

� Your selected keywords and phrases should be incorporated through:
� Domain name (only if possible)
� Second- and third-level menu items (often only third)
� File names (rename to include keywords, use underscore)
� Page content:

� Title tag and 2 METATAGs: Description and Keywords (including pages for ‘print’)
� Headings with keywords
� Subheadings with keywords (repetition is appropriate)
� Use bookmarks with keywords
� Outgoing links (weave in keywords, not simply “click here”). Have at least 10 quality links per 

page
� Links to other pages on your websites, aim at creating multiple loops (scatter white papers, 

product demo announcements, surveys invitations, and other ‘calls for action’ on selected 
pages where it maybe appropriate). Place a summary paragraph containing keywords 
underneath each link. Do not forget a ‘Site Map’ on each page.

� Bolded keywords throughout the page (repeat exactly or as close as possible 10 times per 
page)

� Have at least 500 words of content on each page, repeating keywords, their synonyms and 
grammatical variations. The more content per page the better.

� Use formatting styles, such as tables, bullets, italics, colors, icons, images)

� For your most important keywords, create 2-3 large pages per each targeted 
keyword and optimize properly (lots of keyword-rich content, pdfs, and links)
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Do it Yourself: SEO in 10 Steps 

Step 5: Optimize Each Individual Page (Cont’d)

EXAMPLE I: PulseHR.com: Employers > Recruit > Foreign Nurses

<head>
<title>PulseHR: Recruitment of Foreign Nurses</title>

<meta name="description" content="PulseHR is a recruiting agency specializing 
in recruitment of foreign nurses into the United States, Canada, and the 
United Kingdom">

<meta name="keywords" content="recruitment of foreign nurses in USA, 
foreign nurse recruitment, foreing nurse recruitment, foreign nurses to 
Canada, foreign RNs, recruitment of foreign RNs, recruit foreign nurses, 
hiring foreign nurses, hiring international nurses, international nurses, 
international recruitment of foreign nurses, requirements to recruit foreign 
nurses, nursing immigration, employment based immigration of nurses, 
immigration of foreign nurses, foreign nurses immigration”>

<meta name="robots" content="noarchive">
<meta name=“Googlebot" content="noarchive">
/<head>
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Do it Yourself: SEO in 10 Steps

Step 5: Optimize Each Individual Page (Cont’d)

EXAMPLE II: Software Company.com: Focus Areas > Defect Detection/Prevention

<head>

<title>Company Name: Automation of defect detection and defect prevention in software development </title>
<meta name="description" content=“Company Name provides automation technology for defect detection and 

defect prevention, such as code defects, structure defects, security defects, source code review, code analysis 
as well as design analysis and design modeling, including code refactoring and rearchitecturing.">

<meta name="keywords" content="defect detection, automated defect detection, code defects, structure defects, 
security defects, source code analysis, code review, code inspection, code analysis, automated defect detection 
technology, design analysis, design modeling, automation of defect detection, defect prevention, automated 
detection of defects, detection of defects in code, automated defect detection technology, source code defect 
detection, automation of code review, automation of code analysis, source code analysis, automation of code 
inspection, source code inspection, automated code analysis, code re-factoring, code re-architecturing, 
automation of code refactoring, automation code rearchitecturing, automation of design analysis">

� The first 10 will need to be changing from page to page, because they should reflect content of a 
particular page; the remaining ones – can be repeated from page to page and don’t need to change. It is 
best to tweak the last two for each page as well (but not required).

� The Title tag is the most important one (most spiders ignore all metas, but not Google)

<meta name="robots" content="noarchive">
<meta name=“Googlebot" content="noarchive">
</head>
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Do it Yourself: SEO in 10 Steps

Step 5: Optimize Each Individual Page (Cont’d)
Java Script and Frames:
� Googlebot crawls Java Scrip, for others use appropriate tags

� <noscript>….</noscript>
� <noframes>….</noframes>
Examples: http://www.annatulchinsky.com/Glossary_SEO.htm#NOFRAMES%20tag

� Place all Java script below </head>, even though it goes against good programming principles
� This is not crucial, but given the point-based system of any rating, everything counts and, in sum, every step contributes to your 

overall rating.

AJAX and SEO: Workarounds

� The main issue: Unique URL for each page is needed (bookmarkable, indexable). Other Important Issues: Google AdSense
cannot be streamlined to AJAX pages. Google Analytics code does not work with AJAX pages. Google conversion tracking code does 
not work with AJAX.

� Search engines work like text browsers (download lynx). They need to see a unique URL per page. Your ranking improves 
dramatically, if you have your main keywords in your top URL and if you store your files in folders that also contain keywords (see 
previous examples with dmoz.org)

Main approaches to work around AJAX (apart from removing it partially where possible):

1. Creative ways of re-writing URLs
2. Re-directing spiders away from dynamic pages to “mirror” static pages
3. Feeding different content to spiders vs. users (content negotiation - serve different versions of a document (or more generally, a 

resource) at the same URL
4. Let Google help you: http://code.google.com/ - NEW!

Main considerations:
� Results may be perceived as “trickery” by search engines (especially if you decide to use mirror approach)
� Search engines evolve, they become smarter
� Googlebot crawls Java script, i.e. you do not need to provide an alternate text.
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Do it Yourself: SEO in 10 Steps
Step 6: Create a Large Website with a Style Appropriate for Your Business

� Modular and scalable navigation structure
� For the first-level menu items, use broad terms to enable flexibility (‘Technology’ vs. ‘Technology 

Description’; ‘Contact’ vs. ‘Contact Us’; ‘Services’ vs. ‘Customer Support’)
� Plan for menu items and pages to be added easily, without re-structuring or disturbing logic
� Incorporate redundancy and repetition in your navigation structure (create ‘Products’ and ‘Solutions’, 

and ‘Technology’, and ‘Services’. Repeat content, changing perspectives and focus).

� Long pages are ranked higher (but they are not always appropriate)
� Use bookmarks with keywords
� Use Header and Sub-header tags repeating keywords
� Where long pages can’t be used, use multiple shorter pages and try incorporate more links stuffed with 

keywords

� Re-use information in various formats, but make sure to modify and re-arrange it 
to avoid getting into Google Hell (supplementary results/index). Provide PDF 
versions where appropriate, etc. (do not overdo, use only for “descriptive” pages).

� Produce newsletter and store it on your website in ‘Archives’ (this is where long 
pages would be perfectly appropriate). 

� Create multiple “descriptive” pages (Industry Overview, Market Overview, 
Technology Description, Blogs, etc. – they will also contribute to your reputation and 
increase “perceived” expertise)
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Do it Yourself: SEO in 10 Steps 
Step 6: Create a Large Website with a Style Appropriate for Your Business (Cont’d)

� Use consistent color scheme & fonts
� Define your style, colors & fonts together with keywords (use .CSS file)

� Use Header tags, bold, italics, color, bullets, but be consistent and do not 
overuse

� Preserve page layout and style from page to page

� Use content management system if your site is large (over 200 pages), make 
sure that your CMS publishes content without hindering search engines 

� Create a uniformed and appropriate style
� Have fancy tables and stylish GUI, where appropriate

� Make sure the look-and-feel of your site is “appropriate” for your business 
(restaurant vs. software development company) and that it fits the “mentality” 
of your customers (nurses vs. chip designers)

� At the very least, try not to be “annoying” with pop ups, flash-driven ads or 
similar methods. Try to “belong” to your field.
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Do it Yourself: SEO in 10 Steps 
Step 7:Create good quality content and alluring calls to action

� Respect for users
� Interesting content (interesting to users, not just you; provide good value; avoid spin, hype and other 

means of manipulation)

� Contact forms (take care to explain how to provide information, why certain entries are required, etc.)

� Registration forms & Shopping carts (inform users what will happen next, include help phone number)

� No trickery or surprises (use predictable redundant navigation and dynamic behaviour)

� Do not mislead, do not disappoint

�Example: I was offered to download “an ROI calculator for SEM”, registration was required, but 
upon download, I received a 3-page pdf with a very basic overview of what is involved in SEM, 
there was no calculator.

� Calls-to-action with something of value to users (do not offer them an “opportunity” 
to subscribe to your newsletter or tell them that they should “feel free” to refer your 
products

� Clear differentiation between what’s for sale and what is free.

� Do not bore them with stories about your coffee chats. If you are writing a blog, 
make sure it has something of value to others. Blog is not a diary anymore. It 
evolved to be a new type of journalism, hence content needs to be appropriate.

� And do not forget to collect proper statistics, use tools, pay attention and act on 
user feedback (evaluate your registration and shopping forms, their display text 
and location)
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Do it Yourself: SEO in 10 Steps 
Step 7:Create good quality content and alluring calls to action (Cont’d)

High conversion rate & low abandonment rate > Revenue:

� Use different color-coded backgrounds for various blocks of information, thus clearly separating the main body 
from auxiliary content (offers, links, calls to action, etc).

� Use bread crumbs (i.e. path): http://www.mentor.com/products/pcb/index.cfm
� Search box on every page – upper left corner, potentially on the margins
� Display the same menu bar on each page – consistency, ease of navigation, predictability
� Duplicate all related sub-menu items for a particular page on the left hand side, place them as simple links
� Use main keywords for all folder names, file names, and menu item names. Use underscores to separate 

words.
� It is important to provide high quality photography (adds to conversion rate)
� Use calls to actions that lead to revenue – very important! However, if they do not anticipate user’s needs 

and interests, the abandonment rate will still be high. This is the ultimate purpose of your SEO and Online 
Marketing campaigns

� Make sure the registration form(s) are not cluttered and give an impression that they are very easy to 
fill. Have nice introductory welcoming paragraphs; collect proper data and statistics (zip codes, emails). 

� Use white space – do not clutter pages too much, it is hard on the eyes, requires concentration. Instead, create 
more pages.

� Place registration prompts next to interesting poll results, i.e. something that everyone will be curious to find 
out (Do women control travel plans and spending? Do you plan travel well in advance? Do men cheat on 
travel? Do women cheat on travel? Would you travel for pleasure alone?). Store these polls in a separate 
section (create a separate folder). Find appropriate excuses to ask for registrations (emails).
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Do it Yourself: SEO in 10 Steps

Step 8: Create as Many Links as You Can

� Create a ‘Site Map’ and interlink various pages within your site, creating new pages and connecting them in loops (embed and repeat 
your most important keywords)

� Examples of cleverly optimized pages:
•http://www.hotelclub.com/Specials.asp
•http://realtravel.com/tagsmap-x1570532.html, follow a few links from there to see variations
•http://www.orbitz.com/hotel-info/ and http://www.orbitz.com/car-info/
•http://www.pulsehr.com/CompanyList.asp
•http://www.pulsehr.com/Resources.html
•http://www.onlinetravel.com/cheap_flights/Australasia.asp

� Create bookmarks as often as possible, place them horizontally or vertically on the page (repeat important keywords)

� Bookmark is a hyperlink to a reference located on the same webpage
•http://www.pulsehr.com/Resources.html

•http://savvytraveler.publicradio.org/before/index.shtml#guides

� Register in free government and industry directories (local, Federal). Government sites get higher rating because of their authority. 
Include “specialized in” within your description. 

� Purchase ads on large reputable websites that are related to your business (within your area of expertise or semantic category)

� Place links to others (create ‘Resources’ or ‘Technology Library’ section on your website and reference large reputable sites in your 
industry, such as professional associations, standards organizations, academic institutions, forums, online magazines, etc.)

� Create Blogs (may not always be applicable)

� Provide an RSS news feed on topics most relevant to your business

� RSS stands for ‘Rich Site Summary’ or ‘RDF Site Summary’, but you often see it being decoded as ‘Real Simple 
Syndication’. It is a format for distributing and gathering content from sources across the Web, including newspapers, 
magazines, and blogs).
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Do it Yourself: SEO in 10 Steps
Step 9: Add Content to Your Website Regularly

� Industry and Market News with 
Keywords

� Company News with Keywords
� Tradeshows

� Surveys

� Contests 

� Press Releases with Keywords

� Newsletters with Keywords

� White Papers and Technology Notes 
with Keywords (include an abstract 
with keywords; request registration)
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Do it Yourself: SEO in 10 Steps
Step 10: Follow Industry News and Keep and Eye on Your Competition

� Read the founding fathers (use direct sources of information):
� Google, dmoz.org, Yahoo!, and MSN

� http://www.searchguild.com/ - search engine optimization forum recommended by Sergey Brin
himself (Sergey Brin is one of the two founders of Google)

� www.marketleap.com - lets you compare the popularity of your site (measured in number of links) 
against three other sites, or verify how well your chosen keyword combination ranks in the various 
search engines. 

� www.wordtracker.com - identify how often your keywords are being searched for and also how 
many other sites use the same keywords. Purchase a 1-day subscription for just a few dollars to 
see how this tool works (for small sites, that’s all you may need). I recommend you do that 
BEFORE you do anything else. 

� Free SEO tools: http://www.google.com/webmasters and also very useful
http://www.google.com/sponsoredlinks

� Free SEO tools, including useful competitive analysis and link popularity tools: 
http://www.webuildpages.com/tools/default.htm

� For a collection of various free SEO, Web Marketing and online management tools, use 
‘Resources’ on my site: http://www.annatulchinsky.com/Resources_SEO_WebTools.htm . Use 
Google tools, they are free and exceptionally useful.
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Do it Yourself: SEO in 10 Steps 

DO IT RIGHT!

1. Find out your business category and outline potential keywords

2. Conduct rigorous competitive analysis

3. Determine your target keywords and key phrases

4. Create a clever navigation structure: modular and scalable 

5. Optimize each individual page on your website (code and text) 

6. Create a large website with appropriate style

7. Create high quality content and alluring calls to action

8. Create as many links as you can 

9. Add new content to your website regularly

10. Follow industry news and keep an eye on your competition

Excellent Visibility.  Great Website.
Incoming Leads or Orders!
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Paid Ad Campaigns

� Enroll in Google’s AdWords campaign (ask Google to do it for you or hire a 
consultant)

� For large sites, enroll in Google AdSense. You allow Google to place 
keyword ads on specific pages on your site and share the revenue. Decide, 
if it is appropriate for your business.

� Google Sponsored Links
Use Google Sponsored links http://www.google.com/sponsoredlinks to see 
what keywords your competitors are buying. Used properly, this tool can 
save you thousands of dollars! Pay attention (copy and paste in a separate 
document) on what phraseology your competitors are using and do better 
than they are. Find an interesting angle.
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Paid Ad Campaigns (Cont’d)

� Enroll in Yahoo Search Engine Marketing and MSN keyword campaigns:

� http://www.content.overture.com/d/USm/ac/index.jhtml (Yahoo 
acquired Overture)

� http://inventory.overture.com/d/searchinventory/suggestion/ (Yahoo 
keyword selector tool)

� Purchase ads and text links on large, reputable websites in your industry 
(do not use unrelated sites). Create a list in advance and work it gradually.



info@annatulchinsky.com
Attract Customers through Web 

Marketing & SEO 44 out of 65

Agenda

1. Introduction 
2. Understanding search engines
3. Outsourcing SEO
4. Do it yourself: SEO in 10 steps
5. Paid ad campaigns
6. Email marketing
7. Social media marketing
8. What not to do
9. Resources
10. Q&As



info@annatulchinsky.com
Attract Customers through Web 

Marketing & SEO 45 out of 65

Email Marketing

� Users respond to email campaigns, if such campaigns are conducted properly (email campaigns can be the most 
cost-effective means of building customer base and generating repeated revenue)

� Professional look and feel is important
� Honest content is important with straightforward offers (no trickery)
� Interesting content is important. Companies seldom provide content that is interesting to users and focus on 

what is important to them (sending snippets from their press releases, etc.)
� Examples can be supplied upon request

� Conduct bi-weekly or monthly email campaigns
� Purchase mailing lists: NetAtlantic (very inexpensive)  and SparkList (more expensive, but still easily affordable) 
� Purchase email and news distribution services from established sources. Distribute your news or PR releases 

online using Pr.com (free) and PressReleaseNetwork (from $200 to $500) and PRWebDirect ($169), and maybe 
also PRNewsire (prices start at $680 per release, plus an annual membership at $150 is required, but the 
service is good)

� Use partners’ mailing lists
� Start building your own opt-in lists (via various calls to action):

� Subscribe to newsletter
� Download materials (songs, tips, photos, referrals, etc.)
� View demos, etc.

� Implement appropriate design and appropriate content for your email message
� Decide on frequency and type of content in advance
� Do not send boring press releases or similar content. If you do, make sure to indicate right at the beginning that 

it is an official press release
� Do not send more than one email per day to a user (make sure you manage your lists well)
� Use professional email distribution systems like VerticalResponse.com: http://www.verticalresponse.com – very 

affordable, integrated with Salesforce.com
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Email Marketing (Cont’d)

� Users respond well to polls surveys with rewards (high click-through rate, high 
response rate). Users appreciate surveys and often take the opportunity to provide feedback 

� Companies seldom utilize surveys to its potential (user feedback is left without acknowledgement, i.e. no thank-
you note, no follow up calls, hence lost referrals, lost customer loyalty, lost revenue)

� Build a survey in minutes and free of charge: http://www.surveymonkey.com
� Pay extra, but enjoy more freedom and more useful features: http://www.zoomerang.com - allows you to conduct 

more sophisticated online surveys and polls. Basic service is free. Upgraded service is $599 per yet, but it 
seems to be worth it, as it lets you export the results of your surveys into spreadsheets and business reports; 
brand your survey to enhance your professional look; save your data indefinitely; deploy an unlimited number of 
surveys to ensure you reach all your customers or constituents.

� For polls, go wild with this site http://www.dpolls.com

� Proper reports would make all the difference
� Companies seldom take care to set up an intelligent reporting mechanism (limiting themselves only to Google 

Analytics and similar tools).
� Customer relationship management (CRM) system and email management system are a must
� Your email management system must be incorporated with your CRM
� Your website registration pages must be incorporated with your CRM system (add a few lines of code)
� Google Analytics must be incorporated with your registration page statistics as well as your CRM system (like 

Salesforce.com). 
� Otherwise, you will need a few different reports to get the full picture. Ideally, a one point of reference is the best 

solution for reporting (must be custom created, but worth the effort)
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Email Marketing (Cont’d)

Creating an email marketing plan is easier than you think.

1. Find good mailing lists (or use your existing ones).
� NetAtlantic (very inexpensive) and SparkList (more expensive, but still easily affordable). 
� Purchase email and news distribution services from established sources. Distribute your news via Pr.com (free) and 

PressReleaseNetwork.com (from $200 to $500) and PRWebDirect.com ($169), and maybe also PRNewsire (prices start at $680 
per release, plus an annual membership at $150 is required, but the service is good, particularly useful for technology 
companies) 

2. Decide on content themes for the next 6 months to create interest and continuation. Split themes by issues. Use 
content that would be of interest to users and weave in your product info in passing. Research your industry news and 
scandals. Find shocking statistics. Present your content in an enticing style and ensure ease of reading. Make it 
entertaining. 

3. Use professional looking HTML template (www.templatecentral.com), preferably custom-designed. Note that most 
email management systems allow you to paste your own HTML template, along with providing an option to send simple 
text emails. 

4. Get approval from management on the selected strategy. 
5. Decide on the frequency of blasts. Bi-weekly or monthly blasts work well for creating and maintaining user interest. 

Plan to spend at least 3 days on each issue. 
6. Create corresponding landing pages on your site to monitor statistics. Ensure your registration form work properly. 

Collect sufficient statistics, such as First Name, Last Name, Company, Title or Job Designation, Phone, Email, Country, 
State/Province, Main Areas of Interest. Provide ability to specify subscription type (HTML or text). 

7. Follow up with every single registration by phone - within 24 hours. Ask for feedback and suggestions on topics to 
cover in the future. Do not use confident selling style. In most cases, it comes across as arrogant. Be very friendly and 
polite. 

8. Create a road map, identifying specific dates and time of date for each release. Avoid Mondays and Fridays. Do not 
send your release around lunch time or at the end of the day. 

9. Create a workflow and assign roles for each task. Make sure everyone is in synch. 
10. Ensure that your management tools and the registration forms on your website are all integrated with one another 

(VerticalResponse is integrated with Salesforce.com, which can be easily integrated with your website by copying a few 
lines of code on specific pages – all of which makes email management, follow up, and reporting very smooth). 
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Social Media Marketing. Web 2.0

� Web 2.0 can be described as online user collaboration supported by user-generated content. Hence, the term social networking and social 
media (and buzz marketing, viral marketing, etc.). Web 2.0 sites are those sites that allow users to contribute and share content of all sorts (post 
hotel and restaurant reviews and share with others, create online travel itineraries and share with others, post comments on blogs, share photos, 
share videos, share bookmarks)

� Create a company blog
� Use Blogger or WorldPress.org or purchase an additional URL (domain name) and host your blog the way you host your 

website
� Hosting your blog on Blogger has a lot of advantages, but for larger corporations it is best to create a separate URL
� For consulting and service-oriented businesses, best to use Blogger or similar platforms
� Make sure to implement comment moderation (disallow automatic posts)
� Hire a good blogger. Poor content will invalidate all your efforts. Good quality content on your blog will help you become a 

‘thought’ leader
� Bloggers usually look after all Social Marketing needs, including RSS, icons, bookmarks, etc.
� To find a good blogger, check out

� www.Linkedin.com
� www.ifreelancer.com
� www.freelance.com
� www.elance.com
� www.journalismjobs.com
� www.webmasterlabor.com

� Streamline ads from Google AdSense and BlogAd to your blog
� Consider having multiple blogs (most appropriate for services and Web 2.0 companies)

� Likewise, create a company forum
� Do not let it live on its own. You will collect trash. Hire a moderator.
� Implement registration and login requirements
� Do not allow more than 5-10 threads
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Social Media Marketing (Cont’d)

� Purchase News and PR Distribution Services:
� Pr.com (free)
� PressReleaseNetwork (from $200 to $500 per release)
� PRWebDirect ($169 per release, excellent service)
� PRNNewsire (prices start at $680 per release of 480 words, plus an annual membership at $150 is required, plus extra 

charges for every additional 100 words, but the service is good)

� Purchase blog posts:
� PayPerClick.com
� Helium.com

� Implement RSS or other syndication feeds on your own blog and/or your website (very easy to do and very important), so that 
your new content gets automatically distributed across the blogosphere. Use this page for specific instructions on how-to: 
http://www.annatulchinsky.com/Resources_SEO_Blogs_Social_Media.htm

� Implement on your blog all popular widgets (AddThis.com). Also, use this list of the largest 25 Web 2.0 sites (focus on at least 10 
of them, login regularly): http://www.annatulchinsky.com/Resources_SEO_Blogs_Social_Media.htm

� Manually post comments on related blogs with links to your website, but make sure not to violate rules and what’s more important 
– etiquette. 

� Find most reputable blogs http://www/technorati.com
� Find specialized websites with cool or unusual content: http://www.stumbleupon.com

� Participate in specialized forums and post comments with links to your site (find ways to be subtle)

� Monitor blog postings via via Google Search: http://blogsearch.google.com/(use your Google gmail account to subscribe, free)

� Keep an eye on new developments, review definitions, links to some very good guides: 
http://www.annatulchinsky.com/Resources_SEO_Blogs_Social_Media.htm (updated regularly) 
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Social Media Marketing (Cont’d)

Personal Invitations
� If you are a technology company, pay renowned experts to write about your area of 

expertise (not necessarily about your products) and give them permission to cite your 
company as a case study in their future publications. 

� For consumer businesses, hire a journalist or write an interesting article (find an 
interesting angle or perspective that would be entertaining) and submit it to various 
local newspapers and journals (Ottawa Business Journal, for example). They are 
always looking for new events in their community.

� Locate the most important and reputable sources and work your way to the lead 
reporter/expert. Be careful, approach them with care. There is a protocol on how to 
do it. Take care to find out:  http://www.pr-squared.com/ and  
http://www.pitchwire.com/ and http://www.fastpitchnetworking.com
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Social Media Marketing (Cont’d)

Earn extra cash off your blog or website

� To streamline ads to your site or blog and generate revenue, use Google AdSense

� For Blogs, also consider BlogAds

� Post content on your blog and get paid www.payperpost. Your blog needs to be at 
least 90 days and be very active (20 posts in the last 30 days).

� For more resources on how to earn extra cash via your website, blogs and writing in 
general, review this page (section ‘Making Money off Blogs’): 

http://www.annatulchinsky.com/Resources_SEO_Blogs_Social_Media.htm
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What Not To Do

Google is nice. But Google Hell is not.

Cheat and your site maybe removed from Index or what even worse 
moved to so-called ‘Supplementary Index’, lovingly deemed Google Hell. 

It may take months to get re-listed into index, but you may never be able to get out of Google Hell

Here are some NO-NOs:

� Do not hide keywords by using same color of text and background (e.g. white on white)
� Do not repeat exact same keywords in a row a number of times (more than twice)
� Do not create mirror sites (also known as doorway sites) or 100% duplicate sites/pages parked under different URLs
� Do not use questionable companies to build link popularity
� Do not link your website to unrelated websites
� Do not steal and post identical content. Do not post duplicate content on various pages. If you do, invest effort to change and reformat
� Do not cheat in some other creative ways (those search engine designers are smart!)
� Do not panic, if your website suddenly appears a few pages lower than it used to be, after you’ve put additional work in it.
� Do not hire strangers to submit your site to ‘multiple’ search engines. All you need is to submit your site (your home page only, but make 

sure it has a link to your ‘Site Map’) to the following four destinations:
� Google
� http://dmoz.org (human-reviewed directory, read their instructions carefully, submit only when your site is fully ready)
� Yahoo! Search (use your login to Yahoo! email)
� MSN search (requires you to type displayed characters)

� Do not “trick” your visitors but do not forget to provide calls to actions that lead to revenue (sign up, complete survey, enter to win, etc.)
� Finally, never sacrifice quality of your text for the sake of including more keywords or links (instead, add more pages)
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What Not To Do

Most common mistakes

LOW CONVERSION RATE 
+ 

HIGH ABANDONMENT RATE
=

LOW REVENUE
LOW RESPECT FOR USERS

POOR NAVIGATION FAILURE TO ARTICULATE 
COMPETITIVE ADVANTAGE

Assumptions 
that users 

will “guess”

High 
expectations 

for user 
behaviour

Too much clutter 
and blinking

No “bread 
crumbs” for 
deep pages

No single 
point of 

reference

No invitation to provide 
feedback, no surveys

Pop-up windows, 
misrepresentation, 

and trickery

Poor or abrupt 
welcoming or 
confirmation 
messages

Single 
revenue 

generating 
channel

No live support, no 
direct contact info

Poor or 
insufficient “calls 

to action”

Poor reporting 
and statistics 

collection

Confusing email 
campaigns with 
press releases

Low respect for 
formal training

No redundant 
navigation and 

links

POOR TRAINING
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What Not To Do

Most common mistakes (Cont’d)

1. Poor navigation structure (low conversion rate)
� No single point of reference (i.e. tabs), users get lost

� No bread crumbs, i.e. path (example: Services > SEO and SEM > Competitive Analysis)

2. Failure to articulate competitive advantage clearly and repeatedly (high abandonment rate)
� High expectations for user behaviour

� Users are lazy and inattentive, everything must be spoon-fed to them. They must be lured and guided, every step must be supplemented with 
explanations – provide ‘Help’ or ‘What is this?’ links next to every function (do not expect them to read FAQs)

� No “back up” means for generating revenue, i.e. offering one type of product or services only

� Poor branding (logos are too vague and not distinct, colors are not well coordinated, no standard corporate signatures, tag lines are not used in 
email signature by company employees, poor standardization across various customer-facing marketing materials). Branding is a highly 
subjective and sensitive area. Do not stop at asking people who report to you or friends and family members. This could be self-defeating. The 
best way to evaluate your branding is to obtain opinions 100%  anonymously, i.e. via user surveys.

3. Failure to signal or demonstrate respect to users (low conversion rate)
� Undisguised marketing via blogs. This is considered spam. Blogosphere is very tight. Etiquette is very important. If you are an online business, 

you can spoil your reputation.

� User surveys are not conducted. User feedback is left without attention, no follow up actions. No ability to report errors for users

� No FREE and cool content (downloads, etc.)

� Newsletter samples are not posted, content is boring, focused on company news, this is usually not valuable for users

� Introductory paragraphs and messages are arrogant and highly instructional in style, instead of being accommodating

� Graphics and flash demos are of poor quality

� Flash demos on every page. Too much blinking. Advertisements thrown at users’ face spontaneously, instead of appearing in designated spots

� Registration and purchasing pages appear as a surprise (no warning). 

� Registration and shopping carts are not intuitive (flow is unclear or confusing for users). Must be idiot-proof.

� No company info (corporate address and phone numbers are buried down and appear hidden from users)
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What Not To Do

Most common mistakes (Cont’d)

4. Failure to implement live support (high abandonment rate)
� Use chat modules (example: VerticalResponse)

� Use 1-800 phone support

� Failure to respond to emails ASAP (ideally, within the same business day)

� Support personal is arrogant and not accommodating (a growing problem for many businesses)

� Automated email responses do not contain personalized signature and/or company address

5. Failure to utilize email campaigns to full potential
� Do not send content about your company. Do not send snippets from your press releases 

� Offer content that would be interesting and meaningful to users

� Example: This site offers content that makes even intellectuals stay on the site and read: hollywoodtuna
http://www.hollywoodtuna.com/?cat=92

� Include straightforward offers (no trickery). Clearly differentiate what is free and what is not.

� Offer rewards and follow up with winners

� Use friendly writing style and provide personalized signatures (Director of Marketing, as opposed to The XYZ Team). Provide 
photos of the author, if possible

6. Failure to implement proper ‘calls to action’ (hence low conversation rate)
� Calls to action appear on the shopping pages only

� Calls to action are not “interesting” to users

� Calls to action do not offer rewards (at least some of them should offer rewards)

� Calls to actions are not placed in strategic locations (next to maps, videos, pleasing photos, etc).
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What Not To Do

Most common mistakes (Cont’d)

7. Failure to setup proper reporting mechanism
� No use of CRM (such as Salesforce.com)

� No use of email management system

� No integration between registration pages, CRM and email management systems

� Scattered reports, no centralization of information

8. No content management system for static pages (poor scalability)
� Site re-design and/or enlargement is heavily impeded (content needs to be copied manually)

� Upgrades and graphical additions are labour-intensive

� High maintenance to maintain a unified look-and-feel for on-page copy

� Errors (spelling, broken links)

9. Insufficient or no training on Web Marketing and SEO (lower positioning, lower traffic)
� Management underestimates the importance of proper training

� Development team does not implement proper coding techniques (high rate of rework)

� Product management does not account for outgoing and internal links when planning the site

� Writers do not implement coordinated keyword strategy

� Web master does not utilize style sheets to their full potential (Title tags, META tags, H1, H2, bullets, bold, etc.)

� Organic search is not utilized to its full potential (which not only affects revenue, but also reputation and branding)

� Paid advertising eats up all budget

10. Underutilization of free Internet resources and tools (Google Tools)
� Limits scope of action, hence affecting brand awareness, customer referral rate and customer loyalty

� Limits page ranking (fewer incoming links from various directories)
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Resources

Tools, arranged in potential working order

1. Go to my go to ‘Resources’ and take your time - http://www.annatulchinsky.com/ . This page was assembled by me 
in the process of my work with various clients, it is constantly being updated with new links, pay attention to the 
‘Free tools’ section, it will save you hundreds if not thousands of dollars and hours of looking around. Review my 
glossary page, it is functions as a summary of what needs to be done for SEO.

2. Subscribe to WordTracker for 1 day (only a few dollars) and from the list you’ve compiled using 
https://adwords.google.com/select/KeywordToolExternal check to see what keywords most popular with users. Start with 
very generic keywords and then “dig” into each one to review specific combinations. Do that BEFOE you proceed with 
anything else.

3. Google tools http://www.google.com/options/
4. Run you selected keywords by Google https://adwords.google.com/select/KeywordSandbox
5. Use Google Suggest http://www.google.com/webhp?complete=1&hl=en and record how many search results are being 

returned for each keyword. As you start typing, Google shows you the number of results.
6. Use Yahoo keyword selector tool http://inventory.overture.com/d/searchinventory/suggestion/
7. To check what pages were indexed by Google and how often, use: http://www.google.com/webmasters/ . Also a good tool: 

http://www.wholinks2me.com/
8. To check incoming links (back links), use this free service:

http://www.linkpopularity.com and http://www.marketleap.com
9. To check back links, here is another tool http://www.webuildpages.com/neat-o/
10. To check outgoing links from your own website to other websites (and your own pages), use this free tool: 

http://webxact.watchfire.com/
11. Free SEO tools: http://www.google.com/webmasters
12. Enroll in Google AdWords https://adwords.google.com/support/bin/topic.py?topic=10808 , just enroll, you don’t have to 

spend money right away.
13. Conversion rate and other measurements of your AdWords campaigns - https://adwords.google.com/support/
14. Use Google Sponsored Links http://www.google.com/sponsoredlinks to see what keywords your competitors are buying
15. Enroll in Yahoo Search Engine Marketing http://www.content.overture.com/d/USm/ac/index.jhtml (Yahoo acquired Overture)



info@annatulchinsky.com
Attract Customers through Web 

Marketing & SEO 61 out of 65

Resources (Cont’d)

16. Web site statistics – Google Analytics http://www.google.com/analytics/
17. Traffic analysis by Alexa http://www.alexa.com/ - this is an industry benchmark for blogs
18. Create surveys http://www.surveymonkey.com for free (very simple and nice service)
19. Create surveys http://www.zoomerang.com - allows you to conduct more sophisticated online surveys and polls. Basic 

service is free. Upgraded service is $599 per yet, but it seems to be worth it, as it lets you export the results of your surveys 
into spreadsheets and business reports; brand your survey to enhance your professional look; save your data indefinitely; 
deploy an unlimited number of surveys to ensure you reach all your customers or constituents. Create polls 
http://www.dpolls.com

20. Free web conferencing – http://www.uygma.com (scheduling in advance requires an upgrade for $9.99 per month)
21. For free teleconferencing, use +1-218-936-6666 (a U.S. telephone number). Note that long distance charges will apply. But 

you can buy a phone card at your nearest gas station and use it for North American calls. A $5-dollar card will usually give 
you over 300 minutes (we use ‘Apple’). If you are doing online training, buy a phone card for each user and send them PINs
by email. This will keep your teleconferencing costs down, at the negligible level.

22. Everything you need to know  about Web 2.0, Social Media Marketng, RSS, social bookmarking, etc.: 
http://www.annatulchinsky.com/Resources_SEO_Blogs_Social_Media.htm

23. Create blogs in a matter of minutes: https://www2.blogger.com/start (offered by Google)  and http://wordpress.org/ - also 
extremely popular. Another source is TypePad

24. Monitor blog postings via Google Search: http://blogsearch.google.com/
25. Make money off your blog and website http://www.annatulchinsky.com/Resources_SEO_Blogs_Social_Media.htm
26. Distribute your news or PR releases online using Pr.com (free) and PressReleaseNetwork (from $200 to $500) and 

PRWebDirect ($169), and maybe also PRNNewsire (prices start at $680 per release, plus an annual membership at $150 is 
required, but the service is good). Also use FastPitchPress.com and FastPitchBlogs.com

27. Mailing lists from NetAtlantic (very inexpensive)  and SparkList (more expensive, but still easily affordable) 
28. Webinars and email marketing from TechOnline (hosted webinars with email promotion, great for technology companies, 

prices start at $12K, but excellent results). Post your own webinars using Breeze from Adobe 
http://www.adobe.com/products/acrobatconnectpro/, Captasia http://www.techsmith.com/ or free tools like http://moodle.org/. 
Both Adobe and Techsmith offer free trials. 

29. Great inexpensive collection of templates for PPT, email, websites, etc. http://www.templatecentral.com/ and 
http://office.microsoft.com/en-us/default.aspx (free)

30. Free photos, graphics, videos, etc. http://www.gettyimages.com and http://www.flicr.com and http://www.youtube.com
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Summary Points

1.Competitive analysis (WordTracker, Google Sponsored Links, Google Tools)
2.Search Engine Optimization of your site (large site, proper design, back links, 
outgoing links, and especially keyword-rich content on each and every page)
3.Respect for users (logical navigation, bread crumbs, no hype, no trickery, no 
surprises, valuable content, no subtle manipulations, no answering service, live 
support via live chat or at least a working phone)
4.Interactivity on the site or at least an impression of it (RSS, buttons, icons, good 
registration form, and above all – calls to actions)
5.Search Engine Marketing (PPC campaings on Google and Yahoo)
6.Paid Campaigns (text links, banner ads on large related websites)
7.Email Marketing (do it right!)
8.Social Media Marketing (Blogs, Forums, RSS, PRwire, etc.)
9.Educate everyone on your team. Online marketing is cross-functional.
10.Hire serious writers and researchers. Content is both your money and 
reputation.
11.Monitor your performance and measure results. Use Tools.
12.Follow trends. Internet marketing is a $10B industry
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Agenda

1. Introduction 
2. Understanding search engines
3. Outsourcing SEO
4. Do it yourself: SEO in 10 steps
5. Paid ad campaigns
6. Email marketing
7. Social media marketing
8. What not to do
9. Resources
10. Q&As
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Anna Tulchinsky: 

Helping You Attract Customers through SEO

Thank you!


