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FROM THE EDITOR

Welcome to our Christmas and New Year edition!

As we enter the final three months before a 
certain ‘Jolly Man’ comes to visit and fill our 
Santa sacks with gifts, there is of course still so 
much to do! If you’re anything like us, you’ve no 
doubt got a busy few months coming up, with 
important decisions to make on how to capture 
that extra holiday traffic and get the attention of 
busy shoppers. It’s also the time to start thinking 
about how to prepare for the year ahead, and 
what advancements we might see in the world 
of Google AdWords and social media. While 
technology hasn’t yet invented a magic crystal 
ball that can tell us exactly what is to come, it is 
possible to predict what we may see. Make sure 
you check out pages 11 - 13, where we make our 
predictions on what direction Artificial Intelligence 
(AI), Virtual Reality (VR), Google Maps and Online 
Security might take in 2017.

Speaking of AI, isn't it incredible just how 
advanced technology is becoming from one 
minute to the next? ‘Cheetah’ robots that can 
run faster than Usain Bolt, health machines 
that can automatically deliver anesthesia, and 
even ‘humanoid’ robots that can assist with 
customer service! Of course, with these constant 
advancements also comes anxiety about how AI 
might impact on the world and Entrepreneurs of 
the future. If you’re curious about which industries 
might be impacted in the future, or simply want 

to marvel over some truly incredible creations, be 
sure to stop by pages 27 - 29. 

As we approach the end of 2016 you may also be 
questioning whether Christmas is the best time 
to go on holiday. Should you close up shop for a 
well earned break, or keep your doors open to last 
minute shoppers and clients? Head to pages 14 - 
15 to see what our Insider has to say! It’s a great 
read for all businesses - particularly small trades! 

Likewise, if you’re after some helpful tips for how 
to market your business in 2017, check out ‘The 
Power of Video Marketing’ (page 19), and our list 
of the 10 best Google apps for organising your life 
(pages 31 - 33). Some of them are truly lifesavers! 

Finally, if you’re after a bit of fun make sure you 
check out our top picks for ethical and guilt-free 
Christmas shopping on page 35. There are some 
amazing Australian brands to choose from, with 
all of them offering cruelty free, environmentally 
friendly and fair-trade options. As part of the 
feature, you can also discover the importance of 
ethical branding, and how to increase your brand 
loyalty through positive company commitments. 

Whatever your plans are for the holiday period, we 
wish you a wonderful and productive Christmas 
and New Year. 

We look forward to seeing you in 2017! 

Ben Bradshaw
Editor in Chief, Optimise Magazine
CEO & Founder of SponsoredLinX

Welcome

Reach over 10,000 Businesses 
across Australia...

Contact the Optimise team for editorial and advertising 
opportunities at optimise@sponsoredlinx.com

www.sponsoredlinx.com.au

TM

A D V A N C E D  O N L I N E  M A R K E T I N G

EDITOR IN CHIEF
Ben Bradshaw

MANAGING-EDITOR
Jasmine Rawlinson

jasmine.rawlinson@sponsoredlinx.com

GRAPHIC DESIGNERS
Mihajlo Kecic

mihajlo.kecic@sponsoredlinx.com

Courtney Kinninmont
courtney.kinninmont@sponsoredlinx.com

Various Graphics Designed by Freepik

PHOTOGRAPHY
Ian Sorohan

WRITERS
Nativity Dunbar

Daniella Pozzolungo
Mr E. Nigma

Doug Carpenter
Drew Ioannides

Aimee Devitt
Jas Rawlinson

Fiona Hoy
Adam Conroy

Janina Manalo
Nathan Moody
Ben Bradshaw

Daniel Andreotti
Alex O'Toole

OPTIMISE MAGAZINE IS PUBLISHED BY

ABN: 81 124 272 359
PO Box 399, Fortitude Valley, QLD, 4006

Phone: 1300 859 600 
Fax: (07) 3892 7022

Email: optimise@sponsoredlinx.com

www.sponsoredlinx.com

All details and information correct at time of going to print

CONTENT SUBMISSIONS 
Optimise Magazine welcomes editorial submissions from businesses 

or individuals working in or with the online marketing industry. The 
publisher reserves the right to edit, modify or contribute to the content 

of the material provided.

DISCLAIMER
© SponsoredLinX 2016. All Rights reserved.

No part of this magazine may be reproduced without the written 
permission of the copyright holder.

Internet Marketing News



WHEN THE HOLIDAY RUSH IS OVER, WILL YOU 

BE PREPARED FOR THE QUIETER MONTHS?

How to capture data for the New Year and remarket to 
lost customers.

By Drew Ioannides

ARCHITECTURE OF YOUR WEBSITE

Tell Google who you are and what you do!

By Daniel Andreotti

THE 2016 DIGITAL LANDSCAPE

The biggest stats to come out of social media and the 
internet this year!

By Jas Rawlinson

THE POWER OF VIDEO MARKETING

How to cut through all the media hype.

By Nativity Dunbar

'PROMOTED PINS' - THE NEXT BIG THING IN 

SEARCH ADVERTISING FOR GOOGLE MAPS!

Sorry Rudolph, but Santa won't be needing you to guide his 
sleigh this year.

By Alex O'Toole

GOOGLE SHOPPING THROUGH THE CHRISTMAS 

PERIOD

How to get customers to notice your products!

By Aimee Devitt

THE IMPORTANCE OF DIGITAL CULTURE IN THE 

WORKPLACE

Why core values matter and how to flaunt them!

By Sumeet Bhindi

THE FUTURE OF ARTIFICIAL INTELLIGENCE

Will your industry be impacted?

By Ben Bradshaw

WANT TO FEEL BETTER ORGANISED IN 2017?

10 Google Apps you need to know about!

By Fiona Hoy

THE MOVE TOWARD ETHICAL CONSUMERISM

How to increase brand trust and provide your customers 
with guilt free shopping!

By Jas Rawlinson

ADWORDS, SEO & SOCIAL MEDIA STRATEGIES

How to reach your audience this christmas!

By Nathan Moody

CONVERTOPAGES

The perfect companion for AdWords!

YOUTUBE FOR 2017!

Tips & tricks to stay in the loop.

By Daniella Pozzolungo

HOW TO BOOST YOUR SALES AND THEME YOUR 

WEBSITE FOR THE HOLIDAY SEASON!

Make sure your website is dressed to impress!

By Doug Carpenter

WHAT CAN WE EXPECT IN THE WAY OF 2017 

GOOGLE ADVANCEMENTS?

SponsoredLinX predictions for AI, Google Maps, Online 
Security and VR!

By Jas Rawlinson

WHY YOU SHOULDN'T GO ON HOLIDAY OVER 

CHRISTMAS

Maximising your sales - the tricks every small trade needs 
to know.

By Mr E. Nigma

THE INTRICACIES OF SEO FOR ECommerce 

WEBSITES

Understanding what your target market want!

By Adam Conroy

FACEBOOK THROUGH THE LOOKING GLASS

Trends and predictions for 2017

By Janina Manalo

06

18

20

19

23

24

26

27

31

34

36

38

08

09

11

14

16

17

In this Issue:

Meet the...

Drew Ioannides

Nathan Moody

Nativity Dunbar Mr. E Nigma

Alex O'Toole

Daniella Pozzolungo

Adam Conroy

Aimee Devitt

Doug Carpenter

Janina Manalo

Sumeet Bhindi

Jas Rawlinson

Daniel Andreotti

Fiona Hoy

CONTENTOPTIMISE EXPERTS



THE HOLIDAY RUSH THE HOLIDAY RUSH

those who have added something to their cart without checking 
out? Brainstorm and talk to your digital strategist about all the 
different options available to you, as well as the sorts of clients 
you want to keep in touch with.

HOT TIP: With tools like Google Analytics you can keep user 
lists for as long as you like, and make them as tailored as you 
like. Just be aware, if you want information from your users 
to utilise in six months time, you need to start building  your 
audience campaign now! 

While being significantly more difficult to set up, dynamic 
remarketing goes a step further: capturing information about 
which products users are engaging with. For example, if 
utilising the Google Shopping platform you could create a 
series of ads which dynamically update themselves with the 
same - or similar - products as those a specific user was looking 
at! This is fantastic, as it creates a truly customised remarketing 
experience to every user. For example, imagine looking at that 
new piece of smart tech you wanted but never purchased, only 
to see an ad from the same retailer for the new, shinier model 
six months later when your tax return has come through!

Have you ever browsed a website only to have a box ‘pop up’ 
asking you to subscribe and enter your details? Unsurprisingly, 
many find these types of ads intrusive, and above all, a real 
turn off. But that doesn’t mean all pop-ups are evil; it’s all about 
knowing when to use them.

For example, while it’s not a great idea to bombard a user with 
a pop-up the moment they arrive on your website, there’s no 
harm in displaying one as they are about to leave your site is 
there? These ‘exit pop-ups’ are far less intrusive and can help 
to convert a customer before they disappear forever. My top 
tip? Just make sure it doesn’t appear more than once, and 
that you are clear with what you are offering. For example, an 
exit pop-up that offers a user something in exchange for their 
information (such as, “Leave your details to stay up to date 
with new products and exclusive discounts”) will also help to 
improve subscription rates. 

Other options you can play with include adding a ‘Subscribe 
Box’ at the end of popular content - such as after each product 

page. After all, if someone gets that far down the page it's 
typically because they couldn’t get enough of your product 
and were looking for more; so it’s the perfect place to add a 
subscription option! 

Finally, when a user makes the decision to purchase and check-
out, ensure you have an ‘opt in’ newsletter option!  After all, 
the most engaged user you can find is one who is purchasing 
your products, correct? A hot tip is to ensure your ‘opt-in’ box 
is automatically ‘ticked’ by default; in case your customer skips 
over without looking. 

At the end of the day, it's good to remember that on average, 
it costs five times as much to acquire a customer as it does to 
retain one (eMarketer, 2002) - so keeping your customers up-to-
date each month with a quick newsletter is really a no brainer. 
Even if you need to utilise a premium mailing system to do so, 
it’s a small price to pay compared to the potential advertising 
costs of winning over a new customer.

How to capture data for the New Year and remarket to lost customers

For the majority of us the holidays are 
a great time of year, but for eCommerce 
retailers, the Christmas rush is even 
more exciting; a welcomed influx of new 
and exciting business, and a time of the 
year where all of our hard work really 
starts to pay off. From the endless hours 
of data mining and reviewing customer 
trends, to the numerous promotions, 
sales, and specials, you’d be forgiven for 
thinking it’s time to switch off, relax and 
enjoy the sales perks. After all, surely 
your advertising will be fine until next 
year, right?

Wrong! It might be busy now, but the 
truth is: once the Boxing Day sales have 
finished and everyone has returned to 
work, things will inevitably slow down 
again. You need to take advantage of the 
increased digital and in-store foot traffic 
while it’s still available; setting your 
business up with all the trend data and 
customer information possible! But what 
else can you be doing to maximise your 
sales in 2017? Let me walk you through 
my top tips. 

You may have heard the phrase ‘it’s 
the thought that counts,’ but the reality 
is, that special someone in your life is 
probably dreaming of something a little 
more exciting than another pair of ‘socks 
and jocks’... Yes, despite the wonder of 

Christmas, it’s common to see people 
searching for the things they ‘actually 
wanted’ to receive, after Christmas. And 
this is where remarketing can help! 

For example, let’s imagine that ‘Grant’ 
is really hoping for a surfboard for 
Christmas and has spent weeks 
researching on your website - but he’s 
failed to purchase just yet. Who knows, 
maybe he’s holding off for hope that 
his dream present turns up under the 
Christmas tree? But, just because a 
customer hasn’t yet purchased, doesn’t 
mean you’ve necessarily lost the sale. 
You simply need to use ‘remarketing’ to 
follow up on those customers who failed 
to purchase prior to Christmas. 

If you’re not familiar with the term, 
remarketing is essentially a method of 
capturing lists of customers who have 
visited your website, and then ‘re-
targeting’ them later on with tailored 
image advertising. For example, have you 
ever browsed the internet and noticed an 
ad somewhere on the page with the exact 
product you were previously looking at? 
No, it’s not magic - that’s remarketing! 

Personally, I like to cover all bases as soon 
as possible; creating a range of audiences 
from a month to a year long. You can of 
course get as technical as you like, but 
think about the sorts of users you would 
want to advertise to later on and ask 
yourself, is it customers who have spent 
at least two minutes on your website, or 

WHEN THE HOLIDAY 
RUSH IS OVER, WILL YOU 
BE PREPARED FOR THE 
QUIETER MONTHS?

By Drew Ioannides

Get In Touch

Regardless of whether you utilise all of these options, just one, or something entirely different, the holidays are not a time let your 
game plan slip! Contact SponsoredLinX on 1300 859 600 to ensure your digital marketing success now and in the future! 

CAPTURING LOST SALES THROUGH 
REMARKETING

DYNAMIC REMARKETING

CAPTURING DATA THROUGH EMAIL AND 
NEWSLETTER SIGN-UP’S
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YOUTUBE FOR 2017 HOW TO BOOST YOUR SALES

With over one billion users, YouTube draws 
in almost one-third of all internet users 
worldwide. What’s more, according to a 
2016 Google-commissioned study from 
comScore, 81% of viewers cite YouTube as 
their number one preference for both long 
and short-form content. In many ways it’s 
not so surprising; after all, who doesn’t 
like the convenience factor of being able to 
watch what you want, when you want to, 
with fewer ads than conventional TV?

With YouTube amassing such a gigantic 
portion of the online video viewing 
community, it would be silly not to look 
into how you can harness its benefits for 
your business. And the opportunities truly 
are massive! 

Take for example TrueView Discovery 
ads. With this advertising format, your 
ads are placed in YouTube’s search 
results, on their homepage, and alongside 
related videos; actually helping users to 
discover your ads and want to click on 
them! The beauty of this tool is that you 
only pay when someone chooses to click 
on your video, and what's more, they are 
specifically aimed at making your content 
more noticeable. Another benefit of these 
ads is that they appear across all devices 
- meaning you can also capture mobile 
YouTube traffic!

The fact that users are now choosing to 
interact with brands - as demonstrated 
through TrueView Discovery - is wonderful 
news for advertisers. After all, more people 
clicking through to your site from your 
ads, means a higher chance of conversions! 
Research has shown that viewers are more 
likely to take action after watching ads on 
short-form content compared to traditional 
content, and this type is ideal for users 
who are on-the-go (which lets face it, is 
most of us).

According to Syndacast, it has been 
estimated that by 2017, 74% of all web 
traffic will come from video. As you 
can imagine, this of course means that 
a large chunk of your target market are 
going to be spending time on YouTube 
as opposed to browsing websites, 
reading blogs or searching on Google.  

So, how can you use this information 
to build yourself an effective YouTube 
strategy in 2017?

Tips & tricks to stay in the loop

Make sure your website is dressed to impress! 

YOUTUBE FOR 2017 HOW TO BOOST YOUR SALES 
AND THEME YOUR WEBSITE 
FOR THE HOLIDAY SEASON!By Daniella Pozzolungo

By Doug Carpenter

2. CHECK THE QUALITY OF YOUR WEBSITE 
OR VIDEO CHANNEL

1. ENSURE YOUR ADS AREN'T TOO LONG!

3. GET TO KNOW YOUTUBE'S 
DEMOGRAPHIC

Christmas: it may still be a few  months away, but for small 
business owners and marketers it’s well and truly time to start 
thinking about how to convert that upcoming holiday cheer 
into supercharged sales!

It's no coincidence that when Christmas, Easter, Valentine's 
Day or any other special occasion approach, businesses are 
always the first on the bandwagon. That's because holidays and 
special occasions resonate with customers who are looking for 
that special something to give to their special someone. So 
not doing everything possible to capitalise on that potential 
for significantly increased sales, is just handing a gift to your 
competitors instead. And no business owner wants to do that! 

It's not just retail outlets that go festive - websites can also be 
decked out in Christmas themes and colours! Little strategies 
such as these are a simple yet effective way to put customers in 
the right mood for buying gifts. It’s the festive season, so make 
sure your customers know you love this time of year as much 
as they do! 

For example, as a special Christmas gift, you might consider 
bundling together some of your best products with a 
complimentary Christmas card or gift. Or alternatively, you 
could also wrap your products in some special Christmas-
themed packaging. Whatever you decide, don’t be afraid of 
getting into the spirit! 

Your customers don't just want to see you share in that 
Christmas feeling - they want a gift as well! This is why special 
occasions and holidays present businesses with the perfect 
opportunity for conversion boosts such as sales, promotional 
codes, and free gift wrapping and delivery. Think ahead and 
pre-empt your customers’ bargain-hunting with well-timed 
promotions. For example, consider rewarding your most loyal 
customers with an early Christmas gift, by offering them one 

of the above promotions. After all, who doesn’t love receiving 
discounts? 

Fostering customer loyalty is one of the most fundamentally 
important aspects of sales, so it's important to make your 
supporters feel appreciated during these special holidays.

While it’s a given that shoppers will be keen to spend during 
special times of the year (such as Christmas), holiday periods 
are also where competition is at its highest. With this in mind, 
you’ll want to promote your best, star-performing products, 
with prominent placement on the homepage to grab the 
attention of customers who are doing a lot of clicking and 
skimming.

Christmas can also be the perfect time to clear your stock - 
after all, plenty of people leave their shopping to the last 
minute. For those customers who like to beat the rush, be sure 
to run an early Christmas sale that promotes the benefits of 
easing stress, avoiding the last-minute dramas and ensuring 
that presents are delivered with plenty of time to spare.

Christmas and New Year are also the perfect time to ramp up 
blogging or other interactive activities, as the holiday season 
means people are in the mood to socialise and engage. Content 
can be about gift wish lists or the perfect gifts for Christmas; 
putting customers in the shopping mood and feeding back 
invaluable information to you about what they want in their 
stockings.

DECORATIONS - NOT JUST FOR YOUR TREE

PROMOTE YOUR PRODUCTS

SHARE IN THE GIFT OF GIVING

DRESS UP YOUR BLOG

Research shows that ads under 15 seconds 
are much more effective than 60 second 
adverts, so as a general rule, the shorter 
they are the better.  Think of simple landing 
page designs and advertising with short 
and sweet text content...the same goes for 
video.

On average, users will view one additional 
video from your brand within 24 hours 
of watching your TrueView Discovery ad. 
Ensure you’ve got a repertoire of relevant 
and informative content which enables 
users to get the most from your channel.

It may surprise you, but YouTube super 
users are not just millennials; in fact, in  
March 2015 there were almost 20 million 
(ComScore) unique visitors over the age of 
65. That said, YouTube does have a strong 
demographic of viewers between 18-49 
years old, so the most important thing to 
do is consider who your demographic are, 
and how you can target and engage them 
through video advertising. 

The evidence is clear: these days, more 
and more people are using YouTube to 
not only view content, but to also engage 
with brands in this space.  As advertisers, 
harnessing the power of video opens up a 
world of opportunities, including the ability 
to be more relevant and present to users 
in the micro-moments they need. It’s fair 
to say that this is an area that will only 
continue to grow in 2017, so stay tuned for 
more exciting updates and features from 
Google! 
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By Jas Rawlinson

2017 GOOGLE ADVANCEMENTS

Reach new customers with a tailored
social media campaign.

www.sponsoredlinx.com.au

With new advancements coming through thick and fast, it’s easy to see that 
Google are moving towards the future at an astonishing rate. Just this year 
we’ve seen Google create their first ‘Tango’ enabled phone Lenovo Phab 2 Pro 
(which can even help you see what a piece of furniture would look like in your 
home through 3D real-life viewing), as well as introducing their one-to-one 
video calling app (Google Duo), along with new AdWords attribution reports 
that make conversion tracking easier than ever. 

Though it’s difficult to say exactly what will happen in 2017, there are a few 
announcements that are certain. For example, we know that Google plan to 
release their Daydream Virtual Reality headset in fall, along with a ‘smart 
jacket’ that allows bike riders to safely control their phones whilst riding. Can 
you believe it!? 

So what kinds of other developments might we see in 2017 for advertisers? 
Below, we make some predictions about which platforms or apps are likely 
to see changes. 

SPONSOREDLINX 
PREDICTIONS FOR AI, 
GOOGLE MAPS, ONLINE 
SECURITY AND VR! 
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GOODBYE PASSWORDSGOOGLE MAPS

“What would you like to see Google release in 2017?” 

Improvements to Google Transcriptions
“It’s great how we can ask Google questions and get immediate answers, but 
what if Google could understand you well enough to write an entire project 
based on your voice? For example, sometimes when writing an email to a 
friend via tablet or smartphone, it can take a long time. But imagine if Google 
Transcriptions could understand your voice well enough to type the whole email 
for you!" - Fiona Hoy, Senior SEO Account Manager

Google Map Improvements
“I’d love to see Google filter out directory listings and connect search users 
directly with the end provider!” - Simon Golding, Digital Solutions Consultant

Five Minutes With The SponsoredLinX Crew

I’m sure I’m not the only one constantly racking my brain to remember 
which password works with which site - but if Google have their way, 
this won’t be a problem in the near future! According to the internet giant, 
by the end of the year they plan to release their Project Abacus (originally 
introduced to large financial institutions back in June) to every Android 
developer around the world! What this means, is that you’ll no longer have to 
remember jumbled passwords or pins; instead unlocking your devices with 
a cumulative ‘trust score.’ This is calculated through factors such as your 
current location, unique speech and typing patterns, and facial recognition 
(amongst other things). 

Will it be a hit? Who knows...after all,  internet security is extremely 
important to us all, and it may take some time before we’re ready to trust 
such a project. Still, it’s very interesting all the same! 

So where to from here?...

As we look toward the New Year, the advancements we’ve seen from Google 
over 2016 bring with them a feeling of excitement and anticipation. What 
will 2017 hold? Only time will tell, but the SponsoredLinX team definitely 
can’t wait! 

While we’re used to talking about Google 
Maps and its advancements, it’s important 
to also mention ‘Waze,’ Google’s other map 
application. Originally acquired by Google 
back in 2013 for around $1.15 billion (US), 
Waze is a community-driven app dedicated 
solely to car transportation. What makes it 
unique however, is that it allows users to 
report things such as traffic jams and acci-
dents, to search for the cheapest petrol sta-
tions, and to also make updates to roads and 
landmarks from the map editor.  

When it comes to businesses, who knows 
what advancements Google may make? Per-
sonally, I think it would be cool to imagine 
a feature where community members could 
add notes and ratings about the best way 
to get to a business. An advancement such 
as this could allow dedicated customers to 
share their suggestions, including average 
amounts of time spent in your store, the 
cheapest petrol stations nearby, and any-
thing else that potential customers need to 
know when setting off to visit your compa-
ny.   

For the moment however, it seems that Goo-
gle Maps will continue to be the dominant 
app option for advertising and supporting 
businesses, particularly given their addition 
of features such as ‘promoted pins’ (which 
trigger a pop up with your business infor-
mation and logo when clicked on in Google 
Maps). 

“Google Maps is currently visited by thou-
sands of users daily, and given recent ad-
vancements such as business promotions 
(targeted to those who may be near your 
shop) it’s likely that we’ll see many more 
developments in this area!”  - Ian Sorohan.

Once upon a time, intelligent robots and self-driving cars seemed like 
a distant and pleasant fantasy - but with every decade that passes, 
their existence has become more a question of ‘when will it happen’ 
than an ‘if we could’ fantasy. In 2016, artificial intelligence or ‘AI’ as 
it’s more commonly known, is opening up incredible doors for entre-
preneurs and businesses. 

Looking at some of the advancements that have been released - and 
those predicted for the future - it’s pretty incredible just how smart 
AI is getting! Google’s CEO Sundar Pichai has in the past emphasised 
the importance of A.I and machine learning to the company’s future, 
so it’s fair to say that it’s a field that will only continue to grow! So 
how might AI impact on advertisers?

THE RISE OF ARTIFICIAL INTELLIGENCE

According to SponsoredLinX’ Senior Client Manager Ian Sorohan, 
it’s highly likely that we’ll continue to see changes to Google’s ‘Smart 
Bidding’ platform in the New Year. Said to be able to use data from 
millions of different signals to find the optimal bid amount for each 
user, Smart Bidding continually optimises bid levels in client's ac-
counts for optimal conversions. 

According to Ian, the best step you can take in the New Year is to 
begin targeting the right devices with the right bid amounts through 
the use of flexible device bidding. 

“You can then investigate further into your accounts to find which 
devices are purchasing more or less from Desktop, PC, and mobile - 
using this information to  your advantage,” he says. 

“I also believe we’ll see a more visually simple AdWords interface 
coming soon. You’ll have all the information you need at your finger-
tips, but it will be presented in an easier to navigate view.”

SMART BIDDING

As mentioned earlier, Google have announced 
their aim to release the Daydream VR headset in 
2017. But how might this impact advertisers? Well, 
given the device has already been jumped upon by 
the likes of Netflix and HBO, perhaps we’ll also see 
advertisers able to feature their ads in video content 
- as already seen on platforms such as YouTube.  

Given the success of Samsung’s Oculus Rift, and 
the ways in which it has already presented adver-
tisers with marketing awareness opportunities - ev-
erything from having their logo/company branded 
across headsets, to inspiring donors to dig deep for 
charitable causes (an example of which was seen 
when the not for profit organisation ‘Charity: Wa-
ter’ transported their New York guests to Africa 
through VR headsets) - it’s likely that Daydream 
will also present huge business opportunities. 

Earlier this year GoPro’s CEO and Founder Nick 
Woodman revealed that he saw Oculus and VR as 
a huge opportunity to increase brand awareness, 
by having his company’s video content available 
in both traditional format and VR. Likewise, VR 
headsets also present huge opportunities to busi-
nesses - particularly those in the travel industry. 
What better way to inspire people to travel than by 
‘transporting them’ to other destinations for a pre-
liminary look before they jet off for real? 

Given that Daydream is not just a headset or app, 
but rather an entire ‘ecosystem’ (with hardware 
specs, and a new interface and controller), it will 
operate with new phones yet to be designed. This 
presents  a huge opportunity to marketers, allow-
ing them to jump onboard with their support once 
these newly designed phones hit the market!

VIRTUAL HEADSETS

SPONSOREDLINX PREDICTIONS SPONSOREDLINX PREDICTIONS
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TRICKS OF THE TRADE TRICKS OF THE TRADE

A big factor to keep in mind during the holiday period, is what 
you’re charging. You deserve to be compensated for your time, 
and customers will generally expect to pay more - after all, they 
know that you are sacrificing time with family and friends in 
order to be there for them.
 
That said, what you charge is an extremely important point 
to address - and one that can make or break a business and 
customer relationship. On one hand, your time is valuable - 
and if it wasn’t, these customers wouldn’t call you. However, 
it is also extremely important not to get greedy. Overcharging 
during the holidays is a guaranteed way to ensure that people 
won’t call you ever again. Alternatively, being there for 
someone when they expected no-one, and charging them a fair 
price in exchange, is a wonderful way to build a long standing 
relationship and ensure return service. 

Don’t worry - I haven’t forgotten about you! This isn’t a matter 
of “Never Close Your Doors” but more a prime example of 
closing them strategically. By organising your own personal or 
family holidays outside of these normal times, you’ll be able 
to capitalize on the larger amount of work available, and then 
enjoy the holiday hot spots without the crowds. 

Now that we’ve looked at the different factors going into this 
time of year, let’s do the math. Say that hypothetically we have 
100 jobs and 10 tradesman at any given time during the year, 
but over the holidays we sit closer to 130 jobs with 5 people 
to do the work? There’s a lot more to go around, a lot more 
to do, and a lot more to earn.  Now although these numbers 
aren’t exact, and the specifics can vary from job to job, or even 
location to location, the sure fact is this: there is certainly more 
work and less competition. Why not take advantage? 

Whether you stay the course and keep your holidays at the end 
of the year, or mix it up with a mid-year getaway, it’s all about 
planning your annual leave the smart way. Look at your trends 
and record your jobs (especially over the holidays) to decide 
what’s best for your business. At the end of the day, if you can 
make more money simply because other people don’t want to, 
then you’re looking at one heck of an easy business decision.

Will you be prepared for the quieter months?

Now this is going to sting, so please, 
brace yourself. Despite what the latest 
travel ad on TV is saying, you should 
NOT take your holidays over Christmas 
or New Years. Please - put down your 
pitchforks and torches; I assure you, there 
is a method to this supposed madness, 
and I’m here to share it with you!

The number one reason to hold back on 
taking your holidays over Christmas is 
simple - everybody else is on holiday too. 
From your clients and customers, to your 
colleagues - and most importantly - your 
competition; this is the prime time for 
your business to cash in! 

When you think of Christmas time or 
New Years, most people visualize being 
away from work for a few weeks; kicking 
back with their feet up, a beer or wine in 
hand, and not a care in the world. As a 
direct result of this, a lot of businesses 
will close up shop, turn off their phones, 
and enter a short-lived, semi-retirement.

Does this sound appealing? Probably, 
but your potential customers being 
at home more is the exact reason you 
shouldn’t be. Think of it this way: when 

people have more family visiting over 
the holidays, this means a higher use 
of appliances and household items 
throughout the day. And what does 
this mean? Inevitably, things are going 
to break, shut down, or in one form or 
another, need to be repaired. Who will 
people call when their plumbing shuts 
down or the hot water goes on the fritz 
over New Year? Hopefully, you! 

Without a doubt, there will be plenty of 
work available during the end of year 
holiday period, and with most of your 
competition relaxing on their laurels, it’s 
the perfect time for you to take advantage 
of the extra business coming your way! 

Another great thing about working over 
the Christmas and New Year period? 
There are fewer ads to battle it out with 
- making your clicks cheaper, your 
position stronger and jobs easier to come 
by. When a customer needs someone to 
fix their lights or replace their sink, they’ll 
happily pay someone to do it quickly. So 
why not make sure that someone is you? 

TRICKS OF THE TRADE: 
WHY YOU SHOULDN'T 
GO ON HOLIDAY OVER 
CHRISTMAS

By Mr E. Nigma

Get In Touch

Want to maximise your holiday sales and make the 
Christmas/New Year period count? Get in touch with 
an AdWords specialist like SponsoredLinX! 

MAKING SURE CUSTOMERS CALL YOU!

WHAT ABOUT MY HAPPY HOLIDAYS?

DISREGARD BEACHES, ACQUIRE CURRENCY

BUT WAIT, THERE'S MORE!

JINGLE ALL THE WAY TO THE BANK

GET AHEAD OF THE PACK
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With Business for Messenger (currently available in the US), we’ve seen 
businesses able to communicate with consumers who’ve purchased from their 
website. By 2017, I predict that we will see Business on Messenger rolled out 
across Australia, and functioning in most countries. I also believe it’s likely that 
we’ll see Facebook launch advertising through their Messenger App. Given that 
785 million active users communicate through Messenger on a monthly basis, 
it’s easy to see how brands could target customers through the app with ads 
- similar to LinkedIn’s InMail. While this advertising platform could potentially 
create a few hiccups - as users may find it intrusive to have brands sending 
them messages - if done correctly, it could be a fantastic new advertising 
platform! Developments like this could also allow for the opportunity to 
increase customer service through real-time and personal conversations. 

Marketers have been asking for better analytics from Facebook’s ads, and it 
seems that they are finally listening. In 2017, I predict that we will move toward 
more detailed Facebook Pixels; giving us data and analytics comparable to 
that of Google. This will benefit marketers and businesses in pinpointing which 
adverts really convert, and which ones we should put more money on.

Needless to say, 2017 is certainly looking set to be an exciting year - not only 
for Facebook but also its consumers and advertisers. Now, all that’s left to do 
is sit back with fingers crossed, and hope that Zuckerberg and his team do not 
disappoint!

TECHNOLOGY AND SEO

Understanding what your target market want!

THE INTRICACIES OF SEO  
FOR ECOMMERCE WEBSITES

When it comes to SEO there is no one size 
fits all approach; but whilst it's important 
to have a strong grasp of the core concepts, 
the only way to achieve total success in 
your SEO campaign is to understand how 
to apply those concepts to your specific 
industry and website. In the case of 
eCommerce websites in particular, there 
are a few major things to understand in 
order to make sure you are spending your 
time wisely on your SEO strategies.

Each year Google's algorithms get more 
and more sophisticated, and because of 
this the search engine is able to tell not 
only what keywords are relevant to each 
site, but also what kind of website it is 
and what its primary function is likely to 
be. Armed with a better understanding of 
your website, Google’s algorithms are able 
to adjust the weightings for the various 
ranking signals that contribute to your 
Google rankings. 

For example, if you sell a product that 
is fairly straightforward and simple, the 
Google algorithm is unlikely to give you 
much benefit for page upon page of written 
content. After all, if human users are 
unlikely to find large blocks of information 
about your product or service easy to 
read, then it's a safe bet that the Google 
algorithm is unlikely to value it too highly 
either! 

While user friendly website designs have 
been an important business element for 
many years, the rate at which Google’s 

algorithms are growing in intelligence 
means it’s never been more critical to 
ensure your site is easy to use! For this 
reason it's imperative to always consider 
what your target market is looking for 
when designing a website or planning 
your SEO strategies, and it’s truly the best 
way to future proof your rankings against 
the next algorithm update.

Speaking of user friendliness, this aspect of 
a website is paramount for any eCommerce 
site. To break it down for you, website 
structure is everything - particularly 
when the site is both your shop front and 
the entire user experience from start to 
finish. This applies not only to how search 
engines interact with your site, but also 
your customers' experiences. 

Often eCommerce SEO requires you to 
go into much greater detail and a higher 
level of intricacy, but because Google can 
see so much more of your business, it's the 
perfect opportunity to show them why 
your brand is the best, and why it should 
be ranking higher. It’s also important to 
note that onsite signals clearly take higher 
priority with eCommerce, due to the fact 
that Google has much more information 
about exactly what their users are going 
to experience by going through to your 
website. Like many areas of SEO, a lot 
purely come down to common sense, and 
good SEO for eCommerce websites is about 
understanding what your target market is 
looking for, while trying to provide the 
best website experience to support it. 

Have your products organised in as 
straightforward and simple a manner 
as possible. This makes it easier for 
search engines to crawl, and for people 
to navigate, through your pages. 

Minimise the total number of 
categories and avoid having too many 
subcategories.

Have a prominent search function on 
the site so people can find the item they 
want as easily as possible. This is also 
a good indicator for Google.

For keyword relevance purposes, it's a 
good idea to not only have content on 
your product pages, but to also ensure 
the product itself is still featured 
prominently. 

Detailed product descriptions are a 
great way to introduce a small amount 
of keyword rich content and help to 
increase conversion rates.

HTTPS is now even more important 
as a trust signal to both Google and 
human users. Ensure you stay on top 
of Google’s recent updates. 

If you stock different brands, avoid 
pulling the content straight from the 
manufacturer's website. Often you will 
find this content is duplicated on many 
other eCommerce sites.

A Few Things To Keep In Mind: 

16  |  Q3 2016  |  WWW.OPTIMISECENTRE.COM.AU

Trends and predictions for 2017

FACEBOOK 
THROUGH THE 
LOOKING GLASS

PREDICTION #1: INCREASE IN VIDEO AND HIGH 
QUALITY VIRTUAL REALITY CONTENT

PREDICTION #2: FACEBOOK MESSENGER ADS

PREDICTION #3: A MOVE TOWARD BETTER ANALYTICS

By Janina Manalo
By Adam Conroy

FACEBOOK MARKETING

As we hit the last three months of 2016, it’s the perfect time to begin preparing for the year ahead - and in the world of Facebook, it’s no 
different! As we approach the new year, marketers need to begin thinking of how they can best use Facebook to drive brand awareness 
and sales in 2017. So without further ado, here are our top tips, predictions, and trends for the year ahead! 

With the rise of both augmented and virtual reality (AR and 
VR) applications on mobile devices, I believe it would be a 
wise move for Facebook to follow suit; providing content 
that caters to the ever-growing market of video! 

It was back in 2014 that Facebook acquired Oculus VR, a 
leader in virtual reality technology, and from what I’ve seen, 
it looks as though 2017 will be the year that we finally see the 
power of VR on Facebook. In anticipation of what’s to come, 
some users have already started uploading interactive 360° 
videos to Facebook; with technology so immersive it can 
make you feel like you’re either in a room full of kittens or 
the middle of New York Times Square! 

The beauty of VR advertising is that it gives users a taste for 
a product or experience. Imagine wearing a VR headset and 
having the chance to ‘sit’ in first-class of an aircraft, 
looking at the earth far below, or being able to ‘watch’ your 
favourite band play in another country - all from the comfort 
of your own home, for a small price? It’s an incredible 
concept, and one that is certainly not as far away as some 
might think! 

Facebook recognises that VR has the potential to be a great 
tool for future advertising, and I think it’s certainly fair to say 
we can expect bigger brands to start using interactive video 
platforms like VR across Facebook in 2017. 

 WWW.OPTIMISECENTRE.COM.AU  |  Q4 2016  | 1716  |  Q4 2016  |  WWW.OPTIMISECENTRE.COM.AU



ARCHITECTURE OF YOUR WEBSITE VIDEO MARKETING

businesses. Interestingly, I tend to see a lot of sites 
that do not have a set page heading, nor one in their 
business name. 

Now, unless your business name is the keyword for 
your business - this is not a good thing! However, using 
the page headings as your keywords will help; allowing 
Google to come through to your website and place 
importance on the things you want it to. 

For a Melbourne plumbing company, the homepage 
heading should ideally read as: Melbourne plumbing 
and gas. However, if you have multiple products or 
services you are best to only include the most important 
ones on your homepage. You can then include any 
additional products/services on other pages. 

While all of these suggestions are easily done in the back 
end of your website,  it’s important to realise that they 
are vital long term strategies designed to grow your 
business - not achieve viral overnight success. It can be 
tempting to look for quick fixes, however, you should 
instead try looking at the growth of your business as 
one that requires consistency and dedication. With this 
attitude, you’re sure to be on your way to success! 

Tell Google who you are and what you do!

Working in Sales, I’ve found that a lot of 
business owners I speak with have little 
understanding as to how they can get 
their website noticed by Google.  It’s a 
struggle which can be frustrating beyond 
belief, but the good news is that there are 
a number of different techniques you can 
use to get your website ranking on the 
first page! So sit back, get comfy, and let 
me run you through the process. 

As you may be aware, at the end of 
the day, Google is just a really smart 
computer. Think of Google as the best 
librarian in the world, one whose job is to 
bring you the most relevant information 
- in a fraction of a second!  With that in 
mind however, the only real way for 
Google to know who you are and what 
you do, is by you telling it; generally, 
through the architecture of your website.

To Google, the architecture that makes 
up your website actually encompasses 
several important aspects; the first of 
which is your website’s title tags. This is 
the blue text heading that appears in the 
search result of Google, when someone 
searches for your company. Further, it 
is also the area where you can mention 
your product or service along with your 
target area. 

For example, imagine you own a 
plumbing business in Melbourne? In 
this case, a great title tag would be: 
‘Melbourne plumbing and gas services | 
business name’. Keeping in mind that the 

title tag consists of up to 60 characters, it’s 
vital you make it clear and concise. Only 
include your most important keywords.

Next, it’s vital to understand the power 
of your website’s Meta descriptions 
- Google’s second port of call when 
determining how relevant you are in 
comparison to your competitors. But 
what is a Meta description? Essentially, 
it’s the one-two lines of grey text seen on 
a Google search engine result. Generally, 
the result will read as: Website name / 
Web address / Meta description. 

Whilst they may not stand out as 
much as a big blue title tag, your Meta 
descriptions are incredibly important. 
Think of it as your chance to  elaborate on 
the offerings of your website – using the 
description to reiterate main keywords 
whilst also focusing on others that may 
be of interest to prospective clients. With 
160 characters to utilise, you can feel free 
to get creative with how you fill this area 
- just ensure you effectively utilise your 
keywords.

It’s up to Google which page of your site 
is displayed, so it’s a good idea to keep 
track of which pages are showing in the 
search results; ensuring that title tags and 
Meta descriptions are well optimised. 

The third most important element to 
the architecture of your website, are 
your page headings. In my experience, 
this is an area often under-utilised by 

ARCHITECTURE OF 
YOUR WEBSITE

THE POWER OF 
VIDEO MARKETING

By Daniel Andreotti

Get In Touch

Keep in mind there are numerous techniques you 
can perform in order  to achieve a successful and 
long lasting SEO campaign. If you’re keen to discuss 
how you can build a website that dominates your 
competition,  give us a call today on 1300 859 600.

It’s that time of year again - bells ringing, tinsel swinging, 
EFTPOS machines beeping and  eCommerce sites 
transacting! It's the proverbial Christmas season retail 
boom, and as a business, it can be a challenge to cut 
through the over-exposed retail promotions that naturally 
accompany the Christmas season. After all, the sheer 
amount of amped up advertising campaigns directed to 
the public - particularly during  October to December - is 
mammoth. 

But, you can cut through it! The rise of mobile video 
consumption has lead to significant benefits for business, 
with 70% of users most likely to make a purchase or 
enquiry if a website has a video. So how can you use 
the power of video to  cut through the Christmas hype? 
Below, we list our top three tips! 

1) Get More Visual - messages communicated via video 
sink in better than those in text and print. Why? Because 
when a human brain is in the relaxed Alpha wave mode, 
it allows effortless alertness and subliminal penetration. 
Think about this: how nice is it to watch TV on your iPad 
in bed... it’s a comfy feeling right? My tip for you is to get 
an animated video produced to help get your message 
noticed more quickly.

2) AdWords - Capturing your audience when they are in 
the middle of searching for your product is a must, and 
AdWords is the best way to do so! It’s also a great way 
to get them to view your video after clicking on your ad!

3) Landing Pages - Fact: positioning a video on a landing 
page that stems from an AdWords advertisement will 
encourage a higher conversion rate. Why is this? Because 
when people want to solve a problem, they will watch 
(not read) what your product or service does. Ensuring 
quicker message absorbtion through video, along with a 
strong call to action, will result in better qualified leads!

Overall, by following these three simple tips and using 
clever marketing tools such as mobile video over 
Christmas, you can ensure you cut right through all the 
hype. The best part is that once your video is made, you 
can use it across your website, social media channels and 
emails to leverage the power of mobile advertising! 

How to cut through all the Christmas hype!

By Nativity Dunbar

18  |  Q4 2016  |  WWW.OPTIMISECENTRE.COM.AU  WWW.OPTIMISECENTRE.COM.AU  |  Q4 2016  | 19



76%

+19%

89%18% 150%

LINKEDIN HAS OVER
 450 MILLION USERS!

Facebook
•  Facebook Messenger chatbots are becoming more and more popular,  
    ordering everything from pizza and flowers, to Ubers and breaking news!

84%

500

+ LIKES+ CLICK 
THROUGHS

+ RETWEETS

Consumers are likely to recommend a 
brand with friendly service.

Companies using Twitter for Customer 
Service see a lift in customer satisfaction. 

Twitter
•  Launched in 2006, Twitter now has 313 million users!
•  77% of Twitter users admit to feeling more positive when their 
    tweets are replied to by brands.

THE 2016 DIGITAL LANDSCAPE
The biggest stats to come out of Social Media and the Internet this year!

Instagram
•  Since 2012, Instagram has grown from a zero revenue 
    app with 30 million users, to a 1.1 billion dollar
    fortune with over 500+ million monthly users!

Photos tagged with a location tend to 
receive higher engagement than others.79%

Video
•  Including videos through email increases click-through rates by 200-300%.
•  During 2016, video ad spending is tipped to reach $5.4 Billion.

74%

80%

64%

Web Traffic that will come from video by 2017.

Including video content on a landing page can increase conversion. 

People who watch video advertising are more likely to buy a product online.

YouTube
•  2016 saw YouTube introduce its 6-second ‘Bumper’ video ads.

At least once a month, 47% of people in the US use YouTube to help them decide on purchases.

YouTube draws in almost one-third of all Internet users worldwide.

48% of users prefer YouTube to other online video providers such as Netflix, Facebook, and Hulu.

It’s estimated that 300 hours worth of videos are uploaded to YouTube every minute.

47% 48% 300
HOURS

1/3

LinkedIn
•  Every month, the site has 106 million unique visitors across 200 countries & territories.
•  In August, LinkedIn rolled out 30-second videos to 500 of its most influential users.
•  Profiles with professional photos are 14 times more likely to be found.

106 mil.

FACEBOOK NOW HAS OVER
1 BILLION USERS!

INSTAGRAM USERS GENERATE  
3.5 BILLION LIKES PER DAY

Internet Growth
Internet users have an average of 5.54 social media accounts.

The Internet has 3.17 billion users.

of retail brands use 2 or more 
social media channels.91%

Sources: Global Web Index, Statista, Pew Research Centre (2015), Twitter (2015),    
Google AdWords (2016), comScore (2016), LinkedIn (2014), Syndacast, Forrester.
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Sorry Rudolph, but Santa won't be needing 

you to guide his sleigh this year.

Over the last decade we’ve seen a huge 
increase in online shopping - however, did 
you know that around 90% of all global sales 
over the next year are pipped to occur in 
physical stores as opposed to online? That’s 
right, folks - despite the huge growth in 
eCommerce, the bricks-and-mortar business 
continues to reign supreme! What’s more, 
when combined with the latest data from 
Google - confirming that 84% of consumers 
conduct localised searches - there has never 
been a more ample opportunity to drive 
online customers straight through your 
open door! 

Over a billion people now use Google 
Maps, and with such huge potential for 
advertisers, Google has devised advertising 
specific to consumer behaviour (with little 
disruption to the user experience across all 
devices). One of the most exciting ad formats 
to be released this year are Promoted Pins 
- which when used in conjunction with in-
store promotions, can be powerful to your 
conversions!

But what are Promoted Pins? Simply 
put, they are pins that appear on Google 
Maps (reserved solely for advertisers) that 
display your brand logo; helping you to 
stand out from the crowd. For example, 
no matter whether a user is researching 
different locations on Google Maps, or 
driving/walking to their navigated route, 
your logo will appear on the Map when 
they are nearby; giving you the opportunity 
to encourage users to check out your store. 

What’s more, when clicked upon the 
logo will then trigger a pop-up with your 
business information! 

You can also choose to include an in-
store promotion with this information, 
compelling potential consumers to visit you 
in-store. 

Given that three out of every four people 
who use their smartphone to search for 
something nearby, end up visiting a store 
within a day, and that 28% of those searches 
result in a purchase, it’s fair to say that the 
opportunity for conversions is huge! 

What’s more, consumers accessing Google 
Maps are often much further through the 
buying cycle than others; knowing exactly 
what they want and where to purchase it. 
These customers are actively looking to 
visit your business and make a purchase - 
an opportunity you want to grab hold of!

With Christmas fast approaching, any 
business would be well served to advertise 
through formats such as Promoted Pins. 
Whether your potential customer is a 
mother out looking for a Nintendo DS for 
her son, a husband searching for the perfect 
gift for his wife, or a hungry shopper 
who just needs somewhere to relax and 
soothe their aching feet, Google Maps 
could be directing them straight to you! 
By promoting your logo and brand to a 
customer in the area, you’re guaranteed to 
get more business! 

'PROMOTED PINS' - THE NEXT BIG 
THING IN SEARCH ADVERTISING 
FOR GOOGLE MAPS!

By Alex O'Toole

PROMOTED PINS

90% of all global sales will happen in 
stores over the next year, as opposed 
to online.

84% of consumers conduct local 
searches.

Nearly one-third of mobile searches are 
related to location.

In the last year, location-related 
searches have grown 50% faster than 
mobile searches.

Over a billion people now use Maps.

Google searches (on Google.com and 
Maps) guide consumers to 1.5 billion 
destinations every year.

Maps Facts That'll Fill Santa's 
Sack

Help your business rank on Google 
Search with a tailored SEO campaign.

www.sponsoredlinx.com.au

As with any science-based methodology, we too have a SponsoredLinX Search Engine Optimisation service 
which follows a procedure to secure a profitable outcome for our clients.

Speak with the capable team here at SponsoredLinX today on 1300 859 600 to see how our tried and true 
SEO Management Services can help your business successfully rank in Google’s organic search results.
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clicks on your product listing advert, it’s clear that they already 
like what they see.

The image has already set the expectation and this means there 
are no awkward surprises when they click on your ad and land 
on your website. 

2. Price: When it comes to a user’s Google Shopping experience, 
price plays a big part in the equation. After all, people like to 
shop around these days, and with your price easily displayed 
below your product (as with your competitors) it’s easy for 
customers to immediately discard those that are out of their 
budget. Before setting a price, you should always do your 
research by checking your competitors prices and then setting 
yours accordingly.  Remember to be fair to your business, but 
not too greedy. Your customers are savvy bargain-hunters, and 
they won’t give you the time of day if they see you advertising 
the same product as a competitor, for a much higher price.  
Make sure your ad is going to catch the eye of a potential 
customer!
 
3. Relevant content is key: Now that your traffic has been 
properly qualified, the third crucial factor is to make sure your 
customers land on your product page after clicking on your 
ad. This is vital to your conversion rates! After all, the last 
thing you want is for a potential customer to lose patience and 
bounce off to a competitor because they can’t find what they 
are looking for. 

Now, we’ve already determined Google Shopping to be the 
leading platform when it comes to online purchases, but that 
said, we also need to factor in the rise of smartphone use. These 
days, almost everyone owns one, and research shows that 
around 40% of us use our smartphones for online purposes, 
and go online at least once every day. 

Bearing this in mind, it’s vital that you factor in a pleasant user 

experience by ensuring your website is mobile compatible. 
Given that smartphones are the device of choice for many 
people these days, it’s imperative that you ensure your website 
is user/purchase friendly. 

Did you know that just over half of all Christmas shoppers start 
planning and researching Christmas gifts before November? 
According to research, nearly 30 per cent of shoppers begin 
their planning phase during September and October, and when 
it comes to young families, the July toy sales prove to be the 
hottest time of year to buy.

Buying phases such as these are important to consider, as they 
give retailers more than one chance at getting a piece of the 
pie. When it comes to your Christmas campaigning, be sure 
to appeal to these ‘early bird’ customers. For example, giving 
them a reminder to “Get in now before the Christmas rush,” is 
a perfect way to appeal to the savvy, organised shopper. 
That said, there is always that one person who leaves it to the 
last minute - so be sure to also cater to the impulse shoppers! 

Google Shopping is a huge opportunity for businesses to 
increase their sales - especially those who sell and promote 
retail products online. If you’ve got products that would make 
great Christmas gifts, now is the time to start thinking about 
which ones you want to promote. Don’t let this busy season 
pass you by - capitalise on the extra business and get your 
brand on Google Shopping! 

GOOGLE SHOPPING GOOGLE SHOPPING

How to get customers to notice your products!

During  the inevitable ‘rush’ that comes 
with the holiday period, it’s no surprise 
that more people are choosing to avoid 
this entirely; instead opting for online 
shopping. Google Shopping in particular 
has grown exponentially, with these 
searches topping the list and shoppers 
now spending more time than ever before 
researching and purchasing online.

But with that said, we’ve also seen 
definite changes in buying behaviour. 
These days, consumers are more than 
willing to look at new stores and brands; 
meaning that brand loyalties are not 
what they used to be. 

So the question is: why do people flock to 
Google Shopping?

Compared with many other platforms, 
Google Shopping provides more product 
specific performance information. For 
example, by letting you have your whole 
product inventory directly in AdWords,

you can create your campaigns by 
product groups and categories to give 
you greater control over your bidding 
strategies. This is especially handy if you 
have a specific brand or product that you 
know is more popular when compared 
to others. 

When a consumer is searching for 
products on Google, Product Listing 
Ads (Google Shopping Ads) really stand 
out from the crowd. So the important 
question is: how can you make your 
Product Listing Ad pop? 

1. Product images are crucial: It goes 
without saying that when potential 
consumers are looking for something 
specific, you want them to be able to find 
exactly what they are after  - and quickly! 
Adding this visual aspect in place of 
a text ad will give you a higher chance 
of catching their attention; helping to 
increase the quality of your website leads 
and traffic. Secondly, when a consumer 

GOOGLE SHOPPING 
THROUGH THE 
CHRISTMAS PERIOD!

By Aimee Devitt

Get In Touch

Looking for some expert advice on how Google Shopping 
can work for you? Contact SponsoredLinX today on 
1300 859 600! GOOGLE SHOPPING IS MORE PRODUCTS 

FOCUSED THAN OTHER PLATFORMS

GOOGLE SHOPPING ADS ARE 
AMAZING FOR ECOMMERCE

MOBILE FRIENDLY WEBSITES

SEASON’S GREETINGS – THE SHOPPING PROCESS

ADD TO CART
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In today's world, the rapid move 
beyond conventional marketing has 
seen the dynamics of ‘company culture’ 
revolutionised. Where we once met face-
to-face to give customers an idea of our 
company culture, we now do everything 
online. Yes, ‘digital culture’ is the new 
black. 

But while it’s great to have a strong 
culture within your office, this means 
nothing if your customers don’t know 
what you stand for. Ask yourself this: 
if a potential customer hadn’t met you, 
would they know your core values? 
Would they know they could trust your 
brand? Maybe not. And this could cost 
you precious business!

Introducing your clients to your brand 
through face-to-face marketing - as 
previously done - has become a primitive 
strategy. These days, there’s no time to 
wait around for customers to approach 
and ask you questions, because they 
have already done their research well 
before they come to you. If your website 
doesn’t convey who you are, and what 
your brand stands for, that can be a scary 
thing. 

According to a 2012 Harvard Business 
study, customers care less about brand 
interaction, and more about their shared 
values. For example, of those surveyed 
64% cited shared values as the primary 
reason for supporting a brand. 

Your values show the importance of 
your brand and help customers to feel at 
ease about your services - therefore it is 
imperative this is shown via your website. 
For example, here at SponsoredLinX we 
ensure that our customers and supporters 
know what our core values are - along 
with what sort of ethos drives our people 
- as soon as they click onto our website. 

Core values are a set of principles that 
support your brand or company’s vision; 
reflecting your ideology, culture, and 
identity. Often, they are values that stand 
the test of time, as opposed to cultural 
slogans such as ‘work hard, play harder.’ 

For example, at SponsoredLinX some 
of those core values we take seriously 
include:

• Delivering ‘WOW’ through service
• Embracing positivity, relationships, 

teamwork and team spirit
• Communicating honestly

• Embracing self-development and 
learning

• Acting with integrity

Ensure your site clearly shows who your 
brand is, what you value, why you do 
what you do, and how you demonstrate 
these principles. 

So how can you best show off your 
company culture to clients and 
employees? Through your website! You 
can also show the dynamics of your 
culture through social media and online 
videos. 

When it comes to SponsoredLinX, we 
offer a unique office culture (think table-
tennis battles, lunchtime yoga, and Xbox 
gaming rooms) and we make sure our 
website shows off our people and their 
personalities.

At the end of the day, you need to put 
yourself in your customer's shoes and 
ask yourself: what would I need to 
know about this brand to give them my 
business? With that knowledge, you’ll be 
on your way to creating a more visible 
digital culture, and most importantly, 
attracting more customers!

DIGITAL CULTURE IN THE WORKPLACE

Why core values matter, and how to flaunt them!

THE IMPORTANCE OF DIGITAL 
CULTURE IN THE WORKPLACE

By Sumeet Bhindi

MOVING AWAY FROM TRADITIONAL 
APPROACHES

WHAT ARE CORE VALUES?

IF YOU'VE GOT IT, FLAUNT IT!

THE FUTURE 
OF ARTIFICIAL 
INTELLIGENCE 
Will your Industry be impacted?

By Ben Bradshaw
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According to CNBC (2016) Ross Intelligence 
have also claimed that the language processing 
capabilities of AI can allow forms of machine 
learning to assist with litigation preparation; 
responding to questions posted by lawyers, and 
then gathering the evidence, sifting through 
various laws and drawing inferences about the 
material collected. 

TRANSPORTATION 

Google are already in the testing phase of self-
driving cars, and while it may seem somewhat 
scary to imagine travelling in a driverless 
vehicle, reports so far have pointed toward a 
decrease in traffic congestion, energy costs and 
accidents (FOW Community). According to 
research it has been suggested that  autonomous 
vehicles could be introduced into controlled 
environments - such as mining - in 2023, and fully 
adopted by 2037 (McKinsey). The introduction 
of self-driving cars will cause huge disruption 
to the economy, and are most likely to impact 
on courier industries, along with - inevitably - 
insurance agencies. 

WAR

We’ve already seen aerial bombing drones used 
in Afghanistan and Pakistan. With drones now 
becoming more accessible, cost efficient and 
intelligent than ever, many people are hopeful 
that the engineering of AI robotics and smart 
technology may help to decrease the number 
of humans having to carry out particularly 
dangerous tasks. 

Given that the Defense Advanced Research 
Projects Agency (DARPA) are currently 
researching two ‘self-flying’ aircraft devices, 
and that Boston Dynamics have already created 
a robot named ‘Cheetah’ (that can outrun 
Usain Bolt), along with two ‘BigDog’ machines 
(one that can toss a cinderblock 17 feet, and a 
‘weaponised’ version with terrifying bullhorns), 
it’s really only a matter of time before we see 
an increase in war robots replacing humans. 
As fantastic as this concept is, it does, of course 
mean that the Army could see a decrease in the 
number of soldiers it employs to do particular 
tasks. On the other hand, it’s likely that we 
will see new jobs pop up for developers and 
‘machine overseers.’ 

The future of AI is advancing forward at a 
rapid rate. While it’s hard to say when the 
aforementioned industries above might be 
impacted, brands and entrepreneurs will need 
to stay on the ball if they hope to outlast AI in 
their profession! 

So which industries are likely to be affected by the development of AI?

HEALTHCARE

It has been reported that in some cases, major medical and pharmaceutical 
companies are already harnessing the power of artificial intelligence; with 
machines such as Johnson and Johnson's Sedasys system already approved 
by the FDA to automatically deliver anesthesia for colonoscopies (FOW 
Community). The reason for such developments comes down to cost 
and efficiency, and it has been reported that not only are these machines 
cheaper than the cost of hiring a dedicated anesthesiologist, but they also 
have a higher ‘diagnosis’ rate than humans! With revelations such as these, 
it’s easy to predict that the future of healthcare will likely continue to be 
impacted by the AI revolution.
  

MANUFACTURING

AI advancements in the Manufacturing industry are nothing new, 
however as time progresses, it’s predicted that we will see AI robots 
begin to assemble more complicated items, including electronics, cars, 
or houses (FOW Community). It’s not so surprising really, and when it 
comes to tedious tasks that can be better performed by a robot as opposed 
to unnecessary labour, it makes a lot of sense.
  

CUSTOMER SERVICE

Earlier this year, the world was stunned when Hanson Robotics released 
their humanoid robot ‘Sophie,’ whose life-like expressions and speech 
made its dreams of ‘one day creating a business and having a family’ 
almost seem plausible! While this may sound amusing, given that 
we’ve already seen supermarkets move further away from human-run 
checkouts, to self-service facilities, it’s possible we could in the future see 
robots such as Sophie begin to take over ‘robotic’ and mundane tasks. 

Further, through platforms such as Facebook Messenger and various apps, 
we’ve also seen a rise in the use of chatbots - ‘digital assistants’ that are likely 
to continue disrupting the way we provide customer service in the future. 
Presently, chatbots are assisting customers with everything from ordering 
an UBER or Pizza, to finding the latest news or getting a personalised travel 
consultant experience, so the sky really does seem to be the limit! 

ACCOUNTING AND FINANCE

We’ve already seen a rise in the amount of ‘robo-advisors’ assisting people 
with financial advice and recommendations, so it’s really no great stretch 
to imagine that our future will involve greater use of cognitive computer 
programs. An example of an intelligent system already in place is TurboTax, 
which can automatically file your taxes into the right forms! 

LAW

According to recent research it has been estimated that 23% of a lawyer’s 
time is ‘automatable’ (McKinsey & Co) and that 13% can be performed 
by computers (Frank Levy, 2015). With AI able to sort through and 
scour endless amounts of information, some believe we may see a cut 
in the number of people  - particularly law students - who are hired in 
the future to do mundane research. For example, earlier this year Ross 
Intelligence partnered with law firm BakerHostetler, to use AI technology 
for bankruptcy matters. 

ARTIFICIAL INTELLIGENCE ARTIFICIAL INTELLIGENCE

Many decades ago people fantasised 
of flying cars and AI robots, but with 
technological advancements growing at 
such rapid speeds, fantasies that once 
seemed like ‘high in the sky’ dreams are 
now plausible realities!  

However, as our world continues to create 
new and exciting developments within 
the artificial intelligence industry, many 
now wonder how such advancements 
will impact  the future of entrepreneurs, 
and workplaces in general.  

As the debates, excitement and concern 
grow around AI, it has been widely 
reported that 47% of current jobs could 
become redundant by 2025; although 
there are also many who believe this 
figure to be exaggerated. For example, 
more conservative estimates forecast 
unemployment to rise by roughly 2% 
by 2021, and 10% by 2030 (according to a 
report by Techcast Global). 

 It’s understandable that there is concern 
surrounding the development of such 
technology - specifically, what impact it 
might have on the job industry - but it's 
important to remember that throughout 
history, we’ve always seen a connection 
between technological advances and new 
job avenues/industries. For example, 
according to The Atlantic (2016), since 
1980 we have typically seen substantially 
faster growth within occupations 
containing above-average computer use 
(0.9 percent per year) than those who 
don’t. 

Meanwhile, when it comes to the world 
of Entrepreneurs many believe that 
AI advancements are least likely to 
affect creative industries, as the level 
of intelligence and creativity central to 
the human experience is ‘difficult to 
automate’ (McKinsey Quarterly, 2015). 

WildCat Robot - Boston Dynamics 'Sophie' - By Hanson Robotics
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We all know about apps like Google Mail, Google Maps, and Google Calendar, 
but what else does Google do all day? Create more apps of course! 

While you may question just how many apps we truly need in our lives - 
given the number of hours in the day - Google is all about usability and 
providing people with knowledge and convenience. 

Yes, that’s right - many of Google’s apps are in fact educational; fostering 
knowledge and development in a way that many people don’t even realise. 

Here are my top 10 Google apps for improving and organising your life in 
2017.

10 Google apps you need to know about!

WANT TO 
FEEL BETTER 
ORGANISED 
IN 2017?

10 GOOGLE APPS

We know what 
makes people click.

www.sponsoredlinx.com.au

By Fiona Hoy
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You may have heard of Google Translate, 
but are you aware of how advanced it has 
become? For example, while it’s fantastic 
for the budding traveller who simply wants 
to type in a word and have it translated, 
the app is so intelligent that it can also 
translate text from an image into your 
local language! Simply point your phone 
camera at a sign or poster, and voi’ la! 
Translation complete. No more awkward 
scenarios of asking someone where a 
toilet is, only to find out you just asked 
them where the nearest farm is located! 
(Don’t laugh, it happens!)

Personally, I can't count the number of 
times whilst travelling that I’ve pondered 
what a sign actually says. For example, 
while travelling in France, I went to a 
restaurant for tourists (a strange joint 
that was also a petrol station), and not 
understanding the signs placed around 
the small buffet, ended up being charged 
25 euros for soup and a bread roll!

Should you ever be in need of some visual 
inspiration, or you just want to know 
what a town or country looks like from 
the perspective of a visitor (rather than 
a professional photographer), be sure to 
get the Panoramio Map app! For example, 
let’s say that you’re planning a trip to Rio 
De Janeiro for a business meeting, and 
you’re keen to spend an extra day or two 
seeing the sights. 

Those extra days need to be planned very 
tightly, in order to do as much as possible, 
and ensure you’re seeing the best there 
is. This is where Panoramio can come in 
handy! Simply jump on the app (you can 
also view it on your desktop), type in a 
location, and you’ll soon see hundreds 
of postcard-like photographs submitted 
by travellers. It’s a fantastic way to see 
- through the eyes of others - what a city 
looks like before you arrive.  

When it comes to finding the best text to suit your subject, it can 
be a rather tedious process. However, with Google Fonts all the 
hassle is taken away! With plenty of font options and additional 
styles, the app shows you what each option looks like in a list, 
without having to highlight your text and go through each font 
individually. While it’s a fairly simple app, it’s one that is also 
extremely useful. This one is definitely being saved to all of my 
devices! 

If you’re a huge fan of the program Paint (most likely because, like 
me, you’re not a Photoshop pro) then you will love Google Drawing! 
Though Paint is a user-friendly and straightforward program, 
it’s also very limited by what you can and can’t do. Alternatively, 
Google Drawing is quite the opposite - managing to remain easy 
enough for the novice user to navigate, without going into the 
field of photo editing. Unlike Paint you can also insert charts from 
Google Sheets or develop your own chart manually, and if you 
need to insert a table, this is also simple to do. 

Personally, this app is one of my favourites - and is a lot of fun if you want to find out what 
people are searching over a 24 hour period. From the hottest new car manufacturer release 
to the latest feud between Taylor Swift and Kim Kardashian, the results can be predictable, 
unexpected, serious or silly. 

So how can you capitalise on the success of popular trends within your business? Get in 
on the fun of course! Take for example, the Olympic Games in Rio. While the event was 
understandably an extremely popular and trending topic amongst Australians in 2016 there 
was one particular subject that unexpectedly blew everyone away. This was, of course, our 
Australian high jump competitor Brandon Starc - who just so happens to share an almost 
identical name to Bran Stark from Game of Thrones (also well known for performing at great 
heights). During the Olympics, a flurry of memes began popping up; drawing attention to the 
similarities between the two. Starc even received support from hundreds - if not thousands - 
of new and unexpected supporters.  

While this might not seem business related, drawing attention to trends in a fun and engaging 
way (such as with a meme) can be a great way to build your audience. You’re also likely to see 
people get in on the fun by sharing your posts - and what’s better than for a potential client to 
see that your company not only keeps up to date on trends, but also has a sense of humour? 

Customer satisfaction surveys 
are fantastic, as they give people 
the opportunity to point out where 
improvements can be made. When it 
comes to you and your business/brand, 
however, one of the most important 
factors to your success is finding out what 
is truly important to your target market. 

Not only are Google Forms simple to 
build yourself, but they also allow for data 
to be conveniently collated into a tidy 
spreadsheet and automatically saved to 
Google Drive. Another great thing about 
this app is that the data can be accessed 
from any device.

This is actually a complete time waster of 
an app but sometimes you need a couple 
of minutes to get in the groove and do 
something exciting. Teaming up with the 
legendary Lego, Google Chrome have 
created an app where you literally build with 
Lego from your PC. Now you might think 
Lego is for kids - but this is highly serious 
stuff! 

Not only do they provide a building academy 
to improve your Lego skills, but for the real 
pros, there are additional challenges you 
can take on. If you’re looking for a team 
building activity at your work, perhaps you 
could get your whole team involved and 
compete for the best Lego project!

Think With Google is great for finding 
anything from statistics to high-
level insights, and can even give you 
information on what the app is currently 
researching, along with what trends 
are being tracked. This is achieved by 
monitoring digital campaigns across 
many different industries and audiences, 
and is important for understanding your 
audience and what is currently trending.

While this one is probably more relevant 
to people who are interested in marketing, 
but nonetheless, it is a fantastic app! To 
begin with, simply input your location and 
you’ll quickly discover the most relevant 
information for your region (for those of 
us in Australia, this would of course be the 
Asia Pacific). 

As humans, we are naturally inquisitive, 
and being able to see images of our 
universe  is an incredible feeling. With 
Google Sky, you can view planets, solar 
systems, or even the birth of a new 
galaxy - all from the comfort of your own 
home! Through NASA’s satellite imagery 
streaming, scientists have been able to 
discover useful information about our 
earth - including new sink holes in Siberia 
and the rate at which the earth’s ice caps 
are melting. 

You can also view awe-inspiring images 
taken by the Hubble Telescope, along 
with descriptions of what each image 
is. If you’re like me, and enjoy finding 
inspiration in knowing that there is so 
much more out ‘there’, you’ll love this app!

Have you ever been in a situation where 
you tell someone that you will return their 
call, and a week later suddenly realise, 
alarmingly, that you haven’t? If only you’d 
had Google Keep to remind you! With 
this nifty app, you can add a colourful 
‘sticky note’ reminding you to call them 
back; avoiding awkward conversations 
and damage to your customer service 
reputation. 

Google Keep also allows you to add 
photos and notes, which is pretty handy. 
For example, let’s say that you’re out 
shopping for Christmas and you see the 
perfect gift idea - but you just can’t quite 
fit it into the car (or your budget) that day. 
Simply take a photo with Google Keep, 
and add a note of the store and price so 
you don’t forget where to find it next time! 
With apps like these, you could potentially 
have your 2017 Christmas shopping list 
done by June! 

Google Translate

Google Trends Google Fonts Google Drawing

Google Forms Think With Google Panoramio Build With Chrome Google Sky

Google Keep

3333

10 GOOGLE APPS 10 GOOGLE APPS
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How to increase brand trust and provide your customers with guilt free shopping!

In this day and age, everyone wants 
to know the key to increasing their 
sales. But what about brand loyalty? 
It’s great to be reaching lots of people, 
but ideally, you want repeat business, 
and for your customers to trust you. So 
how can you do this? 

One way in which brands are driving 
more customers to their products and 
instilling confidence, is through ethical 
trading. While many companies often 
outsource their labour and materials 
to cheaper overseas companies, this 
can make it difficult to ensure ethical 
standards are being met (such as 
labour wages, working conditions, and 
environmental standards). 

It’s understandable that companies 
want to keep their budgets to a 
minimum, but at the end of the day,  
the cleanliness of your ethical footprint 
is more important than the abuse of a 
human or animal. If you’re concerned 
about the costs of going ethical, let me 
tell you this - the rewards far outweigh 
the costs of ditching cheap labour. Not 
only do 66% of customers say they are 
more willing to purchase from brands

they trust, but they are also willing 
to spend more on those committed 
to positive/ethical practices (Nielsen, 
2015).

Ensuring that your brand is committed 
to ethical practices can also build brand 
loyalty; an extremely important factor 
in today’s marketing and business 
world. For millennials, 69% cite brand 
recognition and trust as the main driver 
of brand loyalty (Newscred, 2015) 
and 56% of US consumers will stop 
purchasing from a brand believed to 
be unethical. What’s more, 35% admit 
to giving perceived unethical brands 
the flick even if there is no substitute 
available (Mintel, 2015).

It has also been revealed that around 
50% of American shoppers place their 
trust in small companies to do the right 
thing (Mintel, 2015), while only 36% 
admit to trusting large companies. 
As an SME, this means you are in the 
fantastic position of being able to tap 
into a market of customers who are 
looking to place their trust in you! 

So, what’s the next step once you’ve 
ensured your company is trading 
ethically? To make sure ethically 
conscious shoppers know your name! 
This part, however, can be somewhat 
tricky, because although customers 
want to shop ethically, research shows 
many are often ‘suspicious’ of whether 
‘ethical’ branding is being used simply 
to manipulate customers (Mintel, 2015). 

Getting around customer uncertainty 
can take some thought, but it’s 
certainly achievable! As well as creating 
transparency with your customers 
through your website and social media 
content, there are also fantastic apps 
where you can showcase your brand; 
letting them do the talking for you. 
An example is the Australian social 
enterprise ‘Good On You;’ an app 
helping to connect socially responsible 
brands with ethically conscious 
shoppers. 

By using the app, an ethically conscious 
consumer can search by brand or 
category, and then refine the results 
based on style, price, and values. Each 
brand featured on the app is rated in 
terms of its impact on the environment, 
labour rights and animal protection; 
giving users a quick overview as well 
as detailed breakdowns of where a 
company sits on the ethical scale. This 
detailed information can help to put 
customers’ minds at ease, build trust, 
and show them that other people 
recognise your brand for its ethical 
commitments. 

At the end of the day, it’s fair to say that 
every business should be committed 
to ethical trading; not just for their 
customers, but also the planet. There 
are many different ways to increase 
your brand awareness and loyalty, but 
like many things, it can require some 
fine-tuning to discover what works 
best for your particular brand.

THE MOVE TOWARD ETHICAL CONSUMERISM

By Jas Rawlinson

ETHICAL CONSUMERISM ETHICAL CONSUMERISM

If you’re after good quality clothing this 
Christmas, look no further! Packing a 
punch with a 5-star rating, Vege Threads 
offer Australian made, eco-friendly clothing 
for both men and women. Their clothing 
is also ECA certified, meaning it complies 
with the accreditation body ‘Ethical Clothing 
Australia,’ who ensure that Australian supply 
chains are transparent and legally compliant 
within the clothing, textile, and footwear 
industry. 

vegethreads.com

After high-quality products that don’t come at the cost of the environment, people or animals? Be sure to check out the following!

With a 4 star rating (classified as ‘good’), Adidas rate highly for labour 
and environment, and have made a good start toward ensuring animal 
welfare. Wrap a pair of these and put them under the Christmas tree 
for your kids or family. 

adidas.com.au

Here’s one you’re bound to have heard 
of! Featuring everything you need for the 
perfect Santa sack - including chocolates, 
jewellery, toys, and accessories - you can 
rest assured that what you’re purchasing 
is fair-trade.

oxfam.org.au

Whether you’re after a new soccer ball for 
the kids or some new shirts, Jinta Sport have 
you covered! Coming in at 5 stars, the brand 
is Australia's first fair-trade sports brand, 
and are committed to supporting health 
and sports programs in remote indigenous 
communities within Central Australia.

jintasport.com.au

Vege Threads

Ethical Christmas Shopping: SponsoredLinX top picks for your Santa Sack

Adidas

Oxfam

Jinta Sport

Boasting a 4-star rating, with great labour and 
animal welfare ethics, the Aussie swimwear 
brand makes a great Santa sack addition for the 
hot summer months!

jets.com.au

JETS Swimwear
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ADWORDS, SEO & SOCIAL MEDIA STRATEGIES

How to reach your audience this Christmas!

Here we are again…the lead up to 
Christmas is upon us! If there’s ever 
a time to sell online, November and 
early December are definitely it.

With that said - the lead up to this 
period is a crucial time for retailers to 
ensure that they’re prepared. Making 
sure that your online message is 
constant in the lead up to Christmas 
can seem overwhelming at first, 
however, if you lay the foundations of 
your marketing campaign early, the 
results will speak for themselves.

Firstly: Let’s look at SEO. This is the 
ball we need to get rolling first, as it 
will take the most amount of time to 
see its effects in action. To begin with, 
we will need to identify which core 
products we will be advertising and 

the keywords that best relate to each 
item.

From there we will need to ensure that 
each product has a dedicated landing 
page within your website, with unique 
content that is sales oriented yet 
educational (Google loves informative 
original content). Once these landing 
pages are live we will then begin the 
process of directing traffic through to 
these via every means at our disposal. 

Once we have established which 
keywords and products to target it is 
time to create a schedule for how our 
Social Media and Advertising is going 
to support these key phrases. In my 
experience, the simplest way to do so 
is as follows:

ADWORDS, SEO 
& SOCIAL MEDIA 
STRATEGIES 

By Nathan Moody

PHASE 4: INTRODUCE F.O.M.O
(FEAR OF MISSING OUT)

Get In Touch

Need help creating the perfect AdWords, SEO or Social Media 
strategy for Christmas? Contact SponsoredLinX on 
1300 859 600.

PHASE 1: RAISE AWARENESS
 

Social Media is a great way to do this subtly, and at low cost. As 
users of social media, we all have a tendency to casually scroll 
past much of what we see. Interestingly however, much of this 
content is still subliminally recorded in our thoughts. Bearing 
this in mind, it is vital that you include within the text your 
targeted SEO keywords - remember, you want to plant the seed 
of awareness early; noting product and brand awareness is key!
 

PHASE 2: BUILD THE BRAND
 

Social Media, Display Advertising, and Remarketing are huge 
components of this stage. After all, you’ve spent a lot of time 
getting people to think about a product, and now is the time for 
customers to associate it with your business. Essentially, you 
want to reinforce the message that you are the best brand to 
purchase from. Once again, at this stage it’s important to ensure 
that targeted SEO keywords are still being incorporated within 
the ad text, and that your logo is prominent in all visuals.

PHASE 3: PRESENT THE DEAL

Now that people know about your product, it’s time to go all out 
with your social media and Google AdWords. Focus on PRICE 
- after all, you  want people to buy, and most importantly, to 
buy early; avoiding last minute shipping backlogs on your end. 
Let people know how much they can save, and be consistent 
with this message across all mediums.

This period should kick in around 6 
weeks before Christmas, and is the phase where 
you incorporate the message of “Order before xx/xx/xx to 
guarantee delivery before Christmas.” Once again, your 
business message here must be consistent across all mediums 
for maximum impact.

Whilst the above is tailored to eCommerce, this method can 
easily be adjusted for personal services, getaways and more! 

As a staggered approach with easily determined timelines, it 
can be managed effectively - with the end result being that even 
after Christmas you have raised your brand profile, created 
product awareness, and ideally, increased your followers on 
social media. It’s also likely that you will see  an improved 
organic presence, as people will have been searching Google 
FOR YOU and engaging with your site. With that said, here’s 
to you and your brand having a merry - and most importantly, 
profitable Christmas!
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TRICKS OF THE TRADE

For SponsoredLinx clients

Did you know that businesses running landing pages for their 
AdWords accounts get three times more leads than those 
who don’t? It’s true! But more importantly, you need to be 
asking yourself the following: how can I create a landing page 
with astronomical conversion power? 

Introducing, ConvertoPages!

With layouts that have been proven and tested 
comprehensively, ConvertoPages can help you generate 
more business, convert more leads, and beat your 
competition with optimised PPC landing pages. And who 
doesn’t want that? Sure, you might have a great AdWords 
account, but without the right type of landing page, your 
extra customers could be clicking away without converting. 

So What Does ConvertoPages Offer?

Do you want to edit your site with a simple ‘point and click?’ 
Looking to build your contact forms in seconds, with easy 
‘drag and drop’ functions? Is it important to you that your 
website loads at the speed of light and is mobile-friendly? 
Keen on implementing custom analytics? 

Good news - ConvertoPages can do all of that! This really is a 
system that packs a punch, and with prices ranging from $49 
- $169 per month, SponsoredLinX can accommodate your 
business no matter where you’re at! 

CONVERTOPAGES 
THE PERFECT COMPANION 
FOR ADWORDS

CONVERTOPAGES

2.0

$20
Upgrade for only

per week*

The Convertopages 2.0 platform allows 
you to convert more enquiries for your 
business, using results proven optimised 
conversion websites.
This world-first service now offers your business even more 
tools to stay on top of your marketing budget, and get ahead of 
your competition. 

In just five business days our expert web development team 
can custom create your Convertopages site, giving you instant 
access to all of the tools you need to be successful online.

 Simple Point and Click   
 Interface

 Easy to Understand   
 Analytics

 Mobile Responsive Site

 Page Duplication

 FREE Feature Updates

AVAILABLE AT

*For SponsoredLinX clients

TM

A D V A N C E D  O N L I N E  M A R K E T I N G

TESTIMONIALS

“The majority of our business 
comes through ConvertoPages - it 
really suits our business and does 
more for us than my own website! 
My Client Manager Ian Sorohan 
has really researched our line of 
business thoroughly and has created 
the AdWords that will bring future 
customers to our page. I’d highly 
recommend anyone who wants to 
increase their business to set up a 
ConvertoPage!” 

- Tracey Davey, Metro Roller Doors 
Repair And Service Pty Ltd.
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