
in 7 easy steps

Y o u  h a v e  8  s e c o n d s  o r  l e s s  t o
c a p t u r e  t h e  a t t e n t i o n  o f  y o u r

w e b s i t e  v i s i t o r s .  L e a r n  t h e  7  m u s t -
h a v e s  w h e n  i t  c o m e s  t o  c r e a t i n g  a n

i r r e s i s t i b l e  w e b s i t e !

A Website Refresh



Heyyy! I'm Jessica
Thanks so much for downloading my free guide with 7 easy tweaks you can make to
your homepage to help you double or triple your client leads! 
 
These  items can have a huge impact on the effectiveness of your site and I am so
excited that you are ready to learn more about them. 
 
Your website can make or break your business and I'm here to help you make the most
of it so you can better attract your ideal client and make more money.
 
My website templates are designed with these 7 principles integrated into them to
help make your life easier! I also provide an easy, step-by-step course that helps you
with all things tech so that building your website is breeze.
 
Let's walk through them and don't hesitate to reach out to me with any questions!
 
Jess Gingrich 

https://instagram.com/justaddmoxie_
https://facebook.com/justaddmoxie
https://pinterest.com/justaddmoxie
https://www.amazon.com/Building-StoryBrand-Clarify-Message-Customers-ebook/dp/B06XFJ2JGR


C L EAR  T AG L I N E

This means that when a person happens upon your
page, they know exactly what you can do for them
in a clear, concise message or one-liner. Less is

more when it comes to marketing and a creating a

strategic website. 

 

People do not read websites anymore, they don’t have

the time or patience. You want to capture their
attention instantly so that they know whether they
could use your service or not. 
 

 

One Examples would be: A business coach provides the

resources and knowledge for you to grow your

business and quit your day job. A wedding

photographer captures the details you’ll never want to

forget about your wedding day. A interior designer

wants to create such a beautiful space for you so that

you’ll never want to leave. 

 

You want this message to be front and center
when a person arrives on your website. And you

want it to be in layman’s terms. Don’t use fancy,

industry specific words that your ideal client might

not know. And under this awesome, easy to

understand tagline – provide a call to action so they
can immediately get in touch with you.

“In every line of copy we write, we’re either serving the customer’s story or
descending into confusion; we’re either making music or making noise.” -
Donald Miller; Building a Storybrand
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CA L L  TO  AC T I ON  BU T TON

If possible, having a buy now, book now, book a call, get

scheduled, whatever is an appropriate call to action for

you business in the top right corner is a smart move. 

 

This allows it to be easily seen and easily found. You
want your visitors to know exactly what you want
them to do at all times. 

Two
Similar to your standard call to action inside your

homepage structure, this button is a call to action that

can be powerful and you do not need to be timid

about having it in multiple places. 

 

You have an amazing offer and solution to your
ideal client's problem and you need to be shouting
it. Who wouldn't want to better their life? 

 

Just know that it's doubtful you will be overselling your

services - most people undersell by far and you'll
stand out by being confident in your offer.

"If you have an important point to make, don't try to be subtle or clever. Use a
pile drivers. Hit that point once. Then come back and hit it again. Then hit it
a third time - a tremendous whack." - Winston Churchill
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F R E EB I E  /  OP T - I N  OF F ER

Simple enough right? But let’s stop tip toeing and give

this the shout that it needs. 

 

Don’t worry about overselling – be loud and proud

about what you are offering your ideal client – FOR

FREE!  

 

They should be thanking you, you don’t need to tuck

your call to action away and hope it doesn’t bother

them.

 

Three On a strategic website there will be multiple
access points for your calls to action – typically in

the website structure itself and then again in the

footer and header/navigation. 

 

The idea is that at any point in your visitors
browsing, they’ll be able to find your call to action
easily and get in touch with you or buy your
product or book your course. 
 

Calls to action include any of the phrases: book a call,

buy now, schedule a consult, or even more playful

ones like "yes, this is me!". Don’t make them passive,

make them action oriented and confident.

"Only one mode of communication with your ideal prospects remains steadfast
in the face of a changing social media landscape - EMAIL." - Amy Porterfield
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PROB L EM  +  PA I N  PO I N T S

Talk about the problem that your visitor is having and

what made them seek you out. 

 

Relate to their pain points in some way and show
that you understand their story. 
 

Your homepage should be about them, if you keep

that in mind, you are always going to be on the right

path.

Four So as you think of their pain points go through these

questions - what are they struggling with? What is
it that is holding them back from investing in you
or someone else? What are the emotional aspects

that are coming from their problem. 

 

For example, the lack of a good website is causing

them to not only book the clients they want, but is

causing them to have a lack of confidence and a

feeling of website shame that can easily be remedied

by my solution, which is next on the list. 

'''What stories teach us is that people’s internal desire to resolve a frustration
is a greater motivator than their desire to solve an external problem.'' -
Donald Miller
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YOUR  SO LU T I ON  +  BENE F I T S

Time to talk about your solution in direct relation to their

problem. 

 

What are you providing that is going to help make
their life better? 
 

List it out if you can or keep it simple and readable, not

overwhelming. The idea is for them to read your solution

and think to themselves, yes she get's me and she can
solve my problem. 

Five This is where you can show how you stand out from

the competition. 

 

Show why your offer is the RIGHT solution and how

by choosing you, your product or your services, the

visitor's physical need will not only be taken care -

needing a website, photography services, business

coaching - but their underlying emotional need will
be taken care of as well. 
 

Your homepage is your first impression to many

people, so show how you can make a difference.

''As a brand it’s important to define something your customer wants, because
as soon as we define something our customer wants, we posit a story question
in the mind of the customer:Can this brand really help me get what I want?'' -
Donald Miller
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SOC I A L  PROOF

You want it to be clear that you are offering a solution

to your ideal client, and you want them to know that it

is a successful solution and has been vetted by other
people just like them.
 

Having testimonials and feedback scattered

throughout your site is a must to help give visitors a
sense of security around working with you. 
 

 

 

Six Provide affirmation through testimonials – keep them

short and sweet and best of all, don’t focus on the
praise about YOU personally and how awesome
you are, focus on the testimonial sections that talk
about the results people have achieved through
your help. 
 

That’s what people want to know. 

 

That’s what matters to their story. They don’t need to
visualize you as the hero in their story, they need
to visualize you as the person that will help them
be the hero.

"The key to high quality communication is trust, and it's hard to trust
somebody that you don't know." Ben Horowitz
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C L EAR  NAV I GA T I ON

Your homepage should provide a path that's clear to

visitors. 

 

They shouldn't be confused about where to go next or

how to find what they are looking for. 

 

Give them the steps they are looking for - clearly
outline places they would want to go - your services,
how to get in touch, what they should do as next
steps.

Seven The simpler you can make your navigation, your

services, your packages, the better. 

 

These days, it’s more important to have less words
with more impact. 
 

People aren’t going to read even half of the

paragraphs on your website, trust me. They just want
to know two things: what does she offer, and how
does it help me. If you can answer those questions in

a easily understandable, powerful way, you’ll book

more clients, trust me.

"'People are drawn to clarity and away from confusion. Having clear calls to
action means customers aren’t confused about the actions they need to take to
do business with you.'" - Donald Miller
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If you answered "yesss" to any of those, then head

this way to browse the collection

Shop the Showit Templates

W A N T  A N  I R R E S I S T I B L E  W E B S I T E  T H A T ' S

Ready To Launch?

Are you ready to uplevel your website and your business?
 
Are you ready for a website that not only looks amazing, but also leads to more
clients and customers?
 
Are you excited about the possibility of having a knockout website that is working
around the clock for you?

Adding some of  these items to your existing website

might not be the easiest  task.  So take a  minute and

evaluate if  it 's  truly serving you in the best  possible

way.  

https://jessicagingrich.com/showit

