
Turning Digital into Dollars 
Presented by: Heather Porter 



WHAT’S AHEAD 
•  Local business panel 
•  Why you need to use the customer 

journey in your marketing 
•  The website formula to get leads, 

bookings and sales for your 
business 

•  The importance of email marketing 
•  The content you need to increase 

conversions 
•  What and when to post on social 

media to get the best results 



Heather Porter 
•  Founder of website development and social 

media marketing company, Website Love 
•  #1 Amazon kindle bestseller, co-author of 4 

business books and host of That Social Media 
Show on the Bizversity App used in over 100 
countries 

•  1 of 8 Facebook Community Trainer’s in 
Australia/New Zealand 

•  Certified media buying professional for 
Facebook 

•  Teach of Digital Marketing at the University of 
Sydney 







 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

It all starts with the customer journey… 



The Customer Journey 



When you build a relationship you can 
charge more! 



 

Rule of 7 
(7 touch points to generate a sale) 

 
You need to guide someone through these steps 

 
 
 



 

Focus on repeat buyers 
 

Use a value ladder to sell more 
 

 
 



Customer Value Ladder/Ascension Plan 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

The website formula to get leads, 
bookings and sales for your business 



That’s the average time spent on a website.  
 
It’s how long you have to capture someone’s 
attention. (and it is often approx 3 seconds!) 





That’s the average percentage of return 
website visitors. 
 
It’s why you need to build a plan to capture 
people’s details before they leave. 



84% of searchers would rather land on a blog 
post or landing page than a homepage. 
 
Directing traffic to your landing pages or blog 
posts – with relevant content – instead of to your 
homepage can increase conversions. 



This is why your website needs to be built 
using the customer journey 



Use “start here” as text, a button or menu item 



Use “start here” as text, a button or menu item 



Use junction boxes on your home and services pages 



Use junction boxes on your home and services pages 



Use junction boxes on your home and services pages 



And on shop pages 



Keep your menu simple 



Keep your menu simple 



Keep your menu simple 



Try buttons in your menu 



Try buttons in your menu 



Build trust on all main pages for people 
who don’t know you yet 



Use testimonials with a headline 



Include social proof or photos of your work 



Add logos of media, awards, partners and 
accreditations 



Reverse risk using credibility graphics 



Make your pages scannable 









Make your CTAs obvious 



Your main CTA button for each page should be at the top 



Use CTA buttons or links everywhere  
(don’t let people scroll too far to contact you) 



Focus on building your email list 



Include a ‘Hello Bar’ 



Include bonus content inside your blog or 
podcast posts 



Use pop ups 



Use landing pages 



Actually…you want opt-ins everywhere! 



Introduce new subscribers to the next step 
in your customer journey through an upsell 



Give something away for free… 



…Then provide a next step when people ‘opt-in’ 



Give something away for free… 



…Then provide a next step when people ‘opt-in’ 



Move people from awareness to 
consideration with a blog  





In your menu 



In your menu 



In your menu 



All articles display on one page 



All articles display on one page 



Put your latest articles on your home page 



List next steps under blog or podcast posts 



List next steps under blog or podcast posts 



List next steps under blog or podcast posts 



Plus it’s great for SEO 



And for newsletter content 



And for social media content 



How often should you post? 



•  Now that you have the base, find out 
how to get traffic!

•  Email tips, content formulas and a 
kickstart to using ads 

•  Prize draw!!



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

The importance of email marketing 



It has a lot of users. 

Source: OptinMonster

Why use email marketing?



It delivers the most ROI 

out of any channel.  

Source: Neil Patel

Why use email marketing?



It has higher 

engagement rates than 

social media. 

Source: OptinMonster

Why use email marketing?



You own the data. 

Why use email marketing?



How to grow your email list 



Create a great lead magnet 

•  Something free that you give away to 
prospects in exchange for their contact details 

•  It should help your prospect get a fast result 
•  It should easily lead someone into taking the 

next step with you 
 



A downloadable document to give a 

quick ‘win’… 

 

●  Recipes 

●  Cheat Sheets 

●  Swipe Files 

●  Checklists 

 

 

 

‘Lead Magnet’ ideas



Let someone try before they buy… 

 

●  A trial membership or subscription 

●  A software trial 

●  Free product samples 

‘Lead Magnet’ ideas



Let someone sample your 

knowledge… 

 

●  Challenge 

●  Mini course 

●  Webinar 

‘Lead Magnet’ ideas



Let someone get custom advice… 

 

●  A strategy or discovery call 

●  An audit 

 

‘Lead Magnet’ ideas



Use discounts… 

 

●  A voucher for products or 

services 

 

 

‘Lead Magnet’ ideas



Guide someone on the best steps to 

take with a quiz… 

 

●  Use multiple choice questions and 

score someone based on how 

they answer then provide a 

solution based on their score 

 

 

‘Lead Magnet’ ideas



The most important types  
of emails you can send 



CAMPAIGNS 
An email you create and send that 
is current or follows a marketing 

calendar 



Campaigns: Newsletter



Campaigns: Special Promotions



AUTOMATIONS 
Nurture sequences after joining 

your email list, Onboarding after a 
sale, Pre or post event comms 

(webinar, appointment, etc) 
 
 



Automations: Nurture Sequence



How to format your emails  
to get more opens and clicks 



Use Pre-Header Text



Use Merge Fields



Use Emojis



●  How tos – How to sleep better 

●  Questions – Is Paleo or Vegan better for your health?   

●  Why – Why blogging is the answer to getting more website traffic   

●  Mistakes – 7 mistakes every new business owner makes & how to avoid them  

●  Protection – How to protect your paint from fading  

●  Quick and easy – A quick and easy plan to onboard your new staff members  

●  Lists – 5 steps to finding your soul mate 

●  Urgency – Only 24 hours to go! 

●  Scarcity – Only 5 left! Don’t miss out. 

●  Free – It’s free if you act now. 

●  Social proof – 2,450 people told us how they increased their revenue 

Use Great Subject Lines



Use Animated GIFs of Photos



Limit CTA options



Try Buttons



Test Different Templates



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

The content you need to increase 
conversions 



Develop a Content Plan 

Come up with your 
own 5 ‘buckets’ of 
content to 
continually post 
about 



What to talk about 

•  How to’s/teaching 
•  Behind the scenes (BTS) 
•  User generate content (UGC) 
•  Reporting on industry or company news 
•  Interviews 
•  Product comparisons 
•  Case studies 
•  Trends 
•  Event highlights 
•  FAQs 
 



How these topics fit into the 
Customer Journey 



#1 – Awareness Content Ideas:  
 
How can you get new people interested 
in what you offer without directly selling? 
 
Education, blog posts, podcasts, education 
about a specific product (i.e. ingredients, 
stats)  
 





#2 - Consideration Content Ideas: 
 
What can you share to get people to 
come to your website to check out what 
you do, or sign up to your email list?  
 
Free download, webinar, mini course, online 
challenge, product demo, product 
comparison page, case studies, before and 
afters, testimonials, competitions



#3 - Purchase Content Ideas: 
 
What can you share that will get 
someone interested in buying? 
 
Discounts, special offers, limited time 
availability, bundles, discovery calls 




#4 - Retention Content Ideas: 
 
How can you get current customers 
to keep buying and refer business to 
you?  
 
Seasonal specials, loyalty offers, sharing 
UGC, behind the scenes, pre-launch 
specials, discounts, referral rewards, 
private trainings 



2 copywriting formulas 



Copywriting Formula #1:  
Develop different conversations (hooks) 

  
3 ways to talk about what you sell: 

 
1.  Connect to emotions:  

How do you think the person currently feels about their problem that you will solve? 
 

 
2.  Describe the facts:  

Do you have a warranty?  A price guarantee? How long will it take? What ingredients do you 
use? What is included in their package? 
 
 

3.  Get them to picture using it:  
Describe what it would be like if someone purchased what you are selling. Walk them through 
the process so they can picture themselves as a customer of yours.  



 
Here is an example of what Car Mechanic might do. 

 
1.  Are you frustrated because you feel taken advantage of when getting your car fixed? Do 

you feel like sometimes you get sold things you don’t need and are not sure what to do 
about it? We don’t do that here.  We will explain everything to you at each step in the 
process so you know what is happening and can choose what you want. Call us now to 
see if we can help.    

2.  Is your car having problems? Our tune up package is capped at 3 hours. Even if we go 
over you don’t pay for it.  Plus we back our work with a 1 year guarantee. Click the link 
below to book in a free appointment. 
 

3.  Do you need your car fixed but can’t afford to be without it? Imagine dropping it off to us 
and using our shuttle service to take you where you need to be. We will pick you up when 
we are done and take you back to your car.  All you have to do is drop it off.  Call us now 
to tell us what’s wrong with your car and to find out more about our fix it package. 

Copywriting Formula #1:  
Develop different conversations (hooks) 

 



Copywriting Formula #2:  
Problem, Agitate, Solution (PAS) 

 
Follow these 3 steps: 

 
1.  Problem: Ask a question or make a statement that connects with their problem 

  
2.  Agitate: Tell a story or connect deeper with their problem and show them you understand 

their situation.  
 

3.  Solution: What are they meant to do to take a next step with you (sign up, call, email, 
read more, etc) 



 
Here is an example of what a business selling chocolate gifts might do: 

 
Are you trying to find a unique gift for your girlfriend? We know how hard it can be to find the 
perfect thing! That’s why we have put together our “love box” which not only has our top 
selling chocolates, but also has a custom love note that you can include.  Imagine how 
special she will feel, when you turn up with our beautifully gift wrapped box! Just click the link 
below to buy online. 
 

Copywriting Formula #2:  
Problem, Agitate, Solution (PAS) 

 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

What and when to post on social media 
to get the best results 



What to use? 



Try different types of video 

Google “Facebook 
Mobile Studio” for 
ideas on creative  
apps 
 

 

Regular video (short and long), GIFs, Live, Stories, IGTV, Reels 
 



Create videos for no sound 

Use captions or 
graphics to illustrate 
main points 
 

 



Try animated gifs or mini movies 



Find out what your followers 
already like 



Find out what they like on Facebook 
 
 
 



Facebook Insights 
 
 
 



Look at your most popular posts 
 
 
 



Instagram Insights in your app 



Get more reach fast with  
Boosted Posts 



Facebook Boosted Posts 



Facebook Boosted Posts 



Facebook Boosted Posts 



Where to keep an eye on your ads 



Instagram Promoted Posts 



Keeping an eye on your ads 



Want the slides? 
Email heather@websitelove.com.au 

 
Plus 3 bonus video trainings! 

#1 - How to get Google to send you more traffic 
#2 – The 6 things your website needs so you get more customers 

#3 – How to place ads in Facebook Ads Manager 



KEY TAKEAWAYS 
•  Remember the customer journey when 

creating your marketing  
•  Use junction boxes and clear CTAs on 

your website 
•  Use credibility graphics on your 

website 
•  Make your content scannable 
•  Put a blog on your website 
•  Focus on building an email list (and 

send consistent emails) 
•  Remember the 3 marketing “hooks” 

when talking about what you sell 
•  Try more video on social media 
•  Test ads (just start with boosted posts) 



Thanks! 
Presented by: Heather Porter 


