3 Steps to Selling SEO Contracts
and Scaling Your Agency
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Welccime 1o the Ulltirmate Guidle tc Sallina
Hish-Yaiu: SECG Contracts

Securing large contracts with businesses you've always dreamed of working
with might seem daunting, but with the right approach, you can position
yourself to close deals wcith $100,000 or more. This guide is designed to walk
you through a three-step process that has been instrumental in helping SEO

agencies like yours scale 0 new heights %&.

Whether you choose to employ these stems individually to target specific
areas of improvement or integrate them to form a comprehensive strategy,
you'll find that each element holds the potential to enhance your agency's

ability to secure contracts, both with existing and new customers.

(s this guidie for you?

You are an SEO agency that weants to grow, but struggling with fighting
¥ other ag=ncies. Therer are SO MANY SEO agencies that cannot provide

resuts.

7 You knovv your SEO warks, but you don’t know how to demonstrate this t

new clients and tc show existing clients how valuable you are.

7 You are struggling to increase the LTV of existing clients.

clients has got to be easier.



Tried and tasted by suceasstul agencies

The three steps that we are going to dive into have been used by many SEO
agencies over the last few years.

Here are some of the results:
Y.

Content Refined vwent from $C to TRERIMPEND & PAEPIS- nEREPEaky, [S0ve@H3EPectiBEp@rtiiis
BB K@ 2PN & [BERHMRR PEHEOSERS Hife 8B7DPHIRR PEMde.

\ JorEAIIHAM
QS CoSEmOORBAEAQEMMATEI AL
y

$720k in revenue in 19 r s

} é I frimal  Agency  went  from

WeEsfna BitreyaMiR§arhp Oy MaJ3tESE3h SEhHE-cRERE @ venue,

WEIREPE S BB Iilfi§? @SB B¥REO erjion @ g AL
T revenue In 32 inonths
| RiEERADigwell
& J CEOAZERIMALATigiAAK g©7/ED

2o

$1 nilfion 1o 88 maifion in

SarkarSEQ generaied imore tharn 16
$1C millior: in revenue and becams Wy B S e BERIOKIBEND mp}mih@[ﬁzm,t@gpﬁyéérsm

the one of the top Blackhaiworld B0EHU vihatel By U BEr BRIA@ED Sale B Bl fbEBSH”

L KpHilABRAMERI
6?\ WW@Q@WQ\EEO Sal'kar

\here Perfection Star

SEC seilers of ALL TRAE within &

yeaus

Wi@m@ﬁ@ﬁf@&«ﬁmﬁ@awmmmw d8kaBin? Hozio  increased  their  cverall
2 | — . 1 < o = r YA
PRI GRASPERITR. AR E W@ PSP ERIFREB @Y O tQui® ERnts at recurting vevenue by over $1 railiion

Bre2\63Py (GESRIRT Pk,

m 12 moenthe,
EAARDSs s> ‘ — -
06D GfAyEAEOOAAIYEGAAAAN AT [ | z_j / -

4 keyword.com



Step 1 - Build a Track Record

Hew to Build a Track Record

An £xample of How o Zasily Wow Prospects in Seconds

PRO 7\P: Mor:opolize a market with mushrooming

Case Study: How Hozio Achieved Kationwide Success with Mushrooming

Calculating ROI t-» Win Gwver Prospects - Five Different Methods

Sten 2 - Use Jrd Party Verification

Case Study: How Acdizg Third-Party Verification to Their Reporting Helped Digital
Muscie improve Client Relaticns and Increase Revenue by $500k Within 1 Year
Step 3 - Lead with Results

Case Study: How Diamonciinks: Achieved a 25% Higher Deal Close Rate By Leading
with Results

4 keyword.com



r' L i
Dﬁ!:l.' H
| |

BU @ Tracic Recovel

In the past, you would try to pitch the prospect on the technical SEO details of
content creation/backlinks. The result was there was no way to prove past results

were successful and generated an ROI.

‘Many agencies make the mistake of overlooking their track record. Many times the

excuse is that building a track record takes time.

The reality is that building a sclici triack racoid does indeaed take time, but that
doesin’t mear you can’t start building one today. The faster you start building a track
record and case studies, the: faster you can accomplish this. It can take as little as a

week to start generating graphs, which you can start using for future sales.
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How to Build o Track Racord

Creating a solid track record for your SEO agency is all about rolling up your sleeves
and digging into the data from day one. Start by knowing exactly where your client
stands before you begin ycur magic—what's their website traffic like? Where do
they rank for key terms? How many visitors are they turning into customers? Once
you set the baseiine, every tweak and change you make gives you something to

measure against.

As you start to see those numbers
clirib, get those wins down on paper—
or even k:etter, ontc graphs that anyone
can understand at a glance. People love

seeing growth trends that point

upwards; it's a clear sign that you're
onto something good. And as you
collect more ¢f these, y»u end up with a
goldmine «f ¢raphs that prove your

warth.

Share those victories, hecause they sdd color and depth to the picture you're

painting of your business.

Don't fall irto the trap of thinking this is something you can put off until later. Start
pulling togeiher those graphs arid case studies riow, and in no time, you'll have a
toolkit that'll help reassure naw clients that they're rnaking the right call. After all,
ncthing speaks louder then proven resuics, and ricthing feels better than showing

off a job well done.

AN Dxaonsie of How (o Easily Waw Frosoects i Seconds

\

—
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4. Scale geographizaliy: With 2ach naw siuccess in @ different city—let's say
you've movad iroim New Jersey o Misrn-—crear= a new case study highlighting
thz fatest achieveinenis. Ths gradualiy estaklishes vaur agency as a specialist

acitiss a region.

» -
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. Beepen your expartiss: As you rove frorn city ta city. you can steirt to zero in
further irito maore gpeciiic niches withit your criginai markei, which not only
strengthans your tracik record put aiso allovws you 10 monopolize the market

effeciivaly.

. Increase your value: A= your codection of case studias grews, your track record
soiidifies, and so does your position as a market leader. Thie authority allows
ycu o command higher rates ard s=cure more subsiantial contracts from

ciients who see the value ycu offer.

7. Continuve o <ut through the market: Your rnarksting meassage, now reinforced
by @ streng track reccid and respected speciaiization, wili resonate more

powearfuily than a gensralist apgroach ever could.



Case Study: How Hozio Achieved Nationwide Success with Mushrooming

Lete taqe a despey dive into Hozio, an SEC agency trat ias skillfuily lesserzged the

MIUSNIOOMITG approach

Sy koning their skilis in SEQ, Google My Ruisiness managerani, FPC, snd YWebsite
rasign, Hozo has bercome e of the go-ie egencies far New York City
nusinesses. They'vie proved thal focusing on e niche doesn't imit your agency, it
detnes you as a specialist for a specific greup of corrnsnies withr uniGue

challenges and nseds.

HozIs s rissian, boidly states on heir About Lg pagdgs, is “To uninck growaih Tar hard
workng  entisprensars—tha  driving force of our scomory This staterrent

arrounces who thev're in cusiness for.



Hozio doubles down on their targeted approach with a “Who We Serve’ section
that clearly states that they are specialists when it comes to digital marketing for

small, service-oriented business owners.

their Client Results page serves as a testament to their success, showcasing
testimonials from founders and CEOs iy the NY and NJ area. These are not just

praises for Hozio, but act as proof of their work and reinforce their positioning.



Hczic's shar: focus on a specific niche bas ot oniy made them =i top choice in
tew York but also veved e wey tor them i grow aciross the Unitied States. With
this strateqy, they've achieved remarkabls success, now sarving over 550 clients
nationwide. Their journey shows thar rnastering a niche rrarket acts as a solid

bass far expanrding far znd wide, tuning = local agarnicy into & natiorwices name.

Calaulaiing ROI 10 ¥Win Cver Prospects

After you've started 10 buld a track record with date ard stories, the naxt crucial
piece of the puzzle is figurng ocut vour RQOI--returin on investrent---anc clearly
comimunicating Mis to not orly your clignts you're working with, but alsc vour
prosects. This is where you turn thoze impressive metrics and arnacdotes into

o for them.

easily digestiniz nurnlbers that tell prospects the cesulis you can

Caiculating the ROI of your sirategy will:

Proviclee tangikle evidence of how SEG contributes to the bottem linz, making
securing or Incraasing funding for SEO initisiives easier.

Provicle data for strategic SEO decisiori-making. You can ioentify tre most
effective SEO teactics, adjust vour focus accordingly, and allo~ate resources to
the areas that yielc the higihest returns.

Denonstrane SEC value 1o clizrnts, stakernlders and prospects!



IHow to Measure SEO Success - Five Mcthods
Tnsre are severad ways to track the tangible resuits of your SEO effcits.

10 Laarn more alout ricw to calculate ROI read cur articlie SEQO ROI: “What Is it and
How to Measure It for Your Clients

1. Calculate SEO ROl using keyword rankings

Keyword.com can help here. I's an agenacy rank tracker that lets you track

-

nunateds to thousands of keywords similtanecusly. Al you need to de is inpat your

weosive and scarch icrms o7 reai-time ranking updates.

2. Calculate ttie ROI of SEO Using Traffic Generated

'r

Jiiiize Infrirm Webworks' formula (o determine SizC ROI by multiphying the morthly
or yearly searcr voluma of your targeted keyworas oy the expacted click-threugn

rate: based on your SERP positicn, then rmultiplying the resuliing visitors by the

average cosi per chek. Sulbtra-t your SEC svestinent 1o find the RD'.

3. Calculate SEO ROl Using Conversion Rate

Another wey to calculate S0 RO!is to track ana assign valuas to caonversions made:

' Vi 2 p a
Toim grganic searches.

4. Tracik Lead Cor:version Vaiues with Google Analytics

set up gcal tracking i Googie Anaiytics to quantiiy the value o leads generateci
through SEO Ly + ssig;’.ing dollar values tc specific convarsion acticns, such as ferm
Subrniasions or proauct syowines, to betier understand ithe financial impact of your

organic search sirategy.

5. Monitor User Purchase Journey with Google Analytics

ST

Tracking user purchass joumney is ancther way to measure ROL Thig ragport shows
thiz percentages of user intsractions at each funnel chase cefore dDecoming a izad or

~USoolIner.



QI 2
Usa Thid Parly Verification

Cnes  you've  established  your SEO
agencys ROl and cait corarnunicate it
effectively, beistaering veur credibility with
third-perty verification cen really seal the
ceal with clients and prospects. This isn't
just about what you ciairn you: can do; it's

about independerit confirmation that you

actueily deiiver o tha:se promises.

Tnird-party verification plays s crigcial role when it comes to proving the
cffectiveness of your SEO stratzgies, and that's where toois like Spyglass from
Keywoid.cor car: be incredibly usafal. li's cornmon for clients to be skeptical about
tha SED results they can't see for thernseives, aspecially given that Google's

persaralizea search results can distort their vieve of their actual rankings.

What is Spydlass yois might ask?

Instead of your clients relying on their own Gocgle searches—which can be
rnisleacing dus to perscnalizarion--Spyglass provides snapshots of search

rankings. i¥'s an independent way to verify ard showcase: the rankings you've

acnieved for a chent's kaywcerds, as ingy arpear in seeaich results across different
locations, ali without the hassle of ising prexies or VPNs. This kirid of third-party
verificaticn is gold when ycu're trying to build trust because it offers your clients

and prospgects visual represeritstions of ther rarikings that they can verify.

Spygizss isn’t something new. 1175 ususlly krowr as & ‘Serp checker’ and there are
toris of thiese un the market. lust tvpe in “Sree serp checkei” on Google to see that

pretry much every SEQO toc! offers this featurs irs some shape or form.



What makes Keyword.com different is that Spyglass is natively incorporated into the
platform’s reporting system, which clients and prospects can access directly via a

unique link.
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This lavel of transjzarericy means that clients can not cnly track the progress of
their camzaigns in real time buit aiso fesl mere inveived andgi empowered in the SEO

Tl
!

proceass. They're net left in the cdark, waiting for updates or wondering about the
staie of their rarkings. Insiead, thay can view their cata, and understand exactly
hcew their investnient is working for tharn at any given meiment. This is powerful
stuff for fostering stronger client-agency relationships that result in larger SEO

contracts.

It's orie thing to promiss results, it's another (o show them as they're happening.

«

Case Study: How Adding Third-Pacty Varification o Thei- Repoiting

-

T

alped Digital IMuscle Ernrove Chert Relations and Increase Revenue by

-lealthy client relationships that become lcng-ierm partnerships are every SEO

agency’s dream, especially if ycu areara about selling $S100k SEO contracts.

But for Arthiur Chot and Digital Muscle 5EC agency, it's a reality -— thanks to third

pariyv verificatics by Keywaird.com!

Specificaily, Keyworc.com helped Digital Muscle achieve transparent seo reporting
tc win clierts' trust. The agency usesd third-party verification, frequent ranking

updaies, and ive Viewkey links to letl clients menitor SEO perforniance, and track

the ROl of thelr investrmer:t in real time.

-xr

The result? SBHGLOC0 in additional revenua within just one y=ar by securing bigger

contracts with =xisting clients!
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When you incorporate transparent SEO reporting and third-party verification into
your agency's offerings, you're not just solidifying relationships with your current
clients, you're also enhancing your appeal to prospects. You instill a greater level of

confidence in the services you provide.

Step 3
texd With Resulis

When pitching your SEO services to
high-value clients, it's not enough to \/
talk about the mechanics of SEO or
the processes your agency employs.
Your prospects are looking for one
thing above all else: Results. They
want to understand the direct impact
of your SEO efforts on their bottom

line.
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i eading with results me:ns that your conversations are centered around the actual
pusiness growth your clients can expect. It's about providing evidence that your
SEO services are an investment that pays off in increased visibility, better lead

quality, and ultirmately, revenue growth.

It's important to remember that businesses are inundated with marketing pitches.
They are looking for a partnership that czn take them to the next level, and this is
where showcasing youi ability to drive substantial results becomes your most

compelling sales tool.

Zonsider framing your presentations around the ROI (go back to Step 1to learn on
how to caicuiate ROI} that you have delivered for other clients. Use metrics that
maitear: traffic increases, conversion raies, lead Guality improvements, and revenue

growth.

By making the results the her¢ of your story, you give potential clients a window into
their future success. This approach not only highlights your expertise but also

creates a shared vision of what's possible.

Case Study: How Diamondiinks Achisved a 209 Hicher Deal Cloge: Rawe By

Loading with Resuits

The strategy of leading with results is well illustrated by Diamondlinks, an online
reputation management agency thai hzlps companies suppress negative search
results anc highlight their positive online presence. By implementing a data-centric
approach that underscores the effectiveness of their services, Diamondlinks has
significantly improved their deal-close rate, capturing the attention and trust of

potential clients right from the iiitial proposal stage.
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Brardor Hopkins, the CED of Diemondlinks, credited the seamless integration of

VisveKey lirtks from Keyword.com within theii sales proposals as a transformative

rnove that ied tc an impressive 25% inciease in their close rate.

This approach providad taingikie proof of their SEO expertise by enabling prospects
to actively trzck the gerforirance of their keywords—a c¢ompelling preview of the

agency's capabilities and iesults-orierited approach.

This tactic wazi't just a short-tern gimmicik to impress cotential clients, but a long-
term esngagement strategy. Damondlirks left the tracking in place and set
reminders to revigcit the prespect's status at thiree, six, and nine-month intervals.
When reacning back out, they didn't rely on & standard foilow-up script. Instead,
they used the data from Keyword.com tco demanstrate that the prospect's

Keyworas hadn't moved-—or had perthzps even worsened—over time.

This eviderce-based Tciicw-up allicwed Diemondiinks to have a more meaningful

My,

conversation with prespecis. They could cztinifively say, "Your current approach
isn't werking; let us show you howvv we car: make a difference” Combined with a
strong track record in cniinzs reputation imanagement arnd case studies to back it
up, this metnod turnzd their foliow-ups intc novverful, resuli--oriented discussions,

rather Than routire check-ins.

1‘
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On top of that, the ongoing accessibility to the ViewKey links extended value
beyond the initial pitch, keeping Diamiondlinks top-of-mind and showcased the
agericy’s cornmitment to transparency and results. When the data showed a lack of
progress, it underlined the agency's value proposition, often convincing the

prospects to purchese Diamondlinks' services.

Oh and, in case you missed it before, ViewKey links come with Spyglass integrated
in them, meaning thail. you get to add third-party verification to your data as part of

step 2 in this strategic process. You esisentially «ill two birds with one stone.

To make it short, Diamondlinks didn't just tell their prospects what could be
achieved—they showed them real, tangible evidence of what was happening with
their currant SEO strategies. It was a clear demonstration of their philosophy:

Results should lead every conversation.

Talcivsion

'n conclusicn, the journey to seliing high-value SEQ contracts is not a myth or a
dayciream—it's a strategjic process built on the foundation of credibility, proof, and
results. By bulding a cornpelling track record, leveraging third-party verification, and
leading with undeniable results, you're seiting your agency apart in a saturated

market.

remember that your potential clients are not ;ust buying SEO services; they're
invesiing in a partnership that they hope will vield significant returns. The case
studies and strategies outlined in this guide are: more than stories or theories; they

are blueprints: for your agency's potential success.

~gency Elevation, Digital Muscle, and Diemcndlinks have shown us that with the

right apgroach, you can turn aspirations into realities.

—
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They've provided the evidence that leading with results, being transparent in your
dealings, and using innovative tools and strategies to build trust can boost your
close rate and establish lasting relationships with your clients that help you to

secure bigger, repeat business.

if you believe your agency has 'i/hat: it takes to break the mold and close the high-
value contracts you're been aiming for, use this guide as your stepping stone to the
next leval of your agency's growth. Start implementing these steps, and soon you'll

be the one featurad in our next guide.

As you might have guessed throughout this guide, Agency Elevation, Digital Muscle,
and¢ Diamondlinks have one significant tactic in common that underpins their
success: the strategic use of Keyword.com. This rank tracking tool has been crucial
in helping them build convincing track records, provide third-party verification, and

most importantly, lead with results that speak louder than any sales pitch.

Ready to see similar results fior youir agency? Don’t just take our word for it - try it
out for yourself. Sigr: up today for @ free trial of Keyword.com and start empowering

your agency.
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