
In March, Croydon Marketing & Development
Partnership is launching this year’s Best of
Business Awards. Despite originally being Croydon
based, the BoBs have grown in both popularity and

territory very quickly since their launch in 1999.
They now cover all of the South London boroughs
and a large chunk of Surrey, Sussex and Kent,
including Guildford, Crawley and Maidstone.

Anyone operating within this area is eligible to enter.

The awards are split into a number of categories
and are simply entered by filling in a questionnaire.
From these a judging panel for each award select
the best entries to visit, with the category winners
and overall winner being announced at a gala din-
ner in October.

With the BoBs now well established, the winners
benefit from good publicity across the region, as
well as the morale boost that public recognition
brings. Hyde Consulting is getting involved this year
as one of the sponsors of the awards alongside
Fortis Bank, South East Business and Stanhope Plc.
We hope to encourage as many of our clients as
possible to enter.

To find out more details or download an entry form
visit www.bestofbusiness.net or look for the link at
www.hydeconsulting.com.

If you would like to discuss getting involved in the BoB awards please contact Alan Brooks on 020 7022 0054 
or visit www.hydeconsulting.com to download an entry form
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Since over 90% of web users use search engines to
find information about a company and its products or
services, search engine marketing (SEM) can provide
a valuable source of new business leads, putting the
“warm” customer directly in front of you.  

However, in an online era where competition has
intensified and become more sophisticated, SEM can
be a bit of a minefield and many businesses struggle
to address the opportunity, relying on more tradition-
al methods of marketing and sales activity. 

There are two main types of SEM you can use to
increase your online presence: search engine optimi-
sation (SEO) and pay per click advertsing (PPC). This
article will focus on the lower cost method, SEO - with
tips for approaching it. 

Search Engine Optimisation

SEO involves achieving the highest possible ranking
on a search engine’s listings after a “keyword”, or
more commonly “keyphrase”, is entered. It is itself a
non paid for technique, although SEO agencies will
gladly take your money to advise on how to climb
Mount Search Page! 

Significantly, research has shown that users tend to
choose the natural SEO search results in preference to
the paid for search listings (such as PPC), as users

become more experienced and cynical about compa-
nies paying for high listings. 

For tips on submitting your site to search engines,
take a look at the search engine watch website:
www.searchenginewatch.com/webmasters/index.php

How can you rank higher?

The ingredients for ranking high on the popular
search pages of Google, Yahoo and MSN can be
quite complex. Fairly obviously, you need to ensure
key words and phrases that a potential client may
search for are on your site. But it’s not just about
the word triggers, it also has to do with the site
design and formatting. For example, search engines
will also look at:

Title tags – the names you give to individual web
pages, which appear at the top of the users’ web
browser

Meta tags – key words which tell search engines
what the page is about

Links - into the page from other pages or other
sites will also help your site as search engines
count these as hits.

This is where research and, quite often, advice from an
expert could be useful.

The SEO agency 

It’s understandable that most business people will be
slightly put off by the idea of tackling this challenge,
so SEO agencies can be sought to filter out the jargon
and technical boundaries. If searching for an agency,
it’s worth checking a few things out before you
choose. For example: 

Do they specialise in SEO alone or is it a bolt-on
service to a wider offering? 

What is their own search engine ranking?

Can they give you the names of some of their
clients so that you can check their ranking too?

Are they happy for you to talk to their clients?

Above all, you need to discuss your objectives with the
agency, make sure they understand your brand and
positioning, agree realistic targets and then measure
the impact on your bottom line (assuming all other
elements of your marketing are in place). Also, beware
of unrealistic promises such as “guaranteed No 1 
ranking on Google”! 

Want to get more online business? 
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Key Words and Phrases

It is all very well knowing that you must have key
words or phrases to trigger a listing, but which ones?
Research shows that more than 86% of all searches
are for two or more words. This indicates key phras-
es will have more impact. There are tools to help you
research the most appropriate key phrase triggers,
based on actual customer behaviour. These are
available through all of the main search providers
such as Google, Espotting and Overture. Try visiting
Overture’s “keyword assistant” - a link can be found
at www.hydemarketing.com. This will show you relat-
ed searches which include your phrase and how many
times the term was searched for over the last month. 

Call to action

So far we’ve highlighted how to get noticed but this
could be a wasted effort if your ‘call to action’ 
doesn’t strike a chord. Once your potential customer
has found the results, they’ll typically spend only a
few seconds digesting the headlines and then decide
on the site to visit. It is important for you to get
inside your target audience’s head and make sure
that one sentence is relevant to them, or else they
may glaze over your listing and click through to your
competitor’s site. 

Search Engine Optimisation can be a very effective
method of generating new business but it is just one

of the many different ways of driving leads online, as
well as offline. If you would like to discuss maximis-
ing your sales opportunities through any element of
the promotional mix, then please don’t hesitate to
contact Alan Brooks or Claire Carvall on 020 7022
0054 or at acb@hydemarketing.com.

If you would like to discuss marketing and business development for your business, please contact 
Alan Brooks on 020 7022 0054 or email acb@hydemarketing.com

Want to get more online business? Cont’d
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Congratulations to Christina Field of Asset Plus
One who won our Christmas newsletter com-
petition. Christina’s name was drawn out of a
hat for correctly identifying the students of
Camberwell College of Art as the switchers-on
of the Regent Street Xmas lights in 1991. Thank
you to everyone else who entered and better
luck next time!

As Easter is fast approaching, we are inviting
readers to tell us who holds the Guinness
World Record for making the tallest Easter
Egg. The winner will receive a year’s worth of
Thorntons confectionery*, with monthly deliv-
eries to reduce the risk of overindulgence! 

Please email your answers to clc@clarkson-
hyde.com or telephone Claire Carvall on 020
7022 0050.

In the event of a tie, the winner will be drawn
by ballot. 

*A year’s worth of Thorntons confectionery = monthly
delivery of confectionery of up to 550g for twelve months. 

Competition 

*Competition not open to partners or employees of Clarkson Hyde and it associated businesses, their families or relatives.

Eat your heart out
Mr Abramovich!
At the time of going to press, top of the table
Chelsea’s league results yielded 22 wins, 5 draws
and 1 lost game. We are proud to say that the team
we sponsor has done even better than that.
Clarkson Hyde FC has hammered home 18 out of 18
victories for the first time since they started playing
in 1998. 

The team is in the quarter finals of the Surrey Cup,
the semi-finals of the League Cup and top of the
league! In the process the players have scored a
total of 105 goals, with only 12 conceded. 

Not only are our first team doing brilliantly but the
reserve team is battling mid-table and the under
15’s are second in the league, having also secured a
position in the semi-finals of the League Cup. 

Not satisfied with the challenge of leading our first
team to the top, manager Dave Kellingley and coach
Chris Jennings have set up a CH Junior section for
boys and girls on Sunday mornings. It is great to
hear that kids in the community have an outlet for
their energy and are able to keep fit and off the
streets. Leigh Read, club chairman commented: “We
continually have over 40 kids turning out every
Sunday, even in bitter weather conditions where a
hot flask and several fleeces are needed to entice
you out of bed! It’s great to see a sense of commu-
nity spirit amongst the kids and parents and all of
us at CH FC look forward to seeing some promising
results in the future.” 

We would like to wish the teams the best of luck
throughout the rest of the season and will keep you
posted with the results. 

Did you know?
From October 2006, it will be illegal to refuse someone a job, promotion, training or benefits
because of their age. Employers can find out more at www.agepositive.gov.uk

Coach Chris Jennings with the under 8’s


