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Getting Found on the Internet 
the Webo Way: 
A Guide for Local Businesses

Is your business lost on the Internet? Let's explore how to get found 

in today's digital landscape.

AA by Alan Mackenzie:  Webo Academy



The Webo Way

Attract > Excite > Retain > Grow > Support 
We Excite Buyers
with Deal and 
Coupon Campaign 
Marketing

We Attract Buyers
on the Internet by 
Dominating Local 
Search Results

We Grow Prospective 
Buyer Audiences with 
Reputation & Referral 
Marketing

We Retain Buyers
with Loyalty 
Programme 
Marketing

We Build Relationships 
by Providing All 
Prospective Buyers a 
Private Online Account.

Communicate           Engage                 Collaborate           Share                  Community



The Webo Way:  “Hamburger Marketing”!

AA



The Webo Digital Marketing Platform
Directory >  eBusiness  > eCommerce > eMarketing 

Present Your Value Proposition 
On Websites, Blogs, Online 
Content Communicator Apps, 
Meeting Rooms & Work-From-
Home Desktops, etc. Gather 
Info with Agile Surveys & more

Collective Marketing
Category Search Listed 
Businesses & Products By 
Country, State, City or 
Postal/Zip Code.
Free Mini Website Listings

Sell, Showcase or Auction Physical & 
Digital Products with Variation 
Management, Stock Tracking, 
Payment Gateways, etc. Build 
Corporate or Community  Intranets 
to Showcase Knowledge and People. 

Build & Grow Relationships. 
Get Found and Get Your 
Customers to Grow Your 
Business.  We Challenge You 
to Double Turnover in Half 
the Time. DTHT!

Communication  -  Engagement  -  Collaboration & Sharing -  Thriving Communities



The            SaaS (Software as a Service)



The Internet is a Game of Hide & Seek.

Prospective Buyers Seeking Hidden Sellers!   

The Internet is Home to “Lost Sellers” wanting to be Found. 

Has Your Business Given Up on the Internet?   



Founded by Alan Mackenzie in
2004, we’re Digital Marketing 
Strategists & Coaches who 
nurture Local Businesses from 
Struggling to be Found to Thrive 
in a win: win Relationship with 
their Cuctomer Communities.



The Three Playing Fields 
of Internet Search

Paid Search
Advertise your business through 

paid platforms.

Local Search

Optimize for nearby customers with 

Google Business Profiles and AI Bot

Answer Engine Optimisation eg via FAQ’s.

Global Search
Compete on a worldwide scale via SEO it works 

but it needs TIME & MONEY, lots of it!

Paid Search Results

Local  Search Results

Global  Search Results



95% of all Global Search
Is Focussed on Page One

(75% to top 3 Listed & 20% Rest of Page 1)

The Top 100,000 Global Search 
Results List 0%

 Local Site Builder Sites 

Over 95% of all websites in the 
world are never found, 

not once ever, on a 
Global Search 
Results Page.



Why have a Google Business Profile?
• Over 80% research online before making a purchase online or in-store. 
• Global Search Results list Local Websites;  Zero are in the top 100,000. 
• Paid Search Works but needs Big Budgets, Time and SEO.
• The Alternative is a Google Business Profile with the Affordable Webo Way.

• We Make it Easy and Rewarding for Customers to Grow Businesses.
• However, it only works if you do it. Let us show you how.





The Rise of Local Search

1
Pre-2019

Global Search dominated, often burying local businesses.

2
2019

Google launches Local Search to address visibility issues for local businesses.

3
Today

Local Search offers a dedicated platform for nearby businesses to shine.

“At Webo, we are strategists who coach SMEs to digital marketing success.

 You can drive your build, while we coach or we'll do it for you.

As a browser / buyer find businesses, deals and classifieds. 

Business listings are FREE.”



Winning at Local Search 
The Visibility Scorecard

1

Location
Proximity to Buyer

2
Prominence

Reviews and Ratings

3
Relevance
Keyword Matching

Think of it as a three-hole golfing playoff. 
Points in each category determine your visibility.

I’m Local
Distance

I’m Popular
Referrals

Needs
I’m a Good Fit



Location: 
The First Pillar of Visibility

Proximity Matters

Closer businesses to the 

prospective buyer score 

higher.

Local Relevance

Emphasize your local 

presence in your online 

profile.

Area Targeting

Focus on your immediate service area for better visibility.

“To be found you must score on Location, 
Prominence and Relevance.  Location alone will 
not get you found, even if you are next door!”

I’m two 
Blocks Away



Prominence: Building 
Your Online Reputation

Star Rating

Higher ratings boost 

visibility.

Number of Reviews

More reviews increase 

prominence.

Review Age

Recent reviews carry more weight.

Track Review Analytics
Star Ratings, Quantity and Review Age 

“Reviews with pictures, videos 
and which show or mention 

identifiable landmarks
 are the best!”



Relevance:
 Matching User Intent

Keyword Matching

Use relevant keywords naturally

 in your content.

Verification

Ensure your business information 

is accurate across platforms.

Content Quality

Provide valuable, relevant 

information to users.

Keyword 
Performance

Monitor, Track and 
Optimise For

Trending Search 
Keywords 



Visibility/Ranking Scorecard = 90
 Compare scores for ranking
Location:
 -  Double 18                             = 36
Prominance/Reviews: 
 - Double 2                                  =  4
Relevance/Keywaord Matching:
- Bulls Eye                                  = 50 



Search Engine Results Pages vs. AI Bots

Search Engine Results Pages

Offer a ranked list of businesses as search results.

AI Bots

Tell stories using snippets from eg Q&A pages matching 

search queries.



Introducing Webo:
 Your Digital 
Marketing Partner

Founded in 2004

World's most 

comprehensive Directory, 

eBusiness, eCommerce and 

eMarketing site builder.

Alternative SEO 
Approach

Designed for small to large 

local businesses and 

startups.

Affordable Solution

Accessible for businesses of all sizes.



Webo's Vision 
Double Turnover in Half the Time

1
Attract
Customers eg Google Business Profiles & Sharing

2
Excite
Engage with compelling offers: Deals & Coupons

3 Retain
Keep customers coming back: Loyalty Rewards & Points

4 Grow
Expand your business reach: Reputation & Referral Marketing

5 Support
Private Buyer Accounts Build Relationships: Every Customer 

of Every Client Gets an Online Private Account for Rewards, Points, etc.

Attract

Webo’s Strategy



Attract: 
Google Business Profile Optimization

DIY Option

Do It Yourself with a Webo 

SaaS membership and 

how-to guides.

D4U Option

Done for You service with 

Accredited Site Builders 

using the Webo SaaS.

Benefits: Get Found 

With increased visibility and 

better local search rankings.

The Webo SaaS (Software as a Service)



Attract: 

We Promote Sharing With eBook Rewards

“Give something worth sharing 

and make it easy to share  and it will be shared. 

It is a win:win for the seller and for the buyer/browser”

 



W e b o ’s eMarketing R e f e r r a l  R e w a r d s  
P r o g r a m m e  o f f e r s  a n  u n l i m i t e d  
n u m b e r  o f  e B o o k  D o w n l o a d s  a c r o s s  
a  w i d e  r a n g e  o f  e B o o k  C a t e g o r i e s  
a s  a  r e w a r d  f o r  s o c i a l  s h a r i n g .

A l l  M a r k e t p l a c e  M a r k e t i n g  L i s t i n g s  
o f f e r  c o n t e n t  o n  t w o  u n r e s t r i c t e d  
w e b p a g e s  a n d  2 1  i m a g e s  p l u s  
s l i d e s h o w s  e t c .  P l u s  i f  a  u s e r  
s h a r e s  a  d e a l ,  r e v i e w  o r  a n y  o t h e r  
p a g e  o n  t h e  m a r k e t p l a c e  t h e y  c a n  
d o w n l o a d  a s  m a n y  e B o o k s  a s  t h e y  
l i k e .  A l l  t h e  b o o k s  h a v e  o u r  A d s  i n  
t h e m  s o  t h e  m o r e  e B o o k s  t h a t  
u s e r s  g i f t  t h e  g r e a t e r  t h e i r  b e n e f i t .

T h e  s e c r e t  t o  r e w a r d s  s h a r i n g  i s  
m a k i n g  i t  o n e  c l i c k  e a s y  t o  s h a r e  
a n d  o f f e r i n g  a  b r o a d  r a n g e  o f  
e B o o k s  s o  t h a t  t h e r e  i s  s o m e t h i n g  
o f  i n t e r e s t  t o  u s e r s  a n d  t h e i r  
f r i e n d s .

F i n d  v a l u e  f o r  h i m ,  h e r,  k i d s ,  e t c
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SUNDRY TIMELINE FACTS





CUSTIMERS GROWING BUSINESSES : ASK ME HOW



Google Business
Profile: DIY Option

SaaS Membership

R300pm for eBusiness and 
eCommerce startup SaaS.
This includes unlimited  eBook 
Rewards on your Site or 
Marketplace Listing.

14-Day Free Trial

Test the platform before 
committing.

How-to Resources

Tips and eBooks available
in the Admin Panel.

DIY OPTION
Read More at:

https://STSDIY.gr8.com

And at:

https://webo.mobi/GBPblog

NexGen DIY OPTION
Signup for the 
eBusiness Bundle at:

https://webo.directory

https://stsdiy.gr8.com/
https://stsdiy.gr8.com/


Google Business
Profile: DIY Option

Register & Sign Up.  Then Login

Seller’s Admin Panels will display 
On the right hand side  of the pages 
that follow.

Note: See the Admin Panel Options on 
the next slide.

Every option, once opened, offers a 
How To guide at the foot of the page.





Google Business Profile: Done for You Option

R12,000
Standard Price

Once-off setup fee for complete D4U service.

80%
Limited Time Discount

Incredible deal offering 80% off the standard price.

Our BUY NOW deal is at: R3,000
About $ 160



Attract:  The Marketplace Marketing Bundles

GBP and Offsite Verification Setup

Includes Google Business Profile Optimization and Webo 

NexGen Upgrade.

Maintenance Services

Ongoing optimization, content updates, review 

management, and more.

Stay Visible
& be

Found

Get Visible
& be

Found



Excite: Coupon
and Deal Marketing

Part of eMarketing Bundle

Integrated solution for 

promotional campaigns.

Online Coupon 
Management

Issue, manage, and redeem 

coupons easily.

Customer Accounts

Every customer gets an online 

account to manage coupons & 

Rewards.

1887 GIVE A GLASS OF COKE Asa Candler’s 
coupon idea transformed Coca-Cola from an 

insignificant tonic into a marketdominating drink. 
His hand-written tickets offered consumers a free 

glass of Coca-Cola & by 1913 8,500,000 free 
drinks made Coca-Cola a national craze in the 

USA.

Success Stories



2003 EARN A % AS A CASHBACK The PayPal 
Referral Program resulted in PayPal achieving 
a 7 to 10% daily growth that rocketed them to 
a user base of over 100 million users before 
the end of September 2003.

EARN ACCOMMODATION CREDITS Airbnb 
launched in 2008 & has booked millions of bed 
nights. Their 1st referral program test to 2,161 
members doubled membership by 2,107. They 
offered a $25 travel credit for every referral 
that booked a $75 trip.

GIVE STORAGE SPACE Dropbox launched a 
Referral Program in 2010. By April 2010 they 
permanently increased signups by 60%. Users 
made 2.8 million referrals and both the 
customer and friend earned extra storage 
space.

2012: SHARE YOUR CODE Uber expanded 
into over 50 countries in 3 years! Double-
sided Referral Rewards. Send out your 
referral code by e-mail, Facebook sharing or 
by Twitter. Give a $10 ride and get a $10 
ride!

EARN A CASHBACK In Google’s G Suite 
Referral Program Account Holders earn 
$7.50 for every new G Suite customer that 
you refer limited to $1,500 per business 
that signs up

Coupons have grown 
thousands of International  
Success Stories: 
Find many more here: 
https://www.webo.directory/
videos/pdf/d-376.pdf

Learn from major brands' coupon 

strategies in our Digital Marketing

 eBooks.













Retain: Loyalty Programme 
Marketing (LPM)

Points 

Customers earn points from

 eCommerce purchases.

Points Sharing

Enable point consolidation to

 expedite points redemption

 benefits with a defined rage of

 suppliers.

Campaign Management

Leverage LPM (Loyalty Programme Marketing) for targeted 

marketing efforts.



Grow: 
Reputation and Referral 
Marketing

Easy Sharing

Simplified process for 

customers to share 

experiences.

Reward System

Incentivize users for

 sharing and referrals.

DTHT Challenge

Double Turnover in Half the Time framework.



Support: Customer-
Centric Approach

Customer Accounts

Every customer gets an 

online account with Webo 

Members.

Communication Hub

Engage, collaborate, and 

share with customers 

easily.

Growth Foundation

Nurture customer relationships to drive business growth.



Webo: More Than a 
Website Builder

Strategic Partners

We work with you to grow your 

business.

Growth Focus

Dedicated to helping local 

businesses expand.

Comprehensive Tools

World's most complete Digital 

Marketing Platform.



The Power of Local 
Search Optimization

46%
Search Result Clicks

Nearly half of all Google 

searches are for local 

information.

88%
Local Business Visits

Percentage of consumers who 

visit a local business within 24 

hours of a local search.



The Impact of Google Business Profiles

Increased Visibility

Appear in Google Maps 

and local search results.

Customer Insights

Access valuable data 

about how customers find 

and interact with your 

business.

Direct Communication

Respond to reviews and messages directly from your profile.

The average Google My 
Business has had a 404% 

increase in total views and 
a 113% increase in clicks or 
actions when ranking in the 
Google 3-Pack, resulting in 

5.0x as many views and 2.1x 
as many clicks respectively..



The Evolution of SEO for 
Local Businesses

1 Past
Keyword stuffing and 
backlink manipulation.

2 Present
Focus on relevance, 
prominence, and proximity.

3 Future
AI-driven personalization
 and hyper-local targeting.



The Role of Content in Local SEO

1

Local Keywords
Use location-specific terms

2

Relevant Information
Address local customer Needs, Desires & Pains

3

Consistent NAP
Name, Address, Phone across platforms

4

Local Events & News
Showcase community involvement



Leveraging Social Proof
 for Local Businesses

Customer Reviews

Encourage and respond to 

reviews across platforms.

User-Generated 
Content

Share customer photos and 

experiences.

Local Influencers

Collaborate with community figures for authentic promotion.



The Mobile-First
 Approach for Local 

Businesses

61%
Mobile Searches

Percentage of 
Google searches 

performed on mobile 
devices.

76%
Local Visits

People who search 
for something nearby 

on mobile visit a 
related business 

within a day.



Integrating Online and Offline Experiences

Online 
Discovery

Customers find 
your business 
through local 

search.

Digital 
Engagement

Interact through 
website, social 

media, or 
messaging.

In-Store
 Visit

Seamless 
transition to 

physical 
location.

Post-Visit
 Follow-up

Encourage 
reviews and 
maintain 
connection.



The Future of Local 
Search: Voice and AI

Voice Search
Optimize for 
conversational 
queries.

AI Assistants
Prepare for AI-
driven 
recommendations.

AR Integration
Explore Augmented 
Reality for local 
discovery.



Measuring Local 
SEO Success

1 Search 
Rankings
Monitor position 
for local 
keywords.

2 Website
 Traffic
Track visits 
from local 
searches.

3 Conversion 
Rates
Measure 
actions like calls 
or directions 
requests.

4 Review
 Sentiment

Analyze 
customer 
feedback 
trends.



Take Action: 
Optimize Your Local 
Presence Today

Claim Your Listings

Start with Google 
Business Profile and 
other directories.

Optimize Content

Focus on local 
relevance and user 
experience.

Engage Your 
Community

Respond to reviews 
and participate in 
local events.

Partner with Webo

Leverage our expertise to 
accelerate your growth.







www.Webo.Directory

http://www.webo.directory/
http://www.webo.directory/
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