
How To

#BeTheBest 
at Digital Marketing

The 5 Be’s – A Journey From Search To Success
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Work On Your Search Engine Optimisation
In order to #BeTheBest you need to make it easy for your customers to find you - and crucially easy  
for them to decide to buy from you. 

For people who don’t already know your business or your website, the chances are that the journey 
begins here, so you need to make a good impression. Optimisation of the coding and content of 
your site must be maximised to ensure that your page is actually found for relevant search terms 
(Keywords) and phrases used by your Key Target Audience (KTA).

Thorough keyword research and its proper implementation will ensure that your website generates 
‘page impressions’ (i.e. regular listings in the search results pages) and ultimately help to increase  
your rankings. 

Of course, once you are listed and ranking well, you still have to persuade the user to click on the link 
and visit your site. The text displayed here is mainly taken from the Meta Data that is coded into your 
pages. When writing your meta data, you should think of it as a mini ‘advert’ for the content of the 
page. Your listing should have a clear and concise invitation for people to visit your site: they should 
immediately see that it contains what they are looking for.

Step 1: #BeFound
The journey of a potential customer from running a Google search to finding and ultimately buying 
your product/service/concept can be a precarious one. There are many potential pitfalls along the 
way where you can lose them. 

Online success depends upon a number of different, often complicated factors and there are no 
quick fixes or guarantees. However, by working hard at your 5 Be’s you will be following a tried  
and trusted methodology. 

- “Thorough keyword research 
and its proper implementation 

will ensure that your website 
generates page impressions.”
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Professional Design & Layout
It should reflect and compliment the style, font and colours of your corporate identity. 

The layout should subtly focus on the goals of the page. For example, if the purpose is to encourage 
people to contact you, don’t hide your phone number and email address down at the foot of the page, 
or on a separate ‘Contact Us’ page. 

Goals need to be clear, highly visible on each page and be positioned where they are easily accessible 
to the user. 

Page layouts should be designed to suit the content and to convert the engagement with the user into 
a goal for your company: buy now/sign up/refer to a friend/share on Social Media. 

Research of best industry practice will ensure that the site not only reflects the ethos and values of 
your business, but also conforms to user expectations and needs.

- “Page layouts should be 
designed to suit your content 

and to convert the engagement 
with the user into a goal”

Step 2: #BeWelcoming
Now that you have been found, your website has to look good and feel welcoming the instant  
people land on it. 

You only have 2 to 3 seconds to make an impact and win their attention so the design of your site 
needs to be inviting, comfortable and familiar to use. 

It should be clean, tidy, simple to navigate and responsive to multiple devices. 
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Why Does Content Matter So Much? 
Consider this example scenario...  

On your site, you present a product with a brief 
description, some quickly taken snaps off of your 

phone at a very competitive price. 

Your competitor lists the same product at a slightly 
higher price along with its finer details such as;  

size, colour options, materials, weight, technical 
stats, user reviews, no-quibble returns policy.  

They show professionally-taken, well-lit product  
shots with multiple angles & zoom facility. 

Realistically, there is only one site likely  
to earn that all-important commitment to buy  

– even if the price is marginally higher. 

Step 3: #BeEngaging
Once you have an interested user on your site, you need to give them what you’ve promised them 
up until now. If you don’t, they will simply leave, or ‘bounce’ back off the site. Engage with them 
and give them enough information to help them to make that commitment to buy. 

Your content is what can set you apart from the competition. Adding new pages, case studies, 
articles and products will provide more opportunities for search engines to recommend you in  
their listings. Thereby raising your profile.

Relevant Content Is King
Here are some key tips on engaging with users (whilst keeping Google happy):

•  Present fast loading, optimised content.

•  Must be smart phone/tablet responsive.

•  Ensure that page layouts support the ‘goal’ of the page.

•  Publish concise code that is search engine optimised.

•  Maintain a solid ratio of text content to code - more than 30% is advisable.

•  Use content from other sources only to add value to the user experience and always 
credit the original source.

•  Maintain at least one section that is regularly updated (CMS/Blog) with new content. 

•  Add links to other pages within the site to enhance user experience and links to 
external sites where relevant.

•  Use frequent and convenient Calls to Action.

•  Display recognised trust hooks (3rd party reviews, accreditations, domain security).

•  Use video and relevant images, all properly tagged and described.
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Step 4: #BeGreat
This step may sound like a no-brainer, but at this stage, if you have followed the previous 3 steps 
carefully people are finding you, you’ve gained their commitment to buy and they have sent an 
enquiry or placed an order with you. Now, it’s down to you to deliver the service as described. 

This is the most important part of the process if you are to continue to gain trust and  
commitment from the customer and expect them to do business with you again or to  
have them recommend you to someone else.

Step 5: #BeSociable
The process doesn’t end with your delivery of the service. Your website can continue to work  
hard for you if you continue to engage with your Key Target Audience (KTA) once initial sales  
are complete. You should collect contact details (with permission) and keep them informed with  
offers, service updates and more. Encourage people to ‘share’ you with friends and contacts  
– recommendations produce sales. 

Keeping in Touch on Social Media and by eMail can:
•  Drive return visits to your site by promoting offers and services. 

•  Win repeat business and earn customer loyalty.

•  Maintain brand awareness.

•  Maintain contact with your audience and receive valuable feedback (good and bad).

•  Make it easy for people to recommend you.



The Next Step?
At Big Red Digital, we believe that building the power and presence of your website is an ongoing process.  

There is no quick fix and it takes a lot of hard work over a sustained period of time to #BeTheBest. 

We develop long-term partnerships with our clients and maintain and increase their market presence by making 
their websites work harder for them (working on the 5 Be’s with them). Our goal is to always keep them progressing 

through the rankings by carrying out monthly analysis and on-site work. 

To discuss how we can make the journey from search to success a smooth one for you, get in touch...

Visit: www.big-red-digital.com 
Call: 0141 771 7242 

eMail: info@big-red-digital.com
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