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Personal & Company Background

Michael Michelini  迈理倪
• Grew up in NorthEast USA (New York)
• 3rd generation American born

– Grandparents from Italy, Russia, France, Canada
• First website in 1999
• Selling online since 2003
• Moved to China end of 2007

• Shadstone  Limited is an ecommerce company 
selling home & gift products B2C in USA
– Internet marketing office in Shenzhen, China
– Representative of USA internet & USA 

merchant  account companies



Attention Trading Co. & Factories!

• Build a dominating brand on the internet - Utilize SEM and 
SEO to generate inquiries and business cooperations.  

• The internet is a level playing ground where you can truly 
differentiate yourself from your competitors - use it to 
your advantage!

You make products – yes – BUT YOU PROVIDE A SERVICE!  • You make products – yes – BUT YOU PROVIDE A SERVICE!  
You’re not just another product in a B2B directory!  You 
are a brand!



Today Needs More than B2B Directories

Your 
Business .Business .

DON’T BE 
ANOTHER GUY 
WAITING FOR 

CUSTOMERS!!!



Today’s Agenda

• RESEARCH the market  keywords
– Identify & Target Your Market - Managing Cultural Differences -

China vs USA vs Europe style/feel, Building Trust - Think as your 
customer would

• OUTLINE Your Business (not just products)
– BUT YOU ARE ALSO A SERVICE.

• STANDARDIZE (clear package)
– Clear & organized - Sample,  payment, process

• CONVERT  visitors with landing pages• CONVERT  visitors with landing pages
– Landing page optimization - FORMS!!!!!!!!!!! secure checkout
– Newsletter list, build and manage it

• MEASURE  success with Analytics + defined CPL
– What’s a new lead worth? – calculation
– CRM – track leads and sales clerks performance

• OPTIMIZE Sales Channels  +/-
– Increase better channels, decrease dogs



Market Research – Understand Your Customer

• Keyword Research uncovers their thoughts & ideas!
• Content, product ideas, distribution ideas

By Keyword                                           or          By Website



Outline Your Business (more then products!)

• Take your keyword list AND GO CRAZYYYYYY!
• Convert your catalog into your website – I bet you have 

more on the catalog then your current website!
• List your products – of course!

– Use a shopping cart, even if you don’t sell B2C – to “feed” 
your products into the search engines.  (turn off buying)

• Discuss the manufacturing process
– Hit as many keywords– Hit as many keywords

• Materials
• Industry Specific acronyms

• Be an expert in the industry
– 1: drives traffic online
– 2: proves you KNOW WHAT YOU ARE TALKING ABOUT!

• Talk about seeking distributorship 
– TALK ABOUT YOUR TARGET MARKETS

• Discuss the opportunity in UK, USA, EU.



Example – Market Research with Keywords

Quick search by “mobile 
phones”
– Finding someone by 

mobile phone
– Directory of mobile 

phones
– When was mobile 

phone invented
– Brands

http://freekeywords.wordtracker.com

IDEAS:
• Make a page about brands, 

comparison.  
• Discuss new phone 

technology (locations)
• History of Mobile phone
• Rank for your competitors



Standardize Your Sales Pitch

• Create a standard sales / media kit
– Its probably in  your CATALOG – get it on  your website!
– What should new inquiries do?
– What do you want to receive from them?
– Sell a sample kit of your products!

Attract their Attract their 
attention to 
your SALES 

PITCH!



Convert Visitors with Landing Pages

• Quick, Simple, Direct
• Selling 1 thing

• RFQ (request for quote)
• Product Alerts
• General Inquiry for more info

• BE CAREFUL with forms
• Just get what you need.



Drive Traffic to this Landing Page
• 1st, get your head in the right mindset

– How much do you spend on B2B directories?
– How much do you spend on trade shows?
– How much do you spend printing catalogs?

• Put a healthy budget in testing your website with paid 
advertising.
– Add this to your monthly or yearly budget.
– Give it TIME – its going to take some experimenting.



Testing Your Pages!  A/B Testing (or multivariate)

A vs. BA vs. B

The internet allows you to TRACK EVERYTHING.
Even though this is only for PPC (paid advertising) you can use the 
results on your SEO (organic) pages throughout your website

Not just for this single page!
Find your best company logo
Product color
Next product to release



Measure Success with Ratios & Analytics

First, define your business, define 
your cost per lead value.

How much are you spending on 
marketing?

Determine which channels are the 
top performers.

Reduce/Eliminate Non Performers
Increase/Focus on Performers.

Trade shows

Directories

Money out
Increase/Focus on Performers.

Money in

On Site Promotion

Brand Building

Building Email List



CPL - Cost Per Lead

New 
Inquiries

Close 
Rate

Order 
Size

Inquiries

Avg Sale Gross Profit Overhead Margin

$100,000 $15,000 $10,000 $5,000

Budget Close Rate Cost Per Lead

$5,000 0.25%  (1/400) $12.50usd



Analyzing your Lead Cost

Different click rate, different conversion cost.

Will these 
turn a positive 
ROI?

$21/lead$21/lead

$15/lead

$7/lead

Every 
business 
different!



ROI - Return On Investment

First, TIME IS MONEY
Also realize this in your formula.
Website optimization takes time, 

and time is money.  Weather in-
house or outsourced.

Revenue -
Investment

ROI
Return on house or outsourced.

Investment

Return on 
Investment

Investment Sales R - I Divide As percent

$1,000usd $4,000usd $3,000usd 3,000/$1,000 3 X 100 = 300%



Measure & Optimize Your Channels

Marketing
Chanel

Cost # Inquiries Sales 
(Revenue)

ROI (return on 
investment)

Trade Shows 300,000
Booth, Travel, Staff

1,000 200,000 -33%

B2B Directories 
(Alibaba, 
GlobalSources)

50,000
Yearly 
Subscription

3,000 80,000 60%

PPC (Adwords) 12,000
1,000/mo

60 x 12 (720) 19,000 58%

Website 
Promotion 
(even in-house)

26,000
Time Value

300 30,000 15%

Social Media 29,000
Time Value

800 38,000 31%

Are you doing this?  Yearly, Monthly, Weekly? 
You need to monitor which channels bring the best business!



Case Study



Conclusion

• RESEARCH the market  keywords
– Identify & Target Your Market - Managing Cultural Differences -

China vs USA vs Europe style/feel, Building Trust - Think as your 
customer would

• OUTLINE Your Business (not just products)
– BUT YOU ARE ALSO A SERVICE.

• STANDARDIZE (clear package)
– Clear & organized - Sample,  payment, process

• CONVERT  visitors with landing pages• CONVERT  visitors with landing pages
– Landing page optimization - FORMS!!!!!!!!!!! secure checkout
– Newsletter list, build and manage it

• MEASURE  success with Analytics + defined CPL
– What’s a new lead worth? – calculation
– CRM – track leads and sales clerks performance

• OPTIMIZE Sales Channels  +/-
– Increase better channels, decrease dogs


