BUSINESS MARKETING AGENCY

OWNED BY YOU, DRIVEN BY US

BUSINESS

ECOSYSTEM
ROADMAP

Build the System.
Connect the Dots.
Scale with Confidence.

A complete step-by-step roadmap
to build a digital marketing
ecosystem that attracts,

converts and grows your

business — the right way.

THE BIG IDEA

Paid ads don't fix a broken
business foundation.

Build the foundation.
Build the system.
Then scale.

Stronger Foundation Better Performance

MARKETING

1. BUSINESS

FOUNDATION

Get your basics right.

Build on solid ground.
2. BRAND AND

o @ OFFER CLARITY

Be clear on what you offer,
who you help and why it matters.

Your digital home that builds
trust and gets results.

4. GOOGLE
ENVIRONMENT

Be visible on Google and
show up where it matters.

5. META / FACEBOOK
ENVIRONMENT

Set up Meta the right way
and own your assets.

6. TRACKING AND
ANALYTICS

Track everything that matters.
Make decisions with real data.

7. CRM AND LEAD
MANAGEMENT

Capture leads. Follow up fast.
Turn opportunities into customers.

8. AUTOMATION AND Al

Work smarter. Respond faster.
Scale without chaos.

9. REPUTATION
AND TRUST

Build trust. Get reviews.
Win more business.

10. REPORTING AND
OPTIMISATION

Review. Optimise. Improve.
Do more of what works.

11. CAMPAIGN LAUNCH

Launch with strategy.
Attract the right customers.

12. SCALE

Scale with systems.
Grow with confidence.

Sustainable Growth

&
More Customers >



Business Marketing Ecosystem Roadmap

Build the System Before You Buy the Traffic

Most business owners think they need more marketing.
They usually say the same things.

“We need more leads.”

“We need more traffic.”

“We need better ads.”

“We need to be on Google.”
“We need Facebook working.”
“We need AL”

Maybe.

But most of the time, the real issue is not just marketing.

The real issue is that the business does not have a proper digital ecosystem.
Pieces exist, but they are disconnected.

A website over here.

A Facebook page over there.

A Google Business Profile half filled in.
No tracking.

No proper lead flow.

No CRM discipline.

No follow-up system.

No reporting that means anything.

Then the business starts spending money on ads and expects everything to
magically work.

That 1s not how it works.
Paid traffic should come after the foundation is built.

This roadmap shows the order.



1. The Core Problem

A lot of businesses do marketing backwards.
They start with ads.

Then, when results are poor, they start asking the questions they should have asked
before spending the money.

Is the website good enough?

Is tracking installed?

Are leads going somewhere?

Is anyone following up properly?

Do we know which campaign generated the enquiry?
Are calls being tracked?

Is the Google profile even set up correctly?
Who owns the Facebook page?

Where is the pixel?

Why are there no reviews?

Why is the offer so unclear?

That is the problem.
They start buying traffic before the business is ready to handle traffic.

This roadmap fixes that.

2. The Simple Rule

Do not buy traffic until the business can do four things properly:

Look credible
Capture leads

Track what happened
Follow up fast

b S

If those four things are weak, ads will not save the business.

They will just expose the weak points faster.



3. The Business Marketing Ecosystem
A proper marketing system has layers.
Each layer supports the next one.

You cannot skip the bottom layers and expect the top layers to perform.

The ecosystem looks like this:

Business Foundation

!
Brand and Offer Clarity

!

Website Foundation

l

Google Environment

!

Meta / Facebook Environment

!
Tracking and Analytics

!
CRM and Lead Management

!

Automation and Al

l

Reputation and Trust

!
Reporting and Optimisation

l

Campaign Launch

l
Scale

That is the order.

Not because it looks neat.

THE BUSINESS MARKETING ECOSYSTEM

Build the system before you buy the traffic.

BUSINESS FOUNDATION

Set up your business identity, contact details, domain and core business information
¥

BRAND AND OFFER CLARITY

Define what you sell, who it is for and why people should choose you.

+

Build a clear, mobile-friendly website designed to convert visitors into leads.

+
GOOGLE ENVIRONMENT

Set up your Google Business Profile, Search Console, Analytics, Tag Manager
and Ads foundation.

META / FACEBOOK ENVIRONMENT
Set up your Facebook Page, Instagram, Business Portfolio,
Ad Account and tracking assets.

TRACKING AND ANALYTICS

Track traffic, forms, calls, bookings and the actions that matter.

CRM AND LEAD MANAGEMENT
Capture leads, manage pipelines and make sure follow-up
does not fall through the cracks.

AUTOMATION AND Al

Use automation and Al to respond faster, follow up better and save time.

REPUTATION AND TRUST
Build reviews, testimonials and proof so customers trust you
before they enquire.

+
REPORTING AND OPTIMISATION

Measure performance, spot issues and improve results using real data.

CAMPAIGN LAUNCH
Launch Google Ads, Meta Ads, SEO and other marketing
once the system is ready.

Increase budget, expand what works and grow with control
rather than chaos,

FOUNDATION -> ENGINE »

Build the machine first. Then drive traffic into it.

ﬂ BUSINESS MARKETING AGENCY

Because that is how the system actually works.

OWNED BY YOU, DRIVEN BY US
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4. Layer 1: Business Foundation

This is the boring layer.
It is also the layer people mess up more than they admit.

Before anything serious happens online, the business needs a clean identity.

What Needs To Be In Place

o Registered business name

« ABN, EIN or relevant business registration number
o Business address or clear service-area setup
o Business phone number

» Business email

e Domain name

e Logo

o Basic brand colours

» Business category

o Main services

o Service areas

o Business description

o Owner or manager contact details

e Privacy and compliance basics

Why It Matters

Google needs consistent information.
Meta needs consistent information.
Directories need consistent information.
Customers need consistent information.

If the business name, phone number, address, email, domain or services are different
across platforms, trust drops.

Google gets mixed signals.
Customers get unsure.
Account setup becomes harder.
Tracking becomes harder.
Local SEO gets weaker.

This is not exciting work, but it matters.

Fix the identity first.



S. Layer 2: Brand and Offer Clarity

This 1s where a lot of businesses are weaker than they think.
They know what they do.
But they cannot explain it clearly enough for a stranger to care.

That is a problem.

What Needs To Be Clear

o What the business sells

o  Who it helps

o  Which services matter most

o Which services are most profitable

o What problem the customer has

o Why the customer should choose this business
o What proof exists

o What the customer should do next

Why It Matters

A vague offer wastes money.

You can have the best ad account structure in the world, but if the offer is unclear, people
will not act.

The market does not reward confusion.
Before campaigns launch, the business needs a clear message.
Not clever.

Clear.



6. Layer 3: Website Foundation

The website 1s not just a digital brochure.
It is part of the sales system.

It needs to make the business look credible, explain the offer, and move people to action.

What Needs To Be In Place

o Website live

o Secure SSL

e Mobile-friendly design

o Fast enough loading speed

e Clear homepage

o Main service pages

o Location pages, where relevant
« About page

o Contact page

e Privacy policy

e Terms and conditions

o Contact forms

o Click-to-call buttons

o Booking links, where relevant
e Thank-you pages

e Clear calls to action

o Reviews or testimonials

o Basic SEO structure

Why It Matters

Most people will check the website before they call, book or enquire.
If the website looks cheap, confusing or unfinished, you lose trust.

If forms do not work, leads are lost.

If there are no thank-you pages, tracking becomes harder.

If service pages are missing, SEO and Google Ads suffer.

If the mobile experience is poor, conversion drops.

The website does not need to be fancy.

It needs to work.

7. Layer 4: Google Environment

For local and service-based businesses, Google is a major foundation.



People use Google when they already have intent.

That makes it valuable.

But the Google setup needs to happen in the right order.

Correct Google Setup Order

Business identity

l
Website

l

Google Business Profile

|

Google Search Console

l

Sitemap submission

l
Google Analytics 4

!
Google Tag Manager

!
Google Ads

l

Conversion tracking and
optimisation

THE GOOGLE GROWTH FOUNDATION

The right setup order. The right results.

B0

g

Ql>Jol=

1. BUSINESS IDENTITY

Your official business information, name,
contact details and consistent NAP.

¥
2. WEBSITE

Your digital home. Optimised, mobile-friendly
and built for conversions.

+

3. GOOGLE BUSINESS PROFILE

Get found in local search and Google Maps.
Complete, accurate and optimised.

¥

4. GOOGLE SEARCH CONSOLE

Connect your site to Google and monitor
performance and indexing.

2

5. SITEMAP SUBMISSION

Submit your sitemap so Google can crawl
and index your pages efficiently.

+

6. GOOGLE ANALYTICS 4

Track user behaviour, traffic sources and
measure what matters.

4

7. GOOGLE TAG MANAGER

Manage tracking tags easily without

editing code.

8. GOOGLE ADS
Run targeted ads to drive the right traffic

to your website. *
9. CONVERSION TRACKING & OPTIMISATION
Track conversions, optimise campaigns

and scale results. I I
=ull

f SETUP IN THE RIGHT ORDER. GET BETTER RESULTS. GROW FASTER.

ﬂ BUSINESS MARKETING AGENCY

OWNED BY YOU, DRIVEN BY US
© 2026 Business Marketing Agency. All rights reserved



What Needs To Be In Place

e Google Business Profile claimed
e Correct primary and secondary categories
o Services added

e Products added, where relevant
o Service areas added

e Opening hours correct

e Phone number correct

o Website linked

« Photos uploaded

o Logo and cover image added

e Reviews being collected

e Google posts being used

e Google Search Console verified
o Sitemap submitted

e GAA4 installed

e Google Tag Manager installed

e Google Ads account prepared

o Conversion tracking configured

Why It Matters

Can you technically run Google Ads without all of this?

Yes.

Should you?

Not if you want clean data.

Without the right setup, you can spend money but not know what is really happening.
You may get clicks.

You may get traffic.

You may even get leads.

But you will struggle to understand which search terms, pages, campaigns and actions
are actually producing value.

That is not strategy.

That is guessing with a credit card attached.



8. Layer 5: Meta / Facebook Environment

Most businesses have some kind of Facebook or Instagram presence.
That does not mean the setup is clean.

In fact, Meta setups are often a mess.

What Needs To Be In Place

META FOUNDATION FLOWCHART

o Facebook Page The Right Setup. The Right Results.
o Instagram account

«  Meta Business Portfolio ER O e
° COITeCt page Ownership I business information, logo, cover photo, and CTA.

e Connected Instagram account 4

. Meta Ad Account 9 INSTAGRAM ACCOUNT

. Set up or optimise your Instagram account.
o Correct currency and time

’

Connect it to your Facebook Page.

+

0@

zone 9
META BUSINESS PORTFOLIO
® Payment methOd Create a Meta Business Portfolio (Business Manager)
° Plxel and add your Page, Inslang account and team.
o Dataset
. META AD ACCOUNT

N COI’IVCI'SIOH eVentS Create or add your Ad Account inside the Business Portfolio.
. Domain Veriﬁcation’ Where Set currency, time zone, payiem method and permissions.

needed e PIXEL & DATASET
» Partner or agency access </ I instal the Mota Pixl on your websits and create

. a dataset. Verify events are firing correctly.

e Lead forms or landing pages i
o Messenger setup, where © CONVERSION API (CAPI)

relevant Set up Conversion API to send server-side data

for more accurate tracking and better resuits.

+

@ META ADS CAMPAIGNS

Now you're ready! Launch targeted campaigns with the
right objective, audience, creatives and budget.

o WhatsApp Account Setup

READY TO GROW

Track, analyse, optimise and scale your Meta Ads II
for consistent leads, sales and growth. =ul

00O

° OWN YOUR ASSETS. TRACK ACCURATELY. OPTIMISE CONTINUOUSLY. SCALE CONFIDENTLY.

BUSINESS MARKETING AGENCY
OWNED BY YOU, DRIVEN BY US
© 2026 Business Marketing Agency. Al rights reserved.

Y Strong Foundation —> Accurate Tracking —> Better Ads —> More Leads —> Business Growth




Why It Matters

The business should own its assets.

Not an old staff member.

Not a random freelancer.

Not an agency.

Not someone’s personal profile from years ago.

The agency should have access.

The business should have ownership.

If ownership is messy, everything becomes harder later:
e Ads access
« Pixel access
» Page permissions

o Instagram connection
e Domain verification

« Billing

e Reporting
o Security

e Scaling

Set it up cleanly from the start.



9. Layer 6: Tracking and Analytics

This is where marketing becomes measurable.
Without tracking, everyone has opinions.

With tracking, at least you have data.

What Needs To Be Tracked

o Website visits

o Traffic sources

e Form submissions

e Phone clicks

« Booking clicks

o Button clicks

o Thank-you page visits

e Google Ads conversions
e Meta Pixel events

e Meta Audiences

e Meta Video Views

o Lead source

o Campaign source

o CRM pipeline movement
« C(Calls, where possible

« Sales outcomes, where possible

Why It Matters

A business needs to know what happened after someone clicked.

Did they visit?

Did they leave?

Did they call?

Did they fill the form?

Did they book?

Did they become a customer?

Without this, marketing decisions are emotional.
And emotional marketing decisions usually become expensive.

Tracking is not optional if the business wants to grow properly.



10. Layer 7: CRM and Lead Management

This 1s where many businesses lose the money they already spent.
The ad creates the lead.

Then the business fails to follow up properly.

Then the business blames the ad.

That 1s common.

What Needs To Be In Place

e CRM system

o Lead capture forms

o Pipeline stages

o Lead source tracking

o Contact records

o Email notifications

e SMS notifications

o Appointment booking

e Missed call text-back

o Follow-up automations
o Sales tasks

« Internal alerts

o Review request process
o Reactivation campaigns
e Reporting by source

Why It Matters

A lead is not revenue.

A lead is a chance.

If the business does not respond fast, that chance drops.

If the business does not follow up, that chance disappears.

If nobody updates the pipeline, nobody knows what happened.
A CRM gives the business control over the opportunity.

Without it, leads leak everywhere.



11. Layer 8: Automation and Al

Automation should not be added because it sounds impressive.
Al should not be added because everyone is talking about it.

Use automation and Al where they solve a real problem.

Useful Automation Areas

e New lead follow-up

e Missed call text-back
e Appointment reminders
e Email nurture

e SMS nurture

o Lead qualification

e Al chat

o Al receptionist

« Review requests

o Customer reactivation
o Internal tasks

o Pipeline updates

o Reporting summaries

Why It Matters

Most businesses are slow.

They miss calls.

They reply late.

They forget follow-ups.

They forget to ask for reviews.
They do not re-engage old leads.
They do not nurture prospects.
Automation fixes consistency.
Al can improve speed.

But only if the business process is clear.

Bad process plus automation is just faster chaos.



12. Layer 9: Reputation and Trust

Traffic does not automatically convert.
People need to trust the business.

They check reviews.

They check photos.

They check the website.

They check the Facebook page.

They check whether the business looks active and real.

What Needs To Be In Place

e Google reviews

« Review request process
« Review responses

o Testimonials

o Case studies

o Before/after examples, where relevant
o Website trust signals

o Industry credentials

o Awards or certifications
o Social proof

e Active profiles

Why It Matters

Ads can get attention.

Trust gets action.

A business with poor trust signals will pay more to convince people.

That means weaker conversion, weaker lead quality and more wasted budget.
Reputation is not separate from marketing.

It is part of the machine.



13. Layer 10: Reporting and Optimisation

A report should not just be a bunch of screenshots.

It should help the business make decisions.

What Needs To Be Reviewed

« Website traffic

e Google Business Profile activity
e Google Ads results

e Meta Ads results

e SEO performance

o CRM pipeline

o Lead source

o Lead quality

o Call volume

o Booking volume

e Cost per lead

o Cost per booking

o Cost per sale, where possible
e Conversion rates

« Follow-up speed

o Sales outcomes

Why It Matters

Every month, the business should be able to answer:

What worked?

What failed?

What needs to be fixed?
What should be stopped?
What should be tested next?
What should be scaled?

If reporting does not lead to decisions, it is just decoration.



14. Layer 11: Campaign Launch

Now we get to the part most business owners wanted from day one.
Ads.

But notice where ads sit in the roadmap.

They are not first.

They come after the business can handle the traffic.

Campaigns May Include
e Google Ads
e Meta Ads
. SEO

o Retargeting

o Email campaigns

e SMS campaigns

e Review campaigns

o Social posting

e YouTube

o LinkedIn

e Microsoft Ads

o TikTok, where relevant

Why It Matters

Campaigns work better when the system underneath is ready.

The right offer.

The right website.
The right tracking.
The right CRM.
The right follow-up.
The right reporting.

That is when marketing has a chance to work properly.

Without that, campaigns become expensive experiments with weak visibility.



15. Layer 12: Scale

Scaling is not the same as spending more.
Scaling means increasing what is already working.

That is a big difference.

When To Scale

Scale when:

o Leads are being tracked

o Lead quality is understood

o Follow-up is working

o Cost per lead is acceptable

« Cost per booking is acceptable

o Sales outcomes are known

o Website conversion is good enough

o Reporting is reliable

o The business can handle more volume

What Scaling May Include

« Higher ad budgets

o More campaigns

« More services

o More locations

o Retargeting

« Better landing pages

o Stronger creative

o Al receptionist

o Advanced CRM automations
e Review campaigns

o Reactivation campaigns
o Better reporting

Why It Matters

If you scale a broken system, you get bigger problems.

More missed calls.
More lost leads.
More bad data.
More wasted spend.
More confusion.

Fix first.

Scale second.



16. The Full Roadmap

Stage 1: Business Identity
Get the basics right:

o Business registration

o ABN, EIN or equivalent
e Address or service area
o Phone number

e Domain

o Business email
e Logo

o Services

e Service areas

Outcome: The business has a clear and consistent identity.

Stage 2: Brand and Offer

Clarify the message:

o What you sell

e  Who you help

« What problem you solve

e Why choose you

o What proof exists

o What action customers should take

Outcome: The business can explain itself clearly.

Stage 3: Website

Build or clean up the website:

« Homepage

o Service pages

« Contact page

o Privacy policy

o Terms

o Forms

e Click-to-call

e Booking links

o Thank-you pages
o Trust signals

Outcome: The business has a digital home that can convert traffic into enquiries.



Stage 4: Google Setup
Build the Google foundation:

e Google Business Profile
o Search Console

« Sitemap submission

e GA4

e Google Tag Manager

e Google Ads

e Conversion tracking

Outcome:

The business is visible, trackable and ready for Google marketing.

Stage 5: Meta Setup
Build the Meta foundation:

o Facebook Page

o Instagram

o Meta Business Portfolio
e Meta Ad Account

e Pixel

e Dataset

o Conversion events

o Partner access

QOutcome:

The business is ready to run Facebook and Instagram campaigns properly.



Stage 6: CRM and Lead Flow

Connect the lead system:

« CRM

e Pipelines

o Lead forms

« Notifications

e Email follow-up

o SMS follow-up

o Appointment reminders
o Missed call text-back

o Lead source tracking

QOutcome:

Leads are captured, followed up and managed.

Stage 7: Tracking
Make the numbers visible:

o Traffic tracking

o Form tracking

o Call tracking

e Booking tracking

« Button click tracking

o Campaign source tracking
o Lead source tracking

o Conversion tracking

QOutcome:

The business can see what marketing activity is actually producing.

Stage 8: Automation and Al
Improve speed and consistency:

e Lead nurture

o Appointment reminders
e Al chat

o Al receptionist

o Missed call text-back

e Review requests

o Internal alerts

o Customer reactivation

QOutcome:

The business responds faster and loses fewer opportunities.



Stage 9: Reputation
Build trust:

Google reviews
Testimonials

Case studies
Before/after examples
Review request process
Review responses
Website trust signals

Outcome:

More people trust the business enough to enquire.

Stage 10: Reporting
Review performance:

Website data
Google data

Meta data

CRM data

Lead quality

Cost per lead

Cost per booking
Sales outcomes
Monthly decisions

Outcome:

The business makes decisions based on data, not emotion.

Stage 11: Campaign Launch
Start marketing with structure:

Google Ads

Meta Ads

SEO

Retargeting

Email

SMS

Social posting
Review campaigns

Outcome:

Marketing starts with the right foundation underneath it.



Stage 12: Scale

Grow what works:

e Increase budget

o Expand campaigns
e Add services

e Add locations

e Add automation

o Improve conversion
e Improve reporting

e Improve follow-up

Outcome:

The business scales with control, not chaos.



17. The Simple Visual Version

Business Identity

!
Brand and Offer

!
Website

l

Google Business Profile

l

Google Search Console

l

Sitemap Submission

!
Google Analytics 4

!
Google Tag Manager

!
Google Ads

!

Meta Business Portfolio

l
Meta Pixel and Dataset

l
CRM and Lead
Management

l
Tracking and Analytics

l

Automation and Al

l

Reputation and Trust

!

Reporting and
Optimisation
l

Campaign Launch

l

Scale

This is the big-picture version.

THE BUSINESS MARKETING ECOSYSTEM

Build the system before you buy the traffic.

BUSINESS FOUNDATION

Set up your business identity, contact details, domain and core business information.

¥
BRAND AND OFFER CLARITY

Define what you sell, who it is for and why people should choose you.

2

Q-

/EBSITE FOUNDATION
Build a clear, mobile-friendly website designed to convert visitors into leads.

¥
GOOGLE ENVIRONMENT

Set up your Google Business Profile, Search Console, Analytics, Tag Manager
and Ads foundation.

+
META / FACEBOOK ENVIRONMENT

Set up your Facebook Page, Instagram, Business Portfolio,
Ad Account and tracking assets.

TRACKING AND ANALYTICS

Track traffic, forms, calls, bookings and the actions that matter.

2 3@

CRM AND LEAD MANAGEMENT
Capture leads, manage pipelines and make sure follow-up
does not fall through the cracks.

AUTOMATION AND Al

Use automation and Al to respond faster, follow up better and save time.

REPUTATION AND TRUST
Build reviews, testimonials and proof so customers trust you
before they enquire.

REPORTING AND OPTIMISATION

Measure performance, spot issues and improve results using real data.

L ¥ojex D

CAMPAIGN LAUNCH
Launch Google Ads, Meta Ads, SEO and other marketing
once the system is ready.

SCALE
Increase budget, expand what works and grow with control
rather than chaos.

FOUNDATION - ENGINE -»

Build the machine first. Then drive traffic into it.

ﬂ BUSINESS MARKETING AGENCY
OWNED BY YOU, DRIVEN BY US

© 2026 Business Marketing Agency. All rights reserved.

For client conversations, it can also be split into three simple sections:



Foundation

o Business identity
e Brand and offer
e Website

e Google setup

e Meta setup

Engine
e Tracking
« CRM

e Lead follow-up
e Automation
o Reputation

Growth
e Campaign launch
e Reporting
e Optimisation
e Scaling

That is probably the cleanest way we explain it to business owners.

Foundation.
Engine.
Growth.

No foundation, no engine.
No engine, no scale.



18. The BMA Position

At Business Marketing Agency, we do not believe in just launching campaigns and hoping for
the best.

That is lazy.

A business needs the full system.
First, we check the foundation.
Then we fix what is missing.
Then we connect the tracking.
Then we build the lead flow.
Then we launch campaigns.
Then we optimise.

Then we scale.

That is the order.

Because the goal is not just more clicks.

The goal is more of the right enquiries, tracked properly, followed up quickly and converted into
real business.

Marketing works better when the whole system works.

That is what the BMA Business Marketing Ecosystem Roadmap is built for.

We are constantly improving this document to add current and relevant information to help in
growing your business. Let us know if you would like us to add a topic, an app or a strategy.

We will be adding a section on useful Al tools (coming soon)



