
Simple traffic generation 
strategies



Build It and They Will Come… Or Will
They?

• People won’t just magically find you!

• To be successful online, you need traffic – and lots of it.

• Without traffic, you don’t actually have a business.

• The more traffic you generate, the more money you’ll usually 
make!



Not All Traffic is Equal!

• You need targeted traffic… I.e. A regular flow of people who are 
members of your target audience.

• There are no magic solutions – but there are some great 
options for every budget, audience and type of business.



Organic (Free) or Paid Traffic?

• Traffic will either cost you time – or it’ll cost you money!

• Paid traffic
• Has an upfront risk (i.e. you’ll have to spend money) – but brings the 

potential to quickly generate large volumes of traffic on tap.

• So important to track your numbers – otherwise you could spend a lot 
and get zero results.

• Best for when you have the business infrastructure to support it – e.g. a 
proven sales funnel.



Organic (Free) or Paid Traffic?

• Free traffic
• No upfront risk – but will take longer to generate results.

• Usually more laborious and time-consuming.

• Can bring traffic over the longer term.

• Consider using both organic and paid traffic



No Plan = a Plan to Fail!

• You need a simple strategy and plan of action

• This will help you focus your efforts. Don’t try to do everything –
find where your audience is and concentrate on those places.

• Track and measure your results.



Understand Your Audience

• Carefully research your audience and decide which traffic 
methods to concentrate on.

• Who are they? What are their demographics?

• Hopes, fears, goals, aspirations, pain points, etc?

• What type of content resonates with them most?

• What are their online habits? Where do they hang out online?



Set Your Goals/Objectives

• Know what you are aiming for. Be specific!

• Example #1: 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.



Set Your Goals/Objectives

• Example #2: 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 PPC campaign targeting relevant audiences.

• Use retargeting ads to bring back past site visitors.



Search Engine Optimization (SEO)

• Still a huge traffic source in 2025!

• On-page SEO: Optimizing the content of your website to help it 
rank better in search engine results.

• E.g. keyword optimized content, meta tags, headers, etc.

• Off-page SEO: Making optimizations that are outside of your 
website 

• E.g. backlinks to increase authority



Search Engine Optimization (cont.)

• SEO traffic – people who come to your website from organic 
search

• Free and can provide long-term results

• Keep in mind that goalposts are constantly changing

• Think long-term!



Search Engine Optimization (cont.)

• Start with basic keyword research

• Google Keyword Planner, Semrush Keyword Magic Tool, etc.

• Google search suggestions – free!

• Look for broad terms – e.g. “fly fishing”

• Then narrow it down – e.g. “fly fishing tips” “fly fishing tips for beginners” “fly fishing 
tips for smallmouth bass”

• Use SEO tools to find estimated monthly search volumes

• Look for relevant keywords with high volumes and low competition (in an ideal world!)

• Look for long-tail keywords (search phrases of 3+ words)



Search Engine Optimization (cont.)

• Consider search intent

• E.g. Someone searching for “fly fishing tips” is looking for 
informational content, while someone searching for “best fly 
fishing rods” may be intending to make a purchase



Search Engine Optimization (cont.)

• Content optimization:
• Title Tag

• Meta Description

• Header Tags (H1, H2, H3)

• Image Optimization

• Think helpful, high-quality content!



Search Engine Optimization (cont.)

• Other SEO basics:
• Link building to increase authority

• Improve page speed

• Prioritize user experience

• Keep your website up-to-date – regular, high-quality content



Content Marketing

• Creating valuable free content that attracts your ideal audience
• Blogs

• Videos

• Social content

• Infographics

• Reports, ebooks and whitepapers

• Podcasts

• Free courses

• Can be a great way to generate free traffic and build a relationship with 
your audience



Content Marketing (cont.)

• Utilise AI – but work on your prompts, and make it more personal.

• Repurpose your content into other formats – e.g. turning a YouTube 
video into a written report, or an ebook into a YT video, podcast 
episode, email series, etc.

• Distributing your content:
• Share it on social media
• Email newsletters
• Video and podcast platforms
• Guest blogging
• Content aggregators



Email Marketing

• The money is still in the list!

• Traffic on tap

• Building an email list:
• Need an enticing lead magnet

• Free report, online course, video series, PDF, free trial, etc.

• What would you sign up for?

• High-quality landing/squeeze page



Email Marketing (cont.)

• Getting traffic to your lead magnet offer:
• Social media 

• Paid ads

• Ad swaps

• Guest blogging

• Influencer outreach

• Video marketing



Email Marketing (cont.)

• Importance of a compelling subject line
• Create curiosity and urgency

• Personalization

• A/B testing

• Creating engaging email content
• Clear call-to-action

• Benefit-driven copy

• Short and scannable



Email Marketing (cont.)

• Leverage automation for traffic:
• Welcome autoresponder series

• Lead-nurturing sequences

• Abandoned cart emails

• Leverage frequency and timing of emails

• Consistent value to build long-term traffic



Affiliate Traffic

• Recruit affiliates to drive traffic – perfect for product 
owners.

• Affiliates will essentially do the hard work for you!

• Can be used to build an email list (of buyers) for free.

• Getting affiliates on board:
• Recruit through platforms like WarriorPlus, JVZoo, Clickbank, etc.



Affiliate Traffic (cont.)

• Attracting affiliates:
• Offer attractive commissions (75%+ commonplace for digital products)

• Provide ready-made promo materials

• Make their life easy!



Organic Social Traffic

• One of the biggest traffic sources out there

• Importance of choosing the right platform for your audience:
• Facebook

• Instagram

• TikTok

• X/Twitter

• LinkedIn

• Snapchat

• Pinterest

• YouTube



Organic Social Traffic (cont.)

• Optimize your social profiles:
• Bio, about section, URLs, pinned posts, etc.

• Content types:
• Educational content – tutorials, how-tos, etc.

• Engaging content – polls, questions, interactive posts, etc.

• Entertaining content – memes, stories, etc

• Promotional content – product announcements, offers, etc.

• Mix it up!



Organic Social Traffic (cont.)

• Post consistently and at optimal times

• High-quality content!

• Leverage hashtags and keywords

• Interact with your audience – social media is a two-way street!

• Track and test:
• Website clicks

• Engagement

• Referral traffic



Paid Ads

• Can be a huge shortcut to getting targeted traffic fast – but an 
element of risk is involved!

• Critical to know your numbers and keep a close eye on your 
metrics.

• Start small and scale later – test your campaign and get results 
before increasing spend.

• Utilize built-in AI tools



Paid Ads (cont.)

• Google Ads

• Facebook Ads

• Instagram Ads

• LinkedIn Ads

• X Ads

• TikTok Ads



Paid Ads (cont.)

• Defining your audience:
• Demographics

• Geography

• Interests

• Behavior

• Custom audiences

• Importance of ad copy and visuals



Paid Ads (cont.)

• Setting a budget and bidding strategy

• Daily and lifetime budgets

• Bidding strategies:
• Cost Per Click (CPC)

• Cost Per Thousand Impressions (CPM)

• Cost Per Acquisition (CPA) 



Paid Ads (cont.)

• Tracking performance and optimizing campaigns:

• Click-through rate (CTR)

• Conversion rate

• Cost per click (CPC)

• Return on ad spend (ROAS)

• Retargeting



Conclusion

• Traffic is the lifeblood of any online business

• Lots of ways to generate traffic – both organic/free and paid 
methods

• Regular flow of traffic requires consistent action

• Closely monitor your results – find what is working and 
concentrate on those methods

• Utilize AI tools for creative, content and traffic generation
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