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The author and publisher of this Report and the accompanying materials have used their best efforts in preparing this 

Report. The author and publisher make no representation or warranties with respect to the accuracy, applicability, 

fitness, or completeness of the contents of this Report. The information contained in this Report is strictly for 

educational purposes. Therefore, if you wish to apply ideas contained in this Report, you are taking full 

responsibility for your actions. 

EVERY EFFORT HAS BEEN MADE TO ACCURATELY REPRESENT THIS PRODUCT AND IT'S POTENTIAL. 

EVEN THOUGH THIS INDUSTRY IS ONE OF THE FEW WHERE ONE CAN WRITE THEIR OWN CHECK IN 

TERMS OF EARNINGS, THERE IS NO GUARANTEE THAT YOU WILL EARN ANY MONEY USING THE 

TECHNIQUES AND IDEAS IN THESE MATERIALS. EXAMPLES IN THESE MATERIALS ARE NOT TO BE 

INTERPRETED AS A PROMISE OR GUARANTEE OF EARNINGS. EARNING POTENTIAL IS 

ENTIRELYDEPENDENT ON THE PERSON USING OUR PRODUCT, IDEAS AND TECHNIQUES. WE DO NOT 

PURPORT THIS AS A “GET RICH SCHEME.”  

ANY CLAIMS MADE OF ACTUAL EARNINGS OR EXAMPLES OF ACTUAL RESULTS CAN BE VERIFIED 

UPON REQUEST. YOUR LEVEL OF SUCCESS IN ATTAINING THE RESULTS CLAIMED IN OUR MATERIALS 

DEPENDS ON THE TIME YOU DEVOTE TO THE PROGRAM, IDEAS AND TECHNIQUES MENTIONED, YOUR 

FINANCES, KNOWLEDGE AND VARIOUS SKILLS. SINCE THESE FACTORS DIFFER ACCORDING TO 

INDIVIDUALS, WE CANNOT GUARANTEE YOUR SUCCESS OR INCOME LEVEL. NOR ARE WE 

RESPONSIBLE FOR ANY OF YOUR ACTIONS.  

MATERIALS IN OUR PRODUCT AND OUR WEBSITE MAY CONTAIN INFORMATION THAT INCLUDES OR IS 

BASED UPON FORWARD-LOOKING STATEMENTS WITHIN THE MEANING OF THE SECURITIES 

LITIGATION REFORM ACT OF 1995. FORWARD-LOOKING STATEMENTS GIVE OUR EXPECTATIONS OR 

FORECASTS OF FUTURE EVENTS. YOU CAN IDENTIFY THESE STATEMENTS BY THE FACT THAT THEY 

DO NOT RELATE STRICTLY TO HISTORICAL OR CURRENT FACTS. THEY USE WORDS SUCH AS 

“ANTICIPATE,” “ESTIMATE,” “EXPECT,” “PROJECT,” “INTEND,” “PLAN,” “BELIEVE,” AND OTHER WORDS 

AND TERMS OF SIMILAR MEANING IN CONNECTION WITH A DESCRIPTION OF POTENTIAL EARNINGS 

OR FINANCIAL PERFORMANCE.  

ANY AND ALL FORWARD LOOKING STATEMENTS HERE OR ON ANY OF OUR SALES MATERIAL ARE 

INTENDED TO EXPRESS OUR OPINION OF EARNINGS POTENTIAL. MANY FACTORS WILL BE IMPORTANT 

IN DETERMINING YOUR ACTUAL RESULTS AND NO GUARANTEES ARE MADE THAT YOU WILL 

ACHIEVE RESULTS SIMILAR TO OURS OR ANYBODY ELSES, IN FACT NO GUARANTEES ARE MADE THAT 

YOU WILL ACHIEVE ANY RESULTS FROM OUR IDEAS AND TECHNIQUES IN OUR MATERIAL. 

The author and publisher disclaim any warranties (express or implied), merchantability, or fitness for any particular 

purpose. The author and publisher shall in no event be held liable to any party for any direct, indirect, punitive, 

special, incidental or other consequential damages arising directly or indirectly from any use of this material, which 

is provided “as is”, and without warranties. 

 

As always, the advice of a competent legal, tax, accounting or other professional should be sought.  

 

The author and publisher do not warrant the performance, effectiveness or applicability of any sites listed or linked 

to in this Report.  

 

All links are for information purposes only and are not warranted for content, accuracy or any other implied or 

explicit purpose. 

 

This Report is © copyrighted by Jack Mize and is protected under the US Copyright Act of 1976 and all other 

applicable international, federal, state and local laws, with ALL rights reserved. No part of this may be copied, or 

changed in any format, sold, or used in any way other than what is outlined within this Report under any 

circumstances without express permission from Jack Mize 
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Many business owners spend a lot of time and money to create and on-line 
presence. Unfortunately, many build the wrong website, send the wrong 
message, and fail to attract customers. This report will uncover these fatal 
mistakes business make and how you can avoid them. 

Fatal Mistake 1: Information Overload 

"Less is more". You've heard that saying and it holds true when delivering your 

message online.  

The average company website tries to put 

everything possible on the home page, 

hoping to attract more new customers.  

The sad fact is, cramming all this onto one 

page simply makes any useful information 

on the page hard to find.  If you focus on 

your company instead of what problems 

you can solve for customers, you dilute 

your message to the viewer.  

Web sites with too much information 

frustrate customers are looking for quick 

access to a product or service, not an 

education in the company‟s market or their history. 

Visitors to your web site scan pages rather than study them. Studies show that 

readers can‟t, or won‟t, read large blocks of text. In fact, many people will only 

scan highlights and bullet points. Your pages should have plenty of white space 

to make your important points stand out, and your message must be simple, 

compelling, and easy to read. 

A web page with simple layout, clean graphics, bold headline, few bullets and 

with a clear call to action is much more effective than a cluttered page.  
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But what if you have a lot of products or services to promote? 

Don‟t try to put the entire store in one page. Create a page for each product or 

service, with information specific to the problem that product or service corrects. 

Focus just on a single service and your messages will be shorter, more focused 

and more useful to the person searching for that service. 

„Optimizing‟ each page for a specific search helps it turn up in search results, and 

each page acts as its own on-line ad, drawing customers interested in that 

specific product. 

Most keyword choices business owner make for their website are dead wrong! 

Many business owners either aren‟t aware of keywords, or they ignore keywords 

and search- ability when they create their pages.  

Businesses think they need to advertise who they are instead of what they do. 

The fact is most local customers are searching for what you do and that should 

be the focus of your keywords. 

When people DO use keywords, they often 

select the broadest terms imaginable, in 

hopes of getting more traffic to their web 

site.  

The opposite is true; picking keywords that 

are too broad means facing unbeatable 

competition and guarantees the page will be 

hard to find. 

Are you being found when customers are 

ready to buy? Who is the more motivated 

buyer? The one who is browsing for „fencing contractor‟ (with 70 million 

competing web sites), or „fix my broken gate in <your town>‟?  

The first is doing broad research, maybe thinking about a project down the road, 

but the second has an immediate, specific need and their credit card is in their 

hand. Which customer do you want to attract? 

  



http://www.JackMize.com 
 

Fatal Mistake 2: Making Your Website Your Only Form of Online Marketing 

Are you neglecting additional online advertising 

opportunities with classifieds and business 

listings? 

Most people think the only road to internet 

success is the company web site being on page 1 

of Google‟s search results. Unfortunately, most 

business will never reach page one with their 

company web site for any search term. 

That is understandable, though. SEO – the 

science of „Search Engine Optimization‟ – is hard, 

takes specialized knowledge, and can be slow to 

take effect. 

Don‟t be discouraged - there are alternatives that 

make your business findable in multiple places when local customers are looking 

for your product or service. These can include business listings and free on-line 

classifieds like Craigslist and BackPage. 

These types of listings are constantly monitored by search engines like Google, 

Bing or Yahoo and can appear when consumers are searching online and ready 

to buy. 

This means you can be found online  – even if you do not have a company web 

site! 
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Fatal Mistake 3: Not creating a communication channel with prospects 

Once you DO get people to your site, you have a chance to sell to them, but they 

may not buy the first time. That doesn‟t mean they 

WON‟T buy, just that this is not the right offer or the 

right time. They may respond to a future offer. But 

how do you get that future offer to them? 

Smart businesses create lists of potential customers 

and contact information, and they stay in contact with 

those potential customers. Creating your list is simple 

– in exchange for their e-mail address or cell phone 

number, you can offer a free report or „instant % off‟ coupons.  

Place the sign-up box prominently on each web page and watch your list grow. 

Automated services make this easy to do. 

When new customers sign up, they verify their interest in your offers and receive 

your offer in return. The reports can be a simple advice - a list of steps to take to 

prevent your pipes from freezing in the winter, preparing your car for summer 

vacation or springtime lawn-care tips. 

As your list of your customers grows, provide them with regular mailings with 

helpful information, not just sales offers. Take time to build a relationship with 

your customers. When they are ready to buy or know someone that is looking for 

what you provide they will think of you. 

Rising „Mobile Phone‟ usage is making text 

marketing campaigns more attractive every day. 

Very affordable SMS text services allow you to 

send your customers discount coupons.  

The systems work the same as e-mail collection, 

but they opt-in on their phones. Your SMS text 

messages are delivered directly to these phones 

and they can be timed for maximum impact.  

If you are a traditional advertiser, you plan your 

promotions weeks ahead of time. You design, print, mail your ads, and then hope 

the ad gets saved for future use. Imagine being the restaurant that mails a 

discount coupons to a customer‟s phone at 4:55, right when they are deciding 

where to go for dinner. Or, maybe you need a few extra appointments to fill a 

slow day – send a „Today Only!‟ offer to your repeat customers. 



http://www.JackMize.com 
 

SMS messaging services are effective and reasonably priced. Your focused ads 

cost about a nickel each and are only sent to people who are already interested 

in your business.  Ask [YOUR COMPANY NAME HERE] about e-mail and SMS 

services you can start using today. 

 

Fatal Mistake 4: Making It Difficult For Customers to Contact You 

What is it that customers are looking for when they search you out?  They want 

to know that you do is what they need. Next, they may want to know you are 

open or where you are located, and they definitely want your phone number. This 

information has to be on your main page and it has to be prominent. 

When your customer has a broken water pipe, they don‟t want to search for 

hidden contact information.  

What they want to see is, „We Fix 

Broken Pipes‟, „On Call Now‟, and a 

big, bold phone number.  

 

When you think about making your 

sites viewer friendly, remember that traditional sites are difficult to view on mobile 

devices. Shoppers use their mobile devices for comparison shopping, so it 

makes sense to have a mobile-friendly version of your site available. 

Mobile-friendly sites need the same attention to presenting just the minimum, 

essential information. Phone numbers should be „click-to-call‟, your location page 

should include a map to your business as well as an address, and graphics need 

to be small to load quickly. 

Your local marketing expert can help you refine your web pages for greatest 

readability and can also help you set up mobile web sites for your business. 

Fatal Mistake 5: Not taking advantage of online viral referral opportunities 

„Social Media‟, like FaceBook, LinkedIn or YouTube, offers definite opportunities 

for your business. The social sites encourage your friends and customers to 

advertise your business for you.  The very basis of social sites is sharing of 

interesting content, and some of that shared content could be yours. 
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There are over 200 million internet 

users in the U.S., and  71% of those 

users have FaceBook accounts.  

Half of those, or over 75 million 

people in the U.S., check into 

FaceBook on any given day.  

 

 

Every time a customer comments 

on, „likes‟ or shares your page, the fact is posted to an average of 130 friends.  

Plug-ins and code allow to put „bookmark‟, „share‟ and ‟like‟ buttons on your web 

site. This makes it easy for visitors to „like‟ your page. Every „like‟ a page gets is a 

vote of confidence that helps boost your sites rankings while showing it to users‟ 

friends. 

YouTube, now owned by Google, is understandably search-engine friendly. It 

has become the #2 search engine – right behind Google.  

“More video is uploaded to YouTube in one month than the 3 major US networks 

created in 60 years” - YouTube. 

Video production is now a desk-top 

enterprise, and anyone can make movies 

and put them on YouTube for free. You can 

use this powerful medium to advertise your 

business by making simple „how-to‟ videos 

that show your customers how to do basic 

tasks.  

YouTube also makes it easy for others to 

share your videos. Use keywords that describe the video, and include links to 

your web site, both in the video and in the description of the video. This way, 

when someone shares the video, you still get the link back to your web site. 

 

Local Internet Marketing Is Within Your Reach 
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Effective web pages, dramatic ads, search-engine friendliness, and improved 

social interactions are valuable and powerful marketing tools for small 

businesses in almost any field. Securing an online presence, especially if you do 

not have a website, is crucial in order to receive feedback from customers and 

partners.  

I hope this report has given you some ideas you‟ll start using today. 

To learn more about Jack Mize and receive up to date information on what‟s 

working in Local Internet Marketing by one of the leading experts, visit 

www.JackMize.com. 
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ABOUT JACK 

Jack Mize is a Local Internet Marketing expert and small 
business consultant who helps businesses get more 
customers by making them findable when local consumers 
are looking for their products and services. 

 

Jack‟s focus on the online behavior of consumers when they are looking to buy 
locally led him to develop his method of opening “Lead Valves”.  This strategy 
allows local businesses to be found in multiple places instead of focusing on just 
a web site. 

By identifying problems that local consumers need to solve locally and creating 
“Lead Valves” that provide the solution, Jack has developed a system that is 
laser focused on the quality of the conversion rather than the quantity of internet 
traffic. 

Creating "Lead Valves" with marketing principles  will make it easy for Local 
Customers choose you over your competitors. This can be far more cost effective 
that simply spending your online budget on search engine rankings. 

In 2009 Jack began teaching his Lead Valve strategy to Local Internet Marketing 
consultants and small business owners around the world.  He has been credited 
with saving businesses and changing lives. 

To learn more about Jack Mize and receive up to date information on what‟s 
working in Local Internet Marketing by one of the leading experts, visit 
www.JackMize.com 

 

http://www.jackmize.com/

