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TME is a full-service marketing communications agency that specializes in
branding and positioning, creative services, and marketing management.
For more than 20 years, our collaborative approach and integrated

marketing have shortened sales cycles and increased company growth.

The result: long standing client partnerships.
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Overview: Improve organic search
results without ongoing costs

Whether launching a new site or refreshing an
existing site, TME’s comprehensive search engine
optimization (SEO) program helps customers
improve their “organic” search results for their
website or microsite across top search engines—
Google, Yahoo!, Bing, and Ask.com.

Your website acts a portal and the primary sales
information tool for prospective customers to
further qualify their interest in your offerings. Often
times it is the FIRST interaction you have with a
sales lead. In that case, it is imperative you come up
on their radar when they are looking for specific
information in their buying decision process.

Where do you rank? If you're not in the top 30
search results, you are virtually invisible to most
savvy web researchers. 99% of Internet searches do
not go beyond the top 30 results’.

Most importantly, since 90% of people trust
organic searches more than pay-per-click (PPC)
ads?, organic SEO has proven the most appropriate
way to reach business decision makers. Achieving
SEQ results requires an understanding of the basics
in order to deploy the proper combination of tools,
tactics and expertise.

That’s where TME comes in. Our organic SEO
approach is NOT subscription-based. We do not use
proprietary software and we will not require
complete control of your website.

Instead, we have a collaborative process that brings
you together with our marketing and
communications experts to create and execute a
specialized organic SEO plan to improve your
search results.

State of the Industry: the B2B World

Business to business (B2B) is about building
relationships and showing the value of your
offerings to target decision makers who have a
specific need, budget and timeframe. The
perception of your credibility is often based on your
Internet search results. If you are easily found, you
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will considerably increase chances of introducing
your brand and value proposition.

Google is by far the most important driver of
average website traffic, controlling nearly 70% of
all search engine volume. Yahoo!, Bing, Ask, and
AOL Search round out the Top 5.

Roughly half of website traffic from Google is from
organic searches, rather than other search engines
or PPC ads (like Google AdWords).

The debate still remains, however, which is better:
organic SEO techniques or PPC ads?

Why Organic SEO vs. PPC for B2B?

Organic SEO for your B2B website is the more
proactive and analytical approach to creating a
strong search engine footprint. Successfully
optimizing your website will help your search
rankings, ultimately increasing accessibility, web
traffic, and your brand visibility. Once optimized,
your website only needs minor updates at key,
outlined benchmark periods.

Unlike PPC, organic SEO has a high return on
investment and has long-term positioning quality.

In contrast, with PPC ads, you must choose
searchable branded keywords, AND you are forced
to decide how much you're willing to pay for each
website click. The more you are willing to pay, the
higher your website will appear in search results.
Although easy and straightforward, PPC gets
expensive and yields only short-term results. Plus,
only a small percentage of traffic is actually going
to these paid ads. About 85% of people are inclined
to ignore sponsored listings, and surveys show
people just don't like feeling they are being sold to.

At TME, we have witnessed small business
customers spending up to $4,000/month on PPC
before we were engaged to leverage organic SEO.

This does not mean you have to rule out PPC
entirely, but, you should consider what strategy
makes most sense considering your offering,
market demand and target buyers. For example,
PPC might be appropriate in small does if you were
selling discount faucets, and your consumers
typically make quicker decisions based on cost,
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