


The Consumer Shopping Evolution



2000



This is me in 2000!



This is my first 
apartment after 
college.



It was comfortable. 



It was comfortable. 

But something was missing. 



I saw a Home Depot 
commercial during 
Friends.



And a newspaper 
ad in the Sunday 
paper. 



So I drove to Home Depot.



Searched the store and 
drove back home.



In the end I found 
the perfect fit.



2018



It’s 2018 and things 
have changed a little!



I wanted a ceiling 
fan, but is there 
such a thing as a 
cool ceiling fan?



I began my search on Google.



… But I ran out of time and decided 
to finish my search later.



… Everywhere I went online, either on my mobile 
or laptop, I saw chandelier ceiling fans!
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… Everywhere I went online, either on my mobile 
or laptop, I saw chandelier ceiling fans!
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… So I decided to do a bit more research.
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… So I decided to do a bit more research.
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Finally I was ready to buy! But from where?
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Finally I was ready to buy! But from where?
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Finally I was ready to buy! But from where?





My new view!



Same purchase.



Same purchase.

Two very different paths. 



How does a local business keep up?



• Multi-channel marketing is the norm, not the exception

10The average consumer references

How Do Businesses Survive? 
They Find a Trusted Partner.

sources before making a purchase
Google, 2017



• Businesses know consumers are turning 
increasingly towards digital platforms

How Do Businesses Survive? 
They Find a Trusted Partner.

67% of a consumer’s purchase 
journey is done digitally

Lenatl, 2017



• Businesses are looking for a all-in-one, comprehensive solution

How Do Businesses Survive? 
They Find a Trusted Partner.

24 The average SMB receives 24 call/month from 
marketing providers, trying to sell them advertising.

Local Search Association, 2017

50% of SMBs use fewer than two marketing platforms.
Blue Corona, 2017



At Vivial, we deliver the solutions consumers use 
when searching. 

• Turn-key solutions
• Trusted partner
• Understanding of the business and industry
• Flexible service and support 



Case Study: 
Reed Law Offices PC, LLC



Case Study: Reed Law Offices Began As a   
Traditional Print Customer

• But as the consumer 
buying process 
changed, so too did 
their advertising 
strategy



Case Study: ReedLawOmaha.com

• Step 1: A new website
• Step 2: Drive traffic to 

the website



Case Study: 
Page #1 Domination

• 137 Google Rankings
• 105 Google Organic Rankings
• 32 Google Maps
• 235 Directories Optimized
• 38 articles written and shared, 

reaching nearly 20K potential 
customers

SEM

SEO
Website

Content



Case Study: Averaging 14% Facebook Engagement

• 14.2% engagement rate
• 1,000+ post clicks
• 686 post reactions
• 204 post shares



Case Study: 
Bombers CrossFit



Case Study: Bombers CrossFit

• Engaging mobile-
responsive website



Case Study: Bombers Earned Top Google Rankings

• Top 3 for 39 keywords

• Front Page for 77 
keywords

• 60 Google Map 
Rankings



Case Study: 182 Directories Optimized

• Business information is 
updated and locked, 
increasing SEO



Case Study: Content Influences Rankings

• 165,000 potential new 
members read expert articles 
nearly 12,000 times 

“Our membership has increased 
25%. Our social media and online 
presence has dramatically 
increased.”
Andy Kershbaum, Owner, 
Bombers CrossFit



Success Tips: 
Practical Steps to Drive Digital Transformation

• Transformation is a process, not an instantaneous change

• Build, buy or partner – what is the right combination

• Start with the biggest impact on revenue with the smallest impact on cost

• Make changes/decisions that are driven by your market’s needs

• Balance the old and the new
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