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Lead Generation Engine Checklist
The following is a checklist of the things you need to do to build an effective lead generation engine that attracts a targeted audience and converts visitors to leads.  
Need Help?  Buzzoodle offers services to help you with this strategy.

· Step 1: Understand your market.  Define who your best target audience is on the web and spend some time asking yourself what they are searching on.  Do not automatically assume they are searching for what you are selling.  People search for solutions to problems they have or opinions about solutions they are considering.  Learn to think like your target audience.
· Step 2: Do keyword research using SEO tools or the free Google Keyword Research tool at https://adwords.google.com/select/KeywordToolExternal - Look for related keywords that will help you better define what your audience is needing help with and what kind of solutions they are looking for.

· Step 3: Choose +-20 main keywords to target that have steady traffic and low competition for the works from other websites.  Save other good keywords to be used as topics of future articles.  You should have looked at 500+ words with a variety of approaches.

· Step 4: Set up one or more content marketing sites. Use Wordpress or another open source program to launch a new site or a sub domain site that will be used exclusively for targeting your niche keywords.  Have one site as your primary content site because one strong site performs better than several weaker sites.  If possible, build the site on an existing domain name or a sub domain of your main website that is 1 year or more old.
· Step 5: Your publishing platform most likely has plug ins, settings and tools to optimize for search engines.  Research these options and set your lead generation site up properly the first time.  Changing later will hurt the site performance.

· Step 6: Google Analytics – Set up a free Google Analytics account (or use the traffic tracking software of your choice) and install it by dropping the script into the footer of your site template.  Confirm that it is working by visiting your website and checking the analytics reports the next day.

· Step 7: Design a call to action.  Your website or blog should have minimal distractions and focus on search engine ranking and clear calls to action.  Consider a free course, a white paper download, a form to schedule a demo or even a free coupon in exchange for the email.  Collecting emails and contact information separates your lead generation engine from a normal site or blog.

· Step 8: Add your call to action in one or more places to the site.  Make the home page a landing page with minimal distractions and only a few links deeper into the site.  
· Step 9: Publish launch articles – You want to have 10+ articles as soon as you launch the website or blog.  Sites that have only a few pages will sometimes not get indexed at all.
· Step 10: Link building – As soon as you have a good launch base of content, begin linking to the site from credible resources.  These might include other blogs, your main website, partner websites, social media sites and article publishing sites.  Do not do too many at once as this can hurt your performance.  A steady linking strategy works best.

· Step 11: Deeper Linking – After your initial links, link more deeply into the site where your content is optimized for your keyword targets.  This means linking to sub pages, not the main home page.

· Step 12: Publishing Calendar  - Set up a schedule for publishing information.  Make sure you write with your keywords and put out content very steadily – a minimum of once per week but more is much better.

· Step 13: Call to Action testing – Once your site is generating traffic, assess if your call to action is getting the results you want.  If not, experiment with different calls to action until you find one that works best. 
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