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A message from the author: 
 

Industrial companies recognize the internet as an invaluable tool to drive productivity and 

efficiency in their business operations. Surprisingly very few, use this tool correctly in their sales 

and marketing process. 

You’re about to discover how to generate qualified leads online for industrial markets. What you 

about to hear turns conventional marketing and prospecting on its head. The way I teach you to 

use the internet differs from what you’ll hear almost anywhere else. What follows is a guide 

(based on proven results) to get qualified leads for your business online. 

Everyday, I come across people who know they can grow their business by utilizing their 

website, but aren’t sure how it should be done. They’re bombarded by agencies or consultants 

who focus on the website only. There is a big difference between having a website and an 

internet marketing program that generates business 24/7! 

This guide will give you a fundamental understanding of how to use the internet as a lead 

generation and sales tool. You will be able to detect if someone is giving you B.S and make an 

informed decision on whether this type of marketing process is a fit for your business. 

Kevin M. Williams 

About Kevin M. Williams 

Kevin Williams previously worked for Martino & Binzer, (A top 50 business to business 

advertising agency in the U.S.) as their search engine marketing manager. In just 4 years, he 

helped them grow their online marketing program from around a dozen clients with a small ad 

spend to successfully managing over 111 Search Engine Marketing campaigns with significant 

adspend. He built many of these campaigns from the ground up. The results of the campaigns 

were completely measurable which allowed the programs to grow. Kevin could reduce his job to 

numbers… And those numbers were thousands of qualified leads for clients every month! 

In his spare time he invested thousands to further his education on direct marketing, persuasive 

writing, and internet marketing from the smartest minds in the business. (Universities don’t 

teach this type of marketing). In addition, he’s invested his own advertising dollars to further his 

education and has helped his own industrial client’s transition from traditional advertising to a 

more productive and efficient approach online. 

Kevin helps businesses transition from using ineffective old school prospecting approaches to a 

more successful…result oriented… approach on the internet. 
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 Every Day You Don’t Improve Your Online Marketing 

Presence Your Company Is Becoming More And More 

Obsolete! 

Many industrial businesses are still relying on a horse and buggy to get from point A to B when 

a high powered jet is right in front of them. Gone are the days when you can get new customers 

by prospecting, cold calling, trade shows, and running ads in trade journals.  

It’s a different world. Prospects are busier than ever…bombarded with emails… a constantly 

buzzing smart phone… voicemails… deadlines… meetings… online distractions… and a 

demanding boss. 

if you DO get to speak to someone of interest, you’re immediately considered a pest. You’re 

pulling them away from their busy day to listen to your pitch which they’re not interested in. 

Besides, purchasing professionals and engineers don’t use the phone to research business 

anymore. Why call when the information is available by doing a simple search online. 

“Over 90% of engineers use the internet to locate suppliers, components, and products” 

(source: GlobalSpec Industrial Indicator Survey 2011) 

Many executives are aware of this but they aren’t sure where to begin to make sure customers 

find them! 

In a GlobalSpec survey “of 384 respondents of executives at manufacturing companies, 71% 

said the top three marketing challenges in 2011 were not enough quality leads, having too few 

resources, and the need to drive more customers to the company’s web site.” 

How Can You Reach Your Prospects The Exact Moment They 

Need You And Create A Marketing System That Delivers 

Targeted Leads Month After Month? 

Imagine doing a 180 with your prospecting efforts and have people contacting your company 

instead of chasing them. How would this affect your company’s growth and sales? 

Marketing online can give your company the edge it needs and the ability to generate leads 

quickly. In fact, you can be getting qualified leads in under a month from now! 

There’s several ways to attract qualified customers online. To help you out, I’ve cut through the 

B.S. of the latest fads (like being on every social media website on the planet) and are giving 

you a solid understanding of how internet marketing success works. I’ve successfully used 

these strategies to generate thousands of leads from my experience at Martino and Binzer (a 

top 50 business to business agency in the U.S) and working with my own clients. I’ve seen or 

built over 120 successful online marketing campaigns and not one campaign I’ve consulted for 

was correctly using these principles to their fullest potential. What follows will put you well ahead 

of the curve. 
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How Industrial Businesses Can Use The Internet To Generate 
Leads, Begin Relationships, And Dramatically Grow Your 

Business! 

Most people think having a website will somehow magically bring in prospects. Many agencies 

will tout this and gladly build a beautiful website for your company. They do not understand how 

to use a website to create an internet marketing program that successfully generates qualified 

leads. If it’s NOT automatically generating new prospects 24/7 then it’s a complete waste of 

money! 

A good internet marketing program is the beginning of many important relationships. 

Relationships your sales team should be nurturing and closing more deals instead of 

prospecting. 

There are some fundamentals your website must have in order for people to contact your 

company before you implement an interment marketing program. There’s no sense in bringing 

visitors to a website if they get confused and end up leaving without finding the information 

they’re seeking. 

5 Critical Elements An Industrial Website Must Have To 

Generate Leads 

1. State who you are and what you can do – If someone found your website via the search 

engines you have less than 10 seconds to state who you are and what you can do or they 

will hit the back button and go elsewhere. Every page on the site should convey this 

information clearly. 

2. Show credibility to build trust –Why should someone do business with you? Testimonials, 

association or compliance logos, certifications, code compliances, photos of products or 

successful job completions, etc… all work to build credibility and a trusting image of your 

company. 

3. Useful and engaging content - including articles, whitepapers, an active blog, a widget that 

solves a problem, etc... Something of value. A good test would be to ask yourself, “Would 

someone in my industry be willing link to this content as a useful resource?” 

4. Easy Navigation –Think of a grocery store. Isles are separated with different types of food, 

there’s a produce section, place for meats, seafood, bread. The entire store is categorized 

to find items as quickly as possible. Imagine the chaos, if your produce, breads, and meats 

were all mixed together?  

Your website shouldn’t be a mishmash of information too. It should be easy for people to 

quickly find what they’re interested in. This includes using a top navigation bar, and access 

to all major parts of the website from the homepage. 

5. Instruct users to take a specific action – This is critical! You’ve brought people to your 

website, explained who you are and how you can help them. Now tell them what action to 

take next. Is it to fill out a form to request more info? Pick up the phone?  Email someone? 

Every page should have an easy way for them to contact you. Include either a phone 
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number, form to fill out, or person to email. Explicitly tell them what to do or else they won’t 

do it! 

Every successful website has these 5 elements. People need to know who you are, how you 

can help them, and then a way for them to contact you. Keep it simple and don’t try to jam too 

much information on one page. I’ve seen companies stuff the homepage with tons of 

information. Unfortunately, this only confuses visitors and they end up hitting the back button. 

Following the 5 rules above will put you ahead of the majority of the competition who don’t 

understand what or how their website can attract or repel visitors.  

Very few people understand how this process relates to what the search engines are looking for 

and how their algorithms work – Knowing these secrets is the difference between success and 

failure of your internet marketing program. 

How To Reach Prospects The Exact Moment They Need Your 

Product Or Services With Pay Per Click Advertising! 

It is now possible to deliver your unique message the very moment your customers need you, 

pay only when they click on an ad and have complete control over your spending budget. And if 

the conditions are right you can be doing this 10 minutes from now! 

This is entirely possible with Google Adwords 

pay per click advertising. Being able to reach a 

potential client the exact moment they need you 

makes pay per click advertising one of the most 

powerful lead generation strategies on the 

internet (Even in industrial business to business 

sector). 

The image on the right shows examples of pay 

per click ads on Google’s™ search results. 

They’re the small classified ads on the right and 

sometimes top of the Google™ search results 

page.  

The Two Areas Of Pay Per Click Offered By Google™. 
Treat Them The Same And You’re Setting Yourself Up For 

Failure! 
The first is search based pay per click, which displays your business’s Ads on Google’s ™ 

search result pages as seen in the photo above. You can have a campaign up and going in 10 

minutes (Depending on whether Google™’s manual reviewers approve your site. You need to 

first pass their basic requirements.)  

The process works by selecting keywords you want your ads displayed on, setting a price you’re 

willing to pay per click, writing some ads, set a daily budget, and then launch the campaign live! 

(That is the watered down version, NOTE: if you’re not careful you’ll lose your shirt. I consulted 

a company that was wasting over $10,000/month on useless traffic to their website!) 

The second is pay per click advertising on Google™’s vast content network. Your 

business’s Ads can be displayed next to content on related websites. And you can display text, 

image or video Ads. The content network requires a much different strategy than advertising on 
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Google™’s search network. Your ad is interrupting someone versus someone who is seeking 

what you’re offering. But the reach of the content network is massive, and can sometimes 

double the amount of traffic and leads of the search network. It all depends on the strategy you 

use to generate the leads. 

Pay Per Click Is The Wind Tunnel Area Of The Internet! 

How valuable is it for a car manufacturer to test ideas before building full scale models?  

Pay per click is the testing grounds of the internet. It’s quick and easy to change, test different 

marketing messages and web design, and is easy to scale. You also gain valuable insight into 

the vocabulary your potential customers are using to find you.  

Once you have this information you can then apply it to all your other marketing campaigns! 

(More about this below) If properly set up and managed, this is what makes pay per click one of 

the most under-utilized services of the internet.  

Every company I’ve ever consulted for HAS NOT used the intelligence from pay per click 

advertising! It’s really disheartening because a proper search engine optimization campaign 

(which can take months to develop) needs this keyword and market intelligence. Otherwise 

you’re shooting arrows blind with unnecessary ad spend! 

What A Landing Page Is… Why To Use One… And 6 

Elements That Make Them Successful.  

You have less than 10 seconds to get your message across. Get this wrong and no one will 

contact your company. Or worse you can even get banned from using Google’s™ services!  

Webages a searcher lands on after clicking an Ad are called Landing Pages. They’re designed 

to convey who you are, what you can do, and how to get a hold of you. All this should be visible 

immediately and above the fold (The area on your computer screen without scrolling down). 

If you manufacure multiple products, you want to make certain a person searching for each 

product lands on a page about that product. You definitely don’t want to bring everyone to the 

homepage of your website and let them figure it out. Most of the time they won’t! This is why it’s 

important to create landing pages. You want congruence and relevancy from their search all the 

way till they contact your company. Below is a basic example. 

Search term: medical lasers 

Ad: Used & New Medical Lasers Here… 

Landing Page: A webpage that sells new and used medical lasers. 

It’s that easy, but for some reason MANY people make it much more complicated than it needs 

to be.  

For my clients, I’ll sometimes creates many multiple landing pages to be super relevant and test 

others to give a super targeted message.  
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6 Essential Elements Every Landing Page Must Have! 

1. Congruence with the ad that brought the searcher to the page. See the example 
on the previous page for a demonstration of congruency. 

2. Easy Navigation - Is full site navigation above the fold (the bottom of screen 
without scrolling down)? 

3. Graphical Relevancy – Is there an image that conveys the benefits in graphical 
format? Ex. A picture of a spray booth on a page for users searching “spray 
booths”. 

4. Credentials - Who you are and what you can offer. Company accomplishments, 
Names or logos of major clients, testimonials, etc… 

5. A Clear Call To Action - What do you want the customer to do? (contact the 
company for more information, download a free report, etc…) 

6. Provide Contact Information – Always make it easy for them to contact you. 
Use a big button to your form page, display phone number 

 

The purpose of a landing page is to maximize your advertising dollars by giving someone the 

information they’re looking for right away. There are certain rules that make a landing page 

successful. Below I list 6 crucial elements that not 1 in 10 companies usually follow when 

building a landing page. 

 

 

 

 

 
 
 
 
 
 
 

The 3 Legged Stool of Search Engine Optimization (SEO).  
If You Don’t Use All 3 You’re Guaranteed To Fall Over! 

Many people have a mystified picture of what search engine optimization (abbreviated as SEO) 
is. They think it’s extremely technical…an instant way to open the flood gates of traffic…building 
thousands of links will get you to the top of Google™ …that there is just one technique you can 
do and you’ll be far ahead of your competitors. 

But real SEO is more of a PR Strategy than anything else. Yes there’s a certain way to build 
your website so the search engines can understand and index it correctly. But it really boils 
down to great content that people find useful.  

Everyday new content is being added to the internet, potentially pushing your business out of 
the way. So if you have great content that people like and link to, Google™ takes notice of this 
and will push you higher in the search results.  

Rankings on Google™ search results work just like a hot air balloon. Your website’s rankings go 
up and down based on how much energy you or your competition put into promotion. 

This is also where you would take the keyword intelligence you’ve gained from your pay per 
click campaigns and apply it to the SEO side of Google™. If pay per click was the wind tunnel of 
the internet, then SEO is the Boeing® 787 Dreamliner™. On average the top 5 SEO results get 
somewhere in the range of 70-90% of the clicks. That’s why it’s very important to implement a 
strong SEO campaign in your market and maintain it to keep its ranking. Below I explain the 3 
legs of the stool holding up any successful SEO campaign.  

1. The First Leg - How The Search Engines and Your Users 
Understand Your Website. 

The way you build your website determines how people and the search engines can understand 
it. This includes technical factors and a structure that allow the search engines to index the 
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website for specific search queries, and how your company’s listing appears on the Google™, 
Yahoo!®, Bing™, search results. 

If you’ve been running a pay per click campaign for a couple of months, you now have a range 
of vocabulary your market is using to type into the search engines. And most importantly you 
know the phrases that are bringing in qualified customers. 

SEO updates give a search engine robot the information it needs to understand your company’s 
website. And all a search engine robot can understand is written language. So naturally you 
want to be as specific as possible and use natural language as much as possible. 

The search engines have robots that look for certain parts of the website including keywords in 
title tags, page names, <h1> headline tags, and more. Also the search engines will understand 
the internal linking structure of your website, and other technical factors. 

I have a check list of around 100 items when building out a website. This ensures I cover all the 
technical factors search engines need to understand what the website is about. Diving into 
these factors is beyond the scope of this guide, but the most important thing to remember is that  
you’re developing a website for people. If you design it well for people with great content then 
the search engines will follow.  

2. The Second Leg - How Publishing Problem Solving Content Can 
Give Many More Leads and Links. 

The biggest problem with traditional advertising is time. Unless prospects need your services 
the very moment they see your ad, you’re just a foot print in the sand ready to be washed away.  

What if you can break the barrier of time? Even if they don’t need your services at this 
moment… 

This is what marketing problem solving information can do. Especially on the internet. People 
are in various states of the buying cycle when they do a search online. The more problem 
solving content you produce, the more likely you’re able to reach them at a various stage in this 
buying cycle.  

From an SEO standpoint, providing something of value incites someone to link back to your 
website. The quantity and quality of links pointing to your content has a lot to determine whether 
your website will get ranked in the search engines.  

Link bait is content published on your company’s website that’s of a high enough quality that 
people will link to it. Link bait increases the chances a person will give a link when requesting 
one. (In the third leg of the SEO stool I explain why you want to request links) 

Below are examples of link bait an industrial company could use to provide useful problem 
solving content for its audience. Creating multiple pieces creates even more content that can be 
used to gain links. Use a little bit of creativity and you can create several pieces that can 
dramatically enhance your presence online and get links pointing to your site that drives 
customers. 
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There’s a number of different ways for your company to utilize useful content that someone 
would want to link to. The people pointing links will love it, the search engines will love it, and 
most importantly your future customers will love it! 

3. Link Publicity – A PR Strategy To Drive Qualified Visitors that Turn 
To Customers. 

As I said above, the quantity and quality of links pointing to your content has a lot to determine 
whether your website will get ranked in the search engines. Promoting your company’s website 
by building a series of incoming links is the last leg of the 3 legged stool of SEO. This is called 
gaining link publicity and is more of a PR approach to marketing on the internet than anything 
else. 

A strategy of requesting and obtaining links from well known experts, raving fans, and other 
sites where potential customer’s hang out, etc… is a fantastic place to start. Doing this not only 
improves search rankings, but drives traffic from these other sites as well.  

This helps the search engines determine your content as a valuable resource and they’ll show it 
higher on their search results pages.  

When you do properly promote your company, are producing content regularly, creating link 
bait, and putting out good press releases, the amount of high quality links to your site increases.  

A good link is from an influential source in your industry. Publishing content is how you establish 
authority and gain these influential links. 

Every time this happens, Google takes notice and you build more authority in their eyes. This 
triggers your rankings on the search engines to move higher because the search engines see 
you as an authority. 

 

6 Examples Of Link Bait For Industrial Companies 

1. Video – More and more people are using video online. In fact, 90% of web users 
will watch a video. Here’s some ideas for video. An interview, a case study, a 
product overview, a shot of someone explaining how to solve a problem, etc… 

2. Infographics – infographics have been around for a while and are great ways to 
illustrate complex information quickly and clearly. They work wonderfully for 
industrial companies because they’re filled with useful problem solving 
information instead of just advertising a product. 

3. Lists – People love to see lists. It breaks down a large amount of information in a 
short period 

4. Whitepapers – Providing problem solving information never goes out of style. If 
you write a really useful whitepaper that people like, then they’re likely to link to it. 

5. Interviews – If you’re able to get interviews of industry leaders talking about 
problem solving information then this content is gold. 

6. News or Blog – Keeping people up to date with the latest industry news will show 
you’re providing a useful resource that they need to keep up to date with, and will 
want to share it with others. 

7. Press Release – Many businesses greatly under utilize good PR. If you have 
something worthy to say, put out a PR. Industry journalists will come to you for a 
quote or a story, and link back to your website. 
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A Word On The Importance Of Following Google’s Guidelines. Mess It Up And 
You Can Be Banned! 

There are many people who use techniques which go against the rules of what the search 
engines say you should not be doing. 

Doing this can severely hurt search engine rankings and traffic to a website! It certainly is 
possible to get penalized by Google or other search engines as J.C. Penny Company, Inc. and 
Overstock.com, Inc. recently found out. They lost millions in revenue from the impact it had. 

Many well-meaning people try to stay ahead of the pack by using these ill advised techniques. 
Please use your head when pursuing promotion of your internet marketing program. If it sounds 
fishy or too good to be true than it most likely is. 

Case Study: 

A Portable Gas Generating Company Uses Pay Per Click 

(PPC) Advertising And Search Engine Optimization (SEO) To 

Generate Hundreds of Qualified Leads Every Month! 

This company generates portable nitrogen and oxygen generating systems. Their systems are 

used in hundreds of applications from ambulatory oxygen, wine making, food preservation, 

mining applications, medical, industrial, and military operations.  

Having a product with literally dozens of applications across dozens of industries is difficult to 

get your message out. This company needed help to develop an online strategy to attract 

qualified leads.  

This is where Kevin William’s came in. Because there are so many applications for potable 

nitrogen and oxygen systems, there was going to be a WIDE range of vocabulary potential 

customers would use to find the company’s products and services. We devised a strategy to 

build a separate page for each application, which included relevant content to entice the reader, 

and a call to action to request a quote. 

Every application had a unique Ad to be displayed on Google when a user entered a relevant 

search. For example, a searcher typing in “nitrogen for wine preservation” saw an Ad and 

webpage about using nitrogen for wine preserving. Alternatively, a user typing in “nitrogen for 

gold mining” saw an Ad and webpage targeted to their search. 

In addition to advertising on Google™ Adwords, the webpages would be built in a way to get 

them indexed on the left side of the search results pages. This is called search engine 

optimization (SEO). This traffic would be free, but would take time and promotion to achieve 

desirable results.  

In order to track the results, specific phone numbers were set up to alternate depending on the 

source of the visitor, and tracking was used for the people who used a form to track where they 

came from. 

I took a two phase approach to advertising the campaign on the search engines. In phase I we 

would advertise strictly on Google™. I bid on many phrases potential customers would type to 

find portable gas services and products with a number of various industries and application. I 

also ran a split test of ads in the beginning to find the best performing ads and top performing 
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application pages. After a couple of months I would launch phase II by copying successful areas 

of the campaign to other networks including Yahoo®, Bing™, and Ask®. 

The Results 

The effects were dramatic. Every lead was tracked down to the specific keyword, and every 

phone call was tracked to the specific source and the conversation was recorded. A few months 

after launching the campaign, the company was averaging 450-700 quotes and inquires every 

month. These were people interested in a wide range of applications including oxygen for 

ambulatory purposes and nitrogen to inert fuel tanks. It had such an impact, that the company 

had no restrictions with their online advertising budget because it was always bringing back 

huge returns on investment. Plus, the marketing feedback was invaluable! 

Your Website Should Be Working For You! 

I’ve shared with you the fundamentals of running a successful search marketing campaign 

online. These are the exact strategies and principles I use with my clients. I help industrial 

businesses get qualified leads every month via the internet. It’s taken me years to learn these 

skills. Regardless of whether you use my services or not you can now detect B.S. if you see it. 

Using your website as a lead generation tool will eliminate tons of waste from your sales 

process and improve your credibility as a manufacturer or distributer. 

How valuable would it be to have your sales team work on closing 

deals instead of prospecting?  

The Next Step... 

Whether you’re a manufacturer or distributer, you’re becoming more obsolete every day you 

don’t update your internet marketing proram. Having a marketing system that generates 

business on autopilot should be your number one priority.  

A proven marketing system will change your prospecting, establish credibility, and make your 

numbers and results more foreseeable. If you’re using expensive labor in your sales process a 

successful internet marketing program will steer you out of the storm. 

If you’ve read this far then you’re eligible to receive a free digital marketing diagnostic analysis 

to reveal your hidden marketing errors. This is a service I charge $500, I would like to extend 

it to you for FREE for listening to what I have to say.  

This analysis follows recommendations and industry best practices I’ve crafted from my years of 

experience consulting and working at a top 50 business to business advertising agency in the 

US. Best practices I’ve developed from creating over 130 online marketing campaigns for 

companies such as: Loctite Adhesives, Z-medica, Assa Abloy, Onsite-gas systems, RBC 

Bearings, Biolitec, Skip Barber, and many more. 

In my digital marketing diagnostic analysis I will show you how your online marketing efforts 

compare to industry standards. I will evaluate your current marketing efforts on the 4 factors 

below.  

1. Potential Reach – I’ll uncover the phrases your prospects are searching to find your 
services, how many times they are searched every month, and how much it would cost to 
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advertise on these phrases. I find the increase in qualified leads to be a minimum of 30% 
when clients follow my recommendations. 

2. Website Analysis – Does your website follow industry best practices? My analysis finds 
holes in your website’s ability to get prospects to contact your company. 

3. Competitive Analysis –I’ll uncover how well your main competitors are utilizing their online 
marketing strategy, and what it would take to overcome their efforts. 

4. Search Engine Ranking Report - See your current rankings on Google, Yahoo, and MSN 
for the top performing keywords in your market and what it will take to get a top listing. 

There is NO obligation to buy anything to get my digital marketing diagnostic analysis. I will 

gather my findings and present them to you, along with solutions to increase the effectiveness 

of your website’s ability to generate leads, market your business online and beat out your 

competition.  

To schedule your FREE digital marketing diagnostic analysis, simply call me, Kevin 

Williams at 860-930-4893 during regular business hours.  

If you get my voice mail, please leave your day time phone number, email address and the best 

time to reach you. I will call you back and/or email within 1 business day. 

The executive analysis takes around 30-40 minutes in initial questions and 2-3 weeks to 

prepare my findings.  

Don’t let your sales people spend another day pounding the phone and pavement chasing 

prospects. Make them come to you by having a powerful lead generation system in place. 

Thank you for reading this report and I truly wish you success in your business.  

Sincerely, 

Kevin Williams 

Kevin Williams 

 

 

 

 

 

Credits: 
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What People Are Saying about Kevin... 

““It’s 8 pm and just finishing up another crazy day here!  Good activity with four new 

customer calls and two emails today. Made four quotes and one new customer order was 

received and shipped.” 

- Charles Lehberger, CEO at CR-TEC Engineering Inc.  

(CR-TEC grew 700% last year) 

“For just about 5 years Kevin was the search engine marketing specialist at Martino & 

Binzer. I recommend working with Kevin because he’s very professional, will get the job 

done, and most importantly get you the leads your company needs.” 

- Fran Palma VP Martino & Binzer Top 50 B2B Agency 

"Kevin thank you for helping update our website and showing me the value of expanding 

our presence online. I like what you do!" 

- Paul Dowd, President Managed Air Systems 

“Within 90 days Kevin reduced wasted adspend by 320%, brought us more targeted 

visitors, helped us reach our holiday gift certificate sales goal.” 

- Kyle Morham  Sales and Marketing Manager, Skip Barber Racing School 

"In just two short months we've had 32 requests for driving directions to our firm from our 

Google places listing. Kevin set up our listing very quickly and we are now getting leads 

every month." 

- Richard Michaud, Managing Partner Michaud-Kinney Group LLP 

"Kevin, I appreciate helping me understand the importance of having a website that 

generates new business. You are very good at demystifying the process."  

- Pamela Simeone, Owner Pilgrim Electronics Inc. 

"Kevin, I just finished your whitepaper. Thank you. It really gave me a fundamental 

understanding of how to use internet marketing for the technical industry." 

- Bruce Whipple, Director of Business Development at RBC Bearings in Oxford 

"This paper helped me to understand the the potential search marketing has for industrial 

businesses." 

- Dennis Noel, Former Director of Business Development at Ingersoll Rand 
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