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IMPROVEMENT MARKETING  - PART 3:
HOW TO DOMINATE GOOGLE WITH CASE STUDIES +  GET MORE LEADS &  SALES

This is Part  3 of our Improvement 
Market ing series and over the last 
couple of issues, I have discussed:

- How to increase your Word of 
Mouth Recommendations

- How to get your Sales Ball 
Rolling on Facebook using 
Boosted Posts

This month, I am featuring a Case 
Study added to my website, of a 
Conservatory Installat ion carried 
out by Cumberland Windows (see 
image on this page).

Most businesses have a Gallery on 
their website of the jobs they have 
carried out, which is a great idea.

People want to see photos of the 
work you have done, before 
deciding whether to buy from you.

However, if you improve your 
Gallery by adding more details, 
instead of 'just ' using photos, your 
Installat ions can show up on 
Google, when people search for a 
business like yours in all of the 
locat ions where you've worked.

If you Categorise your Jobs, by 
Product, Town, District  & County, 
this can move more of your 
competitors off Page 1, onto Page 
2, so they get less enquiries?  and 
you get more sales opportunit ies.

In the Google Screenshot (on the 
next page) you'll see how my site 
(www.Mult iplyGPS.com) is 
posit ioned at the top of the free 
organic SEO results on Page 1, 
above Cumberland Windows.

As a direct result  of adding this 
'one' Conservatory Case Study to 
my website, which has been 
Optimised & Categorised in the 
right way, this has moved more of 
Cumberland's competitors off Page 
1 & onto Page 2 of Google, so they 
are out of sight as most of the t ime, 
people don't  go to page 2.

#1 - Add All Your Jobs to Your 
Website, Optimise & Categorise

#2 - Include Job Details, Locat ions 
and Test imonials from Customers

#3 - Share Your Installs on Social 
Media, Telling Your Followers 

#4 - Email Your Customers Once a 
Month Lett ing Them Know Too

4 TOP TIPS FOR AN iMARKETING PROCESS
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This article was written for Milwood Group Trade Partners by Leonardo Wood, who 
donates his marketing advice to give you ideas for generating more customers & sales.

Here are the main benefits for 
get t ing a member of your staff or 
web team to follow this process:
More Leads Through Google ? the more 
Case Study pages you add to your site, the 
more Leads you'll get.

Convert  More Website Visitors ? people 
want to see work examples, so help them by 
showcasing your work, or they might go 
elsewhere.

Convert  More Leads to Paying Customers ? 
add ?proof? in the form of test imonials from 
happy customers, to convince more leads.

Encourage Past  Customers To Buy Again ? If 
Past Customers see other products you?ve 
installed, some of them will come back to buy 
more.

Increase Word-of-Mouth 
Recommendat ions ? let t ing people know 
about the work you have completed will put 
you ?top-of-mind? so you'll naturally get more 
referrals.

Here's the thing...

5 Minutes spent here and there on Website 
Optimisat ion could generate £1000's (one of 
my Installer clients TTSS got a £43,000 Sale 
following a 5 Minute SEO Tweak).

If you are growing a larger business, with 
six/seven-figure sales & you're cont inually 
invest ing in Website Optimisat ion, it  could 
help to Double or Triple your Turnover in the 
next 3-5 years, based on what I have seen.

I will soon releasing a comprehensive 
Website Optimisat ion Training Plan, Case 
Study and SEO guide, to help you and your 
staff get started with all this.

It 's yours Free, as a Friend of Milwood Group, 
register your details at the website below 
and I will send it  to you.

Cheers
Leonardo. 

For More Free iMarket ing 
Training & Case Studies Go To 

www.FITg.uk/Milwood

This single Conservatory Case Study, which has been Optimised & Categorised in the 
right way, has moved more of Cumberland's competitors off Page 1 & onto Page 2
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