


• Technology vendor to insurance 
industry

• Since 1983

• Websites, marketing, rating and 
management

• 7,000+ agencies; 225+ carriers
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1. Link Signals: 27.94% (inbound anchor text, 
linking domain authority, etc)

2. On-Page Signals: 26.03% (NAP, keywords in 
titles, domain authority, etc)

3. Behavioral Signals: 11.5% (click-through 
rate, mobile clicks to call, etc)

4. Google My Business Signals: 8.85% 
(proximity, categories, keyword in business title, etc)

5. Citation Signals: 8.41% (NAP consistency, 
citation volume, etc)

6. Personalization: 7.32%

7. Review Signals: 6.47% (review quantity, 
review diversity, etc)

8. Social Signals: 3.47% (Google engagement, 
Facebook engagement, etc)Source: Local Search Ranking Factors Study 2018, Moz.com



1. Insurance agency website

2. Google My Business

3. Third party websites





• Good design

• Clear CTA

• Forms for lead capture

• Mobile friendly

• User friendly







• Free listing

• Must have physical office or 
someone who serves the area

• Critical to local search



1. Photos

2. Reviews

3. Categories

4. NAP

5. Know this place?

6. Questions & answers

7. Reviews from the web



2. Reviews showcase

8. Description

Google posts!







• Contact information

• Homepage

• Local landing page(s)

• Reviews

• Blog posts



• 2nd most important

• Ask

• Monitor

• Respond



• Who says it has to always be 
about insurance?

• Be local and useful



• Include your location in your 
profile

• Tag your posts

• Target by location



• Marketing is an investment.

• Being local is your biggest differentiator.

• Your insurance agency website is the hub of everything and should be 
designed to maximize that.

• Google My Business is critical to online local marketing so get a profile.

• Local content drives that online local traffic.
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