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Introduction.
Bringing your business online and creating growth may seem daunting or confusing 

at rst, but if you tackle your online growth bit-by-bit, it's actually more straightforward 

than you might think.

Being online and having a notable presence (both via your website and on social 

media) can drastically increase sales and conversion rates if done right.

This is a sThis is a step-by-step guide on bringing your business from the ofine world into 

the online one, and growing your presence along the way.
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https://www.nielsen.com/wp-content/uploads/sites/3/2019/04/global-trust-in-advertising-report-sept-2015-1.pdf
https://www.smartcompany.com.au/technology/seo/small-businesses-websites-seo/
https://www.sweor.com/firstimpressions


Other things like interactive website features, or subtle animated elements (like text 

that fades in on scroll) can have a positive effect on how your customers experience 

your brand online.

By using a call-to-action - Even if your website looks and feels beautiful, you still need 

to effectively get users to do certain things when they land on your site. This is done 

through something called a call-to-action, and it's usually seen in the form of a 

button or subscription/contact form.
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In the screenshot on the previous page, you'll see a great example of a website's 

call-to-action.

Using a lot of white space (i.e., not overcrowding the user's screen with stuff) helps to 

draw your customers' eyes towards the button you want them to press. In the case of 

last page’s screenshot, it's the 'Analyse Website' button.

In your case, your call-to-action can be anything, like 'Subscribe to Our Newsletter' or 

'Shop Now'. Whatever works best for your business's offerings.

Another noAnother noteworthy point you can see in the screenshot is the personalisation of the 

call-to-action message - in this case it's programmed to say the name of whatever 

city your customer's device is located in.

This can be tricky to implement for a beginner, but it's just another fun way to 

maximise the effectiveness of your website's call to action.

By effective, consistent messaging - As mentioned earlier, you want your whole 

brand experience (both online and ofine) to be consistent for your customers.

TThis also includes your brand messaging, your tone & language when speaking to 

customers, and even comes down to the keywords that you hit consistently 

throughout your website.

Example:

If If you offer tennis lessons for kids, then make sure your messaging, tone & language 

are soft, caring and clear so that both the kids and parents browsing your site know 

that you're compassionate with the kids you work with, and also that you're 

trustworthy and have a lot of expertise in your eld.
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You can see in the example above that our tone here at Input Media is a friendly one 

(note the simple, softly coloured cartoon girl on the right) and our messaging and 

use of language is (we hope) both inspiring and clear/concise.

This messaging, its tone and its use of language are all echoed throughout our 

website because we want to inspire and help small businesses to thrive in the online 

world.

Using the right Using the right tone and language throughout your website and keeping it consistent 

is important, as it lets your customers really get a feel for what your brand offers and 

also what it stands for.

It's hard for people to relate to a brand that they can't fully understand.

Some examples:

On the following pages, we’ll share some examples of effective, aesthetically 

pleasing home pages.

(These a(These are just examples of functional designs. We understand that good design is 

subjective, but you can take ideas and inspiration from these as you please.)
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Example:
A good home page.

Slack

What’s so good about it?

TThe messaging is clear, afrmative (”Welcome to your new HQ”) and instantly lets 

users know they’re in the right place. The colour scheme blends nicely with the 

background and the call-to-action button (”Try for free”) stands out from the rest of 

the page’s elements, making it easy for users to understand their next steps once 

they land on the page.

What can I take from this home page?

Use Use well-written copy (outsource this if you must) to capture users’ attention 

immediately. Also, take advantage of white space in order to make call-to-action 

buttons and headlines stand out, so your users don’t have any difculties knowing 

where to go next on your site.
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Example:
Another good home page.

Dropbox

What’s so good about it?

In their In their recent website facelift, Dropbox made the most of their home page, 

dedicating the whole right side of the page to a ‘Sign Up’ section, since creating an 

account is the main goal for most new users landing on the site. Using block colours 

and a complimentary colour palette, this home page is both visually beautiful and 

easy to comprehend, even at rst glance.

What can I take from this home page?

Once againOnce again, using white space on your page highlights the elements, buttons or 

headlines that you want users to gravitate towards most. Colour schemes are super 

important to get right, and Dropbox’s use of the complimentary colours blue and 

yellow really makes the page pop.
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Example:
Aaaand another.

Trivago

What’s so good about it?

TTrivago’s home page used to consist of literally just a logo, a search bar and a search 

button, but this recent iteration of their site still emulates minimalism at its nest. Users 

can instantly engage in the site’s main purpose - searching for hotel deals. A little bit 

down the page, Trivago’s users are also given some travel inspiration in the form of 

‘Trivago Magazine’.

What can I take from this home page?

If If your brand/website serves a single purpose, utilise your home page by making it 

easy for users to engage in that purpose. Whether it’s searching for hotel deals or 

renting a car, you want your users to be able to get what they’re looking for with the 

least amount of clicks.
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Your Website Awaits
Get 20% off a new site.

Exclusive E-Book Offer

<div>

<nav>

<hero>

    How To Get 20% Off - Input Media

Just email us at info@inputmedia.co and tell us you’ve read this e-book.

Once we receive your email, you’ll be eligible for a 20% discount when you 

get a website with us.

That’s it! It’s as simple as that.

Read Below

inputmedia.co

%
%

9Your e-book will continue on the next page.

mailto:info@inputmedia.co?subject=I want 20% off my website!
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https://www.hubspot.com/state-of-marketing/content-marketing?_ga=2.180001575.2037544084.1602068773-898574681.1601908603&_conv_v=vi%3A1*sc%3A8*cs%3A1602085276*fs%3A1594375595*pv%3A11*exp%3A%7B10038997.%7Bv.100376089-g.%7B10033808.1-10033809.1%7D%7D%7D*ps%3A1602077620&_conv_v=vi%3A1*sc%3A8*cs%3A1602085276*fs%3A1594375595*pv%3A11*exp%3A%7B10038997.%7Bv.100376089-g.%7B10033808.1-10033809.1%7D%7D%7D*ps%3A1602077620&_conv_s=si%3A8*sh%3A1602085276250-0.6598669483238089*pv%3A1&_conv_s=si%3A8*sh%3A1602085276250-0.6598669483238089*pv%3A1


1: What type of audience are you trying to reach out to with your 

content?

What are the demographics, behaviours and thought patterns of the people you're 

trying to target with your content?

Are you trying to target more than one audience with your content? If so, maybe you 

might consider a different tone or use of language for each audience, in order to 

engage each set of people effectively.

If If you’ve got the time, here’s a handy video tutorial on how to nd your audience:
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2: What channels are you going to post your content on, and why?

Another thing you need to know is what social media platforms your target audience 

is using most, as this can have a direct impact on the format or tone of your content. 

For example, you might decide to post a gif with hashtags on Twitter, or a video with a 

short description and title on Facebook.

YYou'll need to know which social media platforms you're going to use, so that you 

can plan how best to utilise that platform's tools.

Here’s a quick guide on which social platforms to use for B2B or B2C content:

Business to Business

Best social platforms for this audience:

Business to Consumer

Best social platforms for this audience:

Facebook Instagram Twitter Youtube Snapchat Pinterest

LinkedIn Twitter Youtube Slideshare
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3: How is your audience going to benet from reading or engaging 

with that content?

Are you offering valuable, informative content that seeks to help your customers use 

your product? Or are you trying to inspire prospective customers, so that they feel 

more comfortable when it comes to buying your product?

Sometimes you'll be doing both, and that's okay as long as you know what exactly 

your content is going to offer to your audience.

Once Once you know this, it'll be easier to create content centred on that core message.

Hubspot is a great example of a company who knows their target market well, and 

knows how to capture their attention with content.

In the examples above, you can see they opted for simple, short, snappy posts that 

both inspire and educate their audience, while keeping it entertaining.
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4: What's going to differentiate your content from that of your 

competitors?

Are you planning to engage more with your audience than your competitors do? Or, 

if the competition is more serious in the way they communicate with their audience, 

then are you going to try and lean more towards humour?

TThese are the types of differentiations that it helps to know beforehand, because you 

can put emphasis (if needed) on these differences when it comes down to sharing 

content.

Here’s a video guide from Ahrefs on creating unique content:
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https://emarsys.com/learn/blog/top-5-social-media-predictions-2019/
https://blog.globalwebindex.com/chart-of-the-day/social-browsers-brand/
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https://www.facebook.com/business/pages/set-up
https://www.facebook.com/business/pages/set-up


You should aim to post content like the 

screenshot to the left* - content that gives 

people a piece of valuable information or 

entertainment.

It's betIt's better if you keep your posts short and 

sweet (you don't want potential 

customers getting bored) and it helps if 

your image or video posts are designed in 

an aesthetically pleasing way, so it's easier 

on the eyes of your target audience. 

    *Taken from Hubspot’s Instagram.

Your growth on social media platforms, if done correctly, can have a huge effect on 

your website's trafc and your business's overall growth and success.

But just remember, numbers don't mean anything if your audience isn't engaging 

with your content.

It's much better to have 100 highly engaged and interested followers than to have 

1000 uninterested followers who never leave likes, shares or comments.
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Step 4
Communicating with your 
customers often.

Consider this an extension to what I talked about in the previous section.

You've got customers, and your customers are on social media.

ConsConstant, valuable connection with your customers and clients online is paramount 

to building an authentic, powerful brand image and reputation, and it's a sure-re 

way of getting your audience to really connect with (and even become loyal to) your 

brand.

If you can get your communication system right and engage with your customers 

consistently, you're much more likely to be referred by a friend, which just means more 

business for you.

HHow do I achieve this?

Here's a few ways that your brand or business can effectively connect with customers 

online:

Asking for opinions from your audience:

I've found through experience, both personal and professional, that people just love 

giving their opinions about stuff online. 
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Asking for customer opinions on various topics is a great way to show your customers 

that you're on the same level as them and that you want to connect.

It's also a simple yet effective way of gathering data that you can then implement 

into your work to improve customer experience. More on that on the new page.

Answering customers’ questions on time:

YYour customers will likely have questions, praises or complaints about your brand, 

your products or your services, and they'll probably contact you about these via 

social media or your website.

Staying on top of customer concerns and inquiries is important in establishing your 

brand as helpful and considerate, and also ensures that your customers are happy 

and feel supported.

An unhappy customer can be a dangerous weapon

and can lead and can lead to negative reviews, reverse referrals

(example: "Stay away from that brand, they did X thing and

it caused Y problem.") and a general dislike to your brand.

On the ip side, turning an unhappy customer

into a happy, satised one is a powerful way to

retain customers over time and even

create brand loyalty and advocacy.
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Showing your appreciation:

Letting your customers know that you appreciate their business and their 

engagement with your brand is a great way to keep them happy, and can help build 

an image around your brand as one who cares for and is compassionate towards 

their audience.

If If your customer buys a product or service, and gives a good review or posts online 

about your product in a positive way, be sure to take the time to thank them and let 

them know that you're happy to help them and you're glad they're happy too.

Putting your customers' feedback into practice:

Your customers (a lot of the time) know best, because they're the ones using your 

products or services.

If If you get valuable feedback on how your brand could improve on something, be 

sure to take the time to read into it and evaluate if changing a few things could 

help you achieve what the customer is looking for. You can also receive feedback 

via polls or surveys.

Example:

YYou sell toy cars for kids, and a parent messages you saying her child almost 

choked on a small part that ew off your product. They suggest that you should try 

and avoid using small, detachable parts on your toys. This is a valuable piece of 

feedback, and you could put it into practice in future.

Implementing your customers' feedback is a great way to give back and to show 

your appreciation of your audience's engagement with your brand.
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Using customer analytics
to make informed decisions.

https://analytics.google.com/
https://analytics.google.com/
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https://analytics.facebook.com/


https://www.inputmedia.co/blogs
https://www.inputmedia.co/ebooks

