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Foundation

This free tool will help you track just about everything you need to 
make informed strategic marketing decisions.  

All you need is a Gmail account and the ability to add a tiny bit of code 
to your site or send it to someone who can. 

If you already have Google Analytics set up on your site, great! Now it’s 
time to understand what metrics are important. First, let’s set up the 
most important part of your analytics…

Google Analytics:

https://analytics.google.com/


Conversion tracking

Tracking conversions (web form completions, email signups, 
phonecalls, etc…) all provide incredible value when analyzing your 
website data. 

Conversion tracking is very simple to set up when your forms or opt-ins 
send visitors to a “Thank-You” page. You can follow this link to set 
these up. 

Phone calls are also eligible to be tracked in Analytics as long as you’re 
using a call tracking number with a company that integrates with 
Google Analytics. If you’re unsure, simply call your call tracking provider 
and ask for help setting it up.

https://support.google.com/adwords/answer/1722054?hl=en


Mobile friendly

Nearly 60% of online searches come from a mobile device, and depending on 
your business, it may be even higher. Here are a few tips to ensure mobile 
users have a great experience on your site:

• Provide immediate and precise answers to common questions or objections. It’s not 
easy to navigate to multiple pages on a mobile device, so users are likely to leave if 
they can’t find what they need right away.

• Make contacting you super duper simple. Whether through a click-to-call phone 
number or a simple, prominent contact form, be sure to have a clear call to action 
and a simple way for visitors to take the desired action.

• Simplify your navigation. Make sure the most visited and highest converting pages on 
your site are in the navigation systems with limited dropdowns.

• Optimize your images. If your site takes a long time to load, it could be because your 
images are too big. Ask your website manager to decrease the size with retaining 
image quality.  



Funnel

One of the most important elements of any type of marketing is know your target market 
at a deep level. Not just their demographics, but also their dreams, desires, fears, and 
frustrations. One of the best ways to turn your site into a lead generation machine is to 
reflect more of what your target market wants and less of what they don’t. 

How do you do this? Ask them of course! There are many tools online you can use to
survey your market, however, one of my favorites is HotJar.com. They allow you to create 
heatmaps to see where people click on your site, scrollmaps to see how far down a
webpage your visitors scroll, polls and surveys to learn more about your market, and even 
have an option to record visitors as they interact with your site!

The data you can glean for these is invaluable and very cost effective! For ideas on what to 
ask your visitors, check out this article.

Surveys & Heatmaps:

https://hotjar.com/
https://www.hotjar.com/blog/2016/03/05/questions-love-to-ask-users/


Compelling Copy
Once you understand what your target market wants, you don’t need to hire an expensive 
copywriter or even read a bunch of books on the topic. Here are a few simple steps to follow to
make sure your website leads your visitors down a specific path to take action and minimizes 
distractions along the way.

1. Speak your visitor’s language. So many sites tout how awesome they are, what their services 
are, and even go into detail right away about product/service features. Here’s a tip** people
do business with people, not with websites or companies.** When you’re creating copy or 
content for your site, write like you’re having a conversation with a real person in front of 
you. Make it all about them and then show them how your solution can maximize their 
goals and aspirations while minimizing their fears and frustrations.

2. Be clear on what you want them to do next. After building value and rapport with them, ask 
them to take a next step… opt-in for free information, fill out a form for a consultations, call 
you… whatever it is, make it clear. 

3. The higher the commitment you want the visitor to make, the more trust you need to build. 
Consider adding trust badges, reviews, 3rd party endorsements.

4. Minimize the opportunity for you visitors to get distracted. Get rid of multiple calls-to-action
like having an opt-in, web form, and a phone number. Reduce or remove links to other 
pages. Make it easy for the visitor to follow a thought pattern and take a desired action.



Fantastic Forms

Every page on your site should have a call-to-action. Whether it’s an opt-in, an contact form, or 
a link to another page/site, it should be clear that the visitor should take this action.

Specifically for forms here are a few ways to make your forms fantastic:

1. Get rid of unnecessary fields. Think about what you absolutely MUST have – usually this is 
just Name, Email, and maybe a Phone Number. If you do NEED an address, be sure to 
prepopulate the state and country if possible.

2. Try a checklist before you ask for name/email/number. Ask your visitor what they’re 
interested in and then add a few checklist options. By selecting an option or two, they are 
psychologically committing to complete the form by performing “micro-yesses”. Generally 
speaking, the more times a person makes a micro-yes, the more likely they are to follow 
through and complete the form.

3. If your form is long, try splitting it up into sections so it’s not so overwhelming all at once.

4. Don’t use “SUBMIT” as your button text for sending the information from the form. Most 
people don’t like to submit to authority, to their husbands, wives, or partners, or to anyone 
for that matter. Especially a website they don’t really know or trust. Psychologically this 
word has some pretty negative connotations. You don’t have to super creative, even SEND 
will do. Or CONTACT US TODAY. 



Flood

The “if you build it, they will come” mentality just doesn’t work when it comes to websites. Just because you have a site, doesn’t 
mean you’ll automatically have a flood of visitors, leads, and sales. So let’s briefly discuss the 3 main options to get new visitors to 
your website.

Paid: You can use platforms like Google, Facebook, YouTube, & Instagram (to name a few) to drive traffic to your site. Google allows 
you to show ads on their Search Network where you can show your ads to people actively searching for you products and services. 
Social media sites allow you to show your ads to targeted groups of people based on demographics, psychographics, behavioral and 
interest categories, as well as life events.

Organic: Search engines may list your site based on how relevant your site and content is to a particular search. There are a lot of 
variables that go into where your site ranks in relation to other sites and is a bit outside the scope of this simple training. However, 
the main factors are time, competition, content, on-site best practices, and the amount of other high-quality sites linking to your site. 
For a new site, you’ll want to supplement traffic with the other forms while your organic rankings build.

Direct: People can also visit your site directly from email marketing or just by typing your site’s domain in their search engine address 
bar. Email can be a great way to send traffic to your site that’s targeted.

Another not-so-common form of traffic is referral traffic. This would be traffic directed to your site through other websites like online 
directories, articles, or sites.

**Which traffic strategy is right for you? Well that all depends on your target market, your offerings, and your budget. To get clear on 
the best plan for your business you can schedule a free clarity call with me today by clicking here.

Traffic Trifecta:

https://acmarketingconsulting.com/schedule-your-free-clarity-session-today/


Conversion Catalyst
All the traffic in the world won’t do you a lick of good if no one takes action to call, subscribe, or fill out 
a contact form. And although this seems obvious, for every $100 marketers and businesses spend on 
driving traffic to sites, they only spend $5 working to convert that traffic. It’s a bit like paying your sales 
team for generating leads instead of sales. After running over 1,400 scientific split tests for hundreds of 
businesses across the US and Canada, here are a few of my biggest takeaways for turning your website 
visitors into leads and customers.

1. Do your research and understand your target market. This goes right back to the foundation, 
however, 80% of most businesses fail to perform any type of market research. If you don’t know 
your target market’s dreams, desires, fears, & frustrations, how are you supposed to influence 
them to do anything?

2. Clarity trumps persuasion. You can use every psychological tool in the book to try and persuade a 
visitor to do something, however, if you message/offering isn’t clear it won’t work. Get super 
focused and clear on what it is you can do for your visitors and then simplify even more.

3. How much content should you have on a page? It depends. The higher commitment you’re asking 
a visitor to take the more trust and value you need to build. 

4. THE MOST IMPORTANT!! Test everything! Every market, location, and industry has different 
nuances so something that works to convert visitors in New York may not work for a similar 
business in Pennsylvania. Try different strategies and see what works. Most of the time when you
see a super successful business, it’s becaused they’ve tried hundreds of different iterations of their 
marketing strategy until they hit the jackpot. For more information how to run scientific tests for 
accurate results and data, book a clarity session with me today by clicking here.

https://acmarketingconsulting.com/schedule-your-free-clarity-session-today/


80/20 Strategy
The 80/20 principle or Pareto Principle says that 80% of outputs are a result of only 
20% of inputs. Simply stated, 80% of your results come from 20% of your actions. 
For a business this might mean that 80% of your sales come from 20% of your 
customers or in your home 20% of your floor gets 80% of the foot traffic. 

As you grow your business and your online presence there starts to be more
variable than you can possibly manage. Even professional, seasoned digital 
marketers can’t monitor and optimize for every metric, variable, or option. This is 
where it’s important to understand how you can use this principle to help you focus 
on only the most important online marketing aspects for your business. 

80% of your web leads will come from just 20% of your pages and 20% (or less) of 
your keywords or audience targeting. Know what these pages, keywords, and 
audiences are will enable to to reinvest in what’s working so you can improve leads, 
sales and marketing ROI.

To learn more about how to double your leads in 90 days and how this entire 
training falls into a much larger framework to grow and scale in less time than you 
ever dreamed possible, pick a time that’s best for you for a free clarity session.

https://acmarketingconsulting.com/schedule-your-free-clarity-session-today/

