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Your company’s website is often the first impression your prospects get of your business. 
Make it a good one by making your website serve a purpose. So often I see business owners 
disengaged from marketing and sales processes, especially when it comes to generating 
business online. This ebook is intended to address common mistakes that separate 
disengaging, dull, and detrimental websites from those that serve a purpose and get results.

Websites continue to be the key way consumers research who you are, what you do, and 
what they can expect when working with you. It’s a way to reinforce value for customers 
throughout the sales process, and fill your lead funnel to generate business. 

With this guide, you’ll be able to take a look at your current website and make informed 
decisions about how you can turn it into a system designed to engage your audience and 
achieve your marketing goals.

Your website is the cornerstone of your digital marketing

This ebook will show you the 10 biggest errors my team and I encounter when working with 
clients to design and develop their websites. Some are easy to fix and adjust. Some may 
make you rethink the structure of your website and how you can create a more engaging 
experience for your visitors.

About this ebook

Thanks for reading!

Laura Benjamin
President
Satellite Six LLC

INTRODUCTION



Image "sliders" (website images that rotate every few seconds with a new image or content) 
have gained in popularity over the last 10 years. Typically these have dots or arrows for users 
to click ahead to more slides before the automatic change happens. Site owners love them 
because it allows them to put more information in a limited space.

Studies have shown that automatic rotation sliders are ignored by 70% or more of visitors. 
Slides beyond the first are rarely, if ever, seen as visitors are now trained to ignore content 
that rotates and flashes, such as banner ads, when they haven’t interacted with it.

Plan for the most critical interactions in designing your home page. Instead of a slider, 
consider a "hero image," or image that tells a story, alongside a clear benefit statement or call 
to action.

If you love sliders, that’s OK. You can still make effective use of slider features! To do so, 
make sure to disable auto rotation. The same studies that show users ignore sliders have 
shown that user-controlled sliders have a significantly improved engagement over their 
auto-rotating counterparts.

What should I do instead?

They’re a nice touch, but ultimately ineffective.

AUTOMATIC SLIDERS



An outdated or inconsistent look may not seem like a big deal to you. You may say to 
yourself, “Does it really matter if the titles look a little different on each page, or follow the 
design standards of your brand from a few years ago?” The answer is a resounding YES.

Prospective clients and visitors will pick up on subconscious cues from the consistency of 
your design and use that as one basis by which to judge the quality of your brand and 
service. This affects their perceived value and trust in your brand. Well-designed brands and 
websites perform better because the look reflects the expectations of the experience a 
customer has when working with your business.

Keep up with changes in your brand and design trends with minor updates to your site's 
design over time. As technology changes, a full redesign may eventually be necessary, but a 
good web team can often migrate many parts of your existing website or help you update 
and place the content into a new website. You can also maintain consistency with a dynamic, 
content management system based website that can make site-wide updates to content 
through one location instead of having to change each individual page.

What should I do instead?

Sending the wrong signal to your customers

OUTDATED DESIGN



One common complaint we hear early on from our new clients is that their old site didn't “do 
anything” for them. A website can and should be a cornerstone of your marketing plan and 
sales funnel! “Brochure sites,” or sites that are information only rather than part of 
generating leads, are a thing of the past.

Your website should be designed with specific goals in mind, such as lead capture, building 
your email list, booking or promoting events, information download, or ecommerce 
purchase.

Think about what you want out of your website visitors, and how it fits into your overall lead 
funnel. Then, turn that around and think about what your clients will gain out of the 
experience as well. Use those ideas to determine what will make a successful visit to your 
website and make that a core part of your website plan. Work with your web designer to 
make sure those interactions are prioritized and draw visual attention and interactive 
opportunity on your website.

What should I do instead?

Create a funnel so your visitors know where to go

LACKING CLEAR GOALS



Even sites with goals sometimes miss out on the most important opportunity - creating a call 
to action that entices your visitors to interact more with your company through your website.

Are you asking your visitors to take a series of specific actions to accomplish your goal? Are 
you offering valuable insights in exchange for information that fills the top of your marketing 
funnel? One of the biggest reasons a site underperforms is a lack of a compelling reason for 
the visitor to engage and interact.

Think about what kinds of lead-in value you can provide for free in exchange for your users 
providing their info. It’s a great way to start ramping up your marketing opportunities and 
getting more value of your website.

Browse your site like you think a user would. Where do you lose interest or feel like leaving 
your site? At those points in particular, look for opportunities to guide your visitor to the next 
piece of information they will want to see, and ask for them to convert (capture their contact 
info, sign up for your email list, etc).

What should I do instead?

Do you make it enticing for visitors to take the next step?

NO CALLS TO ACTION



Are you ranking for the most searched keywords in your industry? Without a weighted 
keyword list that tells you the relative traffic and competitive values of search terms, you may 
be wasting valuable search ranking opportunities.

Even worse, we've seen sites that ignore the technical Search Engine Optimization (SEO) 
standards, such as H Tags, effective titles, and keyword density. These sites tend to perform 
poorly in the long run - lack of traffic leading to reduced opportunity for lead capture.

Build a keyword list that prioritizes based on the terms being searched in your industry. If 
you work with an SEO specialist, he or she will be able to show you which terms are better to 
use than others. Make sure your most important keywords are in the right areas of your 
website content, too! An SEO specialist can help develop content and place keywords in 
correct locations, sending the right message to search engines that you have the relevant 
content that searchers are looking for.

What should I do instead?

Search is still one of the best ways to find new visitors

IGNORING SEO STANDARDS



Have you ever visited a website only to try clicking or hovering on navigation or links that 
don't show you what you expect? Or a navigation system that changes or challenges the user 
to make choices that don't quite fit their expectation?

Unintuitive or difficult-to-use navigation is one of the main reasons people leave sites before 
spending the time to dig deeper. With so many other possible places to find similar 
information, the experience on your site needs to be as easy and streamlined as possible so 
that visitors stay interested and continue to browse the site.

As a rule, people love patterns. Although it might be fun to introduce a crazy new navigation 
style on your site, we recommend building on more conventional navigation systems with 
slight innovations to differentiate. Structure your sitemap and navigation to follow a logical 
flow so that your visitors can find what they're looking for quickly and easily, and make sure 
your site has a logical flow for the different kinds of visitors you’re likely to attract.

What should I do instead?

A hard-to-use site makes visitors give up and leave

DIFFICULT NAVIGATION



Did you know search engines prefer larger sites, with plenty of content and images to crawl? 
Even small and mid-sized companies can provide more value to their visitors and publish 
more than just 5-10 pages of content. When you publish more content, it shows site users 
that you're serious about your business, and it shows search engines that you are 
knowledgeable about your industry.

More content means more opportunity to add keywords too. Since you can only optimize for 
a handful of keywords per page, lots of pages means much more opportunity to improve 
search visibility.

Publish plenty of content in the initial launch of your site, but don’t stop there! Continue 
growing your site and adding new pages over time. Think about the topics most relevant to 
your customer, common questions you can address, and plan to grow areas of your site over 
time. Doing so will help provide additional value and reasons for visitors to dig deeper into 
your website.

What should I do instead?

Content helps search and engagement

NOT ENOUGH CONTENT



Websites and search engines have something in common - they love “living” websites. A 
“living” website is one that is constantly growing and improving rather than one that was built 
and left alone.

Websites that frequently publish new content or blog articles tend to perform better than 
those that don't. Website visitors need a reason to come back, and ongoing content updates 
are a perfect reason to check in on what’s new at the site from time to time.

Create an editorial schedule or work with content experts and use fresh, keyword-rich 
content to continually grow your website. Add new, more in-depth content about each 
subject, and update the information as your industry changes and evolves over time.

Don't forget your conversion goals, too - new content should be in line with calls to action 
and filling your lead funnel.

What should I do instead?

Dust off and freshen up that old website

WHAT’S NEW FOR 2010

INFREQUENT UPDATES



You’ve likely experienced this before. One of the biggest ways to lose visitor interest is when 
your company website talks too much about your business and not enough about why the 
customer should care - what’s “in it” for them when they work with your business.

This is such an easy mistake to make, because you’re used to talking about your business and 
what you do. Naturally information about your company can flow from those ideas. This is a 
major turn-off for visitors. Website visitors will see an over-emphasis on content about you as 
self-serving rather than promoting the benefit or value for them.

Read your content - if you use "we" and "our" more than "you" and "your," you have your 
work cut out for you to rewrite that content to be more customer-centric.

Customers will engage and love your brand when you tell them what's in it for them. Make 
sure your website content and messaging is about the value they receive when working with 
you and why they should care, and not just about your business and what makes you special.

What should I do instead?

Remember, it’s about the value for the customer

US!
(YOU)

TOO MUCH ABOUT “US”



Have you looked at your website on a mobile device? It’s been years since mobile 
“responsive” websites - those that morph to fit a user’s device screen - have become the 
industry standard. In mid-2014, the world passed the mobile traffic tipping point: now more 
than 50% of all visits to your site are on mobile devices and smartphones. It's time your 
website was ready so that visitors can browse your site on whichever device is most 
convenient to them. 

Be wary of Mobile Sites that aren’t “responsive,” too. Often a "mobile site" is a reduced 
version of your full site, whereas a "responsive site" is one that doesn't limit access to content 
and instead optimizes the layout and experience for the user's screen size.

If you don't have a responsive website already, it may be possible to convert your site to be 
responsive. Sometimes this proves difficult, and a redesign or migration may be the best 
option.

A web developer will be able to assist with a conversion, or with a light redesign, your site can 
be rebuilt with a responsive, mobile-ready framework.

What should I do instead?

Optimize the experience for how your visitors want to browse

NOT MOBILE RESPONSIVE



In over 15 years in web design and branding, I’ve worked with clients across the spectrum. 
Some feel like their website is just an expense, rather than what a great website really can be: 
a long-term investment in their marketing and the start of a relationship with their customers.

With the right mindset and planning, any website can be successful at kicking off the 
relationship between you and your customers. Avoiding these 10 common errors on your 
website is the first step to ensure it serves your company as an asset rather than as a digital 
brochure that doesn’t generate leads - or even worse, serve as a detriment to your goals.

Impressions are important! Make sure you’re putting out the best possible impression, 
planning to make your website a success, and helping your visitors take the journey from 
prospect to customer. Find time today to review your website and see how you’re doing 
against these 10 critical factors for site performance. Call 715-869-3006 or email our team
at info@satellitesix.com for a free website review with a member of our team.

After all, shouldn’t your website work to achieve goals and provide value to your customers?

Laura Benjamin
President
Satellite Six LLC

A good website will inform. A great one will build relationships.

WHAT’S NEXT?



BRANDING
Be a brand, not a commodity. 
Work with the area’s leading 

agency to develop and leverage 
your brand, and communicate 

message and value to your 
customers.

DESIGN
Your company has never looked 

better. Our clients can take 
advantage of our experience in 
creating brochures, ads, rack 

cards, menus, posters, 
illustration and more.

SEARCH
Get your site ranked by the top 

search engines. Through our 
SEO process, our clients 

typically rank page 1 for their 
most critical keywords in their 

markets and sales regions.

SOCIAL MEDIA
Connect with your audience 
through major social media 
channels. We assist in setup, 

consulting, and basic 
management of branded social 

media accounts.

WEBSITES
Leading web design with an eye 
on getting your visitors to take 

action. We offer a variety of 
options, from updates to your 

existing site to a complete 
custom design and build.

Our mission is dreaming big. We 
believe in the power of 

transformative design, and we 
do what we do to make your 

customers’ lives better.

We‘re a comprehensive design, 
website, and branding agency 

focused on building excitement 
in your brand. We identify the 

potential, the hidden, the 
wonder, and the “WOW!” that 

exists within, and work 
passionately to bring it to the 

surface.

Simply put, we partner with you 
to design a brand your 

customers will love.

LEARN MORE ABOUT SATELLITE SIX

www.satellitesix.com


