


Hello & Welcome, 

Thank you for downloading my guide. 

Everyone makes a mistake or two when
starting a business. Keeping everything
rolling in the right direction can be a
severe challenge with so many new
responsibilities. 

One of the most overlooked factors by
new business owners is their website.
An unprofessional, glitchy, or poorly
designed website can severely impact
your company’s potential for success
and, ultimately, your bottom line. 

Your website needs to work like a
storefront for your entire business.
That means the more professional and
inviting it looks, the more likely visitors
will be to open the door to find out
more about who you are as a company. 

SEO and social media ads are often the
first things a new business focuses on
to drive sales. Yet, it can’t be the only
thing you look out for. 

While these things are great for getting
traffic to your website, they won’t
necessarily mean people stick around,
especially if your website isn’t up to
scratch. 

Within this guide, we will look at some
of the most common mistakes business
owners have made, so you can be sure
to avoid them as you progress as a
business. 

Ready to launch a website that
BRINGS IN CUSTOMERS? 

Great, let’s get straight to it. 



#1 CRUCIAL
MISTAKE 

Zero Video
Content 

In 2021, the average person watched online
videos for 100 minutes every day, an increase
from 84 minutes in 2020. That number is set to
rise even further in 2022 and beyond. 

Social media content like TikTok and Instagram
Reels have made consumers lazy. They don’t
want to read content anymore; they want to see
and hear about it in videos. If your website
contains zero videos, you’re losing customers -
fast. 

The most direct way to communicate with your
customer is to have a professionally made and
edited video that they can watch in under two
minutes. Within that short timeframe, they
should gain a clear understanding of who you
are and how your business can improve their
lives. 

Overall, videos help to keep people on your
website for longer, encouraging them to engage
with your content, product, and brand. Video
content encourages your target audience to
consume the information you want them to know
without needing to make any effort on their side. 

The easier you make it for them to understand
your brand and concept, the more likely they will
stick around, contact you or click the “buy”
button. Research has shown that people’s brains
can process visual information about 60,000
times faster than reading text; the quicker they
engage with your brand, the quicker they will be
to pay you for your services. 

Marketing is no longer about the stuff
that you make but about the stories
you tell.

Seth Godin



INSIDER TIP

Break your videos into smaller sections if your
brand needs more than 1-2 minutes to explain
what you do and why you do it. A website
visitor most likely won’t watch an 8-minute
video; however, four videos that are two minutes
each won’t bother them. 

The most important thing is that you make it AS
SIMPLE AS POSSIBLE for them to learn about
your company. Videos are the quickest way to
build a connection and drive your bottom line
across all online platforms, including your
website. It also helps to put a face or voice to a
brand, which deepens the connection between a
company and their clients. 



#2 CRUCIAL
MISTAKE 

Info Overload

Most of us want to give our target
audience ALL the information we
can to convert them into lifelong
customers.

However, giving too much
information can be as detrimental as
giving them too little. Jam-packing
all the information into one webpage
can overload your customer,
resulting in them clicking out of the
website before taking the action you
want them to take. 

Think of it like this - when you go to
a shop to browse their products in
person, do you want to be instantly
approached by multiple sales reps
who bombard you with information?

Of course not; nobody wants that! 

Instead, customers need some time to
explore independently. From there,
they’ll be much more likely to reach out
if they have questions or need more
information on one of your products. 

Allowing your customer the time to
watch your videos and navigate your
hero content is essential before you
ever interrupt them by pitching your
call to action (CTA). 

While things like chatbots and pop-up
windows are vital for driving traffic,
starting conversations, and winning
sales, they need to be timed well. So,
avoid integrating too much
information, distractions or having too
many CTAs on your webpage. 

Instead, focus on one clear action you’d
like them to take and encourage them
in that direction. Then, once you’ve got
them through the initial metaphorical
door, you can encourage them to buy
and explore more and more. 



#3 CRUCIAL
MISTAKE 

No Proof

Adding real customer reviews to your
website will help to convert sales
quicker.

Why?

Social proof is a psychological
phenomenon where people assume the
actions of others in an attempt to
reflect correct behaviour for a specific
situation. In short, it’s the thought
process of, “if they’re doing it, I should
do it, too.”

When you give your clients proof that
your products are good and your
services are reliable, from the
perspective of real customers, you
increase the chance that they will click
the buy button or get in contact with
you to find out more. 

People naturally follow the actions of
others. While they may not entirely
trust your opinion (as they know you
have an ulterior motive in trying to sell
to them), they will trust the opinions of
real customers. Consumers trust other
consumers more than the companies
themselves, and that’s why generating
as many positive reviews as possible is
one of the most successful ways to
generate more sales for your company
from the moment you launch.

Naturally, you need to have made a
sale or two to gain a review, so make
sure you’re actively asking your past
clients for a couple of words about
their experience from the moment you
make your very first sale. For example,
if you’re selling a product, you can
send a note asking for a review in the
box with the product. If you’re offering
a service, you can ask your clients to
send you a review directly to your
email to be published on your website. 



INSIDER TIP

Ask your clients if it’s okay for you to post their
picture and name with the review. This creates
a deeper sense of legitimacy for future
customers as they can see and connect with the
person who gave the review. 



How many times have you gotten to the
final stage of the checkout, only to click
out again because they’ve added new
expenses like shipping, taxes, or other
hidden costs? 

Unexpected costs are responsible for
56% of all cart abandonment. 

That’s why being upfront and
transparent about your pricing with
your customers is essential. That
means NO HIDDEN COSTS. 

It’s better to sell a more expensive
product that includes the price of
shipping and returns than to add
charges during the checkout
experience. 

Speaking of returns, having no return
option for a physical product can result
in a customer not wanting to take the
risk of buying a product from you.

Offering free returns will help to build
trust and convert sales. This same
technique can be used when selling
services by offering a “money-back
guarantee” should a customer be
dissatisfied with your service. 

Essentially, when selling something
online, you need to ensure you’re as
transparent as possible, allowing the
customer to remain in control at all
times. 

If cart abandonment is a continual
issue for your company, one of the best
ways to counteract it is by sending a
cart abandonment email or notification
that brings them back to the sale. If
needed, you can even offer a small
discount to encourage them to click
that buy button. 54% of shoppers will
purchase the items in their abandoned
shopping cart after seeing a discount
on those prices.

#4 CRUCIAL MISTAKE 

Hidden Costs



#5 CRUCIAL
MISTAKE 

Unresponsive or
Slow Websites 

MOBILE DEVICES
ACCOUNT FOR OVER
54.8% OF GLOBAL
WEBSITE TRAFFIC. 

So if your website only functions on a
laptop or desktop screen, you're losing
sales and killing traffic fast.

Make sure you test your website across
multiple devices to ensure it's responsive
on all screen types. That way, you don't
risk a client getting annoyed by a screen
that is missing information on their
handheld devices. 

Furthermore, load times are pretty crucial
for a website. If a web page takes more
than a few seconds to load, you risk a
customer clicking out and finding the
next best solution on your competitor's
page. 

If you're having issues with your load
time, there could be a couple of reasons,
for example, insufficient hosting, large
images across your site, too many
redirects, or you've installed too many
unnecessary plugins. First, consider what
can be reduced or eliminated to increase
your load time. Essentially, the quicker a
page loads, the more likely a customer will
stick around and buy. 

Silly mistakes like unresponsive designs
or slow load times are easily fixed but
often overlooked by business owners who
know little about technology or the things
that can potentially bother their clients
online. 



AND, THAT’S IT! 

These are the 5 Crucial Mistakes YOU NEED TO AVOID TO BUILD YOUR
BUSINESS. 

For more tips and tricks, follow me on Instagram and TikTok. New
content is uploaded every week! 

Until next time, 
you got this! 

Nate

https://www.instagram.com/designedbynate/
https://www.tiktok.com/@designedbynate
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