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Objectives

The key objective of this report is to provide strategic direction for the design and
development of a new Website for Sample Client (Sample Client). This will lead to the
launch of a new Website that will adequately market the company and provide leads
that will convert into sales. This report provides the starting point for the launch of the
new Website and the ongoing Web marketing efforts to drive results for Sample Client.
The Website will also be used to strengthen relationships with current customers to
drive improved sales results for Sample Client.

Sample Client is a hydronic sales and consulting company dealing with anything to heat
or move water in commercial, residential and government buildings. The organization’s
background is in mechanical engineering and their key benefits to customers are
consulting services and a team approach. They function as a manufacturer’s rep in
select regions of Western U.S.

Other goals and objectives of this report and the new Sample Client Website include:

« Sales lead generation from new qualified prospects.

+ Excellent content focused on benefits.

+ Aclean and professional Website appropriate to user needs.

« Aleading edge look and feel for the marketplace.

+ Methods to drive Web leads from younger engineers.

+ The ability to see completed projects on the site to build credibility and trust.
« Aform for inquiries to purchase products (non-eCommerce).

+ Technical data and information to support the user.

+ Instruction on how to get parts and service.

« Areview of renewable energy, wind and solar and other green initiatives.
« Atransition from paper catalogs to Web based content.

+ Ongoing monthly marketing of the Website to drive results.

The customer of Sample Client wants to see the value from working with a distributor
and not going direct to the manufacturer. The Website has to communicate this clearly
with photography and content that drives conversions and a contact with Sample Client.

The strength of the company comes not so much from the products offered (similar
products can be purchased from competitors), but from service, consulting efforts and
working as a team. This key strength and approach will be driven home to Website
users in the site’s content.
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The Website's content should focus on the firm’s strengths that include the following:

+ The ability to design with mechanical contractors and work as a team.
Sample Client’s expertise and experience as a key differentiator.

« Consulting expertise and service to get the right product installed.

+ Leading products not offered anywhere else.
Team approach and wide skill and knowledge base.

Sample Client has an exclusive for the region, but wants to grow and the new Website
should be a key component to that growth.

The Sample Client Process as a Competitive Advantage

« Sample Client provides recommendations and works as a team with their client
to determine the budget, what are they trying to achieve and bring a plan
together to make this happen in an efficient and cost effective manner.

+ The customer sends drawings to Sample Client to review.

Sample Client makes suggestions for those drawings.
« The drawings go to mechanical contractors to install the product.
- Sample Client sells directly to the mechanical contractor.

This process should be highlighted on the Website in the process section or in case
studies. It can also be in a company blog. It is the content on the Website that will
explain the firm’s competitive advantage.

Where does Sample Client need to improve?

The new Website is an important part of Sample Client’s improved marketing strategies.
Web marketing and driving Web leads is an important part of this improved marketing
strategy for the company. The new Website should include content on green initiatives
and appeal to younger engineers.

Barriers to Success

How important will the Internet be to the Sample Client target market is yet to be
determined. Product education is a key area to review along with the concept of
overcoming user objections to buying from a distributor. Many customers would like to
go direct to the manufacturer. Younger engineers will expect to do this because they
buy direct online and are not as familiar with established sales relationships.
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Summary of Findings and Action ltems

Key Action Items

« Set-up Google Analytics for the site as the first priority.

+ Run a search engine placement report on competitors.

+ More content and strategic insight should be given and developed around the
company’s key competitive advantages and clearly defined benefits to customers
and prospects.

« Develop content for a process that is unique to Sample Client and drives results.

« The Sample Client process can be defined in the company blog and project list.

+ Use a thumbnail approach to manufacturer links and content.

+ Highlight the key products from each manufacturer in the thumbnail approach.

+ Include a summary of product benefits.

+ Consider a free equipment audit and request a quote form to drive conversions.

+ Use a Web only phone number to measure conversions from the Website.

« Great content will drive success for the Website.

General Website Performance History

Google Analytics has not been set-up for the site as of the writing of this report.

How is data collected from the Website?

What is the performance history of the Website?

What are some recent trends in the data?

How is the Website performing this year compared to last year?
What are the current strengths and weaknesses from the data?

Domain Names

The current domain name is very appropriate for the Website and should remain
unchanged. The only area for some confusion maybe the difference between the names
“Sample Client” and “Sample Client.” This should be minor and the firm is fortunate to
have a company name that matches the domain name.
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Competitive Analysis

Sample Client is competing against brands that are not represented. There are no direct
competitors to the Sample Client branded products in the region. There are competitors
for the service and product offered from other brands and from indirect competition.
Direct Competitors

Emona Sales - www.emonasales.com

'EMONA

Your Boiler Room

Experts

Emona Sales Lid. sgecializes in the dstridution, design, installation and repair of steam and m. m
hot water systems. We serve customers all over B Lower Mainfand and Western Canada
Browse our onfiine product selection or contact us for consultation

August 9, 2010

FEATURED PRODUCT comsarinsopeithatoun prmeey
ANNOUNCE 'we harve launced our new
wels e

RBI Infinite Energy
Please ot us know what you think
o Mgh efficiency condensing stainless steel hot water supply We are working hand to offer you the
boiler best senvice in our industry!
e Up o B3 7% officient
o Fully modulated low NOx commercial-grade stainioss stoel
Dusmar

Copyright © 2010 Emora Sales Lid. All rights ssserved. | Sitemap

It is not difficult to notice this company works with heat from their home page design.
The company appears to be a direct competitor selling different brands from Murray.
The site has a clean look and feel and integrates product photos into the design,
although with no captions it is hard to know what the products do. The site sends
visitors directly to the supplier Websites landing on the home page. The navigation
breaks the products down by type of product. The product logos do not look good in the
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design. The suppliers page is a nice addition. Several pages have little to no content
and the site does very little to build a competitive advantage.

Equipco Ltd. - www.equipcoltd.com

Weprrovwenling Niderwn Canada

l‘b,ulll'])('() Lid.

Homepaqe About Us Training OQur Manufacturers Contact Us

Ewmmmnwmmmmnm
Plumbing and Heating Industdes since 1082 with a commitment and
dedcaton to our Wholesale cuatomen’ rneeds. We Iheive in a stong team
sales ervirorment axercising sirong efhucs, consatent loyaly and
erthusisam it promoting the Gualty products we cary.

Estabished inisaly i Cogutiam, BC, we have expanded 10 three other
tranches: Calgary, EOmonton and Winnipeg in onder 30 betler serve owr
customer base in Western Canada as far as Thunder Bay, Ontado. We
harve an excoliont Sales StafT estromely wel Yaned and knowledgeable 10
PrOVice Drompt, COumecus and Qualty service It s Our determination 10
en0eed OuStOMer esDaciations that sels us apant Yom other agerts as wed

25 Our abiity 10 Dudld, selain and expand relatonshios with manufaciurens
whilesalors, CONracions and enginees alise

Contact Us
CopyrigM © 2008 Equipco Ly

Web design by pro NET Communications Inc
- —

The site has an old design, but has plenty of content and a training link with a schedule
of upcoming training. However, the training schedule is blank for June and July. The site
design needs work especially on the manufacturer’s page, which includes a direct link to
the manufacturer’s Website. The site includes a hard to find newsletter sign-up graphic
and an extensive list of sales reps on the “contact us” page. The site has extensive
content explaining who they are, but very little content that explains the benefits of
working with the company.
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Canadian Aqualine - www.can-aqua.com

AQUALINE
7

Serving the plumbing and heating industry in

Western Canad ¢ 1971

ABCuUT US FRACOUCTS CONTACT NEWS Q

RAYPAK X-THERM

High Efficiency Boilers & Water Heaters

o Models 1006, 1505 & 2005
* Up to 89% Thormal Efcency

GEA camwunne || JAAMTROL™

GBE Serles

1 you ware plenty of padiormance ot low
cont, B GBE Seres I8 fight up your
sroet. The Seared GBE Seres s pat of
our Eooliraze product bne and Sese
Slate Sea! exchangen wiih very Soh
Permal e8cency. Nesd More

News

Now or 2240, Welk- X Trol Professconal
Oflery eatres and eANCIMenE Never
before seen N e ndustry. Beter
periormance, epanded cptions and &
0nget maranty, s He Sefnton of what
& woll amk shoukd be_Read More

Deveilopments

Twicn & year e Viega Voou &
produced e cusoman Beoughout Be
U S, Canada and Maxico. ™
PISACAtON features New Droduct
Oferings, Viega core

cormpetroes _Resd More

History

Caradan Agualre Saks InC has Seen
N Dusinems srce 1871 serving Ne
neecn of Pe plumbing and heatirng
Aty We have Duit & reputaion of
Providing excegtonal service and
Sualtly peoducts &t He lowent

cost__Ness More

Copyrght © 2010 Canadar Aguaine incomomaed. Al Fights Reserved Legal | Weteite designad by Ditageer Inc.

This site has a more modern design and graphics. The nice design gets a bit confusing
because the message is not very clear and they avoid the words manufacturer or
supplier on the home page. The site appears to have a simple menu system, but it
becomes complicated quickly with a new left navigation menu on the interior pages. The
site also takes the user very deep into the site when reviewing products. There are too
many layers of navigation to get to the product information. The thumbnail approach is
more effective for the manufacturer display page.
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Cannepp (Canadian Engineered Products) - www.cannepp.com

llCANNEPPI CANADIAN ENGINEERED PRODUCTS »

ABOUT BOILER ROOM APPLICATIONS FIELO
CANNEPP TEGHNOLOGY & BOLUTIONS suRVICE PARTS CONTACT US

'M*‘vv-’
et s,
e i

Carwdan Enpmecred
AaRaTS aind Saies |

CANNEPY, scpresents
Caver- vooks, Ov Oworch

CANADIAN ENGINEERED PRODUCTS & SALES LTD. (CANNEPP) e i —

W are & mancfectuner’s represertative specelizng n Soler room bechnology for & mide varety of
COMMEncal, residentil and Industrad customens n Sntish Coumbia, Yukon ard Dhe Northwest
TerrRories.

Our team of Nghly Specalded eQupment saies Exderts, Senvice Lechn iiars and Parts 3~ dysls o

offer UniQUe Doller MO0 SORGIONS INChading Broject Gesign, PErTTTIng, A0ErOVals 3nd complete boser SUAE SRS AR .
VOT FOAKLT rand v
roocen installatons. v T of Ve

MIDOCTWE OpANIAt O

The site looks good, but needs a strong home page tagline and more focused approach
to the home page messaging. There is too much information on the home page. An
effort has been made for SEO on all site pages. The site makes good use of content in
some areas, but in other areas falls short. It also uses a thumbnail approach to
suppliers and includes a list of recent projects. The Applications and Solutions link
includes benefit focused content on the products and industry. This is one of the best
of the competitor sites reviewed.
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Raven Industrial Supply - www.ravensupply.ca

7 Sko Map | Contact Us

Delivering On Our Promises

-
e Prodel

Haven & row sching » new e of cugror

L008 AN rorde end covers

Harew My ira Sagply & ead el 1 rsadace
o Raver e of acossscores for 2007 A
compiste range of hgh oualty combination
PRI e et age Ter verreiery . 8]
O A Caasin will 5 peslabin ow T
Raven rara

W Tt Ll (o aelalts L Folade Yaty

Company News v

Product Spotligt v

rcuel haat cactangors %or aak water pool and b |
200 spoicatiors.  These oy feetere hbe Ah "ab B
074 $500 COnsPLETER e SITRSn FOPR ea X

Specel gas vert S M0 and Ngh-eficency
208 Vrraces. waler hosters, and bolers
Saltatle S compory B and IV applences
Hoattab 07 and ¥ [T Soal sirgle wal vordrg &
row IN STOCK st rsacy = shig bom o

Surrey aarohoune

N Ravar yOud v@ring COmea COmphete wir
80 ASCAD yout Bor an cany. hass-See
o

mm -t ‘- B

S O W e Vb alE POAYY
mows A Wpaes 10 your PBox

oeaclting rew satures sach a3 Product
Spotight ard s enpanded Job Mrofies
o v

tras {Sebewin )
Hydrene Produtts
'
hofeny omenic S8 yertrg Fr R acka § beat
e hoslery 2 vperakn sachargeny

Services | Rescurces | About Raven | Job Profies | Contact Us | Ste Nap

Wetats by I 0RMVTMNTEN §UOD Aore 22

Raves Mydronic Supply Lid e s
SPOCET 6 COMpany CocCamd Bouly
10 Ho datrbution of gualty commercel
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TS roDecs ad supphes Lo
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A very long home page that is product focused. The user has too many options on the
home page. The site has a thumbnail approach for the products with links directly to the
manufacturer. The site has a very nice approach to sample projects they call “Job
Profiles.” The site does not make good use of SEQO for interior pages. The taglines are
generic and need to show more value. The site includes a well thought out site map.
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JSA Sales Inc.

Il HOME

Focused
Support

JSA Sales Inc.
T5A Clipper Street

am,
Beitah Columbia V3K 8X2,

W ABOUTUS

- Www.jsasales.com

@JSA Sales Inc.

I JSA LINES REPRESENTED

Il CONTACTUS

d‘nuotho'ﬂn

‘l‘\l IQQ

'mmon'

P PR

bl

Woating Systems g

A LEONARD

J Bracket

Stand-up's

Meircrﬁex'

MYSOR

NOVA]EK

bg,c:@qc»*

kﬁ, PENTEK

':LY.A? ON

ForA

GRIFFON

upoNor

Canada
Tel: (B04) 5254774 Fax: (B04) 5254355

A very badly designed home page that is very unprofessional. The site does not easily

]'\X/aterGroup

take the user to the manufacturer Website, the link is very hard to find.
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Riada Sales Inc. - www.riada.ca

Riada Sales Inc.

Lecated in Vancouver, Brizigh Columbla, Riade Sales has Soen serving the mechasics! Me i
HVAC industry with quality engineered products since 1995. We are proud of owr “’""w o °“"""’
assciation with the masufacturers we resrelont, and focus on providing the best nfication Solutions

service possible to architects, neers, CONractors, and owners.
-~ - o We have sccurate relable

products 1o measure flow of
water, alr, aod gas. Check out:

* Onicon BTU & Flow Meters for
hydronic metering

* Ebtron Thermal Dispersion Flow
Meters for air metering

* Sage Thermal Gas Mass Fow
Meters for gas =atering.

AN of our flow measurement
products are factory calibeated to
better than 2% of reading and
can isterface with almeonst sy
BMS network prosocol.

Send us an email i
s2les@riada ca with any
Quetions on flow measurement,

Rads Sales nc. - MRLS-ARAR Frasermon Cowrs, Burmaby, BC VI SME - P GOA-290- M0 - F A0 290 MM - unlivata

The site includes rotating images that need captions. It is a clean design and needs a
brief tagline. The site has no information on the firm and takes users directly to the
manufacturer’'s Website from the products pages. This was a very inexpensive site that
is a place holder for links to other Websites.
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Indirect Competitors and Sales Objections

+ Repair versus replace with new equipment.

+ Other facts and myths about the products and service.
The desire to go direct to the manufacturer.

+ The product selection process across brands.

There is an opportunity for Sample Client to excel in their marketplace with value-added
content on the industry and the Sample Client process. Can the products become a
competitive advantage? Product benefits and sales focused content should be included
on the Sample Client Website, along with links to the supplier Websites.

Run an SEO ranking report on this competitors to support these findings and
recommendations. Keywords are needed from Sample Client.

This report will show search engine visibility and a perspective on opportunities in the

competitive landscape. The goal is find areas to compete with SEO leaders by
following the recommendations in this report.

Target Market

Sample Client is a manufacturers' rep company providing products to mechanical
contractors and engineers. Mechanical consulting engineers and mechanical
contractors - blue chip contractors and end users such as hotel chain owners. The site
is for both mechanical contractors and engineers along with a variety of end users.
Sample Client supplies BC, U.S. and the world with the finest in boilers, water heaters,
heat exchangers, burners, combustion, steam boilers, high efficiency boilers, high
efficiency water heaters and commercial water heaters. The target market is looking to
install and replace these products.

The three key target markets are:

Commercial: office buildings, high-rises, apartment buildings, business centers,
shopping malls, condominiums.

Industrial: food processing, factories, ice rinks, warehouses, pulp and paper, mining,
forestry.

Institutional: schools, hospitals, nursing homes, retirement homes.
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The target market will be asking these questions when they come to this Website:

+  What can Sample Client do for me?
+  What value does Sample Client bring to this project?
Can | trust Sample Client?
+ Are the budget and costs fair?
+ Is Sample Client the expert in this area?
What is the history of Sample Client and who have they worked with in the past?

Currently, Sample Client customers must buy the selected brands direct from Sample
Client. There are two ways to get products in the industry. The first is to buy from
Sample Client and second method is to buy direct wholesale from the manufacturer.
The target market wants to buy direct, but they can’t. This is changing in residential
markets with Websites like www.pexsupply.com. They are a residential Website that is
changing the marketplace by selling direct to consumers.

How is the target market segmented in search engines via keyword research?

The specific target market are buyers of the following product lines:

« Parker

+ Aerco
SWEP

« Riello

+  Reimers

Niles Steel Tank (www.nilesst.com)
+ Precision Boiler (www.PrecisionBoiler.com)

More information is needed about the interest level of the target market for these
products. The Website content should focus on these questions:

Can the products become a competitive advantage?
+  What other options to buyers have to these products?
+  How do the products compete against other brands?
What are industry reviews of the products from the various marketplaces?

Geographic Area
The area includes the Canadian providences of British Columbia and Yukon Territories,

not Alaska. This needs to be clearly communicated on the home page and users should
clearly understand what geographic regions are not served by the Website.
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Industry Websites

The Website www.HeatingHelp.com is an informational site to get more information and
an advertising or similar relationship might be important or useful.

The Website www.MCABC.org with the password - 2095429387 and Miles’ email
address for login is a useful resource and includes a member list of "blue clip"
customers.

Sample Client offers services in relation to the LEED Program. The LEED (Leadership
in Energy and Environmental Design) Green Building Rating System® is a voluntary,
consensus-based national standard for developing high-performance, sustainable
buildings. Measuring buyer’s interest level for this benefit will be important in
determining how to feature content about this on the Sample Client Website. It should
be mentioned on the home page in a bullet point and with a link in the navigation
system.

Customer Websites
(Miles to send a more complete list of customer Websites for key customers.)

AERIUS ENGINEERING ::: Engineering the world we live in.

Alpha Mechanical

Vancouver Plumbers and Plumbing Services | Ashton Service Group

BC Comfort Ltd. - Vancouver, British Columbia - Installation and service of air

conditioning, heating, plumbing, controls, ventilation, specialty piping and HVAC
systems.

Blueridge Engineering Ltd. - Home

Cobalt Engineering LLP - Integrated mechanical and electrical engineering consultants
Vancouver, Toronto, LA, Kelowna, Prince George

Honeywell International | The Leader in Diversified Technology and Manufacturing
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User Testing and Market Research

IWS team to call and speak with a few customers. Research to determine how the
target markets use the Internet in their selection process and their thoughts about the
products is key.

Website Taglines and Messaging

Current Tagline

« Commercial Industrial Boilers, Water Heaters, Pumps and Storage Tanks.
Suggested Taglines
The following taglines are offered as alternatives to the current tagline.

+ Reliable sales and support for commercial and industrial water...
« Experts in sales and support for commercial and industrial.

+ The first choice of mechanical engineers and contractors.

+ High-efficiency and innovative new products.

+  Newest products on the market.

Primary Messaging

The home page currently uses two paragraphs of text. Bullet points are recommended
to communicate this message.

- Boilers, Water Heaters, Pumps, Storage Tanks, Parts and more.
- Serving British Columbia and the Yukon

- High efficiency and low nox ratings.

- Consulting and Sales

- Green Building Rating System (The LEED Program)

The most important message on the Website is clearly defining the company’s brand
and key differentiator explained at the beginning of this report.
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Website Navigation

The primary navigation is a significant part of the messaging of the Website. Visitors
should be able to get to primary content with one click from the navigation. The key
challenge for the site is how to display the products without loss of contact with the
Sample Client Website.

Basic Navigation Structure

It is important that the navigation be intuitive so that the user doesn’t have to guess how
to dig deeper into the Website. The navigation should easily drive users to the content
that helps them reach their goals and ultimately to a conversion.

Consider the homepage the widest part of a funnel and the “contact us” and “request a
quote” pages the narrowest part of a funnel. The navigation structure should help move
visitors through the funnel to the goal.

Some basic navigation principles include:

« Always make the logo in the upper left corner a link to the homepage.

- “Home” should go consistently to one page.

- Make the navigation consistent throughout the site so the user doesn’t get
confused about where they’ve been and where they are going.

- Make sure the on-page content is consistent with the navigation so that when a
user clicks on a link they find what they are expecting to find.
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Recommended Site Map
- Home

« Products - Includes a summary of the key product lines and a thumbnail list of the
suppliers and their logos for easy access and links to their Website home page. It
should include their logo, a brief description and links to key products or product
lines.

- Suppliers

- Client List and Projects - A thumbnail approach that is short on content and
heavy on photos with captions.

- Services - Sales and design assistance and additional content on the value added
services provided by Sample Client.

- Parts and Accessories - A list of parts and accessories with links to a form that
can be submitted for sending in an order.

- Facts and Myths - This content section will review key sales objections and other
content to educate buyers about the process and the value of Sample Client. It
can include ROI information and more.

- Resources - Links to industry information and other content.

- About Us
- Bio of key team members with photos
- The Sample Client Process
- Company President

- Contact Us

- Request a Quote
Links to Manufacturers and Product Information
A thumbnail approach is best used for displaying the manufactures. The manufacture’s
Website can also be placed inside an iframe or displayed in a new browser window so

users can easily get back to the Sample Client Website.

Each thumbnail should have a brief explanation of the manufacturer and what they do
well and why their products are a smart choice for the Sample Client target market.
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Another key area to review is user access to individual product information and how that
information is accessed. The thumbnail can include links to the Sample Client preferred
or most popular products from each manufacturer.

Here are examples of sites that use thumbnails:
Cleaver-Brooks boilers, boiler service, boiler parts | CANNEPP
Raven Boilers - Commercial hydronic boilers by name brand manufacturers

Conversion Strategy

Website visitors connect with this company through the content, knowldge base, photos
and plans of products, a process that drives results and ROI, Website professionalism
and ease of use, client list, previous projects and other key Website pages.

Points of conversion should be on every page and include a “get a quote” form or
similar conversion point.

Offers or incentives to convert should focus on a free quote or consultation. This should
be included on all Website pages and in the contact us page. This can also include a
free energy or equipment audit and a focus on the ROI of upgrading to new equipment.
The site can also include an energy ROI calculator as a value-added link.

The Contact Us Page
The contact us page should include the following:

+  Web based Phone Number

« Email address that is spam protected if possible.
« Contact Us form.

+ Get a Free Quote form.

+ Driving directions to Sample Client office.

+ Fax number and address.
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Post Conversion Strategies

Sample Client should have a set sales process for dealing with Web leads and all
contacts from the Website should go to the firm’s email marketing list, regardless of
whether or not they are ready to buy. A great service for clients might be a free
equipment audit or other form of consultation that adds value. Sample Client should be
very strong in this area and close Web leads at a high percentage.

Sample Client may be able to make use of www.btob-leads.com. This Website site
includes data on the specific organization that is visiting the Website. The technology
works well for B2B companies and sites that can aggressively pursue sales leads, have
strong conversion rates and high price point sales opportunities.
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Website Design and Development

Home Page Design

The home page should communicate directly the site’s mission and move users easily
and quickly into deeper information that helps them reach their goals. The main
objective of the home page is to clearly state what the Website is about and invite the
user into a deeper interaction with the Website.

+ Users will expect to see a professional and simple design that does not get in the
way of the content or information about the company and products.

« The current logo should remain in the upper left hand corner of the site and
company colors of grey and red can be used if needed.

« Graphics should be simple, clean and support the content and photography. The
logos of the supplier companies should be used in the thumbnail section.

+ There is no need for unique fonts. Fonts should be standard Web fonts read by
all browsers.

+ Images and photography should be of the products, projects and Sample Client
staff. The site does not need clip art.

« The site will be built in a Joomla CMS platform.

+ Use a white background for photography and logo placement.

Websites with appealing designs:

www.Viessmann.com/en
www.CobaltEngineering.com

www.Can-Aqua.com
www.Honeywell.com
www.PexSupply.com

Buderus Heating Systems | Commercial and Residential Boilers | Energy Efficient
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Website Content Strategies

The content strategy for the site is important to drive conversions. Images and photos
with captions will help tell the story and drive results.

+ Product and service content recommendations include brief bullet points,
paragraphs with titles, captions on photos and images and detail PDFs and
specs available for products as needed.

+ Include pricing on the Website. This can also be a conversion point for prospect
to call and inquire about costs and budgets.

« Company locations should be listed in the footer on every page and in the
contact us page.

« Update Copyright information in the footer and keep it current.

+ Interactive components may include an ROI calculator and the ability to send in
an order for parts or accessories via fax or submit form.

« The clear advantages of Sample Client approach to the sale and solving the
problem should be included in content areas throughout the site.

+ The clear advantage of the product and accessory selection should be in bullet
points on the site and in the product pages.

« The accessory selection for Sample Client should be used as a competitive
advantage.

« Use of photography and captions to tell the Sample Client story and sell these
advantages will be very important to drive conversions, especially in the projects
pages.

« Sample Client should consider a video to communicate their benefits and for
distribution on YouTube.
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Traffic Generation

Effective strategies for driving targeted traffic to the Website will be very important in
driving leads. Here are the key areas to implement and develop strategies for traffic
generation. These areas will be explored in more depth and implemented in the
monthly marketing program.

SEO (Search Engine Optimization)
Keyword research and SEO should focus on the following areas:
-  Company brand name
- Product brand names
- Top niche search terms in U.S. for companies looking to find Sample Client and
their product lines.
- Sample Client to send IWS key search terms to start research.

Thread the keyword phrase throughout the Web page to drive SEO results. Include it in
the URL and page titles keeping it under 65 characters. Put the key word phrase in the
meta description under 150 characters. Include it in the H1, H2, H3, alt and title tags on
that page. Finally, place the keyword phrase in content on the Website page as is
appropriate to communicate the message.

PPC (Pay-Per-Click)
PPC should be tested and a campaign established following launch of the new site and

full completion of SEO research and analysis. The focus should be on very niche terms
that will drive highly qualified traffic.

Email Newsletter

A monthly email newsletter should be developed for all Sample Client clients, prospects,
referral sources and other key partners. The newsletter should focus on tips and
suggestions around the work and installation of all products and Sample Client services.
It should not sell, but rather inform and drive traffic to the Website. The newsletter will
be effective even if targeting a small list of subscribers. A schedule and list of topics will
be developed in the monthly marketing program.
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Content Strategies
The content developed for the Website and general online distribution will be critical in
developing the site’s competitive advantage and driving online conversions. Topics for
online include:

+ Myths and facts about heating water

+ Product comparisons

+ Green energy and costs savings

+ ROI of repair versus new equipment

« The sales process for Sample Client

Other topics as determined in keyword research and in the monthly program.

Distribution channels for this content include the following:
« Company and Industry Blog

Podcasts
«  Webinars
+ Images

« Company videos for YouTube and the Website
Related industry Websites and portals.

Linking Strategies
This includes links to the Sample Client site from any Website that is visited by the
target market. Supplier Websites should link to Sample Client.

Social Networking
Facebook
LinkedIn
Twitter

Offline Marketing
Any marketing done by Sample Client should include an interaction or visit to the
company Website.
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Performance Evaluation

Intuitive Websites will be monitoring the traffic and evaluating the effectiveness of each
strategy outlined above. This data will show what is working and will also help us
evaluate how we can continually improve the site to increase traffic and leads. Intuitive
Websites will report these findings each month as a part of the monthly service and will
implement action items and recommendations to improve the Website’s performance.

Google regularly releases data that can be used to benchmark Website effectiveness.
This is part of the Google Analytics sharing program and is provided to Web marketers
that allow their data to be shared. Learn more at this link: Analytics Help

November 2010 - February 2011
Average Pages per Visit - 4.5
+  Bounce Rate 47% (Global)
+ Bounce Rate 42.5% (US)
Average Time on Site 5:23 minutes
+ Conversion Rate on Goals: 1%

Traffic Sources | Pages / Visit | Bounce Rate | Avg Time on Site
Direct 4.0 (-0.5) 47.2% (-4.0%) | 5:21 (-0:07)
Referral 5.0 (+0.1) | 43.1% (-1.1%) | 6:36 (-1:48)
Organic Search | 4.9 (-0.1) 47.9% (-1.1%) | 4:43 (+0:06)
CPC Search 5.6 (+0.0) 41.4 (-1.7%) | 3:57(+0:07)

% Visits from Sources | 11/1/09 - 2/1/10 | 11/1/10 - 2/1/11 | Difference
Direct 36.5% 36.8% +0.3%
Referral 21.0% 19.4% -1.6%
Search Engines 27.0% 28.0% +1.0%
Other 15.5% 15.8% +0.3%

IWS clients on average see much better than average.
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Additional Recommendations

« Clearly define the key selling proposition for the firm by target market.

« Conduct more detailed market research of the target market and their needs.
Identify key content areas for the Website to grow content over time and maintain
the company email newsletter.

« Consider additional online resources such as eCommerce or calculators.

« Development of a company blog that positions Sample Client as an expert in the
field and a key resource for the target market.

« Discuss and prep for company newsletter to be sent monthly.

+  Move forward on design and development of new Website.

Assign content recommendations.
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Action Items

The purpose of this section is to track recommended action items throughout the
building of this report and after the presentation of the report to Sample Client. This list
should provide the first steps for marketing the new Sample Client Website and also
outline what will be done in the monthly program.

These action items can be set based on priorities and maximum return.

Monthly Website Marketing and Performance Program

This report becomes the starting point for the monthly performance program to drive
leads and sales results and measure the overall effectiveness of the Website.

Detailed Website Audit found here:
Technical Site Audit Checklist | SEOmoz
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