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New Lead Follow Up Tips At The End!



Webinar Guidelines 

• Please save Q&A till the end.
• Use the Q&A box for written questions.



Stu Atkins Bio

• Over 30 Years Marketing Experience
• Founded AMS in 2008
• Search Specialist, Author & Professor 
• Over 250+ Small Business Clients
• 10 Years PPC Experience



COVID Challenges 
• No sales meetings
• No face-to-face customer meetings
• Less walk-in customers
• No events or trade shows
• Dried up lead funnel
• Every business is different
• Uncertainty plus the “new normal”



Think Differently 

• No live sales meetings = online sales meetings
• No face-to-face customer meetings = generate online leads
• No events or trade shows = meet online
• Uncertainty = be strategic with “curbside” marketing
• See my new blog post: Coronavirus Marketing: 15 Tips For 

Small Business & Career Survival



• PPC focuses only on those who show purchase intent
• To increase profit, you have to focus on those ready to buy
• Pull versus push marketing as customers come to you



Paid Search (PPC) is the only media channel where users express intent with every interaction.



1. You bid on the keywords customers search for on Google
2. The right budget and keywords ensure your ads show. 
3. When someone clicks on your ad, you're charged for that 

click. 
4. The person who clicks then visits your website. 

How Does PPC Work?



What’s Impression Share?



See My New Blog Post on SEO & PPC Differences



Remember This… 

1. Advertising is now more important than ever.
2. Gain market share now? 
3. Good advertising pays for itself over time.
4. Google offering $340 million in free ad credits.





Who Clicks On PPC Ads? 

• 64.6% of people click on Google Ads when they 
are looking to buy an item online! 

• Clicks on paid search listings beats free 
searches by a 2 to 1 margin on words with “high 
commercial intent.”

• “Buy stainless steel dishwasher” – are worth far 
more to businesses than your basic 
informational keyword searches, “who is 
Thomas Edison”

source: Wordstream: http://www.wordstream.com/blog/ws/2012/07/17/google-advertising



The Benefits of PPC 

1. Customers start with search engines
2. It drives immediate results
3. It pulls in quality, page one converting traffic
4. It increases leads and sales
5. It is extremely targeted
6. It is smarter than other forms of advertising
7. Your competitors are using PPC advertising to grow
8. It will help you break into new markets
9. PPC advertising spend is controllable
10.You only pay when someone clicks on your PPC 

advertisement



PPC COVID Case Studies: 
Survivors & Thrivers*

*Industry Dependent



Marble & Tile



Six Key Measurement Examples

















Landing Page Tips

• Have one or two Calls To Action
• Let customers know your open for calls
• Less is more.
• Use bullets points.
• Solve the customer’s problem.
• Clearly explain the benefits.
• Use red or orange CTA buttons
• Use “Order Now” instead of “Buy Now”
• Measure everything!
• Speed matters!



• Reach 63+ million unique users that you cannot reach 
on Google

• Bing powers 10 billion queries every month across 
platforms like Yahoo, AOL, CBS, & more

• 1 in 4 searches in the United States take place on Bing
• Bing users spend on average of 22% more than Google 

users







LinkedIn Ads Benefits 

1. Over 259 million B2B global users
2. One click form fill for lead generation
3. Selective ad targeting based on:

1. Job title and function
2. Seniority
3. Company name & size
4. Industry
5. Skills, interests, and years of experience
6. Degree type & name







10 Lead Follow Up Tips 

1. Answer the phone.
2. Capture contact info upfront.
3. Avoid wait times over 1 to 2 minutes.
4. Have a strong voicemail system.
5. Follow up in 5 minutes or less.
6. Call back missed calls.
7. Record your calls.
8. Train your CSRs.
9. Use a log or CRM tool.
10.Form fill best practices: call back fast; send an email; 5 form 

fields or less.



COVID-19: Ad credits for Google Ads 
Small and Medium-sized Businesses

1. Must have an account that’s been running since January 1, 
2019.

2. $340 million in ad credits for small businesses.
3. Accounts will be notified within their Google Ads account.
4. Credits expire Dec. 31, 2020
5. Credits apply for Google Ads, Search Display and YouTube.
6. Google will notify accounts in the coming months.

https://support.google.com/google-ads/answer/9803410?hl=en



Free PPC Performance Audit & Consultation



“Success is not final, failure 
is not fatal: it is the courage 

to continue that counts”
Winston Churchill
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