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T
[image: C:\Users\Mom Desktop\Desktop\untitled.png]here is no doubt about the fact that the Internet age has now arrived.  Just watch television or read the newspaper and see how many dot.com commercials appear.  Consumers are dealing with medical issues, booking vacations, buying cars, obtaining mortgages and going grocery shopping on-line. It makes sense that as the number of Internet user’s increases, the effectiveness of traditional means of advertising will be affected. 
All markets are affected by the Internet age—from legal services to home purchasing. To compete, how can we get involved so that we can increase our possibilities of success while not taking away from our other marketing efforts? Where does one go from here?

We must decide what we want to accomplish through the Internet.  Is the Internet going to be the major thrust of our marketing efforts or provide support for our overall marketing plan?  Is the Internet going to be one of our vehicles for advertising—or is it the only marketing effort?
Advertising.   Yes, there are millions and millions of people surfing the web—but there are almost as many sites.  Imagine a mall that big—how hard would it be to find a particular store? People searching for sites may find thousands within your geographic area and/or selling the same product. You must advertise to drive people to your site.  
[bookmark: _GoBack]This does not mean that you must take out full-page ads in newspapers advertising that you have a web site. It does mean that every marketing piece you produce must include a feature of your website address—from your business cards to Yellow Page ads. You may be surprised to find how many potential clients will visit or call you only after viewing the information on the internet first.  
Signing up for all the search engines in the world will not replace your own marketing plan (though engines are obviously important). If the internet represents a significant part of your marketing efforts, then a greater part of your resources should be spent advertising your site.
Links.  Not all advertising of your web site needs to cost money.  The best way to drive people to your site in a cost-effective manner is to utilize your synergy-marketing partners. Think of all the vendors you utilize and other relationships you have developed. Do any of them have a web site? Would they allow you to show a link from their site to yours? Be prepared to reciprocate and the links from your site to your partners’ represent an additional marketing opportunity. Now the browser will be able to find a multitude of services by visiting your site.
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It is here that you can make maximum use of synergy. If you spend time putting together interesting and useful content for a site—why not offer this content to your partners? Instead of merely a link, the partners could use your content to upgrade the substance of their site and your firm actually obtains free advertising for your site.  If your site is light on substance, you can “bulk-up” with the help of your synergy partners.
Make Them Stay.  Thus far we have spent our time talking about how to drive people to the site (unique visitors). Once there, the effort will be worthless unless they want to stay. Your site should be attractive and interesting. It should also be easy to navigate. Most importantly, it must say something about you that would want to make them contact your firm. Testimonials are always a good idea when trying to differentiate your firm from your competitors. Do not hesitate to add a personal touch, such as information regarding your staff. Your site may very well be your company’s first impression to the majority of the public. 

Make Them Stick. Attract traffic to the site, make them use the site and then make them want to make contact. What good is spending a significant amount of resources if you receive no benefit? Perhaps they do not see a product for sale to their liking—what will make them contact you in any case instead of merely moving to the next site? 
To do this, you must offer a response mechanism that represents something of value to the browser.  There must be something that will prod the browser to take action that includes contacting you through the site or by phone, for example: You only make money if the phone rings. 
What could this thing of value be? Perhaps it is an article that will help them prepare for retirement, a brochure on the tax benefits of owning investment property, a subscription to a newsletter or a special offer from a synergy partner with a link through your site.  
Follow-up.  Once you drive traffic to the site and receive responses, the most important step is follow-up. Very few prospects will contract for your services without some sort of personal contact.  It doesn’t have to be “pushy.” Call to ask whether they enjoyed the article and see whether there is something else you can do for them.  If they are not ready to move, ask if they know anyone else who could use your services.  Referrals are obtained only one way—by asking!..
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