
5 things your 
website should 

include.

Congratulations on taking a 
massive step to a better website!

Written by Richard & Gianluca



Before you dig into the 5 major 
components of a great website, why 
should you put them to work?

Because these 5 tips are designed to help 
your customer understand what you offer 
in less than 5 seconds. 

The results? A better website than the 
competition, and an increase in enquiries 
and sales.

Let’s go.



1.

All content must be
customer centered.

Your customers aren’t interested in the 
101 services you offer – what they are 

interested in is how you can help 
them solve their problem. 

So take a moment to identify the 
product or service that brings you the 

majority of your revenue. 

What problem does that service solve 
for the customer?

Why do they buy from you?



If you are having a hard time thinking 
about your customers problem, instead 
thing about their frustrations, and how 

you solve them.

Do your clients come to you because 
your competition wasn’t very helpful or 

flexible?

Do they love you because you let them 
spread the cost of your service over a 

period suitable for them, avoiding 
money worries?

Take your main service
+ 

The customer problem or frustration
+ 

How you can (and do) solve it

=

The fundamental message of 
your website!



2.

Give the customer a clear,
actionable solution to that

problem or frustration. 

A CALL TO ACTION.

If you sell products online, this could be 
as simple as a ‘buy now’ button on a 

featured product that solves a 
customer need.

Other call to actions may include:

Call for a consultation
Book an appointment

Call a technician
Download this helpful guide



Did you know? 70% of small 
businesses lack a Call to Action on 

their homepage.

What a CTA means 
for your business

This means you need to know what 
outcomes you want from your website. 
Should the customer call you? Do you 
want them to feed into your existing 

sales process? Or should they fill out a 
qualifying form first? 

These are all questions that need to be 
answered with confidence by you, so 

we can do our job to guide you to 
make the right decisions about your 

website.



But don’t worry.

If you don’t know the right Call to Action 
for your business, we can help guide 
you by asking the right questions in a 

consultation meeting.

On to the next tip! >



3.

Summarize your business in one 
sentence.

YOUR TAGLINE.

Studies show prospective customers 
make a judgement about your 

business (and website)
in less than 5 seconds!

That’s not long is it?

You have a small window of time to
communicate what you can offer them.

Now that we’ve guided you on solving 
customer problems, think how you can 
tell them you can help in one sentence.



Your tagline should be easy to 
understand and concentrate on your 
customer and how THEY can benefit.

If you’re still struggling, take a moment 
to figure out the message of your 

brand…what do you say when people 
ask you:

‘so what do you do?’

Because what they are really asking is:

‘Tell me how you can help me’



4.

Break down your services into bite-
size, easy to understand chunks.

KEEP IT SIMPLE.

If you have a wide range of services,
focus customer attention on one or two 

services which bring you
the most revenue.

No one likes to be bogged down with 
too much choice.

Then break down those services into 
steps…more about that on the next 

page.



We’ve talked about your message and 
your customer problem that you can 
solve, so now it’s time to demonstrate 

how you solve it in your services.

If you can’t tell customers you can fix 
their problem, what are you selling?

Itemize your service so the customer 
understands how it works, why it 
works, and how each part of your 

service either resolves their issue or 
benefits them in a clear way.



For example,

‘We power-wash your
drive as good as new’

1. We arrive and quote up your driveway 
based on square-footage

2. We return the following day with our 
top-performing water-fed

wash system
(we always use our own water!)

3. We then rinse and protect with a dirt 
repellant fit for a year of use

Within 48 hours you can have a
driveway that looks as impressive as

the day it was laid!



5.

BLOGGING.

We’ve discussed the customer a lot. 
Now it’s time to appease Google a little 

bit. By posting regular blogs to your 
website, say anywhere from 1-4 a

month, you’re demonstrating to search 
engines that you care about your 
business and want to inform and

educate.

What can you blog about?

Can you use blogging to offer tips, build 
trust with your customer base, and

ultimately…



Improve your position on Google so 
that you get found when customers 

search?

Take some time now to write down 
12 different topics within the realm of 
your business you could blog about.

If you’ve done that…congratulations.

You’ve just begun the journey to 
successfully planning one blog for 

every month of the year.



What now?
Like you, we are frustrated by 

websites that look great but don't 
focus on getting your customer to 
feel they need your services and 

then take action.

We hope this e-book has helped 
you plan for a website that really 

works!

Written by Richard & Gianluca

Read on >



0203 488 3806

To get genuine, interested 
enquiries from customers who 

want your services via a website:

1. Book an appointment by calling:

2. Allow us to identify how a 
website can work for you and

build a plan

3. Execute on that plan together.

rich@azzurri.uk luca@azzurri.uk
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