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Start with the gap that is costing you the
most.

 Most local businesses do not need more random marketing activity. They need to identify the point
where visibility, conversion, or follow-up is breaking down - and fix that point first.

1 2 3

Visibility Gap
 

Conversion Gap
People reach your website or
profile, but too few take the next
step and become a lead.

Follow-Up Gap
Interested prospects leave, delay,
or get lost because your brand
does not stay visible.

People are actively searching, but
your business is not appearing
often enough or prominently
enough.

Your 10-minute self-check
 Score each area from 1 to 10. Begin with the lowest score.

That is where the next marketing dollar or hour should go first.

Local visibility

Website conversion

Lead follow-up

__/10

__/10

__/10
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01 
Win the searches that signal buying
intent.

 Broad traffic can look impressive without producing revenue. Focus first on the local
searches made by people who are ready to call, visit, book or request a quote.

Build the local visibility stack Track what matters
 ✓

✓

✓

✓

✓

✓

✓

✓

✓

Choose the most accurate primary and secondary
Google Business Profile categories.

Create one strong page for each core service and
priority service area.

Add proof: recent reviews, project photos, FAQs,
credentials, and clear service details.

Use consistent business information across the
website, Google, directories, and social profiles.

Answer the specific questions customers ask in both
traditional and AI-powered search.

Calls from Google Business Profile

Direction requests and website clicks  

BETTER TARGET
"Emergency AC repair in East Brunswick" is
more valuable than a broad phrase like "air
conditioning."

Use clear language, specific service terms, and a direct reason to choose your business. Then add three recent project
photos and request two fresh customer reviews.

4 8 - H O U R  Q U I C K  W I N

Rewrite your Google Business Profile description around your
best services and locations.

Idea 1 - Local Search Visibility RogueDigitalMktg.com

Qualified organic leads by service

Rankings for service + location terms



Improving conversion from 3% to 5% creates about
67% more leads from the same traffic.

Every extra click, unclear message, or unanswered
question creates another place to lose the lead.
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02 
Fix the leak between clicks and
calls.

 

→ →

More traffic will not solve a weak conversion path.  Make it easier, faster and safer for the
right prospect to take the next step.

The high-converting page formula

 

Map the shortest path

One clear promise
 

One primary action
 

Fast mobile response
 

Proof near the decision
 

Lead with the result the visitor wants, not a
generic company slogan.

Place reviews, photos, guarantees, licenses,
and experience beside the CTA.

Choose call, request a quote, book, or visit. Do
not make every button compete.

Use tap-to-call, short forms, fast load times and
simple navigation.

AD/
SEARCH

Conversion rate = leads /
visitors

4 8 - H O U R  Q U I C K  W I N

Audit your homepage on a phone.
 Can a new visitor understand what you do, where you work, why they should trust you, and how to contact you

within ten seconds? Fix the first missing answer.

Idea 2 - Website Conversion RogueDigitalMktg.com
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3
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CALL/
FORM

FOCUSED
PAGE



05 / 06

03 
Stay visible until the buyer is ready.

 Many prospects compare options, wait for the right time or get distracted. A simple follow-up loop helps
your business remain the obvious choice when they are ready to act.

Create a simple visibility loop A practical 4-touch sequence
 ✓ ✓ Build retargeting audiences from website visitors and

engaged social users.

Run reminder ads featuring proof, useful content,
offers, or recent work.

Send a short email sequence after guide downloads,
quotes, or inquiries.

Respond to new leads quickly with a clear next step
and appointment options.

Repurpose one useful topic into a blog, email, social
post, short video, and FAQ.

Day 0: Confirmation and next step

Day 2: Helpful answer to a common
concern

Day 5: Customer result or project example

Day 10: Direct invitation to call or book

IMPORTANT
Follow-up should be useful and relevant.
The goal is to reduce uncertainty, not
overwhelm the prospect.

Confirm the request, explain what happens next, give a realistic response time, and include one useful proof point such
as a review, project photo, or case example.

4 8 - H O U R  Q U I C K  W I N

Write the follow-up email your leads should receive
immediately.

Idea 3 - Follow-Up and Retargeting RogueDigitalMktg.com
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Turn one idea into momentum
this week.
Don’t try to rebuild everything at once. Complete one focused action each day, measure the result,
and keep what works.

DAY 1

DAY 2

DAY 3

DAY 4

DAY 5

DAY 6

DAY 7

Choose one priority offer

Improve one search asset

Score the three growth gaps

Improve one conversion step

Create one follow-up message

Set up one useful measurement

Review the result and choose next

Email or retargeting ad

Profile or service page

Focus the campaign

CTA, form, proof, mobile

Calls, forms, bookings

Repeat the highest-impact
move

Visibility, conversion,
follow-up

Need a custom growth plan?
 Rogue Digital Marketing can review your visibility, website, advertising, and follow-up

system to identify the next best opportunities for your business.

 

SCHEDULE A
DISCOVERY CALL

Get Found. Get Chosen. Grow.

RogueDigitalMktg.com | 732-724-0121 | Edison,NewJersey

Rogue Digital Marketing

https://www.roguedigitalmktg.com/contact
https://www.roguedigitalmktg.com/contact
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