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What Will Work in 2026 
to Generate More Clients and Billable Hours



Employ both offline and 
online marketing to reach 
different demographics.

Multi-Channel Marketing



Offline and online marketing 
go hand in hand.

Multi-Channel Marketing



Confusion



Avoid Shiny Object Syndrome



Problem Aware Journey 







Google Search



Intent Based Branding



Problem Aware



Problem Aware Journey



Google

Pay-Per-Click
Advertising

Three Types 
of Marketing



Google

Three Types 
of Marketing

Organic
Search

Local
Business
Search



1. Pay-Per-Click Advertising



Desktop Ads



Mobile Ads



Geography

1. Radius

2. ZIP codes

3. City names

4. Exclusions
(ZIP codes, city names)



2. Local Search / Map



2. Local Search / Map



Google Listing



Google Listing



Name, Address, Phone all must be exactly the same

Local Citations

www.moz.com/local



Name, Address, Phone all must be exactly the same

Local Citations



3. Organic Search
Search Engine Optimization (SEO)



3. Organic Searches



• Black Hat vs. White Hat

• Google penalties:
o Penguin (backlinks)
o Panda (duplicate content)

• Long-term process
(9-12 months)

• Content is king

SEO Considerations



Website Conversion
Optimization



Problem Aware Journey 



Website Conversions

https://endeavorhomecare.com/



1. Call To Action

Ring Ring Marketing TOP SECRET.  Do not distribute.  

Tap to Call

Tap to CallSticky Header



2. Mobile Friendly Website



3. Mobile Page Load Time



3. Desktop Page Load Time



4. Unique Selling Proposition



5. Credibility / Social Proof



5. Credibility / Social Proof



6. Business Profile Video



7. About Us Page

Who

When

What

Where

Why



Online Reputation 
Management



Problem Aware Journey 



Google Search



Top Review Sites

Drive Reviews & Monitor

• Google

• Facebook

• Yelp

• Caring, etc.



• Step 0: Cool Down

• Step 1: Direct Message
−Reach out to the reviewer right away
−Call AND Email

• Step 2: Public Comment

• Step 3: Flag 

Negative Reviews Process Flow



❑ It's a numbers game: 1 out of 10 will leave a review

❑ Call after service

❑ Use automation: survey tools

How to Get More Reviews



Monitor All Major Review Sites



Intent Based Branding



Intent Based Branding



Social Media Marketing



Intent Based Branding



• Pay-to-play model

• 5% of followers see your posts

• “A Dollar A Day” Strategy

Facebook Boost Ads



Caregiver Recruitment



Caregiver Recruitment



Veteran Campaign



Problem Aware Journey



Intent Based Branding





https://twitter.com/CareSmartz360 https://www.instagram.com/caresmartz/ https://www.linkedin.com/company/caresmartz https://www.youtube.com/channel/UC9I-KofSf4VBvbHe3xIJWBQhttps://www.facebook.com/CareSmartz360

https://www.facebook.com/CareSmartz360
https://twitter.com/CareSmartz360

https://www.instagram.com/caresmartz/ https://www.linkedin.com/company/caresmartz https://www.youtube.com/channel/UC9I-KofSf4VBvbHe3xIJWBQ

• This webinar was recorded
• Recording will be shared within 1–2 business days with registered attendees.

Thank You!

Follow us @CareSmartz360

Stay tuned for updates…

Welton Hong
Ring Ring Marketing
888-383 – 2848
welton@RingRingMarketing.com

CareSmartz360 
844-588-2771 

sales@caresmartz360.com
www.caresmartz360.com
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