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Link Building for Local Results

Along with building citations for your business, you should be building links to
your business website as well. While not strictly necessary, having business
“mentions” on other websites as well as backlinks to your website results in a
strong double punch to get both your local listing in the “3 Pack” as well as
your business website in the local organic listings.

The following link building methods are known as “unstructured citations” –
that is, simple mentions of your business by blogs, online newspapers, social
media, forums and other sources. They are unstructured because there is no
specific  Name,  Address,  Phone  Number  fields  … for  these  links,  you  will
simply mention your business name, maybe your address, and most definitely
your website URL.

For all link building methods, refer to this checklist to make sure the website
property is “worth” participating in:

 Is the website updated regularly? (At least once a week)
 Are there a lot of members participating? (For forums,  this would be

hundreds or thousands of forum posts. For blogs, this would be several
comments per blog post)

 Does the website “look professional”? While this is a judgment call, you
can usually tell a well designed website from one with lots of pop-up ads
and messy layout, all of which contributes to a bad user experience 

Forums

Forums  are  websites  where  you  join  and  participate  in  conversations.  A
simple  Google  search  can  uncover  relevant  forums  that  have  discussions
related to your services or products.  You can then participate in the forum
conversations, and leave links back to your website. 

To find them, simply type “(your business niche) forum”.

To start, choose 2 forums that are related to your business/niche, and start
getting involved on these forums. Do not leave a link to your website initially,
but rather you will be simply helping other people out by answering questions
and participating in conversations. After all,  many of these people could be
your potential customers! 

Or, if people you are communicating with live all over the United States, and
your  area of  business is  Walla Walla,  Washington,  there is  a  chance that
somebody in your forum has a friend or family member who lives in your area
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of business. If that friend or family member has a problem and needs your
services, chances are the person you were communicating with in the forum
will remember your name and business, and recommend you.

Many forums do not allow you to mention your business or post your website
URL until after you’ve built up 10 or 15 (or 50) posts in the forum … this is due
to the large amounts of spam that pretty well all forums receive. If you take the
effort  to  participate,  then  the  forum administrator  will  know you  are  not  a
spammer.  That  way,  when  you  do  begin  to  advertise  your  services,  the
administrator or participants won’t report you.

To advertise your business, you have two methods:

1. Every couple of posts, mention that you run such and such a business
out of such and such a city … only do this when it makes sense. For
instance,  if  you  are a plumber,  and somebody is  asking a technical
plumbing question,  you can answer  it.  Then, say something like “My
customers usually call me for this problem. This is how you can solve it
at home …” (talk about how to solve it.) … “Hey, if you know anybody in
Walla Walla who is stuck with this problem, they can give me a call at 1-
800-123-4567.”

2. Use something  called a “signature”  –  this  is  a  statement  or  graphic
placed at the bottom of every post you write. Many forums no longer
allow this (because it is a favorite tactic of spammers – people even
“rent” out their signatures!) … if they don’t allow it, either use method 1,
or do not participate in that forum, unless it is definitely local and you
know the people you talk to are potential customers.

To  create  a  signature,  you  will  go  into  your  profile  and  look  for  a
“signature” button or option. You’ll be presented with a text field. Enter a
short  statement,  and the URL of your business website … or simply
your NAP.

Once it is activated, and you have previously published 15 (or 50) posts,
every single one will now show your signature at the bottom of every
comment you will have made, and any future ones.

Every forum will (or should) have a list of rules to follow, usually as a “sticky”
post  or a general  introductory paragraph.  For instance,  since we’re on the
topic of plumbers, I found a plumbing forum through a quick Google search. If
you were to join this,  you would first  read the FAQ and read what  sort  of
advertising is allowed. 
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After clicking their FAQ, I clicked “Advertising Rules”.  The administrator of this
forum DOES allow a signature file to promote their business, as you can read
below:
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Because each forum is run differently, you may have to search around to find
the rules. Either look for a “general” forum area, a “new members” area, or a
“register”  link.  Most  well-run  forums  will  have  information  and  rules  on
advertising.

Blogs 

Another way of getting links is by creating relationships with bloggers. This
can be a more time consuming process than forums, simply because there
are so many of them. For best results, you will  need to persevere with this
method for at least a few months. 

The process is simple, though. Find relevant blogs and start adding them to a
list,  preferably  a  spreadsheet.  Subscribe  to  each  blogs’  email
series/newsletter  and become a frequent  reader.  To find them,  do Google
searches with the keywords you would have found back in the “Optimizing
Your Website” section. Most blogs have a distinctive format – 10 “latest posts”
on their home page.

How  would  you  participate  on  a  blog?  By  leaving  useful  and  interesting
comments that will further the conversation. On most blogs, at the bottom of
each post, there will be an opportunity to leave a comment, such as this one: 

You would leave your name, email and website URL. Sometimes there will be
an anti-spam check such as having to enter a number or something else to
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prove you are a “human” (most spam is done through automated software
programs.)

Then, leave an interesting comment, and do not promote your business. What
you are doing is building a relationship with this blogger. 

When you add your website information, it will be linked to your name. So, if
you  are  “John  Smith”  and  you  enter  your  website  address,  when  your
comment  is  approved  by  the  blogger,  “John  Smith”  will  be  a  link  to  your
website.

One technique is to leave your business name in the name field (“J Smith
Plumbers”) … that way, the “N” in your NAP will be published on the internet
and be associated with  your  business website.  Be careful  with  this.  Some
bloggers find this overt self-promotion distasteful and may not approve your
comment.  As  well,  Google  finds  that  associating  a  personal  name with  a
website URL to be natural. 

One thing to never do is leave this keyword phrase you are trying to rank for
as  your  name  (“Plumbers  in  Walla  Walla”)  … this  is  a  well-known  spam
technique and most bloggers (and Google) know this. The blogger may not
only reject your comment, but mark you as a spammer.

Why  would  you  spend  time  commenting  on  blogs  in  your  niche?  A  few
reasons:

1. The blogger will begin to become familiar with you and trust you … we’ll
talk about this in below as to why you want this to happen

2. Other  visitors  to  the blogger’s  website  will  read your  comments  and
(hopefully) click to your website to see who you are

3. Other commenters will see you participating and visit your website. 

Guest Post Opportunities

After some time (1 month or so), what you can then do is email the blogger
and offer to write a guest post on their blog. If you have good relationship with
the blogger, chances are that they will let you write an article in which you can
refer to your business. 

For this process to be most effective you’ll need to have at least 10 blogs that
you are interacting with frequently. This does take time but is absolutely worth
it, as the quality of these highly relevant blogs is huge. 

When you write a guest post, it must be as high quality as if you are writing for
a magazine or local newspaper. Are you a plumber? Discuss some plumbing
tips. Are you a florist? Talk about floral arrangement. A coffee shop owner?
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Write about the technique to brew a perfect cup of coffee in a French press
(seriously … I didn’t know until a week ago that you are supposed to wait 5
minutes before pouring the boiled water into the press! No wonder the coffee
always had a slightly bitter taste!)
 If you are not a good writer, you can always hand this off to somebody else,
either an employee with great writing skills or through an outsourcing service
such as Freelancer.com or Upwork.com (formerly Elance).

Writing guest posts and having them published on popular blogs is a fantastic
way to gain exposure for your business. At the end of the article, you will add
a short bio of who you are, and it is here where you can encourage readers to
visit your website, your Yelp listing, Facebook page or your place of business. 

Again, just like with comments, don’t add keywords to your website address …
this is not only spammy, but Google has cracked down on website owners
doing this.

Facebook

When we talk about social networking for local search, we’re pretty well talking
about the Big One: Facebook.

Every business should have a Facebook business page, not only to interact
with their customers, but because of the word-of-mouth factor. Many people
who “Like” or “Check In” to a business will have this automatically announced
on their personal feed. Their friends, meanwhile, will see this, and may want to
know more about where they went.

As well, if a customer were to check out your business page on Facebook,
they will  see immediately if any of your friends have “Liked” your business,
giving you a powerful incentive of social proof that they should go check it out
too. 

While Facebook doesn’t have the functionality of local search that Google has,
it  does exist  … meaning that  in the future Facebook may try to challenge
Google.  If  you do a search for  “ice cream shops near  me”,  Facebook will
either show you a list of ice cream businesses near you, or a list of posts with
those keywords (interestingly, when we did a search, it only showed posts on
our  mobile,  and showed  locations  first  on our  desktop!  You  would  think  it
would be the reverse.)

Whether or not Facebook seriously gets into the “local game” in the future,
you do need a business page to round out your local SEO strategy. Creating a
page is easy:
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First, you need to have a personal account with Facebook. If you don’t have
one, sign up at Facebook.com.

Once you do that, you will be able to create a page. To do so, go to:

https://www.facebook.com/pages/create

Click “Local Business or Place”. If you don’t have a storefront, or serve people
at their location, click “Company, Organization or Institution.” 

Click the category closest to your business, and fill in the required information:
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You will now have the opportunity to fill in more detailed information. Most of
this is optional, and can be filled in later. 
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For the final step, Preferred Page Audience, you can even specify a local area
of prominence. If you know most of your customers will be within 25 miles of
your  location,  you  can  state  this.  (This  will  not  only  slightly  boost  your
importance when people do local searches via Facebook in your area, but will
pre-fill in your location if or when you do Facebook advertising.)

As well, you can add a zip code (or postal code, if you are in a country other
than the United States), and you can click the “Drop Pin” button to place at
your exact location on the map:
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Once complete, your Facebook business page will be live!
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Encourage  your  friends  and  family  to  “Like”  your  new page  to  get  things
started.  Continue customizing your  page,  such as an interesting image for
your banner showcasing your business, your hours of operation, etc.

With hundreds of millions of people on Facebook, this is definitely one of the
best ways to reach your customers online. Encourage walk-in customers and
clients  to  Like  your  page,  list  your  Facebook  address,  and  add  updated
information. If you are a contractor, you can regularly update your page with
your work. If you are a restaurant, you can announce the day’s specials. You
can  run  contests,  announce  events,  post  videos  and  images,  ask  for
feedback, and offer personal musings … anything you want that you would
like to reflect positively on your business.

While a Facebook page is just one factor in your local Google rankings, it is
another avenue to reach your customers. And when it comes down to it, your
local SEO campaign isn’t just about ranking highly in local Google searches …
it’s getting customers into your business!

Other Social Networks

There  are  many  more  social  networking  websites,  which  we  will  briefly
mention, and whether it is a fit for your business:

Twitter: Great for interacting with your customers on a regular basis. Similar
to Facebook, you can announce your deals of the day, offer coupons, and
respond to any customer enquires in real-time. 

LinkedIn: If you are a professional business, or a B2B, Linkedin will be your
most powerful social network. While Facebook is for “the masses”, LinkedIn is
mainly for business professionals. If your client base is mainly companies and
other  small  businesses,  focus  your  energy  on  forming  relationships  and
promoting your services on LinkedIn. 

Pinterest:  Pinterest  is  quickly  growing  to  be a “visual  shopping  site.”  The
concept is simple – people (mainly women) post images of interesting items,
creative ideas and unique concepts. If you are a flower shop, antique store,
garden center, furniture store or other business that sells interesting physical
items, Pinterest is definitely for you. 

Open an account, interact with other people (by friending them or Liking their
pins), and add your own images of products. The power in Pinterest is that
people can not only share and repin your images (giving your images the
potential to go viral), but your image has your URL associated with it. So, if
somebody  clicks  your  image,  it  will  go  to  your  website,  where  they  can
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purchase your item online. In the near future, you will also be able to promote
your pins and advertise to reach a wider audience. 

Click  https://business.pinterest.com/ to get started (you will  want  to open a
business account to be able to advertise.)

Youtube and Video

Youtube  is  considered  a  social  platform,  in  that  you  publish  videos  which
people can comment on, “Like” (or dislike), save into their personal channel
and share on other websites. Videos are great in showcasing your business,
the services you offer, tutorials and anything else you can imagine. Do you
own  a  travel  agency?  You  can  show  slides  of  vacation  destinations  you
specialize in as a video. Are you a chiropractor? Hire a photojournalist and
talk about proper posture and ways to alleviate pain. Do you sell crafts on
Etsy? Showcase your wears on video, or even film live a craft you are making.

Video is an incredibly powerful tool for your business, and you can republish
your videos on Facebook, other video websites, and even in press releases
(which we discuss below.) 

Local Media & Press Releases

Don’t just think of local SEO as online. Think of traditional media as well, such
as  press  releases,  contacting  reporters  and columns in  local  newspapers.
Most, if not all, local media have websites and will add your website address
and NAP to your article.

For press releases, you have a lot of great options. For a fee (and don’t waste
your time with “free” services), online PR services will send your press release
to all the major news outlets, as well as zero in on any local outlets to target
your audience. 

As well, you will be featured in places such as Google News, which will give a
short  but  significant  boost  to  your  traffic.  Most  services  also  allow you  to
embed images and video into your release, and offer statistics to see how well
everything is performing.

There are online “rules” for press releases, and it is similar to guest posts,
blogs  and  forums  …  no  keywords  linked  to  your  website,  and  usually  a
maximum of three links per press release – so, you can feature your business
website, perhaps a blog post on your site, and your Facebook page or your
Yelp listing. 

To get started, check out these top services:
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 http://www.prweb.com/

 http://www.sbwire.com/

 http://www.businesswire.com/

 http://www.prnewswire.com/ 

When your press release is published, monitor it closely to see which media
outlets pick it up. Also, on your corporate website, have an “In the News” page
where you list all your press releases.

However  … DO NOT publish  your  actual  press  release  on  your  website.
Instead, publish a small portion of it, and say “Continue to CNN.com to read”
or some other important news outlet. That way, not only will your visitors be
impressed  (this  company  was  picked  up  by  CNN!),  but  you  want  to  help
promote your company by promoting a 3d party in the search engines. 

Putting it another way … if you are published on CNN (Or Yahoo News, or the
Wall  Street  Journal,  etc),  you want  to promote your press release on their
page.  That  way,  when  a  visitor  does  an  internet  search  related  to  your
business or the topic of your press release, you want CNN to come up first in
the search results, not your corporate website.  This gives a prestige factor
and will make the visitor more interested to learn more about your business!  

Remember, just as you are looking for customers, reporters are looking for
stories. They have deadlines, and need to fill pages. If you have an interesting
press release, it will be published.

You can go even one step further, and contact a reporter to do a story on your
business (which could lead to further exposure). Yes, there is a website for
this. Check it out:

http://www.helpareporter.com/
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Week by Week Content Strategy

Since there is so much work to do, it  is important that you have a content
strategy in place to organize everything and stay on track. You’ll also be able
to syndicate (share) your content across a range of social media platforms
such as your blog, Twitter and your Facebook page when you publish content.

The content you create should have localized keywords in it and should be
created with your local audience in mind. 

Look to create content  about  topics that have your city/region (where your
business is located) built into them. For example:

 “the best place to stay in Austin” (for an Austin based hotel)

 “New York’s secret espresso recipe” (for an coffee shop in New York)

 “dental hygiene tips from Boston’s longest serving dentist” (for a Boston 
based dentist)

 “property investment in Seattle” (for a real estate agency in Seattle) 

Once you’ve created your content, you then work to distribute it to different
social media platforms around the web. If your website has a blog, publish the
article  there  first,  and  then  link  to  in  on  your  Twitter  account,  into  your
Facebook page etc.
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Here’s an example plan you could use during a 5 week campaign:

Week 1: Publish a newsworthy article on your blog (the example topics above
would be fine!)

Week 2: Create an info-graphic highlighting the key points from your article,
and submit this to 5 different info-graphic websites with links to your website.

Week  3: Add  a  video  to  your  website  about  something  related  to  your
business, and share it on YouTube.

Week 4: Sign up to 5 different forums and add 5 posts to each one.

Week 5: Add your business information to each of the 5 forums.
Taking small steps forward over time using a simple plan like the one shown
above, will  give your business all the exposure it needs in order to get top
rankings for your target keywords and outperform your competition.

Very few local businesses actually do these things, which makes it relatively
easy to see fast results!
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Tracking Your Results

You’ve  built  your  Google+  page,  you’ve  optimized  your  website,  and  built
citations  and backlinks.  You  see a few more visitors  coming through your
door. Is this due to all your hours of effort building your presence online? How
will  you  know what  you  are  doing  is  resulting  in  anything?  This  is  where
tracking your results becomes vitally important.

To track your results, you will need a few tools. All of them are free, and all are
provided to you by Google. Let’s explore what you need to set up:

Google Analytics

Google Analytics is one of the most powerful website statistics program on the
market. And it’s free! With it, you can measure traffic coming to your website,
where it’s coming from, how long visitors stay, how many pages they visit, and
much more. To get started, login to the same Google account where you have
your Google+ Page, and go to:

http://www.google.com/analytics/

Google Analytics will guide you through the steps you need to take.
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Sign up, and you will be asked to enter your information. Note that you will
have a main account with (potentially) several analytics accounts (if you own
more  than  one  we  property).  Below,  we’ve  named  our  main  account  “My
Business” … if you own more than one business, you can call it “Blueprint Pro
Café” and if you also own a bagel shop, you can later set up another account
under your same Google account called “Blueprint Pro Bagels”.

Scroll to continue, agree to the terms of service, and you are set up! To begin
tracking, you will have to place your tracking code on your website, on every
page you wish to track.

For static websites, this could be a problem, because you will have to copy
and paste into every page. For most dynamic sites and Wordpress (which by
now should be 99% of all websites), you can add the code into the “head” of
your website. 
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If  you  are  using  Wordpress,  most  themes allow you to  place  code in  the
“head” of your website (they may also call this “header code”). If you have a
web designer responsible for your site, ask him or her to add this code just
before the end of the </head> tag on your website.

For  instance,  in  one  Wordpress  theme  we’re  using,  you  can  add  Google
Analytics code in their “Theme Options” menu:

Once the code is live, check back in a few days to view the traffic to your
website:
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Google  Analytics  is  such a powerful  tool,  we would  need to  write  another
guide just on this program. There are a lot of resources, guides and Youtube
videos on how to properly use this program, set up custom views showing the
most  important  information for  your  needs,  and ways  to link AdWords and
AdSense  accounts  to  your  Google  Analytics  data.  If  you  have  advertising
campaigns, you can also create custom reports to see how effective it is.

Google My Business Insights

“That’s great and all,” you may be saying … “But can I track people that view
my Google+ Page listing?” The answer is YES.

In  your  business  dashboard,  once  everything  is  verified,  go  to  your  “My
Business” page …
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Scroll down, and you’ll find a lot of useful statistical data. Specifically, you will
see “Insights”:

Click View Insights to see data on who has visited your local listing:

For  this  client  of  ours,  14,  860  visits  was  through  search,  which  includes
Google Maps, the local Google search results, and maps for mobile. 21, 832
were  through  images  – this  includes  Google  Image  searches  and  images
found on Google Maps. 

There  were  0  visits  to  this  client’s  actual  Google+  Page  (no  surprise,  as
Google no longer shows the actual page), and 0 through posts (because, as
we  mentioned  before,  very  few  businesses  promote  themselves  through
Google+ posts.)
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Scrolling down, you can see how people approached your local listing. Of the
visitors  who  viewed  the  local  search  results,  761  clicked  to  the  client’s
business website,  170 used driving directions from Google Maps,  and 205
clicked the client’s business phone number from the local listing or Google
Maps.

There are also tabs for Engagement and Audience, but these are only for your
Google+ Page … which, as we’ve stated before, Google has now buried.

Going  back  to  the  main  My Business  dashboard,  you  can  also  track  and
manage your Google+ reviews and (very cool),  you can link your business
website’s  Google Analytics data to your dashboard,  so you only need one
place to login to view everything:
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Google Search Console

If  you  have  a  website,  you  should  register  it  in  Google  Search  Console
(formerly known as Google Webmaster Tools). This program is a complete
hub of organic search data and health tools for your website. 

To  get  started,  login  to  the  same  Google  account  where  you  have  your
Google+ Page, and go to:

https://www.google.com/webmasters/tools/home

Add your full website (http://www.mybusinesssite.com) and continue. You will
need to verify  you  are the owner  by uploading a file  to  your  server  … or
connecting  your  website  to  your  Google  Analytics  code,  by  clicking  the
“Alternative Verification Methods” tab.

Once you are verified, you can check the “health” of your website in Google,
such as any “crawling” issues (Google’s search program collecting information
on your website to help rank it), speed, html improvement suggestions, and
sitelinks. 

What are sitelinks? They are further navigational links below your website in
the Google search results. They are only added if Google deems some of your
internal pages authoritative enough to list:
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The power of Webmaster Tools is the Search Traffic section. This section lists
the following:

Clicks –  visitor  clicks  into  your  website  from Google  organic  search  (and
organic local search), 

Impressions – how many times people saw your business website listing in
the Google search results

CTR –  the  people  who  visited  your  site  versus  how  many  saw  it  (Click
Through Rate, expressed as a percentage)

Position –  The average ranking  for  actual  keywords  people  typed  in  and
found you. It’s an average since, as we’ve discussed, local organic results are
different based on a visitor’s personal search history and geo-location.

This information is extremely valuable data! Not only does it list every single
keyword for the month where you appeared in a search, but it  also shows
where you are ranked for that search term and what pages you rank for.

Even further, you can find data based on countries, devices (mobile, tablet,
desktop), and search type (organic web search results, Google Images, video
search).
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Actual searches (blurred out to protect the privacy of our client):

(There is actually 2800 search terms in the last 30 days where this business
was listed!)

You can download this data into a spreadsheet to keep track of your organic
rankings.

This,  of  course,  begs  the  question.  Can  you  get  this  same  data  for  your
Google+ Page local listing? Unfortunately, not yet. However, as the Insights
tab  on  your  My  Business  listing  is  relatively  new,  you  may  see  this
functionality in the future. You can be sure Google has all this data available!
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Ninja Tactics – Going the Extra Mile

So,  you’ve  now built  up a  couple  dozen citations,  built  a  Facebook  page,
commented on some blogs and sent out a press release. It’s taken a couple
weeks to do all this, and it will take a couple months for Google to associate
them with  your  local  business  listing  and  begin  ranking  you.  Is  this  good
enough?

If you don’t  have much competition,  or you live in a smaller area – yes, it
probably is.

If you are a coffee shop in Manhattan –  not a chance! There is way too much
competition, and probably the only way you’ll be in the top 3 local pack is if a
customer is searching for a coffee shop on their phone right at your door!

So, what else can you do to increase your local business rankings? This is
where you will have to do more work and build up some sweat equity. (If it
was easy, everybody would be doing it!)

What we will show now are some techniques we use to go that extra mile and
beat our competitors.

Courting Reporters and Online Personalities …

Back in the citation section, we showed you how to get listed on places like
Yelp and Superpages.  However,  if  you remember  the screenshots,  the #1
organic local listing was often Ny.eater.com. If you visit the website, you can
join and list your business:

http://www.eater.com/pages/eater-community-guidelines

However, what if you wanted to be listed on the actual #1 listed page? 
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First, go to the actual ranked page by simply clicking on it:

This looks to be an editorial written by a journalist. You want to be here too …
how do you do this? 

Since New York coffee shops are an intensely competitive business, you have
to do more to get noticed. In this case, you will want to actually contact Levi
Dalton or Marguerite Preston. Clicking the Levi link brings up a list of articles
he has written:

http://ny.eater.com/authors/levi-dalton
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Read a couple of his articles to get a feel for his interests and writing style.
You are now in “stalking mode”, learning more about him. How often does he
publish? Who is he?

It turns out he specializes in wine and has his own podcast (internet audio
show,  available  on  iTunes).  He  also  has  his  own  website,  twitter  feed,
Instagram account, you name it. There are various images of him in Google.
In other words, he looks like a Big Deal!
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What you want to do is court him. Listen to his podcast, follow him on Twitter,
and if he frequents forums (such as Eater.com), have conversations with him.

He won’t notice you today, he won’t notice you tomorrow, but sometime in the
future, you may “bump into him” at a gathering. Discuss his work, and mention
that you have a new coffee shop at such and such a place. Give him your
business card. Strike up a conversation.
  
The idea, of course, is to be listed on his page, “28 Outstanding Coffee Shops
in New York City” … or a future article about coffee shops … maybe even as a
guest on one of his podcasts. Anything is possible! 

Local Sponsorships

This may seem like an “old school” tactic, but it is incredibly powerful. When
we check to see why some businesses rank so high in local search, we found
out that it is often due to sponsorships. If you have the budget (and since you
are  local,  it  doesn’t  have  to  be  expensive),  you  can  sponsor  a  variety  of
causes and programs, such as:

 A local charity or cause
 A community event
 Local sports teams
 Another small business or organization
 A meeting or convention 
 Pro bono services
 Fundraisers or matching gift programs
 Awards or scholarships to local individuals
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Besides the feel-good vibe of donating your time, money or services to a good
cause, the impact of your sponsorship can be enormous, and the marketing
opportunities can be limitless. 

Here are some benefits you can accomplish by being a sponsor: 

Link Building –  Most  often,  the event,  charity  or  organization will  have a
website. And you, as a sponsor, will be able to have your NAP and business
URL published on their website, either as a “Thank you” on their home page,
or  a  “List  of  sponsors”  on  another  page.  Google  will  see  your  business
mentioned, and take that into account when ranking local business pages.

Audience Targeting – Often, you will sponsor a particular recipient to be a
sponsor for is like placing an ad in a magazine. If you sell sports equipment,
you  will  most  likely  want  to  sponsor  sports-related  organizations.
Sponsorships often mean advertising and your promotional messages, which
your  potential  customers  will  see.  A  sponsorship  today  will  mean  more
customers tomorrow.

Press  Releases –  Often,  businesses  (especially  new ones)  don’t  have  a
“newsworthy story” to discuss on their press release. “Now open for business!”
is  not  very  newsworthy.  “Desperate  junior  sports  team  receives  new
equipment!“ is much more interesting and newsworthy.

Distinguishing Yourself –  The resulting  publicity  of  your  sponsorship  will
distinguish you from your competitors, and a lot of people will  flock to your
place of business, knowing you support the community. Even if you offer the
same services or products as your competitors, people will “feel good” buying
from you.

Spying On Your Competitors

Spying  sounds  so  negative.  Let’s  instead  call  this  “strategic  knowledge
research” as part of your local SEO plan.

Basically, you want to know why and how your competitors rank in the top
three of the local Google pack. Is it the volume of media mentions? A strong
Yelp  citation?  Lots  of  Google+  reviews?  A  backlink  from  an  authoritative
website in your niche?

Fortunately, there are a lot of tools to find this information out. The one we use
is called Majestic SEO, and can be found here:

https://majestic.com/
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This website keeps track of websites and which websites link to what other
websites, just as Google does. It then gives a score of how trustworthy and
authoritative a website is, and how important the backlinks are. It does all this
and tries  to  be as  accurate  as  possible  to  how Google  would  measure  a
particular website. 

If your competitor has a link at a citation source you haven’t found before, then
maybe you should get a citation there too. Perhaps your competitor  has a
NAP mention on a local popular radio station (perhaps due to a sponsorship),
and this is boosting their local ranking. Then you should follow suit, finding an
alternative radio station and sponsoring something with them to get your NAP
published on their radio station.

Though  it  certainly  doesn’t  come  down  to  backlinks,  knowing  why  your
competitor ranks can give you a plan of action to eventually overtake them in
the local rankings.

Let’s  see  how  you  would  go  about  doing  this.  First,  you  need  to  track
everything on a spreadsheet. We provide one in the member’s area, which
you can download. (By the way, if this tactic looks familiar, it’s because it’s the
exact  same  tactic  used  in  The  Affiliate  Marketing  Cheat  Sheet  …  we’ve
changed it a bit, though, since you aren’t as concerned with organic search
engine rankings as with local SEO.)

Along with Majestic, you’ll be using these other research tools as well:

 Moz Open Site Explorer - https://moz.com/researchtools/ose/
 ahrefs - https://ahrefs.com/
 SEMRush - http://www.semrush.com (optional)

Sign up for free accounts, which allows you to see their top 10 best backlinks
and keywords, which is enough for our needs. For most of the tools, you can
do a limited number of queries per day. That’s fine, just take a few days to do
this.

Let’s go spy (urr,  start  strategic  knowledge research)  on a competing New
York coffee shop:
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Choose  two  or  three  coffee  shop  listings  that  come  up  for  a  lot  of  local
keyword searches. Let’s choose Third Rail Coffee for our example. When you
click it, Google will list their website in their details. Let’s go to it …

For each website, fill in the following on your spreadsheet:

Trust Metrics

 Majestic Citation Flow (how many mentions a website has)
 Majestic Trust Flow (the quality of those backlinks)

Website Backlink Metrics

 Majestic Total Fresh Backlinks
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 Majestic  Referring  Subnets  (these  are  the  number  of  unique  server
addresses)

 Ratio of Subnets to Total Backlinks (Divide backlinks with unique server
addresses)

Social Presence

 Facebook Likes (if they have a Facebook page, go there and note this
number)

 Facebook Check-ins (how many people on Facebook registered being
at the business)

 Facebook  Reach  (“Talking  About  this”  To  find  this,  click  their  Likes
number)

 Pinterest, if they have Pinterest
 Youtube, if they have a Youtube account
 Google+ Page reviews on their local listing (also, simply type in their

business to see their Google+ local profile)

So, for Third Rail Coffee, these will be the stats. 

Next, let’s view their Facebook page:
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Note these numbers on your sheet … click the Likes number for more stats.
They have 3,089 Likes, but only 18 people are “talking about this” – a very low
engagement. They aren’t doing much on Facebook, and as you can see, they
only post once per month or so.

Note that they have an Instagram account and Twitter, so I replace Pinterest
and Youtube with Instagram and Twitter. You can replace or just add to your
spreadsheet.

From this quick overview, I found out they concentrate their social marketing
on Twitter. They have over 5,000 Twitter followers and their latest update was
two  days  ago.  They  often  update  with  coffee  specials  and  what  their
chalkboard looks like. They also interact with their followers, always a good
thing.

On the second sheet, note the unique domains linking to your competitor sites
from data gathered in Majestic,  Moz Open Site Explorer  and ahrefs.  Each
website has slightly different  databases,  so you will  likely uncover different
links.

If you want to go further, you can also find the actual top pages where their
backlinks  appear  and  note  how  they  are  mentioned.  A  NAP  mention?  A
personal review on a blog? A professional news source? A press release? A
sponsorship listing?
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While this data is mainly concerned with  backlinks to their  website,  it  also
gives you valuable information on who has mentioned the business … 

From here, you can see some of their top links. Perhaps it would be a good
idea to have your business details published on these websites as well?

https://counterculturecoffee.com/
http://www.bikeblognyc.com/
http://urbanspacenyc.com/ (Participate  here  as  part  of  your  marketing
campaign?)
http://todaysthedayi.com/
http://sprudge.com/

Buying a paid subscription will give you hundreds (or even thousands) more
domains where your competitor’s information is referenced.

Reverse engineering your competitor’s link profile and backlinks not only gives
you a great indication of how your website measures up to theirs, but, more
importantly, you now know where to go for additional links. 

Search on Google as well. Simply type in the business name and see where
they are mentioned and note the websites.

This brings us to our third page – NAP Mentions. What you will  do here is
simply copy and paste the citation link where you find your competitor’s name,
address and phone number. Do they have a Yelp listing? Add the actual page
to your list. This way,  you know where their citations come from, and how
strong they are.
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It is best to do this yourself (it will take about an hour per website), simply so
you  have  knowledge  of  your  competitor’s  online  presence.  How  many
citations? Where? Who has published reviews on them? How often do they
Tweet? What do they do on Facebook? Do they have a Youtube presence?

After  doing  this  for  2,  3  or  more  competitors,  you  can gauge  where  your
competition stands, and plan out your own strategy to have a stronger online
presence. This will translate to higher   

Contact the webmasters of the sites where your competitors link and see if
you can get links there as well! Do one better. See if you can publish a guest
post  on  their  site  as  well.  If  your  main  competitor  has  a  weak  Facebook
presence, have a strong one. If they don’t publish Youtube videos, you will!
Visit their store and buy something (if you are in the retail business.) Did they
ask you for  a review on Google or Yelp? Did you notice anything they do
differently from yourself?

Be creative,  market  your presence online and off,  and be better  than your
competition! 
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Resources

Any additional useful resources we come across will be added here ...

Copyright 2015  |   NetBlaze.com  |   All Rights Reserved                       P 38 / 38

http://netblaze.com/

