
The 7 Essential Elements of a 
Successful Author Website 

As authors, it’s our job to ask ourselves ‘What if?’.  

After years of helping tens of thousands of authors grow their careers, that 
question became, “What if there were one online platform that could handle all 
your book marketing and audience growth needs in one place?” 

And believe me – I wasn’t the only one asking that question… 

The single biggest roadblock I hear from authors is, “I can’t make the technology 
work.” But technology should never be a barrier. 

Until now, the reality was you were stuck using software that hadn’t been designed 
from the ground up to suit what authors really need – namely, an online platform 
focused on your books, your brand, and dedicated to growing an audience of 
readers and paying fans. 

And so that “What if?” question became an obsession… and Author Cats was 
born.  



Author Cats is a fully integrated online website and marketing suite for authors - 
which contains everything you need to grow your career in one tidy package for 
Wordpress.  

But more on that later.  

In the meantime, this guide is designed to give you the tools you need to create the 
perfect author website - one that focuses on the true purpose of your site (more on 
that shortly).  

And, of course, if you’d like to take the “easy route” and use our designed-for-
authors all-in-one website software to get up and running in as little as 24 hours, 
all you need to do is join the waitlist - we’ll be releasing details on the 29th 
November 2017.  

Until then - enjoy this comprehensive guide! Whether you decide to invest in Author 
Cats or not, this breakdown of the 7 essential elements every author website needs 
will set you up for your career.  

The details we’ll share with you are based on analysing hundreds of thousands of 
website hits, and will help you optimise your site to grow your readership, sales, 
and email list.  

Let’s get stuck in! 

Yours,  

Nick Stephenson 
Co-Founder, Author Cats 

Click Here to Join the Waitlist 

  

https://authorcats.com
https://authorcats.com


1. Purpose 

So, first things first… So many authors get confused about the real purpose of 
their website. Common misconceptions about a website’s purpose include: “To look 
nice!”, or “To strengthen my brand.”, or “To give my readers my info about me.”, or 
even, “I’m not sure… but I know I’m supposed to have one!”.  

Let’s set the record straight. Your author website has one purpose, and one 
purpose only: 

To grow your business.  

Sure, creating a cohesive user experience, solid branding, and information about 
you is all important - but it’s not the core purpose of your site. These are secondary 
goals that feed the core purpose of your site - to make you money, drive sales, and 
grow your business.  

These are meaningful, measurable goals that can be tracked and improved - and 
it’s essential you get this straight before doing anything else.  

Your website grows your business and revenue in two main ways: 

• By increasing sales of your books (or anything else you’re selling) 
• By growing your email list (so you can sell to readers later) 

Preferably, you’ll do both.  

So, with that straightened out it gets a lot easier to focus on building a website 
that works for you and your business. All you need to do is remember: every single 
page on your site needs to either (a) sell more of your books, or (b) grow your 
email list, or (c) both.  Let’s take a look at how to do that… 



2. Homepage 

For many authors, the homepage of their site is going to be the #1 most visited 
page. Makes sense, right? Readers are searching for you, so your website’s main 
page is going to crop up on search engines first. 

Chances are, your homepage is going to be the best chance to make a good first 
impression. And remember your site’s core purpose? Yup - focus on driving actions 
from your visitors that are going to grow your business. Namely, getting the sale or 
getting visitors to sign up for your email list (we call this a “visitor conversion”).  

I prefer the latter - if someone joins my email list, that gives me the opportunity to 
sell multiple books to them. A sale is great, but when you’re sending your website 
traffic off to Amazon or another book store, you lose that person and can’t follow 
up with them.  

Get them on your email list, and you have the chance to build a real relationship 
with them, increase loyalty, and make multiple future sales (as well as getting 
more reviews and other lovely stuff).  

So, make “visitor conversions” the core focus of your page - front and centre, 
above the fold, and easy to see. Like this: 



Notice how Libby has put visitor conversions front and centre? There’s an opt-in 
bar at the top of the page (in red) and a matching opt-in button underneath a 
compelling headline - coupled with a great image of her free book.  

When visitors see the offer, they click the red button (or the red opt-in bar) and can 
instantly join Libby’s email list and get the book for free automatically. Like this: 

Now, Libby has an excited reader signed up to her email list - one that is likely to 
buy from her again and again in the future. 

All the other juicy goodies (like info about her books, her bio, contact pages, blog, 
etc) come further down the page. The main focus is converting visitors into 
subscribers and paying readers - and with a design like this, Libby can be sure her 
site is optimised just for that.  

But what about the other pages on your website? Let’s take a 
look… 



3. Books Page 

Your “Books” page is likely to be the second-most visited page on your site (most 
people will enter your site via the homepage or a Landing Page, which we’ll cover 
later) and is where you’re going to make the bulk of your sales via your site.  

So, we’d better get it right! 

Imagine this… you’ve spent months - or even years - putting a book together. 
You’ve invested in quality cover design, editing, proof reading, and formatting.  

But your website looks clunky and amateurish. 

Not matter how polished your book is, a poor site design is going to damage your 
sales and ruin all that good work.  

Thankfully, you don’t have to go crazy and hire a six-figure designer to get this 
right. Here’s a good example from John Stacy Worth: 
 



John’s books are stylishly presented, with a cover design appropriate to the genre, 
easy to read copy on the page, and a clear call to action (“Get my book for only 
$2.99 at the following retailers) with some compelling review snippets. There’s room 
underneath for a longer description, but the key copy elements are included in the 
grey section above the fold - so readers don’t have to scroll down to read it. 

Another example from Thomas “TR” Cameron: 
 

  
Just remember a few key principles: 

Don’t info-dump or fall victim to the dreaded “wall of text”. Meaning, make sure 
your sales copy is short and to the point. If you have long copy, break it up on the 
page so readers don’t go blurry-eyed and run for the hills. 

Clear call to action. Don’t be wishy washy. Ask for the sale. Put buy buttons (or 
free download buttons) somewhere obvious and above the fold, so people don’t 
have to scroll down to see them.  

Reviews. Nothing helps sales like social proof. Include reviews or review excerpts 
wherever you can.  



Images. Forget the old saying, readers do judge your book by its cover. So put 
your book cover front and centre and make it sing.  

Easy to navigate. If you have multiple books, series, or genres, don’t make it a 
pain to navigate through. Keep all your books well organised and simple to find. 
Organise them by genre or series, and make life easy for readers - just like this 
example from Scott Bartlett: 

Simple, clean, easy-to-navigate design helps readers find what they’re looking for. 
From a design perspective, that’s going to be the key to getting your books noticed 
and driving readers to take action. 

Right… so we’ve got the Home Page and Books Pages all sorted. 
What’s next? 



4. Landing Page / Opt-in Page 

Here’s where we need to cover a couple of definitions… 

Your Home Page is the “front page” of your site, and where the majority of organic 
traffic is going to arrive at your site (organic = people searching for you).  

Readers searching for you will expect to be able to find out more about you - 
which is why your Home Page includes links to your books, your bio, and other 
juicy details. 

Your Landing Page (or Opt-in Page) is where YOU send people - for the sole 
purpose of getting them onto your email list. And this means it has to be a little bit 
different… 

Your Landing Page should include an image of your free gift (usually a book), a 
call to action, and a form readers can fill in to join your email list and get their free 
gift. Like this: 
 



That’s the whole page. There’s nothing else. No links to your bio, or Twitter page, or 
anything else to distract from this page’s core purpose. Your Landing Page is a 
super-optimised page designed to get readers to sign up for your email list. End of 
story.  

Because of this, many Landing Pages can convert up to 80% of visitors into email 
subscribers - meaning your audience and email list will grow faster (more future 
sales for you).  

Your Landing Page is the link you’ll give readers in the front and back of all your 
books, at live events, in your advertising, and everywhere else you can. So it’s 
important you get it right.  

Here’s another example from LGBT Author Jay Argent: 
 

Super simple. Super effective.  

But that’s not the only way you can use Landing Pages… 



5. Thank-You Page 

After a reader joins your email list (from either your Landing Page or somewhere 
else on your site) you need to give them a confirmation page, or “Thank You” 
page.  

And this is a kind of Landing Page - except it’s a page readers are automatically 
directed to after signing up that confirms their subscription and it gives them 
instructions on what to do next. 

For many authors, this page is kind of an afterthought… but when done properly, 
your Thank You page can actually dramatically improve your results in two major 
ways: 

• Actually get your readers to go check their email and engage with you 
• Pick up some extra sales (with the “Would you like fries with that?” approach) 

Here’s how it works… 



The truth is, if you do nothing, a large proportion of your new subscribers won’t 
open your first email (the one that delivers your free gift and introduces them to 
you). 

Your job is to maximise the number of readers who open this email, download their 
free book, and get excited about future emails from you. And your Thank You page 
is a key part of doing that.  

Thankfully, it’s not to difficult. To increase the number of readers opening and 
engaging with your first email, your Thank You page needs to make it super clear 
what readers need to do next. Here’s how the page should be laid out: 

Headline: Thank You! You’re all signed up. 

Copy: Please go and check your email - I’ve sent you an important message with 
instructions on how to get your free book. Don’t forget to check your junk mail if 
you can’t find it.  

And that’s about it. You can even include instructions on how to “whitelist” your 
email address, so you don’t get moved to the Junk Folder in the future. Or you can 
include a special bonus gift if you like. totally up to you. But the key is to give 
readers blindingly obvious instructions, so they follow through. Like this: 



Nothing too crazy, right? But so many authors forget to include simple instructions 
like this, and it does make a difference (we tested hundreds of thousands of 
website hits and found roughly a 30% improvement). 

You can also use your Thank You page with the “Would you like fries with that?” 
approach to drive extra sales. Here’s how it works… 

Did you know McDonalds makes zero profit from sales of burgers? All the money is 
in the “other stuff” you buy - like fries, drinks, sides, etc. That’s why all the servers 
ask “Would you like fries with that?” when you order.  

And you know what? It works! In industry-speak this is known as an upsell or cross-
sell, and the reason it’s so successful is that customers have already interacted 
with you positively in the seconds before… meaning they’re highly likely to take 
you up on your offer.  

The same is true with giving away a free gift. When someone signs up for your 
email list (usually in return for a free book or other gift) they are super receptive to 
other offers you make at the same time.  

And because you’re asking for the sale at the same time as giving away a gift, 
you’re not interrupting them (imaging a McDonald’s employee calling you up at 
home the next day and asking “Would you like fries with that?”. Not as effective, 
right? In fact, it would be downright weird).  



So, in short, when you put an offer on your Thank You page - especially a “special 
deal” like a price discount - you’ll find many readers will take you up on it. And, to 
make it even better, it doesn’t even feel like you’re “selling”. Win win!  

In fact, after analysing thousands of dollars’ worth of ad spend, we found that 
including a sale offer on a Thank You page can convert at up to 15% - meaning 15 
out of every 100 visitors take you up on it - and in many cases actually paid for the 
ads in full, without taking into account future sales. Not bad! 

Here’s an example of an “upsell” Thank You page: 

It’s a very similar design to a regular landing page - but instead of asking for a 
sign-up, it’s offering people 25% off when they order the next 2 books in the series 
together as a bundle.  

Works a charm - and so easy to set up.  

Now, onto the next page you need… 



6. Book Delivery 

Much of your email list building efforts are going to come from offering a free gift 
(usually a book) to readers when they sign up to your email list. We call this 
process Reader Magnets.  

We’ve covered how to get readers onto your email list, but how do you deliver the 
book to them? 

It’s simple enough to configure your email software (eg: Mailchimp, Aweber, 
Mailerlite, etc) to send an automated email to readers when they sign up - so all 
you need to do is link to an ebook file, right? 

Wrong.  

The problem is, with most readers opting to read books via a reading app or 
dedicated e-reader (like Kindle), you can’t just send people a link to a PDF.  

Sure, that *can* work, but the user experience is terrible. Ideally, you need to send 
people a fully formatted ebook file (either a .mobi file for Amazon Kindle or .epub 
file for everyone else).  

And that means readers are going to struggle loading up their new ebook properly 
- as the methods used to get an ebook file onto the right device vary hugely 
depending on what device or app the reader prefers.  

Meaning - if one reader is using a Kindle e-reader, one reader is using an iPhone, 
and one reader is using a different type of reader like a Nook or even a tablet, then 
the instructions they need to follow are completely different.  

Fun, right? 

So, when you deliver your free gift you need to make it super easy for readers to 
(a) collect their ebook file, and (b) actually get it on to their device and start 
reading.  



Meaning, your “book delivery page” needs to contain comprehensive instructions 
that cover all the eventualities. Here’s an example of how this can look: 
 

The Book Delivery page looks like a regular book page, but instead of linking to 
online stores where readers can buy, you link to a “Download The Book” button 
instead. When readers click the button, this happens: 



When a reader clicks the download button, a dropdown menu appears where they 
can select their preferred device. Then, the relevant download instructions are 
revealed, like this: 

Funky, right? 

Adding this functionality will increase the number of readers who follow through 
and actually read your book - meaning more happy readers and more potential 
future customers.  

All it takes is a little work and a little attention to detail. At a push, if you can’t get 
the drop-down boxes and pop-ups like we’ve shown you, you can always just list 
out the options (but we like our way much better).  

And now, the seventh key element… 



7. About Page 

After your homepage and landing pages, your About Page is likely the next most-
visited page on your site.  

Readers want to know more about you, right? 

The problem is… well, they only really want to know information that’s going to 
benefit them in some way.  

So, a long bio is all well and good, but your readers still want to know why they 
should be interested.  

In other words… make your About Page about your readers as well as about you! 
Tell your story, for sure, but make sure you link back to what’s in it for your fans.  

Example: 

Here, we’ve got all the usual elements (background, bio, etc) but also a focus on 
the core purpose of the site - namely, having an opt-in button smack-dab in the 
middle so readers can’t miss it.  



Your About Page is a high-traffic page, remember - so make it more about what 
your readers can get from you… and make it easy for them. 
 

So, that’s the 7 key elements covered - but there are some other 
considerations… Let’s take a look at some Honourable Mentions. 



Honourable Mentions… 

1. Blog Pages 

Blogs can be an amazing resource for some businesses. But if you’re a fiction 
author, don’t bother. Seriously. Even multi-million-selling fiction authors get zero 
blog traffic.  

If you write non-fiction in a very specific niche, then that’s a different kettle of fish. 
In which case, your blog can be a very powerful tool to get you noticed on search 
engines - and provide you with compelling assets you can use over and over again 
to drive traffic, signups and sales.  

But again - if you write fiction, don’t bother. That’s why we’ve not included it in our 
main section, but if you are a non-fiction writer, the principles for your blog are the 
same: 

• Focus on driving conversions 
• Make it easy to navigate 
• Have a professional design 

Something like this, from author Pauline Jones: 



That’s over 1,000 blog posts - nicely arranged and easy to navigate. The same goes 
for the articles themselves - focus on creating a compelling user experience that 
focuses on conversions: 

Libby’s blog (above) is simple, clean, and effective. And it’s easy for her to add in 
opt-in buttons inside her articles, and include other Call to Action features in her 
blog’s footer area.  

So, if you’re a blogger - don’t forget those core principles… Make 
sure your whole website is optimised for driving sales and sign-
ups.  



2. Joint Promo Pages 

I’ll make no secret about it… but I LOVE joint promotions for authors. But it’s an 
optional bonus to have these, which is why we left them out of our main list (but 
we still highly recommend doing them). The concept is simple… team up with just 
two or three other authors with a similar reach and audience to you, and you’ve 
just quadrupled your potential sales.  

You can team up to offer freebies, price promotions, or for a launch. It’s an 
incredibly powerful strategy that costs nothing to set up (just time and networking 
skills).  So, when you run a joint promo, you’ll want a page to showcase what’s on 
offer. Something like this: 
 

Each cover image links to the authors download or sales page, and you can easily 
swap out the images and links to use in future promos with different authors.  
Then, just give the link to this page to your partners, and you’re good to go!  



3. Live Events 

Doing a book signing? Going to a conference? Doing a tour? 

If so, make sure you let your readers know about it with a calendar of events. A 
super simple way to drive extra engagement (and hopefully get more people to 
attend). Here’s an example: 

You can use a dedicated events page (like above) and you can even list your 
appearances out on your homepage. It’s up to you!  

Of course, not everyone does live events… so we left this out of our main list, but 
definitely worth an honourable mention.  

So, what are the next steps? 



Introducing Author Cats 
All the websites you’ve seen in this Cheat Sheet were made using our designed-for-
authors website and marketing platform - Author Cats - which has been under 
development for 2+ years and contains everything authors need to grow their 
audience, sales, and careers - all in one tidy package for Wordpress. 

Author Cats is a fully integrated online website and marketing 
suite for authors – which includes: 

• A beautiful, mobile responsive website theme that’s designed to showcase your 
books and your brand to your readers 

• Built-in Landing Page creator, allowing you to create high-converting opt-in 
pages to grow your email list and your audience 

• Fully stocked Joint Promo functionality – letting you team up with other authors 
to grow your sales and create amazing promo pages with just a few clicks  



• Book delivery built in – we built in features that will deliver book files to your 
readers and guide them through the process to load them onto any device 

• Upsells – grab extra sales when someone joins your mailing list by offering them 
a limited-time deal (using our included Upsell template) 

• Live Events – doing a book signing? Going on tour? Use our simple template to 
tell readers about your upcoming appearances 

• Tracking and Analytics – integrate with any of your favourite advertising options 
and embed tracking code quickly and easily into your website 

• Templates – install one of our “good to go” website templates – available for a 
variety of genres – and be ready to rock almost instantly 

• Integration – hook up Author Cats to your email marketing solution of choice. We 
support pretty much anything – no crazy API coding or techno-tomfoolery 
required.  

• Easy to Install – simply upload our software package into a WordPress install on 
your own domain (or set up a new one) and you’ll be ready instantly. 



• Full support – we provide hours of video training and unlimited email support to 
make sure you get set up the way YOU want, as quickly as possible 

Author Cats will be officially available to the public on November 29th 2017. If you 
want to make sure you find out when spots are available (plus all the juicy details) 
you’ll need to make sure you’re on the waitlist. 

Click The Button Below to Join The Waitlist 
 

Or visit https://authorcats.com  

We’ll see you on the 29th!  




JOIN THE WAITLIST

https://authorcats.com
https://authorcats.com
https://authorcats.com

