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A NOTE BEFORE YOU START

Read this if you want growth,

not just activity.

Most marketing advice you read online is written to sound
smart, not to be used. This report is different. Everything in
these pages is something my team runs for real clients
across the globe. It is the same playbook we charge for,
written in plain words.

Three years ago, getting found meant ranking on Google
and posting on Facebook. That has changed. Half of all
buyers now ask Al tools like ChatGPT before they ever open
Google. Customers touch six different places before they
buy. And the businesses winning right now are the ones that
connect every channel into one clear path.

You do not need a big budget to apply this. You need the
right order of moves. | wrote this so a startup owner with
limited money and an established business owner with a real
budget can both open it, find their section, and start this
week.

Tauseef Shah

Founder & CEO, Softcrust Digital Experts (SMC-Pvt) Ltd.
8+ years in search marketing - 33+ industries - clients worldwide

Founderidentity verified - trusted by US government

ID.me .
agencies

HOW TO USE THIS REPORT

New business? Go straight to the Already running? The Established

Startup Playbook on page 6. Playbook on page 7 is for you.

170%

organic growth in 3 months for a
rent-a-car client

45%

lower Google Ads cost per
conversion for an international client

Short on time? The 10 practical
tips on page 13 give quick wins.
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THE BIG SHIFT

What changed between 2023 and 2026

Three changes rewrote the rules. If your marketing still looks like it did in 2023,
you are losing customers to businesses that adjusted. Here is what moved, with
the numbers behind it.

50% 25% 87%

of buyers now use Al search on drop in normal Google search of all Al referral traffic to
purpose to research before volume expected by the end of websites comes from ChatGPT
they buy 2026 alone
McKinsey, 2025 Gartner Conductor, 2026
NG J/ O\ /NG J/

SHIFT 1 - SEARCH

Alsearch adoptionis climbing fast
Share of consumers using Al search

Al tools are the new search box

When someone asks ChatGPT or Google Al which

40% 50%+

agency to hire, it names a few brands directly. If you
are not one of them, you never get the chance to

compete, even if you rank first on Google.
0,
SHIFT 2 - JOURNEY 8%

Buyers use six touchpoints -

2024 2025 2026

People find you on Instagram, check Google, read

your reviews, see a retargeting ad, then message Sources: DOJO Al market data; McKinsey, 2025.
you on WhatsApp. Channels that do not work

together lose the sale in the gaps.

SHIFT 3 - COST
Al changed the cost of doing it

Teams using Al tools now produce far more content
for less and target ads more sharply. The gap
between businesses that use Al and those that do
not grows every month.

The cost of ignoring it When an Al summary shows, click-through on the normal links falls.

Click-through without Al summary 15%

Click-through when Al summary shows 8%

ource: SeoPrqfy, 113 Digita] Marketing Statistics, 2026. . .
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GETTING FOUND IN 2026

Four ways to get found, notone

Ranking on Google is still important. But it is now one of four jobs. Each one
catches a different buyer at a different moment. Skip one, and a competitor fills

your spot.

sEo  Search Engine Optimization

The base. Ranks your site in the normal Google
results. The bar is higher now: fast mobile
pages, clean structure, and deep topic
coverage beat single keywords.

. Site loads under 3 seconds on mobile

« One pillar page plus supporting blogs
per topic

. Local pages for each area you serve

AEO  Answer Engine Optimization

Wins the answer box and the People Also Ask
section at the top of Google. These spots take
30to 40% of clicks for question searches.

o Add FAQ schema to every service page

e Write short, clear definitions under
headings

Target who, what, why, and how
searches

Generative Engine
Optimization

Gets your brand named and cited by Al tools
like ChatGPT, Perplexity, and Google Al. The
new frontier, and most businesses have not
started yet.

. Write content as clear answers to real
questions

. Add original data and named case
studies

Get listed on GoodFirms, Clutch,
Trustpilot

Ao AlOptimization

Builds the authority signals that make Al tools
recommend you. Brands mentioned across
many trusted sources get cited far more than
brands that only talk about themselves.

. Publish results with real numbers
o Getinto third-party comparison lists

o Stay active on Linkedln and YouTube

WHY GEO MATTERS NOW

2to 7

When an Al tool answers a question, it usually cites just two to seven sources.

I That is the new front page. The foundational research on this came from
Princeton, Georgia Tech, the Allen Institute for Al, and IIT Delhi in 2024. Early

movers are claiming these citation spots while competition is still low.
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ONE PATH, EVERY CHANNEL

Omnichannel: connect the dots

Omnichannel does not mean being on every platform. It means linking every
platform so each step builds on the last and pushes the customer closer to buying.
The businesses that do this keep far more customers.

Discovery Consideration Conversion Retention Advocacy Al Visibility

Search, Maps, Website, reviews, WhatsApp, forms, Email, follow-ups, Reviews, referrals, GEO, directories,

reels, Al tools, case studies, video calls, booking retargeting testimonials LinkedIn
referrals

THE PROOF

THE GLUE
Connected brands keep more
customers One simple system ties it
together
Strong omnichannel approach 89%
A basic CRM (HubSpot has a free plan) holds
— one view of each customer. Set it up so that:
Single channel only 33% A form fill sends an instant WhatsApp

- reply and starts an email series

An ad click adds the visitor to a
retargeting list and a follow-up email

Customer retention rate by approach. Connected °

experiences also lift average spend, because every

touch reminds the buyer who you are. A phone enquiry shows full history
next time they message

The moment channels stop working alone, your
cost per customer drops and your close rate
climbs.

Average number of touchpoints a buyer goes through before a purchase. Each one is a

6 chance to move forward, or a gap where you lose them.
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PLAYBOOK A - LIMITED BUDGET

The startup playbook

The biggest startup mistake is trying everything at once. Do it in order. Build each
channel on a solid base before adding the next. Here is a six-month path with real
budgets in US dollars.

' N /7 N\ /7 N
MONTH1to 2 MONTH 3 to 4 MONTHb5 to 6
Build the base Add content and Scale what works
Free and low cost moves that email Double down on the channel
bring in calls before you Start building traffic and a list giving the best leads. Add the
spend on ads. you own, not one you rent. UL eI,

START HERE

STARTER BUDGETS - USD [
MONTH

The fourfirst moves
Google Business Profile
The highest return action for any local startup.
Fill every field, add 15 photos, and collect your

first 10 reviews by messaging happy customers a Google Search Ads $150 to $300
direct link. Zero cost.

. . Meta Click-to- $150 to $250

e A simple website that converts WhatsApp

Three pages is enough: home, services, contact _

with a visible WhatsApp button. It must load Sr%%?ée LIS Free

under 3 seconds on a phone.
e One social channel, not five Basic website Soenti:'me

Pick where your buyer spends time. LinkedIn for

B2B. Instagram for services. TikTok for food and Run one channel first, not both. A split small

lifestyle. Post useful content 3 times a week. budget gives slow, unclear data.

° One small paid test

Only after the website and profile are live. Run
one channel, one goal. See the budget guide on

the right. SMART STARTUP MOVE

The $5aday plan

Run a Meta awareness ad at about $5 a day
to your exact area with your best content.
Meta does not run well below this, so keep
$5 as your floor. It puts your brand in front of
1,000 to 3,000 people daily. After 30 days,
show a conversion ad only to those who
engaged. Leads come in 40 to 60% cheaper
than cold ads.

N
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PLAYBOOK B - REAL BUDGET

The established business playbook

You already have leads and some budget, but results swing up and down and you
cannot tell which channel pays. Fix the tracking first, then the website, then lead
quality.

What you are likely seeing Therealcause

Ads run, but leads are costly or low quality No conversion tracking. You are spending blind.
Plenty of website traffic, few enquiries The site attracts the wrong people or does not ask for
action
Social is active but does not sell Content builds awareness with no path to capture
interest
Long in business, still invisible on Maps Google Business Profile is thin or short on fresh
reviews
STEP 1 STEP 3
Fix tracking before spending more Filter for lead quality

Google Analytics 4 with events for forms, Google Ads: strong negative keyword lists,
calls, and WhatsApp clicks phrase and exact match only

Google Ads conversion tracking switched on Meta: target lookalikes built from past paying

UTM tags on every link in every post and ad customers

One landing page per campaign, never the

A monthly report of leads by source, and cut O
homepage

what does not pay

STEP 2

. THE LEAD QUALITY FORMULA
Make the site convert e

Right audience # right message

A WhatsApp button that stays visible on

mobile matching landing page # reply within 5

minutes
Your main offer above the fold, no scrolling

needed

. . . . higher close rate on the same
Real testimonials with names on every service

page

ad spend, just by tightening
these four things.

e Faster pages: compress images, add caching

Paid ads win now, SEO wins later. Fund both: ads for cash flow
8x 4x today, SEO and content for cheaper leads tomorrow.
SEO long-term ROI PPC ROI
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PAID SEARCH

Google Ads that pay for themselves

Google Ads reaches people already searching for what you sell. That makes it the
highest-intent channel there is. Winning in 2026 is about smarter structure, not a
bigger budget.

THE STRUCTURE THAT WORKS

e« One campaign per service. Never mix keywords Average search conversion rate
f iff . Lead-focused campaigns convert higher than
rom different services. broad ones
e Use phrase match. Broad match wastes money, 7.52%
exact match alone limits reach. 3.75%

Build a negative keyword list before you launch.
L . 2.0%
o Starton manual bidding. Switch to Target CPA
only after 30 tracked conversions. -
Turn on call, sitelink, and location extensions.
They lift clicks 15 to 30% for free. All Cross- Lead-gen
ecommerce industry focus

WAIT ON PERFORMANCE MAX

Performance Max runs across all of Google using
Al. It works well once you have data. Do not start
with it. Prove your offer on Search first, then
expand once you pass about 50 conversions.

Do this Avoid this

Send each campaign to its own Sending paid clicks to your homepage

landing page e Running ads with no conversion
o Keep ad groups tight: 5 to 8 related tracking
keywords

Using broad match on a small budget
Run 2 to 3 responsive ads per group
and test

lower cost per acquisition for our client Parts Bazar, with a 50% rise in

conversions, in just 3 months. The win came from structure and negative

keywords, not extra spend.

Softcrust Digital Marketing for Businesses 2026 Google Ads 08



PAID SOCIAL

Meta Ads: stop the scroll, start the chat

Meta works on a different idea than Google. You interrupt people instead of

catching them searching. So the content has to be strong enough to stop the scroll
and relevant enough to make the tap feel natural.

THE 3-CAMPAIGN SPLIT THAT

CONVERTS THE BEST LOCAL LEAD
FORMAT

@ Awareness-20% CliCk-tO-WthSApp

. Consideration - 30% For most local businesses, Click-to-WhatsApp
beats website-click ads by 2 to 3 times. The tap
opens WhatsApp with a ready message. No

@ conversion-50%

website friction, no form.

« Awareness. Short video or reel to a broad Set an instant auto-greeting that
local audience. Goal: views and reach. replies day and night

« Consideration. Retarget people who watched Use a pre-filled message so you know
half the video with proof and testimonials. what they want

« Conversion. Click-to-WhatsApp to warm Have a human reply within 2 minutes
viewers plus a lookalike of your customer list. in work hours

CREATIVE THAT PERFORMS

+ Hookin the first 3 seconds. Lead with
the problem or result, not your name.

« Phone-shot, real-looking video beats
polished studio ads.

Refresh creative every 3 to 4 weeks
before fatigue sets in.

Two numbers worth remembering

70% 48% 20%

higher conversion from higher engagement from limit on daily budget
Facebook retargeting versus video ads compared with increases, so the algorithm
cold prospecting static image ads keeps learning
NG /NG /U _/
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OWNED CHANNEL

Email and Al automation

Email returns more per dollar than any other channel. Yet most businesses here
either skip it or send a dull monthly newsletter nobody opens. Here is what
actually works, plus the automation that runs it for you.

THE FOUR SEQUENCES EVERY BUSINESS NEEDS

e Welcome series
] Four emails over a week. Deliver what you promised, show your
[ best content, share proof, then make a soft offer.

Lead nurture

Companies reporting this
email ROI or higher

One useful email a week for a month. Ask a real question by email
three to lift replies and trust.

e After-purchase

Check in at day 7, ask for a Google review at day 30, then offer a

average email conversion .
< related service at day 60.

rate in 2026
Win-back

Three emails to quiet subscribers. Keep those who click, remove
those who do not to protect deliverability.

THE AUTOMATION THAT SAVES 10+ HOURS A WEEK

. Instant Email series
Formfilled Saved to CRM Follow-up
. > WhatsApp > > starts > )
on your website source tagged . if no reply
plus team alert runs on its own

Built with a free tool like Make.com, this whole path runs without anyone lifting a finger. The only human step is
replying when the lead writes back. Tools to use: ChatGPT and Claude for drafts, Canva Al for graphics, Google
Smart Bidding and Meta Advantage+ for targeting.
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REACH & LOCAL

Social media and Google Maps

Social is a reach engine first and a sales engine second. Maps is the most
valuable free spot on Google for any local business. Here is how to win both.

THE CONTENT MIX THAT WORKS LOCAL PACK RANKING, IN ORDER

@ cducational - 40% 1. Profile completeness

@ rroof and results - 30%

Behind the scenes - 2. Review count and rating

@ Direct offers - 10% 3. Name, address, phone match
HOOK IN THE FIRST 3 4.Distance to searcher
Nine in ten viewers decide to stay or scroll in 3 5. Website SEO signals

seconds. Open with the problem (most owners
get this wrong) or the result (we grew this client
170 % in 3 months). Never open with your logo or

your name.
THE REVIEW SYSTEM THAT

WINS

o Make a short link to your review page

Message every customer 24 to 48
hours after the job

o
o Reply to every review, good or bad
o

Aim for 30+ reviews at 4.3 stars or
higher

Organic reach on Facebook business pages has fallen to about 2 to 3%
o of followers. Treat social reels for free reach, and use paid targeting for
2 tO 3 /0 sales. Repurpose one video across Reels, TikTok, and YouTube Shorts to
Facebook organic reach get more from every recording.

Softcrust Digital Marketing for Businesses 2026 Social & Maps 1



WIN AND HOLD THE LEAD

Beat competitors, then stay ahead

Most businesses do not lose on quality. They lose on visibility, trust, and speed.

Win those three at every touchpoint, then build advantages that take competitors

years to copy.

RUN THIS AUDIT EVERY 90 DAYS

o Search your top 5 keywords. Note who
shows in ads, Maps, and organic.

Find keywords competitors rank for and you
do not. Make better content.

Compare review counts and ratings against
your top three rivals.

Check the Meta Ads Library to see what they
run and for how long.

Ask ChatGPT who the best in your category
is. Are you named?

0O 0 0 O

SPEED WINS DEALS

The first business to reply wins
5 the deal 70 to 80% of the time.
Most reply in a day or two. Reply

|
m I n in five minutes and you have an

edge on every lead.

THE 3-YEAR COMPOUND
ADVANTAGE

Year 1 Year 2 Year 3

Reviews, backlinks, and content authority stack
up. By year three, the cost of your organic leads
drops toward zero and rivals cannot catch up
without years of work.

BARRIERS RIVALS CANNOT COPY
FAST

200+ genuine reviews built over time
Backlinks from trusted sites
Documented client case studies

A founder brand on Linkedln and YouTube




QUICK WINS

Ten things most businesses miss

None of these are new. They are just under-used here. Each one is a real opening
because few of your competitors are doing it.

Publish one original study a quarter

Real data your team collects earns links, shares,
and Al citations that generic posts never will.

Use a 5-message WhatsApp sequence

Most send one message and stop. Five over 14
days, each with value, closes far more leads.

Run ads on keywords you want to rank
for

The traffic lifts engagement signals and speeds up
your organic ranking on those terms.

Build a WhatsApp broadcast list

Saved contacts get your broadcasts as personal
messages. Open rates hit 70 to 90%.

Stack three retargeting layers

A 7-day, 30-day, and 90-day window each shows
the right message to the right warmth of buyer.

Pick three of these and start this week.

Done beats perfect, and small consistent
moves compound into a lead you cannot

be knocked off.

Tauseef Shah, Founder

Softcrust Digital Marketing for Businesses 2026

Work LinkedIn for B2B leads

10 to 15 personal connection requests a day, value
first, turns into 6 to 16 sales chats a month.

Put video testimonials on your
homepage

A 60-second real client video converts several
times better than any text quote.

Refresh old content every 18 months

Update the data and date. Rankings often recover
for far less effort than new content.

Get into Al tools on purpose

Verified profiles on Clutch and GoodFirms, plus
FAQ content, get you named in ChatGPT answers.

Advertise to your own customers

A small ad to your customer list with an upsell
costs little and converts far above cold ads.

[l
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W A DIGITAL EXPERTS

YOU HAVE THE PLAN

Now let us help you
runit.

Everything in this report is something we do for clients every
day across the globe. We do not just advise. We build it and run
it with you.

+
+

SEO, GEO and Al search Google Ads management

Email and automation

+
+

Meta Ads and social media

+
+

Website design and build Content and blogging

+
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+

Google Maps and local SEO Reputation management

www.softcrust.info
+92 312 5854438 (WhatsApp) Bahria Town Phase 7
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