
Winning Over Your Prospects 
BEFORE First Contact!



About Andy Bush

• Founder/CEO, Bush Marketing

• 20 Year internet marketing strategist

• Dozens and dozens of 
successful website projects



“Earn trust, earn trust, earn trust. 

Then you can worry about the rest.”

- Seth Godin (author, dot com executive)



What is Trust?

• Priceless bond that holds relationships together.

• Business and personal.

• Trustor in a vulnerable state.

• Trustor has little/no control over second party’s behavior.



Traditional Buyer 
Journey

• Buyer determines a need.

• Buyer finds a provider (referral, print, 
radio, TV).

• Buyer calls for appointment/goes
to location.



 Straight. Journey moves
from decision to search to 
action (Point A to B to C). 

Uneducated. Buyer arrives at 
first contact uninformed about 
need, solution and provider (going 
in blind).

Journey 
Characteristics
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Post Internet Buyer Journey
• Buyer determines a need.

• Self-educates.

• Googles solution providers.

• Reviews high ranking 
candidates first.

• Vets candidates based on 
website.

• Looks for/reads online 
reviews. 

• Reviews social presence.

• Narrows down candidate 
list.

• Reviews candidates again.

• Makes first contact



 Fluid. Moves fluidly to 
multiple sources to 
understand providers

Educated. Buyer arrives at first 
contact understanding need, 
solutions & provider. Trust 
established!

Journey 
Characteristics



How Do We 
Achieve TRUST?



1. Website



Bad Website = Bad Salesperson

Bad Sales Person:

• Arrives Late
• Poorly Dressed 
• Doesn’t Understand Your Services
• Can’t Describe Successes
• Can’t Close

Bad Website:

• Slow Load Times
• Bad Graphics/Old Look
• Poor Explanation of Services
• No Case Studies/Testimonials
• No Calls to Action



Characteristics of An 
Effective Website



Simplicity







Speed





Engaging Writing



• SIMPLE AND MEANINGFUL (not 
showy/technical)

•ESTABLISHES TRUST (acknowledges 
prospect needs)

•COMPELLING (encourages prospect to 
act)

•PROPER SPELLING & GRAMMAR



Mobile Responsiveness









2. Search Engine 
Optimization



What is SEO?

• Purpose: Tell Search Engines your website is the best choice for the prospect’s 
need.

• High Ranking = Higher Clicks = More Prospects!

• Onsite SEO – optimize your website so Google knows what to do.

• Offsite SEO – creating activity off of your website to show Google you are 
“active”. Includes directory entries, press releases, online articles.

• Content Marketing – fresh content (written/video) on your website shows 
Google you are serving your prospects. These pages rank!



High Rank = Website Traffic.



3. Content Marketing



Content Marketing

• Strong content allows you to show your customers who your company is and 
what your brand represents. 

•You must understand your audience! 

• Develop a strategy.

• Value based content. Blog posts, videos.

• Email newsletters = huge ROI.

• No content left behind!



4. Social Media



Social Media

• Allows for interaction between your company and your audience.

•Develop a strategy.

• Share marketing assets from content marketing.

• Determine the right platforms.

• Only commit to what you are willing to do!



Summary

• We MUST earn trust before first contact.

• The Buyer Journey is FLUID and the buyer is EDUCATED.

• Your reputation is based on what you give them online.

• Powerful websites are fast, minimalist, well written, mobile 

responsive, and optimized for Google.

• Content Marketing & SEO drive targeted traffic to websites.

• Websites ultimately seal the deal.



Complimentary
Discovery Session

For a complimentary phone consultation to discuss your website, 
please see me after the presentation.


