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ARMITAGE 
Innovation. Implementation. Transformation. 

 

 

21 Secrets to  

Profitable Websites 
From a keynote speech delivered in Los Angeles. 

 
When it comes to building websites these days, we all know we’re not in 

Kansas anymore. At Armitage, Inc., we don’t build websites. We build strategic 

marketing machines that are honed to your demographic audience and 

relevant, with every word and every page rolling up to your company’s growth 

goals.   

 

From very basics of the website build to online, connected initiatives, here’s 

how to get your website noticed, begin generating a buzz, and build an army of 

fans who become prospects … who become buyers … who become repeat 

buyers … and THEN can’t stop babbling about you. 

 

Website Basics  
1.  Know You.  

Branding is not just a logo or a business card. Your brand is your customer’s 

expectations and perceptions. Your brand is defined by every individual you 

touch … not about companies or markets. It’s important, then, that you clearly 

define and write down (for starters): 

• Your target client 

• Your value proposition (your Unique Selling Proposition) 

• The humanization of your brand (what’s their emotional 

attachment or interest?) 
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2.  Research: What Words Do People Use To Find You?  

Success in today’s Internet is largely tilted to receiving the search engines’ 

blessing. It’s imperative, then, that you know what key words or key phrases 

your audience searches for, and that you supply those keywords at every turn 

in your website content and subsequent marketing.  

 

Even if you have a website domain name already, snatch up domains that 

contain the words or phrases that pertain to highest searches looking for what 

you provide. It’s a great leverage point as your primary domain, and gives you 

infinite opportunities for other, connected website builds in your future. 
 

 
 
 

3.  Colors on Your Website  

Many colors and bright colors do NOT attract attention – they distract entirely. 

Use as few as two or three colors on your website, with a possible bright color 

reserved for “spot treatment” only.  

 

Further, although some iconic sites get away with it, stick to clean, white or 

cream backgrounds instead of black or dark blues. The dark back creates a 

harsh environment for the human eye, especially on smaller smart phones and 

mobile devices.  
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4.  Taxonomy (Layout & Content) Beginnings: The Only 3 Ways 

You Make Money 

It doesn’t matter how many marketing books your read or gurus you follow. 

There are only three ways to increase your profits: 

1. Increase your number of customers 

2. Increase the price of your product or your profit margin  

3. Increase the number of times your customer buys 

What is your over-arching marketing strategy for each of these, and how will 

you relay EACH of these strategies into your website build?   

 

 

5.  Taxonomy (Layout & Content) Beginnings: Less is More 

Don’t bombard your incoming reader with so much to read or click. CNN.com 

and ESPN.com might get away with it, but primary leaders show shining 

example of clean navigation that points to less buttons, less boxes. Allow your 

prospect to sub-navigation on his terms.  See the Apple.com home page:  
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6.  Taxonomy (Layout & Content) Beginnings: What Are Your 3 

BDs? 

What are the Three Biggest Deals you want to accomplish on your website?  

Start with your first biggest goal. What is it you want most to accomplish?  

 

For our restaurant clients it’s about bringing diners in every evening to both 

restaurants. How can we enact greatest leverage for this biggest goal? Group 

Dining and Buy-Outs. Then, it’s encouraging return clientele and new clientele, 

all of which rolls up to their Unique Selling Proposition – their immaculate, 

Michelin-starred “foodie” experience.  

 

 So, what are our 3 BDs on the websites?  

1. Specializes request forms and focused, new content to this topic.  

2. Individual reservations made easy through a 1-click connection.  

3. Menus for nightly dining and special occasions. We make a special point 

in blogging and socializing to show their meticulous detail and creativity. 

 

 

 
 

 

For our indy coffeehouse client, it’s about showing that this coffeehouse is 

more than a drop-in, stand-in-line, leave-with-your-coffee kind of experience.  
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For this coffeehouse, the 3 BDs are: 

1. Coffee “Family” – relayed in large 

sliders, Instagram gallery and blog.  

2. In-House, Weekly Roasting of 

exotic coffees – enthusiastic shop cart 

and blog details, revolving specials on 

each. 

3. Live Jazz & Music Events – we 

profile them, blog about them and create 

an EVENTS button on the site. 

This all rolls up to Laguna Coffee’s 

Unique Selling Proposition – unique 

coffee roasts and a welcoming 

community that invites local residents 

and global visitors to return.  

 

 

7.  Taxonomy (Layout & Content) Beginnings: Home Page Sliders 
Slider options allow you to feature your 3 BDs and offer new information. You 

can create headers, teaser text and clicks to content inside. Additionally, each 

photo in your slider can be optimized for image search engines. 
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8.  Content: It’s Not About You. 

Don’t tell people about your mission statement or how you came into business. 

That’s not what they’re interested in. They want to know one of two things: 

1. How you’re going to make them feel better about themselves. 

2. How you’re going to solve their problem and make their lives better.  

Every page of content you have on your website, and every follow-up marketing 

piece you do should only focus on answering these two questions.  

 
 

9.  Content: Tell Them How To Take Action 

If you don’t ask your prospects to take action, or show them how to learn more 

or interact with you, they won’t.  Remember, your website should be your best 

salesman on your force. If you had an actual salesperson in the field who made 

a fantastic presentation, yet walked away without asking for the action step, … 

how long would that person be on your sales force?  
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10.  Content: Third Party Endorsements & Reviews 

Third-party endorsements, testimonials and reviews are 10 times’ stronger than 

anything you can say about yourself. Collect them and show them prominently 

on your site, in your marketing, in your socializing, in everything you do.  

 

Today, it’s easy to attach Instant Review widgets to your site so that people 

can lodge their thoughts about your company right on the site. Yes, you have 

the ability to approve before it goes public, but you’re not allowed to change 

any of the words! It’s ok to show “real world” reviews, even if they’re not all 5-

stars. Honesty does a lot for your reader’s trust and belief in you.  
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11.  Increasing Customers: Add a Blog, Add HUGE Leverage 
Blogging is your highest level of social media imaginable. With every blog you 

create, and with every photo you attach, you’re generating a new page of 

content; publishing more keywords that point to you; notifying search engines to 

re-index your site; and posting photos to image indexes in the engines, too.  

 

At a personal level, a blog allows you to post new content to your prospects 

and clients about ongoing business, specials, successes, changes, and notes 

of interest. AND, because you’re generating new content, you’re creating your 

powerful marketing future for email campaigns and socializing.  

 

If you put a blog on your site, you must make these commitments: 

1. Post! If you don’t want to write in it, and if you don’t want to hire a 

content team to do this in your behalf, don’t put a blog on your site. You 

should post at least once weekly to begin your “authority” status with the 

search engines (and your prospects and clients). 

2. Make the effort to learn how – and do – basic SEO on each post. Basic 

optimization leverages your time and effort properly. We offer consulting 

and courses on this – it’s not difficult but it reaps great rewards. 
 
12.  Increasing Customers: Only Forms on Your Site 
Telling people to contact you through an email address is no longer legal on 

websites. It’s not leverage for your business, either.  

 

.Why do forms? 
• Your golden database of prospects and clients is protected.  

• You have legal opt-in permission to contact these people again.  

• You have a depository of e-mail names waiting for your innovative and 

cunning e-mail campaigns.   



 9 

21 Secrets to Profitable Websites © 2013, ArmitageInc.com – (949) 637-1995 

 

 

13.  Increasing Customers: Let Them Raise Their Hand 
Ensure you have at least one form on your site that allows your prospect to 

“raise his hand” and say he’s interested in more about your services, 

processes, solutions or just plain thinking.  

 

Whether it’s a special offer, an weekly email list of tips, a coupon, a white 

paper … whatever … collect at least a first name and email address to begin 

that important, golden database of people who are asking to interact with you.   

 

  
 

 

14.  Increasing Your Profit Margin: 3-Click Shopping Cart 
We’ve all been stuck in online shopping carts that create chaos and confusion.    

 

When we build shopping carts for clients at Armitage, Inc., our goal is to create 

a simple, 3-click purchase process.  
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1. Give your prospects a couple different options from the home page 

to get into your cart.  

2. Let them easily select from a sub-section of options. 

3. Let them click to purchase their first selection. Period.  

 

  
 

 

 

15.  Increasing Your Profit Margin: Upsells & Cross Sells  
Most shopping carts today come built in with the ability to create upsells 

(recommending a higher value of the product) or cross sells (recommending 

add-on purchases).  

 

Use them! BUT! Use them sparingly with one or two options. Twelve different 

pages of recommendations before they’re allowed to buy will cause “bounce 

outs. Unless a customer is absolutely dying to have your product, he will weary  
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of the cheesy marketing ploy and never return.   (i.e. abusive cross-selling 

occurs in GoDaddy.com but people hold on till the bitter end because they’ve 

gotta have that domain name!),  

 

 

Upsell example: 

 
 

Cross-sell example:  

 
 

 

16.  Increasing Traffic, Visibility:  The All-Important SEO 
Without SEO, your site is simply out there in the wasteland of millions upon 

millions of “lost” web sites.  You can’t just launch a web site to the World Wide 

Web any longer – you MUST have a search engine optimized site. Most people, 

however, don’t realize that SEO comes in TWO PARTS – On Page SEO and 

Off-Page SEO or “SEM.” 

 

On-Page SEO is everything we do to lock, load and dial your web site in to the 

search engines with the keywords (See #2, above) we’ve meticulously 20  
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researched in your behalf. Every page in your site must use a different keyword 

or key phrase. That keyword is woven into: 

• Your headline •  The SEO Title  • The content 

• The actual URL • The meta description 

 

Fortunately, technology is helping even the beginner with widgets that can be 

installed into your site, allowing you to quickly create an optimized page. In 

WordPress sites, “SEO Yoast” is our recommendation – its easy, fill-in the 

blank format coaches you along with “red,” “yellow,” and “green” lights, with 

helpful hints to improve to “green.”   

 

Don’t let this science overwhelm you. It is VITAL that SEO On-page work be 

done. Ensure that someone on your team is an expert in this content 

enhancement, and that it’s being done for every page created on your site.   
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17.  Increasing Traffic, Visibility:  Connect to Google Maps 
If you have a physical location, simply add the directional URL on Google maps 

to not only help your human find you, but help your indexing in Google Maps. 

Once you dial in your address on Google Maps, just click the small “link” icon at 

the top left for the URL.  
 
 

 
 

 

 

18.  Increasing Traffic, Visibility:  Connect to Google Places 
Google Places is even easier and offers one of your first, most powerful 

inbound links from Google. Just sign into your Google account (or create one – 

it’s worth it), verify that you’re the owner or click the gear icon to add your 

business listing. Google will require verification through a pin they send your 

way. Whether the pin arrives immediately or by mail (their choice), complete 

your listing, as it will begin to index immediately.  
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19.  Increasing Traffic, Visibility:  Social Connection 
Create your social media accounts (as they apply to your industry) and get 

those icons connected on your website.  
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20.  Increasing Traffic, Visibility:  Recommend They “Like” You 
There are ready-made widgets and widgets that can be easily created that 

gently recommend your site visitors to become a “Fan,” or “like” certain content 

or blog pages in your site. Aside from obviously becoming fans, these “likes” 

will appear on their own Facebook pages to their own connections.  
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21.  Tracking Your Success: Google Analytics 
You can do all of the 20 steps we’ve just recommended, but if you don’t put this 

last one in place, you will be absolutely blind to how your efforts are working (or 

not working).  

 

Google Analytics is a free tracking code that is installed on your website to 

track a vast number of statistics, including how visitors find your site, approach 

your site, jump from page to page within your site, and stay on some pages 

more than others. Further, it tracks their location, demographic and even 

hobbies now.  

 

You can see what keywords they’re using to find you, what device they’re using, 

their entry pages to your site, their exit pages, and even where they went after 

they visited you. And you receive all this in the “basic” view without setting the 

Google Analytics “Goals!”  

 

Google Analytics now offers a wealth of advanced tools beyond the basics 

we’ve just listed here. The more you implement in Analytics, the broader your 

scope in seeing what’s working, what’s not working, and what to focus your 

growth efforts on.  

 

This is a tool you want to review at least monthly – in many cases when we’re 

running integrated campaigns for our clients, Analytics is something we check 

almost daily. It’s that important an aid to repositioning the compass to more 

effectively plow forward in the direction we’ve undertaken.   
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Conclusion 

We trust you’ve enjoyed “The 21 Secrets to Profitable Websites,” and hope it’s 

been of help to you. 

 

We will be introducing a new report, the next phase, “11 Secrets to Profitable 

Online Marketing” in just a couple weeks, and will notify you when it’s available.  

 

Diane Armitage, the Founder of Armitage, Inc., is happy to do an introductory 

30-minute consultation with you to discuss any questions you may, review your 

plans for your website or your existing website, and offer recommendations and 

quick implementations for greater success.  

 

For you – who invested in this 21 Secrets report – the 30-Minute Consultation 

is just $30 (regularly $159). Because your call needs to be scheduled through 

Diane personally, just contact Diane directly at Diane@ArmitageInc.com  

 

Thank you for coming to Armitage, Inc., and enjoy your day! 

 

   


