Web marketing

Advertising online can have a great impact on sales and there are simple steps you can take to use this broad medium successfully.  Don’t be put off; the internet can be a scary place particularly if it’s unfamiliar territory.  All it takes to have a professional web presence is a good website that your customers can find and use easily.  

For those who are web savvy, there is no end to how creative you can be online and for those who will become more confident online; there are a few things that might want to consider experimenting with in the future.

Pay-Per-Click advertising

Pay-Per-Click advertising (PPC) is a popular way of advertising online and means that your advert will get exposure on search engines, such as Google and associated websites.  Pay-Per-Click advertising does what it says on the tin; you pay when someone clicks on your advert and the potential for a customer to do this is better when your advert pops up while they are searching pages that are relevant to your product or service.  

There are a number of networks that offer PPC advertising so shop around and test some different ones so that you’re able to compare campaigns and return to the most effective network when you advertise in the future.  

To run a PPC advertising campaign people bid based on the price they’re willing to pay to have a particular phrase or keyword in their campaign.  The higher you bid for a phrase or keyword the higher your advert position.  Your advert position will also depend on how relevant the phrase or keyword is to your business and the quality of the web page to which the advert directs people.

	PROS
	CONS

	· You can reach huge numbers of people when they are likely to be interested in your product or service.

· It is easy to measure the effectiveness of your PPC campaign – for example, you can stop adverts running against a key word that isn’t producing any sales and quickly test out other key words that might produce better results.  

· PPC campaigns can be very cost effective – bidders are in complete control of how they value phrases and keywords and prices and as a result are in control of the money they spend on ads.  

· There’s no minimum that you have to spend on a PPC campaign – meaning that your commitment can be as big or as small as you can manage.

· There’s no minimum length of time for which you have to run your campaign.   

· You can track which key words have resulted in the most sales and ditch the ones that haven’t produced any results.  

· You can write PPC campaigns that promote specific offers and prices to a particular geographical location.  
	· Some people say that PPC advertising is becoming more similar to Search Engine Optimisation because search engines like Google have started quality scoring the content of business websites and charging rates for PPC advertising based on the quality of their website content.

· Don’t rely solely on PPC to market your business as it’s easy for a competitor with more money to outbid you and achieve the same results.  
· Google Adwords is such a popular way of driving traffic to a website that the cost for PPC advertising is increasing.  




If you’re thinking of running a PPC campaign here a few things to keep in mind:

· Plan when your adverts are going to appear online – make sure that they hit your target market at the right time of day or night and, if relevant, in the right geography.

· Bid on phrases or keywords that are specific – for example, if you are running a florist you might want to bid on ‘fresh flowers’ or ‘wedding flowers’.

· Use your limited word count wisely – focus on using positive words and buzz words known to attract attention from customers like ‘open’, ‘free’, ‘now’, ‘exclusive’.

· Check out the competition and how they are using PPC campaigns – note some of the best examples and follow their good example when putting together your own.  

Cost-per-thousand advertising 

Cost-Per-Thousand or Cost-Per-Mile advertising (CPM) means that you pay for adverts upfront.  You might choose to pay for one thousand ‘impressions’ which means that your advert will appear one thousand times on relevant websites.  

	PROS
	CONS

	· CPM advertising may be more cost effective for your business if the key words you want to buy are very popular and expensive.

· CPM advertising is developing to be as targeted as PPC advertising meaning it may have the potential to be more cost effective than PPC advertising.  


	· The click-throughs you could get on a CPM campaign are low.

· The minimum purchase of impressions may be more than your business needs – shop around as some companies do offer lower minimum purchases. 


If you’re thinking of running a CPM campaign here are a few things to keep in mind:

· Text advertising often receives more attention than graphics alone.

· Compare your best quotes for both PPC and CPM advertising and compare the cost per click with the cost per number of impressions – for example, if you’re paying £1 per click for your PPC campaign and 10 clicks will cost you £10, a CPM campaign that costs you £10 for 1,000 impressions means that even 1% conversion would cost you the same £10.
