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Why most websites  
don’t create sales

Small business owners know that clearly communicating your brand 
message in a crowded marketplace can be incredibly difficult. With 
social media & search algorithms constantly changing & new 
technologies being introduced every day, it can be easy to get 
overwhelmed.  

The good news?  

A great story & the right marketing in the right order go a long way in 
overcoming factors that are out of your hands. One of the first places 
to start is your website. It’s your home base. And it gets a lot of 
attention from potential customers. But, some websites actively turn 
people off. And that’s disastrous.  

So how do you stop losing customers with a second-rate site? Let’s 
take a look at the 5 Reasons Your Website is Losing You Money & see 
if we can show you some relatively simple fixes. 

Correct these mistakes & you’ll increase sales, create fans of your 
business & stop losing to the competition.  

— Cameron & Tanya Outridge 
CustomerGetters.com.au
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REASON # 1: NO ONE KNOWS WHAT 
YOUR COMPANY DOES.

SOLUTION: HAVE A CLEAR TAGLINE  

We talk pretty constantly about one critical component of any brand, product 
or company’s messaging: the Value Proposition. AKA the Unique Sales 
Proposition (USP) or Tagline. 
What’s the big deal? 
Well, a Value Proposition helps separate you from your competition. Great 
value propositions focus on the “one thing” that is both unique & highly 
desirable about your solution. 
And – here’s the news – coming up with your value prop doesn’t have to be 
hard. Here’s why. 
Picture yourself at a trade show, watching people socialise. Jim comes up to 
you, & he decides to give you 30 seconds of his time to chat about your 
product, service or site – which we’ll call “NuSpine”.  
Here’s how the conversation might go: 
Jim: “So tell me about NuSpine.” 
You: “Sure. It’s chiropractic.” 
Jim (sighing & looking distracted): “Another chiropractor huh?” 
You (remembering your value prop): “Well, my chiro clinic is the one 
that you can afford, so you can get the ongoing care that you need.” 
Although the important part of your sentence is the last part… the middle 
section is the part that really matters. 
The middle section uses this valuable phrase: “the one that ... ” 
In just those 3 little words, you indicate to everyone that there is something 
distinctive about your solution & that they should listen up because you’re 
about to say what that differentiator is. 
So, going forward, think of your value proposition as the completion of any of 
the following phrases: 



REASON # 1 CONT’D: NO ONE KNOWS 
WHAT YOUR COMPANY DOES.

	 •	 My [product] is the one that __________________ 
	 •	 My [service] is the one that __________________ 
	 •	 My [solution] is the one that ___________________ 

Voila! Instant value prop. And the truth is, while everyone else is out there 
copying lame value props from their competitors, you’re taking a stand for 
individualism. Everyone will know what your company does, in a way that is 
easy to remember & hard to forget. You’ll come out of nowhere, & create a 
buzz with everyone who hears your story. 

  
Want More? Email Cameron@customergetters.com.au if you would like 7 
more fill-in-the-blanks “Value Prop Templates” so you can refine your message 
in different ways.

A Clear 
Value 
Prop
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REASON # 2: YOUR WEBSITE DOESN’T 
VISUALLY DISPLAY THE SUCCESS 
YOUR CLIENT WILL EXPERIENCE.

SOLUTION: SHOW THEM. 
Here’s a counterintuitive insight. Your website isn’t about you, it’s about your 
customer. Your customer should always be the hero of your story. That’s the 
“secret” sauce of CustomerGetters’ BrandVoice Framework. You may love your 
building or your fleet of cars or your rows of employees... but ... your customer 
probably doesn’t care … because it doesn’t help them achieve their goal. “Oh 
that’s a wonderful building. Good for you!” they’ll say, “Now, if you’ll excuse 
me, I’m looking for someone who can help me with my problem.” 
Instead of images about you, show happy customers! There is a place for 
images of you, of course. But the initial images on your website should tell a 
story of what your customers’ lives will look like after they purchase your 
product or service. You’re solving a problem that your customer has. Show 
them what the solution looks like. Like this company has done …

Enjoying their cool, 
recently air-

conditioned home

(now, tell us truthfully … isn’t this more compelling than a bland fleet of cars?)



SOLUTION: USE OUR “10X TESTIMONIAL TEMPLATE” ;-) 

• These days it’s more important than ever to offer social proof. If your 
customer sees someone like them enjoying the benefits of your business it 
gives people confidence that they are dealing with someone reputable. As 
you know, people add a lot more weight to testimonials from customers than 
to statements from businesses.  

• But how do you use effective testimonials on your site (most are pretty 
bland)? Well, we’ve found a great way every business can provide 
compelling & engaging social proof. It’s with our 10x Testimonial Template. 
So-called because they work ten-times better than your stock-standard 
testimonial (full disclosure: We have no proof of that. Only anecdotal 
evidence backed by past experience ;-).   

Here’s the 10xTestimonial Template in a nutshell …  
1. List a benefit your service provides in a heading that introduces the 

testimonial. 
2. “Team” the benefit in the heading with a testimonial that relates to it. 
3. The emotionally compelling part is a great picture of them achieving the 

result (and enjoying their success). 

REASON # 3: YOU DON’T HAVE 
TESTIMONIALS OR SOCIAL PROOF.

3.An 
emotionally 
engaging 
Image

1. Your Benefit 

2. Their 
Testimonial



More Points: 
• Make sure that the testimonials themselves are no longer than 1-2 

sentences (you can place full testimonials on a separate page). 
• Try & pick testimonials that talk to the challenge your customer faced & the 

positive result they had by working with you. The best testimonials work 
like Before & After Pictures. Simple & Effective! 

So, that’s how to use emotion & social proof to sell your services. Remember to 
make sure you ‘team’ the testimonial statement from your customer, with a 
benefit of your business.  So now you know, get proofing & grow. 

We Can Help: We do testimonials in our sleep & we can arrange photos & 
interviews with your clients & put them together with our 10x testimonial 
Template. email tanya@customergetters.com.au to learn how.

REASON # 3: CONT’D. NO 
TESTIMONIALS OR SOCIAL PROOF.

1. Benefit to your 
Customer  

2. The matching 
testimonial.

3.An 
emotionally 
engaging 
Image
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SOLUTION: MAKE A CLEAR CALL TO ACTION. 

If you want to make a purchase, you have to clearly ask for the sale.  
It’s simple really, your website must have a direct call to action. If you are not 
asking your customers to do anything, they won’t. How can they? People 
haven’t the patience to play guessing games unless they are truly desperate for 
an irresistible product. People go where you lead them, & a direct call to 
action does just that.  

Now, we get it. It’s understandable that you don’t want to come across as 
pushy. But, on the other hand, you risk looking wishy-washy if you don’t give 
people direction. This could be losing you money!  
It’s not hard: Keep your call to action simple: Buy Now. Make Appointment. 
Get a Free Quote. View our Services. 
Once your customer knows how to do business with you, make sure it’s easy 
for them to take that step to purchase when they’re ready.  

REASON # 4: THERE’S NO CLEAR 
CALL TO ACTION.

A Clear 
Call To 
Action



Once your customer knows how to do business with you, make sure it’s easy 
for them to take that step to purchase when they’re ready. This means your call 
to action should be visible everywhere on your site. Don’t feel you’re 
overdoing it if it’s repeated several times on a scrolling home page. Put in the 
top right hand corner of your site. Use only one call to action & possibly an 
intermediate CTA (see “Bonus Tip”, below). 

Bonus Tip: If clients aren’t quite ready to pull the trigger & work with you, a 
downloadable pdf gives them a little something of value they can access 
instantaneously. This is called a Lead Magnet or a “Transitional Call To Action” 
& gets them your mailing list as a warm lead. The key word here is value. 
Give them something they want or need, not just something random (Sign Up 
For Our Newsletter is NOT a Lead Magnet). And be sure to deliver on the 
promise you make in your copy.

REASON # 4: CONT’D. THERE’S NO 
CLEAR CALL TO ACTION.

A Clear  
Call To Action



SOLUTION: INCLUDE CLEAR “BENEFIT BUNDLE” SECTIONS.  
Good marketing offers value to customers. You have an opportunity to build 
your authority & expertise by creating valuable “Benefit Bundles” that can be 
viewed & processed “at a glance” to equip your customer with useful 
knowledge & encourage them to engage your site further.  

1. Use simple terms, not industry jargon. 
2. Use “you” & “your” & change the focus from “we” & “our”.  
3. Support the words with appropriate icons or images. 
4. Make sure the benefits are meaningful & inspiring for your customers. 
5. Use “so you get” type statements to back up your benefits. 
6. Make sure all the icons/images match in style (this can be quite tricky & the 

noun project.com is an excellent resource. You can change your icons 
colours & backgrounds to suit your branding.

REASON # 5: YOUR SITE DOESN’T 
OUTLINE YOUR BENEFITS.

2. Headline 
Benefit

3. Expand with 
“so you get” 
statements

1. Appropriate 
Images



REASON # 5: CONT’D. YOUR SITE 
DOESN’T OUTLINE YOUR BENEFITS.

2. Headline 
Benefits

3. It’s all about 
“you”

1. Appropriate, 
Matching 
Icons

Here’s a Benefits Bundle from our site … This is where you expand on your 
value proposition …



BONUS REASON # 1: YOUR WEBSITE 
SHOULD BE A CLEAR COMMUNICATION 

OF YOUR BRANDVOICE

ASK US HOW

SOLUTION: ENGAGE US TO BUILD YOUR BRANDVOICE FRAMEWORK  
Most small businesses have tried so many branding techniques that their 
communication has become cluttered & confusing. A BrandVoice Framework 
means you know exactly who you are & what you offer your customers. It 
provides a structure so you never go off-brand. 
We can help create your BrandVoice Framework.  

The 8 critical features of the Framework can be created by answering 
these questions:  
	 1.	 What does your customer want?  
	 2.	 What’s the problem they are dealing with?  
	 3.	 How does this make them feel?  
	 4.	 How can you show you have empathy to solve the problem?  
	 5.	 Why are you an authority to solve your customer’s problem?  
	 6.	 What’s your plan to ease your customer’s fear and confusion?  
	 7.	 What’s your direct call to action?  
	 8.	 What does life look like for your customer if you solve their problem? 

The answer to these questions will provide all the material you need to create 
your website, emails, pdfs, sales presentations & even your Value Proposition. 
Based on a story structure that has been proven to compel a human brain, 
answers to these questions are exactly what your customers are looking for! If 
you provide the answers, potential customers will instinctively recognise you 
have something they need.  

Sound Good? Ask us to send you a BrandVoice Framework Sheet so we can 
help you Get Clear, Fix Your Website & Grow Your Business.
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