


Your 
Website
YOUR 24/7 SALES 
PARTNER



Agenda
•Overview: how a website fits 
into your marketing system

•Developing an Effective 
Website

• Navigation

• Content

• Layout

•Tips



Resources
•Website Content Template



Create 
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Inform Educate 
Nurture

Enable Purchase

Attention DesireInterest Action

Know Like & Trust



Your Website!

Attention DesireInterest Action

Know Like & Trust



Your 24/7 Sales 
Partner
•Awareness: searches, 
sharing, referrals

•Inform, Educate, Nurture: 
content, blog posts, videos, 
email list sign up

•Enable Purchase: contact, 
sales pages



81% of shoppers 
conduct online research 
before making big 
purchases. 
~ Retailing Today (2014) via Hubspot

“



People visit your website
•After they meet you at a networking event or hear you 
speak

•When they’ve been given your name as a referral by one 
of your clients

•When they click on the link in your email signature or on 
one of your social media profiles

•When they encounter a blog post you’ve written

•After reading one of your newsletters or attending one of 
your webinars



Referrals in the past Referrals now

Hey Marge…who’s 
your mechanic? Hey Friends…who’s your 

mechanic?



Which one of these 
looks like the best 

one to call?



Which one of these 
looks like the best 

one to call?
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Parts
of a 
website

Design

ContentTechnical



Technical

•Needs to WORK

•Needs to be responsive –
work on all size screens

•Easy to update content

•Expect maintenance and 
updates



Design

•How your site looks: 
colours, fonts and images 

•Navigation: menus, 
buttons and links

•Needs to be attractive, 
professional, easy to use



Content

•Pages

•Text, video, audio, photos

•Needs to provide the 
information your potential 
client is looking for



Focus on what makes it 
easy for people to buy

•Navigation: make it easy for 
people to find what they’re 
looking for

•Content: provide the information 
they need and want

•Layout: make it easy to consume



3 Key Pieces

Navigation

Content

Layout



Home page

•Am I in the right place?

•Is this for me?

•Where am I?

•You have 7 seconds



Navigation

•Menu
•Top of page

•Left side

•Footer

•Home page doorways



Menu
What people expect to see

•Home

•About

•Services

•FAQ

•Blog

•Contact





Home Page Doorways

For you For those other people



By markets

For Parents For Businesses



By service

Coaching Workshops



More than one 
way to get there!

•There is no one “right 
place” to put things

•Link between pages

•Add to menu multiple 
times



3 Key Pieces

Navigation

Content

Layout



Content is the most 
important part
•Marketing is communication

•Write for your prospective clients
•Use their language
•Talk about their problems and 
desires

•Answer their questions

•Follow AIDA



Your Home Page
•Attention grabbing headline

•A few words about who you help and what 
you do 

•Sign up for your email list

•Doorways to your services

•Testimonial

•Contact information



Your About Page
•Your picture! Or a video

•Your values, your mission, your WHY

•Your experience

•Your credentials

•Your story

•A testimonial about YOU



Services
•More than one? Make a 
page for each

•Summarize each service on 
main services page and link 
to sub page



Portfolio

•Projects

•Before and after

•Examples of your work

•Testimonials



FAQ Page

•Questions & Answers

•Add to it over time



Blog

•Archive of your articles 
and videos

•Sign up for newsletter



Contact

•Contact information

•Link to social media 

•Warm invitation to 
connect



3 Key Pieces

Navigation

Content

Layout



Make it easy to 
read

•Dark text, light 
background

•Make the font big enough!

•Short paragraphs



Break up long pages
•Make them “scannable” by adding 
subheadlines

•Use whitespace, stripes, bullet points and 
images to break up the “wall of text”

•Use bold text to draw attention to 
important parts

•Consider providing a PDF version for easy 
printing



People who will never buy Potential Clients

Nobody’s going to 
read all that

Please tell me 
everything I need to 

know so I can buy



Add video and 
images

•Some people prefer 
video

•People read captions 
under images

•Text is easily indexed by 
search engines
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Put your contact info 
everywhere!

•Header and/or footer

•Include a phone number

•Contact page



Your website/blog
Email list!

Don’t link OUT to social media



Avoid distractions and 
unnecessary items

•Links away from your site

•Advertisements



It will never be 
“done”

•Release when “good 
enough”

•Update and tweak

•Expect to upgrade every 2 
or 3 years – budget for it



Summary
•Your website is a 24/7 sales 
partner that helps with every 
stage of your marketing system

•It makes your business “real” and 
provides a risk free way for your 
clients to get information

•Don’t make people think! Make 
the information easy to find and 
consume



Next Steps
•Use website templates to 
assess your current website 
or map out a new one




