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Hello there,

Thank you so much for downloading this 
ebook.  Congratulations are in order! 
You’ve made a great step in researching 
ways to maximize your online presence. 

Everywhere you look, people are always 
telling business owners that they need a 
website.  

While that is true, your website needs to 
do more than fill up space.  It needs to be 
a lead-generating machine that allows you 
to interact with “your target audience” 
(those people who really “get you”).  

Use the ninja tips in this ebook to help you 
make your current website more profitable. 
If you are about to build your website, keep 
these strategies in mind so that you come 
out of the box ready to make more 
customers happy and increase your sales!

Just for 
You…

Jessica Taylor
The Taylord Solution
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Your Website Has Visitors, Now 
What?

Congratulations!  

You’ve done all the work that it takes to get potential customers to 
your website!  It’s nice to have a thousand visitors on your website 
each week, but high web traffic doesn’t equal clients. 

Now, here comes the real challenge. 

How do you reach out through the screen and tell them that you 
can help solve their problems?

So You Got Traffic?
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Show You’ve Got 
What They Need

1
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Be the Solution

It would be very surprising if 
visitors came to your website 
because they wanted to learn 
about your industry.

They don’t want a research 
paper or more information, they 
are looking for someone who 
can meet their need.  

Your website visitors are looking 
for someone they can trust who 
knows exactly how to s

Consider the following 
suggestion: 

Instead of listing testimonials 
raving about your business, 
describe the situations in which 
your top customers found 
themselves and how you helped 
them. 

That way, the visitor has 
perspective and can see a 
practical application of your 
skills. You will be seen as a 
person instead of just another 
website.

It’s Really Not About You



4

Keep Up the 
Conversation

2
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One way to increase the know, 
like and trust factor of your 
potential customers is to 
develop a beneficial 
relationship.  It is very rare 
that someone will make a 
major purchase from your 
company after their 
interaction. That’s why it’s 
crucial to increase your know, 
like and trust factor.

Build a Relationship

Give Them Something to Talk About

Ask your website visitors for 
their email addresses so that 
you can connect with them 
later. 

Since a relationship takes 
time, a weekly email will 
allow vistitors to warm up to 
you, identify you as an 
authority, hear your voice 
and understand your mission.   
Your interactions should 
follow the 80/20 rule (80% 
helpful information and 20% 
sales). 
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Offer Free 
Resources

3
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Give Value
This is a classic marketing strategy.  Create an area on your website 
that offers your visitors the opportunity to engage with your brand 
in a way that can answer one of their questions, or help them to 
solve a problem.  

If you know who your audience is, you’ll be able to create the types 
of resources that will make your guests feel like you really 
understand their needs. 

These resources can be Top 10 lists, free ebooks, step-by-step 
guides, or even checklists. These are all brochures for your 
business, and they tell the client who you are. Give your clients 
material to allow you to stand out among the numerous websites 
being browsed

Become the Authority
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Watch Your 
Words

4
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Speak DIRECTLY to the Visitor

Your website copy must be 
engaging, even if your company 
isn’t a part of an exciting 
industry.  

When your visitors come to your 
website, they are either 
searching for a solution,  or 
checking you out because of a 
referral.  No matter why they 
decided to give you their time, 
it’s your job to make them feel 
like more than a number… Yes, 
even on the website. 

Even if you are not the best 
writer, you are a fellow human, 
so this part doesn’t have to be 
difficult. 

Tell visitors you can help them. 
Stand up for your work. 

Speak up.

If you can’t help, you can refer 
them to someone who can. Give 
them resources. Perhaps you 
can even offer a free session 
with no additional obligation

It’s Really Not About You
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Invest Wisely

5
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Invest Wisely
What does your website say about you? Does it look like you take pride 
in yourself? Or does it look like you churn out low quality products and 
services? With all of the DIY builders out there, it is tempting to “throw a 
website together” to say you have one, but is that the message you want 
to send potential customers?   

I urge you to spend your time wisely and research and find out what’s 
best for you. You can invest in a credible website that looks slick and 
professional.  No matter the cost, it’s worth it. 

While a brand-new “custom built” website can run between $1,000 and 
$10,000, a client can be worth well over $25,000 in his or her 
relationship with you.  Isn’t it worth the acquisition cost to show up for 
your business?

Remember: a shoddy website is the same as showing up for a business 
meeting in jeans and a ripped tee. Put your best foot forward. 

Put Your Best Foot Forward
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You can start implementing each of these strategies by tweaking 

what you already have. Let your potential customers see that you 

are committed to their satisfaction and success. 

If you don’t have a website yet, start interacting with the public on 

social media. Just get started so that you can grow your business 

and start collecting more potential clients.

Of course, We are here to help you get started.  Our specialty is 

getting you online (with any budget).

Click HERE to  Get a Free Strategy Session. NO STRINGS ATTACHED.

We promise!  

Start Now




