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The 1 de al SEO con

A Knows and masters technical SEO (JS SEO,
AMP, index optimization, crawl budget
optimization...)

A Link building

A On page SEO (Content, image optimization,
Il nt er nal | i nkingé)

A Web analytics

A Programming knowledge

A Excel, tools (ahrefs, GSC, GA etc.)...




Distribution of work of an SEO Consultant

Reporting

Technical fixes

Communication

&

Analysis

Linkbuilding
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Onpage SEO
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/ﬁWhen your SEO(xwork go

downhill, soft skills can save

O your ass. n
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A 1. Goal: understand why and when soft skills beat hard skills

A 2. Goal: (how to) train these soft skills!
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Worst-case scenarios
for SEOs
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What is the situation?

-

4
We donot have mone)af or
the website in general, copywriting, link
building, or for increasing media costs

(X In general.
/
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Situation=HENEEE Solutions & skills you will need:

Persuasion Sales skills Tenacity &

& negotiating skills assertiveness



Persuasion & negotiating skills

generally

CEO

1. pick the right arguments and use magic words

CMO / Marketing
Manager

free
competition
strong adjectives
because
we
fix
metaphors




it’s hard to tell
the difference §
between twins | '
no wonder T
duplicate g

content
confuses

e B
<L R %

SITeVISIBILITY sitevisibility.co.uk/blog




Persuasion & negotiating skills

1. pick the right arguments and use magic words

generally CEO CMO / Marketing
Manager

free ROI leads

competition costs visibility

strong adjectives time traffic
because effectiveness cost per lead

we revenue revenue per lead
fix results other marketing

metaphors budgets metrics

market share




Persuasion & negotiating skills

2. prepare specific KPIs, required resources, and actionable
plan for each type of decision maker

/ Marketing Manager / CMO:
leads, conversions/conversion rate,
CTR, visibility, traffic

CEO:
ROI and revenue
% sales from campaign /
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Persuasion & negotiating skills

3. Anticipate the questions and be prepared for them. Ve
CMOs and Marketing Managers: CEOs:
A How many more qualified leads or traffic will A Why should we invest in SEO?
this money bring us? A |s this going to be profitable?
A What will this money do to increase our brand A When can we see the results?
exposure? A Do you have proven results that this money
A What is our competition doing? will achieve the goals?

A What are your KPIs?
A Why do we need to spend this much money?
A Why can't we just spend 80 percent?
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Persuasion & negotiating skills

4 . And

eaccept too IMN KPI1 s

ébe overly ftechnical
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A Show your ideas and visions!

A Work with numbers & real data!




