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According to research from Stanford
University, 46.1% of people say a website’s
design is the top criteria for deciding if a
company is credible or not.

https://dejanmarketing.com/media/pdf/credibility-online.pdf


I have created this collection of websites from small
businesses that exemplify the best practices when
designing websites that convert. My wish is to help inspire
you to optimize your website, or in the case that you don't
have one yet, to create one. 

An online presence is extremely important for all
businesses today, in particular for small businesses,
because customers will trust you more if you have a
credible online presence.

The examples are organized according to the design
principles that they are successfully demonstrating, and
the objectives they accomplish.

Jacob Landis-Eigsti
jacob-le.com



Remove any
barrier to a
potential
conversion

The navigation of your website needs to be
optimized for potential conversions. Poor
navigation frustrates users, and more often
than not they leave your website. 

It is also very important that the options to
convert (buy, give email, contact form etc.)
are available at various places on the
website, not just at the end. 

Users need to access what they want in a
straightforward simple way.



https://www.autorepair-denver.com/.

This website emphasizes the conversion (scheduling their service)  in several places in
the navigation. This allows customers fast access and keeps the needed action in sight. 



Boost
Conversions
by Limiting
Decisions

Which actions are the most important for
your bottom line? What is it most important
that customers visiting your website do? 

Whatever the bottom line is (buying, 
booking, contacting you, opting in etc.) you
need to make sure that choice is very visible,
and that it is not part of  many other
options.

 Also, keep in mind that each page on the
website needs to achieve one main
objective. The more limited the choices, the
more conversions you will see.



https://www.autonomyhair.com/

The main focus for this salon's website is for clients to book their services. They give this
action the main space of their landing page making it easy and more probable for

customers to take the desired action. 



This popular photography and web design
principle helps you when deciding what would
be the best place for your page’s most
important elements. The principle says to
divide the page in thirds horizontally and
vertically, this gives you nine equal squares.
The four middle intersections are the places
where you can create the most impact.

Leverage
the Rule
of Thirds



https://www.floresartscape.com/

This landscaping business has placed  the two most important CTAs (call to action) right
at the middle intersections. This is a strategic way to draw the eye to the most important

elements of the website.



Including faces into your articles, case studies,
testimonials, opt-in pages, and landing pages
will help customers feel connected and
understood. If you are the face of your brand
make sure you get a photoshoot and have
plenty of horizontal shots with space to the
side of you. Later you can use that space to
place text.

Use Faces
to Increase
Familiarity



https://www.barotzdental.com/

This dental office uses images of their doctors and well as "satisifed customers" all
through their website. This helps increse a feeling of connection for potential customers.



Bright Local found that "60% of consumers give more
consideration to local results that have images" when
searching in Google.

Images are very important to your website. I would
encourage you to include images of people from your
business. For any photos where you can't use
personalized images, find high quality photos or
graphics that are royalty free. Use high quality
imagery that your customers can relate to. Avoid
“stuffy” or “corporate” images that are irrelevant and
bland. 

Also, try not to use images from the most common
sites (like Unsplash, Pexels, Pixabay) because their
images are widely used. A good alternative could be
Yay Images. 

Source High
Quality Images

https://www.brightlocal.com/research/local-search-marketing-survey-results/
https://www.yayimages.com/


https://www.kuzbielinsurance.com/

This insurance broker used a free stock high quality image that their customers can
relate to.



Here are some examples of pages optimized
for a variety of objectives, from bookings to
collecting emails. 

Each business has to have a clear vision of
what journey their client takes, and optimize
their page according to the most strategic
action that will bring the most results. 

Other 
Swipe-Worthy
Examples



The first thing you see in this counselor's services page is a call to action to sign up for
phone and video meetings. The option to schedule appears several times as you scroll

down.

https://dallaswholelife.com/Phone Calls



This hair salon has optimized their website for bookings. The clients can easily book
services 24/7, choose the date, time, stylist and number of people they are booking for. 

https://www.orangepoppyspa.com/Bookings



This window replacement business has optimized their page to capture the emails of
potential clients. Clients can request free estimates by providing their email and phone

number. 

https://www.windowworldcolorado.com/Capturing Emails



This church has optimized their page to encourage visits. They provide all the needed
information and also have an option to let them know you are coming so that they can

provide a better welcome.

https://churchatdenver.org/plan-a-visitVisiting



14 days of trainings, tutorials, and assignments delivered via email
Free Google My Business and Yelp templates
Comes with 5 FREE bonuses worth $144
A phone call to help with the challenge (First 50 people only)
100% money back guarantee

The 14-Day Marketing Mastery Challenge includes:

Yes, I want That

Isn't it time you gained more customers. I created a 14-Day
Challenge that makes building out your online presence simple.

https://jacob-le.com/14-day-challenge/
https://jacob-le.com/14-day-challenge/

