
 

 

 

Company Profile 

 

Business    Bookkeeping Central 

Domain URL    www.bookkeepingcentral.com.au 

Business Type    Accountants 

Address    xxxxxxxxxxxxxxxxxxxx 

Post-Code    VIC3000 

Country    Australia 

Contact Name    John Cruse 

Position    Director 

Established    1995 

Email     enquiries@bookkeepingcentral.com.au 

Telephone No.    1300 855 763 

Skype Address   xxx-xxx-xxx 

MSN IM    xxx-xxx-xxx 

Project Login    xxx-xxx-xxx 

Target Market    Local Businesses 
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Website Business 

 

Product Range/Service                         

 

From initial viewing of your landing page there is an obvious lack of focus, direction and professionalism.  The page 

reads more like a friendly introduction to a personal blog, than discussing your business and professional acumen.   At 

no point whilst reading the every small amount of text to I glean any knowledge as to what your company can actually 

offer me in the way of bookkeeping or accounting services.    The content as it is formatted at present does not 

indicate the services of your business that you are trying to convey to potential clients.  Your first priority should be to 

outline clear and precise services, whilst also examining your main competition to make sure that you are following 

current market trends.  One instance that initially leaps from the page is that you are not offering any resources from 

the worlds largest accounting software company which, in fact is native Australian, namely MYOB.  On initial scanning 

of your competitors websites, it is clear to see that this is very relevant resource for them, especially as it produces 

additional income when part of their MYOB Partners Network.  If you would like to forward a breakdown of the 

services and maybe products you would like to offer, we will gladly provide further analysis of these elements and 

discuss how they can be best attributed with regards to layout and marketing on your website. 
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Target Audience 

 

Having discussed your target market at some length during our initial consultation chat, it is clear that although you 

know where you think you are best placed your competition would not agree with you.  We will ignore the fact at this 

point of how your website deals with these issues as it clearly does not have any relevance in its present format.  On 

examination of the competition and discussions on popular business forums, blogs and other social media sites that 

the emerging market is definitely within new businesses or businesses that are less than 12 months old and are now 

getting into difficulties with doing their own bookkeeping especially in the areas of GST, BAS and PAYG.  Even if they 

have purchased the latest addition of MYOB, it does not make this process a paint by numbers scenario and they are 

soon realising that the interjection by a professional accountant is required.  We obviously realise that the medium to 

large companies are always most welcome but these should be treated as a fringe additional benefit, especially as 

you are only a small business yourself and do not employ 10 to 20 staff.  This in fact should be made expressly clear 

to your potential clients as you will appear to be approaching their position on a more personal one to one basis.  We 

may even suggest, none professional video footage to be added to the site to reinforce that you are not some 

corporate suit but are an every day working man. 
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Branding 

 

There is also a lack of focus on business identity.  The no descript, bland logo appears as though it was placed as an 

afterthought, especially as it has no matching colour or theme with the remainder of the web page.  If you have 

chosen your colour scheme as green and orange, one must be aware that two highly contrasting colours for a 

professional based website, may not be the correct approach.  Tones and shades of a single colour, with a slight 

emphasis of a highlighted area within the logo, give corporate feeling.  The general layout of the header section has 

more of the feel of an adopted template than that of a well thought out corporate internet branding theme. 

There is also a lack of focus on business identity.  The no descript, bland logo appears as though it was placed as an 

afterthought, especially as it has no matching coyour theme with the remainder of the web page.  If you have chosen 

yourmay not be the correct approach.  Tones and shades of a single colour, with a slight emphasis of a highlighted 

area within the logo, give corporate feeling.  The general layout of the header section has more of the feel of an 

adopted template than that of a well thought out corporate internet branding theme. 
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Incentives 

 

Websites should treat potential clients the same as if they had a high street store; everybody is looking for some form 

of free offer which they class as an added bonus for choosing you.  On your site at the moment you do not even offer 

the opportunity for a free consultatative chat 

the same as if they had a high street store; everybody is looking for some form of free offer which they class as an 

added bonus for choosing you.  On your site at the moment you do not even offer the opportunity for a free 

consultatative chat, even solicitors have realise that offering just half an hour of their time can pay dividends in the 

long term. 
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Online Reputation 

 

Just as you would find in the real world, your credibility is an important factor.  The old adage there is no such thing as 

bad press ids certainly not true in the cyber world.  In fact many clients ask us how to remove negative comments as 

these remain live until the website is taken offline.  As this in reality never happens, search engines will always have 

them listed.  With regards to your website, it is quite new and therefore your online reputation is in tact.  However, in 

all your dealings, please be aware of the above facts. 
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Website Design Appeal 

 

The most important factor for any website is a little known term called bounce rate.  This has predominantly become a 

very important yard stick, especially for google.  Bounce rate is not how high a ball will bounce off your desk.  It is in 

fact a measuring unit of acceptability, appeal etc of your initial exposure of your site to a potential client.  If the web 

user does not like your website and immediately leaves this increases the bounce rate.   Search engines monitor this 

and basically grade the appeal of your website accordingly.  This has made the subject of ‘website appeal’ almost as 

important as the content in contains.   

We have had 20 independent, non connected, small business owners and web surfers view your website and report 

their appraisal.  The reason this is done is because having been in the business for 15 years a more critical, 

professional view would be taken and this may not be how the average internet surfer would look at the site.  This 

having been done, our researchers indicated that they found the site bland, with no one real feature grabbing their 

eye.  We next asked them to look at the content as if they were in the market for a book-keeper or accountant and 

would after reading what we would always class as the pitch page, whether they would delve further into the website 

to view further content.   

75% said they could see nothing that would make them want to look any further.  Although content may not be 

traditionally known as website appeal, web surfers by their very nature tend to scan and take information from top left 

to bottom right of any web page.  This scanning process is all part of whether or not the website has appeal.  If there is 

nothing on this page that appeals to them they will instantly leave the site and they will be another addition to the 

bounce rate statistic. 

The reason this is done is because having been in the business for 15 years a more critical, professional view would 

be taken and this may not be how the average internet surfer would look at the site.  This having been done, our 

researchers indicated that they found the site bland, with no one real feature grabbing their eye.  We next asked them 

to look at the content as if they were in the market for a book-keeper or accountant and would after reading what we 

would always class as the pitch page, whether they would delve further into the website to view further content  

nothing that would make them want to look any further.  Although content may not be traditionally known as website 

appeal, web surfers by their very nature tend to scan and take information from top left to bottom right of any web 

page.  This scanning process is all part of whether or not the website has appeal.  If there is nothing on this page that 

appeals to them they will instantly leave the site and they will be another addition to the bounce rate statistic. 
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Website Interactivity 

 

The main function of any website is to get your potential client to interact with their website.  This can be easily done in 

the high street, hence the reason so much emphasis is palced on shop and floor displays.  Your website has to 

engage the web user normally within 30-60 seconds.  There is nothing on this web page that allows any potential user 

to interact with the site owner.  Additions like, SKYPE, telephone numbers in prominent locations, offer messages, opt 

in boxes all allow the potential user to communicate directly with you.  A website must be viewed as merely a tool to 

initiate a human interaction between client and vendor. 

There is nothing on this web page that allows any potential user to interact with the site owner.  Additions like, SKYPE, 

telephone numbers in prominent locations, offer messages, opt in boxes all allow the potential user to communicate 

directly with you.  A website must be viewed as merely a tool to initiate a human interaction between client and 

vendor. 
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Website Functionality 

 

A websites functionality is merely the accessibility of your product range to the potential client.  Marks and Spencers 

spent hundreds of thousands with shop designers and came up with one simple solution, clearly defined walk ways 

which were subtlety coloured in comparison to their display areas.  This provided a channelling effect which leads their 

customers on a guided tour through their shops.  A website is no different.  You need to clearly create a defined path 

that will lead your clients, as quickly as possible to their chosen service that is of interest to them.  Your main menu 

lacks that clear direction and requires to be re-categorised with more definitive descriptions of your services.  Ideally, 

you need to have the information required within a maximum of two clicks of the first page.   As we have previously 

discussed, you need to look at the necessity of ascertaining the key services you wish to offer.  A major consideration 

at this point must also be that you do not offer your services at the moment on a national level and therefore all links 

being derived from this menu would be best having the inclusion of the word Melbourne to focus search engines 

ranking for these terms.  If clear direction is not given to the search engines you will gain traffic that is not applicable to 

your target market.  This, once again could lead to an increase in bounce rate.  We will discuss with you further how 

these services are portrayed on your website once you have made a definitive list of services you will be providing. 
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Website Marketing 
 

Overview 

 

Bookkeeping Central uses has brought many unique benefits to marketing, one being the lower costs and greater 

capabilities for the distribution of information and media to a global audience. The interactive nature of Internet 

marketing, both, in terms of providing instant response and eliciting responses, is a unique quality of the medium. 

Internet marketing is sometimes considered to have a broader scope because it not only refers to digital media, such 

as, the Internet, e-mail, and wireless media, but also it includes management of digital customer data and electronic 

customer relationship management (ECRM) systems. 

Internet marketing also refers to the placement of media along different stages of the customer engagement cycle 

through search engine marketing (SEM), search engine optimization (SEO), banner ads on specific websites, e-mail 

marketing, and Web 2.0 strategies. In 2008 The New York Times, working with comScore, published an initial 

estimate to quantify the user data collected by large Internet-based companies. Counting four types of interactions 

with company websites in addition to the hits from advertisements served from advertising networks, the authors 

found the potential for collecting data upward of 2,500 times on average per user per month. 

Web 2.0 strategies. In 2008 The New York Times, working with comScore, published an initial estimate to quantify the 

user data collected by large Internet-based companies. Counting four types of interactions with company websites in 

addition to the hits from advertisements served from advertising networks, the authors found the potential for 

collecting data upward of 2,500 times on average per user per month. 
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Keyword Research Analysis  

 

For some reason your website has no key words attributed to any of its pages.  Although they are not necessary they 
help target search engine traffic.  Having analysed your websites content we see these as being the most appropriate 
and should be propagated on the renamed internal pages.  

Search Term Monthly Searches Results 

bookkeeping 550000 13800000 

payroll services 135000 6170000 

accounting services 90500 33300000 

bookkeeping services 40500 2980000 

accounting melbourne 22200 6590000 

payroll management 14800 5670000 

accountants melbourne 3600 716000 

bookkeeping melbourne 2900 261000 

myob melbourne 1600 135000 

bookkeeping australia 1000 968000 

business start up services 320 1.33E+08 

new business melbourne 170 13400000 

bas melbourne 110 1110000 

accounting services melbourne 99 1230000 

bas lodgement melbourne 98 28000 

bas preparation melbourne 82 61200 

bookkeepers for small business 71 4070000 

bookkeeping for franchisees 70 199000 

bookkeeping for franchisees melbourne 66 12500 

bookkeeping for tradesmen 62 38800 

bookkeeping for tradesmen melbourne 58 10200 

gst preparation melbourne 56 1080000 

invoice debt management 51 242000 

invoice debt management melbourne 49 12200 

myob services melbourne 49 179000 

new business starter packs 46 745000 

new business starter packs melbourne 42 140000 

onsite bookkeeping melbourne 41 22600 

payg melbourne 39 280000 

payg preparation melbourne 37 280000 

payroll management melbourne 28 442000 

small business bookkeeping melbourne 19 52700 
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Search Engine Indexing 
 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Domain Total Google Yahoo Live AllTheWeb AltaVista 

www.bookkeepingcentral.com.au 119 22 86 1 5 5 
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Search Engine Ranking Position 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Checked Keywords 

 
 
Keyword 

 
Listings On 

Page 1 

 
Listings On 

Page 2 

 
Listings On 

Page 3 

 
Accountants Melbourne 

 
0 

 
0 

 
0 

Accounting Melbourne 0 0 0 

Accounting Services 0 0 0 

Accounting Services Melbourne 0 0 0 

Accounts Receivable Services 0 0 0 

bas lodgement melbourne 0 0 0 

bas melbourne 0 0 0 

bas preparation melbourne 0 0 0 

Bookkeepers for small business 0 0 0 

Bookkeeping 0 0 0 

Bookkeeping Australia 0 0 0 

bookkeeping for franchisees 0 0 0 

bookkeeping for franchisees melbourne 0 0 0 

bookkeeping for tradesmen 0 0 0 

bookkeeping for tradesmen melbourne 0 0 0 

Bookkeeping Melbourne 0 0 0 

Bookkeeping Services 0 0 0 

Bookkeeping Sydney 0 0 0 

Business Start Up Services 0 0 0 

gst preparation melbourne 0 0 0 

invoice debt management 0 0 0 

invoice debt management melbourne 0 0 0 

myob melbourne 0 0 0 

myob services melbourne 0 0 0 

new business melbourne 0 0 0 

new business starter packs 0 0 0 

new business starter packs melbourne 0 0 0 

onsite bookkeeping melbourne 0 0 0 

payg melbourne 0 0 0 

payg preparation melbourne 0 0 0 

payroll management 0 0 0 

payroll management melbourne 0 0 0 

Payroll Services 0 0 0 

small business bookkeeping melbourne 0 0 0 

 
Total 

 
0 

 
0 
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Your Top 10 Competitors on Google.com.au (the web) 

   
 

1 

 

http://www.booksonsite.com.au/ 
 
Title: Bookkeeping | Bookkeeping Services with BooksOnSite Book Keeping in Sydney, 
Melbourne and Brisbane 
 
Description: Looking for professional bookkeeping services? BooksOnSite provides 
SMEs in Sydney, Melbourne and Brisbane with professional onsite bookkeeping to 
manage your accounting needs. We act as your accounting department providing a 
range of accounting services to maximise your business efficiency. 
  

2 

 

http://mycareer.com.au/jobs/ melbourne/accounting/ bookkeeping/ 
 
Title: Bookkeeping Jobs in Melbourne Metro 
 
Description: MyCareer provides job search and employment opportunities in Australia. 
Search for jobs by location, job sector, industry or salary to find your dream job. 
 
  

3 

 

http://www.njmandco.com.au/ 
 
Title: Bookkeeping Melbourne | NJM  & Co Financial Solutions Pty Ltd 
 
Description: [No meta description available.] 

4 

 

http://www.eweb.com.au/ bookkeeping/melbourne_ bookkeeping.htm 
 
Title: Bookkeeping Melbourne, Bookkeeping Directory  - Melbourne Bookkeeping 
 
Description: Bookkeeping Melbourne, Melbourne Bookkeeping Directory  - Leading 
Bookkeeping Services in Melbourne, Australia 
  
 

5 

 

http://www.busyb.com.au/ enquiries.html 
 
Title: Bookkeeping Services  - Enquiries Page  - Busy Bee Bookkeeping, Melbourne 
Australia 
 
Description: Welcome to Busy Bee Bookkeeping on the Internet. Our principal focus is 
to support small business in maintaining meaningful and timely financial records. 
 

6 

 

http://www.tbst.com.au/ 
 
Title: MYOB Training Courses, Certificate IV Bookkeeping Training Melbourne  & 
Distance Learning Courses 
 
Description: tbst MYOB Training Courses  & Certificate IV Financial Services 
Bookkeeping has a wide range of Classroom  & Distance Learning Training Courses. 
All trainers are MYOB Certified Consultants with extensive experience in professional 
bookkeeping, MYOB troubleshooting and business management systems. 
 

7 

 

http:// melbourne.gumtree.com.au/f- Jobs-accounting-bookkeeping- 
W0QQCatIdZ18299 
 
Title: Accounting Jobs Melbourne  - Bookkeeping Jobs  - Gumtree Melbourne Free 
Classifieds 
 
Description: Search the very latest accounting and bookkeeping jobs and careers and 
other jobs for accountants and bookkeepers in Melbourne using the Gumtree 
Melbourne jobs classifieds. 
  

Ex
am

pl
e



 

 

 

 

 

 

 

 

 

 

 

 

 

 

8 

 

http://www.dlook.com.au/ business/1752327/Bookkeeping- Melbourne 
 
Title: Bookkeeping Melbourne in Camberwell VIC, an Australian Bookkeeping Services 
business on dLook 
 
Description: Bookkeeping Melbourne is a Bookkeeping Services business located in 
Camberwell 
 

9 

 

http://www.careerone.com.au/ melbourne-jobs/accounting/ bookkeeping 
 
Title: Bookkeeping jobs in Melbourne  - job search, career advice and employment 
information at CareerOne 
 
Description: Bookkeeping jobs in Melbourne, career advice and employment 
information provided by CareerOne. Our listings of bookkeeping jobs in Melbourne 
deliver the most relevant search results for job seekers in Australia. 
 

10 

 

http://www.marketonepbs.com/ 
 
Title: Transcription Services, Legal Transcription, Bookkeeping services, Medical 
Transcription, Tele Phone Answering, Transcribing, Typing, Document creation, Court 
reporting  - Marketonepbs 
 
Description: Market One Professional Business Services providing Outsourcing 
Dictation Services, Transcription Services, Bookkeeping services, Legal Transcription 
Services, Tele Phone Answering Services, Medical Transcription Service, Transcribing, 
Typing, Document creation, Court reporting, Digital Transcription Service, dictation 
transcription, Accounting Services Companies, payroll Service company, legal 
transcription, medical transcription outsourcing, medical transcription software, legal 
transcriptionist, Typist, Virtual Assistant, Call Center Service, Answering Service, 
dictation recording, Brisbane, Sydney, Melbourne, Australia 
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Back Linking 

Click on the following link to open a document containing a sample of inbound links to your website. 

http://www.businesswebworx.co.uk/links/sample 

 

This is because you will fail.  You have no links going to your website and it is not good enough we think you should 

do more.  Having discussed your target market at some length during our initial consultation chat, it is clear that 

although you know where you think you are best placed your competition would not agree with you.  We will ignore the 

fact at this point of how your website deals with these issues as it clearly does not have any relevance in its present 

format.  On examination of the competition and discussions on popular business forums, blogs and other social media 

sites that the emerging market is definitely within new businesses or businesses that areprofessional acumen.   At no 

point whilst reading the every small amount of text to I glean any knowledge as to what your company can actually 

offer me in the way of bookkeeping or accounting services.    The content as it is formatted at present does not 

indicate the services of your business that you are trying to convey to potential clients.  Your first priority should be to 

outline clear and precise services, whilst also examining your main. 

Bookkeeping in Melbourne links.  Just not enough This is no good because you will fail.  You have no links going to 

your website and it is not good enough we think you should do more.  Having discussed your target market at some 

length during our initial consultation chat, it is clear that although you know where you think you are best placed your 

competition would not agree with you.  We will ignore the fact at this point of how your website deals with these issues 

as it clearly does not have any relevance in its present format.  On examination of the competition and discussions on 

popular business forums, blogs and other social media sites that the emerging market is definitely within new 

businesses or businesses that are 

professional acumen.   At no point whilst reading the every small amount of text to I glean any knowledge as to what 

your company can actually offer me in the way of bookkeeping or accounting services.    The content as it is formatted 

at present does not indicate the services of your business that you are trying to convey to potential clients.  Your first 

priority should be to outline clear and precise services, whilst also examining your index page. 
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Social Media Popularity 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Website Links
  

Delicious 
 

0

Technorati 
 

0

Digg 
 

0

Stumbleupon 
 

0

Reddit 
 

0
 

Wikipedia 0
  

Google Groups 0
 

   
Youtube 0

  

Flickr 0
 

  
Total 0  
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Alexa Traffic Rank 

 

Search engines might look at web site usage data, such as the number of visitors to your site, to determine if your site 

is reputable and contains popular contents. The Alexa.com traffic rank is based on three months of aggregated traffic 

data from millions of Alexa Toolbar users and is a combined measure of page views and number of site visitors. 

Alexa.com Traffic Rank results  (the lower the better) 

   

 URL Alexa Traffic Rank 

Your Site http:// bookkeepingcentral.com.au/ Rank #5,956,145 

1 http://www.booksonsite.com.au/ Rank #1,033,235 

2 http://mycareer.com.au/jobs/ melbourne/accounting/ bookkeeping/  Rank #9,388 

3 http://www.njmandco.com.au/  Rank #1,063,899 

4 http://www.eweb.com.au/ bookkeeping/melbourne_ bookkeeping.htm  Rank #56,260 

5 http://www.busyb.com.au/ enquiries.html Rank #5,940,159   

6 http://www.tbst.com.au/ Rank #1,729,557 

7 http:// melbourne.gumtree.com.au/f- Jobs-accounting-bookkeeping- 
W0QQCatIdZ18299  

Rank #4,508 

 

8 http://www.dlook.com.au/ business/1752327/Bookkeeping- Melbourne  Rank #42,491 

9 http://www.careerone.com.au/ melbourne-jobs/accounting/ bookkeeping  Rank #8,637 

10 http://www.marketonepbs.com/ Rank #1,050,306 

 

Range 

 

4,508 to 5,940,159  (average rank: #1,093,844) 

 

Site 7 receives the most visitors out of the competitors. 

Site 5 receives the least number of visitors out of the competitors. 
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Traffic Overview 

 

Bookkeeping  Central is This is no good because you will fail.  You have no links going to your website and it is not 

good enough we think you should do more.  Having discussed your target market at some length during our initial 

consultation chat, it is clear that although you know where you think you are best placed your competition would not 

agree with you.  We will ignore the fact at this point of how your website deals with these issues as it clearly does not 

have any relevance in its present format.  On examination of the competition and discussions on popular business 

forums, blogs and other social media sites that the emerging market is definitely within new businesses or businesses 

that are 

Professional services are  At no point whilst reading the every small amount of text to I glean any knowledge as to 

what your company can actually offer me in the way of bookkeeping or accounting services.     

Date  Visits 

Saturday, August 1, 2009  0 

Sunday, August 2, 2009  0 

Monday, August 3, 2009  0 

Tuesday, August 4, 2009  0 

Wednesday, August 5, 2009  0 

Thursday, August 6, 2009  6 

Friday, August 7, 2009  13 

Saturday, August 8, 2009  16 

Sunday, August 9, 2009  18 

Monday, August 10, 2009  6 

Tuesday, August 11, 2009  16 

Wednesday, August 12, 2009 39 

Thursday, August 13, 2009  11 

Friday, August 14, 2009  19 

Saturday, August 15, 2009  6 

Sunday, August 16, 2009  6 

Monday, August 17, 2009  16 

Tuesday, August 18, 2009  15 

Wednesday, August 19, 2009 14 

Thursday, August 20, 2009  18 

Friday, August 21, 2009  13 

Saturday, August 22, 2009  7 

Sunday, August 23, 2009  11 

Monday, August 24, 2009  13 

Tuesday, August 25, 2009  8 

Wednesday, August 26, 2009 14 

Thursday, August 27, 2009  11 

Friday, August 28, 2009  14 

Saturday, August 29, 2009  6 

Sunday, August 30, 2009  7 

Monday, August 31, 2009 12 

Tuesday, September 1, 2009 10 
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Traffic Sources 

 

Direct Traffic Search Engines Referring Sites 

134 119 92 

0.3884058 0.344927549 0.266666681 

 

Sources Visits % visits 

(direct) (none) 134 0.388405797 

google (organic) 90 0.260869565 

flyingsolo.com.au (referral) 43 0.124637681 

yahoo (organic) 16 0.046376812 

bing (organic) 13 0.037681159 
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Keyword Traffic 

 

Keywords Visits % visits 

bookkeeper melbourne 21 0.176470588 

bookkeepingcentral 17 0.142857143 

bookkeeping 9 0.075630252 

bookkeeping services for builders in melbourne 7 0.058823529 

bookkeeping central 6 0.050420168 
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Referring Traffic Analysis 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Source Visits Pages/Visit 
Avg. 

Time on 
Site 

% New 
Visits 

Bounce 
Rate 

Visits 

flyingsolo.com.au 43 2.60 100.93 0.55 0.58 43 

freebusinesstips.com.au 11 3.81 124.54 0.88 0.45 11 

startlocal.com.au 10 8.1 304.5 1 0.2 10 

twitter.com 5 1.8 305 0 0.6 5 

us.mc246.mail.yahoo.com 5 4.8 1547 0.2 0.2 5 

facebook.com 3 1.67 12.67 0.67 0.67 3 

lookle.com 2 1 0 0.5 1 2 

11865.filter.ezanga.com 1 1 0 1 1 1 

abforum.org 1 1 0 1 1 1 

bookkeeping-basics.net 1 1 0 1 1 1 

cambodiafinancialreview.com 1 2 62 1 0 1 

cpafirms.com 1 2 22 1 0 1 

dcoulomb.info 1 1 0 1 1 1 

economicasset.com 1 1 0 1 1 1 

google.com.au 1 16 149 1 0 1 

mail.google.com 1 1 0 1 1 1 

onlymelbourne.com.au 1 2 14 1 0 1 

prestonbookkeeper.info 1 1 0 1 1 1 

shoppersdirectory.info 1 1 0 1 1 1 

sn113w.snt113.mail.live.com 1 2 151 1 0 1 
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Page Views 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Pages Pageviews % Pageviews 

/ 470 0.396290051 

/index.htm 133 0.112141653 

/bookkeeping-melbourne.htm 115 0.096964587 

/aboutus.htm 108 0.091062395 

/bookkeeping-for-tradesmen.htm 75 0.063237774 
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Marketing Review 

 

Having discussed your target market at some length during our initial consultation chat, it is clear that although you 

know where you think you are best placed your competition would not agree with you.  We will ignore the fact at this 

point of how your website deals with these issues as it clearly does not have any relevance in its present format.  On 

examination of the competition and discussions on popular business forums, blogs and other social media sites that 

the emerging market is definitely within new businesses or businesses that are 

professional acumen.   At no point whilst reading the every small amount of text to I glean any knowledge as to what 

your company can actually offer me in the way of bookkeeping or accounting services.    The content as it is formatted 

at present does not indicate the services of your business that you are trying to convey to potential clients.  Your first 

priority should be to outline clear and precise services, whilst also examining your main 

Internet marketing is relatively inexpensive when compared to the ratio of cost against the reach of the target 

audience. Companies can reach a wide audience for a small fraction of traditional advertising budgets. The nature of 

the medium allows consumers to research and purchase products and services at their own convenience. Therefore, 

businesses have the advantage of appealing to consumers in a medium that can bring results quickly. The strategy 

and overall effectiveness of marketing campaigns depend on business goals and cost-volume-profit (CVP) analysis. 

Internet marketers also have the advantage of measuring statistics easily and inexpensively. Nearly all aspects of an 

Internet marketing campaign can be traced, measured, and tested. The advertisers can use a variety of methods: pay 

per impression, pay per click, pay per play, or pay per action. Therefore, marketers can determine which messages or 

offerings are more appealing to the audience. The results of campaigns can be measured and tracked immediately 

because online marketing initiatives usually require users to click on an advertisement, visit a website, and perform a 

targeted action. Such measurement cannot be achieved through billboard advertising, where an individual will at best 

be interested, then decide to obtain more information at a later time. 

Internet marketing as of 2007 is growing faster than other types of media.[citation needed] Because exposure, 

response, and overall efficiency of Internet media are easier to track than traditional off-line media—through the use of 

web analytics for instance—Internet marketing can offer a greater sense of accountability for advertisers. Marketers 

and their clients are becoming aware of the need to measure the collaborative effects of marketing (i.e., how the 

Internet affects in-store sales) rather than siloing each advertising medium. The effects of multichannel marketing can 

be difficult to determine, but are an important part of ascertaining the value of media campaigns. 

Your competitor; Book Onsite uses to use newer technologies rather than traditional media. Low-speed Internet 

connections are another barrier. If companies build large or overly-complicated websites, individuals connected to the 

Internet via dial-up connections or mobile devices experience significant delays in content delivery. 

From the buyer's perspective, the inability of shoppers to touch, smell, taste or "try on" tangible goods before making 

an online purchase can be limiting. However, there is an industry standard for e-commerce vendors to reassure 

customers by having liberal return policies as well as providing in-store pick-up services. 

A survey of 410 marketing executives listed the following barriers to entry for large companies looking to market 

online: insufficient ability to measure impact, lack of internal capability, and difficulty. 

We suggest that initially your website participate in online business. Many consumers are hesitant to purchase items 

over the Internet because they do not trust that their personal information will remain private. Encryption is the primary 

method for implementing privacy policies. 

Recently some companies that do business online have been caught giving away or selling information about their 

customers. Several of these companies provide guarantees on their websites, claiming that customer information will 

remain private. Some companies that purchase customer information offer the option for individuals to have their 

information removed from the database, also known as opting out. 

Internet marketing requires customers to use newer technologies rather than traditional media. Low-speed Internet 

connections are another barrier. If companies build large or overly-complicated websites, individuals connected to the 

Internet via dial-up connections or mobile devices experience significant delays in content delivery. 
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From the buyer's perspective, the inability of shoppers to touch, smell, taste or "try on" tangible goods before making 

an online purchase can be limiting. However, there is an industry standard for e-commerce vendors to reassure 

customers by having liberal return policies as well as providing in-store pick-up services. 

A survey of 410 marketing executives listed the following barriers to entry for large companies looking to market 

online: insufficient ability to measure impact, lack of internal capability, and difficulty convincing senior management. 

Information security is important both to companies and consumers that participate in online business. Many 

consumers are hesitant to purchase items over the Internet because they do not trust that their personal information 

will remain private. Encryption is the primary method for implementing privacy policies. 

Recently some companies that do business online have been caught giving away or selling information about their 

customers. Several of these companies provide guarantees on their websites, claiming that customer information will 

remain private. Some companies that purchase customer information offer the option for individuals to have their 

information removed from the database, also known as opting out. 
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