
7 WAYS


TO ENSURE


YOUR


WEBSITE


ISN'T


USELESS



A useless website is nothing more than a pretty online 
brochure lost in the desert with no street signs to find it. Like 
your grandmother’s fine china, beautiful to look at but useless 
for growing your business.



Useless websites are being built every day because many 
people, even talented designers and developers, don’t have 
the knowledge and skills required to turn a website into a 
powerful marketing machine.



In this ebook you will learn the 7 most important ways to 
ensure you have a powerful website that attracts ideal 
prospects and helps turn them into paying customers!


7 Ways to Ensure 
Your Website Isn't 
Useless
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We need to make two clarifications before talking about 
“useless websites.”

Now, let’s talk about useless websites.

Going forward, a website counts as useless if it would be 
significantly more powerful and effective using the changes 
we’re recommending. 

First, not all websites are designed to grow a business. Some 
websites act as a membership site, or provide important 
information. They collect forms, process payments and other 
automations. Therefore any website that is not designed to 
generate leads doesn’t count for the purpose of this 
discussion.

There are lots of websites that aren’t totally useless but we 
are rudely identifying them that way. These websites are sort 
of getting the job done. They do generate some leads and a 
few new customers. But compared to the powerful websites 
we’re showing you how to create, they are relatively useless. 
I’m sure there is a better word to describe these websites, 
but in this article we’re throwing a wide umbrella around 
the word “useless” just to make our point. 

First A Couple 
Qualifiers 

Second, before we ruffle feathers, we need a qualifier for the 
word “useless.” 
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Your website is useless if it’s ABOUT YOU. 

Make the Website 
About Your Ideal 
Customers 

That sounds harsh. Of course those in your Love Circle do care, 
like grandma and your dog. But the people who visit your 
website only care whether you can help them solve a problem.



If they’re looking for a product, they care if your service is better 
than everyone else.



If they’re looking for a service, they care if you can do it better 
than everyone else. 



That’s it.



Even the folks you’ve made raving fans primarily care about 
themselves. Your content gives them answers to what they care 
about. Questions they have. Problems they need to solve.

They are there to get what they want. And your website is there 
to convince them to pay you for what they want (not someone 
else).



That’s what a website is. A place of exchange. You give them a 
little of what they want for free with the goal of getting them to 
pay for more. Everybody knows the game.



A website that talks about you is not what they’re looking for. 
They want to know if you can help them better than someone 
else. Do you understand what they need? Do you have a 
solution that makes sense? Are you qualified? At first (and 
sometimes never) they don’t care where you went to school or 
the fact you like reading edgy fiction. They want to know 
whether you have what it takes to help them. That’s all.

Your website visitors may be the most generous people in the 
world. They may be searching how to transcend their personal 
limitations to serve humanity better. But while they’re on your 
website, they are complete narcissists. Website-narcissists. 



They care about what they want. What they need. Whether you 
can give it to them.



Every word on your website must be geared toward convincing 
your ideal customer that you exist to serve them.
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Now it’s true those website-narcissists can come to care about 
you. Or the community members who chat on your blog. But 
ultimately it’s still about what they need and want. Otherwise 
they’ll be somewhere other than your website. Caring for 
grandma. Making casseroles. Helping students transcend 
consciousness.

Bottom line, you don’t care about them either. Not at first 
because they are total strangers. All you care about is whether 
they want to become a paying customer. Hopefully because 
you’re offering something that can really help them. That’s 
where the love comes in....a genuine desire to help others.



A website is not a piece of art. It’s a tool to get visitors to pay 
for the value you provide. You want your ideal customers to 
show up, get enough of what they need to be persuaded to 
give you money so you can give them real value. Hopefully lots 
of money so they get the solutions they need and you get the 
lifestyle you’re busting your hump for.
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Your website is useless if you don’t know 
EXACTLY WHO you’re selling to. 

Focus On A

Very Narrow

Audience

You should ignore 95% of the population when building your 
website.



Yes, it’s true. As strange as it might sound, building a website 
that focuses on more than 5% of the world makes your website 
relatively useless.



Your website should be completely irrelevant to 80% of the 
population. If one of those 80% land on your homepage, the 
first thing they see should immediately send them away. They 
know they’re in the wrong place. You should push that concept 
even further, ignoring another 15% with the understanding that 
some of them may become your customers. Yet that 15% is not 
the focus of your marketing efforts.



This seems SO hard for some folks to grasp. They assume a 
smaller audience means fewer sales. 



But it’s just the opposite. When you cater to a very specific 
niche, the visitor knows immediately whether you have what 
they are looking for and they stick around to learn more. If not, 
they leave immediately. It’s a gift to both of you. It’s called 
“qualifying a lead” and it helps both of you save time and 
money.



Every client we’ve ever worked with starts too wide, marketing 
their product or service to lots of people. My coaching clients 
struggle with this the most because they really want to “help 
people.” They want to serve “women who have poor self-
esteem” or “men struggling in their marriage.”  They cringe as 
we narrow their audience down down down, chiseling away at 
the stone like Michael Angelo until the perfect image of who 
they can powerfully serve is revealed.

Here’s an example: 

Let’s pretend you’re a coach preparing a presentation to a group 
of 100 women. Let’s look at how narrowing your audience 
dramatically changes how effective and impactful you can be.
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Target Audience 2

1

“I help teenage pregnant girls overcome the challenges that are 
holding them back.” 

Every woman has challenges but the obstacles of a14-year old 
and that of a 70 year old are so different that your message has 
to be completely generalized. How can you find subjects that 
will remove the obstacles they each are facing? Married/
Unmarried/Widow. Drug Addict. Pregnant teen. Domestic 
violence. Trauma. Tragedy. Plain vanilla suburban boredom. 
How can you engage all of them? The age difference alone 
would bore part of the audience (Think TickTok versus 
crossword puzzles.) What could you say that would genuinely 
help all of them overcome their obstacles? Generalities. 
Probably ones they’ve heard before.

That’s tighter because you’re dealing with teenagers who are 
pregnant. But your presentation will still be vague because the 
situation for each pregnant teen will be markedly different. 
Some are homeless or addicted to drugs. Some are being 
smothered by doting grandparents-to-be. Some are delighted 
to be pregnant while others dread the future with an unwanted 
baby. Are they a first time mother? Having twins? What can you 
say that will help all of these girls overcome the challenges that 
are holding them back? Your presentation will need to be 
general information about teenage pregnancy. But do they 
really have the same obstacles holding them back?

Target Audience 

“I help women overcome the challenges that are holding them 
back.”
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Target Audience 3
“I help unemployed pregnant 15-17 year-olds struggling with 
domestic violence who live in downtown Detroit overcome the 
challenges that are holding them back.”

NOW you have something to say. You know the challenges 
these teens face. Poverty. Gangs. Violence. Every word you say 
can help provide resources and encouragement specific to their 
situation. You educate them on domestic violence and the risks 
of perpetuating it to their children. You give them resources for 
completing high school and finding a job. You create a support 
group so they have trained counselors to talk to and don’t feel 
alone. You know the address of the shelters where domestic 
violence victims can find help. 



With this very specific audience, you know exactly who you are 
talking to and what they need. You have the opportunity to help 
them overcome obstacles holding them back. You can 
genuinely change their lives, which is what you really want to 
do.



Narrowing your audience in this way will save you time by 
qualifying leads. A broad audience requires broad messaging. 
So all kinds of women might schedule a call “to overcome the 
obstacles holding them back,” but only a small percentage will 
become clients because truthfully you won’t be good at helping 
every woman with any obstacle. You’ll waste hours on sales 
calls trying to explain what problem you solve and why you’re 
the right solution for them. You want to help them to “overcome 
obstacles.” The pain point is not specific enough that the 
monetary value is unclear and results hard to measure. 
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It doesn’t matter if you work with teenage girls, executive 
women dealing with discrimnation, quilters in Kansas, vegan 
solutions for single dads with children under 6-years-old. Even 
if you're selling something seemingly ordinary like yoga mats. By 
effectively narrowing your audience to 5% of yogis, you can 
figure out how to separate your product from the competition 
with targeted messaging. 



And if you’re still not convinced that 5% is enough of an 
audience. Just think about it.



With 6 billion people in the world, and the ability to teach and 
serve using zoom, if you get .000000% of that 1% you’d have 
more business than you could handle.



When you create a website based on a narrow audience the 
results are powerful.



When you know your target, you know exactly what they need 
and can use the messaging, colors, images, and design of your 
website to instantly resonate and speak to their pains, fears, 
and frustrations. A bullseye shot right into the heart of your 
ideal client.



When you know your target audience, it’s easy to show them 
you have the solution that is perfect for them by addressing 
their specific needs and answering their questions quickly.



People buy when they feel understood. If you don’t understand 
who you’re talking to, they don’t feel understood, and they don’t 
buy.



So aim for 5% of the population, realize 15% might tag along, 
and ignore 80%.
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What problem do you solve?


How do you solve it?


How long does it take?


How hard will it be for me?


How is it different from other solutions?


Why should they choose you?


Why will yours work when others haven’t in the past?

Every website needs to answer each of these 
questions quickly:

PRO TIP
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Your website is useless if it doesn’t make your 
ideal customer FEEL as you wish. 

Why? Because people buy emotionally and then justify their 
purchase logically. How do you make your website visitors feel 
and act the way you want? There are a couple of ways to do 
that.



The starting point is getting in the mind of your customer. You 
need to first discover their pains, fears, goals, desires, and 
frustrations. This influences everything you do and show on 
your website. For example, the words you use will be geared 
toward helping your audience solve their problems or reach 
their goals.

Elicit Visitor 
Emotions



Your website layout, colors, type of content, and images 
combine to trigger certain emotions within your customers. The 
words you use probably influence your customers the most in 
places where images don’t work well.



The words you use should show how your ideal customer can 
solve their frustrations and soothe the pains they have. For 
customers wanting to achieve certain goals, show them how 
your product or service can be the bridge to get them there.

Hence, your focus should be on the benefits of your products 
and services to them. Focus on the results the customer can 
achieve instead of what your product or service is. Let me 
illustrate.



Suppose you sell a hammer. You can tell your customer features 
such as its weight, length, and size. But that’s logical and 
doesn’t touch the emotional centers of the brain.

Contrast this with selling the fact that your customer can hang 
the family’s picture on the wall. Again, this is logical as it 
focuses on what the hammer does. Get this: Your hammer does 
what all other hammers do.

Instead, you can tap your customer’s emotions by taking a step 
further and sell the benefits, not of the hammer, but of having a 
hung family picture on the wall. Challenge them to imagine how 
happy it feels to see a smiling mom, dad, and children in the 
picture. Imagine how your customers would feel when visitors 
complement them for their beautiful family picture!



You get the idea? How can you use this idea to elicit the 
emotions of your visitors?
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Your website is useless if it doesn’t help you 
stay in touch with potential clients.

Very few people buy from you the first time they meet you. 
Sometimes there is enough information on the page and the 
investment is small enough, they make their decision on the 
spot. But it’s not the norm. Most people are not going to whip 
out their wallet without being convinced you have the solution 
for them.

Capture Visitor

Information



It’s like dating. You don’t ask someone to marry you the day you 
meet. Instead, you nurture the relationship. Ask to meet for 
coffee, then do something fun, up the ante with a fancy dinner, 
introduce them to the family. And if all of that goes well, then 
you ask the big question.



A useless website allows visitors to disappear into the wind 
never to be seen from again.



Any website that doesn’t collect the first name and email of a 
potential customer is wasting a huge opportunity to get paying 
customers. Not everyone wants to buy the first time they meet 
you. You must get the contact information of the people who 
visit your website so you have a way to stay in touch.



A good website convinces visitors you have something they 
want. You offer to trade an awesome free giveaway in 
exchange for their email. It’s an ethical bribe to get a way to 
stay in touch with them. If you have done your job correctly and 
understand exactly what your target audience wants and 
needs, they willingly give you the contact information.



The cool thing is lead magnets are a great way to start 
qualifying leads. Make it as specific as possible so only ideal 
customers will be interested in that information.



After getting the information, you need to USE IT with effective 
email campaigns and other marketing strategies.
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Your website is useless if no one can find you. 

What Is SEO? 

Do you want people to find your website without having to 
advertise? If so, then you need to implement search engine 
optimization (SEO) on your website.

SEO is the application of techniques and strategies to make 
your website searchable and be found on search engines like 
Google, Bing, and Yahoo! When applied well, it pushes your 
website to the top of search engine results on the first search 
engine page results (SERP).

Optimize Every Page 
And Image On Your 
Website Using SEO 
Best Practices 



Technical SEO  

Technical SEO involves making it easy for search engines to find 
your website. If your website can be found, it stands a chance 
to rank higher on search engine results.

Website SEO comes in two main versions: 

Onpage SEO  

Onpage SEO involves applying optimization techniques on each 
page of your website. It includes optimizing images; adding 
keywords in your content; and optimizing the layout and design 
of a website page. All these activities, combined with targeting 
the right customer, provide a desired user experience.



Onpage SEO not only assists with ranking but also with keeping 
customers longer on your website. And for that to happen, the 
website should provide a good user experience, which is even 
one more reason why a properly designed website is critical.
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Why Is SEO Important?  

Small business owners can benefit immensely by having SEO-
optimized websites. I’d like to share with you three of the 
benefits of SEO.

Websites that rank the highest for particular keywords in search 
engines get more visitors than their lower-ranked counterparts. 
When you SEO-optimize your website, you can expect the 
number of visitors to increase.



Having an increased number of visitors improves your odds of 
turning them into customers. Think of it like a retail store. The 
more people come in, the larger the number of purchases. I 
must add a caveat: I’m assuming the retail store, like your 
website, carries products and services that those people want.

The good news is that you don’t pay a dime to drive visitors to 
your website if you’re using SEO. What’s needed is time and 
effort put into implementing SEO techniques. For example, you 
need to have time to create high-quality and relevant content.

SEO Increases the Number of Your Website Visitors 

SEO Promotes Your Business for Free  
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SEO Positions You as an Authority in Your Industry  

A website that ranks high for a given keyword tells visitors that 
you’re trustworthy and credible. This is great even for little-
known small businesses.



When you’re considered an industry authority, people will listen 
to you and likely do what you recommend. This means that 
you’re likely to make more money if your SEO is top-notch.



Most importantly, SEO allows you to generate sales for free—if 
you do it yourself—which results in a high return on investment 
(ROI). Even if you pay someone, an agency or freelancer, to do 
SEO for you, you could still generate a better ROI than paid 
advertising.



The reason is that a freelancer or agency creates an SEO-
optimized website once and gets paid once. Such a website 
can keep bringing in customers at zero cost for a relatively 
long time.



In paid advertising, you spend money each time a customer 
clicks on your link. It may be cheaper in the beginning, but 
because the cost doesn’t decrease over time, it can wind up 
being more expensive than SEO in the long run.
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Your website is useless if it doesn’t make your 
life easier.

What Is Business Automation?  

How would you like to save time, hire fewer employees, or 
minimize errors occurring in your business? You can do this by 
using your website to automate some aspects of your business.

Business automation is the process of using technology to 
perform repetitive tasks. All kinds of businesses can benefit 
from automating many administrative tasks and money-
generating activities.

Configure Your 
Website to Automate 
As Many Tasks As 

 Possible



The main benefits of business automation include: 

Automating Marketing 

Keeping errors to a minimum

Saving time

Freeing up mental effort that can be invested elsewhere

in the business

Although not every business function can be automated, some 
like customer service, website backup, customer payments, 
scheduling of appointments, and marketing can be automated. 
Let’s look at how you can automate marketing.

The easiest kind of marketing to automate is email marketing. 
To automate email marketing, you first have to know what tasks 
must occur. Email marketing involves capturing visitor contact 
information, nurturing a relationship with the visitors, and then 
promoting products and services.



Most platforms, such as Aweber, Mailchimp, Constant Contact, 
and Infusionsoft, have the tools you need to automate email 
marketing. Using one of these platforms, you can generate a 
form to capture website visitor emails. These emails become 
part of an email list.



Before capturing email addresses, you should first create 
nurturing emails, perhaps three or four, called an email 
sequence. As soon as you capture an email address, it triggers 
the nurturing email sequence.
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Only then can you send promotional emails. That’s when you 
can make the cash register ring without being face-to-face 
with customers. As you run the various email sequences, you 
can optimize the results by using your email marketing 
platform’s performance metrics such as email open rates.

Don’t be afraid to send as many as seven promotional emails 
because people don’t always buy the first time.

These are just to name a few. Stop and think for every task. You 
could be amazed what can be automated using tools like 
Zapier and other backend configurations.

Other business processes that you can automate are: 

Scheduling appointments or bookings on your website

through an app or plugin

Selling products by using shopping carts like WooCommerce,

PrestaShop, or Shopify

Collecting payments through PayPal, Amazon Pay, or Stripe

Backing up your website
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Your website is useless if it doesn’t 
achieve its intended purpose. 

Your Website Needs to Be Fast and Secure.

Optimize 
Website 

 Performance

If you want a website that delivers on its purpose and helps you 
make money, here’s what’s needed.

Websites need to be optimized for speed. Most website visitors 
are impatient. Studies show sites that take longer than 3 
seconds to load are often abandoned. If a visitor clicks the link 
to a website and has to wait for it to display, they frequently 
move on to another one.



That means a slow website loses potential customers and sales 
opportunities from consumers who were willing to give you 
money for the solution they're looking for.



If your site is still slow after onsite optimization, you may need 
to change hosting providers for a faster server. It’s imperative to 
choose your website hosting company carefully.



It can be frustrating for a customer to click on a button or link 
that gives them an error message. Such customers have no 
reason to stay and navigate your website.



Perform regular maintenance so that your website doesn’t 
break and its security stays strong. Run regular website audits 
with tools such as Google Search Console or Sitechecker to 
identify and correct any broken links and buttons.

Your Website Needs to Be Maintained Regularly
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Your Website Assets Need to Belong to You 

Be mindful when choosing on which platform to build your 
website. You need to understand what happens if you decide 
to change hosting providers because many of them don’t allow 
you to transfer your assets with you. All those beautiful web 
pages might be lost in the wind when you close your account.



Think of your hosting company as a lover. How serious do you 
want the relationship to be? Do you want to get married? Will 
you be willing to lose everything when you end the 
relationship? Or do you want the freedom to leave unscathed?



When you build your website using the tools of your hosting 
provider, they’ll shut down your site when you cancel your 
account. That means, once they get you, you can’t escape 
without serious consequences. When they raise their prices, 
reduce their services, or don’t offer what you need, to take your 
business to the next level you’re stuck in a lousy position. 
Leave, and you’re left with nothing—all that money and effort 
out the window. It’s like a bad divorce. 



One of the main reasons we love WordPress is… If you don’t like 
how you’re being treated, you can pack up your stuff and walk 
out the door. Freedom is awesome!



In the same way, if someone else builds your website, be sure 
the site belongs to you. Sometimes agencies keep all rights to 
your website and if you leave, they just shut it down.



Owning your website assets means you have control over it and 
can maintain its performance as and when needed.
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Your Website Needs to Grow With Your Business 

Your website’s functionality should grow as your business 
expands. It’s crucial to use an expandable content management 
system like WordPress. But also try to not pay for services you 
don’t need.



Some subscription sites provide all the bells and whistles 
anyone could ever need but make you pay a premium for them.



This is one of the big reasons we love WordPress. The open-
source platform allows you to start small and then expand 
functionality over time, often without spending additional 
money.

Your Website Needs an Up-to-Date Privacy Policy 

Drafting a privacy policy is boring but critical if you’re collecting 
personal information. And since you have to collect personal 
information to make your website work for you, you need to 
protect yourself from lawsuits.



Privacy policies help you comply with existing legislation and 
also set expectations with website visitors. They’ll know what 
type of data you collect, why you collect it, and how they can 
voice their concerns or ask questions.



If you use WordPress, we recommend Termaggedon. It allows 
you to create a Privacy Policy and Terms of Service in less than 
30 minutes. Most importantly, Termageddon updates your 
policies when laws change.
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Your Website Needs to Be Backed Up Regularly 

And most importantly, back up that beautiful beast frequently. 
At the very least, keep weekly backups for two months, then 
monthly backups for a year, then quarterly backups for a couple 
of years.



Be sure to have offsite backups as well as those stored by your 
hosting provider. There are lots of options. We use Updraft and 
Google Workspace to store our backups affordably.



It’s ideal to automate your backup process to avoid losing 
crucial information when something breaks. Not if...it's only a 
matter of when. Every site breaks occasionally due to plugin 
conflicts, hackers, security updates, or other code-related 
issues.



Backups allow you to resume business at a moment's notice 
and keep things running smoothly until you fix the issue that 
crashed the site.
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Website visitors care about themselves, not you.

Make it all about them.


Understand who your ideal target customer is: their age, 
income, job type, challenges and desires, where they live, 
and education level to connect with them emotionally.

Get into the mind of your target customer to appeal to 
their emotions. Remember that customers buy with 
emotion and then justify their purchase with reason. 
Always provide both emotion and logic.

Your website needs to help you stay in touch with 
customers and potential clients, which is where email 
marketing comes in.

Your website needs to be SEO-optimized to increase the 
number of website visitors—for free—and position you as 
an industry leader.

A website needs to enable business automation to free 
time to focus on other important tasks. You can automate 
marketing, scheduling, collecting payments, and many 
other repetitive tasks.

Your website needs to perform its intended purpose. It 
must be fast and secure, up-to-date, expandable with the 
growth of your business, and belong to you.

1

2

3

4

5

6

7

To recap, here are the 7 things you must do to ensure your 
website is a powerful tool that grows your business:
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You need to do the work. For example, you need to write 
content worth reading, create a free download product 
valuable enough to get emails, and trigger emails that your 
ideal clients want to read.



Like a hammer, if a website sits in the garage collecting dust, it 
does nothing for the owner. For your website to work, you need 
to get people there, have something those people want to buy, 
offer value to your ideal clients, and stay in touch with visitors.



Use your website correctly, and it’ll be a powerful asset to grow 
your business.

Finally, remember this… 

The very best website will be useless if you don’t 
use it! 

A website is just a tool for your business, not a magic 
genie. 

At TNK Solutions, our mission 
is to build powerful websites 

that capture leads and 
automate your business.

Check us out at banuselesswebsites.com


