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Today’s website building tools are such that anyone 
with even low-level computer knowledge is now 
able to build their own. Invest a few hours and 
you’ll more than likely be able to create something 
surprisingly beautiful.

The question isn’t whether you can build your own website. 
It’s whether you should.

Building a professional-looking website is one thing. Building an 
effective and profitable website is quite another, requiring a far 
more specialised skill set and an in-depth understanding of 
technology. It’s also critical: where ecommerce sales totalled 
$2.3 trillion in 2017, that figure is set to almost double, reaching 
$4.5 trillion in 2021. 

While foot traffic is down, web traffic continues to skyrocket.
 
In this eBook we will guide you through the skills needed to 
build a strong, profitable and impactful website, to ensure the 
investment of your time and money results in a healthy return.
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Key Points 
To Consider 
When Building 
A Website
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Is it designed to:
Sell products
Do you sell direct to consumers? Can you market and sell your 
product solely on the internet, or do you need to offer more 
information to close the deal? If you’re selling a specific product 
to consumers or businesses online, your purpose will be to 
provide all the information they need to decide on a purchase, 
as well as a simple process to make that purchase.

Book appointments
Does your product or service represent a larger or more complex 
purchase than can be summed up in a few drop-down menus 
and checkboxes? If you need a bit more humanity in the process, 
the purpose of your website might be to book an appointment, 
so that a team member can build the relationship, onboard the 
new customer or complete the sale.

Generate leads
Perhaps a website simply can’t do your product or service justice. 
In this case, your website can be used to generate interest and 
leads, giving visitors a taste of what you do, before using any 
number of techniques to solicit their details.

The prime 
purpose of 
your website
Knowing this will form the 
basis of everything you do. 

The purpose of your 
website will depend on 
your business model.
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Understanding how 
search traffic will find you

Your next step is to understand your target 
market and how they will find you.

There are three main website traffic sources:

1.  Direct: The user types your URL directly into 
their browser;

2.  Referral: The user clicks on a link to your 
website from another site, and;

3.  Search: The user types keywords into a search 
engine which brings up your website.

Understanding the other sites that your customers 
are browsing, what they’re searching for and how 
they find you is incredibly valuable, and will steer 
your marketing and web development efforts. 

You should monitor the number of visitors from 
each traffic source, and analyse the number of 
goal completions from those sources to determine 
which are the most effective. 

In a breakdown of the traffic sources of top 
performing websites in a number of categories, 
Amazon found the following:

-  Search was a key source for auto parts (64.8% 
of visitors) and tax planning/accounting (62.9%); 

-  Referrals were what drove visitors for loans 
(18.7%) and air travel (18.3%); 

-  While gambling (58.7%) and business 
software (55.7%) enjoyed a high percentage 
of direct visitors.

Breaking this data down by source enables you to 
meet your website’s stated purpose. 
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While everyone likes to see big 
numbers, website traffic is about 
quality over quantity. 

Driving the right kind of traffic will help 
you reach your goals, whether sales, 
consultations or engagement. 

There’s no silver bullet for driving quality 
traffic to your website. Instead you’ll 
need a multifaceted approach that 
combines the likes of on-page SEO, off-
page SEO, paid search (SEM), blogging, 
social media and email marketing.

These tools aren’t as intimidating as 
they might initially sound.

Driving traffic to your website

On-page SEO: This includes all the data 
on your website, whether visible content 
or the underlying metadata (keywords, 
image alt text, tags, etc.), as well as 
factors like accessibility, compatibility and 
loading speed. In short, these are things 
that search engines measure and record, 
and that you have direct control over. 

Off-page SEO: These are the items you 
don’t have direct control over, like the 
external links to your website, social 
media presence and interactions with 
web users. Blogging, press releases, 
social media marketing and ‘above the 
line’ campaigns can all contribute to your 
off-page SEO. 

So the smarter you use them, the better 
your rankings will be.
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Every header, every menu item, every 
URL and every piece of content must 
align to your search data. It’s also 
important to note that it is not up to 
you to decide what people will find 
interesting - you need to research what 
people are searching for, and align your 
website to those insights.

You should also use these insights to 
create the sort of shareable content 

In fact, according to the UK’s Data and Marketing Association, 
you can expect $42 back for every $1 you spend on email 
marketing, when done correctly.

Aligning your website with search data

that will draw potential customers to 
your website via non-search channels 
like email and social media. 

Writing a blog that answers a common 
pain point of your customers is not 
just great for your website’s search 
engine ranking. It can also be posted 
to Facebook and sent out in an email 
campaign, multiplying its value many 
times over. 
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The importance of SEO

Search engine optimisation (SEO) ensures your 
website is pushed high up on the search engine result 
pages (SERP) for relevant keywords and phrases. The 
most important readers of your website content are not 
always people, but search engine algorithms. 

These algorithms are designed to crawl the internet for 
words, links, images and user behaviour metrics including 
time spent on pages, bounce rate and load time.

75% of search engine users don’t click past the first 
page of Google. 

Search engines keep their algorithms a closely guarded 
secret, and also continuously update them, so it’s 
important to analyse trends and update your SEO 
accordingly. 

This is a major reason why most organisations call in 
experts to ensure their websites are optimised.
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Mobile-optimised 
websites

Over half of web traffic is now mobile. 
That means that if your website isn’t mobile-
responsive, you’re instantly losing half of your 
potential customers. 

In fact it’s likely to be more than half, because 
mobile optimisation is used as an SEO ranking 
factor, and lack of it can affect your visibility in 
Google searches. 

Mobile optimisation enables your website to 
automatically adjust content, imagery and 
layout to suit whatever device is accessing it. 

Your website is not mobile optimised if it:

-  Takes too long to load on mobile devices.  
47% of users expect the webpage to load in  
2 seconds or less. 

  One study found that pages that loaded in 
less than 2.4 seconds had a much higher 
conversion rate (completed action, e.g. a sale) 
than pages that loaded slower.

-  Does not align properly on a mobile screen, 
and doesn’t adjust to a device being tipped 
between portrait and landscape.

-  Has links or content that does not resize for 
smaller screens.

Delivering a sub-par experience to users will see 
your search engine ranking fall, and as a result, 
you’ll see less traffic and fewer conversions.

9  |   How to Build A Profitable Website  Growth Partners



Fast loading times 
In the attention economy you have mere seconds to 
impress. Research has demonstrated that you have 
roughly eight seconds to hook your customers, and 
you don’t want to waste that time on simply loading 
your page - instead you want to engage and ultimately 
convert these visitors. Add in the fact that search 
engines will punish you for slow performance, and load 
times become absolutely crucial.

Conducting competitor analysis will help you determine 
how you fare against your competitors, both in terms of 
load times and user experience (UX). It’s wise to avoid 
front-heavy content such as high definition imagery, 
excessive third-party tags and complex JavaScript.

Being user friendly 
Building user-friendly websites is even more important 
with the release of Core Web Vitals from Google. 
Released in May 2021, Core Web Vitals criteria will be 
a new ranking factor when determining where your 
website should rank for your target keywords. 

Building websites that do not adhere to SEO best 
practice can have dire consequences for your ability to 
gain traffic, leads and revenue from Google and other 
search engines.  

The ‘page experience’ signals that already exist include:
- Mobile-friendliness
- Safe browsing
- HTTPS security
- Intrusive interstitial guidelines

Google will be launching three more signals in 2021, 
so check that your digital agency or in-house team are 
aware of them: Largest Contentful Paint, First Input 
Delay and Cumulative Layout Shift.

. . . you have roughly 
eight seconds to hook 
your customer
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Automated systems 
to capture customer 
lead data 
Identifying your customers and parsing 
out their data can be an extremely 
valuable exercise. The aim is to effectively 
narrow your marketing efforts to those 
most likely to engage, while also tracking 
interactions from initial contact through 
engagement, follow-up, conversion and 
repeat sales. 

The more a customer interacts with 
your website, the more information they 
provide and the better able you are to 
serve their needs. Tools that capture 
lead data and move people down your 
sales funnel are a great way to do this, 
and our GPX Leadflo Technology can 
assist you in acheiving this goal.

Content that 
resonates with your 
desired audience 
A modern brand’s ability to interact with 
customers is an incredibly powerful 
thing, whether through video, podcasts, 
imagery or blogs. Social media grants 
you the ability to break down your target 
audience by age, gender, socioeconomic 
status, profession and location etc. 

This in turn enables you to create ever 
more engaging and compelling content 
that strikes at the heart of your purpose, 
and ultimately leads to sales. Content 
should be dictated by the market, not 
by assumptions, something that we at 
Growth Partners have turned into 
a science with our Digital Enablement 
Programme.
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Think about your digital presence 
like a spider’s web. It works more 
effectively when all parts are linked 
up and connected properly. 

Social media is an incredibly powerful 
tool for businesses to leverage, but if 
your website and social channels are not 
integrated effectively, you are potentially 
missing out on thousands of dollars’ 
worth of business.

Social media enables direct and genuine 
interactions with customers. The key to 
retaining authenticity is to avoid overt 
salesmanship. Sure, insert mentions of 
a product where they organically fit, or 
post how-to content or reviews from 
customers, but avoid shouting ‘SALE’ at 
your followers. 

People follow you based on the value 
you provide, so ensure your content is 
all about them, not all about you.

Share videos, photos, infographics and 
links to data-driven pieces, and encourage 
user generated content (UGC) that 
demonstrates your product or service. 
Make sure to vary the length and format 
of your content to appeal to a variety of 
different demographics. 

Use short, concise and captivating intros 
interspersed with long-form content for 
maximum impact. Interesting content 
results in consistent engagement, which 
further increases your social and search 
engine reach.

With 54% of social media users actively 
using it to browse products, this is a 
channel you simply can’t afford to ignore.

Leveraging social media to 
increase search traffic
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Collecting key information
Knowledge is power, so before you get to planning your 
website build or enhancement, ask yourself: 

- Have I collected data on leads and customers?
- Have I identified my market differentiators?
- Have I invested in marketing or brand awareness?

Data is the oil of the 21st century. The more you have, 
and the smarter you use it, the likelier you are to achieve 
your website and business goals.

Attractive web design
Your digital storefront is now far more important than 
your physical storefront. Good web design reflects your 
brand and values, positions you as a leader in your field, 
and entices people to buy from you or work with you. It 
also forms that all important first impression. 

Humans like familiarity, so easy to recognise images 
and easy to pronounce words create positive emotional 
reactions in customers. By using distinct themes 
consistently through your site, you are able to build trust 
with your customers. 

There’s a reason why we are discussing design last. 

In our view, most people build websites backwards.  
They focus on the design first and largely ignore the 
science that will make the site an asset for their business. 
Yes, design and user experience are important... but not 
if you sacrifice high quality leads in the process. 

Remember, people aren’t the only ones reading your 
website, and making it compelling for Google’s web 
crawlers will ensure it reaches far more eyes than if it is 
solely designed for humans.

. . . your digital 
storefront is now more 
important than your 
physical storefront
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Related 
Questions
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What can I add to my website to make it better?
Targeted SEO, accurate and descriptive metadata, image alt 
text, links to social media, calls to action, fresh and frequent 
content driven by a content strategy, and direct contact/
purchase buttons can serve to enhance your website.

How can I improve my business results?
Goal-oriented web design, improved user experience, lead 
generation and follow-up serve to improve business results.

How can my business use the internet to make 
money?
Develop an easy to use, well-designed website. Include ecommerce 
and lead generation functionality. Optimise everything for search 
engines. Constantly look to improve your website by gaining 
insights from data. Do all this and you’ll soon be making money 
from the internet.

How do I make a good business website?
Identify why you want a business website, what it will be used for, 
who you want to engage, what information you want to provide, 
how much time and money you have to invest, and how you will 
use the information generated from the website. Make design 
and content decisions based on your answers to these questions.
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The best solution to build 
a profitable website

Although there are many tools available to build 
simple websites, an in-depth understanding of web 
technology and marketing is key to creating a 
professional, successful and profitable website.

It’s like painting a picture - while anyone can apply 
watercolour to canvas, it takes talent and skill to create 
something amazing. There is no single best solution to 
building a profitable website, so asking for professional 
advice is maybe where you need to start.

A great place to start is with Growth Partners’ 
Digital Enablement Programme (DEP). 

This proprietary programme is designed to develop 
your online presence through new levels of science 
and process:

-  We use data and analysis to rectify and enhance
your website and content strategies.

-  We provide end-to-end clarity on your digital
programme.

-  We use the most relevant and revealing metrics to
analyse your online performance and its effect on
revenue.

-  We accurately forecast sales and ROI across
multiple revenue streams.

-  We align your sales and marketing efforts in a
deeper way than ever before.

Building a profitable website is about one thing: 
choosing the right partner. And as Growth Partners 
has proven time and time again, we are exactly that.
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At Growth Partners our Digital Enablement Programme 
has been designed to answer all your questions and more, 
helping empower your marketing team, whether internal 
or external, with the information they need to succeed. 

By demonstrating how you can enhance your search 
strategy through both organic and paid means, we turn 
your website into a lead generation machine.

Ready to enhance your search strategy? 

We’re ready to help. 
Click below to book a 15-minute consultation with 
Growth Partners Director Steve Bambury today.

www.growthpartners.co.nz/book-a-meeting
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