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What is your goal?

The people you want to find your website are the people who are looking for your organization!

Define your Target Audience

Who might they be? Think about it and make a list. It could include: 

· potential clients/customers/members

· members of the press

· current/past contacts seeking support

Define your Conversions

What do you want your visitors to do once they get to your website? 

(Make yourself another list.)

Possible actions include:

· Purchase something from your online store

· Request information, phone call or visit

· View your mission statement

· Call you

· Make a donation

· Subscribe to a mailing list

· Comment on your blog

· Visit your organization

Create a Landing Page for each of the above Visitors and Conversions.

Examples:

· www.yourchurch.org/mission
· www.yourchurch.org/blog
· www.yourchurch.org/contact
· www.yourchurch.org/giving
Your goals give you several advantages in getting found on the web.

Corporate Goals:

· Revenues, Profits, Stock Prices

Non-Profit Goals:

· Educate People

· Improve Society

· Change the World

Advantages for Non-Profits’ Web Sites:

· Linkability.  A webmaster or blogger that supports your cause will be glad to add a link to your website from theirs. Inbound links from other web sites add to your web visibility. They also improve your Google page rank.

· Simplicity.  In general, non-profit websites will be simpler in structure, compared to those belonging to large corporations.

· Lower ad costs. You are not competing for the same Keywords that commercial organizations are trying to get. Your PPC (price per click) campaign will be less.

Disadvantages for Non-Profits in Marketing a Web Site:

· Internal disorganization

· Slim workforce

· Lack of vision

(Approach the above challenges in your web marketing plan as you have for other projects.)

Develop your list of Keywords

Start alone and begin building a list of keywords you think your visitors will use to find your website.

Next, ask your coworkers/staff to put together a list.

Ask your existing clients/customers/members for ideas.

Go outside the box: ask friends, family and neighbors.

Look at your competitors’ (or allies’) websites.

Compile these lists into one.

Research those Keywords

Go to www.wordtracker.com
Find out how many people are searching for the keywords you came up with.

Go to www.google.com
Review the results of entering the keywords and key phrases from your list.

Use your results to fill your website with those keywords that your visitors are looking for.

Link Building

Create a link-request letter

· Include the URL from which you would like a link

· Include your landing page URL

· Include landing page description (does not have to be your home page)

Explain the benefits of the link.

Write from a company e-mail address.

Don’t mass e-mail these requests. Try to get the name of the webmaster/blogger.

Sources for link requests

· Sites that link to your competitors/allies (from google, type link:theirsite.com)

· Your clients/customers/members

· Your vendors

· Local and regional directories

· Associations

The New Way to Gain Traffic to your Website: Web 2.0

What is Web 2.0? It’s the transformation of your website from an isolated information silo to a source of dynamic content and functionality, allowing your visitors to interact with your site.

Examples of dynamic content:

· Your blog posts

· User reviews (Amazon, eBay)

· Upload features (MP3, video, documents)

Examples of user interaction:

· Allowing readers to comment on your blog posts

· One click “Add to Favorites”

· One click “Email this page to a friend”

· Member accounts

