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Drive Relevant Website Traffic  
and Boost Conversion Rates 
Getting Started with Homepage Design

This guide provides a brief overview of website homepages - including why they’re an important part of 
inbound marketing, how they should be formatted, and more.

In today’s market, people coming to your site expect a great website experience. The power of choice 
has expanded and your potential clients will quickly turn away if they do not find what they are looking 
for in under 8 seconds. Take the opportunity now, to make the best first impression by creating the 
virtual experience they expect. 

Here are 9 must-have items sure to make your homepage stands out to visitors: 

         1. Value Proposition 
         Tell your audience how you can help them and what makes you great. In less than 10 

words, you should be able to answer the question: “Why should I buy from you?”

HubSpot, a leader in modern marketing, states that your value proposition is one of the 
most crucial elements in getting prospects to convert. In their blog post,  
How to Write a Great Value Proposition, they display an infographic with a step-by-step   

         process to guide you in the creation of yours, along with several great examples. 

 2. Calls to Action 
 One of the most important steps in the conversion process is to provide a way of guiding       
 your audience to take the next step. Give visitors the chance to convert by strategically    
 placing easily visible buttons throughout your site that have active language and speak  
 clearly to what they can do next, whether it’s to take them to another page, or to fill out a     
 form. 

 Want a deeper understanding of calls to action and how to make great ones of your own?    
         Check out WordStream’s 11 Kick-Ass Call to Action Examples, and Why they Work.  

3. Differentiators 
Compile a set of items that make you stand out from your competitors, and any 
advantages you are able to provide for prospective customers. Each of these items should 
be about a sentence long and written in such a way that your visitors will remember, 
whether it’s a stat that resonates with your target audience or a key product feature.  
 
If you are not sure what your key differentiators are, Smart Marketing Solutions has a great 
formula to help you figure those out. In short, Smart Marketing Solution says you   
can take this statement and fill in the blanks: “My company is the only____________, 
that does _______________ for ___________________.”  You may have more than 
one answer, and that’s okay. You can compile those one, two or three differentiators and 
make a very attractive section for your homepage that’ll be a strong area of 
conversion. 

www.hubspot.com
http://blog.hubspot.com/marketing/write-value-proposition
www.wordstream.com
http://www.wordstream.com/blog/ws/2014/10/20/call-to-action-examples
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4. Synopsis of Products and Services 
Tell your audience what you do concisely. A simple list of your products and services that are 
linked to a page that shows more detail will do. Remember, your homepage is a synopsis of your 
business, so save the deeper content for other pages, so that your visitors will want to explore the 
rest of your website. 

        5. Content Callout  
  If you have created any resources intended to help your audience be successful in using your 

product, or their business, make sure you designate a section to them. Take a set of videos, 
eBooks, and blog articles you have and display them. Sharing these resources not only convinces 
your visitors that you are there to help them, but also tells them that you are a voice in your industry.

Looking at Continuum’s homepage, you’ll find two sections dedicated to content. The first shows 
our top performing eBooks, white papers and webinar recordings. The second, a feed of our latest   

        blog posts. It’s not necessary to have separate areas dedicated to content. If you choose to add       
                 one, make sure to add images and evident calls to action leading you to the location where the  
        resource can be downloaded. 

6. Supporting Images/Videos 
Use images and videos to help visitors visualize and connect with your product, and allow them to 
see how it can help them. Videos are a great way to engage visitors in a short period of time, and 
are best used to get concepts across that would otherwise be difficult to explain. In addition, visuals 
help break up concentrated areas of text, keeping the viewer more engaged. 

       7. Great Navigation 
Navigation may not seem like a part of your homepage, but it is the first place where your visitors 
will encounter it. Setting up a navigation that is easy and intuitive for customers to reach the areas 
they’d like to explore is imperative. When visitors arrive at your a website, you only have 8 seconds 
to capture their attention. A frustrating experience with your navigation will likely make them leave. 
Kiss Metrics’ Are You Making These Common Website Navigation Mistakes? is a great source if  

                   you want to learn more about navigation best practices. 

8. Client Testimonials 
Let the people that you serve speak on your behalf. Testimonials drive validation to your products 
and services and can become a strong area of conversion. In fact, according to KissMetrics’s  
100 Conversion Optimization Case Studies, when WikiJob, a finance job database website, added 

testimonials to the top of their homepage, they increased conversion by 34%. 

9. Social Media 
Including social media on your website gives you another medium to engage visitors. It increases 
awareness of your brand in places where your target audience members are having meaningful 
conversations. If not sure which platforms to choose, Twitter and Facebook are a great place to 
start. They share 54% of homepage social media links 

         (New Data: Should You Include Social Media Icons on Your Homepage?, HubSpot). 
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This Getting Started Guide is part of a four-piece bundle that looks at homepage design, SEO, 
AdWords and landing pages. 

Click here to download the complete collection!
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