
How to build a strong
digital presence to bring
in more leads online.
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Know what you need for a successful
digital marketing strategy.
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It all works together.



"Sometimes you don’t know what you
don’t know and that can lead to a lot of
problems that roadblock business. 
Let this be your guide.” 

Lindsey Burda

Have you
experienced this?

Your marketing is not working as
you’d hoped. 

Here’s why. 

Marketing isn’t just a website, or 
social media, or email, or ads.
Marketing is all of it working
seamlessly together with one 
goal. 

It MUST work together.  
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Your website is not generating traffic

Social media is not generating leads

Your marketing is not consistent



But, first, you must know what you need and what to watch for.

Whether doing it yourself or looking to partner with a marketing professional, you
should have a basic understanding of what you need for marketing success. Let
this be your guide to ensure you have a proper framework in place to create a
strong and effective digital presence to win new business online. 

I’m Lindsey, and as former VP of marketing turned business owner, I've helped
small businesses for over a decade to build a strong digital presence to bring in
more leads online. Within this guide, you will find a basic framework I use, not only
for myself, but, for my clients as well.

Keep in mind, every business is unique and no strategy is one-size-fits-all. This
guide is a starting point, a basic foundation, for what you need to begin to build a
strong digital presence that works for your business.
  

With this guide you will learn 
what you need to: 

You can win more business online.

Be sure to watch for these
boxes throughout this guide
for important information to
AVOID MISTAKES AND
IDENTIFY RED FLAGS. Know
what to watch for when
outsourcing your marketing
to a professional to avoid
these horror stories. 
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Before creating a marketing strategy, you first need to get clear on who you are,
who you serve, what you offer, and why. This is your brand; it’s more than a logo.
Your brand is the foundation of your business. 

Creating a clear message to attract your ideal client allows them to feel seen
and heard, and positions you as a valuable resource and solution to their needs.  

Try this. 

With this simple exercise you will be able to quickly communicate your value. Use
the following questions to clarify your message.

1. Gain Clarity

Don’t forget to be consistent with your visual identity too. 
When it comes to your brand’s visual identity, don’t forget to stay
consistent. Humans get comfortable with, and trust, the familiar. A
consistent image helps build trust in your brand. Use 1-2 fonts,
choose a color palette, and stick with it.
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Who do you help?  

What is their biggest pain point? 

How can you help them?  

What goal will you help them achieve? 

I help teachers avoid burnout with tools and coaching 
so they can regain their energy.

Being able to articulate your purpose will better set you up for marketing success.
If you have not worked with a professional on your brand, I highly recommend it
because it is the foundation on which your entire marketing strategy lies. 

Teachers
Burn out

Tools and coaching
Regain their energy



Here are some key elements your website should have:

Your why, what you do and who you serve:
Again, your message should be clear. Share the value and benefit you can bring.
Explain how you work with clients and give them some insight into the process.
Share your passion and how your experiences will benefit your ideal client.

Your services & pricing:
List your services but keep it simple - too many choices can overwhelm visitors. 
For pricing, it is often debated whether to show pricing. Now each business is
unique, but in most cases, my advice is to, yes, show your prices - even if it’s
simply a “starting at” price. You will save you and your prospects a lot of time.

Testimonials:
Display testimonials on your website. 
They play a huge factor in building trust 
and social proof. You can take it a step 
further and create case studies that 
show the client transformation.

Your website will be your online hub, the Grand Central Station if you will, of your
digital marketing efforts. Everything you do online to market your business will
largely be done with the intent to drive people to your website. We do this for
many reasons;

2. Preparing your website

Your website is one of the only pieces of internet real estate you own.

It is where you will capture leads (names, emails, etc.)

It is expected. A well-designed website shows prospects you are a trusted 
professional.

Lindsey has taken several
tasks off my plate and does
them better than I ever could.

Holly D.
HD Fitness 
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You might not know that...

Call to action/lead generation:
A call to action get’s people to take action. It could be “download our free guide”,
“sign up for our newsletter”, “book a call”, whatever action you want your website
visitors to take. Focus on one, maybe two, actions for the entire site. 

Contact details:
Be sure it is clear and obvious how they can contact you. Include a contact page
with a form they can fill out and submit. I highly recommend also displaying your
email, phone number, and business hours, if applicable. Make it easy for them. 
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A non-secure website is a big deal. 
Design matters. Most people judge whether a website is
trustworthy and professional based on design alone. 
88% of people will not return to a website after a bad experience.
A marketing agency should never gate keep access to your
website. If you paid for it, you should have full access to it. If they
deny you access, this is a big red flag. Be sure you actually own
your website! See the Guide to Outsourcing for more tips like this. 

https://4f37478c-8da3-4c1d-8650-02e5a331c9d3.usrfiles.com/ugd/4f3747_d738ad2af5604a4bb7730c1985470c69.pdf


Social media is no longer optional. And random posting doesn’t cut it. If you are
doing it yourself, or outsourcing to a professional, be sure you understand the
following:

Your account needs to be searchable: People are searching on social media just
like they search on Google. So be sure to use related keywords in your username
and bio. For example, my username is @burdamarketing, when someone
searches the keyword "marketing" my account is more likely to show up.

You need a strategy to build authority: In order to attract your ideal audience
and convert them into clients, you need a strategy to post with purpose. Your
content should feel valuable to your prospect, giving them a taste of what you
offer. Don’t be afraid to give away your knowledge. Remember, Google exists and
if people aren’t getting the answers from you, they will go to Google, or worse, find
another professional who is giving them the information they want. 

Gain trust: Social media is a great way to humanize your business and build
trust. Allow the public to see you and get familiar you. Engage with your audience
and others in your field. There is power in numbers, so don’t avoid your
competitors, follow them!

Drive traffic to your website: In the content you post and in the captions you
write, you should always include a call to action like, “Download the free guide”,
“Get the details”, and direct them to your website where you can capture that
lead. 

3. Show Up On Social Media

Be aware that you do not own your social media accounts. 
We are working on rented space. I advise that you stay active on at
least two platforms owned by different companies. Platforms shut
down and people get kicked out of their accounts, seemingly for no
reason, all the time. Don’t build your entire following in one place.
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burdamarketing

Liked by 253 people

If only it were that simple! Here's what you

really need...

Choose at least two platforms owned by different companies.

Build a following on at least two platforms owned by two different companies,
otherwise, you are allowing one company to have control of your entire social
media presence. 

For example, if you grow an audience on only Instagram and Facebook, and 
Meta shuts down or has a glitch (as it is prone to do), then you could possibly
lose everything. 

So who owns the most popular platforms?
Here is the list of companies who currently own the world's most popular social
media platforms (as of 2023).

Bonus social media tip:

Meta 
Facebook
Instagram 

Microsoft
LinkedIn

ByteDance
TikTok

Elon Musk
Twitter

Pinterest
Pinterest
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A great way to generate leads is to offer a free valuable resource, a lead magnet,
on your website for prospects to download in return for their personal details
(name, email, phone number). This could be a newsletter sign up, a free
brochure, or a webinar.

This free resource needs to be valuable and useful to your ideal prospect. This
helps position you as an expert and they’ll likely want to stick around for more
from you, and hopefully, eventually, reach out to you for your services. 

Unsure what to use for a lead magnet? Here are some ideas:

4. Generate Leads
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Don't get greedy.
When asking for a prospect's information, don’t ask for more than a
name and email (maybe a phone number). If you ask for too much
personal information right off the bat, it can scare prospects away.
Also, let them know that they will be added to your email list (and
you must provide a way for them to unsubscribe). Now you can
begin building an email list.

How-to guide

Checklist

Quiz

Survey

Online demo

Webinar

Virtual event



Keep this in mind from day one. If you haven’t started to build an email list, start
today! How? Use that lead magnet. 

An email list is one of your most valuable assets as a business. It is something
you own and have full control over (unlike social media), plus, email has one of
the highest ROIs in marketing. What’s more, is people change their social media
habits; they abandon one platform to favor another platform, but people rarely
change their email address.

What should you include in your emails?
Be sure, like everything else, your emails are seen as valuable to your ideal client.
Avoid too may promotional emails or pushing your services. Instead share helpful
tips, educate, share case studies or client journeys. Finish the email with a call to
action, like a link to your services or encourage them to reach out when they are
ready!

Email platforms you can try:

5. Build an Email List

Page 11 of 15 

www.BurdaMarketing.com

Pro tip:
Have an email address at your own domain. This could be
something like hello@yourcompany.com. Using email accounts
@gmail or @yahoo, for example, can appear as spam or
untrustworthy. It can also lead to emails getting caught in spam
filters. Also avoid words like "Free", "Guaranteed", or "Act now" in the
subject line as they can trigger the spam folder to hide them. 

Flodesk

MailChimp

Wix (included with website hosting)

Squarespace (included with website hosting)



Whether doing it yourself or looking to partner with a marketing professional, you
should have a basic understanding of what you need for marketing success so you
know what to do or what to ask for. Be sure to check out the Guide to Outsourcing
Marketing for Your Small Business for more details and red flags.

An effective strategy requires a combination of channels, such as social media and
email marketing, and even paid advertising, to reach your ideal client and drive
conversions. Regularly measuring and analyzing the success of your marketing
efforts will help identify areas for improvement to optimize your strategy for
maximum effectiveness. Partner with someone who understands this. 

Remember this. 

Ready to outsource it all? 

I'm Lindsey, owner of Burda Marketing, and I
partner with passionate business owners to
help them build a strong digital presence to
bring in more leads online. Giving you
proactive ongoing support and service, you 
 can focus on doing more of what you love.

If you are a service-based business or
entrepreneur, looking for a marketing partner
to help you scale your business online, then
we might be the perfect fit for each other. 

With over a decade of experience helping
small businesses around the world, my
passion has always been helping you grow
yours.

I'm Lindsey, 
your marketing partner 
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Start a partnership.

The marketing partnership and creative services package includes: 

A la carte options available

Website DesignBrand
Development

1.5-hour audit +
consultation 

Let’s hop on a Zoom
session to discuss a
plan of action to
improve your
marketing efforts.

Everything you need to build a strong digital presence for just one monthly fee
(various price points available for all budgets). Includes the study of your
market, competitors, and ideal client. Help you identify and understand what
your prospects need and how you can fill that gap in the market. I manage the
planning, strategy, and creative efforts to attract your ideal client and capture
leads so you can focus on scaling your business. This package includes:

Brand development 
Website design and management
Social media content creation and management  
Lead generation and email marketing 
Ongoing proactive partnership

Starting at $899/mo 
(Includes 8-hours of assistance per month)

Get started!

Your brand is more
than a logo. Let's show
the world who you are
to attract the right
prospects.

It's more than a website,
it's your reputation. Let's
design a site that makes
an impact on your ideal
client. 
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What else you should know.

We work as partners
I handle the bulk of the work; the research, creativity, management, and
maintenance of your marketing efforts. But I need your voice, your passion,
and knowledge to share with your audience.

You have full ownership of your assets
You have control of, and own, all your marketing assets from day one. I will
never gate keep your marketing assets or hold them for ransom (That
happens more often that you think!).

I'm proactive, not reactive
I am proactive, here to offer an unbiased eye, new strategies, ideas, and
creativity. I won’t sit back waiting for you to ask for help. I continuously work
to improve your visibility online. I am invested in your success.

Let's build a digital presence
that brings you leads.

Get started!

https://www.burdamarketing.com/contact


Book a call

hello@burdamarketing.com
+1 (717) 379 2922

Small business 
marketing made easy.

One professional, multiple services, better results.
Book your FREE consultation today! 

BurdaMarketing.

https://calendly.com/burdamarketing/30min?month=2022-06
http://burdamarketing.com/contact
https://www.burdamarketing.com/
https://www.instagram.com/burdamarketing/
http://linkedin.com/in/lindseyburda
https://open.spotify.com/show/6oLKKcaKqIaDPZEbhH7Mcl
https://www.youtube.com/channel/UC4l_xWIS9StZavgO44Qxk5w
https://www.tiktok.com/@burdamarketing

