


• Frozen Fire is a digital marketing and video production 
company located in downtown Dallas. 

• We are here today to talk about several ways that you can 
improve your online presence in order to make your business 
more profitable. 

• We will answer a few questions along the way:

• Are people finding me online, and if so, how?

• What can I do to better my chances of people finding me 
online and of my company making a good first impression 
online?

Who is Frozen Fire?



5 Step Approach

Get Found

Look Good

Engage

Nurture

Analyze



Keep chasing perfection.

• We believe in long term, steady 
growth for ourselves and our 
clients.

• As long as the trends are 
changing, we keep making 
improvements.



Step 1: Get Found
• You must have an up-to-date, fully functioning website.

• Your website must be mobile friendly.

• Your website must use SEO best practices.

• Your website must communicate clearly who you are and 
what you offer, on the Homepage.



Mobile Friendly vs Non-Mobile Friendly



Step 1: Get Found
• Pay attention to your online listings.

• Can people look you up through Google Maps?

• What other online listings can you join?



Google Listing



Step 1: Get Found
• Consider using Google Adwords.

• Explore social media platforms.

• Which platforms make sense for your business?

• Look into placing advertisements.

• Build your profile consistent with your website and 
branding.

• Make sure someone is regularly posting to these and 
actively trying to build a following.



Google Ad



Facebook Ad



Step 2: Look Good
• Your website should be a direct reflection of what makes you 

proud about your business. 

• Your website should look, feel, and function like it was built in 
the last year. 

• Your website should have the most important information 
about your business and an easy way to contact you on the 
Homepage. 

• Your website should be free of grammatical errors.

• Your website and all of your digital platforms should look 
consistent and follow your branding guidelines.

• Focus on how you can minimize your bounce rates.



What Not to Do



Step 3: Engage
• Think through how you can get users to stay on your site until they 

contact you. 

• Calls-to-action scattered throughout and easy to find

• Multiple online forms (consider placing one on each page to track 
where most conversions are coming from)

• Newsletter sign-ups

• Interactive, simple navigation

• Use of video

• Chat window

• Engage through social media.

• Manage, manage, manage.



Calls-to-Action



Contact Forms



Newsletter Sign-ups



Videos



Chat Window



Social Media



Step 4: Nurture
• Whether or not your lead turned into a customer, it is important 

that you nurture them.

• Keep track of lost leads and reasons for losing them.

• Stay in front of your contacts with reminders via email, direct 
mail, phone calls, visits, promotions, gifts, etc.

• Track your nurturing efforts with lead-nurturing software.

• For example, we use Pipedrive.

• Ask your customers to review you online. This will help you Get 
Found, Look Good and Nurture.



Google Reviews



Step 5: Analyze
• It is important to know where your web traffic is headed and where 

viewers are coming from. Use Google Analytics to your advantage.

• This is how you can tell what you are doing right and what needs to be 
improved upon.

• Check the following regularly:

• Website views

• Website clicks

• Online form submissions

• Ask your leads:

• How did you find us?

• What did you search?



Don’t be overwhelmed!

• It does not take an 
expert to get clear, 
measurable results 
from your efforts.

• If you are not 
satisfied, adjust your 
strategy.



• Yes.

• Times are changing.

• Upcoming generations are online.

• Invest into the future of your business.

Is this going to work?



• Communication

• Pragmatic

• Accessibility

• Dependability

• Analytical

What should I look for in a 
marketing partner?



• What is their history and experience?

• What success stories do they have?

• What services and solutions do they offer?

• Are they customizable?

• Do they provide reporting on results?

What questions should I ask potential 
marketing partners?



QUESTIONS?

Contact us at 214.745.3456

www.frozenfire.com


