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MEASURING YOUR 
DIGITAL PRESENCE

INTRODUCTION
Virtually any business wants the same three things from their website: more exposure, more leads and more 

sales. Unfortunately, most companies must compete against hundreds – if not thousands – of other websites 

in their industry when trying to attract the attention of potential customers or B2B partners. Simply having 

a website is not sufficient for achieving the growth you’re looking for – you must actively build and maintain 

your online presence. So, how does your website measures up against those of your competitors? What can 

you do to stand out from your competition and get noticed?

To help you measure and enhance your online presence, Forward Vision Marketing has determined the 

most effective optimization and marketing tactics that technology B2B businesses have used to become 

successful online. Each section will explain why you should consider adopting these strategies and what 

tools can be used to get you on your way. At the end, the Website Scorecard will help you determine 

exactly where your site and marketing strategies could be improved.
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Whether you are just getting familiar with digital marketing strategies or already an 

experienced marketer, this ebook will cover the fundamentals of digital marketing 

and reveal tools that will help your company improve in digital presence.

After reading the eBook, feel free to contact Forward Vision Marketing to receive a 

free digital marketing analysis of your company and find out how you can improve!
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01 BRANDING WITH DESIGN 
& CONTENT

Developing a good digital presence begins with the appearance and 

content of your website. Your website is the foundation that supports 

all of your online marketing approaches. If you don’t have a well-

designed, easily navigated site filled with compelling content, it would 

be pointless to launch marketing campaigns using strategies such as 

social media or content discovery tools.

Visitors that you do attract will likely just end up bouncing if your site 

is not engaging. After all, the vast majority of people that visit your 

site are likely to click away after only 10 to 20 seconds, so you have 

to provide value immediately. Basically, before trying to get people to 

your site, you have to make sure that your site is worth getting to.

Branding With Design

An essential element of creating and maintaining a digital presence involves a cohesive website design that 

promotes branding. The first step towards achieving this goal is to get a unique, visually appealing company 

logo. The best logos communicate something about the values and identity of your business, while also 

helping a visitor understand what your company does. Your logo should be used on every page of your 

site, as well as on any marketing emails, social media accounts, press releases, videos and anything else you 

create during your marketing efforts. Branding in this way will go a long way towards establishing a cohesive, 

recognizable online presence.

The overall design of your site should be appropriate for the audience you’re trying to attract. There are many 

factors involved when choosing the best design: color schemes, images, graphics, fonts, layout, navigation, 

scrolling banners, ads and much more. Getting the help of a professional designer will make the process 

easier, but it’s important for you to make sure the design is representative of your company’s identity and, 

most importantly, that it provides value to potential customers.
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Design Elements That Promote Clarity Include:

 SELF-EXPLANATORY               PRACTICAL PAGE HIERARCHY
 NAVIGATION               

 
& FLOW

 

 SEARCH FUNCTION             MOBILE RESPONSIVENESS  

 

 UNCLUTTERED LAYOUT
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Apart from the visual aspects, a design needs to be functional. No company can develop an online presence 

using a broken or confusing website. 

Branding With Content

Everybody knows that a website needs quality content. Bill Gates’ “Content is King” declaration is perhaps the 

most referenced quote in the world of internet marketing. So without getting into why content is important, 

let’s just look at some of the ways content can be used to enhance your digital presence. They include:

Blog Posts: Maintaining a blog is one of the best ways to gain more exposure. In fact, studies have shown 

that regularly posting to a company blog can increase traffic by as much as 55 percent. Blog posts allow 

you to build your digital presence by sharing buzzworthy, relevant content through your branded social 

profiles and other marketing channels, in addition to providing search engine optimization benefits. Most 

importantly, though, well-written and informative blog posts can be of great value to your site visitors, 

and consistently delivering that value can help you build a bigger audience for your products or services.

Outreach: Creating and distributing content such as branded newsletters, marketing emails and press 

releases can get you tons of exposure.

Testimonials: Dedicate a page of your site to displaying quotes from satisfied customers. This will help

set your company apart from its competitors.

Multimedia: Content isn’t just text. Things like infographics, images and video have been known to

drive tons of traffic due to their simplicity, conciseness and ability to engage. Branding this content 

with your logo and distributing it to different partners, publishers or social channels can maximize 

your online presence.
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Before and After

Take a look at these before and after screenshots to get an idea of just how important branding through 

design and content can be. While the first screenshot may seem acceptable to many, the addition of a blog, 

clear navigation, rotating banners, a sleeker design, client logos, a search function and social media links 

make this page much more likely to keep visitors interested and present a clear brand identity. It also makes 

it much more likely to rank higher in search engines and encourage repeat visits to both the site and any 

social media pages.

Before:

After:
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02 WEB 
ANALYSIS

In the last chapter, we discussed how important it is to build 

your online presence through branding and website design

and development. How do you know, though, if your branding 

efforts are leading to increased traffic? Website analytics 

is the measurement, collection, analysis and reporting of 

visitor data. The data that is collected and analyzed is used 

to understand and optimize your site; however, it’s much 

more than just measuring traffic. It can also be put to use in 

market research and to improve a website’s effectiveness.

Google Analytics

Google Analytics (GA) is one of the most powerful analytics tools you can find today. In fact, it’s been proven 

that GA is used by at least 56 percent of businesses as their main method of measuring site analytics. The 

latest version streamlined the application, making it even easier to use.

GA provides infographics related to traffic and conversions on your website. If you are not familiar with all 

the terms yet, a conversion might mean a share, a click, a purchase, a download, a play or another action that 

you want a visitor to accomplish on your website. The more people who convert on your website, the more 

potential there is for profit.

Types of Traffic

There are many types of traffic that Google Analytics monitors. Here are a few examples:

Direct: This type of traffic comes from visitors who typed your web address into their browser.

Paid Search: If you have campaigns with Google Adwords, this is where that data is reported. Google 

Analytics can help determine the return on your investment.

Referral: This traffic comes from other websites in the form of links. If someone blogged about a product 

or service you offer and a user clicked-through to your site, it would be reported here.

4
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Organic Search: If someone uses Google or Bing to search for your website, Google Analytics will put 

that traffic in this category.

Social Sources: GA also includes a feature that reveals how many people come to your site through 

various social networks.

Audience Dashboard

When you first log into Google Analytics, you will see the Audience Dashboard. This initially includes a line 

graph that shows how your website has performed in the last 30 days, but there are many different metrics 

that can be displayed. Depending on what your specific goals are, there will be some numbers that are more 

important than others. For example, if your website is fairly new, the information in New Visitors and New 

Sessions will be more important than those in Returning Visitors.

Other numbers to look at will be Average Session Duration, Bounce Rate and Pages per Session. These 

will help you understand whether or not your website is engaging to visitors. A low bounce rate indicates 

that your site visitors are not leaving as soon as they arrive. The longer people spend on your website, 

the better chance there is for a conversion. Also, if your bounce rate is very high (over 90 percent or so), 

or if your time spent on site is very low, you should consider making some serious design, branding or 

content improvements.

5
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If the numbers show that you have significant traffic from other countries, you may want to expand your 

business or provide content in different languages. If your site has dips and spikes in traffic, it may correlate 

with a coupon or newsletter you sent out, or perhaps a social media campaign or other marketing strategy 

you underwent. GA will let you add notes so you can provide context to the numbers. The Audience 

Dashboard will allow you to analyze your website’s performance on a basic level, including where your traffic 

came from and which of your marketing efforts are paying off.

Behavior Dashboard

The Behavior Dashboard pinpoints exactly what visitors did while on your site. It shows the Behavior Flow, 

which reveals how users traverse and eventually leave your site. It will also help you make changes that 

influence this behavior. The In-Page Analytics feature will let you see how many visitors scroll down on your 

site and what gets clicked on. This can help you make positive changes to your website layout.

GA also allows you to see where you had the most conversions, such as your mobile site or your desktop site, 

as well as how much was earned. This helps you develop effective marketing campaigns. While getting more 

traffic to your site is important, converting the traffic you already have is just as valuable.

6
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Final Thoughts

Google Analytics is the best application for monitoring your site metrics and making any necessary changes 

– it has hundreds of valuable tools that are updated constantly. Setting it up involves placing a simple line 

of code on every page of your site, which is usually accomplished by editing your header or footer. Our next 

post will cover search engine marketing, including various tools and tricks to help your marketing campaigns 

really pay off.
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03 SEARCH ENGINE
MARKETING

In the previous chapter, we discussed website analytics, 

specifically how Google Analytics can measure your website’s 

performance. This week, we’re going to delve into the world 

of search engine marketing, often referred to simply as search 

marketing or SEM. Search engine marketing is not synonymous 

with search engine optimization, although you might 

sometimes hear the two used interchangeably. Search engine 

optimization falls under the umbrella of SEM and focuses more 

on gaining organic traffic by making your site’s content search-

friendly and building backlinks.

SEM, on the other hand, promotes your website by increasing its 

visibility in search engine results through paid options such as pay-per-click advertising. SEM is not limited 

to traditional search engines – thousands of searches are performed every day on sites like Facebook and 

YouTube. In fact, YouTube is considered by many to be the second largest search engine on the web.

Pay-Per-Click Advertising

The cornerstone of SEM is pay-per-click (PPC) advertising. Google, Bing, YouTube, Facebook, Twitter, 

LinkedIn and many more outlets all have some form of PPC advertising that anybody can use. They way in 

which different PPC options function varies considerably (especially between social networks and traditional 

search engines), but they generally involve bidding on keywords or phrases that people search for – often in 

an auction format.

For example, if you ran a dog grooming business in Atlanta, you could bid on keywords such as “dog 

grooming services,” “pet care,” and “dog grooming Atlanta.” You would then set your bid for each phrase. 

Whenever a user performs a search for one of these phrases, an automatic auction process occurs. If your 

ads, budget, keywords, bids and landing pages are all correctly set up, your ad will not only be displayed to 

the user, but often times in a higher position and at a cheaper rate than your competitors might pay per click.
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As the name “pay-per-click” would indicate, you’ll pay your bid price anytime a user proceeds to click on 

your ad and visit your site. However, it’s important to remember that you pay your bid price for a click 

whether it results in a conversion or not. Many who are new to SEM exclusively go after the “money” or 

big, expensive keywords. But this strategy can end up being very costly, and it doesn’t always pay off – or 

result in conversions.

As with any online marketing effort, the main goal of PPC is conversions. You want people to click on your 

ad, visit your website, and convert that visit into a sale, download, completed contact form or whatever you 

define as your conversion.

Google AdWords

Google’s PPC advertising program is called Google Adwords. It’s used by businesses that want to display their 

ads on Google’s advertising network, which means that their ads could show up at the top of search engine 

results or on websites that host Google Ads. Like any basic PPC option, you choose your keywords and set 

your bids. However, you don’t necessarily have to spend a lot on an AdWords campaign to see some results. 

In fact, many keyword bids can be successful for less than a dollar. Even if you do choose more expensive 

keywords with higher competition, you can still set a maximum daily budget. Take a look at the AdWords 

suggested bids for the dog grooming business:

Of course, it’s important to make sure that your money is not wasted and that the right web users are clicking 

on your ads. This is done by choosing the right keywords to bid on, setting a manual or automatic bidding 

amount, and presenting engaging copy in your ads.

9
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When it comes to ad creation specifically, some suggest
following the AIDAS principle of advertising:

You can set each ad to take a user to a specific landing page on your site, so you need to be sure that your 

ad honestly reflects the page a user will visit if they click on it. Of course, you must do all this a relatively 

small space. Check out Google’s example ads for a company called Betty’s Beach Bikes:

Additional AdWords Tools

Google AdWords also offers tons of helpful options to tweak your ad campaigns. Three types of keyword 

targeting – broad match, phrase match and exact match – allow you to make sure you’re getting exactly the 

right kind of traffic to your site. You can ensure that your ads are also available to mobile users, including 

using mobile-specific calls-to-action. AdWords also offers powerful remarketing tools that display your ads to 

customers who’ve already visited your site.

A
Attract:

Attract the 

attention of 

your audience

I
Interest:

Raise your 

customer’s 

interest

D
Desires:

Convince your 

customers that 

they desire

 what you offer

A
Action:

Include your 

call-to-action

S
Satisfaction:

Make sure 

your customers 

are satisfied
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In addition, you can set up negative keywords, which ensure you’re getting the right kind of traffic to your 

site. For example, many people perform Google searches looking for employment. If your business isn’t 

currently hiring, however, you might end up wasting money on clicks that came from searches such as “dog 

grooming jobs” or “pet care jobs.” Instead, you can establish the words “jobs” or “employment” as negative 

keywords, which tells Google not to display your ads when queries include those words. This ensures that the 

money you’re spending on clicks is helping you get visitors who are actually interested in purchasing your 

product or service. Other popular negative keywords include “free” and “cheap.”

With so many different factors at play, it’s important to continuously test the effectiveness of your AdWords 

campaigns. SEM is an evolving process and one that cannot simply be started and forgotten. For the best 

conversion results, your ad campaigns will need to be reviewed about once a week, and the data analyzed 

so you know what changes to make. One of the most useful data analysis options in Google Adwords 

is benchmarking, which allows you to see how your company’s ads perform against others in your industry. 

This will give you context and insight into how users interact with your ads versus ads from similar companies. 

Benchmrking metrics that you can compare include:

■  Sessions (i.e. number of sessions)

■ % New Sessions

■ New Sessions (i.e. number of sessions from new users)

■ Pages / Session

■ Average Session Duration

■ Bounce Rate

Search Engine Marketing is an Art

There are many, many steps involved in successful SEM. Choosing the right keywords to target, deciding 

how much to bid on each, writing excellent ad copy, converting customers with great landing pages, and 

continuously testing and improving your strategies is very time-consuming and requires plenty of planning 

and forethought. Learning all the basic and advanced features of Google AdWords, Facebook Ads or any 

PPC service can also take a serious amount of time and dedication. However, these services nearly guarantee 

an increase in traffic – it’s your keyword strategies, ad copy and landing pages that determine if the traffic will 

convert. As our own search engine marketing specialist puts it:

11
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“On it’s face, Adwords seems relatively easy. Pick some keywords, write a couple of ads and turn it on. 

Wait for the clicks and – boom, you’re set. In reality, however, it’s much more complicated than that. In 

the 9 years that I’ve been an Adwords certified professional, I’ve seen countless very smart, tech savvy 

people waste thousands upon thousands of dollars (in some cases hundreds of thousands of dollars) on 

Adwords campaigns that were either set up incorrectly, or not monitored properly. So it’s important that 

you have someone handle your campaign who is Google certified and up to date on all of the latest 

Adwords information.”

12
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04 KEYWORDS

We discussed search engine marketing (SEM) and how 

it can help increase conversions by getting the right 

people to visit your website. In general, SEM involves 

promoting your site in search engine results to users 

who have searched for keywords you’ve paid to target. 

This type of pay-per-click advertising is available 

through a number of high-traffic channels, including 

Google, YouTube and Facebook.

In order to get your SEM campaign started on theright foot, you will need to determine which keywords

will bring high levels of relevant traffic to your site. Of course, keeping your campaign within its budget 

is also important.

Understanding Keywords

A keyword is an actual word or phrase entered by search engine users to describe what they are searching 

for. Let’s say you run a company dealing with radio-frequency identification (RFID) technology. If you were 

to search for “RFID solutions” in Google, this is what the search engine results would be:
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However, when you search for “RFID solutions Chicago,” this is the result:

As you can see, the results are completely different based on one added word – especially because that word 

is a location. Keeping this in mind when choosing keywords for your search engine marketing campaign is 

one of the most important parts of the entire process. If you choose the right keywords, the amount of traffic 

to your website will increase. If you’ve chosen keywords specifically designed to get targeted traffic to your 

site, your conversions will likely increase as well. However, if the keywords you choose are too broad or are 

chosen without any research, your SEM campaign likely won’t deliver your desired results.

Researching Keywords

The goal of keyword research is to determine what your target audience is searching for and what you will 

need to do to rank for those keywords and phrases. Keyword research is essential not only for SEM, but also 

for link building, optimizing your website, or performing content marketing.

Keyword Discovery

The first and most simple way to decide which keywords to target involves brainstorming. Simply think 

about how someone might look up a specific topic on Google or any other search engine. Let’s go back to 

your RFID tech company. Obviously, a potential customer that’s interested in RFID might enter the phrase 

“RFID,” but there are many other things that a person might search for to get to your site. “RFID solutions,” 

“affordable RFID,” “RFID companies,” “RFID services,” “what is RFID,” “RFID technology,” “implementing RFID,” 

“do I need RFID,” and “is RFID worth it” are all reasonable possibilities.

14
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Next, you might find it beneficial to use Google Instant to find keywords. For example, you could begin typing 

“RFID” into Google and it will autocomplete your query with some highly searched suggestions, like this:

Of course, you don’t have to think up keywords all by yourself. There are many keyword suggestion tools 

available, including popular options such as WordStream, SEMRush, Google Adwords Keyword Planner and 

Moz (more on those last two later).

Keyword Analysis

Generally speaking, there are three main criteria to consider when analyzing keywords and choosing which 

ones to include in an SEM campaign:

■ Search volume

■ Competition level

■ Bid amount

This can often be the most difficult part of the process, as these three factors must be well balanced for 

search engine marketing to be effective but not costly. For example, some people who aren’t familiar with 

keyword competition might bid on words and phrases that are very broad, such as shoes, computers, music 

etc. These terms are searched for millions of times every month, but at the same time, the competition for 

them will be astronomical. Trying to outbid your competitors on a keyword like “shoes” could end up eating 

your SEM budget with just a few clicks.

Others may try keywords that are too obscure, such as “wide width size 12 yellow as the sun high-heeled 

summer shoes.” In this case, you’re very likely to get your ad displayed even with a very small bid. However, 

the search volume for this keyword will be virtually non-existent in the first place.

Keyword Planning Tools

Luckily, there are many tools that will help you predict the effectiveness of the keywords you’ve assembled 

and will help you choose which ones are best for balancing your desired traffic with your budget. Two of the 

most popular include Google AdWords Keyword Planner and Moz Keyword Difficulty and SERP Analysis Tool. 

Google’s is free after creating an AdWords account, and the Moz tool requires a Moz Pro subscription.

15
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Google AdWords Keyword Planner lets you search for keyword ideas, see how your list of keywords might 

perform and will even help you create a new keyword list by combining many lists of keywords together. This 

tool can also help you when choosing your bid amounts, and it’s terrific for helping you lay the groundwork 

for a successful search engine marketing campaign. Just some of the information you can get from the 

Keyword Planner looks like this:

Moz is an online platform for managing, analyzing and monitoring various online marketing strategies. They 

crawl the web and have their own index, which allows them to reflect how Google might see a website or 

page. The metrics calculated by Moz can be used to analyze and track how effective your online marketing 

campaign is. The Moz Keyword Difficulty and SERP Analysis Tool in particular offers keyword monitoring and 

tracking, keyword competition analysis, and more.

There are many other keyword tools available, some of which are free and some of which are paid. It doesn’t 

hurt to use more than one, as this can help you determine if you are missing an important subset of keywords 

for your website. The most important aspect of keyword research is monitoring. Some keywords may perform 

exceptionally well for you, and it’s important to change the ones that don’t. SEM campaigns are rarely perfect 

from the start – they require a lot of ongoing research, monitoring and adjusting. 

16
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05 COMPETITIVE
ANALYSIS

Measuring your online presence and deciding on marketing 

strategies can often become a very insular process. Endlessly 

scrutinizing your own analytics data is like watching one inning 

of a baseball game: by itself, it can be very hard to tell if your 

team is winning or losing. Context is everything. Therefore, 

you need to have some idea of how your competition is doing. 

Competitive analysis will give you the data you need to make 

informed decisions about keywords, content, design, SEO and 

much more. Learning what helps to make your competitors 

successful can provide inspiration for your own strategies as 

your site grows.

Who Is Your Competition?

Before an analysis can begin, you need to determine your competitors. Gathering a list of competing sites can 

be as easy as performing some Google searches for businesses in your industry. For example, if you’re in the 

RFID business, you could simply search for terms like “RFID solutions,” “RFID companies,” “RFID technology,” 

“inventory management,” or any keyword that you’d like your site to rank highly for. Then, simply note which 

businesses and sites come out at the top. In order to beat out these sites in the search results, you’ll need to 

analyze why they’re ranked higher than you and implement similar strategies.

Of course, you can probably name many competing sites without having to perform a search – be sure to 

add these sites to your list as well. It’s important to have a wide range of competitors to analyze, and no 

competing site should be deemed “too big.” Even if you’re a small RFID company that’s mainly in competition 

with other small firms, it can still be very valuable to analyze huge tech companies like Atmel or Cisco.

17
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Essential Metrics In a Competitive Analysis

A good competitive analysis should address the following metrics:

1. Daily and Monthly Traffic: Analyzing the amount of traffic your competitors receive allows you to see 

how your site compares in both the long and short term. You can identify dips and peaks, while looking 

for reasons that account for the differences. If you discover that your direct competitors consistently 

beat out your traffic numbers by the thousands, you know you’ll be making a worthwhile decision to 

invest in traffic-building strategies.

2. Traffic Sources: Understanding where your traffic and your competitors’ traffic comes from is 

extremely important. Apart from search engines, you might find that many of your competitors get a lot 

of traffic from specific “hub sites.” These could be popular industry journals, magazines, news sites, blogs, 

social media, videos or any other Internet property that sends visitors back to their site. Once you’ve 

discovered these traffic sources, you can try to utilize them as well.

3. Backlinks: Links are one of the most important criteria that search engines use to determine their 

rankings. Simply put, if your competition has more sites liking to them than you do, it’s highly likely they’ll 

outrank you. Aside from the sheer number, however, backlink quality, variety, context and anchor text can 

all heavily impact rank. A good competitive analysis will reveal whether or not you need to concentrate 

on links in order to beat your competition.

4. Content: Authoritative, valuable content that is both search engine and reader-friendly is invaluable for 

getting people to your site and keeping them there once they’ve arrived. You may think you have stellar 

content, but if you never check out your competitors’ sites, you’ll never really know it compares. If your 

content lacks the authority, organization, quality and clarity of your competitors – either on your landing 

pages or anywhere else on your site – your visitors will notice. And they’ll be much more likely to visit 

competing sites instead.

5. Design: Put simply, competing sites may be performing better than you because they have a more 

appealing or navigable design. A competitive analysis can provide you with many ideas for design 

features that will improve your site’s functionality and enhance a user’s experience.

6. PPC Campaigns: It’s possible that your competition gets more traffic and conversions simply because 

they’re spending more money on SEM strategies. You don’t necessarily have to match your competitors’ 

PPC budgets to stay in the game, but a competitive analysis will at least make you aware that your 

competitors are taking advantage of this strategy.

18
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7. Social Media: What social networks does your business use? Are they the best choices for your 

industry? Analyzing your competition’s social profiles can provide insight into how to be successful with 

your own and which ones you could stop wasting your time with.

8. Keywords: A competitive analysis should reveal which keywords your competitors are targeting, both 

on their site pages and in their PPC campaigns. If you’re getting beat in the search engine results pages, 

it’d be a good idea to consider targeting similar keywords as the sites that are ranked above you.

Tools That Perform Competitive Analysis

One of the main tools for competitive analysis is Google Analytics Benchmarking. Benchmarking gives 

you data reference points for sites within your industry that you can compare against your own site’s 

performance. Google Analytics Benchmarking is easy to use and free of charge. It also makes it possible to 

stay up-to-date regarding current trends in your industry. Currently, Google Analytics Benchmarking has over 

1,600 industry categories and will allow you to input geographic locations and traffic size classifications.

Other tools are also available for competitive analysis, such as SimilarWeb and SEMrush. SimilarWeb has 

both free and paid competitive analysis tools, and the free tool allows you to compare traffic sources, organic 

keywords and paid keywords. You’ll need a paid account at SEMrush to really get the most out of it, but you 

can see some limited organic traffic, backlink and advertising reports that can be very insightful.

Of course, you can use a combination of many different tools or seek the help of a professional to get a 

thorough competitive analysis. Either way, you’ll find out where you stand among your competition and what 

you’ll need to do to get on top, as well as discovering a ton of exciting and potentially lucrative strategies for 

growing your online presence.
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06 WEBSITE
FUNCTIONALITY

Website functionality is vital to your online success. Put simply, 

if elements of your site don’t function properly, visitors will leave. 

Because you only have a few short seconds to make a good 

impression on visitors and have them continue to browse – and 

perhaps even convert – on your site, you have to maintain optimal 

site performance.

Website functionality deals with issues such as broken links, coding 

errors, server problems and browser compatibility. Everything needs 

to work as expected, including your outbound links, page load 

times, contact forms and more. If you’ve taken a look at your site 

analytics and noticed a very high bounce rate, investigating your 

website functionality is a great place to start.

Broken Links and Pages

Broken links not only lead to user experience problems, but they could also cause a search engine to rank 

your site poorly. Outbound or internal links on your site are considered “broken” when they lead a user to 

a broken or nonexistent page, result in an error, or take a user to the incorrect page. This can happen for a 

couple of reasons. First, the coding or the address for the destination page may be incorrect. This is easily 

fixed by correcting the address of the destination page or making sure the HTML code is correct. Second, the 

destination page may not be up and active. If it’s an internal link, you need to determine why your destination 

page is not up and operating as it should be. If it’s an outbound link to another site, you may need to change 

the destination to a relevant, functioning page or delete the link entirely.

Another type of broken link error involves broken inbound links. When a visitor clicks through to your site 

from search engine results or a link on another website, they may be blocked from reaching your page for any 

number of reasons. Again, not only will this stop a potential customer in their tracks, but it will also confuse 

search engine crawlers and cause them to give your site a low ranking. The most common error of this type 

is a 404 error, which simply means that a user is not able to access a certain page on your site. A 404 can be 

fixed in a number of different ways, but a common technique is to establish a redirect so that a user visiting 

your broken page will be automatically taken to a functioning page on your site instead.
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Because you likely have hundreds or even thousands of links and pages across your whole site, it’s impractical 

and unnecessary to try monitoring their statuses yourself. There are many tools available that will crawl your 

site for link or 404 errors and report when one is occurring. See below for some of these tools.

Server Issues

Another potential website functionality issue involves users being blocked from reaching your site due to 

problems with your server or hosting. Obviously, when your server is down, you are losing customers and 

possibly revenue. There are many different types of server errors, though, and they are represented by HTTP 

status codes that begin with 5. According to the Internet Assigned Numbers Authority (IANA) possible server 

errors include:

■ 500 Internal Server Error

■ 501 Not Implemented

■ 502 Bad Gateway

■ 503 Service Unavailable

■ 504 Gateway Timeout

■ 505 HTTP Version Not Supported

■ 506 Variant Also Negotiates

■ 507 Insufficient Storage

■ 508 Loop Detected

■ 509 Unassigned

■ 510 Not Extended

■ 511 Network Authentication Required

While these types of errors can get complicated, there are tools available that can point out your server 

issues and provide answers for fixing the problem (see below).

Cross-Platform and Browser Compatibility

There are many different browsers available, and they often render and display content differently. At a 

minimum, you should test your site using the latest versions of Google Chrome, Internet Explorer (now 

known as Microsoft Edge), Safari and Firefox. Things such as images, navigation, text alignment, video and 

other design elements can appear differently across browsers. Watch out for image files specifically – some 

browsers do not support certain file types like .tiff, which can cause the images to be displayed as blank 

boxes. Without testing your site in different browsers, you may never know if this problem is occurring.
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Site Speed

Site speed is essential for a good user experience, but it’s also a well-known search engine ranking factor. 

Google engineers have discovered that typical users don’t like to wait more than 400 milliseconds for a 

page to load. That’s incredibly fast, and it means that every element of your site should be optimized 

for speed; otherwise, you could end up losing out to your competitors because your load times are mere 

milliseconds longer.

The causes of slow load times can become very complicated, but some common issues include:

1. Unoptimized images

2. Too many oversized or animated images

3. Custom fonts

4. Poor hosting

5. Too many sliders or Javascript effects

Tools for Improving Website Functionality
As your website continues to grow and attract new visitors, it’s important that its functionality improves as 

well. The following tools will help you check and fix your website errors:

Google Analytics: Google Analytics is probably the most important tool for keeping your website 

functioning correctly. It can provide reports on site speed, broken links, broken pages and many other 

important details.

Screaming Frog: Despite its strange name, Screaming Frog is a very popular app that crawls your entire 

site and reports all sorts of errors such as broken links, server errors and much more.

Google Developer Tools PageSpeed Insights: The PageSpeed Insights feature is another great tool from 

Google. It not only assesses how fast your site is, but also gives you exact instructions for fixing issues 

while providing optimized versions of some of your content. It gives you unique fixes for both desktop 

and mobile. The initial report can look like this:



Measuring Your Digital Presence

Of course, there are dozens of similar tools available such as Moz and Raven that will examine your whole site 

and report any errors. All these tools have different features and settings, so it may be necessary to try out a 

few different ones before deciding which works best for your unique website.
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07 MOBILE
USABILITY

According to a 2015 report from Pew Research, 64 percent of 

U.S. adults own a smartphone, which is up from 35 percent in 2011. 

Americans use their smartphones for everything from texting and 

social networking to performing research and completing job 

applications. For business owners, having a website that functions 

well on mobile devices is no longer an option – it’s a necessity.

Mobile usability is now one of the most important factors when 

considering website functionality, and it’s not only because so 

many people will be accessing your site on mobile devices. Apart 

from user experience, Google has unambiguously stated that 

mobile usability is a ranking factor, meaning that if your site isn’t 

mobile-friendly, you won’t be ranked as highly in the search results as those that are.

Elements of Mobile Friendliness

How many times have you tried to read a menu for a local restaurant on your phone, only to find the text 

is too small to read? This annoyance forces you to expand the screen and scroll back and forth, while also 

making it much more likely that you’ll abandon the website and find another one. If this is happening on your 

site, you can be sure you’re losing traffic because of it. Mobile users want to quickly and easily navigate your 

site, locate the information they need, and take action upon it if desired. Here are some of the most important 

factors for mobile usability:

Completely Responsive Design

In the past few years, responsive web design (RWD) has become an essential element of good website 

design. RWD ensures that an optimal viewing and interaction experience will be available to users of a site 

regardless of the size of the screen on which they’re accessing it. A responsive site recognizes when a user 

is on a smartphone, tablet or desktop, and it adapts to display content in a way that functions optimally for 

the device being used. This reduces the need for users to pan, scroll and resize in order to see your content, 

which is essential for mobile-friendliness. In addition, a responsive design can eliminate the need to have an 

entirely separate mobile version of your site.
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Implementing a responsive design on an existing site can have some drawabacks, though, as it can turn 

long-form content into super-long pages on small screens. However, this can be corrected with mini tables 

of content at the beginning of the page that tell users what the content is about and allow them to directly 

access various sections of the page. Sticky navigation and back-to-top buttons can also enhance the user 

experience on longer pages if editing the content is not an option.

Readable Text

A user-friendly mobile site has large enough text for the user to easily read it. If your text is too small, users 

will be forced to pinch and expand in order to read your content. With so many other sites being easy to 

read on mobile, it’s possible that many users will simply leave your site if they’re struggling to read it. Google 

Developers recommends using a base font size of 16 CSS pixels and adjusting from there.

Well-Spaced Touchable Elements

Touchable elements such as forms, links and buttons need to be easily accessible. It can be frustrating to 

mobile users to try tapping on a touchable element, only to select the wrong one or to have to click several 

times to get it to work. Design touchable elements so that they are large and have a decent amount of 

negative space around them, allowing mobile users to easily tap them without needing to resize.

Scannable Content

People read web pages much differently than they read printed text – they scan. This is true on any device, 

but it’s most important on mobile. When users visit your site from a smartphone, they could be commuting 

on a bus, waiting at a restaurant, or killing time in any number of situations. In other words, not all of your 

mobile users will be totally engaged with your content when visiting your site. In order to ensure the highest 

probability of converting these users, do the following:

■ Use numbered or bulleted lists instead of long sentences with commas.

■ Use bolded text to highlight important points inside paragraphs.

■ Prioritize the most important aspects of your content at the top of the page.

■ Break your content up into shorter paragraphs.

■ Use subheadings effectively.
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Other Suggestions From Google

There are many, many things to consider when optimizing your site for mobile users. Google has listed 

some other common mistakes they notice, including:

■ Blocked JavaScript, CSS and image files

■ Unplayable content such as videos

■ Faulty redirects

■ Mobile-only 404 errors

■ Irrelevant cross-links

■ Slow mobile pages

Google has also provided developers with a thorough guide for avoiding common mobile mistakes.

Tools for Assessing and Testing Mobile Usability

To test your site’s functionality on mobile, Google’s mobile-friendly tool is provides a great start. Simply 

enter the URL in question and Google will report if it has a mobile-friendly design. If it passes this test, 

you’ll see “Awesome! This page is mobile-friendly” in green. If it does not pass, the message will read 

“Not mobile-friendly” in red. If your site does not pass, you will be given reasons why, such as your links 

being too close together:

Another option is Keynote, which is a desktop tool that will allow you to run and analyze a site on a variety 

of different mobile devices. It’s a very detailed tool that allows you to compare many aspects of your website 

against best mobile practices. Of course, many other tools such as Dynatrace and MobiReady can help assess 

your site’s mobile friendliness and help you fix any problems as well.
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08 SOCIAL
MEDIA

Social media has affected our lives in more ways than we could 

have possibly imagined when the networks first began to 

emerge. However, the technology community has been slow to 

adopt social media. Many business executives view Facebook, 

Twitter and LinkedIn as suitable only for personal connections 

or think they just apply to consumer marketing. According to 

Social Media Examiner’s 2015 Social Media Marketing Industry 

Report, though, 92 percent of marketers said that social media 

is important to their business.

So, it’s clear that social media is having a huge impact on 

many companies – but what are for business to business (B2B) 

technology companies really gaining from their social presence?

Examples of Technology B2B Companies Using Social Media

There are plenty of examples but here are a few examples that Forward Vision Marketing as been involved 

with personally. Companies like Texas Instruments are using social media to better reach engineers to share 

tips, issues and designs on their semiconductor products. RAIN RFID Alliance uses social media as an 

essential marketing and advertising platform to gain members, promote events and resources. New start-ups 

like Xerafy leverages social media as an essential marketing and advertising platform to increase their brand 

awareness and online presence.

Top Five Benefits of Marketing with Social Media

Increased Exposure: The top benefit reported by 91 percent of those who participated in the survey was 

increased exposure. Many marketers said that an increase in exposure resulted from spending as little as 

six hours a week doing social media marketing. By using social media, companies can both maintain their 

presence with existing customers and grab the attention of new ones.
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Increased Traffic: Three-quarters of those surveyed said that marketing with social media increased 

traffic to their website. However, it’s not easy to get social media users to click away from their news 

feeds and visit your site directly. Many businesses that are successful on social media use well-formulated 

ads along with engaging content in order to direct traffic to a specific site. A compelling call-to-action 

can occasionally be helpful as well; however, social networks and their users have become increasingly 

intolerant of blatant sales copy.

A Loyal Fan Base: Social media services such as Facebook and LinkedIn have made it easier for 

marketers to target specific demographics based on things like interests and job titles. Marketers 

can then tailor their social campaign directly to users who are most likely to engage with their 

products or services.

Market Insight: Marketers report that social media provides valuable insight into whatever industry 

they happen to be working in. In fact, 63 percent of those surveyed said that they gained useful market 

insight after only one year of social media marketing. This percentage increases as marketers spend 

more and more time on social networks.

Lead Generation: Among those who have performed social media marketing for a year or more,

over 50 percent said that they were generating leads. This is the one benefit that has the largest 

impact on a business’s bottom line. To get to this point, a company must develop an engaged, 

trusting customer base.

Top Three Social Platforms
When marketers were asked what the most important social platform for businesses are, the results weren’t 

much of a surprise: 52 percent reported that Facebook was most important, followed by LinkedIn at 21 

percent and Twitter at 12 percent. However, many technology B2B companies have found the most success 

on LinkedIn, Twitter and YouTube.  After all, YouTube can arguably be considered the second most popular 

search engine and technology companies can share training videos, product explainer videos customer 

interviews and thought leadership through YouTube.

When it comes to paid advertising options, the top three platforms are Facebook Ads at 84 percent, Google 

Ads at 41 percent and LinkedIn Ads at 14 percent.
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Social Media Marketing Tools

There are dozens of tools available for analyzing the effectiveness of your social media marketing campaigns. 

Some are free, while others require a monthly or yearly payment. Here are four of the top tools for tracking 

and analyzing your campaigns:

Hootsuite: Hootsuite is one of the leaders in managing social media marketing. It displays all your social 

media accounts in multiple streams, and provides many different analytics metrics for assessing the 

effectiveness of your social media campaign. You can also schedule posts for future publishing as well as 

monitor trending topics related to your industry and brand.

PostPlanner: PostPlanner allows you to schedule posts for Facebook and Twitter. Many marketers use it 

to find the most shared videos, photos and site pages in your industry at any given time. You can then 

post these to your own social media accounts to increase consumer engagement.

Sprout Social: Sprout Social offers terrific reports for analyzing your social media campaigns. You can 

also manage your social messages with their mobile app, and it has a convenient publishing system. It 

supports Facebook, Twitter, LinkedIn and Google+.

Spreadfast: Spreadfast is another popular social media tool that allows you to manage multiple accounts, 

gather intelligence about your social audience, integrate social media into your business and content 

campaigns, and increase audience engagement.

Many studies have shown that the results of social media marketing justify the resources invested in it. 

However, a successful social campaign requires plenty of research, planning, monitoring and analysis. Simply 

creating a Facebook profile will not gather the large, engaged, and ready-to-convert audience that you need 

to make social media worthwhile. However, when done right, social media can be an invaluable part of your 

online presence, helping you reach unprecedented numbers of targeted customers.
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09 EMAIL
MARKETING

There are some who say email marketing is an outdated technique 

that’s no longer useful for increasing brand exposure and getting 

leads. But this couldn’t be farther from the truth – a finely-tuned 

email marketing campaign will not only increase clickthrough rates to 

your website, it can also boost sales for the products or services you 

provide. Like any method of building your online presence, however, 

email marketing requires plenty of planning and forethought.

The Benefits of Email Marketing

Some sources estimate that there will be over 4.9 billion email 

accounts by 2017, many of which could be leveraged for building 

your brand. Of course, as you’ve likely noticed, more and more email 

accounts means more and more spam. Spam and junk email has led to the creation of many different email 

filters, and has even been the cause of federal legislation. So it’s understandable that you may be cautious 

about beginning an email campaign, as you don’t want to be perceived as a spammer. On the other hand, 

the following statistics regarding email marketing are undeniable:

■ Email marketing can have an ROI of 4300 percent. (Yes, you read that correctly.)

■ Email is almost 40 times better than Twitter and Facebook at acquiring customers.

■ 73 percent of marketers believe that email marketing is core to their business.

■ 74 percent of marketers believe email produces or will produce a ROI in the future.

Email marketing is cost effective, can reach almost anyone in the world, is easily monitored, and can be 

integrated with social media. But there are right and wrong ways to approach email marketing – taking 

the right approach will prevent your emails from ending up in spam or junk folders.
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Successful Email Marketing

So, what do you include in your emails in order for your campaign to generate leads and increase exposure? 

Well, some of the most effective types of email marketing messages include:

Welcome emails: First impressions do count. When someone signs up for your mailing list, he or she 

should receive an email that welcomes them to your company. This may also be a good time for a 

promotional offer or an invitation to check out some new content on your site.

Newsletters: Newsletters are incredibly popular for keeping your customers informed as to what is 

going on with your business. Of course, you’ll need to decide what your goal is with your newsletter. 

For example, do you want to increase brand recognition, encourage social sharing or invite customers 

to live events? Once you determine what you want to achieve, it’s easier to choose what to include 

in the newsletter.

Dedicated emails: These emails allow a business to focus on a new product, an upcoming event or a 

company announcement. They are succinct and focus on just one topic, decreasing the likelihood that 

they’ll be ignored.

Lead Nurturing Emails: These are emails sent to subscribers specifically to get them to visit your website 

and convert. These types of emails often include information about sales or price drops.

Other optimization tips for your email campaign include:

■ Be creative. People get a barrage of emails every day, and they certainly don’t open all of them. In fact, 

people who have business email addresses received a whopping 121 emails per day on average in 2014. 

Your content has to stand out if you’re going to get noticed.

■ Low-quality or deceptive content combined with overly frequent sending will get you labeled as spam 

or junk. Not only can this make your potential customers angry, but you can also be fined or face a lawsuit 

because of the CAN-SPAM legislation.

■ Include your social media sharing buttons on every email. According to email marketing 

tool GetResponse, emails that include social sharing buttons have a much higher clickthrough rate –

158 percent higher.

■ Create subject lines that are enticing to readers. One-third of email recipients will open an email simply 

because of the subject line. Bold, controversial or humorous subject lines will help get your recipients’ 

attention when appropriate.

■ Keep it short and sweet. You want to keep the recipient’s attention when he or she opens a marketing 

email. Brief, persuasive copy is a great way to attract customers.

■ Immediately tell the recipient the value in what your company offers. Be sure to let readers know why 

they need to continue reading your email and how it will benefit them.
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Gathering Email Addresses

Of course, the first challenge in beginning an email marketing campaign involves gathering a mailing list. 

There are many ways to accomplish this, but you want to focus on the techniques that will give you the most 

targeted results. For example, a newsletter signup form on your business’ website will result in getting emails 

from customers who want to know more about your products or services. Social media is also a great way 

to collect emails. Simply create a call to action on your Facebook business page, then use status updates to 

encourage your followers to sign up. Similar strategies can be taken on LinkedIn and Twitter.

Offering special deals in return for an email signup can also catch users’ attention. Providing free product 

samples, guides, books, videos, or something similar can be a great incentive for a user to join your mailing 

list. It’s also important to link to your email signup form from different areas of your site, especially your blog 

and About Us page.

Tools for Email Marketing

There are a number of email marketing tools that can help you develop your mailing list, draft effective emails, 

schedule email blasts and monitor effectiveness. Some of them include:

Litmus: Litmus allows you to easily build, test and monitor your email marketing campaign. It allows you 

to preview how your emails will look in different inboxes, and it has a checklist you can use to make sure 

your links, images and other features are working before you push the “send” button.

MailChimp: MailChimp is a popular email marketing tool that provides you with tons of options for 

developing a unique campaign. You can design professional-looking emails, manage contacts, monitor 

email open rates and more.

ReachMail: ReachMail can track up to five different email campaigns and see how they perform. It also 

allows you to perform A/B testing, such as trying two different subject lines on the same email to see 

which one is more effective. In addition, you can send test messages to a certain percentage of your 

email list and see who clicks on your links.

ConstantContact: ConstantContact is another popular tool that allows you to design professional-

looking emails, integrate social media, monitor email click rates, and much more.

Email marketing is far from dead. It simply requires a well-planed, human approach. By creating a successful 

email marketing campaign, you can watch your brand grow, as well as your conversions.
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10 WEBSITE 
SCORECARD

The website scorecard gauges the effectiveness of a site for marketing purposes according to best practices. 

Forward Vision utilizes the following questions to measure how effective the website is being used to attract, 

engage, inform and convert customers.

1) Are you using search advertising methods like Google Ads or other ads to generate traffic to the site?

 Yes   10 points

 Somewhat   5 points

 No    0 points

2) Is there a blog, and is the blog being used effectively to drive traffic to the site?

 Yes    10 points

Infrequent Posts   5 points

 No    0 points

3) Are there newsletters or emails being used to collaborate or communicate with existing clients and 
prospects?

 Yes    10 points

 Infrequent Posts  5 points

  No    0 points

4) Is it easy to find testimonials or customer reviews on the site?

 Very easy   10 points

 Few reviews   5 points

 Difficult/non-existent  0 points

5) Does the site have a newsroom with frequent updates such as press releases?  

 Yes    10 points

 Infrequent posts  5 points

 No   0 points
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6) Does the site contain prominent calls to action that lead visitors toward completing specific goals?

Yes             10 points

Somewhat    5 points

No              0 points

7) How easy is it to search and find information on the site?

Very easy   10 points

Fairly easy   5 points

Difficult    0 points

8) How well does the website differentiate the firm from its competitors?

Very distinct   10 points

Some differences  5 points

Poorly   0 points

9) Are there videos on the website explaining the company and/or its products?

Yes             10 points

Somewhat    5 points

No               0 points

10) Does the website contain detailed information sources such as white papers or case studies?

Yes              10 points

Limited Amount             5 points

No               0 points

Total Points________
[out of a possible 100 points]
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