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Create a Website that
 gets people to call you!
Here’s MY recommended approach:

Must Have Pages.

1. Home Page: The home page is usually the first page visitors see. Make it welcoming, clean and appealing enough to make people want to visit the rest of your pages as well. The structure of your home page can consist of the following:

a. A striking headline
b. Your PULL marketing questions. This is a bonding “I-know-exactly-how-you-feel” section. It will draw in the visiting ideal client and entice them to keep reading. 

c. The “Reassurance Paragraph”. Reassure the reader that there is indeed a solution to their problems and frustrations. Don’t tell them how to go about it yet, just tell them there’s a way out.  Add a paragraph that shows them why they’re stuck or probably not getting results: Tell the reader what’s not working for them, why they struggle with these challenges (tell them “Nothing’s wrong with you, it’s just that….”. This is the “Reassurance or take-the-pressure-off-yourself paragraph.” 

d. At the end of this page, write something like “To find out more, click here”. Place a link to the services/packages page.

2. Services/ Packages Page: This page tells your clients more about how you solve their problems and gives them details about that. Include your unique selling proposition (USP) - tell them what makes you different from your competitors. Let them know that getting guidance, support or help would make sense.

Describe the different services and service packages you offer. It is important not only to give a list of services. For services packages: describe the steps to your system or program. Let them know what results they’ll get, how they will benefit and how your services would improve their business. 

3. Rates Page: Most clients want to see rates upfront. If you’re not comfortable displaying your rates, at least explain the different available options (e.g. hourly rates, retainer options, per project, packages etc.) and your payment policies. 

4. “About you” Page: Establish credibility with information about your qualifications and experience. Tell your story for them to better relate to you. Position yourself as the problem solver they’ve been looking for all this time to eliminate the struggles and challenges listed in the PULL marketing questions of the first section. Provide a professional photo.

5. Testimonials page: Let your potential clients see what others have to say about you and the quality of your services. Display all the testimonials of your happy clients. You can have a link to this all-important page from every other page on the website. A testimonial has the greatest impact when it includes the full name of the person who gave it. 
6. “Contact Us” Page: Offer visitors and potential clients as many ways to reach you as you are comfortable with. Put a link to your contact page on every other page on your site. In this page include:
a. Your business email - a business mailing address on the site lends credibility. 

b. A contact form if possible. 

c. Even if you do have a business telephone line you may want to include business telephone hours and time zone info to prevent your phone from ringing at all hours. 

d. A fax isn't usually needed in our internet generation, but if you have one include it. 

e. Some people like to provide customer service through Instant Messengers. Include those details.

Additional Must Have’s

1. “Call to action”: This belongs on every page of the website, worded differently for each page. Get them to take action by inviting them:
a) To contact you and talk about their struggles, challenges and problems with you.

b) To sign up for your free newsletter or complimentary consultation 

c) Sign up for your irresistible free offer (IFO).  

Just get them to take some sort of action.

2. Privacy policy: Clients want to know that their work and their details will not be made public - put them at ease with a privacy policy on your site.
3. FAQ’s: Handle client objections instantly by answering some of the questions they might have.
NOTE: Update your content regularly and keep it current
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CREATE A KNOCK-OUT WEBSITE





Disclaimer:   The information contained herein is made available as an example and may not reflect the realities of an actual project.  The intent of the information is to help you create your own documents and business processes. We use illustrative numbers only and we cannot and do not make results guarantees or give professional or legal advice. Using this information does not guarantee you will get results or earn an income. 
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