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Build It and They Will Come…  
Or Will They? 

 

 
 

You’ve probably heard it said a hundred times before… 

 
“Build it and they will come.” 
 

We’re talking about the premise that if you create something valuable 

and put it out there, people will be automatically attracted to it… 

 

That if you build a great product, a beautiful website or a useful service, 

the visitors and customers will somehow come flooding in all by 

themselves. 

 

Well, wouldn’t it be nice if that was true? 

 

Because the harsh reality, unless you happen to be extremely lucky 
or have some kind of pre-existing audience, is that people won’t 
just magically find you. 
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You can have the most brilliant product that’s ever existed, but it won’t 

just sell itself if nobody actually knows about it! 

 

People won’t just stumble upon your email newsletter or website landing 

page… 

 
You’ve got to go out there and work your ass off to get as many eyes 

and ears on your website, landing page, product, offer or channel as is 

humanly possible. 

 

In other words, you need traffic – and lots of it. 
 

Yes, it’s important to create – and keep on creating. In fact, that can be 

an effective traffic generation strategy in its own right (covered later). 

 

And yes, you should invest your time and energy into making your 

products, offers and promo pages as good as they possibly can be. After 

all, it’s usually much easier to sell something of quality because people 

aren’t stupid. 

 

But the main point is that it’s not enough on its own.  

 

If you want to build a successful online business, you need to be 

continually finding and attracting customers to your websites, offers and 

funnels – and that means generating traffic. 
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Traffic is the Lifeblood of Every Online Business. 
 

Without people landing on your sales pages, you won’t be able to sell 

your products or services. 

 

Without visitors ending up on your squeeze pages, you won’t be able to 

build your email list. 

 

In short, you won’t actually have a business unless you find reliable 

ways to generate traffic. 

 

And the more traffic you have, the more money you’ll usually make. 
 

Why is it that one person can create an amazing product and bring in 

just a handful of sales, while an established guru launches something 

similar (that’s possibly inferior) and yet sells hundreds or even 

thousands of copies? 

 

The difference is the second person understands how to get traffic – and 

as much traffic as they need. They know precisely where their audience 

hangs out online, and they can readily bring a steady stream of those 

people to their sales pages, landing pages, squeeze pages, blog posts 

or whatever else they want… on tap. 

 

In fact, successful marketers often spend the majority of their time on 

traffic, lead generation and marketing. 
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While the typical newbie spends six months creating a product and then 

sits there afterwards wondering how on earth they’re going to find 

people to buy it, the experienced marketer does it the other way around. 

They build an audience first and then create products to sell to them. 

 

So, traffic is critical… 

But not all traffic is created equal! 
 

If your offer is about dog training, it’s obvious to say that you don’t really 

want to attract people who are interested in fly fishing, right? Unless of 

course those people are ALSO interested in dog training! 

 

What you need is targeted traffic… A regular flow of people who are 

members of your ideal audience and are looking for just the thing you’re 

going to be putting in front of them. 

 

The good news? Traffic generation doesn’t have to be difficult or 

complicated – especially once you have a bank of effective strategies up 

your sleeve. 

 
And while there are no magic solutions, there are some great options for 

every budget, audience, and type of business. 

 

That’s exactly what we’re going to delve into inside this report. 
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Organic (free) or paid traffic? 
 

One of the first questions you might have is whether you should focus on 

free or paid traffic. 

 

Examples of free traffic would be things like posting on social media, 

producing a podcast, guest blogging, SEO (to get traffic from Google 

search results), etc. 

 

On the other hand, paid methods would include social media ads, 

Google ads, solo ads and retargeting campaigns. 

 

But which is best for your business? 
 

Well, the answer depends on so many different things like your budget 

and time availability, how quickly you want to see results, what you’re 

driving traffic to, its conversion rate, and so on. 

 

The reality is that driving traffic will either cost you time – or it’ll 
cost you money. 
 

Paid strategies like online ads enable you to potentially get hundreds or 

even thousands of people onto any web page extremely quickly – but 

the trade-off is you’ll need to spend money on the ads in the first place. 
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If your business has the infrastructure to support this (for example, a 

high converting sales funnel behind the front-end offer), then paid 

strategies can prove to be a HUGE shortcut to profit – but of course 

there’s some risk involved. 

 

If you’re just starting out and aren’t sure if your product or offer will sell 

yet (and/or perhaps don’t have much of a sales funnel behind it), you’ll 

likely want to tread carefully before splashing the cash on an ad 

campaign. 

 

On the other hand, if you know your funnel generates (for example) $2 

for every $1 you spend on advertising, you’d probably want to keep 

buying the clicks all day long, wouldn’t you? 

 

With paid traffic, it’s so important to track your numbers at all 
times. 
 

Meanwhile, free or organic traffic strategies remove the upfront risk and 

have the potential to send you visitors over the longer term – but they 

also tend to be much slower and more laborious. 

 

For instance, starting a blog or driving traffic through organic social 

media posts can be hugely effective, but you won’t be able to produce 

the instant traffic avalanche you could by running a paid ad.  

 

There are exceptions to this, of course. A piece of free content could go 

viral and quite literally take on a life of its own (although good luck if 

you’re relying on that as an actual strategy on its own) – or you could 
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use something like affiliate traffic (covered later) to do a launch and 

generate a flurry of sales from affiliate partners. 

 

For many people, the ideal scenario is to use a mixture of free and 
paid traffic strategies… 
 

For example, you might focus on SEO and content marketing to get 

people to your blog, which in turn channels people onto your email list 

and in front of your low-priced front-end products. 

 

At the same time, you might also use paid social media ads or solo ads 

to send people directly to your email sign-up page and start generating 

leads that way. 

 

Whatever you decide, you’ll want to get really clear on exactly WHO you 

are targeting and precisely where those people hang out online – and 

then having a well-defined strategy in place. 

 
Ultimately, there are no magic, one-size-fits-all traffic solutions that 
guarantee your online success – but there ARE plenty of different 
ways you can find traffic, starting today… 
 

Assuming you’re in a market/niche that’s profitable (i.e. has an 

audience), the people you’re looking to reach ARE out there. You just 

need to work out how best to find them – and hopefully this report should 

help with that. 
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One more thing… 
 

While traffic is critical to the success of any online business, it’s not the 

whole story. 

 

For example, you can generate thousands of highly targeted clicks, but 

you still won’t be successful if your offer sucks or your sales page fails to 

convert. 

 

Likewise, you won’t get great results if your audience is wrong and they 

just aren’t interested. 

 

This is probably an obvious thing to say, but it’s important to keep in 

mind as you digest the traffic generation strategies covered in this 

report. You need to see the bigger picture – of which traffic is just one 

element, albeit it an important one. 

 

In addition, try not to think of traffic generation as anything big or scary! 

It’s simply about finding your audience and directing those people to 

stuff they will be interested in. 

 

Many marketers say traffic is one of the biggest obstacles and 

roadblocks to building a successful online business, but it doesn’t have 

to be that way. 

 

Let’s get into it. 
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No Plan = a Plan to Fail! 
 
 

Before you get started, you really need to have a simple plan. 

 

You will want to get clear on the audience you are targeting so that you 

can then work out the best ways to reach that audience, and you will 

want to have some simple goals in mind so that you can measure your 

progress and success. 

 
In all honesty, it can be tempting to ignore this step or rely on guesswork 

alone – but it’s much better to do some basic groundwork and come up 

with a simple plan of action. After all, having no plan usually equals a 

plan to fail! 

 

1. It’ll help you focus your efforts 
 

There are loads of different traffic strategies out there, but the simple 

truth is that you probably can’t do everything, and neither should you try. 

It’s usually much better to concentrate on the methods and strategies 

that will be most effective for you and your offer/market/audience – and 

that means doing some research so that you can work out the best way 

forward. 

 

2. It’ll help you track and measure your success 
 

You need to know what you are aiming for and what success looks like 

for you. We also can’t overemphasize the importance of carefully 
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tracking your traffic metrics over time (for example with Google 

Analytics). By doing this, you’ll be able to see exactly what’s working, 

and what isn’t, and then tweak your traffic strategy to optimize your 

results as you go. 

Understanding Your Audience 
 

It goes without saying that if you want to reach your audience online, you 

need to know who they are and where they hang out. 

 

Carefully researching your audience will help you choose which traffic 

generation strategies to concentrate on, as well as helping you decide 

your approach to each strategy. You’ll be able to tailor your offer towards 

them and choose traffic strategies that will attract more of the people 

who are most likely to convert. 

 

• Who are they? What are their demographics?  

• What are their hopes/fears/goals/aspirations/pain points, etc?  

• What type of content resonates with them most? 

 

For the purposes of generating traffic, arguably the most important thing 

of all is… 

 

What are their online habits? Where do they hang out online? 
 
For example, which social media platforms do they use – and for what? 
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Someone might use Facebook in the evenings to keep in touch with 

friends and family – and Instagram to follow their favourite celebrities or 

find inspiration for their next travel adventure. At the weekends, they 

look to Pinterest to gather information for their next DIY project… 

 

Perhaps you’re targeting professionals, in which case your audience 

might be on LinkedIn. 

 

Likewise, maybe there are specific sites that are known by pretty 

everyone in your market/niche? For example, WarriorPlus or JVZoo for 

internet marketers. 

 

Researching Your Audience 
 

It pays to know as much about your audience as possible so that you 

can firstly find them and, secondly, build a campaign that appeals to 

them. 

 

Tools like Google Analytics, social media insights, and keyword research 

can provide a wealth of data about your audience and their behavior. 

 

In addition, don’t be afraid to ask your audience directly – for example by 

creating an online survey. This can sometimes uncover useful insights 

that may not be found from other sources. 

 

Be sure to also look at your competitors and other key players in your 

niche, market or industry. Consider what traffic sources and content 
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strategies they use – information that can be gathered using tools like 

SEMrush or Ahrefs. 

 

Goals/Objectives 
 

You also need to know what you are aiming for and have some clear 

goals in mind. From there, you can work out exactly how you might 

achieve those goals. 

 

For example: 

 

Increase traffic to my blog by 20% in the next 12 months 

• Utilize SEO, content marketing, and social media to drive more 

visitors. 

• Focus on high-intent keywords and optimize my pages and posts 

for the search engines. 

• Leverage social media content and influencer collaborations. 

 
Boost social media referral traffic by 30% in 6 months 

• Create engaging video and carousel content tailored for each 

platform. 

• Run targeted social media ad campaigns to drive clicks. 

• Collaborate with micro-influencers to expand my reach. 

 

Increase my email list by 2,000 Subscribers in the next 3 months 

• Drive targeted traffic to my lead magnet landing page by running 

Facebook ads. 
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• Optimize pop-ups and CTAs to capture more emails on my blog. 

• Use giveaways, exclusive content, and webinars to encourage 

signups. 

 

Drive 3,000 visitors to my product sales page over the next 30 days 

• Do a launch on WarriorPlus and recruit 30 high-quality affiliates 

• Run a paid ads campaign targeting relevant audiences. 

• Use retargeting ads to bring back past site visitors. 

 

Track Results and Adjust 
 

It’s so important to closely track your results as you go. 

 

If you spent $100 on a social media ad campaign to drive traffic to your 

email opt-in page but find that nobody is opting in, you’d probably want 

to stop the campaign pretty sharpish, right? 

 

On the other hand, you might find that your ad campaign is generating 

solid leads and producing a positive return on investment, in which case 

you might decide to increase spend and roll it out further. 

 

But the only way to know this is to closely monitor your stats. This might 

sound like an obvious point, but you’d be surprised at how many people 

overlook it. 

 

It’s easy to throw a load of mud at the wall and hope that some sticks – 

but that’s rarely a good idea!  



 

WEB TRAFFIC BREAKTHROUGH  17 

 

 

You’ll want to carefully track your key metrics such as: 

 

• Total Website Visits 

• Unique Visitors 

• Pageviews 

• Bounce Rate 

• Average Session Duration 

• Traffic Sources 

• Click-Through Rate (CTR) 
• Conversion Rate 

• New vs. Returning Visitors 

• Exit Rate 

 

Over time, you’ll begin to discover what’s working and what isn’t, which 

is when you can then start to ramp up your efforts and focus on the most 

effective strategies.  

 

Okay, with that said, let’s now get into some actual strategies!  
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Search Engine Optimization (SEO) 
 

 
 
Thanks to recent Google algorithm updates, it’s true that Search Engine 

Optimization (SEO) has got something of a bad press lately… 

 

But search engines remain a huge traffic source in 2025 – and as such 

SEO is something you’ll probably want to at least consider as you build 

your business. 

 

A couple of things to keep in mind: 

 

1. The SEO goalposts are constantly changing – and that’s pretty 

much always been the case since the beginning of the internet. In 

short, what worked well last week won’t necessarily work this one 

– but there are some fundamental things to keep in mind (see 

below). 
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2. You probably shouldn’t rely on SEO as your only traffic source. 

Rather, use it as part of your wider strategy and take the search 

engines into account as a basic principle as you create your 

content or update your website. 

 
Of course, we wouldn’t blame you if you ignored SEO. Many people do – 

and it’s possible to do so and still be successful! But, we don’t think you 

should… 

What is SEO? 
 

As you probably know, SEO is about optimizing your website and web 

pages for… well… the search engines. 😊 

 

In truth, it’s an absolutely massive topic, and a whole series of books in 

itself - but it does help to at least understand the basics. 

 

Broadly speaking, SEO can be divided into two main areas: 

 

1. On-page SEO: Optimizing the content of your website to help it 

rank better in search engine results – for example, inserting 

keywords into your content, optimizing meta tags, headers, 

images, etc. 
 

2. Off-page SEO: Making optimizations that are outside of your 

website – for example building backlinks to increase the authority 

of your domain, which is one of the factors search engines 

consider when ranking your website. 
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SEO Traffic 
 
When we talk about SEO traffic (or ‘organic traffic’), we’re simply 

referring to the people who come to your website from organic search 

results. I.e. The main search results – not the paid or ‘sponsored’ ads 

that might also appear when making a search.  

 
The great thing about search traffic is that it’s free and can provide long-

term results. Content that ranks well can often send you targeted traffic 

for months or even years. 

 

What’s more, the people who find you through searching for a particular 

term are often highly likely to be interested in your content, products and 

services. After all, they searched for something related to your 

business/topic/niche, meaning there can be great potential to turn them 

into customers or clients. 

 

The downside? It’s very much a long-term game – and as we just 

mentioned, it’s a complex field with goalposts that are constantly 

changing. 

 

Generating SEO Traffic 
Find and Target Relevant Keywords 
 
A core part of SEO involves finding the keywords that are relevant to 

your website/business and then optimizing your website for those 

keywords and creating additional content (e.g. blog posts) around them. 
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You’ll need to start by doing some basic keyword research. 
 

There are many different tools out there that can help with this – from 

Google’s Keyword Planner to paid SEO tools like SEMRush and its 

Keyword Magic Tool. 

 

Begin by looking at broad terms that might be related to your 

business/market/niche (e.g. “fly fishing”) and then looking at related 

keywords. 

 

One way to come up with potential keyword idea is to simply enter a 

term into Google and see what suggestions it comes up with. 

 

For example, “fly fishing” might lead us to “fly fishing tips” and then “fly 

fishing tips for beginners” + “fly fishing tips for smallmouth bass” and so 

on. 
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From there, you can use SEO tools to find out estimated monthly search 

volumes (the number of people who are searching for those keywords), 

and a rough gauge of the competition.  

 

In an ideal world, you’d want (relevant!) keywords with high volumes and 

low competition – but of course those aren’t always easy to find.  

 

Often, you’ll be looking at long-tail keywords (search phrases of 3 to 5 or 

more words), rather than short-tail keywords (one or two words). The 

latter usually have much higher search volumes but are also often 

incredibly competitive. 

 

Think About Search Intent 
 
 
Whenever you are looking at any keyword, you should also keep in mind 

the likely search intent. 

 

For example, someone searching for “fly fishing tips” is looking for 

informational content. They want to know how they can improve their fly-

fishing results. 

 

On the other hand, someone searching for “best fly fishing rods” might 

be looking to make a purchase. 

 

Once you know their likely intent, you can then create content that 

matches it. 
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Producing Content 
 

As an online marketer or business owner, one of the most important 

parts of SEO will be ensuring any content you publish is optimized for a 

few key things: 

 

Title Tag 

 

This is simply the title of your webpage used by search engines and web 

browsers. You’ll see it appear as the main title in search results and at 

the top of your browser window. 

 

The main aim of your title tag is to persuade people to click on your 

page, so make it unique, descriptive and include your primary keyword. 

As a general marker, try to keep it under 60 characters so that it’s clearly 

visible in search results and all devices. 

 

 
 

Meta Descriptions 

 

The meta description appears immediately below the title tag in the 

search results and adds more information about the page. 
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Again, the aim is to encourage users to click on the result – so include 

your primary keyword and make sure it doesn’t exceed 150-160 

characters so that it displays on all devices.  

 
Header Tags (H1, H2, H3) 
 

Moving onto the page itself, the header tags (H tags) are there to 

structure your content. It might be helpful to think of them as like a 

book… 

 

The H1 is the title, the H2 tags are the chapters, the H3s are the 

subheadings, and so on. 

 

On a web page, the H1 tag is the main title of the page/post and should 

include the main keyword and accurately describe the page's content. 

Then, the H2 and H3 tags are for subheadings. 

 

Image Optimization 

 

It’s also a good idea to optimize page images for search.  

 

Firstly, each image should have a Title tag and description, which helps 

search engines understand what the image is about and can include 

keywords. Secondly, each image should also have Alt Text (short for 

alternative text), which appears if an image fails to load and is also used 

by screen readers. 
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In addition, don’t forget to compress images and optimize their sizes to 

help them load faster. Page speed is another factor affecting rankings, 

so it’s important to make sure your website is as fast as possible.  

 

Think Helpful, High-Quality Content 
 

One of the main things to keep in mind is that search engines are 

looking to provide their users with high-quality content – so make sure 

that your website/blog post/article etc provides just that. 

 

While it’s important to take SEO into account, content should 
primarily be created for humans, not robots or search engine 
algorithms! 
 
Long gone are the days when successful SEO was about keyword 

stuffing (remember that?), or just posting as much content as possible 

without giving much thought to quality or value. 

 

So, make sure that anything you publish is useful and leaves the visitor 

equipped with more information than they had before they landed on 

your page. 

 

Your content needs to be engaging and super relevant to the topic. Yes, 

optimise your content with keywords… But incorporate them naturally 

and NEVER stuff them. 
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Link Building 
 
One of the ways search engines decide how reputable and authoritative 

a website is (and hence how high to rank it) is to look at internal and 

external links. 

 

You can use internal linking to link to related pages on your own 

website – for example a blog post that talks about growing healthy plants 

and includes a link to another of your blog posts talking specifically 

about watering and feeding. 

 

In addition, you might consider building external backlinks (links from 

other websites that signal how much authority you have on the subject).  

 

You can do this by reaching out to other blogs in your 

industry/market/niche and creating content for them (e.g. a guest post), 

which then links back to your website. 

 

Other Ideas for Boosting Your SEO 
 
 

• Improve your page speed – by utilising caching, making sure 

images are correctly sized, using a lightweight WordPress theme, 

limiting plugin use, etc. 

• Prioritize the user experience – by making sure your website is 

easy to navigate, looks good on mobiles and tablets, doesn’t have 

content that jumps around the page, etc. 
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• Keeping your website up to date – by regularly posting fresh 

content and keeping your site updated. Remember: SEO is a long 

game and requires sustained effort over time! 

 

Ultimately, some marketers are obsessed by SEO, while other people 

hate it and find it to be an impossible thing to master. 

 

Whichever side of the fence you sit in, searches engines are still one of 

the main ways people find websites, businesses and products. SEO 

remains a key tactic for generating traffic and increasing your online 

visibility, but it’s only one part of the puzzle. 
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Content Marketing 
 

 
 

As the name suggests, content marketing involves creating valuable 

free content that attracts your ideal audience and then points them in the 

direction of your offers, products, services, etc.  

 

Think: 

 

• Blogs 

• Videos 

• Infographics 

• Reports, ebooks and whitepapers 

• Podcasts 

• Free courses 

 

And so on. 
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Of course, content marketing is linked with SEO (see the previous 

chapter) and creating content that ranks in the search engines, but it 

goes much beyond on that and is very much a topic in its own right. 

 

Sharing valuable content (and emphasis on the word ‘valuable’) is an 

amazing way to generate traffic to your websites and offers while also 

building a great relationship with your audience. 

 

Consider the following scenario… 

 

Imagine you need information about starting an Etsy store and you come 

across a fantastic YouTube video that provides a ton of valuable 

content…  

 

This is really top-notch stuff and leaves you buzzing with ideas. 

 

In the video, the vlogger recommends that you go to her website and 

download a free report she has created which outlines some of the 

concepts in the video in more detail. 

 

You’re already impressed and go to her landing page, download the 

report (at which point you’re also added to her email list), and proceed to 

read it… 

 

Just like the video, the content is amazing! 
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Over the next few weeks, you begin receiving almost daily emails 

promoting her other content and paid products. You divulge these emails 

regularly and get excited when you receive a notification that she’s 

published a new YouTube video. 

 

“Wow, this person really knows her stuff!” 

 

But naturally you’re hungry for more. 

 

What you really need is a full step-by-step guide if you’re going to 

master this Etsy thing… 

 

At which point you decide to buy her $197 online course. 

 

Now you’ve become a buyer – and you’re well on your way to becoming 

a loyal fan… 

 

So, when you then get offered the chance to join her personal coaching 

program, it’s pretty damn hard to resist.  

 
Do you see what’s happening here? 
 

In fact, you’ve likely been through the above situation many times 

yourself. 

 

Content marketing can work like you wouldn’t believe. You just need to 

be tuned into exactly what your audience wants and have the ability to 
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create high quality content that will match or even exceed their 

expectations. 

Content You Could Create 
 

Some ideas to get you started: 

 

Blog Posts 

Write informative and engaging articles on topics relevant to your 

audience. Bonus point if you can make them in-depth (think ‘the 

complete guide to X’ rather than ‘3 tips for X’) 

 

Infographics 

Ideal for presenting complex data or processes in an easy-to-understand 

format, making your content shareable. 

 

Videos 

Everyone loves videos! Think high-quality videos such as tutorials, 

product demos, or behind-the-scenes looks. 

 

Case Studies 

Don’t just tell people what you can do… Show exactly how you’ve 

helped others by developing detailed case studies showcasing 

successful projects or client experiences. 
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Ebooks and Whitepapers 
Offer comprehensive guides or reports that provide in-depth insights on 

industry-related topics, which can be used to capture leads for email 

(remember our earlier example). 

 

Podcasts 

Podcasts are hugely popular and build huge audiences if they’re done 

right. Plus, you can be a guest on other podcasts for even more free 

exposure and traffic. 

 

Webinars 

Host live webinars to educate your audience on specific topics, answer 

questions in real-time, and generate leads through registrations. 

 

Social Media Posts 

Of course, social is a huge part of the content marketing mix in 2025. 

Share tips, behind-the-scenes glimpses, user-generated content, news 

and more. 

 

User-Generated Content 
Encouraging your audience to create and share their own content such 

as reviews, testimonials, or social media posts etc is an amazing way to 

build community and trust. 
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Repurposing Your Content 
 

Don’t forget that the content you create can often be repurposed into 

other formats... 

 

For example, you might turn one of your YouTube videos into a written 

report – or convert an eBook into a YT video, which you then share on 

social media. 

 

It’s often possible to repurpose content multiple times by adding to it or 

turning it into other media types. This is a great way of maximizing your 

efforts and ensuring you get as much exposure as possible while 

tapping into people’s content preferences.  

 

Content Creation in the AI Age 
 

The good news is that content creation is arguably easier than ever 

before in 2025, all thanks to the power of AI… 

  

Does this mean you can just type a few prompts into ChatGPT, copy 

and paste the content it generates and put it out there on the internet? 

 

Well, many people indeed DO that – but it’s not the way to go about it 

longer term. 

 

Firstly, you need to perfect your prompts and be as detailed as possible. 
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For example, just telling the AI to “write a 500 word article on content 

marketing” probably won’t give you a great result. 

 

A much better prompt might be: “Write a 500 word article on content 

marketing. My audience is internet marketers and solopreneurs who are 

selling digital products. Start by explaining why content marketing is 

great for these people and outline 5 different methods they can use, with 

a short paragraph for each. Use first person tense and make the content 

enaging.” 

 

That’s just an example – but do you see the difference? 

 

The second important point is that you should never just use what AI 

produces without editing it first… 

 

Edit the content to improve flow. Make it personal to you by adding your 

own thoughts and opinions. 

 

AI content doesn’t have to be bland, boring and generic – but it certainly 

will be if you don’t take on board the above advice. J 

 

Distributing Your Content 
 

To kickstart your efforts, consider where your audience hangs out and 

make sure you’re sharing your content in those places. 

 

For example, you might: 
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1. Share your content on social media platforms like Facebook, 

Twitter, LinkedIn, Instagram, Pinterest, etc. 

2. Send your content to your email subscribers (See later sections of 

this report). 

3. Consider guest blogging by writing articles for other sites in your 

market/niche. 

4. Upload videos to platforms like YouTube, Vimeo and TikTok. 

5. For podcasts, make sure you are present on leading platforms like 

Apple Podcasts, Spotify and Stitcher. 

6. Submit your content to aggregators like Medium and 

GrowthHackers. 

 

There are also other less-obvious ways of getting your content out there 

– e.g. press releases. It all depends on the market/niche you are in and 

who you are trying to reach. 
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Email Marketing 
 

 
 
The golden rule of internet marketing is that ‘the money is in the list’ – 

and it’s still very much the case in 2025. 

 

For anyone running an online business, an email list means traffic 
on tap… 
 
Launching a new offer? Send out a quick email to your subscribers and 

watch as the clicks and traffic come in. 

 

Want eyes on your latest video? Tell your subscribers about it and start 

generating views almost instantly. 

 

An email list is worth its weight in gold because it means you can 

instantly contact your audience at any time, without relying on a social 

media algorithm to actually show it to your audience, or worrying that the 



 

WEB TRAFFIC BREAKTHROUGH  37 

 

platform will close down your account because they took a dislike to 

something you posted. 

 

Of course, you’ll need to build your list before you start capitalizing on 

the many amazing things email marketing can do for your business… 

Building an Email List 
 

Again, this is a whole book in itself – but let’s cover off the essentials. 

Your Lead Magnet 
 

Firstly, you’ll need a freebie that you’ll give away to entice people to opt 

in. This is by far one of the most important parts of list building – so be 

sure to spend time getting this right.  

 

The key here is to ensure it’s something truly valuable to your audience. 

This will help you to pull in as many subscribers as possible. 

 

Your lead magnet could be many different things: 

- A free report 

- An online course 

- Video series 

- Checklist or cheat sheet 

- A free trial, product discount, etc 

 

Think about what YOU would sign up for yourself… 

 

What is your audience hungry for? 
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If you can find out and then GIVE it to them, you’re already halfway there 

to building a profitable email list. 

Your Landing Page – or Squeeze Page 
 

The other critical element of list building is your landing page (often 

called a squeeze page). 

 

This is where you tell people about what you are offering and show them 

your opt-in form so they can join your list. 

 

The ONLY job of your squeeze page is to persuade as many people as 

possible to sign up and hand over their email address, so it’s really 

important to think about how you present your offer and ensure the page 

is as compelling as possible. 

 

Most squeeze pages sit entirely on their own – ie. they aren’t part of your 

main website, so there’s no additional navigation, etc. This keeps people 

focused on your free offer without any distractions. 

 

A typical squeeze page might look like this: 
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Here, we have a main headline (arguably the most important part of the 

whole page), plus more information about the freebie and the all-

important opt-in form. You’ll also need a link to your privacy information, 

so be sure to carefully research the legal requirements in your 

country/region. 

 

Before you start working to send large volumes of traffic to your offer, it’s 

vital to make sure your squeeze page does its job and converts – I.e. A 

decent percentage of people who land on decide to opt-in and join your 

list. It’s so important to track your stats and test! 

 

While there are many factors affecting your conversion rate, some of the 

most important things are: 

 

• The offer itself – i.e. It must be something your audience actually 

wants. 

• Page design – Does it look professional? 
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• Copywriting – How well is the offer explained? Do the words do a 

good job of communicating the benefits of signing up? 

• Graphics – e.g. Including a professionally designed ecover 

graphic. 

 

You may even want to create multiple versions of your squeeze page 

and then test them against each other to see which one converts best – 

sometimes called an A/B test. 

 

Other Things You’ll Need 
 

While there’s no time here to cover the techy side of setting everything 

up, you’ll also need an autoresponder to manage your email list (e.g. 

GetResponse, Aweber, ConvertKit, MailerLite, etc), and a way to deliver 

your lead magnet to your subscribers (e.g. a download page). 

 

Getting Traffic to Your Offer 
 

Email marketing is the perfect way to build your audience and generate 

traffic on tap, but first you’ll need to kickstart your efforts. 

 

There are many different ways to do this (and many covered elsewhere 

in this report), but here are some ideas to get you started… 

 

Social Media Posts 
 
Tell people about your lead magnet on your social media accounts.  
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Be sure to also put it in your profile and include the URL of your landing 

or squeeze page so that it’s one of the first things new visitors see when 

they find your account.   

 

Run Paid Ads 
 
If you want instant traffic to your landing page, you might also consider 

running paid ads – for example, Facebook Ads, Google Adwords, etc.  

 

In the internet marketing niche, Solo Ads are one of the most used 

tactics – where you pay another marketer to promote your offer by email 

and send a certain number of clicks to your page. You can use a 

platform like Udimi to find solo ad sellers – or just contact other vendors 

in your niche and ask if they’d be willing to sell you a solo. 

 

Ad Swaps 
 
This technique seems to have faded in popularity somewhat over the 

last few years, but it can still be an effective way of getting traffic to your 

squeeze page.  

 

Essentially, an ad swap is an exchange of links. Your ad swap partner 

sends out details of your free opt-in offer to their email subscribers – and 

you do the same for them in return.  

 
 
 



 

WEB TRAFFIC BREAKTHROUGH  42 

 

Guest Blogging 
 

Another great idea is guest blogging, where you contribute guest posts 

to niche-related blogs and include a link to your lead magnet as a 

valuable resource for their readers. 

 

Reach Out to Influencers 
 
In a similar way, why not reach out to influencers in your niche and see if 

you could strike a deal for them to tell their followers about your lead 

magnet? 

 

Create Videos 
 
Create valuable video content and then direct viewers to your landing 

page where they can download your freebie offering additional (useful!) 

information. 
 

Driving Traffic Through Email Marketing 
 

So, you’re hopefully now building your list… 

 

Next, let’s turn to using your list to generate traffic on tap – whether 

that’s clicks to your own products or services, affiliate offers, or content 

you are posting to build engagement.  
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Craft Compelling Subject Lines 
 

The first step to generating traffic from your shiny new email list is 

ensuring that your subscribers open your emails… and key to that is 

your email subject lines. 

 

In short, the subject line is the gatekeeper. An intriguing, clear, and 

relevant subject line will increase your open rates, leading to more traffic 

from your campaigns. 

 

How to do it? 

 

Create Curiosity and Urgency 
 
Create subject lines that pique curiosity without being clickbait. For 

example, "5 Surprising Ways to Boost Traffic—#3 Will Shock You" or 

"Time-Sensitive Offer: Only 24 Hours Left!"  

 

These tap into the fear of missing out (FOMO), which is a strong 

motivator. 

 

Personalisation 
 
Use subscribers’ names or personalized content that speaks to their 

specific interests. For example, subject lines like “John, This Strategy 

Could Double Your Traffic” show a personal touch that resonates with 

readers. 
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A/B Testing 
 
Continuously test different subject lines to see what resonates most with 

your audience. Use insights to refine your approach and optimize for 

higher open rates. 

 

Create Engaging Email Content 
 

Once the email is opened, the content inside should be engaging 

enough to keep the reader interested and, most importantly, encourage 

them to click through to whatever you are promoting.  

 

Here’s how to do that… 

 
Clear Call-to-Actions (CTAs) 
 
The CTA is the most critical part of any email designed to drive traffic. 

Use clear, action-oriented language such as “Read the Full Article,” “Get 

Your Free Guide,” or “Shop Now.” Make sure the CTA stands out 

visually, either through a bold button or hyperlink. 

 

Benefit-Driven Copy 
 
Instead of just explaining what the reader will find by clicking through, 

focus on the benefits they’ll receive. For instance, instead of saying 

“Check out our latest blog post,” frame it as “Discover how to double 

your website traffic in 30 days.” 
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Short and Scannable 
 
People receive a lot of emails, so keeping your message concise is 

critical. Make it easy for readers to scan through and find the key points. 

Use bullet points, subheadings, and short paragraphs to break up 

content and lead readers toward the CTA. 

Leverage Automation for Traffic 
 

Email automation is an incredibly powerful tool to generate consistent 

traffic from your list. With the right sequences in place, you can drive 

visitors to your website without needing to manually send emails every 

time. 

 
Welcome Autoresponder Series 
 
When someone subscribes, send a series of emails over a few days or 

weeks introducing them to your brand, content, and offers. You can set 

this series to lead them to your most valuable content pieces, blog posts, 

or products, not only nurturing new subscribers but also sending regular 

traffic to your site. 

 

Lead Nurturing Sequences 
 
For people who didn’t take action the first time, creating nurturing 

sequences that provide more information, testimonials, or case studies 

can work to lead them back to your site when they are ready. 
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Abandoned Cart Emails 
 
If you sell products, abandoned cart emails are a great way to recapture 

lost sales. By sending a reminder email, often with a special offer or 

discount, you can recover revenue and drive traffic back to your product 

pages. 

 

Use Exclusivity to Drive Clicks 
 

One of the main advantages of email marketing is its ability to create a 

sense of exclusivity. Subscribers should feel like they’re getting 

something special that others aren’t, which not only strengthens the 

relationship but also drives traffic. 

 

For example, you might provide exclusive content or offers. Whether it's 

early access to a sale, a limited-time offer, or a special bonus, this sense 

of exclusivity can push subscribers to click through. 

 

Frequency & Timing of Emails 
 

This one is easy to overlook, but the frequency and timing of your emails 

can have a significant impact on how much traffic they generate. Too 

many emails can lead to burnout, while too few may lead to 

disengagement… 
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We’ve all signed up for something and then not heard from the marketer 

for weeks or months, by which time you’ve completely forgotten who 

they are! 

 

If you can, try to experiment with different email frequencies to find the 

sweet spot for your audience. Some lists respond well to daily emails, 

while others may prefer weekly or bi-weekly content. 

 

Top Tip: You can also use analytics to determine when your audience is 

most active and schedule your emails for those times. Some 

autoresponders even include this as a built-in feature taken from your 

previous email metrics, which is handy and cuts out any guesswork. 

 

Consistent Value to Build Long-Term Traffic 
 
The real key to sustained traffic from your email list is consistently 

providing value. If your emails regularly offer helpful, relevant content, 

subscribers will look forward to them and continue engaging. 

 

At the same time, don’t be afraid to promote stuff. After all, you’re in this 

to make money, right? 

 

Most marketers agree that email marketing is pure gold – and for some 

people, email literally IS their entire business… 

 

Ignore email at your peril! 
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Affiliate Traffic 
 

 
 

If you’ve got your own product to sell, one of the best ways to get people 

in front of it (and explode your sales!) is to open it up to affiliates and let 

them promote your offer in return for a percentage of each sale. 

 

We love this strategy because the affiliates basically do all the hard 

work for you and send you traffic without you needing to do anything 

further. 

 

Of course, there’s work involved to get those affiliates on board in the 

first place (covered shortly). But isn’t it worth it if some of those affiliates 

could send you large volumes of sales on an ongoing basis? 

 

All you need to do in return is give up a percentage of each sale they 

send you. 
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And there’s also another great thing about affiliate traffic… 

 

It allows you to build your email list for free. 

How it Works 
 

1. You create a low to medium priced digital product (e.g a $12 report 

or $17 video course), perhaps with additional upsells to increase 

value. 

2. Offer affiliates 75% commissions (or higher) on the frontend 

product, and then 50% or 25% on any upsells. 

3. Set up your email autoresponder so that buyers are automatically 

added to your email list when they make a purchase. 

4. Get high-quality affiliates on board to promote your offer. 

 

It might be different in other niches – but that’s a common setup in the 

internet marketing niche. 

 

Obviously, if you’re giving away 75% of sales in affiliate commissions 

then you aren’t going to make a huge upfront profit from doing this 

(although you can boost your income by offering a lower percentage on 

backend products). 

 

But that’s not really the point… 

 

The REAL point is you can make a little money upfront while building 

your email list for free and getting subscribers onto it, where you can 

then send them your future products and offers on an ongoing basis. 
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Remember, having an email list means traffic and sales on tap! 

Getting Affiliates on Board 
 

By the way, you might be wondering why you’d give away 75% in 

commissions on your front-end product… 

 

(Some people even offer 100% on digital products) 

 

The simple answer is that it makes your offer as attractive as possible to 

potential affiliates and thereby encourages as many of them as possible 

to promote your offer. 

 

In short, you’ve got to make it worthwhile for affiliates to promote, 

otherwise you’re not going to get much interest. 

 

(Try offering 10% on a digital product and you likely won’t persuade 

many affiliates, if any, to get on board). 

 

Of course, things are a little different when talking about physical 

products which have a manufacturing cost, etc. For such products, it 

probably wouldn’t be practical to offer such large commissions because 

you’d lose money hand over fist. 

 

But in the world of digital products like online courses, ebooks, videos, 

etc (which is what we’re primarily focused on in this report), be aware 

that affiliate commissions in the 50-100% range are quite common. 
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So, how do you find affiliates to promote? 
 

One of the best ways is through affiliate platforms themselves – for 

example, WarriorPlus or JVZoo. 

 

Once approved, you will be listed in their marketplace and be able to be 

found by affiliate partners who are actively searching for high-quality 

products to promote. 

 

You can also promote your product and affiliate program in various 

different ways, such as: 

 

• Listing your launch on sites like MunchEye (if you’re in the internet 

marketing or ‘make money online’ niche) 

• Promoting your launch in social media groups – e.g. Facebook 

groups for affiliates or related to your niche 

 

Promo Materials 
 

One of the best things you can do is also to provide your affiliates with 

done-for-you promo materials.  

 

For example: 

 

• Ready-made email swipes 

• Promotional graphics and banners 
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• Done-for-them social media posts 

• Details of your sales funnel structure – and the % commission you 

are offering affiliates on each element 

 

If you can, provide all this for your affiliates on a simple JV page (or 

document), including a prominent button so they can easily sign up for 

your offer. 

 

 
 

In short, it’s about making it as easy and attractive as possible for 

affiliates to promote your offer… 

 

• Offer an attractive % on your front-end offer 

• Setup a JV page with details of the offer 
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• Provide ready-made sales materials so that your affiliates can 

promote without needing to do loads of work (Hint: many affiliates 

are lazy!) 

 

There’s work involved in this method (especially if you’re creating a paid 

product for the first time), but if you’re involved with digital marketing it 

can be a hugely powerful and effective way of generating traffic on tap 

while letting affiliates do most of the work AND building a buyers list.  

 

Pretty cool, right? 
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Organic Social Traffic 
 

 
 

Let’s face it, we can’t write a report on traffic generation without covering 

social media! 

 

Whichever market you are in, social is one of the biggest traffic sources 

you could possibly imagine, with literally billions of users across the main 

social media platforms bringing the potential for almost unlimited traffic. 

 

And of course there’s the viral aspect, too. Produce high quality content 

and people will share your content, bringing the potential of reaching a 

huge audience. This might not be thousands of people immediately 

(unless you happen to strike lucky), but it will get your content in front of 

the right people if you do it in the right way. 
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Choose the Right Platforms 
 

We’re all familiar with the main social media platforms like Facebook, 

X/Twitter, TikTok, LinkedIn, Instagram and so on… 

 

But the key is selecting the platforms that are the most suitable for 
you and your audience. 
 
Basically, you don’t have to be on every platform – and neither should 

you try to be, because otherwise you’ll spread yourself very thin and 

waste time targeting places your audience isn’t present. 

 

So, the first question you should ask yourself is: Where does your 

audience gather? 

 

Facebook 
 
Facebook has a very broad user base, albeit with a declining younger 

audience and a growing older demographic (45+).  

 

As you probably know, it’s widely used for connecting with family and 

friends, attracting users who go there to keep up with social 

engagements, news, local events and more.  

 

For us marketers, it has a wide-ranging appeal and allows us to target a 

huge audience made up of all walks of life. 
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Instagram 
 
Instagram is most popular among younger adults and teens (18-34). It 

focuses on visual content – photos, videos, and stories – catering to 

influencers, creators, and lifestyle brands.  

 

Traditionally, Instagram excels with fashion, beauty, fitness, and travel-

related content – which is probably what you would expect from a 

platform built around images. It has a strong appeal for those seeking 

aesthetic-driven content, personal branding, and influencer-driven 

marketing. 

 

TikTok 
 
TikTok is dominated by Gen Z (16-24) but is gaining users in older age 

groups. 

 

It thrives on short, viral video content and trends, particularly in music, 

dance, humour, and challenges, appealing to younger users who enjoy 

entertainment and shareable moments.  

 

TikTok is ideal for influencers, creators, and brands looking to connect 

with younger, highly engaged audiences, so for many it’ll be one to keep 

your eye on… Providing you can access it, of course. J 
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X/Twitter 
 

X, formerly known as Twitter (who still calls it that?), attracts a diverse 

demographic, typically adults aged 18-49, with a strong presence of 

professionals, politicians, journalists, and activists.  

 

As it always has been, X remains widely used for real-time news, 

politics, and public discourse. The focus on short-form content (although 

posts can now be longer for paid subscribers) and immediate interaction, 

make it popular for discussions, breaking news, and customer service.  

 

LinkedIn 
 

If you’re targeting businesses and business professionals, LinkedIn is 

likely to be very high on your priority list. 

 

It’s a career-focused platform used for networking, recruiting, industry 

insights, and personal branding, making it particularly important for B2B 

marketing, professional development, and corporate engagement. Its 

audience includes executives, entrepreneurs, freelancers, and those 

pursuing career advancement. 

 

Snapchat 
 
Snapchat primarily appeals to teens and young adults (13-24), with a 

strong focus on ephemeral messaging, augmented reality (AR) filters, 

and stories.  
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It’s used for personal communication and playful content sharing, with 

the platform’s casual and creative nature making it a favorite for a 

younger audience seeking fun interactions. 

 

Pinterest 
 
Pinterest is popular among women (18-49), particularly for inspiration in 

areas like home decor, fashion, beauty, and food.  

 

The platform functions as a discovery tool, where users "pin" ideas to 

boards. It’s often used for planning and creative projects, making it 

valuable for businesses in lifestyle, DIY, and ecommerce looking to tap 

into aspirational consumer behavior. 

 

YouTube 
 

YouTube caters to a wide demographic, ranging from teens to older 

adults, and is one of the most popular platforms globally. It’s used for 

video consumption, covering entertainment, education, tutorials, and 

vlogs. YouTube appeals to both creators and consumers, and its ad 

platform is a key tool for businesses looking to reach broad or niche 

audiences. Influencers, brands, and educators thrive here. 

 
 
 
 
 



 

WEB TRAFFIC BREAKTHROUGH  59 

 

Optimize Your Social Profiles 
 
Once you’ve worked out the best places to focus your efforts, you’ll want 

to establish a strong and professional presence on those platforms – 

and that begins with optimizing your profile. 

 

For example: 

 

• On Instagram, use the bio link to direct followers to a landing 

page, blog post, or special offer. 

• On Twitter, ensure your website link is visible and include CTAs in 

your pinned tweet. 

• On Facebook, use the “About” section to include important links 

and update it regularly with promotions or content. 

 

Content is King! 
 
Effective content is at the heart of any successful social media marketing 

plan. It’s not just about posting random content; it’s about consistently 

delivering valuable, engaging, and shareable content that resonates with 

your audience. 

 

So, AI content is great – but don’t forget the personal touch! 

 

To maximize your traffic generation efforts, create a content calendar 

that outlines the types of posts you will share, when you will post them, 

and the overall goals of each piece of content. 
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A well-rounded social media content strategy may include: 

 

• Educational content: Tutorials, how-to guides, and infographics 

that solve specific problems for your audience. 

• Engaging content: Polls, questions, and interactive posts that 

encourage engagement. 

• Entertaining content: Light-hearted posts, memes, or stories that 

resonate with your audience’s interests. 

• Promotional content: Product announcements, special offers, or 

promotions that encourage followers to visit your website. 

 

Balancing these different types of content will ensure your audience 

remains engaged without feeling like they’re being sold to all the time. 

 

Post Consistently and at Optimal Times 
 
Consistency is key to maintaining your presence on social media and 

keeping your audience engaged. Regular posting keeps you top-of-mind 

and increases the chances that your followers will interact with your 

content and click through to your website. 

 

However, it’s not just about how often you post, but when. Pay attention 

to your audience’s behavior and post when they’re most active. You can 

use social media management tools like Buffer, Hootsuite, or Later to 

schedule your posts at optimal times, helping create maximum visibility 

and engagement. 
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Leverage Hashtags and Keywords 
 
Hashtags are an essential tool for expanding your reach. They can help 

categorize your content and make it discoverable to a broader audience.  

 
To make the most of hashtags: 

 

Research relevant hashtags 
Use tools like Hashtagify, RiteTag, or native platform suggestions to find 

popular, niche-specific hashtags. 

 

Mix popular and niche hashtags 

While popular hashtags expose your content to a wider audience, niche 

hashtags help you reach a more targeted group. Using a combination of 

both can increase your visibility. 

 
Create branded hashtags 

Encourage your audience to use your brand’s hashtag when sharing 

user-generated content. This helps create a community around your 

brand and increases your organic reach. 

 

Build Relationships and Engagement with Your 
Audience 
 
One of the important things to remember? 

 

Social media is a two-way street! 
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To drive meaningful traffic to your site, you need to engage with your 

followers regularly. This means responding to comments, messages, 

and mentions promptly, and showing genuine interest in your audience’s 

thoughts and opinions.  

 

Additionally, don’t forget about collaboration. For example, connecting 

with influencers can expose your content to a whole new audience, 

driving additional traffic to your website. 

 

Track and Test 
 

Yes, we’re back to this again! 

 

As with other strategies, monitoring your social media performance is 

crucial to understanding what works and what doesn’t.  

 

Luckily, all the social platforms offer analytics tools that provide insights 

into your posts’ reach, engagement, and click-through rates.  

 

You’ll want to track metrics such as: 

 

• Website clicks 

How many people clicked through to your site from your social 

posts. 

• Engagement rate 

High engagement often correlates with higher click-through rates,  
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• Referral traffic 

Use Google Analytics to see which social platforms are driving the 

most traffic to your website. 
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Paid Ads 
 

 
 

Driving traffic with paid ads can be one of the most effective strategies 

for growing an online business – and (when done right) a huge shortcut 

to getting lots of targeted traffic fast. 

 

While organic strategies like SEO and social media are valuable, they 

often take time to yield results.  

 

On the other hand, paid ads offer immediate traffic, allowing you to scale 

a lot more quickly and get eyeballs on your pages in minutes and hours, 

rather than weeks or months. 

 

The flipside is there’s some risk involved – which is why it’s so important 

to always keep a close eye on your metrics. 
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‘Start small and scale later’ is probably the best advice we can give. 
 

It’s usually best to start small, test your campaign and get some initial 

results before increasing spend. Once you are sure your campaign is 

profitable and getting you actual results, you can then gradually scale up 

and roll it out further. 

 

Basically, you don’t want to spend hundreds of dollars on ads, only to 

find out it’s not working and you’re flushing money down the pan! It’s 

usually much better to test the waters and take a more cautious 

approach. 

 

Creating a profitable ad campaign can be hard to begin with – which 

again is why it’s important to have the right business infrastructure in 

place to support your ad spend…. 

 

For example, if you have only one or two $17 products in your sales 

funnel, it might be hard to make ads profitable.  

 

But now imagine if you had those 2 x $17 products, plus you had a $97 

product, and then you upsell people to your $497 coaching package, 

and a $1,997 done-for-you system. There’s probably much more scope 

to make your campaign profitable. 
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Understand the Different Paid Ad Platforms 
 

The first step in generating traffic from paid ads is understanding which 

platforms will work best for your goals. Different platforms serve different 

purposes, and each has its own audience. 

 

Here’s a breakdown of some of the most popular options: 

Google Ads 
 
Google Ads offers two primary formats: search ads and display ads.  

 

Search ads appear when users search for specific keywords, making 

them an excellent option for intent-driven traffic. For example, if 

someone is searching for “best accounting software,” they are likely 

ready to purchase, and showing your ad at this moment could convert 

that user into a customer. 

 

Display ads, on the other hand, appear on websites that are part of 

Google’s vast network. These ads are more suited to brand awareness 

or retargeting, where you remind users of your brand after they’ve 

interacted with your site but haven’t yet converted. 

 

As you would expect, Google offers advanced and highly powerful 

targeting options for reaching very specific audiences. For example: 

 

• Who they are  

• Their interests and habits 
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• Likely purchase intent 

• Users who have already interacted with your business 

 

And so on. 

 

As with lots of other platforms. Google is also rolling out some pretty 

damn impressive built-in AI tools that can help with everything from 

targeting customers to ad creative and maximizing campaign 

performance.  

 

Facebook and Instagram Ads 
 

Facebook and Instagram (META) continue to be heavyweights in the 

worlds of social media advertising, allowing you to run both image and 

video ads, along with carousel ads that showcase multiple products.  

 

Again, they are also rolling out advanced AI tools alongside their long-

established targeting options, allowing you to reach very specific users. 

 

Want to reach males aged 50+ who live in California and have an 

interest in golf? You can target exactly those people. 

 

Or tap into the AI tools and let Meta show your ads to the people it thinks 

will be most interested in your offer.  

 

Contrast all this to a few years ago when you’d have to do everything 

yourself (and understand all the advanced targeting options)… or going 
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back even further before the days of the internet and being reliant on 

placing an ad in a magazine or newspaper, where you’d simply have to 

hope your audience would see it! 

LinkedIn Ads 
 
For B2B marketers, LinkedIn is king – and LinkedIn Ads specifically can 

be a powerful tool for driving high-quality traffic for anyone targeting 

professionals and decision-makers.  

 

Like we just talked about, you can reach very specific audiences thanks 

to precise targeting based on job titles, industries, company sizes, and 

even specific skills.  

 

Again, built-in AI tools also now allow you to generate ad creative, target 

specific audiences and optimize your bidding strategy automatically. 

 

Since LinkedIn is a professional networking site, the audience tends to 

be more business-focused and intent-driven compared to other social 

networks. Ads promoting content like webinars, whitepapers, or 

educational resources, for example, often perform well because there 

are many users seeking ways to improve professionally. 

 

You can use LinkedIn's diverse ad formats, including Sponsored 

Content, Message Ads, and Dynamic Ads, to engage your target 

audience across different touchpoints. Sponsored Content can help 

drive traffic to your website or landing page by promoting valuable 
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resources in users’ feeds, while Message Ads create direct engagement 

by delivering personalized messages to users’ inboxes. 

 

X 
 
With its fast-paced environment and large user base, X allows you to 

quickly reach a broad audience or niche communities through tailored 

ads. The platform's ad formats, such as Promoted Tweets, Follower Ads, 

and Trend Takeovers, give you multiple ways to engage users and drive 

them to your website or landing page. 

 

Promoted Tweets can be particularly effective for sharing blog posts, 

videos, or product updates directly in users' feeds. These ads can spark 

interest and encourage users to click through to your content.  

 

You can target users based on keywords, interests, or even specific 

hashtags, ensuring your ads reach people who are likely to engage with 

your offer.  

 

As with other platforms, AI technology is now built in that analyses user 

behavior and engagement to help you reach the best audiences 

automatically… Nice! 

 

Another strength of X Ads is its ability to capitalize on current trends and 

viral moments. By aligning your content with popular hashtags or 

discussions, you can increase visibility and drive traffic during peak 

engagement times. Real-time engagement is key here—respond to 
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comments, retweets, and likes to foster interaction and build trust with 

your audience. 

 

TikTok 
 

There’s no doubt that TikTok is incredibly popular, and especially so 

amongst younger users – despite recent controversies and even a ban 

in the US.  

 

Providing you and your audience can access it (!), TikTok advertising 

offers fantastic scope for targeting vibrant audiences who love great 

content. 

 

The variety of ad formats, including In-Feed Ads, Branded Hashtag 

Challenges, and TopView Ads, means you can craft a strategy that fits 

your traffic goals. In-Feed Ads appear seamlessly in users ‘For You’ 

pages, blending with organic content, which increases the likelihood of 

engagement. These ads can drive traffic to your website, product pages, 

or app downloads through embedded links or calls to action. 

 

TikTok’s Branded Hashtag Challenges can be particularly effective for 

encouraging user-generated content and driving traffic through viral 

trends. By creating a challenge that inspires users to participate, you not 

only generate traffic but also build social proof and brand awareness. 

TopView Ads, which appear when users open the app, offer prime 

visibility and can deliver high click-through rates when done right. 
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Since TikTok is a visually driven platform, creative storytelling is key to 

capturing attention. We are generalising, but ads that ‘feel’ authentic, 

entertaining, and aligned with popular trends often seem to perform best. 

 

As with the other platforms we have covered, TikTok of course offers 

advanced targeting options at your fingertips, with a suite of AI-power 

ad-buying and creative tools that can make it simpler to manage your 

campaigns.  

 

Targeting Your Audience 
 

The success of paid ads largely depends on how well you target your 

audience. One of the greatest advantages of paid advertising is that you 

can choose exactly who sees your ads.  

 

Most platforms provide a range of targeting options, including: 

 

• Demographics: Age, gender, income, education level 

• Geography: Location-based targeting 

• Interests: Hobbies, favorite brands, entertainment preferences 

• Behavior: Past purchasing behavior, online activities 

• Custom Audiences: People who have visited your website, 

watched your videos, or engaged with your social media 

 

As we have already discussed, platforms are also increasingly rolling out 

built-in AI tools that can analyse your audiences, offers and campaigns 

to help you target receptive audiences. While you shouldn’t rely on these 
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tools entirely, this is only going to explode over the next few years, 

opening up opportunities to reach audiences in powerful ways like never 

before. 

 

But it still pays to always REALLY know your audience before launching 

any campaign. 

 

Who are your ideal customers? What are their pain points, desires, and 

behaviors?  

 

The better you can define your audience, the more effective your ad 

targeting and creative will be, reducing wasted spend and improving 

your return on investment. 

Craft Effective Ad Copy and Creative 
 
Once you know where and to whom you’re advertising, the next step is 

to create compelling ad copy and visuals that grab attention.  

 

We can’t teach you to become a world-class copywriter in just a few 

paragraphs, but the tips below will hopefully help. Again, AI can help 

with this – whether through tools built-in to the platforms themselves or 

external AI services like ChatGPT.  

 

Ad Copy 
 
Your ad copy needs to be succinct, engaging, and clearly convey the 

value of your product or service.  
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Strong headlines are critical – because this is the first thing a user will 

see, so it needs to grab their attention immediately. 

 

A good ad copy formula includes: 

 

• A hook: Capture the user’s attention with a question or statement 

that resonates with their needs or desires. 

• A clear benefit: Focus on what the user will gain, rather than just 

listing features. 

• A call to action (CTA): Direct the user on what to do next, 

whether it’s “Buy Now,” “Learn More,” or “Sign Up Today.” 

 

Visuals 
 
Visuals are often the first thing users notice, especially on platforms like 

Facebook, Instagram, and TikTok. High-quality, professional images or 

videos are crucial to standing out in a crowded feed – and video ads in 

particular often tend to have higher engagement rates than static 

images. 

 

Creating engaging visuals isn’t just about looking professional, however, 

or having the best quality camera equipment… 

 

For example, if you're running ads for products, one of the best tips is to 

show them in real-world scenarios. Likewise, if you're offering a service, 

consider using customer testimonials or demo videos to illustrate how 

your service works and what benefits it offers. 
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Setting a Budget and Bidding Strategy 
 
Setting the right budget is critical to the success of your paid traffic 

campaign. The key is to balance reaching enough people without 

overspending.  

 

Most platforms allow you to set daily or lifetime budgets, and many will 

give recommendations based on your audience size and competition. 

Don’t forget AI-powered bidding, also.  

 

There are different bidding strategies available depending on your goals: 

 

• Cost per click (CPC): You pay every time someone clicks on your 

ad. This is ideal for driving traffic to your website. 

• Cost per thousand impressions (CPM): You pay based on how 

many times your ad is shown. This is useful for brand awareness 

campaigns. 

• Cost per acquisition (CPA): You pay when a user completes a 

specific action, like signing up for a newsletter or making a 

purchase. 

 

We’ve mentioned this several times already – but it’s worth 
repeating… 
 

Start with a modest budget while testing your ads, then gradually 

increase it when (and if!) you see positive results. 

 



 

WEB TRAFFIC BREAKTHROUGH  75 

 

Testing is crucial because it helps identify which ad variations perform 

best without exhausting your resources upfront. 

 

Tracking Performance and Optimizing Campaigns 
 

Once your ads are live, tracking their performance is essential. Paid ad 

platforms provide detailed metrics that let you see exactly how well your 

ads are performing.  

 

Key performance indicators (KPIs) to watch include: 

 

• Click-through rate (CTR): How many people clicked on your ad 

after seeing it. 

• Conversion rate: How many people completed the desired action 

after clicking your ad. 

• Cost per click (CPC): How much you’re paying for each click. 

• Return on ad spend (ROAS): How much revenue your ads are 

generating compared to the cost of running them. 

 

One of the most important aspects of running successful paid ad 

campaigns is continual optimization. For example, you might use A/B 

testing to try different headlines, images, or targeting options, and 

compare their performance. Even small changes, like tweaking a 

headline or adjusting audience targeting, can sometimes make a big 

difference in your campaign’s success. 
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Retargeting: Maximizing Traffic and Conversions 
 

Not every user will convert the first time they see your ad. This is where 

retargeting comes into play.  

 

Retargeting allows you to show ads to people who have already 

interacted with your brand, whether by visiting your website, engaging 

with your social media, or watching a video. 

 

You already know they are interested to some degree… so now you can 

target them again and pull them into your business or funnel. 

 

Pretty cool, right? 

 

Retargeting is incredibly powerful because these users are already 

familiar with your brand, making them more likely to convert. You can 

use retargeting to offer promotions, remind users of abandoned carts, or 

showcase new products that might interest them based on their previous 

behavior. There’s so much potential. 
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Final Words 
 

As we said right near the beginning of this report, traffic is the lifeblood 

of any online business – because without traffic, you don’t actually have 

a business! 

 

Hopefully this report has given you a good overview of some simple 

traffic generation strategies you can start using today to drive targeted 

visitors to your websites, landing pages, offers and channels. 

 

As you’ve seen, the audience you are looking to reach IS out there – 

and there are lots of different ways to reach them, with many options to 

suit every budget and business type… 

 

Free or organic strategies tend to be more newbie friendly (at least on 

the surface) and offer the potential for sustained traffic growth over time 

– but they tend to be slower to yield results. 

 

Meanwhile, paid methods, like pay-per-clicks ads, can deliver immediate 

results – but they carry risk and need to be managed carefully to remain 

cost-effective. 

 

Either way, we’ve tried to show you that generating traffic doesn’t have 

to be complicated or scary – although it definitely DOES require 

consistent action.  
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In 2025, it also pays to utilize AI tools for both targeting and content 

creation. The possibilities in this area are endless – and it’s only going to 

explode even more over the next few years.  

 

The smart marketers will stay closely tuned to these developments and 

utilise them to reach audiences and drive traffic like never before.  

 

So, go get ‘em! Keep creating – and keep driving that traffic!  


