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Alastair Kane Search Marketing today announced a strategic emphasis on connecting search visibility to
actual business revenue, addressing what the consultancy identifies as a fundamental disconnect in the

search marketing industry between easily measured metrics and meaningful commercial impact.

The announcement comes as businesses increasingly question the value of traditional SEO metrics that fail
to translate into revenue growth. While search rankings, traffic volumes, and impression counts have become
standard reporting metrics across the industry, these measurements often bear little correlation to actual

business outcomes in B2B and SaaS markets.

"The industry has developed a habit of celebrating metrics that are easy to measure rather than those that
matter to business growth," said Alastair Kane, Principal Consultant at Alastair Kane Search Marketing. "In
2025, achieving search visibility has become relatively straightforward with the abundance of tools and
templates available. The real challenge lies in converting that visibility into commercial success, particularly in

B2B environments where buying cycles are complex and conversion paths are rarely linear."



The search marketing consultant points to a widespread industry pattern where providers focus extensively
on keyword rankings, click-through rates, and traffic growth because these metrics are visible and easily
reportable. However, in B2B and SaaS markets, the relationship between search visibility and revenue
generation involves multiple stakeholders, extended research phases, and conversion timelines that can

span months.

This reality creates a significant gap between what search marketing providers typically measure and what
businesses actually need. Traditional SEO reporting often stops at the point where prospects enter a website,
failing to account for the complex journey from initial research to final purchase decision. In B2B contexts,
successful SEO campaigns may appear quiet for extended periods before delivering substantial commercial

returns.

"Many businesses have experienced the frustration of achieving first-page rankings and increased traffic
without seeing corresponding growth in qualified leads or revenue," Kane explained. "This happens because
the industry has trained itself to treat visibility as an endpoint rather than recognizing it as merely the starting

line for business development.”

The consultancy's approach prioritizes outcomes that directly support sales enablement, market positioning,
and long-term demand generation. Rather than pursuing surface-level visibility metrics, the focus shifts to
understanding how search marketing can influence buying decisions throughout extended B2B purchase

cycles.

This perspective challenges prevailing industry practices that have remained largely unexamined despite
significant changes in how businesses research and purchase B2B services. The ease of achieving basic
search visibility through modern tools and templates has made traditional metrics less meaningful as

differentiators of marketing effectiveness.

Alastair Kane Search Marketing specializes in B2B search marketing consulting, offering both SEO and PPC
services designed to generate qualified traffic and leads for businesses. With over a decade of experience in
search marketing, Kane previously served as Head of Search at a B2B marketing agency before establishing
his independent consultancy. The firm works with select clients across various industries, providing
personalized search marketing services focused on delivering specific business objectives rather than
generic metric improvements.
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Alastair Kane Search Marketing

Alastair Kane is an experienced B2B search marketing consultant who has been helping B2B businesses with SEO and
PPC since 2011.

Website: https://alkane.marketing/
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