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The Most Powerful Name in Corporate News

Customized Online Marketing Providing Search Engine and Conversion Rate 
Optimization, Social Media Marketing, Pay Per Click and Lead Generation Campaigns

Bio: John Lincoln is CEO of Ignite Visibility, lead blogger for IV University and a digital 
marketing teacher at the University of California San Diego. Lincoln has worked with 
over 400 online businesses and has generated millions in revenue for clients. He is a 
noted author on Search Engine Land, Marketing Land, Search Engine Journal and 
Entrepreneur Magazine and has been featured on Forbes, CIO Magazine, Good 
Morning San Diego, the Union Tribune and more. Lincoln has been awarded top 
conversion rate expert of the year, top SEO of the year and has won award for his work 
in social media and analytics. In 2014 and 2015, Ignite Visibility was named #1 SEO 
company in California and top 2 in the nation.

CEOCFO: Mr. Lincoln, what is the concept behind Ignite Visibility?
Mr. Lincoln: Ignite Visibility is a digital marketing agency. We have a focus on the 
services of search engine optimization, social media marketing, pay per click and 
conversion rate optimization. We also do PR. We started this company three years ago 
because we knew that we could over deliver for clients and we could help them get ROI 
through online marketing services. Both my partner and I have a significant amount of 
experience in the industry. Therefore, we knew that we could over deliver for clients and 
provide a service that is of a significant amount of value. In the last three years we have 
done a great job and grown significantly because of that.  

CEOCFO: What do you understand about the whole process of digital marketing that perhaps others do not?
Mr. Lincoln: I think that one of the things is that we are educators here. We teach two courses at the University of 
California, San Diego. We teach search engine optimization and web analytics. In the past we have also taught pay per 
click. I am an MBA and we really understand numbers very well. Therefore, we understand that if we do a certain level of 
services we will generate a certain level of traffic to your website. That traffic will convert at a certain rate and then based 
off of that that is going to drive a certain amount of business, which then relates into a certain amount of profit. One of the 
things that we do and one of the reasons we have been so successful is because before we sign up any client we always 
take the time to do ROI projections to make sure that it is actually going to work for their business model. Therefore, we 
will actually take the strategies and we will create a forecast for that based off of how much business that is going to 
generate. Then, what that does is set a proper expectation for the clients as well as our internal staff on the strategy that 
we are going to be rolling out. It also holds us accountable. I think that that is a big part of it and just our understanding of 
analytics and our ability to use sophisticated tools to show these numbers and report on them in a monthly basis is 
something that clients really, really appreciate. That would probably be the main factor. As far as on the service level, the 
people who are working here are some of the best in the industry when it comes to search engine optimization. I come 
from a publishing background and also a highly technical search engine optimization background, coming from other 
agencies. We have worked with some of the biggest sites in the world. We have a significant amount of experience there. 
On the pay per click side, our director has run paid search for accounts from the ten thousand a month range all the way 
up to the three hundred, four hundred thousand a month range. We have that level of experience and we bring that to the 
table. That is really what allows us to be successful; just because we have been doing it for such a long time. 

CEOCFO: One your site it indicates that “Ignite Visibility is focused on setting a new standard for agency online 
marketing.” What does that mean day-to-day?
Mr. Lincoln: You probably get this from a lot of business owners. There is a very bad name in general in for web 
agencies and in particular, search engine optimization agencies in a lot of cases and just in agencies in general. The 
reason for that is that there is no barrier to entry. Therefore, anyone can come in. Anyone can create an agency. Anyone 
can promise you the world and what happens is that these turn into very sales focused organizations. People are just one 
hundred percent dedicated on generating more revenue, getting to more clients and they do not really care too much 
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about turn over or attrition, because they know that there is always going to be new business coming in, based off of their 
heavily focused sales process. For us, we have kind of actually done it another way around. We have invested much, 
more heavily in our staff, in our processes and much less on the sales side. Therefore, we have let our good name and 
our strategies and our innovation attract more business to us, instead of going out and seeking the business. That is 
important. Then the other thing is, for me personally, I have been in the trenches, so I come from a background of working 
on accounts, doing internet marketing and being on online marketing consultant for over the last ten years. I still work on 
our biggest clients. When you have a CEO and when you have other executives who are actually very heavily involved in 
strategy that makes a much bigger difference because it allows you to relate better to your employees and better to the 
clients through the strategies and services. 

CEOCFO: Are there particular types of companies, size, industry or geography that are turning to you? 
Mr. Lincoln: For us, we do not focus on a certain type of business. Really, there is a reason for that. That is because all 
of our services are completely custom. Therefore, it is actually better for us to work with businesses in many different 
industries, because we try not to work with too many businesses in one industry, because we feel like that could be a 
conflict of interest. We will generally work with one or two clients within an industry. For us, we are looking for anywhere 
from medium to larger businesses. We have clients that are some of the largest international companies in the world who 
are our clients. Then we have smaller start ups. However, for us it really just all comes down to what strategy looks like 
and what the ROI looks like for the client. We put in a lot of time when we are initially scoping the project to make sure 
that we get all of those things dialed in. Me personally; I have worked in weddings, I have worked in hot tubs, I have 
worked in coupons, I have worked in gaming, I have worked in news, I have worked in book publishing, I have worked for 
business coaches and I have worked with every type of website spanning from lead generation to news to informational 
sites to ecommerce sites to branding sites and have had success on all of those different levels. I think that for us it really 
is about that customized approach. It is not just creating one model that we try to apply to everybody, because the internet 
is really competitive and we have just found that that is not successful. 

CEOCFO: How do you stay ahead of the trends? How do you know when Facebook is over or Instagram is 
meaningful? 
Mr. Lincoln: Recently, I just wrote a book. It is called “Digital Influencer; A Guide to Reaching Influencer Status Online.” 
My book is going live on February 16th. That book talks a lot about that question. I will be using this book for some of the 
courses that I teach at UC San Diego. It is really a matter of consuming information and then improving on that 
information and then adding to the industry and adding to the level of innovation. For me, I am constantly reading 
publications like Search Engine Land, Marketing Land, The Google Webmaster Blog, Entrepreneur Magazine, Inc 
Magazine, Forbes and Huffington Post. I have studied anywhere from one, two and three hours a day and that really gives 
me an edge. However, by doing this and by being so focused on studying and learning over the course of my career; it 
has earned me the privilege of now writing for publications like Search Engine Land and Marketing Land. I also now write 
for Inc Magazine and I am a writer for Entrepreneur.com. Therefore, it is really for anyone who wants to be a digital 
influencer, anyone who wants to be an innovator and a thought leader. It is a very good idea to have a continual practice 
of studying every single day, at least an hour and then finding a way to further that conversation and add to your industry. 

CEOCFO: How is business?
Mr. Lincoln: Business is good! We are one of the fastest growing companies in San Diego right now. Every year we have 
doubled since we started. We were just named one of the top fifteen agencies in San Diego by the San Diego business 
journal. We have grown from just myself and my partner three years ago to now, about twenty five full time employees 
and about just as many contractors. Therefore, business is good. While it is good we are having very steady growth, so it 
is not overwhelming. We have even made sure that we staffed correctly and that we can continue to provide a very good 
service for the clients. That is one of the most important things for us. 

CEOCFO: What surprised you over the last three years as the company has grown and evolved?
Mr. Lincoln: What surprised me was probably the level of success that we had right out of the gate. We were able to get 
nine clients within our first three months of operating, so that was very, very encouraging. It was also very overwhelming; 
the amount of people that wanted to help us grow. I have always really had the business philosophy to always try to help 
others as much as possible. When we started the company and we needed a little bit of support, referrals, reaching out to 
friends and past coworkers, we were just really touched by how many people helped us get started. Also, the first couple 
of years where pretty tough; just growing scaling and learning, However, now that we are a little bit more senior of a 

“We really like to build relationships and invest in our clients and over deliver. In a lot of cases we are throwing in extra, 
just to make sure that we give clients all the success that they want to see.” - John Lincoln
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company it is very nice just to be in a good place, have a great client base and to just continually be improving on our 
services. 

CEOCFO: What, if anything, has changed in your philosophy over time?
Mr. Lincoln: For my philosophies; I have transitioned a little bit. When we first started out we were doing all of the work 
ourselves. I was running the client side and my partner was running the sales side, accounting side, legal side and HR 
side. I was operating in my normal role, as a consultant, managing anywhere between ten and fifteen clients. However, as 
we have grown and gotten bigger what I have realized is that there are many very smart people out there and I do not 
need to be the one creating every single document, the one setting up every single ad or the one creating every single 
conversion rate optimization strategy. What I have found is that by hiring really good, smart people and training them and 
treating them very well, that they can do just as good of a job. Therefore, my mindset has changed a little bit in that I am 
doing a lot of delegating, a lot of training and a lot of management, and I enjoy working on larger clients. 

CEOCFO: Was it hard? 
Mr. Lincoln: Yes, that was a hard transition. I think and I have heard this from a lot of people that it is hard to go from that 
first start up area to growing into a larger company. However, for us, our staff is really, really smart. They have all been 
trained underneath me for at least a couple of years, so it is a good place to be in. 

CEOCFO: You mentioned a little bit of public relations. Is that something you see more of in the future?
Mr. Lincoln: It is, yes. Our business started off as primarily a search engine optimization and a social media company. 
For the last year we have been building the pay per click division and CRO division. Now we have about thirty clients in 
the pay per click division. Now, we are going to be officially launching our public relations division in March. Therefore, 
although we have done PR; we call it digital PR, so it is just a very online focus. It was more of a supplementary service to 
some of the social medial and the SEO in order to stimulate buzz online. However, now that is going to be one of the new 
divisions that we are building out. Therefore, our plan is to continue doing pay per click and then to grow our public 
relations division. Those are some of our initiatives that we working on right now. 

CEOCFO: When you create a campaign for a client how often are you tweaking? Do you monitor daily or weekly?
Mr. Lincoln: There are a variety of different campaigns that we run, so the answer for certain campaigns would be 
different than others. For a pay per click campaign or an online advertising camping, we are managing that and looking at 
that every single day. When it comes to a search engine optimization campaign, while we are working on it every single 
day confidently, we are not obsessing over the numbers every single day, that being the traffic and the rankings, because 
it takes longer for search engines to respond to changes on websites. Generally, if you make a change that change is not 
reflected for a couple of weeks to maybe a month. Therefore, it is not necessarily in real time. We also do other things. 
For example, we will run a viral social media campaign. For one of the ones that we just did, we just released a case 
study that was for our client BUYAUTOPARTS.COM. We ran an online quiz. It was a quiz focused towards gear heads, 
which basically had them trying to answer trivia questions on cars and on mechanics and auto repair. It did very, very well. 
We had hundreds and hundreds of entries and got hundreds and hundreds of emails and captures as a result of that and 
more than doubled their social media following. Therefore, whenever we are running a contest or a social media 
campaign we are watching that every single day just to make sure that we are responding correctly to the comments and 
we are helping people go in the right direction. It is a little bit different based off of which service, but that is generally how 
we approach it. 

CEOCFO: There are certainly many, many companies in your industry; very few, I would imagine, with the depth 
you offer. Why choose Ignite Visibility?
Mr. Lincoln: The main reason that you would choose Ignite Visibility is because we are ROI focused. However, we are 
also honest, we are innovative and we are hard working. We are based right here in San Diego. We have got proven track 
record of success. You know you are working with a company that has leaders who really know internet marketing. They 
are not just business owners. They are internet marketing consultants, so that makes a major difference. One other big 
thing is that you can call us. You can talk to our clients. You can check references and you can hear about other success 
stories that we have. I am very proud of our work. We have designed innovative services from the ground up and they are 
services that are effective. We also have short term contracts, so if anything is ever not working you are not stuck in an 
annual contract; it is a month to month contract. Therefore, that actually keeps us on our toes too, and makes it so that 
every single month we are making sure that we are providing value for you. Those would be some of the main reasons. 
We really like to build relationships and invest in our clients and over deliver. In a lot of cases we are throwing in extra, 
just to make sure that we give clients all the success that they want to see.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine
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For more information visit:
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Contact:
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