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7 Things You Must Do RIGHT NOW  
To Make Your Website “SELL” 

 
 

       In today’s marketing age, most business owners (or is it the web designers 
they have hired?) have turned their websites into online “business cards” instead 
of the “marketing machines” they could be.   

Your website should be designed to sell, pure and simple.   
Are your prospects calling you?  Are they engaging you?  Are they moving 

forward in the sales process?  Or… are they just looking at your site and moving 
on to the next viable prospect that offers the same service?  Is your phone 
ringing? 

If you answered no to any of those questions (and I’m sure even the most 
savvy business owner most likely said no to at least one) there are a number of 
things you can do to make a big difference.  I’ve narrowed the list down to 
seven things you must do TODAY to start making that change. 

 

1. Define your goals 
 
    Having a clear definition of your goals is an important aspect of your 
business as well as an important part of the user experience of your website.  
Unfortunately, this is where most websites fail.   

Getting your prospects to want to do business with you rather than your 
competitors should be a key focus for most businesses.  As should getting repeat 
customers and increasing the lifetime value of a customer.   

Your website should be aligned with your goals.  In order to achieve your 
business goals you need to anticipate your prospects needs and in doing so 
delight your prospects expectations.   
     Why should your prospects do business with you above and beyond any of 
your competitors?  Once you answer that, make sure your prospects know.  
Once they know, get them to act.   

The process by which you get them to act could include a newsletter, an 
email, a free download or a phone call.  It could also be something as simple as 
getting them to click to the next page.   

Engage your prospects enough to get them to follow the path you want them 
to take in order to achieve the response that meets your business goals. 

 Which brings me to my next point… 
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2. Make your site easy to navigate 
 
     One of the first things you must do, after defining your goals, is to make your 
website is easy to navigate.   

Your prospects should hold the keys to the design process.  After all, they are 
the ones who will (or, in a worst case scenario, will not) browse through your 
site.   

Step back for a minute and look at it through their eyes, or have an outside 
person offer their opinion.  It’s easy to get so close to a project that you don’t 
see the forest for the trees. 
 
 

3. Deliver value 
 
     Once your prospect determines that you can offer the service they need, his 
next questions are, “Why should I do business with you over your competitor?” 
and, “What’s in it for me?”   

It is important to create a reciprocal relationship on your website.  Just 
creating a page that explains, “why they should” is not enough.  Prospects aren’t 
just going to pony up their contact information for nothing.  When you ask for 
their information ask yourself if you’re giving enough in return.   

When you deliver information that benefits your prospect you position 
yourself as the expert in your field and this gives them a solid reason to do 
business with you.  
     Here are a few ideas of things you can offer in return for their information: 
 

• Access to helpful content  
• Newsletters with coupons  
• A free online tool  
• A free report  
• Etc.   

 
There have been exhaustive studies done on the subject and the end result is 

clear: If you offer a person something with no expectation of monetary 
reimbursement, that person feels compelled to give you something in return.  
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That exchange can come in the form of their contact information, their business, 
or both. 
    Keep in mind that in order to make your prospect feel comfortable about 
giving you their information, you need to let them know how you’ll use it.  This is 
often overlooked and understated, but people feel better when they know that 
their information is for your use only. 
 

4. Listen, then act 
 
     An easy way to find out from your prospects and customers what is and is 
not working is to solicit, and listen to, feedback.   
     Once you get their response, determine if it matches your business goals and 
then make the necessary changes.  Most importantly, whether you make the 
changes or not, let them know that you are listening.   
     This means that you must respond.   

If you don’t have time, hire someone to do it for you.  If your prospects know 
that they’re being listened to, they will be happy to tell you their opinion.  And 
don’t just settle for the obligatory auto-responder.  Let them know that their 
feedback is important to you and your company by answering personally. 
     Show that you heard them by recapping what they said.  This lets the 
prospect know that you understand their wants and needs and allows you to 
have a clear picture of their expectations.   

By listening and then acting you can make sure you have the knowledge to 
not only make the customer happy but to ensure that you deliver, with quality. 
 

5. Create ongoing dialogue with your customer 
 
     In today’s social media age a shift has been made from the old style of 
“telling and selling” to actually creating and building relationships.  It is vital to 
your business to be able to interact with the visitor and create an ongoing 
dialogue through your website.   
     Keep the prospects moving forward on your website by creating ongoing, 
relevant information based on what your prospects and customers have already 
done and said on your site. You can do this simply by adding a blog to your 
website.  

Add a share bar to content that you provide so your prospects can share it 
with their social media channels as well.  The bigger your sphere of influence, 
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the more people you can get in front of, the more chances you have at gaining 
new customers. 
     Several social media platforms like Facebook, Twitter and LinkedIn assist in 
making this happen. If you don’t already link your website to your profile in 
these social media sites, you should.   

We strongly recommend that you have an active social media presence as 
more and more customers are turning to social media to find goods and services. 
     You can use social media to announce specials or new things that are 
happening with your business.  However, your customers and prospects want to 
know that you’re a person, just like them, with a family and a dog and a life 
outside your business.  People want to do business with people they know and 
trust.  If all you talk about is business your prospects won’t be able to connect 
with you on a personal level. 
 

6. Know what your website is doing 
 
     Tracking your website is not only important, it’s essential. There are a lot of 
great tools in the industry today for tracking websites.  Google Analytics is 
probably the most popular, but certainly not the only one.   

The best results come from applying points #1 and #2 above in every facet 
of your website continually and consistently. 
     You need to track results in the following areas: 
 

-‐ Registrations 
-‐ Downloads 
-‐ Sales Contact Pages 
-‐ Blog with sharing and comment components 
-‐ Free Trials 
-‐ Social Shares 
-‐ Increased Page Views 
-‐ Increased Time On Site 

 
     Getting the user to engage in any of these areas is the result of having made 
your website easy to navigate and creating a user experience that realizes your 
business goals.   

In your prospects’ minds they have also achieved their goal of finding the 
business that can provide the service they want or need.  Prospects who can 
achieve THAT goal on your website will convert in higher percentages.   
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     This goes beyond the initial interaction.  When your prospect does or does 
not engage in these things you have a pretty clear picture of what is and is not 
working on your site.   
 
       
 

7. Systematically test your marketing 
 
     This is Marketing 101, but the same concepts need to be applied to your 
website.  You should constantly be testing which marketing concepts are the 
most effective.   

Try using A/B split testing to see which designs, landing pages or calls to 
action are working.  Use different combinations or variations of content to 
determine which ones are the most effective.  Keep an eye on which messages 
resonate stronger with your prospects.  When you run marketing campaigns, 
track the results so you can recreate the good ones and scrap the bad.   

Create a single marketing management platform that incorporates your web 
analytics, content management and marketing information so it’s easier to test 
and optimize your marketing efforts.   

Without testing and continual changes, the same mistakes will be made 
repeatedly, resulting in excessive spending on marketing campaigns and possibly 
the demise of your business. 
 

8. Get Started Today! 
 
   Don’t procrastinate!  Every day you wait is another day that you give your 
competition to get ahead of you.   
    Most business owners don’t get these seven simple things done because they 
fear what they don’t know. You’re not a web designer or a marketing expert.  
You’ve probably got just enough time in your day to do what needs to be done 
to keep you business running.   
    You spend your time working in your business instead of on your business 
(even if that is only part true, and you do spend time working on your business, 
your web presence always takes a back seat to other forms of marketing). 
    Genesis Unlimited is a full service web design and web marketing firm that 
specializes in helping businesses create online relationships with their customers, 
which results in life-long repeat business.   
    Start making a change today in the way that you do business online.   
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     Call us for a free no-obligation consultation about your web presence and find 
out how to make your website one that will attract, convert and retain prospects 
and clients at the highest possible profit margin.  

 
Genesis Unlimited 

4915 SW Quarry Ave 
Redmond, OR 97756 

(541) 419-3206 
www.genesis-unlimited.com 

   


