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Search Engine Optimization Request for Proposal
Introduce Project: 
In this area, you should describe the nature of your business and begin to scope out the SEO project. Tell the SEO firms that you are considering what “makes you tick”, what you’re trying to achieve (leads/sales/traffic/branding/reputation management) and a history of the company and the domain. If you’ve engaged in previous SEO efforts, be sure to outline as much detail as you can. Things that would be important for a provider to know would be any aggressive link building tactics that you may have (or a previous agency may have) undertaken, any significant increases/dips that you’ve experienced, technical challenges that you may have (*IT department that doesn’t believe in SEO?) or anything else that you believe could be pertinent for the SEO firm to know about you, your culture and the businesses’/website’s history.
If you are entertaining the idea of redesigning your website, be sure to let the SEO firm know. “Baking in” SEO can save a lot of time/money, rather than retrofitting to an existing website. Many benefits can come from “getting it right from the start”.  
Be sure to list any items that will begin to define scope, such as the internal resources that you would have available (IT team/Copywriters/Public Relations Department/Bloggers, etc.). By defining both what you are trying to achieve and the internal help that you may be able to provide, to support the initiative, the SEO firm will be able to clearly define what role they will play in the process. SEO is typically a highly collaborative process. If you intend for the SEO firm to handle “everything” (copywriting/webmaster/IT/PR/Social/Link Building/Analytics/Usability, etc.), you will need to be clear about this from the onset. The more that you ask of the SEO firm, the more time they will need to spend. And, as the adage goes, “time is money”. Keep this in mind as you complete the remainder of this SEO RFP template.
If you plan on sending this to Vizion Interactive for a proposal, please send to sales@vizioninteractive.com. To speak with a representative, call 1-888-484-9466 ext. 60.
Basic Information:
1. Company Name: 

2. Contact Information: 
· Staff available for involvement in SEO effort (please include Name/Title/Phone/Email for each individual, below):
· Person Directly in Contact with Agency:

· Copywriter:

· Webmaster/IT Support (someone to implement technical changes to your website):

· Public Relations:

· Social Marketing:

· PPC Manager:
3. How much, if any, experience do these people have in search engine optimization? 
4. Site/Sites to be optimized: 
5. List all domains owned by your company (especially those which may be running duplicate copies of the website to be optimized). If this is a long list, send them in a separate document/spreadsheet.

6. Please provide a brief synopsis of past search engine optimization efforts, here:
7. Competitor URLs (list the top 5):
· Competitor 1: 

· Competitor 2:

· Competitor 3:

· Competitor 4:

· Competitor 5:
8. Top 10 Keywords of focus (seed list). Keep in mind, you are hiring the SEO firm to help you to identify keywords which are (a) searched often, (b) relevant to your business and (c) may have a history of conversion performance via PPC or otherwise show signs of being a high-value target. 
· #1 Most Competitive/Highest “Valued” Keyword:
· #2

· #3

· #4

· #5

· #6

· #7

· #8

· #9

· #10
9. Paid Search (PPC) History (if existing PPC campaign exists); Top Performing PPC Keywords. If possible, access to AdWords account and/or Analytics would be preferred to see actual results. 
· Top Performing Keyword

· #2

· #3

· #4

· #5

10. Social Media:
· Are you currently active in social channels such as Facebook, Twitter, YouTube, etc.? If so, who is responsible for maintaining your social presence?
· Do you have a blog? If so, what’s the address? 
· How often do you post content?

· Will the SEO firm have access to post content?
· How do you measure success of your social marketing efforts?

· Can the SEO firm have access to your social marketing team and help to drive strategy?
· How many Facebook “friends” do you have? How many Twitter followers?

11. Public Relations:

· Do you have PR initiatives in-house or with an agency? (if no PR initiatives, just say “none”)

· Can the SEO firm have influence over strategy and/or content of PR efforts?

· Are the Public Relations efforts part of your social media strategy?

12. Is your website e-commerce? 

· If “yes”, do you participate in Google Products/other shopping feed programs?
· What e-commerce platform is your website running on?

· Do you incorporate video into your product pages?

· Are you promoting Reviews/actively managing or monitoring reviews?
13. Do you participate in Affiliate Marketing programs? 

14. Do you offer coupons?

15. Video:

· Does your company have video content? 
· If so, do you have this content on YouTube or any other channels?
· How often do you produce video content?

· For what purposes do you produce video content?


16. Images:

· Do you have a company Flickr account? 

17. Local (Is local search important to your business?)

· Have you claimed your listing on Google Local?

· Have you claimed your listing on Yahoo Local?

· Have you claimed your listing on Bing Local?

· Have you claimed your listing on Yelp?
· Do you have multiple locations?
18. Budget – 
It really is important for an SEO provider to understand this. If you don’t know, you can at least have a good “goal” in mind, and then allow the SEO firm to scope out a solution and approximate timeline for achieving results. *Note: No SEO firm “owns” the search engines, so no SEO firm can guarantee results. Investing in SEO will many times pay significant dividends and, over the long term, provide solid return on investment. 
· If the firm knows what your budget is, they can prescribe a solution based upon how much work/analysis can be done within that budget.  If you would prefer, you can address this by simply stating your (clear/realistic) goals, and providing the other information listed here, and then say “tell me how much this will cost”. Costs will vary greatly, but if you develop a good scope, you should be able to get a good cost comparison for similar services. Another item to keep in mind - you are paying for human services, their process and the software that they have to subscribe to. You cannot “merely” compare one company’s deliverables to another company’s deliverables and select the lowest priced firm and think that you “got the best deal”. You want to know about the people doing the work, the types of tools that they use, results that they’ve achieved, and speak to their clients/see the results from previous efforts. 

To help you to understand the potential value of organic search traffic, please refer to www.semrush.com. Here, you can type in a domain of your website and/or those of your competition and see an approximate number of visitors to the site from organic search and the approximate value of that traffic.
19. What is the expected time frame to realize a positive return on investment for your efforts? (search engine optimization does take time; expectations must be set appropriately). If your website is brand new, you can expect a longer “time to market” for your website’s organic search rankings/results. You must build up a link profile “naturally” (get other websites to link to you, slowly, over time, in a “natural” manner). 

20. Do you have a Google/Bing Webmaster Tools account?

Site Structure

1. What content management system are you using, if any? 
2. How often is the site updated? 
3. Hosting: Is the hosting Shared/Dedicated? Apache/IIS?
4. How long has the website been live?
5. Do you have a sitemap? (Google sitemap? XML, Other?)
What changes are you willing to make to the website?

1. Add additional pages?

2. Change site navigation? (from image-based nav to CSS/Text, etc.)
3. Change web copy/header tags?

4. Change home page copy/add home page copy?

5. Change Title Tags?

6. Rewrite/Change URLs? 
7. Produce digital assets (video, webinars, slideshows, apps)?

Linking Initiatives

1. How have you generated links to your website?
· Naturally/Haven’t done anything deliberately – Yes/No

· Paid Directories/Naturally – Yes/No

· Press Releases – Yes/No

· Reciprocal Links/Exchange – Yes/No 
· Paid Links / Link Broker – Yes/No

· Social Marketing/Link Bait/Infographics – Yes/No

· Blogging/Social Promotion – Yes/No

· IF YOU HAVE PARTICIPATED IN PAID LINK INITIATIVES, list URLs here. You may already know that Google has guidelines about paid linking initiatives (http://www.google.com/support/webmasters/bin/answer.py?hl=en&answer=66736 )

2. Do you have a PR Department send out press releases for you? Are you optimizing these? Could the SEO firm have influence over how these are handled?

3. Do you have a list of partners/vendors/sister or parent companies who may consider linking to you?

4. Do you have a list of current Directory listings that you participate in?

5. Do you participate in other forms of online/offline marketing? If so, provide some background on these efforts, here (perhaps there are opportunities to negotiate for link placements?).
Tracking the Campaign – How do you define “success”?
1. What are the key metrics of “success”? 
· Rankings – Yes / No

· Sales – Yes/No

· Leads – Yes/No

· Branding – Yes/No

· Reputation Management – Yes/No

2. What are the highest priority products/pages/services on your site? 
3. Do you have a clearly defined target CPA (Cost Per Acquisition) target? (ie: $100 per lead). If not, do you have other “conversions” (such as the downloading of a white paper) that you can assign a value to? Otherwise, do you know how much of a lift in organic traffic you would need to substantiate a given budget? (is a 20% lift in traffic each month worth $6,000 per month?)
4. Who is your target audience? (demographics/psychographics/job titles, etc.)
5. What analytics product are you currently using or do you need the SEO firm to establish an analytics program for you?
· Do you have conversion tracking enabled? (for leads/sales/downloading of white paper, etc.). 
· If you do have analytics in place, does the current provider allow for conversion tracking for organic search traffic? 
· Have you segmented any PPC traffic out, so that there is a clear distinction for paid/non-paid search traffic?

· Are any site functions (forms, shopping carts, etc...) hosted on a server other than the one that hosts the Web site?
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