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About the author

Hi, I'm Steve, the founder of Get More
Leads Locally, working with trade business
owners since 2008, helping them grow
and scale their businesses, profitably with
digital marketing support.

Previous to starting Get More Leads Locally
I worked at a senior level on the board for
Vanarama (leasing vans to trades) as their
Marketing Director, helping them grow
their brand across the UK.

During my time growing Vanarama's
brand I worked directly with lots of
tradespeople to understand their business
and what was important to them as small
business owners.

What I found was that most trade business
owners don't struggle to get leads, but
they do struggle to get better quality leads,
the type that can really help them grow.

So, my work at Get More Leads Locally is
not just to drive leads for trade businesses,
it's to get more profitable, better quality
leads to really help them grow, profitably.
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Chapter 1 - Introduction

As a Trades business owner, you know that finding new
customers is essential to the success of your business. But
with so many other Trades in your area, how do you make
sure that you're reaching the right people? How do you
attract high-quality leads that are more likely to convert
into paying customers?

That's where this ebook comes in. In it, you'll find a wealth of
information on how to generate leads for your Trades
business, including online marketing, social media, and
local SEO. You'll learn about the strategies and tactics that
have been proven to work for other Trades businesses, and
you'll see real-world examples of these strategies in action.

But this ebook isn't just about the technical side of lead
generation. It's also about understanding the psychology of
your potential customers, and learning how to
communicate with them in a way that resonates. By the
end of this ebook, you'll have a clear understanding of how
to create a lead generation strategy that works for your
business and that you can implement right away.

I hope you will find this ebook valuable as you work to grow
your Trades business and attract high-quality leads. Let's
get started!



Chapter 2 - The importance of
having a strong online presence

In today's digital age, having a strong online presence is
essential for any business, including Trades businesses. By
leveraging the power of digital marketing, you can reach a
wider audience and attract leads from all over your area. In
this chapter, we'll discuss some of the most effective online
marketing strategies for Trades businesses, including:

Tips for creating a website that generates leads:
Having a professional website is crucial for any business.
Your website is often the first point of contact potential
customers will have with your business, so it's essential to
make sure that it looks great and provides all the
information potential customers need. 

To generate leads from your website, you should include
calls to action, such as contact forms or phone numbers, in
prominent locations on your site. It's also important to make
sure that your site is mobile-friendly and easy to navigate, as
many people will be accessing your site from their
smartphones.



Best practices for using social media to attract leads:
Social media platforms like Facebook, Twitter, and
Instagram are powerful tools for reaching potential
customers. By creating a business page on these platforms
and regularly posting updates, you can build a following
and start attracting leads. To generate leads from social
media, you can use targeted ads to reach potential
customers who are likely to be interested in your services.
Additionally, you can use social media to answer customer
questions, provide helpful tips, and share photos of your
work to build trust and credibility.

Utilising Google Business:
Google Business is a free tool offered by Google that allows
you to manage your business's online presence across
Google, including Search and Maps. By claiming your
business on Google Business, you can improve your visibility
in local search results and make it easier for customers to
find your business. Make sure to fill out your business profile
completely and keep it up-to-date. Additionally, you can use
Google Business to post updates, answer customer
questions, and monitor customer reviews.

By implementing these strategies, you can start building
an effective online presence that will help you attract leads
from all over your area. In the next chapter, we will be
discussing Local SEO for Trades Businesses.



Example of well
maintained Google
Business profile

Good review count
Branded photos
Call button visible
Quote button visible
Opening times
Visit website button

What makes a great
sales converting
website?

Strong branding
Own images
Easy to tap call button
Value proposition bullet points
Secondary call to action button
Visible trust indicators



Chapter 3: Local SEO for Trades
Businesses

Search Engine Optimisation (SEO) is the process of
optimizing your website and online presence to rank higher
in search engine results pages (SERPs) for relevant
keywords. 

Local SEO is a specialised form of SEO that focuses on
helping local businesses like Trades businesses to rank
higher in local search results for their service areas.

In this chapter, we'll discuss some of the best practices for
Local SEO for Trades businesses, including:

Optimising your website for local search:
In order to optimise your website for local search, you need
to ensure that your website includes your business name,
address, and phone number (NAP) on every page. 

Additionally, you should include location-specific keywords
in your website's content and meta tags. This will help
search engines understand that your website is relevant to
a specific location, which will increase your chances of
ranking well in local search results.



Building local citations:
Citations are mentions of your business NAP on other
websites, such as online directories and review sites. The
more citations you have, the more likely it is that your
business will appear high in local search results. To build
citations, you should create profiles on popular online
directories, such as Google My Business, Yelp, and Yellow
Pages. Additionally, you should encourage customers to
leave reviews of your business on these sites.

Creating local content:
Creating local content, such as blog posts or videos, that is
relevant to your service area can help you rank higher in
local search results. You can create local content by writing
about local events, news, or interesting facts about your
area. Additionally, you can create content that focuses on
the specific services you offer in your area. This will help
search engines understand that your website is relevant to
your service area and that you are an authority in your field.

By implementing these local SEO strategies, you can
improve your visibility in local search results and attract
leads from your service area. In the next chapter, we will be
discussing about how to use social media to attract better
quality leads for your Trades business.



Chapter 4: Using Social Media to
Attract Better Quality Leads

Social media is a powerful tool that can help Trades
businesses to attract better-quality leads. In this chapter,
we'll discuss how you can use social media to promote your
business and reach potential customers.

Building a social media presence:
The first step to using social media to attract better-quality
leads is to build a presence on the platforms that your
target audience uses. The most popular social media
platforms for businesses are Facebook, Instagram, Twitter,
and LinkedIn. You should create a business profile on each
platform and post regular updates about your business and
services.

Creating valuable content:
To attract better quality leads, it's important to create
valuable content that your target audience will find
interesting and relevant. You can create content such as
tips and advice on Trades problems, share customer
testimonials, and showcase your work through images and
videos. Additionally, you can use social media to share
industry news and updates that are relevant to your target
audience.



Running social media ads:
Another way to use social media to attract better quality
leads is by running social media ads. These ads can be
targeted to specific demographics and interests, making it
easy to reach your target audience. You can use social
media ads to promote your business, services, and special
offers.

Engaging with your audience:
Finally, it's important to engage with your audience on
social media. You can do this by responding to comments
and messages, asking questions, and starting conversations.
This will help you build a relationship with your target
audience and attract better quality leads.

By following these strategies, you can use social media to
promote your Trades business and attract better quality
leads. In the next chapter, we will be discussing about how
to use email marketing to generate leads for your Trades
business.



Chapter 5: Using Email Marketing
to Generate Leads for Your Trades
Business

Email marketing is a highly effective way to generate leads
for your Trades business. In this chapter, we'll discuss how
you can use email marketing to reach potential customers
and promote your business.

Building an email list:
The first step in using email marketing to generate leads is
to build an email list. You can do this by collecting email
addresses from your website, social media, or through in-
person interactions. It's important to obtain email addresses
from people who are interested in your services, as they will
be more likely to convert into leads.

Creating valuable content:
To generate leads through email marketing, it's important
to create valuable content that your target audience will
find interesting and relevant. You can create content such
as tips and advice on Trade issues, share customer
testimonials, and showcase your work through images and
videos. Additionally, you can use email marketing to share
industry news and updates that are relevant to your target
audience.



Personalising your emails:
To make your emails more effective, it's important to
personalize them as much as possible. This means using the
recipient's name in the subject line and body of the email,
and segmenting your email list to send targeted messages
to different groups.

Measuring and optimising your campaigns:
Finally, it's important to measure and optimize your email
marketing campaigns to see what is working and what isn't.
You can use metrics such as open rates, click-through rates,
and conversion rates to determine the effectiveness of your
campaigns. With this data, you can make adjustments to
improve the performance of your campaigns.

By following these strategies, you can use email marketing
to generate leads for your Trades business. Email
marketing is a cost-effective and efficient way to reach
potential customers and promote your business. In the
next chapter, we will be discussing how to use referral
marketing to attract new customers for your Trades
business.



Chapter 6: Generating High
Quality Leads with Google Ads

Google Ads is an effective way to generate leads for your
Trades business. By advertising on Google, you can reach
potential customers at the moment they are searching for
trades-related services. In this chapter, we will discuss how
to use Google Ads to generate high quality leads for your
Trades business.

Defining your target audience: 
The first step in using Google Ads to generate leads is to
define your target audience. You should consider factors
such as location, age, gender, and interests when creating
your target audience. By narrowing down your audience,
you can ensure that your ads are shown to people who are
more likely to convert into leads.

Creating effective ad copy: 
To generate leads with Google Ads, it's important to create
effective ad copy. Your ad should include a strong headline,
a clear call-to-action, and a sense of urgency. Additionally,
you can use ad extensions to provide more information
about your services and make it easier for potential
customers to contact you.



Optimising your landing pages: 
Once a potential customer clicks on your ad, they will be
directed to your website's landing page. It's important to
optimize your landing pages for conversions by including a
clear call-to-action, a form for potential customers to fill out,
and testimonials from satisfied customers.

Measuring and optimizing your campaigns: 
Finally, it's important to measure and optimise your Google
Ads campaigns to see what is working and what isn't. You
can use metrics such as click-through rate, conversion rate,
and cost-per-conversion to determine the effectiveness of
your campaigns. With this data, you can make adjustments
to improve the performance of your campaigns.

By following these strategies, you can use Google Ads to
generate high quality leads for your Trades business.
Google Ads is an effective way to reach potential
customers at the moment they are searching for trade-
related services. With a well-defined target audience,
effective ad copy, and optimized landing pages, you can
generate leads and grow your business.



Chapter 7: Measuring Marketing
and Key Performance Indicators
(KPIs)

In order to determine the success of your marketing efforts
and make informed decisions about your strategy, it's
important to measure and track specific metrics. In this
chapter, we will discuss key performance indicators (KPIs)
and how they can be used to measure the effectiveness of
your marketing efforts.

Setting goals and objectives:
The first step in measuring marketing and KPIs is to set
clear goals and objectives. These should be specific,
measurable, attainable, relevant, and time-bound (SMART).
For example, a goal for your Trades business could be to
increase the number of leads generated by 20% within the
next quarter.

Identifying important KPIs: 
Once you have set your goals and objectives, you can then
identify the KPIs that will help you measure progress
towards them. Some examples of KPIs for a Trades business
include: website traffic, lead generation, conversion rate,
cost per lead, and customer lifetime value effective and that
you are making the most of your resources.



Tracking and analysing data: 
To measure your marketing and KPIs, you need to track and
analyze data from various sources. This may include website
analytics, email marketing software, social media metrics,
and customer feedback. By analyzing this data, you can
identify patterns and trends that will help you understand
the effectiveness of your marketing efforts.

Making data-driven decisions: 
Finally, it's important to use the data you collect to make
data-driven decisions. This means using the data to identify
which strategies are working and which are not, and
making adjustments accordingly. By doing this, you can
improve the effectiveness of your marketing efforts and
achieve your goals and objectives.

Measuring marketing and KPIs is essential for any business
looking to improve its marketing strategy. By setting clear
goals and objectives, identifying important KPIs, tracking
and analyzing data, and making data-driven decisions, you
can ensure that your marketing efforts are effective and
that you are making the most of your resources.



What can you
measure with
Google Analytics
on your website?

Page visits
Source of website traffic
Time spent on site
Conversions i.e. leads
Type of conversion i.e. phone or email
Conversion rate of website

Why should you
measure activity on
your website?

See what marketing is working
Understand what pages are driving
conversions
See pages that are weak and causing
people to leave your website
Make improvements to your website



Chapter 8: Automating Tasks with
Digital Tools and Software

Running a Trades business can be time-consuming and
demanding, with a wide variety of tasks that need to be
completed on a daily basis. However, by using digital tools
and software, you can automate many of these tasks and
save valuable time. In this chapter, we will discuss some of
the most useful tools and software available to Trades
business owners.

Customer Relationship Management (CRM) software: 
CRM software allows you to store, manage, and analyze
customer data in one central location. This can help you to
improve customer service, increase sales, and save time by
automating tasks such as lead management and email
marketing.

Invoicing and accounting software: 
Invoicing and accounting software can automate many of
the tasks associated with billing and keeping track of
finances. This can help you to get paid faster and improve
your cash flow.



Scheduling software: 
Scheduling software allows you to easily schedule
appointments and manage your workforce. This can help
you to save time and ensure that your customers are always
seen by the right person at the right time.

Marketing Automation software: 
Marketing Automation software can automate many of the
tasks associated with lead generation, including email
marketing, social media marketing, and lead nurturing.

Communication software: 
Communication software allows you to easily communicate
with your team and customers. This can save time and
improve efficiency.

By using digital tools and software to automate tasks, you
can save valuable time and focus on growing your Trades
business. These tools and software can help you to improve
customer service, increase sales, and manage your
finances more effectively.

Example tools to improve
workflow, automation
and save time



Know your target audience: The first step in positioning
your Trades business is to understand your target
audience. This means identifying their needs, wants, and
preferences, and determining how your business can
meet these needs.

Identify your unique selling proposition (USP): Your USP
is what sets your Trades business apart from your
competitors. This can be based on your quality of work,
your customer service, or any other factor that makes
your business unique.

Define your brand: Your brand is the overall image and
perception of your business in the minds of your target
audience. This includes your logo, messaging, and the
way you present your business to the world.

[BONUS CHAPTER] - Positioning
your trade business in the market

Positioning is the process of creating a unique image in the
minds of your target audience. This is an important aspect
of marketing as it helps your Trades business to stand out in
a crowded market. In this chapter, we will discuss the key
elements of positioning and how to establish a unique
position in the market.



Communicate your position: Once you have established
your position, it's important to communicate it to your
target audience. This can be done through your
marketing materials, your website, and any other
channels you use to reach your target audience.

Monitor and adjust your position: Finally, it's important
to monitor your position and make adjustments as
needed. This means keeping track of how your target
audience perceives your business and making changes
to your positioning if necessary.

By establishing a unique position in the market, you can
attract high-quality leads and grow your Trades business.
By knowing your target audience, identifying your USP,
defining your brand, communicating your position, and
monitoring and adjusting your position, you can create a
successful positioning strategy that delivers results.



 Create a STRONG online presence with a great website
combined with well optimised Google Business profile
 Use social media to help build your brand locally and
create awareness
 Write great content for your website to improve your
search rankings for keywords (SEO)
 Register your website with local, national and niche
directories to improve your citations to boost your SEO.
Create valuable content your ideal client is looking for
on social media to help build trust in your brand locally
Use email marketing to remarket to existing customers
informing them of new products and services
To get leads in quickly consider using a combination of
Google Ads and targeted landing pages designed to
convert traffic into calls and emails
Track and measure your website performance with
Google Analytics
Make improvements to your website using insights
gained from Google Analytics
Give everything time to work. As a rule of thumb any
tactics or strategies should be given at least 3 months.

In conclusion, this ebook has provided valuable
information on how Trades business owners can attract
better-quality leads for their business. 

Here are our top 10 takeaways from this ebook to help your
attract better quality leads.

1.

2.

3.

4.

5.

6.

7.

8.

9.

10.



Need advice on growingNeed advice on growing
your Trades business?your Trades business?

Book a quick call withBook a quick call with
Steve MarkSteve Mark

getmoreleadslocally.com/book-a-callgetmoreleadslocally.com/book-a-call



Need help with marketing
your trades business?

visit
getmoreleadslocally.com


