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SMPS CEUs

Hinge is an SMPS Approved Provider of continuing 

education units (CEUs)!

Steps: 

1. Register to attend our webinars  

2. Attend the webinar 

3. Email: ceu@hingemarketing.com 
Subject Line: SMPS CEUs webinar credit 

4. Receive Certificate of Completion after 

attending webinar 

5. Report your CEUs to SMPS

mailto:ceu@hingemarketing.com
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Partner 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         in/eharr 
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Partner 
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Agenda

Factors that mandate digital visibility 

What your website can do for your firm 

The most effective techniques to drive business 

Essentials for your professional services website



Once upon a time…
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1998 2000 2007 2008 2009 2010 2011 2012 2013 2014 2015 2017

3.8 billion  
Internet users  

in 2017

Internet Users Are Climbing

6



Digital Natives



Source: Visible ExpertsSM: How High Visibility Expertise Helps Professionals, Their Firms, and Their Clients 

87%

of the US population already online.
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of the workforce.

In 8 years,  

millennials will comprise

75%



Collapse of Geography



Source:	Hootsuite	

3.4 billion
mobile Internet users in 2017.
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Global Mobile Data Usage

Source:	Hootsuite
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63.2%

search  
your firm online.

Source: Visible ExpertsSM: How High Visibility Expertise Helps Professionals, Their Firms, and Their Clients 

62.4%

ask friends or 
colleagues 

if they’ve heard of 
your firm.

VS.
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What is a High Performance Website?

14

A website designed to attract prospects, 
demonstrate your expertise, and convert 
mystery visitors to leads and opportunity.



What your website can do for you  
and your firm



1. Awareness
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Premium 
Content

Email

PPC

Website

Blog Posts

Word 
of Mouth

Social Media

Public Relations

Case Studies

One-on-Ones Proposal

RFQ

Pitch Meetings

Ongoing Value Selling

Project Kickoff

Delivery

References

Partnerships

Referrals

Awareness Consideration Selection Retention Advocacy

PRE-SALE SALE POST SALE
(Marketing / Business Development)

Professional Services Client Experience Journey
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Source: Visible ExpertsSM: How High Visibility Expertise Helps Professionals, Their Firms, and Their Clients 

80.8%

check out your website.
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How Buyers Find Experts Online

Online Search 

34%
LinkedIn 

19%

Online reviews  
and comments 

19%

Webinars 

16%
Other social media 

16%



2. Referral Business
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Where Do Non-Client Referrals Come From?

Comes from your 
reputation, expertise, 
and visibility

Comes from someone 
you’ve met before

Source: Referral Marketing for Professional Services Firms
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Factors that Increase Probability of Referrals

Source: Rethinking Referral Marketing



Source: Referral Marketing for Professional Services Firms

more referrals than your  
general reputation*

61%

Your Visible Expertise  
generates



Source: Referral Marketing for Professional Services Firms Research Report 

51.9%
of potential clients have 
ruled out a referral before 
speaking with them.
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3. New Business
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Your website is the your main hub of visibility at each 
stage of the Buyer’s Journey

Attract

Engage

Convert

Purpose 
• Establish Marketplace Expertise 
• Grow Database

Tactics 
• Blog, Video 
• Social media 
• Speaking engagements 
• Networking

Purpose 
• Nurture and educate prospects  

and contacts 
• stay top of mind through email  

and offers 

Tactics 
• Email marketing campaigns 
• Webinars 
• White papers, research,  
• reports, case studies 
• Grow Database

Purpose 
• Convert prospects to meeting.

Tactics 
• Consultations 
• Demos



29.6%

Source:	Referral	Marketing	for	Professional	Services	Firms	Research	Report	

rule out firms because  
of an unimpressive website. 



43.6%

Source:	Referral	Marketing	for	Professional	Services	Firms	Research	Report	

rule out a firm because  
they couldn’t understand how  

the firm could help them.  



The most effective website techniques that 
drive business
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Impact of Online Lead Generation on Growth 
and Profitability
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We provide the 
services you need.

This is how we do it.

Free
download!

Free
download!

Educational Content

SEO

Blog

Links

Offers

Clear Messaging

Mobile Friendly

A

B

C

D

E

F

G

High-Performance Website — Your Hub



Educational  
Content1
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Content that is useful to your clients and 
showcases your expertise.

What is educational content?
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Brochures TestimonialsCase Studies

Syndicated 
Content

Faux  
White Papers

Marketing 
Copy

Educational Content is Not…



Your stock content needs a home… 
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Resources Page or Library



…and a front door. 
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Bullet 1 

Bullet 2 

Bullet 3

Landing Page



Blogs & Links2
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Longer,  
substantive posts 

(1,000+words)

Demonstrates 
your expertise

Optimized for 
search engines

Includes social 
sharing buttons

Contains offers 
for deeper 

engagement

Includes 
cross-links

Stream of 
fresh content

Building a Better Blog
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Bullet 1 

Bullet 2 

Bullet 3

Your News  
and Events

Who Joined 
Your Firm

Your 
Community 

Service
Miscellaneous 

Announcements

Blog No-No’s
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Title and body 
optimized for search 

engines

Copy that promotes 
your expertise
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Stock content offer

Social media 
sharing 
buttons

Crosslinks to other relevant 
content



Optimizing for  
Search Engines3
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SEO is a technique designed to make your 
content easily accessible to the right audiences 

through organic search. 

What is search engine optimization (SEO)?
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Types of SEO
SEO consists of two main components: 

On-site SEO: using targeted keyword phrases to communicate 

the concepts on your site that matter to your audience 

Off-site SEO: obtaining high authority and relevant websites link 

to your website through outside engagements and outside 

articles
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How to Think Like a Search Engine

Relevance - is the content you’re creating covering highly searched 

topics? 

Website authority - are other respected sites linking to your 

content? 

User experience - is your website easy to navigate and satisfying the 

needs of its visitors?



Offers and  
Calls to Action4
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Attract Prospects 
Attract potential buyers, influencers, and referral sources

Build Engagement 
Deepen engagement with your prospects and turn them 
into educated and qualified opportunities.

Turn Opportunities into Clients 
Make the decision easy for prospects that are ready to buy.
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Title Text

Bullet 1 

Bullet 2 

Bullet 3

DESCRIPTOR

SEE ALSO: Shore Up System Boundaries for a Smoother FEDRAMP ATO
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Title Text

Bullet 1 

Bullet 2 

Bullet 3

DESCRIPTOR



Clear Messaging and  
Professional Imagery5



Your website should convey  
your overall brand positioning.



#RethinkingReferrals

Source:	Referral	Marketing	for	Professional	Services	Firms	Research	Report	

rule out referrals because they couldn’t 
understand how the firm could help 

them.

43.6%
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What do you do?

Who do you do it for?

Why should clients choose you?

3 Simple Questions



Death by Cliche.
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Title Text

Bullet 1 

Bullet 2 

Bullet 3



Responsive  
Design6



Google’s Mobile Search Update

Mobile-Friendliness is now 
a search ranking signal.
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Bullet 1 

Bullet 2 

Bullet 3

42%
of American  
adults have  

a tablet

58%
of American  
adults have  

a smartphone
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Mobile Devices Dominate Total Minutes Spent Online

Source:	Comscore
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Responsive Design



Essential strategies for your website



First: Be relevant
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What is 
Important to 
Your Clients?

What Services  
Are Important  

to You or  
Your Firm?

Focus Lead Generation  
Efforts on These Issues

Lead Generation is Only Efficient When You’re 
Relevant
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Criteria for Selecting an Issue

Relevant to client and service you provide  

No consensus on the solution 

Not something that is likely to go away in the short-term 

Not already “owned” by another firm 

You can offer a valuable perspective  

Broad enough for multiple topics 



Second: Volume = impact
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From How Buyers Buy:  
The criteria buyers are using when evaluating firms

70
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Converting Visibility into Business Growth
THE BIG PICTURE

Attract Prospects 
Attract potential buyers, influencers, and referral sources

Build Engagement 
Deepen engagement with your prospects and turn them 
into educated and qualified opportunities.

Turn Opportunities into Clients 
Make the decision easy for prospects that are ready to buy.



Third: Adapt and repurpose content
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Content Repurposing



Fourth: Spend less money!



FREE
marketing
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Total Marketing Effort

76

High Growth

No Growth

55.7%

58.8%

0 10 20 30 40 50 60
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Digital Techniques Favored by High-Growth Firms

77

Online  
Advertising

Social  
Media

Marketing  
Video SEO

Blogging Email  
Marketing Website Premium  

Content



Fifth: Respect the Role of Social Media
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Why Social?

Promotes content. 

Serves as online networking. 

Contributes to SEO 

Functions as research tool. 

Contributes to recruiting.

79



59.9%

of buyers check you out on social media.

Source: Referral Marketing for Professional Services Firms



17.0%

of referrals are made because the referrer has 
interacted with the firm on social media.

Source: Referral Marketing for Professional Services Firms



18.2%

Source:	Referral Marketing for Professional Services Firms

of referral makers 25-34 years old won’t refer 
a provider who is not on social media.

No Social, No Referral.
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Bullet 1 

Bullet 2 

Bullet 3

Source: Visible ExpertSM Research Report 

LinkedIn is The Social Network of Choice



Sixth: Measure, and hold thy strategy 
accountable!



Source:	Visible	ExpertsSM:	How	High	Visibility	Expertise	Helps	Professionals,	Their	Firms,	and	Their	Clients	

High Growth firms track 

33%

more metrics to monitor effectiveness 
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High-Growth Firm Research

Brand Awareness

Website Traffic

Social Media Engagement

Lead Generation

Conversion Rate

Metrics Most Often Tracked  
by High-Growth Firms
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Selecting a Metric

Continuously available 

Low component of judgment (objective) 

Accepted as relevant 

Easy to monitor
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Visibility Metrics

Website traffic 

Direct 

Organic search 

Referral 

Social media 

Social media followers 

By platform 

Email list size 

Mailable names
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Expertise Metrics

Content 

Premium content downloads 

Blog traffic 

PR 

Guest posts/articles 

Earned media coverage 

Online endorsements 

Social shares 

Inbound links (organic) 

Speaking engagements 

Number 

Quality
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Impact Metrics

Inbound leads 

Form fills 

Phone/email 

Opportunities (CRM) 

Quantity 

Proposals 

Number 

Cumulative value $ 

Wins 

New client 

Existing clients 

Number 

Cumulative value $ 

Firm growth 

Revenue 

Firm profitability 

% Revenue
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Frequency 

Display 

Comparisons 

Adjustments 

Testing

Key Considerations

Weekly, monthly, quarterly  

Graphic 

Month to month, quarter to quarter, year over year 

One variable at a time if possible 

Always consider A/B tests
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Testing is the only way to learn what works and what doesn’t:

A/B Testing

14.5% Conversion Rate
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How Hinge Can Help

 

Free Website Planning Consultation: 

We’ll discuss the role of content 

Offers and calls to action 

Imagery and load times 

Importance of responsive design 

Optimizing for search engines 

Related technologies to consider 

Budgeting for a new site

For webinar registrants only!

Respond to follow-up 

email or call:  
703 391 8870
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Thank you! Questions?

Elizabeth Harr 
PARTNER 

eharr@hingemarketing.com 

       in/eharr 
       @ElizHarr

CONNECT WITH HINGE  

         www.hingemarketing.com/blog 

        www.twitter.com/HingeMarketing 

        www.facebook.com/HingeMarketing 

        www.linkedin.com/companies/Hinge 

www.hingemarketing.com 
703.391.8870Karl Feldman 

PARTNER 

kfeldman@hingemarketing.com 

       in/karlfeldman 
       @KarlFeldman



Thank You


