Zero to One
in SEO.

A tactical timeline for acquiring
your first clients and building an
iInbound flywheel.




Clients do not buy technical SEO.
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What the client actually buys
(More visibility, booked calls, sales).
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Status: Critical 1ssues detected in rendering pathway. Recommend immediate optimization of assets and
SErvVer response.

The owner of a dental clinic in Phoenix does not care what a canonical tag is.
They care about appearing before the competitor across town.



Translate technical flaws into revenue problems.

You are losing customers at the

Your site loads slowly. | moment they were closest to
| calling you.
. . These pages are completely
These pages are not indexed. L B et on Goo gle

Google doesn’t know which

Duplicate title tags and Hs. ./ product to show, costing you sales.



Build one result you can actually prove.
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e Start with your own site or a exact movement over time.
a5 local business in your circle.
E Target one low-
competition keyword.
Page 3
Week 1 Week 2 Week 3

3 Weeks

A specific case study with calls before vs. calls after converts better than a PDF listing your skills.

If you have no site, work for free for the case study rights.



Your existing network is your
highest-connverting channel.

The goal is not to
pitch them directly.
Ask for referrals.
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[ | have started offering SEO ? Former Coworkers

services for small businesses. If

you know anyone with a website Local Business Owners

L 3
4

who wants more search traffic,
send them my way.

Referrals come with implicit trust no cold outreach can replicate.



Ten personalized emails beat one
hundred generic blasts.

® ® ® New Message

Formati « B I

Prove you reviewed
the site (diagnose in

< 5 mins via audit). | reviewed your website and noticed several

o]fele (Ve l L[S VS duplicate title tags.

For an ecommerce store, that often turns into

lost revenue because Google has a harder time
understanding which page to show.

If you want, | can walk you through WhE1eidale A1

would involve on a 20-minute call.

Point to a
specific problem
(duplicate tags).

Offer a conversation,
not a service.



Time your outreach to market trigger events.

unding Raised:

Series A Secured Companies undergoing

transitions are highly
receptive to investing in
visibility. Reference the
news directly to position
yourself as an industry

5 | industry observer, not a
—o—f Hiring: VP of Marketing spammer.

New Location:

Grand Opening in Austin




The short video audit converts better than text.
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Keep it to 3-5
minutes.

No pricing.
No menu of
services.

No hard pitch.
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2

Show the problem
visually on their
actual site.

3

Explain the
business impact.



The 2-Step Permission Funnel

The Initial Email

| found something costing you rankings.
Mind if | send a quick video?

e

.- 3-minute audit.

End workflow.
(Saves production time)

-

.

Only record videos for people who say yes.
This filters for real interest and ensures
every video crosses a curiosity threshold.




Web designers are your most
underutilized acquisition channel.
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Designers launch sites for clients who are You lack access to those newly launched
highly open to online visibility discussions, clients, but have the specific expertise.
but they rarely want to execute SEO.

The Offer: When a client asks about SEO, send them to me. | pay a fixed referral fee for every signed contract.




Structuring the partnership model.

The Referral Model

) Client relationship: You own it directly.

) Brand: Your brand.

() Payment: You pay the partner a finder's fee.

The White-Label Model

) Client relationship: Agency owns it.

(4 Brand: You operate under the agency's name.

) Requirement: Requires a strict SLA (Service-
Level Agreement) covering deliverables,
timelines, and reporting.

[ Three or four active agency partnerships are worth more than months of cold outreach. J




Navigating local in-person networking

Chamber of Commerce BNI (Business Network International)

90
4
r
.

&
iy ; st High commitment (weekly meetings,
&) Friction:  Low cost, accessible. ) Friction: $1000+ annual fees).
) Dynamic:  Unstructured mixers, breakfasts, seminars. ) Dynamic: Highly structured referral requirements.

&) Return: Slow, requires long-term presence. &) Return: Highly targeted and stable.



The power of category exclusivity.

In structured groups like BNI, only one representative is allowed per professional category.

You are the only SEO
consultant in the room.

The other members essentially
Eetats pecome your distributed sales
Agent team. They are financially

incentivized to generate referrals.
A, S

Real

O Warning: Referrals are social capital. Show up to help and build trust for 3-4 months before expecting returns.



LinkedIn works while you are not working.

FirstName LastName - 1st

Th+®
Prove expertise to active | reviewed the websites of 10 restaurants in Austin.
buyers doing research. Here is exactly what the ones showing up in Google Maps

had in common...

Alert your latent network
to what you actually do.

&\ Like &) Comment r‘j Repost <+7 Send

You do not need to post daily. 2-3 strong, data-backed

posts a month put you ahead of most competitors.



The Acquisition Channel Matrix

Trigger In-Person
Events Networking
Cold
Outreach
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Warm LinkedIn
Network Authority

X-Axis
Time to ROI

Match the channel to your immmediate runway. Need clients tomorrow?
Tap the warm network. Building for next year? Publish on LinkedIn.



Pricing without a track record.

The Mistake

Charging too little just to get
clients. It devalues your work
and creates a reference price you
cannot easily raise.

52.5607mo  $1,000/mo

Discounted Rate

Clause: Case Study & Publication Rights.
Client grants permission to publish results
and data.

Gt

Signature

The Fix

The Barter Agreement.

Offer a reduced-price agreement
exclusively in exchange for
permission to publish the results.
results. Turn the discount into an
investment. Never work for

free without an

agreement.



The 3 to 6 Month Tipping Point.

The Tipping
Point

Month 1 Month 4 Month 6

Active outbound, building Securing partnerships, Active referrals begin,
the first case studly. publishing specific analysis. iInbound leads trigger.

Cold outreach depends on perfect timing.
The system you build during these months compounds independently.



The Compounding Inbound Loop.

Published Case Studies
(Proof of work)

Passive

Inbound
Leads

Localized Active
Ranking Partnerships
Articles & Referrals

(Network trust)




Build your best salesperson.

A site that ranks for your own services is the
most efficient salesperson you can have.
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