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The most essential aspect of a successful home page, is your strategy.  
When you are planning your website, it is important to keep a few things in mind:

To present yourself as an expert? To educate? To showcase your work? To sell your product/service? To be a point of contact?

What are your customer’s potential pain points?

Let’s Talk Strategy

What is the purpose of your website?

What are your customers searching for? How do you want people to find that information?



Planning your website is easiest when you know and understand your target audience. Finding your  
target audience allows you to create the right content, ensures your website is working for you,  

not against you, and results in higher conversion rates.

Let’s Talk Strategy

Evaluating Your Website

Keywords

Ask yourself:

Is your contact information easy-to-find?

Could be better.

Is your navigation simple and clearly defined?

Not exactly.

Does your content support the purpose of your site?

Can a customer find what they are looking for in 3 clicks or less?

Is your website on brand?

Yes!

Yes!

Yes! Needs some work.

Yes! Not always.

Yes! Not really.

What keywords will your audience use to find your website?



Users should always know where they are, and where they are going.  
Within seconds, they need to know what to click on to find the information they are seeking.

Use this space to create a visual sitemap (an organized list/flow chart that shows the connections between your web pages and 
website content) of your website so you can identity any areas of concern.

Include only the pages that add value to your customer.
Utilize your footer menu, but remember, users should be able to find what they are looking for without it.

Pay special attention to your mobile navigation. Drop-down menus can be intrusive on mobile, so avoid them when you can.

Navigation

Visual Sitemap

Best Practices



Creating specific call-to-action(s) for your users to take is important to the user experience and to your ROI.

Calls to Action

Actions Calls

List the actions you ideally want your customers to take on 
your website. For example: If you sell a service, you want 

them to read more about each of your services.

What language can you use to convince your users to  
take the actions you listed on the left? For example:  

To suggest to a user they check out your services, you  
might say Learn More About How [insert service]  

Helps Solve [insert problem] 



Search engines are smart, but they still have a long way to go to understand your content the way your users do.  
This is why optimizing your website is so important

Search Engine Optimization

Step One: Keyword Research

Step Three: Create Great Content

Step Two: Optimize Your Pages

Step Four: Backlinks

Brainstorm some ideas and then use a keyword tool to see if  
anyone is searching for your keyword ideas and how competitive 

they are. List your keywords.

Use the keywords to optimize each of your pages and blog posts. 
Choose a keyword for each web page and blog post (that matches 

your page content).

Choose a schedule you can stick to (consistency is key) and plan 
blog posts for the next three months. 

Make a list of websites that accept guest posts that you could 
reach out to. Also, research websites that have online listings that 

are aligned with your services and set up profiles on them.



Your email subscribers give you a one-on-one way to connect with them, in more meaningful and personal ways that your 
website or social media can. It gives you direct access to sell future products or services and create connections.

List different topics your customers would be interested in learning more about, that you can offer to them free of charge.

Where can you include your opt-in on your website? For example: Under your hero image on the Homepage  /  As a pop-up on 
your Homepage  /  In the sidebar of a blog post  /  Directly above your footer

Opt-In

Brainstorm

Opt-In Placement
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