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PREFACE 
I wrote this ebook to help entrepreneurs and small business owners use their business websites to 

make money. I have been building websites for businesses for over 25 years and have found that many 
business owners do not use their websites optimally and have severe misconceptions. Some don't 
believe they even need a website for their business. Instead, they may rely on social media or word-of-
mouth. 

I believe business owners could promote their products and services more productively if they 
knew how to use their business websites for marketing. Unfortunately, many business owners I have 
encountered do not use their website as a significant part of a marketing strategy. That is the area I 
hope to help. 

Reggie's PC Resources is dedicated to helping you build your business through the use of internet 
technologies. I hope that this ebook will help you understand, use, and reap the rewards of using your 
website as a significant part of a marketing strategy. 

INTRODUCTION 
Does your business have a website? If so, is it a significant part of your business' marketing 

strategy? The business website is a powerful and effective component of any marketing strategy. It 
promotes your brand, so it is a critical mistake to neglect your website for marketing. 

Some business owners know they should have a website, and many obtain one. However, based on 
my experiences, business owners are often unaware of the power of a website as a marketing tool. As 
a result, they usually neglect to include their websites in their marketing strategy. 

I have also encountered business owners who believe they do not need a website because they 
have realized success in acquiring customers through social media (e.g., Facebook), referrals, or even 
traditional advertising. They are entirely unaware of the power that exists in using their websites as a 
primary marketing tool. It's like thinking you don't need something simply because you never had it. 
After using it, you wonder how you got along without it for so long. 

Businesses should have a website, but that website should be an integral part of the marketing 
strategies and not just for establishing a web presence. 

This ebook will show you how to use your business website to make money by being a vital part of 
a marketing strategy. 

THE MINDSET 
Your mindset is critical to how you solve problems, progress in life, and grow your business. I have 

been surprised at the mentality of some business owners that I encountered over the years. There are 
two basic types in this context. 



 
 

1. Growth mindset 
2. Limited mindset 

The Growth Midset. Those with a growth mindset look for ways to scale, outsource, hire, attract 
more customers, market effectively, etc., to grow their companies.  

Limited Mindset. On the other hand, those with a limited mindset tend to be content with the 
current state of their companies. They are not looking to expand or get more customers as long as 
their existing customer base allows them to continue to function. 

Therefore, those with a growth mindset are more open to having a website and using it to market 
their businesses. Evaluate your business goals and determine if you genuinely want it to grow or if you 
want it to remain in its current state. This step is vital because some people aren't looking to expand or 
grow their business past a certain point. However, others desire to build an empire by continuously 
growing. 

It is a waste of time to say you want to grow your business when you have no intentions of doing so 
in your heart.  You know that you should work to grow your business, but you are content with how 
things are and don't want to be bothered. However, when competition comes and captures some of 
your customers, you realize the importance of growing and staying relevant to your target audience. 

The growth mindset is key to truly growing your business, so ensure you have it before you attempt 
going through the motions trying to grow your business. 

YOUR BUSINESS NEEDS A WEBSITE 
Your business needs a website. A business website serves one primary purpose: to expose your 

goods and services to increase sales. Your exposure to potential customers is limited if you don't have 
a website. In addition, without a website, you are missing out on a world of possibilities because 
thousands of people could use your products or services but have no idea that you exist. 

A website has the potential to expose your product or service well beyond word of mouth. It also 
provides an effective way to sell your products and easily interact with customers and visitors. 

The following are several reasons your business should have a website. They are from my article at: 
https://www.rpcr.com/why-your-company-should-have-a-website.  

1. Increased exposure of your product or services 
2. Provides a way for people to investigate your offerings without the fear of being pressured into 

buying 
3. People expect a business to have a website 
4. A website provides a degree of credibility and social proof for your business 
5. Your competitors probably have a website and are reaching more people than you 
6. Your business is always available 24x7 to interact with people all over the world 
7. It provides an easy way to sell your products or services 
8. It provides a way to educate potential customers about your brand 

https://www.rpcr.com/why-your-company-should-have-a-website


 
 

9. A website provides an effective way to collect customer data for marketing purposes later 

The bottom line here is that a website can be an effective marketing tool for your business to help 
you increase customers and, therefore, increase sales. Therefore, your website should be an integral 
part of your marketing strategy. Of course, Reggie's PC Resources can help you with that. We design 
websites for businesses, entrepreneurs, and churches. Give us a call today at 215.362.0967 to get 
started, or visit us at www.rpcr.com. 

OBJECTIONS TO A COMPANY WEBSITE 
Several business owners have identified a few things that they believe hinder them from obtaining 

a website for their business. These hindrances include the following. 

1. A website costs too much, and Facebook is free 
2. A website requires a lot of time to maintain 
3. Building a website is too complicated 
4. We get plenty of customers without a website 

I HAVE A FACEBOOK BUSINESS PAGE 
Several small business owners have told me that they use Facebook as their website, producing 

enough customers. They have not considered that Facebook could change the rules causing your 
Facebook page to become ineffective. For example, your page may be disabled for some reason. Yes. 
That has happened to business owners. In addition, Facebook may change a feature that you rely on to 
attract customers. 

Also, you do not own the contacts that you acquire through Facebook. For example, you cannot 
send a promotional email to a list of people who accessed your Facebook page. However, a website 
could have an opt-in email feature to collect names and email addresses. You would own that list and 
can use it whenever you wanted. 

Another critical thing about using Facebook as your business website is that you do not own the 
content. Facebook can change things such that a vital piece of information is no longer readily available 
to visitors. 

If you have a website using your domain name (e.g., mycompany.com), your marketing efforts are 
not significantly affected by Facebook's changes to its algorithm or rules. As a result, your website will 
continue to attract and convert visitors as usual. 

Now, this is not to say that you should not create a Facebook page for your business. A Facebook 
business page can be a part of your marketing strategy. My point is that it is not a good idea to use a 
Facebook business page as your primary business website. 

A WEBSITE REQUIRES TOO MUCH TIME 
A website does not necessarily need a lot of time to maintain, especially if you hire a webmaster. 

Those who say that a website requires a lot of time are thinking about maintaining it themselves. That 

http://www.rpcr.com/


 
 

is the limited kind of thinking that I discussed previously. A growth-minded business owner would think 
of ways to delegate website maintenance to someone else. 

Maintaining a website indeed requires time, but that depends on the website. Some websites 
require little time at all to maintain. However, the more complex the website and the more features 
and functionality, the more effort it will take to support it. 

A small business (e.g., local plumber, roofer, etc.) does not have to spend a lot of time maintaining 
its website. Instead, they could hire someone to do it for them at a nominal cost or delegate a tech-
savvy staff member to maintain the site. 

BUILDING A WEBSITE IS COMPLICATED 
Websites are not necessarily complicated to build, especially with the plethora of website-building 

tools available today. However, a website can grow in complexity as your business grows. You may 
include more features on your website. For example, you might consist of an online store, courses, 
memberships, and more on your website. Those, of course, will add to the complexity of the site. 

Again, I have to refer to the mindsets I discussed previously. Those with a growth mindset will 
understand that more resources are required as the company grows. For example, you might need to 
hire more people to handle more customers or outsource specific tasks as the company grows, 
including outsourcing website maintenance. 

A small business (e.g., local handyman, landscaper, etc.) does not need to begin with a complicated 
website. Instead, a simple website that provides information about their products or services, 
information about the company, a way to contact the company, and perhaps a way to collect email 
addresses is all that is needed. 

WE GET CUSTOMERS WITHOUT A WEBSITE 
If you don't use a website and get customers, it becomes easy to believe that you don't need one. 

However, you may be missing many more customer opportunities without a website. So what happens 
when referrals dry up? How would you actively pursue new customers? Would you use newspaper ads, 
magazine ads, postcards, radio commercials, etc.? All of those cost money, and they are a dead end. 

You could still do traditional advertisements, but they all would point back to your website. For 
example, people could find your company online because you have a company website. People can go 
to the link in a postcard or magazine ad. Campaigns could include your website's URL where you could 
convert visitors to customers. 

WEBSITES COST TOO MUCH 
Many believe that getting a website built for their business costs too much money, so they seek 

free or cheap options. I understand that funds may be limited when a company begins. However, that 
shouldn't stop you from obtaining a website. You could create a simple website at no cost to you. You 
would only need to pay for web hosting, which could be as low as $5/month. Your website can be 
updated or redone as your business grows and more funds are available to spend on marketing. 



 
 

There are web development agencies that charge thousands of dollars for a website. However, 
those kinds of websites are more complex and include more features and functionality than a simple 
starter website for your company. So, no. Websites do not need to cost a lot of money, especially if 
you do it yourself. Reggie's PC Resources will be able to assist you with a low-cost template-based 
website. 

SUMMARY 
Many small businesses object to a company website for several reasons, as described above. 

However, none of them are actual hindrances to having a company website built. Your business could 
have a simple website that provides basic information about your company, the services or products 
that you offer, a way to sell your products, and contact information so people can get in touch with 
you. 

If websites were not crucial for a company, larger companies would not promote their website as 
much as they do. Consider how many times you hear the URL for a website on a radio or television 
commercial. How many times do you see the URL for a website in print advertisements and email 
marketing campaigns? Websites can be a significant part of your marketing strategy, and this ebook 
will provide insights for doing that. 

THE WEBSITE 
Websites are powerful tools for marketing but are neglected or misused by many businesses. Many 

businesses miss opportunities to generate more leads, interact with potential customers, and acquire 
new customers through their websites. In short, they do not include their websites in their marketing 
strategy. 

The website should answer three crucial questions within the first few seconds of someone landing 
on a page. 

1. Who are you? 
2. What do you do (products and services)? 
3. What's in it for me, i.e., what problem of mine will you solve? 

Keep in mind that visitors may land on an internal page of your website and not the homepage 
(e.g., product page, blog page). Therefore, you should be aware that each page of the website should 
answer those questions. After all, they probably landed on your site after searching (e.g., Google). 

Here are some things to consider for using your website for marketing. 

1. Maintain awesome content 
2. Have clear site navigation 
3. Optimize images 
4. Use videos 
5. Offer value 
6. Have a clear call to actions (CTAs) 



 
 

7. Good layout and mobile-friendliness 
8. Effective landing page 
9. Contact form/info 
10. SEO 

MAINTAIN AWESOME CONTENT 
Content is king—or close to it. It is not enough to have a pretty website with many bells and 

whistles if it has poor content. It's like going to a beautiful-looking restaurant only to find that the food 
is terrible. Presentation is important, but your site should present awesome content. 

This content could be in the form of articles related to your industry, blog posts, how-tos, and 
more. Ensure that the content is optimized for search engines (SEO) to help it rank well in search 
engine results. 

Give content generation special care, and remember that it is an ongoing thing. You don't spend 
time generating content for a new website and then drop it. You must keep that content fresh, as we 
discussed previously. You should always generate content for your website. Be sure that the content 
adds value to your visitors in that it is valuable information that they can use. 

Keep your content relevant by creating new content regularly and refreshing old content. There 
may be blog posts or content on one of the web pages that could be updated to reflect current 
information or events. You could also create new sales promos. The point is to keep your website alive 
with fresh content. 

Another important reason to keep your website fresh is that it gives people a reason to return. If 
your website always has the same information, people will learn that there is no need to return 
because it will have the same information they saw the last time. You might consider a call to action for 
them to join an email list to receive updates. 

CLEAR NAVIGATION 
Another important aspect of SEO on your website is straightforward navigation. That makes it easy 

for visitors to find what they are looking for and search engine bots to index your site. You may also 
consider including a sitemap on your website. 

There are certain things that people expect when they look for navigation. They typically expect a 
way to get back to the home page, a link to learn more about the company (about us), a link to a page 
showing the products and services you offer, and a way to contact you. These are typically 
implemented with a main menu that contains links such as home, services, about us, contact us, etc. 

Make it as easy as possible for people to quickly find what they are looking for on your site and 
increase their chances to buy.  

IMAGES 
Images are important, but remember that the most important thing on your website is the content 

(unless you are in a visual industry, e.g., photography). Images are used to break up the text content 



 
 

and provide illustrations and clarifications of that content. They add interest and a level of aesthetics 
to the webpage. 

However, I've experienced many business owners spending more time selecting images than the 
content. Images enhance the content, so the first necessary thing is to create awesome content that 
images can further improve. 

Images of your organization, the owners, people working, etc., add a level of personability to the 
website. People will feel more connected if they can see inside the company and not just a bunch of 
company facts on a website. 

VIDEOS 
If a picture is worth a thousand words, then a video is several volumes of books. Video is extremely 

useful on your website. Yes. Your videos may appear on YouTube, but the purpose of those videos is to 
drive people back to your website. Of course, YouTube videos can be viewed right from the website 
without going to the YouTube website. 

It is a good idea to create simple videos to discuss topics relating to your product or service. These 
could be informational videos, how-to videos, reviews, etc. There is an incredible amount of value in 
videos so plan to use them as an integral part of your marketing strategy and website. 

OFFER VALUE 
A big mistake that website owners make is neglecting to offer value to visitors. People go to 

websites to learn, gather information or entertainment. Your website, therefore, should offer value in 
one of those areas. However, there needs to be a reason for someone to interact with you or frequent 
the site. Give them value. 

If you provide your website visitors value, they are more likely to interact with you and possibly 
become customers. You can give them value by offering to join your newsletter containing tips, 
information, special offers, a free eBook, guide, etc. You could offer a free ebook or membership in an 
exclusive online group. 

Don't expect visitors to your website to give you something without them receiving some kind of 
value. People are always asking the question, "What’s in it for me?” Therefore, if you want their email 
address or phone number, then give them something valuable in exchange. 

CALL TO ACTION 
Don’t expect people to know what to do once they land on your site. Guide them to the desired 

action you want them to take. That guide includes a call to action (CTA). 

A call to action is a simply prominent direction to do something. It could read, “Buy Now, Get your 
Free Trial,” etc. The point is to direct the person to take a specific action. 

Some examples of call to action are: 

• “Buy now” button 
• “Get Your Free ebook” 



 
 

• “Learn the 3 ways to….” 
• Etc. 

LAYOUT AND MOBILE-FRIENDLINESS 
The layout of your website should be conducive to a good user experience, including the device 

they use to view your site. This means that your website should look good on a desktop computer, 
laptop, tablet, and mobile phone. There are some exceptions, however. 

Why should your website be mobile-friendly? Mobile devices accounted for more than 50% of 
website visits in 2020, according to statistics provided by Telemedia.com and Statista.com. This trend 
has been growing since 2015 where an increasing number of people are visiting websites using mobile 
devices. Therefore, it makes sense that your website should be mobile-friendly, meaning that it should 
look and function well on mobile devices. 

There is a website development philosophy called “mobile-first,” which means that a website is 
first designed for a mobile device and then uses responsive web design technologies to allow it to 
adjust to a larger screen (e.g., a desktop computer). 

Therefore, you must consider mobile devices as a significant platform for viewing your website 
during the development process. Do not assume that most visitors view your website on a desktop 
computer with a large monitor. 

THE LANDING PAGE 
Landing pages should be an essential component of your website. Landing pages are designed 

explicitly to funnel traffic from an external source like social media or an advertisement. 

For example, you may create an email marketing campaign that links back to a landing page instead 
of your website's home page. The landing page would include content addressing that specific 
audience, special promotions relevant to the object of the advertisement (e.g., a particular product), 
and a call to action for the specific product or service. 

Not only that, but a landing page is an excellent tool for determining the effectiveness of your 
advertisement campaign. You can associate various analytic parameters to the landing page because 
you know where the traffic came from. 

Therefore, don’t use your website merely to provide information about your product or services. 
Instead, extend its usage to include marketing activities and metrics. 

Let me give you an example. Suppose you sell pendants of various colors, materials, and styles. You 
want to create a marketing campaign to promote your Mother’s Day pendant. You could include a link 
to that specific product in the advertisement, to your website's home page, or a landing page 
specifically designed for this campaign.  

THE CONTACT FORM 
A consistent problem that I have experienced with websites is that the contact form submissions 

either go unanswered or they don’t work. I have often submitted a request using the contact form of a 



 
 

website and never received a reply. There have been other times when submitting the contact form 
caused error messages to appear. 

It is imperative for a good user experience to monitor the contact form submissions and 
periodically verify that the contact forms on your website are operating correctly. 

Why is this important? People may use the contact form to inquire about a product or service or to 
ask a question. They expect a reply. If there is no reply, then they may move on to your competitor to 
get answers. 

SEARCH ENGINE OPTIMIZATION (SEO) 
“If you build it, they will come” does not apply to websites. Instead, it would help if you told people 

your website exists, what you offer, and how to get in touch with you. You must drive traffic to your 
website to market your product or services. So, how do you drive traffic to your website? 

SEO is a means to drive more traffic to your website to increase sales or interaction with people 
online and is, therefore, an integral part of your marketing strategy. Just as your website should be an 
essential part of your marketing strategy, SEO should be vital to your website's operation and 
maintenance. Merely having a pretty website is not enough. It must be functional to contribute to 
making money. 

Internet searches (e.g., Google, Bing) are significant ways traffic goes to your website. People 
search for things, and a link to a page on your website is listed in the search results. The closer that link 
is to the top of the search results, the better the chance to be clicked. You can increase that chance by 
using search engine optimization (SEO). 

SEO is not like it used to be. There was a time several years ago when SEO meant using keywords 
and descriptions to optimize a page. Back then, SEO was a lot simpler than it is now. Merely using 
keyword and description meta tags is no longer an effective way to do SEO. Let me discuss the current 
methods of SEO. 

THE MANY FACETS OF SEO 
SEO involves proper keywords, quality content (blogs), linkbacks, social media, and more. It also 

involves technical things (technical SEO), such as page load time, mobile-friendliness, 
security/encryption, and navigation. We’ll discuss these later. So, understand that search engines use 
many factors to rate a particular webpage, and you want to optimize those as much as possible to rank 
as high as possible. 

Another aspect of SEO is that it applies at the page level and not merely at the site level. In other 
words, optimize web pages individually.  

SOME SEO COMPONENTS 
Let me now discuss some of the components of an SEO strategy. Remember that the goal of SEO is 

to rank high in the organic search results of a search engine to drive more traffic to your site. From this 



 
 

point on, I will use the word Google to mean any search engine since Google is the most used and most 
popular search engine on the planet right now. 

• Find the optimal keywords and search terms. What search terms will people use that will 
result in your website/web page being listed high on the search results page? 

• Optimize for search intent. Optimize for why people are searching. Are they searching to get 
information or to purchase? For example, the search term, “Is vitamin D supplements worth it” 
indicates that the person is just looking for information. However, the search term “purchase 
vitamin D supplements online” suggests that the person wants to purchase. 

• On-page SEO is optimizing the content on a web page to make it easier for search engines to 
“understand” what the page is about. If a web page is about golf balls, optimize the elements 
for golf balls (e.g., keywords, description, image ALT tags, etc.) 

• Linkbacks are external links to your website from other websites. Linkbacks can come from 
Youtube video descriptions, a post on FaceBook or Instagram, a blog post, etc. 

• Technical SEO involves optimizing the technical aspects of your website, such as page load 
times (speed), removing dead links, a sitemap, secure connection (SSL/TLS), and more. Other 
technical aspects affecting SEO may not be in your direct control, such as the webserver. 
Therefore, it is crucial to pick a good website hosting provider. See my article, Tips For Choosing 
a Website Hosting Provider for more information. 

• SSL/TLS. Your website must use a secure connection for higher rankings and a better user 
experience. A secure connection gives the visitor confidence that the information they submit 
through the website is safe. Secure connections are implemented using SSL/TLS protocol 
(encryption).  

• Social Media provides a way to expose your expertise, products, and services, though it doesn’t 
affect SEO directly.  

MARKETING 
Your website should be a significant part of your marketing strategy, which takes many forms. The 

ultimate goal is to direct people to your website to convert them into customers or continue a journey 
down a sales funnel, which we will discuss shortly. 

Let me give you some insight into using your website in various forms of marketing. 

THE LIST 
Marketing professionals know that the list is king. The list could be simple, containing names and 

email addresses, or include more information such as home addresses, phone numbers, birth dates, 
etc.  You can use your list to send promotions, news, value-added resources, etc. But, of course, the 
overall objective is to turn them into customers to increase sales. 

EMAIL MARKETING 
Email marketing is a good strategy for promoting and growing your business. You can quickly send 

the recipients announcements about new products, sales, news, etc. The critical component is that the 

https://www.rpcr.com/tips-for-choosing-a-website-hosting-provider/
https://www.rpcr.com/tips-for-choosing-a-website-hosting-provider/


 
 

email campaigns point the user to your website, where you can provide the promised value or make a 
sale. 

You can manage your email list with email marketing companies such as AWeber, Constant 
Contact, Mailchimp, and many others.  If you have a WordPress website, then there is a powerful 
contact resource manager (CRM) called FluentCRM that you could use to manage your email list. It has 
many of the same features as the email marketing companies but is hosted on your website.  

Create email campaigns to drive people to your website to make the sale and increase interaction 
with potential and current customers. 

EMAIL SIGNATURES 
Email signatures are another indirect way to use your website for marketing. Include an email 

signature on emails that you send to people. Typically, an email signature would contain your name, 
company name, phone number, address, etc. You know—the basic contact information. However, you 
can also add a few extra lines to make an announcement or promote a product or service.  

OFFLINE MARKETING 
Any advertisement that uses traditional offline media is considered 

offline marketing, like television and radio commercials, billboards, 
postcards, newspaper and magazine ads, and more. Offline marketing 
is used to drive people to your website, most likely a landing page, 
where they can receive a value-added resource (e.g., free ebook), make 
a purchase, schedule an appointment, etc. 

Of course, you must be sure to include an easy-to-remember link to 
a landing page on your website since they won’t be able to click on it. 

SHARING 
Make it easy to share content like articles or blog posts on your website. You can do this by using 

social media sharing plugins on a WordPress website or other similar components for non-WordPress 
sites. The important thing here is to provide an easy way for visitors to share a resource on your site 
with others. 

Below is an example of a sharing feature on my website, www.myhopeinmarriage.com. I make it 
easy for the reader to share articles on Facebook, Twitter, and LinkedIn. They can also print the article. 

 

 

http://www.myhopeinmarriage.com/


 
 

SALES FUNNELS 
Sales funnels are powerful tools in the internet 

marketing world. It combines several internet marketing 
strategies to convert someone into a customer and tell 
others about your product or service. Funnels are a 
popular internet marketing strategy, and the website is a 
critical part of it. 

It is a way of leading people through several internet 
traffic sources to become customers. Those traffic sources 
include social media, internet searches, email marketing, 
and more. The traffic is then directed to a resource that 
requires contact information to acquire. That resource has 
value to the person, and they, therefore, are more likely 
to provide their name and email address to obtain it. 

The funnel continues as you interact with that person, 
usually via automated systems, e.g., email sequence. This 
helps build trust and highlights your authority in the subject area, whatever that may be for you. The 
person is then given an offer to buy a product or service to solve their problem or resolve an issue that 
they are having.  

The wonderful thing about the sales funnel is that it is automated. You don’t have to manually send 
emails to people who contact you through a website contact form or the like. They provide their name, 
receive the value-added item, interact with you, and potentially purchase. The whole process can be 
automated via several internet systems, some of which are listed below. 

1. Email marketing services (e.g., AWeber, MailChimp, FluentCRM, etc.) 
2. Social media (e.g., Facebook posts, Instagram posts, Youtube videos, etc.) 
3. Content creation (e.g., Canva, graphic programs) 
4. Sales funnel services (e.g., Click funnels) 
5. A website (e.g., WordPress, custom HTML)  

The star of the show is the website. It is the resource where people come to interact with your 
company and to make a purchase. Yes. You send them emails, and they read your social media 
content. However, it is the website where they all come to interact with your business. All of your 
social media content, emails, even print advertisements like flyers, postcards, etc., point to your 
website. 

I can’t stress enough how important the website is and the power of the sales funnel for generating 
leads and converting them into customers. Not only that,  part of the sales funnel philosophy is to get 
those customers to advocate for your business, i.e., they tell their family and friends about your 
products and services. 



 
 

Therefore, your company website can be used in a highly productive way to acquire more customers 
and interact with them long-term. Sales funnels done correctly can increase sales of your product or 
service. 

WEBSITE ANALYTICS 
Evaluating website statistics (analytics) is an integral part of developing an effective internet 

marketing strategy. The website analytics will reveal who comes to your website, the device used (e.g., 
mobile, desktop), operating systems, what pages were accessed, and much more. You can use that 
information to tweak your marketing activities. 

A popular analytics tool is Google Analytics. You can easily incorporate it into your website, 
whether it is custom HTML or a WordPress website. You can then go to your Google Analytics page to 
review the collected data. 

Website analytics is of no value if you don’t review it regularly. The data collected by the analytics 
tools will reveal trends and other information that you can take advantage of. For example, you might 
see that most visitors click on a specific page. You will know where the visitors to your website come 
from and, therefore, assess the effectiveness of a particular campaign. But none of that information is 
helpful if you don’t look at the analytics regularly. That is one of the mistakes that many business 
owners make. 

SUMMARY 
You must first have a company website to be a significant part of your marketing strategy and make 

money for the company. The website should be designed with an effective user interface and 
navigation to help visitors quickly find what they want. Your website should provide value for the 
visitor so that they would like to continue to interact with you and move further down the sales funnel. 

Direct traffic to the website by using social media, blog posts, link backs from other websites, 
advertisements, and other marketing activities. Be sure to optimize your website for search engines to 
help drive more traffic to your website. 

A critical component for using your website as a marketing tool is the regular review of the 
website’s analytics. Doing so will provide the opportunity to fine-tune the web pages on the site, 
making them more relevant to search trends and activities. 

Follow the guidelines presented in this ebook to make your website a money-making component of 
your marketing strategy.  

WHAT NEXT 
Do you need a website? Do you want to transform your website into a significant part of your 

marketing strategy so that it can make more money for your business? Do you need help with any of 
the guidelines presented herein? No problem. 



 
 

Contact me to get started either building a website for your company or transforming the one you 
already have. My goal is to help your business grow by using internet technologies, i.e., a business 
website. 

Schedule a call with me to discuss using your website for marketing. Go to: 

https://www.rpcr.com/website-marketing.  

 

ABOUT THE AUTHOR 
My full name is William Reginald Cunningham, and I am the owner and 

operator of Reggie’s PC Ressources, LLC. I help businesses make money using 
web technologies, especially websites. Is your business using its website 
productively, or do you have a mere web presence? I’m here to help your 
website become a productive entity in your business. 

I believe strongly in the educated consumer, i.e., business owner. I do 
more than build websites and resolve technical problems. I try to help people 
understand at least a bird’s eye view of the technology they are using. My 

philosophy is similar to owning an automobile. You don’t need to be a mechanic to own a car and use 
it. However, the more you know about it, the more you are protected from those that would take 
advantage of your ignorance, and the more you can take advantage of its many features. The same 
applies to technology. 

I’ve been providing technical support for over 30 years and building websites for over 20 years. I 
have clients in different states and even overseas. I believe in the personal touch in technology 
support.  

You can learn more about me by going to https://www.WilliamRCunningham.com. 

 

Reggie’s PC Resources, LLC 
www.rpcr.com 
215.362.0967 

reggie@rpcr.com 

https://www.rpcr.com/website-marketing
https://www.williamrcunningham.com/
http://www.rpcr.com/

	How To Use Your Website For Marketing_COVER
	How To Use Your Website For Marketing_BODY
	Preface
	Introduction
	The Mindset
	Your Business Needs a Website
	Objections to a Company Website
	I Have a Facebook Business Page
	A Website Requires Too Much Time
	Building a Website is Complicated
	We Get Customers Without a Website
	Websites Cost Too Much
	Summary

	The Website
	Maintain Awesome Content
	Clear Navigation
	Images
	Videos
	Offer Value
	Call to Action
	Layout and Mobile-Friendliness
	The Landing Page
	The Contact Form

	Search Engine Optimization (SEO)
	The Many Facets of SEO
	Some SEO Components

	Marketing
	The List
	Email Marketing
	Email Signatures
	Offline Marketing
	Sharing

	Sales Funnels
	Website Analytics
	Summary
	What Next
	About the Author


