Online

Reputation

Management

O R M is a The disciplines required to lead an
effective ORM campaign include:

strategy-based » PR

pProcess of » Communications

: » Marketing

protecting | > HR

da company s » Customer Experience
» Media Production and more.

online presence.

Google Search + Negative Results = Lost Sales

My client’s sales team was continually

losing deals

due to neqgative search results.

Today, with so many
options when it comes to
publicizing complaints,

companies need to take @Iampa iBag Times
their customer ComplaintS @) WINNER OF 12 PULITZER PRIZES

even more seriously.
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Online Reputation Management

The Ripoff Report is a dangerous site.

ACCOI"ding to By consumers, for consumers...

o . . -
Wikipedia, their nlmﬂ neno"
business model is SENpew =
based on exto rtion Don't let them get away with it!® Let the truth be known!™

"Probable cause to sue for extortion and racketeering"

Review Sites are Vital to ORM Efforts

Sites like Yelp, use
crowdsourcing, creating Psﬂtg
a very high level of
credibility for these sites.
G Always respond promptly to online
| reviews on Glassdoor and other career
glassdoor sites, thanking them for their review.

Once read, a negative review can never be UNREAD.

e Thank them for their review and
make note of their issue - be
gracious and NEVER defensive.
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Another way to drive down G
negative results is to create o gle
ads with Google AdWords. AdWords

This is NOT a strategy to drive cOnversion, itis a
strategy to move the negative results down 1 more rung!

<!-- start coded_template: id:44972373@1
- - <![endif]--»<!--[if IE 7]> <html class="no-js lt-ied
Although It Seems ObVIOUS, [endif]--»<!--[if gt IE 8]»<!--><html class="no-js" lang

. . 2 <meta charset="utf-8">

3 <meta http-equiv="X-UA-Compatible" content="IE=edge
don t forget the baSICS for - «meta name="author" content="HubSpot™>

5 <meta name="description”™ content="HubSpot’s native 3
Google SearCh Success. B <meta name="generator” content="HubSpot">

T <titlerHubSpot Salesforce CRM Integrationm</title:

8 <link rel="shortcut icon™ href="https://www.hubspot.

This inCIUdeS Continua”y <script src="/hs/hestatic/jguery-libs/static-1.1/jqu

2| <scriptrhsjQuery = window[ ' jQuery'];</script>

applying SEO best ¢<link href="/hs/hsstatic/content shared assets/stat]

- <meta property="og:description” content="HubSpot’s

)

<meta property="og:title” content="HubSpot Salesforg

practlces to your WebSIte <meta name="twitter:description™ content="HubSpot’s
17 <meta name="twitter:title" content="HubSpot Salesfo
content.

> On-Page Optlmlzatlon ;4 ¢link rel="canonical” href="https:/ /www.hubspot.com
> Site Structure E <msta nams="viewport" content="width=device-width, initi

28| <l-- Meta -->
> Ke Ord ReSearch 20| <meta property="twitter:account_id" content="14458288">

yW 0 | <meta name="msvalidate.@1l" content="C5553ABFC995843D86E]
21| <meta name="p:domain_verify"” content="7f4faeflfcccl71fdy

> Link BUIIding ; <meta http-equiv="content-language” content="en-Us">

22 | <meta property="fb:pages" content="683%999393":

> Viral Marketing ;4 ¢!-- start coded template: id:44989351487 path:Custom/pag
» Updates and more

32 | <meta name="theme-color” content="#f5f8fa">
| <meta name="twitter:card” content="summary_large_image




Online Reputation Management

Content, Content, Content

Content is KING and e

content creation is el D ben b

essentlal e, Production reach Epavioms g o spend NEGWOrking aubhorlbyg’

mark ebln o ek
1 medla :

Content can include - = jpuseonoiSOCial & o et S
V|d.eo testimonials, °'sm:;:uq,Shar6|lke<D x_ S
articles, blog posts, ez £ g ogé DN E
FAQs, Social Media... &5~ forum’_.

Overcoming negative ORM is a slow process

Google Search results but with consistent effort

with positive content can and expertise, a

be achieved through a company can

company-wide ORM successfully overcome

strategy. their Negative Results.

Today, my client’s sales team has very few deals that
are lost due to Negative Search Results.
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Martin Grobisen martin@grobisen.com 813-731-5629



