Is your website working for you?

We have been running a family business out here for 6 years; raised kids; struggled; seen good friends leave – granted many have stayed.  And out of the last 6 years we have learned 2 major lessons (in retrospect obvious) that I am now bringing to market in their own right to help anyone else.
First: whilst coming out to serve an English market, we realised that 80% of our potential customers were French (d’uh!).  And beyond just translating everything we had into French, we also had to learn how to sell to them. Having done so and having broken through the “scary” barrier, we have seen a huge change for the better in our prospects in the last 18 months by being multi-language;
Second: All the usual agencies and paper-based advertising worked well for us up to a point.  But having done nothing to promote our website in its own right, you should not be surprised that it attracted absolutely no traffic whatsoever as a selling tool in its own right and this is something, again, that we have been radically able to transform - now having one of our sites consistently on Google Page 1 when using even reasonably generic search terms.
“The Times” (6/12/08) published an article on the demise of “French News” as reflecting a trend that showed English companies in France neither embracing new technologies, nor the French, and I guess what we have witnessed ourselves in the two points above reflect exactly that learning. 
The above points are especially silly lessons for a fluent French speaker who spent 11 years working on Electronic Commerce projects with UK Banks; spoke at Cranfield, Oxford, IBM, British Computer Society on eBusiness and has been published in a book about it!  It was a real cobblers shoes! But I was busy, raising a family, getting to grips with France and trying to keep income flowing. Sound familiar?
 “Briquesetclics.fr” is the product of that learning.  My aim:  to provide your business  with a comprehensive internet based marketing service that will also handle the French side of things for you.  I’ll perform a free, no obligation review of your home page to let you know exactly where you currently stand on Google and after that, for the same price as someone chopping your hedge, I can help you make a real difference with your web presence.  I am an accredited Internet Marketing consultant and I have proven results.
Lets de-mystify this “Internet marketing thingy” because if you ask about it in a pub you’ll likely get ten different answers ranging from “Do nothing, you’ll get listed” (I’ve been there:  I wasn’t) to “Cram every keyword possible into every corner of the site; submit it every nanosecond and I can promise you’ll get to Page 1 on Google” (which will get your site blacklisted if you try).
The truth is the search engines will not tell you exactly how they rank you and the practice requires marketing savvy that techies typically don’t have, technical savvy which marketers typically don’t have and unless you get accredited help, like any walk of life, you’re going to run a risk.  Somewhere in between this you are trying to run a business, get to grips with France, raise a family, etcetera, and this activity is not going to have your day-to-day focus.  Yet there are activities that are well within the reach of a small business on a limited budget so come and talk to me.  The types of activity I will help you to address:
1) Review what you offer the market and decide whether you actually want to attract the World out there to your site.  You have a choice.  For example:  there are 11 million pages on Google returning the word “Gite”, so no surprise you are not being found.  At this point do you:

a. remain with paper-based advertising and “Chez Nous” and keep your site basically as a brochure (a completely legitimate answer by the way)

b. Or dive a bit deeper into Google and exactly what it is you offer the market.  Just under 4 million pages on Google return the phrase  “Gite in France”.  Better than 11 Million.  Only 418,000 pages return “Fishing in France”.  Even better.  Only 298,000 return “Fishing in France Accommodation”.  Ah!  We begin to get somewhere… Optimised content for the market you serve… 
So Activity 1 is by no means “smoke and mirrors”.  It uses Google to help you identify what market you could potentially attract and turn your website into more than a brochure.

2) Do nothing, expect nothing.  In the last 12 months, Google’s closest competitors (MSN and Yahoo shared only 20% of the market to Google’s 80%) have merged with each other and are unlikely to emerge to significantly call the shots for a while.  So for now, Google is it.  
If you want your site to be more than a brochure, you have to submit it to Google (which is free) and serious players should be considering paid-for advertising. (An effectively constructed campaign improves your web-presence for the duration of the ad, and also indicates a level of commercial seriousness to the search engines which enhances your reputation).  The above is a gross over-simplification of the underlying subject, but the point is: Google is it.  The whole world is trying to make their mark on Google, it has no reason to come looking for you.  

3) Follow good design and play fair.  Google started 8 years behind the competition and is now #1 because of the speed and accuracy of its results.   If Google finds it hard to read your site technically, it will rank you badly or not at all.  This means your site has to be technically well constructed and follow certain rules to help search engines read it.  It also means the site has to demonstrate an absence of trickery. So-called optimisation techniques like shoving keywords into every blank space and colouring-them over will result in Google black-listing your site (and famously led to BMW being removed from Google back in 2006). 


4) Building ‘Reputation’.  Reputation is the result of ‘referrals’ to your site in preference to others.  Obtaining this reputation is not a technical activity, but it is a marketing activity that requires search-engine knowledge which we can considerably assist you with.  

All our activities recognise that you are trying to run a business, but will want to keep a tight reign on what we do.  We encourage that.  We will never require edit-access to your website code unless we’re also doing your design, (but we will require contact with your designer), and we will report every single action we perform for you.  We can also give you training in how to do this yourself and point you in the direction of recommended software that will also help you.  Why not look at my site: http://briquesetclics.fr or email me at j-assiste@briquesetclics.fr.  If you already have a web site, we offer a free no-obligation review of the current optimisation status just of your home page.  So why not find out where you stand?
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