
The 15 Point 

Homepage 
Checklist

To Make Your Website A 

Lead Generation Machine



These days, your website needs to be more 

than a digital brochure. It’s the online portal to 

your business. It’s  24/7/365 always working 

sales representative where customers and 

prospects look before they ever engage you. 

But are you sure it’s representing the best of 

your company?

It’s more than a
Digital Brochure

: srqwebmarketing.com

:  : 941-222-0880

How does your
site stack up?
Schedule your online marketing 

strategy session. 

Website

Telephone



Use this 15-point checklist to make sure your 

“digital front door” is open for business.

Your Promise As. Fast as Possible

(within 2 seconds if not faster), your website must convey the 

message that you understand and can solve your target client’s 

most pressing problems. This needs to be stated up-front, “above 

the fold” and unambiguously.

Your Primary Call to Action

Once you’ve quickly gained some positive vibes that you can 

solve the visitor’s problem, a compelling call to action (CTA) will 

drive that prospect to being a client. A sign-up for your newsletter 

isn’t good enough. Offer specific value (like a checklist!) to gain 
the opt-in of your visitors.

Video

As mobile traffic outpaces desktop traffic, video is a short and 
compelling way to inform your visitors that you can solve their 

problems. Animated explainer videos are fine, but the painting 
contractor business your personal interaction will go a long way.

Credibility Elements

Trade associations, certifications, local badges all add credibility 
to your presence in your market.

Trust Elements

Testimonials or client logos are great ways of showing that 

you deliver on the promises you make and alleviate new client 

concerns.

Your 2-3 most recent blog posts should be summarized and 

consistently updated on your home page, showing that you are 

proactively engaging and educating clients.

Changing Content

A checklist, cheat sheet, or eBook demonstrating your expertise 

and giving high value in return for an opt-in is the best way to 

begin building more client relationships. 

Content Upgrades



Your Core Services

Brief content about 2 to 3 core (and most profitable for you) 
services will help qualify your website traffic to those folks who 
are an ideal fit for your company.

Problems You Solve

List the problems you solve most often for your clients and you 

will qualify your traffic that much faster.

Social Proof

Unattributed testimonials and logos are OK, but nothing beats a 

person endorsing your value directly on your site.

Clear Path

Make it very easy for clients to choose which path within your 

website they want to go down, e.g., drop-down boxes to qualify 

themselves by size of business, location, etc.

Visual Branding

Stock photography won’t cut it. You should have a compelling 

visual presence on your site that communicates your value and 

expertise and your brand’s personality.

More than half of your traffic is likely via mobile devices, so make 
sure your home page renders correctly and easily. Remember, 

scrolling is easier than clicking, so factor that into your homepage 

design.

Mobile-First Layout

This is especially important if you target specific geographies. 
Make sure you include location and local information for your 

target geographies.

Your Local Information

The days of top-of-page multi-page navigation are largely over, but 

your footer should serve as a resource and navigation section for 

your visitors (and search engines)

Navigation (Footer)
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