
PDAgroup Digital Presence Study
How to Turn Websites into Automated 
Lead Generation Machines

Insights for IT Solution Providers

PDAgroup | enabling best performance www.pdagroup.net

http://www.pdagroup.net


Executive Summary

Introduction

Research Methodology

Fundamentals

Customer Testimonials and Success Stories

Unique Selling Proposition

Tracking Software

Content Marketing

Content Relevant to Target Group

Calls-to-Action

Regular Blogging

Lead Generation

Mix of Gated and Non-Gated Content

Landing Pages

Prominently Visible Contact Options

Social Media

Google+ Usage

Relevancy and Regularity of Content

LinkedIn and Twitter Usage

Search Engine Optimization

Alt Text for Pictures and Links

Meta Descriptions

Page Titles

Accssibility

Mobile Website

Loading Time

Search

PDAgroup

About PDAgroup

About the Authors

Digital Presence Check - Benefits for IT Solution Providers

1

2

3

4

5

6

7

8

1

1

2

3

3

3

4

5

5

5

6

7

7

7

8

9

9

9

10

11

11

11

12

13

13

13

14

15

15

15

16

PDAgroup Digital Presence Study - How to Turn Websites into Automated Lead Generation Machines

Table of Contents



Introduction

IT solutions providers are being confronted with a massive shift in 

the balance of power between the customer and the supplier. Stud-

ies such as those from the CEB lend credence to this view: custom-

ers on average have already made 60% of their decision before they 

have any direct contact with a potential supplier. Customers are more 

independent now than they ever have been; they conduct their own 

research on the internet and compare potential solutions and provid-

ers, all without any direct communication with the provider. 

The previously marginal aspect of marketing within this process is 

growing and the role of marketing needs to be reconsidered. To adapt 

to the new behavior of customers, marketing from software providers 

needs to evolve beyond its traditional scope. Contemporary market-

ing needs to deliver more than just nice brochures and colorful slide 

decks. The marketing team of today needs to support the entire sales 

process by ensuring the company has a smart web presence and a 

range of informational content available through its online channels. 

Based on the results of the 2015 PDAgroup Digital Presence Check 

Survey, in which 100+ IT solution providers were evaluated, the largest 

potential for improvement involves the areas of lead generation and 

content marketing. The results of the survey highlight how important it 

is that IT solution providers improve their digital presences and lever-

age these to generate leads.
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Research Methodology

The PDAgroup Digital Presence Check analyzes a company’s current 

digital presence. In addition to an expert review of the website, the 

analysis also provides concrete action items to help the IT provider 

fully leverage its digital presence as a “lead generation machine.”

By drawing on a scoring scheme with 42 criteria in six categories, 

experts evaluate company websites, social media profiles and landing 

pages to determine the strengths and weaknesses of a company’s 

online presence. The six categories include key areas such as content 

marketing, social media activity, online lead generation tactics, search 

engine optimization (SEO) and accessibility. In the final report, compa-

nies learn where they need to invest resources and are provided with 

specific actions to help them reach out to customers through digital 

channels.

In 2015 over 100 IT solution providers used the PDAgroup Digital Pres-

ence Check in order to enhance their digital presences. The following 

whitepaper provides an aggregated view of the analysis results and 

summarizes the core challenges IT solution providers face in terms of 

filling their sales pipelines through digital outreach.
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Customer Testimonials and Success Stories

Customer testimonials are one of the most attention-grabbing assets 

a website can offer as they provide evidence of the quality of the prod-

uct. Testimonials are generally presented in the form of statements or 

videos of customers describing how a company’s offer helped them. 

Due to the fact that they provide social proof of the value of the prod-

uct, customer testimonials are much more effective than marketing 

texts. Customer statements can also be used to create case studies 

in which successful customer projects are showcased in detail. 69% 

of the websites evaluated by PDAgroup do not provide customer tes-

timonials and success stories.

Recommendation: Ask the customer of your last successful pro-

ject for a statement endorsing the benefits of both your solution 

and of working with you. Also, do not forget to ask for permission 

to use the testimonial for marketing purposes.

Unique Selling Proposition (USP)

Since customers are screening websites and comparing alternative 

providers online, it is crucial that websites reflect their companies’ 

unique selling propositions (USPs). A USP statement should clearly 

communicate why customers should choose this company and its so-

lutions over those offered by the comeptition. Although the concept of 

the USP is not new, it is particularly noteworthy that 57% of IT solution 

providers do not communicate their USPs clearly.

Recommendation: List three characteristics that make your busi-

ness and/or products/services truly unique and how these factors 

benefit your customers.

69%
of IT solution providers do not 

provide customer testimonials or 

success stories
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Tracking Software

Our study revealed that the majority of the IT solution providers (81%) 

have already taken the step of integrating an analytics software to 

their website. Web analytics is the first step in measuring the ability 

of a website to generate leads. Insights gained through web analytics 

like traffic numbers, bounce rate and top content pages can be used 

to develop the website further. 

But web analytics is more than installing a single script on the website. 

On-going analysis and interpretation of the data gathered is required 

before making any decisions.

Recommendation: Set up a monthly recurring appointment 

where you revisit fundamental metrics (visits, unique visitors, 

time on site, page views, bounce rate, referrers, most viewed pa-

ges, top entry pages and top key phrases from search engines).  

Consider analyzing multiple metrics together, not just looking at a 

single metric.
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Content Relevant to Target Group 

The Holy Grail in content marketing is that you need to understand 

and write specifically for your target audience. More than two-thirds 

(69%) of the evaluated websites of IT solution providers did not have 

content that was relevant and truly useful to their audiences. The most 

common mistake is that companies talk about themselves and their 

products rather than the things the website visitors care about. 

Additionally, the saying “One size fits all” does not apply when it 

comes to the various formats of digital content. Different people pre-

fer content in different formats: some prefer to read, others to listen to 

audio or watch videos. Fully 81% of the IT solution providers evalu-

ated by PDAgroup provided content only in text format rather than 

other formats like whitepapers, e-books, webcasts, infographics or 

slidedecks.

Recommendation: Create buyer personas (i.e., an ideal represen-

tative of your target market) to specify your target group(s) based 

on aggregated information such demographics, background and 

behavior, like what keeps them up at night and their content con-

sumption. 

Calls-to-Action

“Download the Whitepaper”, “Try Our Free Trial“, “Sign Up Now” – 

these are calls-to-action (CTAs). CTAs are compelling links or buttons 

on a website that get website visitors and potential customers to click 

and complete a contact form, ultimately converting the visitor into 

a lead. Typically, effective CTAs direct visitors to landing pages with 

valuable content on it, such as a whitepaper. 

Although CTAs are a proven key driver of online lead generation, only 

16% of the websites evaluated by PDAgroup had calls-to-action on 

them; the vast majority of IT solution providers (84%) do not use any 

CTAs to induce visitors to fill in a lead generating form.

Recommendation: End each of your blog posts with a call-to-

action that either encourages readers to comment, to place an 

inquiry or to fill in a lead generation form.

Example: “Are you ready to improve your business? Download 

our free eBook now!”). 
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69%
of IT solution providers do not 

offer content relevant to their 

target customers

84%
of IT solution providers do not 

use calls-to-action with their 

offers
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Regular Blogging

The saying ‘content is king’ has never been truer. Regular and relevant 

content will show a company’s expertise to both potential customers 

and search engines. A steady stream of fresh and keyword-relevant 

content pieces in the form of a blog will result in an improved search 

ranking. This in turn results in new visitors being attracted to your 

website. 58% of the websites evaluated by PDAgroup did not regu-

larly provide fresh content on blogs, implying that there is significant 

room for improvement on the side of IT solution providers.

Recommendation: Set up a blog through a site like WordPress or 

Tumblr and link it to your website. Use it to schedule and publish 

regularly posts on relevant topics.
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Mix of Gated and Non-Gated Content

While non-gated content helps to increase awareness of a website 

and attract new visitors, with gated content companies are able to 

grow their database of contacts and ultimately generate leads. The 

concept of “gating” involves adding a form that requires information, 

such as an e-mail address, from users before they are able to see, 

read or interact with the content. Providing both gated and non-gat-

ed content in moderation is the ultimate best practice as this drives 

website traffic and generates leads. Unfortunately 93% of IT solution 

providers completely miss this opportunity to gather contact data by 

offering gated content. 

Recommendation: Set up an editorial calendar to keep track of 

content authors, topic ideas and content formats. Ensure that the 

content is created on time and document the channels where the 

content pieces will be published.

 
Landing Pages

Landing pages are slightly separated from the normal website and are 

dedicated to offering gated content. As a general rule of thumb, the 

more landing pages businesses have the more leads they generate. 

There are even companies with 40 or more landing pages that gen-

erate 12 times more leads than those with only a few landing pages 

(Hubspot). Our study revealed that 72% of IT solution providers do not 

use any landing pages to facilitate lead generation.

Recommendation: Create your first piece of gated content 

and set up a landing page for it. Consider the different elements 

needed to create a landing page (The Essential Landing Page  

Checklist).
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93%
of IT solution providers do not 

provide a mix of gated and non-

gated content

72%
of IT solution providers do not 

use landing pages with lead 

generation forms
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Prominently Visible Contact Options

Many prospective clients still like to speak to a human before making 

a decision on a large purchase. Although an ordinary contact page is 

available, 63% of IT solution providers do not have a prominently vis-

ible contact option on each of their web pages. Simply put, they miss 

the opportunity to field sales inquiries. Contact options vary starting 

from a contact phone number in the header of the website to a “Re-

quest a call-back” form or a live chat.

Recommendation: Add the contact details (name, e-mail, phone 

number, LinkedIn profile) of your business development represen-

tatives to each of your product pages. Even if your visitors don’t 

call you, the presence of a phone number will increase their trust 

in you and lend credibility to your offers.
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Google+ Usage

With a total of 300 million active users as of 2015, Google+ has now 

secured a spot among the most-utilized social media platforms. That’s 

3rd to Facebook’s 1.5 billion active users and 2nd to Twitter’s 316 mil-

lion. Besides forcing YouTube users to have a Google+ account, an-

other big source of Google+’s continued growth comes from compa-

nies that have realized that maintaining a Google+ account improves 

their search engine rankings. 

However, 79% of the IT solution providers evaluated in the PDAgroup 

Digital Presence Check Study did not use Google+. Since Google+ 

has a proven impact on SEO results, it is inevitable that companies 

maintain a Google+ Business page. Furthermore, employees need to 

become active Google+ users and add each other as well as their 

employers to their circles.

Recommendation: After setting up a Google+ Business page for 

your company, encourage your employees to connect with your 

company and with each other through circles. Then start posting 

content, such as your latest blog articles, to increase your Google 

search enginge ranking.

 
Relevancy and Regularity of Content

According to IDG Connect, 86% of IT buyers use social media net-

works in their purchasing decision process and 89% of them pre-

fer viewing educational over promotional content. According to the 

PDAgroup Digital Presence Check Study, 54% of IT solution providers 

missed the opportunity to provide their target audience with regular 

and relevant content through social media channels. 

To attract the attention of IT buyers, solution providers need to bal-

ance their social media content by having a good mix between pro-

motional content related to their company and editorial content that 

educates readers. This split should be roughly 80% editorial and 20% 

promotional. But not all of this content needs to be created internally; 
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Social Media

79%
of IT solution providers do not 

use Google+

54%
of IT solution providers do not 

regularly post relevant content 

on social media channels
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companies should also post content from external sources that target 

customers would find interesting. Regular posts and interaction with 

other individuals on social media by means of likes, comments and 

shares will help the brand to connect with target customers. 

Recommendation: Sign up for a 30-day free trial version of Hoot-

suite to manage your social networks. Schedule regular messa-

ges, engage your audiences and measure the ROI of your social 

media activities with a single tool.

 
LinkedIn and Twitter Usage

88% of IT solutions providers actively leverage LinkedIn and Twitter 

for their social media activities. While Twitter is a very popular social 

media platform that encourages a broad spectrum of people to con-

nect, share and communicate, LinkedIn focuses on bringing business 

professionals together. The ability to create company pages, post job 

openings and join industry discussion groups on LinkedIn helps busi-

nesses to recruit top personnel and generate leads. As an extremely 

effective channel for establishing a digital presence, sales people can 

make use of LinkedIn as an added sales tool. 

Recommendation: Have your employees check their LinkedIn 

Social Selling Index and push them to improve their score by es-

tablishing their professional brand, connecting with target custo-

mers and building relationships.
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Alt Text for Pictures and Links

According to the results of the PDAgroup Digital Presence Check 

Study, 73% of IT solution providers do not use alternative text for their 

website images. Alternative text, or alt text, is a vital component of 

search engine optimization and comprises a short description of web 

images. As part of an HTML element, alt text for an image could look 

like this: <img src=”cloud-based-crm-system-large-enterprises.jpg” 

alt=“Cloud-based CRM system for large enterprises“/>. 

Alt text is very important for search engines as they cannot recognize 

the content of an image unless it comes with a description. As a result, 

adding alt text to images is one of the easiest and most effective ways 

to optimize images for Google Image Search and Pinterest. The same 

applies to all website links, which should have a meaningful descrip-

tion of their destination for website visitors and search engine spiders.

Recommendation: Log in to the content management system of 

your website and add alt texts of about 8 to 10 words with a maxi-

mum of 140 characters (basically no longer than a Tweet) to each 

of your web images.

 
Meta Descriptions 

The meta description is important as it appears on Google’s search 

results right below the page title. Its main purpose is to get the visitor 

to click on the associated link. In other words, meta descriptions are 

for generating clickthroughs from search engines. However, a meta 

description needs to have the appropriate keywords so the page is 

ranked higher and attracts the viewer’s attention. The trick to writing 

good titles and descriptions, then, comes from understanding what 

the challenges of the ideal customer are. 58% of the IT solution pro-

viders evaluated did not make use of meta descriptions.

Recommendation: Log in to the content management system of 

your website and write a compelling meta description for each 

sub page. Keep in mind that Google shows about 160 characters 

of the meta description.
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Search Engine Optimisation

73%
of IT solution providers do not 

use alt text to describe images 

on their websites
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Page Titles 

The page title is what shows up as the name of a page in search 

engine results and appears at the top of the browser’s window when 

visiting the site. It is meant to be an accurate and concise description 

of a page’s content. Therefore, page titles are critical to both the user 

experience and search engine optimization and need to be defined for 

each sub page. Ultimately, value is created in three areas: relevancy, 

browsing, and in the search engine results. 

Recommendation: Ideally, the sub pages of your website are 

about one obvious topic. Choose just one or two specific key-

words that describe this topic and use them in the page title and 

meta description.

PDAgroup Digital Presence Study - How to Turn Websites into Automated Lead Generation Machines 12

© 2015 PDAgroup GmbH, All rights reserved

6.2

87%
of IT solution providers use page 

titles correctly



Mobile Website

The number of people using mobile devices to access the internet 

surpassed the number of desktop users already long ago. Websites 

not optimized to fit various screen sizes mean that users have to scroll 

in two directions to read a few sentences. This cumbersome viewing 

experience is the reason why websites can no longer be designed with 

a fixed width. By adopting a responsive design, websites meet the 

needs of a variety of screen sizes – mobile, tablet and desktop. 

40% of the IT solution providers evaluated by PDAgroup do not have 

a mobile website in place. Studies have also shown that web users 

only read 20% of the text on a webpage. Therefore, it is essential to 

make website texts easy to read. Tiny words, low-contrast colours 

and insufficient space between lines make reading tiresome as do 

long, dense paragraphs of text.

Recommendation: Consider redesigning your website using a 

responsive web design that automatically adjusts the layout to fit 

to any screen size and reorders the content based on the device. 

This will enable smaller devices with weaker processing power to 

load just as quickly as desktops.

 
Loading Time

Page loading time strongly influences the user experience of a visitor 

on any website. In many cases web design focuses on aesthetics, 

complex functionalities or adding more content to web pages. How-

ever, most visitors – especially those using mobile devices – tend to 

care more about speed than all the bells and whistles of a website. 

Furthermore, page loading time is an important issue when it comes 

to search engine rankings. 60% of the IT solution providers assessed 

over the course of the PDAgroup Digital Presence Check Study have 

websites with below-average loading speeds.

Recommendation: Optimize the loading time of your website, es-

pecially for mobile devices, by testing your website and conside-

ring tips from Google like leveraging browser caching.
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40%
of IT solution provider websites 

are not optimized for viewing on 

mobile devices
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Search

An effective search functionality not only finds the information visitors 

are looking for but also outlines a valuable way for interacting with po-

tential customers to learn more about their needs. Based upon previ-

ous searches, companies can improve the search function to provide 

the best possible results. 

A search functionality also impacts the conversion rate. Website visi-

tors who use an on-site search function convert into leads at a rate 

of 2.4% as opposed to the 1.7% conversion rate for visitors who do 

not use this functoin. The PDAgroup Digital Presence Check Study 

revealed that 61% of IT solution providers do not offer a search func-

tionality for their prospects and customers.

Recommendation: For your on-site search box to be effective, 

it needs to make a good first impression by delivering relevant 

results the first time. Also, avoid “zero results” pages by showing 

complementary products or cross-sells instead of a blank screen.
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About PDAgroup 

PDAgroup enables companies and their employees to be prepared 

for the future. Our analytics, consulting, recruiting, training & coaching 

programs assist channel organizations and their partners to sustain-

ably improve their businesses. We have been providing our expertise 

to clients such as SAP SE and their channel partners for the past 8 

years, helping them to achieve their best performance.

No matter what changes your organization is undergoing, it all start 

with the employees. Our unique blend of analytics, consulting, recruit-

ing, training & coaching programs place your people at the heart of 

the challenge.

Our expertise in digital transformation, sales and marketing, channel 

management, innovation, strategic development and HR management 

can assist global channel organizations and their partner network to 

succeed in the future. Our comprehensive approach is designed to be 

sustainable and with our global network of professional consultants & 

trainers, we have the experience to help your business reach the next 

level.
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Get an expert review of your web presence

See how your web presence scores as a tool for demand and lead generation

See what your web presence’s strengths and weaknesses are

Receive actionable recommendations for improvements

Interested? Contact us for more information!
communication@pdagroup.net
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