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About the Author 
Jim Martin has been a full‐time internet marketer and web programmer since 2002.  He specializes in helping 
local businesses leverage the power of the internet and mobile marketing strategies to increase business 
sales and profits.   He lives in Grand Rapids with his wife, two lovely daughters, and Android smart phone.  
When Jim is not working on the internet , he is most likely honing his golf game at one of many local area 
golf courses.  ☺ 
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1) Optimize Your Website for Search Engines 
Today, most business owners realize that having a website is crucial.  The problem is that most cannot be found 
when potential customers search on Google, Yahoo, and Bing.   You don’t need to pay an SEO firm thousands of 
dollars to get found on the internet.  You can improve your search rankings by doing just one thing month after 
month: build links.   For example, if you are a plumber in Grand Rapids, build links that point to your website with 
the words “Grand Rapids Plumber” in the link (this is called anchor text).   Add these links to internet directories, 
article directories, social media sites, etc.  If you want to be found first on Google for your keywords, building 
incoming links is the quickest way to improve your rankings.  Build links consistently, month after month and 
watch your rankings soar! 
 

2) Claim Your Google Places Local Directory Listing 
Google has recently put a tremendous amount of time and money into local search results.  In fact, in 2010, they 
created a web page for your business and they want you to take control of it.  It’s called Google Places, and only 
7 lucky businesses can be at the top of local search for a chosen niche or profession.   I am amazed at how many 
businesses have still not claimed their Google Places page.  It is free, and Google wants you to own it!  Why?  
Because they only know so much about your business.  They need you - the business owner - to fill in the blanks.  
The folks at Google desperately want and need this information so they can serve up the most relevant local 
search results for your business niche.  So, before you go to sleep tonight, claim your Google Places page at 
http://www.google.com/places/ 
 

3) Build a List - Capture Customer Email and/or Phone Numbers for Future Marketing Campaigns 
If I had to pick one strategy that will boost your sales more than anything in 2012, it is this one.  Remember this 
simple rule:  The cost to gain a new customer is infinitely greater than contacting and encouraging past customers 
to spend money with you.  You must set up systems to capture the contact information of current customers for 
future marketing campaigns.    How do you capture this information?  By giving something of value to them in 
exchange for their email or phone number.   The better your offer, the more customers will “opt in” to your list.  In 
2012, text messaging will become more and more mainstream for local businesses.  Imagine sending out a single 
text message to 1000+ customers with a special, limited-time offer just for them.  Cha-Ching!  Start gathering your 
customers’ contact information today!  You’ll really be glad you did. 
 

4) Create a Facebook Fan Page for Your Business and Display it on Your Website 
Social media has hit critical mass in 2011 with Facebook leading the charge.  If you have failed to create a 
Facebook fan page for your business, you are losing out on a very popular and free mainstream marketing 
channel.  Yes, Facebook does take time and effort to consistently provide relevant and valuable content to your 
“fans”, but over time these efforts can really pay off.  To get the most out of Facebook, and to garner the most 
“likes” (i.e. fans) as possible, be sure that you display your fan page on your current website.  You can show your 
FB page on a portion of the home page, a dedicated page, or in the sidebar on all pages.  Now visitors to your 
website can become a fan without ever leaving your site!  For an example of how this works, go to 
www.jtspizza.com  I have displayed their fan page on the home page of the site. 
 

5) Make Your Website Go “Mobile” 
2012 will be the year of “mobile”.   Within 1-2 years, virtually all of your potential customers will carry an internet-
enabled smart phone or mobile device.  If you do not have a website designed specifically for mobile visitors, you 
will most likely lose out on potential customers in 2012.  Traditional websites are designed for displaying on 
desktop PCs.  Mobile visitors want crucial information about your business – and they want it fast.    Your main 
site should redirect to your mobile version when it detects a mobile visitor.  One client of mine now gets a 
whopping 30% of their total visitors directed to their mobile site.   TIP: Your mobile site should always include: a 
click to call button on EVERY page, a Google map, a “reviews” page (see #6), a menu page (for restaurants), 
store hours/times, coupon/specials page with email or text message opt in for collecting customer contact 
information (see #3).  To see an example of an effective mobile site, visit www.jtspizza.com from your smart 
phone. 

(go to next page for strategies 6-10) 
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6) Collect, Encourage, and Foster Excellent Reviews From Your Satisfied Customers 
Before spending money on a product or service, it is natural to wonder what others have said about it.  Sites like 
Amazon, Ebay, and Yelp have popularized the concept of customer and business reviews.  Search engines like 
Google now consider local business reviews to be an integral part of their search algorithm.  They now integrate a 
5-star review system into their local search results.  Like it or not, customer reviews are here to stay.  The key is 
to be proactive and put a system in place that encourages your satisfied customers to leave you glowing reviews 
– then be sure you display those reviews on your main site, as well as your mobile website.  Always monitor your 
internet reviews just in case a bad one pops up.  Addressing a customer issue quickly by posting a rebuttal can 
help alleviate the sting of a bad business review.  If you screw up, admit it and let everyone know that you have 
addressed the issue in your business.  Bad reviews travel faster than good ones! 
 

7)  Ditch Your Print Advertising for Digital Media Advertising 
Traditional print media advertising like newspapers, Yellow Pages, Val-Pak, etc. are going the way of the 
dinosaur.  Yet, year after year, I see local businesses shell out huge amounts of money for print media advertising 
whereby results of those ads are never tracked and measured to determine a true ROI.   Imagine investing in 
stocks, bonds, or real estate that has no measured ROI over time.  Just throw your money at it and hope for the 
best?  I don’t think so.  In 2012, make it a point to begin allotting a portion of your advertising dollars to internet 
advertising on the 3 major search networks – Google, Yahoo, and Bing.  EVERYTHING on the internet can (and 
is) tracked.  Test your ads and offers inexpensively at the start, then ramp up when you see a suitable ROI.  Even 
phone calls can (and should) be tracked.  To do that, use virtual local phone numbers in your print and online ads 
and forward the calls to your main business number.  In 2012, make it a point to get smart about what, and where, 
you spend your advertising dollar.  Then consistently track and test your advertising to increase the ROI. 
 

8) Start a Blog and Engage Your Customers 
One effective way to build a long-term relationship with your customers is to start blogging.  If you have never 
posted to a blog before, don’t sweat it.  A blog is nothing more than communicating your thoughts, opinions, and 
advice to others.  For a business blog, your posts should contain valuable information about your industry, your 
products, your services, new industry breakthroughs, personal product reviews, etc.  Do not use your blog to 
“pitch” customers or sell them.  Offer helpful advice and share all you know about your product or service.  If you 
sell vacuum cleaners, post honest and thoughtful reviews on some of the latest models. If you own a Thai 
restaurant, post terrific recipes for your readers, or interesting facts and/or experiences about Thailand.  Any 
business or profession can benefit from a blog.  It will position you as an expert at what you do. 
 

9) Utilize Internet Video: Start a YouTube Channel 
It has been said that a picture is worth 1000 words. If that’s the case, a video is worth 10,000!  Make it a priority 
this year to begin utilizing internet video in your marketing, on your website, on your blog, as well as for SEO and 
for reviews/testimonials.  Every local business should have a 1 minute “commercial” created about their business 
– complete with voice over and music.  The days of hiring a film crew to do a business commercial are over!   
HD video cameras are less than $150.    There is no excuse anymore not to utilize internet video for promoting 
your local business.  Professions that are perfect for YouTube channels are: realtors, mortgage originators, 
dentists, lawyers, contractors (all the trades), massage therapists, health clubs, salons, – you name it!  
 

10) Pick My Brain for 30 Minutes – No Charge 
In 2012, I decided to share my knowledge freely to local business owners. Why?  Because I know the law of 
reciprocity really works.  Listen, I live and breathe this stuff. This is your chance to pick my brain for 30 minutes – 
one on one, belly to belly.  Ask me anything you want to know about any of the strategies in this guide.  I’ll show 
you exactly how to increase your profits and sales in 2012 by putting some, or all of these strategies to work in 
your business. Got a web guy? No problem, invite him/her to the meeting.  Marketing person on staff?  Not a 
problem, bring them along too.  My guarantee: if after our 30 minute meeting you feel you wasted your time, 
I’ll buy you a steak dinner at Louis Benton’s.  Fair enough?  Call me at 616-617-0915.  Talk to you soon!  
 


