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Build Your Online Workhorse Website
Once upon a time, folks would look for your business at a physical location and find 
you by using the most ancient of tomes: the Yellow Pages. But today, the practice 
of establishing office space is shifting toward home-based and virtual businesses. 
In turn, consumer attention has shifted from Main Street to the endless, winding 
avenues of the web. 

The rapid adoption of the Internet in the mid-1990s drove prospective clients 
to begin searching online for their services and goods. It is now estimated that 
more than 80% of customers begin the buying process with an online research, 
according to data published on AdWeek.com. Their findings also highlighted the 
fact that 60% of consumers begin their search through a search engine, rather 
than going directly to a specific site.  

Pause for a moment and think: How do you look for support professionals like a 
coach? How did you find Coach Training World? Let me guess… our website?

Why a website (…and not just social media)?
Some coaches try to launch their business without a website, leveraging their 
social profiles and real-world contacts instead. They attend countless meetings and 
networking events, armed with a handful of business cards. While this approach 
may work for some, it has been my personal experience that almost 90% of 
coaching clients are the result of online searches. 

How long has it been since you went to a traditional shopping mall? If you’re like 
me, it’s been a while (thanks, Amazon!). But I still buy local. I support artisan 
craftspeople of all trades. This includes locally-sourced produce at farmer’s markets 
and crafts fashioned by Portland-based artists. It also includes the personal care 
products I buy at my family-owned corner drugstore. And I’d never consider going 
anywhere else for pet supplies than the retailer who is only too happy to allow my 
furry friends to come in, browse alongside me, and sit down for a coffee (yes, all of 
us!).

If forced to choose between a pop-up shop and a standard brick-and-mortar outfit, 
your personal preferences are likely motivated by attention. If that pop-up shop 
is wildly interesting to you, your values for creativity, uniqueness and alternative 
options may draw you there. But what happens when that shop is gone? You forget 
about them, unless they’ve really impacted you in some lasting way. For example: 
blind dinners where you eat in the dark and are served by blind people. Now that’s 
an unforgettable experience! 

The same perception can be applied between brands that market themselves solely 
through social media and those that have a permanent website that acts as the hub 
for all their marketing efforts. 

Any 12-year-old can set up an Instagram or Snapchat account (many of which are 
surprisingly savvy). Yet crafting a website that speaks to an Ideal Client Avatar and 
offers the solution to their problems is something else entirely.
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Let’s be honest: the real reason you don’t rely on social media is it doesn’t have a 
long shelf life. It also takes a tremendous amount of effort to keep your presence 
alive. That’s not to discourage you from social media. It’s an excellent, cost-effective 
tool for promoting your services. But its strength lies in drawing attention then 
diverting that interest to your website. 

Other Considerations…
Findability

Your website is the primary tool prospective clients will use to compare, evaluate 
and buy your services, programs and coaching products. This is thanks to Google, 
Bing, Yahoo and other search engines. Being “found” on the Internet is your #1 
goal. And that rarely happens with just a social media account. 

Appearance & Usability

A recent article appearing on Forbes.com, revealed just how dire appearance is in 
today’s marketing landscape. Customers are “likely to dismiss you entirely, as well, 
should they believe your website doesn’t reflect the kind of experience your business 
- or a business like yours - should offer.” (Source: Forbes.com)

An article on Huffington post echoed these sentiments, adding in the time window 
you have to make an impression:

“Plenty of research shows that you only have a few brief seconds to get the user’s 
attention and to convey enough value to engage them. Also, the quality of your 
website design is a direct reflection on your business image, so it is important 
that your website looks professional, fresh and contemporary. Additionally, if the 
aesthetics of your website design is old the chances are that the user experience 
is also going to be lacking.” (Source: Huffingtonpost.com)

We’ll get into user experience a little later in the program. Since they’ve been 
mentioned it here, it’s worth highlighting one of the additional findings reported in 
the article:

“With approximately 30 percent of website visits coming from mobile devices, if 
you are simply delivering your users to the desktop version of your website you 
will be losing business due to accessibility frustrations.” (Source: Huffingtonpost.
com)

Your website is the modern brick-and-mortar face of your company, even if you have 
a physical location. Whether you choose to market your coaching services offline 
or via the web, your site is the central hub for your business. It is the face of your 
company, and often the first time someone “meets” you in the virtual world. 

Most important as a new business owner and coach, your website makes you real 
and tangible. It’s the electronic version of an office. When done well – incorporating 
a strong brand, clear messaging and magnetic marketing copy that speaks 
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intimately to the needs, desires and outcomes of your ideal clients – the accessibility 
of this 24/7 online marketing tool serves as a critical component to the success of 
your business.  

So whether you get listed in one of the many directories available online, such 
as the ICF’s coaching directory or CTW’s find-a-coach directory, or employ social 
media channels, you’ll eventually want some form of integrated online presence. 
The central hub of that presence is your professional website.

A word about technology
If you are new to technology or consider yourself technophobic, I have good 
news: things are easier today than ever before. Gone are the days of hand-coding 
everything and needing to know multiple programming languages. We now have a 
multitude of cost-effective, user-friendly platforms, online software and apps that 
make it possible for just about anyone to build their own website, including you. 

As an entrepreneur myself, I totally get the desire to outsource the things that don’t 
thrill me or that take up too much of my precious time. So, if you find the idea of 
diving into technology and spending hours on the computer less than appealing, 
and you have the budget to hire a good web developer who understands your unique 
market and business needs as a coach, then by all means: invest in it. 

Building a website isn’t hard, but it does take focus and dedication. For a web 
developer it is a matter of hours. For a newbie, the same task can take anywhere 
from three weeks to three months, and the same results aren’t even guaranteed. I 
just have to ask: as someone focused on the betterment of others, is this the best 
use of your time? Before you assume you can’t afford to hire help, ask yourself how 
else you might use that time to save or make money to afford a good developer.   

If however you do have basic computer skills and a weekend of free time, this 
chapter walks you step-by-step through one of the most exciting parts of your 
business setup process. It’s practically instant gratification. And your first step to a 
compelling website that will work for you!
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Now before we jump in…
Let’s start by recognizing the good work you’ve already done. So far, you have…

• Identified your ideal client and created your Ideal Client Avatar 

• Created your Personal Brand (logo, brand elements)

• Established the Transformation You Make

• Written your Turning Point Story (bio)

If you haven’t completed these courses, you might consider doing so before moving 
on. Let’s take a quick look at how these insights contribute to your website.

• Ideal Client Avatar 
Knowing your ideal client is mission critical. This is especially true of your 
familiarity with the “problem” they’re willing to invest in. Knowing the pain, 
problems and motivating factors related to your ideal client’s purchase decision 
allows you to write magnetic marketing copy. This copy speaks intimately to 
your client, building the trust and respect you need for them to invest in your 
solutions. Plus… you’ll be surprised: the more you know about your prospective 
client, the easier the writing process becomes. 

• Personal Brand 
Your Brand Identity informs you or your designer as to the photos, colors and 
content you’ll use to build your online and print resources. Remember this: your 
personal brand enables you to stand out among a sea of others, all competing 
for the same clients. In short, your brand makes you memorable. Your website 
is often the first place someone comes to learn about you. Their experience with 
your personal brand is what makes them want to come back. 

• The Transformation You Make 
Being clear on the transformation you facilitate in the lives of your clients — 
and creating results-based names for your business and products — helps 
establish the value and benefits associated with the services you will provide. 
In the larger world of marketing, this is often referred to as your USP or unique 
selling proposition. But unlike comparing peanut butter, coffee or bath soap, 
the product you’re selling is future improvement. The initial intangibility of the 
outcome of your coaching services requires proof that can’t be tasted, smelled or 
experienced in the moment. In essence: it requires faith. 
 
This information will be extremely valuable when it comes time to write your 
sales page and to package your offer.
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• Turning Point Story 

In coaching, we use the terms “present situation” or “present state” to 
describe the nature of a client’s current reality. This is the starting point on 
their changemaking journey. Whether your prospective clients recognize it 
or not, they are often locked or lost inside an outdated or inaccurate story 
about themselves, their life or others. This story creates a mental, emotional 
and physical state that is without doubt uncomfortable and often stressful, 
overwhelming them and draining their life energy. 
 
In all likelihood, you have experienced this point in life yourself. I’m sure you’ll 
agree: it’s not a comfortable place to exist. But you came through it. And within 
that process, you developed tools that can help others do the same (and with far 
less stress and struggle!).   
 
So the final essential component to the web content for a professional coach is a 
story that describes the before and after. The struggle and the success. We call 
this the Turning Point Story. This will likely be a huge part of your “about me” 
page. The story may also spawn ideas for blog posts, podcasts, videos and more. 
But most importantly, it works to build rapport with your clients and help them 
recognize you as the “go-to coach” for their greatest needs.

 
Congratulations!

You have successfully worked through some of the most difficult aspects of your 
marketing essentials and establishing your brand. With that behind you, building 
your website will be far easier. Many entrepreneurs jump straight into creating 
their web content without giving enough (or any) thought to the topics we’ve just 
covered. Their efforts often backfire as a result, regardless of how jaw-dropping 
their products or services are. 

The reason is simple: an online presence not tailored to a specific customer base is 
far less effective than one that is. According to a recent article posted by Ad Age, 
“80 percent of consumers are more likely to do business with a company if it offers 
a personalized experience. As brands and consumers alike increasingly embrace 
personalization, one-to-one marketing that engages individual consumers based on 
their unique interests and preferences is on the rise.” (Source: AdAge.com)
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Let’s make a “workhorse” website that works for you 24-7
Coach trainees and seasoned coaches alike ask what they should put on their 
website. In answer, I like to ask: what do you want your website to do for you?  

A workhorse website is far more than a glorified electronic brochure. Designed to 
do a myriad of things for you and your business, a workhorse website streamlines 
your processes and profit channels. It enables you to cost-effectively engage your 
audience, grow your mailing list, sell coaching products, and establish yourself as 
the go-to coach in your area of expertise.

What you want your website to do…

• Provide information about you and your services. Here’s your chance to layout 
the case for your services and to differentiate yourself from others. What you 
write and convey about yourself should be highly customized to do one thing: 
position you as the go-to coach for your ideal clients then lead them to a sale. 
Each description should be heavy on benefits and incorporate your USP (unique 
selling proposition) – the unique aspects that are the secret sauce behind your 
successful outcomes. 

• Nurture relationships with prospective clients. More than simply sharing 
information, you want your content to establish a relationship. When you 
incorporate tools like cornerstone content, blog posts, videos or podcasts into 
your marketing mix, your ideal clients come to know, like and trust you. If they 
truly are ideal, they’ll love what you have to say, how you think, and how you 
show up through the way you communicate in your writing, audio and video. 

• Build communities. Relationships are everything. And this has never been 
truer in marketing. Your website can also bring people together in a community 
with membership programs and yes, even private Facebook groups. While these 
are advanced features, I didn’t want to leave them out.  

• Demonstrate credibility and instill trust. Showcase client success stories 
and testimonials to boost your profile! Each case study, testimonial and piece of 
wisdom shared on your website helps clients understand your experience and 
capability. Demonstrate your expertise by detailing the process improvements 
and life changes you’ve helped others make. If they see cases where you’ve been 
able to help others achieve their goals, they’ll be far more willing to trust you 
when they finally sit down with you. 

• Generate traffic. When you create web copy, you’re not just talking to 
prospective clients, you’re also trying to grab the attention of Google, Bing and 
Yahoo. The content that appears throughout your website should incorporate 
search engine optimization (SEO) to ensure your content comes up at or 
near the top of an “organic” search window (these are the top results usually 
appearing below any promoted results). This comes with a word of caution: don’t 
overdo it with the search terms. Copy that reads like it’s stuffed full of the words 
you’re optimizing for is a huge turnoff for human readers. It also makes your 
site look amateurish at best and deceptive at worst.
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• Generate leads. Let your prospective clients easily opt-in to your mailing list 

and automatically receive your newsletter or freebies such as e-books or audio/
video tutorials! 
 
Even though you have traffic coming to your site, you still need to capture some 
personal information from site visitors. At this point, your goal is to transform 
them from visitors to actual leads for your business! One of the best ways to 
achieve this is by offering an opt-in that leads to a content/email marketing 
sales funnel. You then use this opportunity to deliver the true value that only 
you can offer, generating the respect and trust they need to invest in your offers. 

• Generate sales. Once you’ve captured leads, use your content/email marketing 
strategy to build a relationship with customers. Eventually, you’ll extend 
the opportunity for readers to visit your sales page. Packed with benefits 
that directly address their needs and desires (let’s not forget that vanity and 
competitiveness are huge motivators), this is where you’ll answer any lingering 
questions and lead them to the sale.

• Schedule consultations with prospective clients. If visitors to your website 
have additional questions, it’s important they have the opportunity to reach out 
to you in person. Some buyers don’t trust someone they can’t speak to live. A 
consultation page or pop-up box allows them to schedule a phone call with you 
to find out if you are a good fit to work together. This is an important step within 
the coaching industry for one simple reason: connection is a big part of trust. 
In cases where people don’t connect with you on a personal level, regardless of 
the reason, it’s better for everyone involved if they find someone else up front. 
But for those who are in your tribe, these consultations are a great opportunity 
for you to shine! Seize this moment to reveal any additional benefits you offer 
related to their unique situation and alleviate any concerns they might have.

• Build an audience. Offer a weekly podcast or vlog (video blog) to build an 
audience. Content delivery is not only going to educate and entertain your 
audience, it’s also going to attract search engines to you! I can’t say that 
enough. SEO rules!

• Accept payments online. Your clients will love being able to purchase and 
schedule coaching sessions with you, day or night. 
 
Integrate technologies like Stripe, Venmo or PayPal to automatically collect 
payment from new clients for your products and services. This is a required 
component of your site when offering downloadable content like books or 
training programs. These payment options keep your store up and running 
24/7. 

• Streamline business processes. Create backend client portals for easy 
reoccurring billing, secure logins that provide access to downloadable/template 
client forms, and even customer support.
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All of this 24-7, without you being at the computer… plus you can:

• Discover and access prospective clients from any location in the world, 
essentially removing any restrictions from your service range 

• Connect with your audience instantly and in an environmentally-friendly way

• Warm up those leads, so when they call they are ready to buy from you once 
they meet you

 
PLUS… Even if your plan is to network, speak or do other in-person forms of 
marketing, just about everyone you meet will go straight back to their office or home 
and look you up online. Don’t find yourself on the receiving end of someone taking 
your business card, giving it a quick glance then saying, “You don’t have a website?! 
Wow… even my gardener has a website.” 

Getting started 
Are you ready to create your magnetic, finely-tuned website? One that will become 
your primary marketing tool? 

Let’s do this!

WARNING… the actual process of building your site will help you get even more 
clear on many aspects of your business. That is one of my favorite benefits of web 
design and development: it’s guaranteed to pull your business together!

I’d like to highlight a distinction here: we are focused on designing and creating 
your first website! One of the biggest mistakes I see newer coaches make is they 
get sold on a bunch of bells and whistles they don’t need. Unless you’ve got money 
to blow, I recommend you start basic and upscale your site on an as-needed basis. 
Your website isn’t going to bring you crowds of people on its own – at least initially. 

Ok! We are finally ready to get down to your startup to-do list. 
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Getting Started
Are you ready to create your magnetic, finely-tuned website? One that will become 
your primary marketing tool? 

Let’s do this!

WARNING… the actual process of building your site will help you get even more 
clear on many aspects of your business. That is one of my favorite benefits of web 
design and development: it’s guaranteed to pull your business together!

I’d like to highlight a distinction here: we are focused on designing and creating 
your first website! One of the biggest mistakes I see newer coaches make is they 
get sold on a bunch of bells and whistles they don’t need. Unless you’ve got money 
to blow, I recommend you start basic and upscale your site on an as-needed basis. 
Your website isn’t going to bring you crowds of people on its own – at least initially. 

Ok! We are finally ready to get down to your startup to-do list. 

Step 1: Register Your Domain Name and Find Hosting
Before we get started, a quick point of clarification on the difference between 
domain registration and hosting:

• Domain registration – A service that allows you to create a name and 
corresponding web address; registering a domain name allows only you to use 
that address

• Hosting – A service that allows you to publish content in the form of a blog or 
website to the Internet

It all begins with a name. If you don’t have the perfect business name figured out, 
aren’t certain who you are marketing to, or exactly what you’ll selling, use your 
own name as your business and domain name starting out. For example: www.
yourname.com or www.yournamecoaching.com.

You can always change your domain later. As you build your business, you can also 
diversify by adding subsidiaries. My parent brand is www.coachtrainingworld.com, 
but I also have www.feroshia.com where I sell programs and digital products like 
Digital Fame, Digital Gold and Digital Dollar Diva. 

Even though I’ve done it a little in reverse, a smart approach when first starting out 
is to designate your name as the primary brand. Your face then becomes the “face” 
of the company. Underneath that, you have the freedom to extend or enhance your 
services with add-on products and programs each branded with their own name.  

One of the most popular places to grab a domain name is GoDaddy. The reason is 
they’re essentially a one-stop-shop. However, GoDaddy can get a little pricey with 
discounts that only apply to the first year of a subscription or “new” purchase. 
These discounts won’t apply when you have to renew your domain or hosting service 
annually. 
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That’s why I love www.siteground.com. There you can host your website and get a 
domain name. They’ve also been fair and transparent with their pricing up to this 
point!

 
 

You’ll quickly see I’m a big fan of using WordPress for the many benefits you can 
realize down the line. But I’ll let you decide which option is best for you!

Alternatives include:

• Domain.com – Domain registrar that also offers hosting and tools geared toward 
small business

• Hostinger – One of the most cost-effective domain registration services around

• Bluehost – Tailored to those just getting started online

• HostGator – Offers hosting in competitive packages that include domain 
registration

• Google Domains – Reportedly offers a level of privacy others charge for

Step 2: Choose Your Website Builder
There are countless options for creating your first website. But as a solopreneur, 
you want something that’s cost-effective and easy to maintain. With these 
considerations in mind, I’d look to one of three popular services: Wix, WordPress 
and Squarespace. 

There are pros and cons to each, with tools geared toward different types of people 
in terms of how confident they feel with technology. Here’s a quick summary of the 
pros and cons for each.

• Wix. If you are absolutely technophobic, go with Wix until you can afford a web 
designer/programmer. The Wix platform features drag-and-drop templates that 
allow even the most tech-timid business owners to design esthetically pleasing 
websites in little more than an afternoon.  
 
Wix is super user-friendly, allows you to integrate with your email service 
provider, and offers a scheduling tool and lots of other time-saving features. 
Rated high for overall value as well as the help and support provided, Wix is 
popular for its ease of use. 
 
The drawback is you are restricted to using Wix templates. This should work for 
your first site, but if you want to create something on your own from scratch, 
you may feel frustrated or boxed-in by the templates. It’s also not ideal for 
adding features such as your own digital courses and selling memberships. 
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Additionally, Wix branded ads show up on your website without a premium 
“Combo” or “Unlimited” plan. This can detract from the professionalism of your 
site, while distracting from your message. And finally, of the three mentioned here, 
transferring your site to another service is reportedly difficult in comparison.

• WordPress. One of the most popular platforms around, nearly 30% of all sites 
on the web are reportedly created with WordPress. It’s free and open source, 
giving you maximum control over the look and functionality of the site. The 
platform also offers drag-and-drop page builders that allow you to construct 
a page in minutes with thousands of themes that are easy to personalize by 
incorporating your own content and branding images.  
 
Its popularity offers further privileges: WordPress is available in dozens of 
languages and can be used to easily create multilingual versions of your site – 
ideal if you plan on appealing to those with a variety of linguistic backgrounds. 
Plus, if you intend to use search engine optimization (SEO) to grow your site 
traffic, WordPress has plug-ins like Yoast SEO that can be a huge asset.  
 
Another feature I love about WordPress is you can buy a “theme.” This is their 
term for a collection of templates and stylesheets used to define the appearance 
and display of a WordPress powered website. My favorite theme is Divi created 
by Elegant Themes. It streamlines the process of building your website by 
adding features like “What you see is what you get editing” or modules that 
allow you to easily add opt-in forms, photos, blocks of text, and other elements. 
A good theme provides a lot of flexibility with your design and integrations while 
simultaneously simplifying the process. 
 
The downside is WordPress can be a little overwhelming for those without any 
tech savvy. In short, it requires you to manage your own website. This means 
you’ll have to keep up on WordPress updates, as well as all updates for any 
plug-ins you’ve incorporated. Failure to do so can cause the site to function 
incorrectly or possibly even be flagged as dangerous by search engines if a key 
component is out of date.

• Squarespace. Squarespace is another service that excels at package deals. It 
includes enterprise grade infrastructure, allowing you to build and host your 
website all under one roof. By combing these two services, it frees you to simply 
focus on growing your business without having to worry about third-parting 
hosting. Plus, each design automatically includes a unique mobile experience 
reflective of the overall style of your website. This ensures your content will 
have a consistent appearance on any device (critical for cultivating your brand 
recognition). 
 
Like the other two providers, Squarespace offers an extensive library of 
website templates, easily customized with your branded content. You can also 
incorporate multiple templates into a single design to create a look unique 
to you or give subsidiary brands or services their own appearance. Another 
element that simplifies customization is the ability to point anywhere on a 
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page and start typing. This liberates you from some of the boxier templates of other 
builders. Not surprisingly, Squarespace is rated high for design flexibility, notably 
including a curated set of fonts from Google’s font library that allow you to design a 
page without inserting embed codes.

One downside is Squarespace limits the integration of third-party services in 
comparison to other platforms. While they have an ecommerce plan through which 
you can easily manage your products, inventory, orders, coupons, and discounts, 
they only allow Stripe, Apple Pay, and PayPal for payment processing. Another 
con is it tends to be a little more expensive overall than other web builders. This 
is mainly the result of limitations placed on pages and products within lower-tier 
plans. 

As you get your business up and running, you’ll be focused on finding clients and 
done-for-you work. You may not need robust features that allow you to sell courses 
or memberships quite yet. And as I said: you can always redo your site when the 
time is right. For now, it’s more important to get your online presence up without 
spending six months learning how to build a website. The out-of-the-box platforms 
mentioned in this section are ideal for that purpose.

A quick word about security
Security is a primary consideration. To protect your customer’s personal data, look 
for a web hosting provider that provides a secure socket layer (SSL) certificate. This 
technology encrypts all data transferred between the web server and browser. 

It’s worth noting that many of the larger spyware and antivirus platforms block or 
direct users away from any site that does not have a current SSL certificate. Google 
will also flag you if you don’t have this. 

TIP: if you use www.SiteGround.com for hosting, an SSL certificate is included.

Step 3: Identify the Features You’d Like to Integrate into Your Website and 
Setup Free Accounts
We’ve already discussed various ways a website can “work” for you. So before going 
any further, your next step is to decide which functionalities mean the most to you. 
Which function do you need most? Which has the potential to eliminate the most 
stress or free up more of your time? Answering these questions can help you make 
strategic decisions that support what you and your business need most. 

Here is my recommended starter-list:   

• Email Marketing Software 
This tool allows you to collect emails into a database through various forms 
on your website. With this database, you can schedule and send customized 
e-newsletters and automated sales funnel messages to subscribers on your 
mailing list! 
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Getting Started Cont’d
• Mailchimp is one of my favorites as I find it super easy to use. They offer 

fewer templates than competing services, but they’re more attractive and 
tend to be more customizable. Additionally, and arguably most importantly, 
Mailchimp reportedly has a nearly 93% delivery rate. In other words, they’ve 
built a trustworthy platform that gets your email past spam filters. Plus, they 
allow nearly 800 integrations, from social media and website integrations 
to small business tools. A free account provides 12,000 free emails sent to 
a mailing list of up to 2,000 subscribers. Though this free account can be 
somewhat limited, restricting you from using some of the more advanced 
optimizations and metrics tools, it’s still a great option to build up a mailing 
list without paying up front.

• Constant Contact is another popular service. Designed to be “beginner 
friendly,” the platform has a wide range of support available as well as live 
seminars that train you on an extensive range of email marketing topics. 
One unique feature worth mentioning, especially if you plan on offering 
group coaching, workshops or presentations, is Constant Contact’s event 
management software. It allows you to accept payments online and tracks 
registrations for workshop attendees. Comparing delivery, the same study 
conducted for Mailchimp above found Constant Contact campaigns achieved 
71% deliverability – still not too shabby. Their free option provides access to 
the full service, but only for 60 days. After that, you have to sign up for a 
pay plan if you want to keep using the platform. 

• Online Booking Software/Scheduling Tools 
Think of this as a personal assistant that schedules appointments for you. 
Online booking software allows you to select your availability for calls and 
create different appointment types. For example, you might offer free 30-minute 
consultations to prospective clients but also 90-minute coaching sessions.  
 
This tool enables prospective clients to schedule time with you for the type of 
appointment suited to their needs. It also frees you from having to pick up the 
phone or trade emails back and forth. 

• ScheduleOnce is what I’m currently using. It features a clean, 
straightforward design and is one of the easier platforms of this type to 
sit down and start using without much of a learning curve. It also scores 
high among small business users for its ease-of-use, support and overall 
inclusiveness. 
 
There are plenty of additional free platforms out there. Other popular 
choices include Acuity Scheduling and Calendly, both of which offer free 
options. Acuity Scheduling provides a wide range of integrations, including 
QuickBooks and Google Analytics. And Calendly is reportedly one of the 
easiest scheduling tools to embed into your website, but they also limit free 
accounts to only one appointment type. 
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• Shopping Carts & Membership Software 

As a newer coach who is selling either coaching sessions or coaching packages, 
it’s likely you’ll be able to simply start by incorporating a payment button. You’ll 
link it to either Stripe, PayPal or a similar service that securely processes credit 
card payments on your behalf. But if you are ready to go a step further, read on! 
 
A shopping cart such as WooCommerce (Free integration with WordPress) 
is a fabulous option once you start to sell products where you might need to 
include shipping details and state taxes. It’s also great if you plan on offering a 
subscription-based service or payment plan. Once you’ve started creating your 
digital programs, you’ll certainly want to check out membership platforms. 

All that being said: keep it simple so you can focus on getting clients.  

Some the most popular shopping carts for small businesses include:

• WooCommerce – free; integrates with WordPress

• Shopify – easy setup; advanced marketing tools

• Magento – deluxe search engine optimization; customizable security options

If you’re planning on creating books, programs and other products, one of the 
above services will be essential to your business. If you’re only planning on offering 
coaching services for now, you may be able to collect payment through your online 
booking software or simply add a PayPal button to your site. 

Step 4: Create a Site Map
Your first website only needs a few key pages. A sitemap helps keep you focused on 
this goal. 

Sitemaps are a visual representation of your site. Think of them like a flowchart. 
They organize the layout and path you want customers to follow. In other words: 
which pages would you prefer your visitors click on first? What should they click 
on next? What steps should they follow to move from your homepage to click 
“purchase” on your sales page? 

Here is a basic example to get you started. You’ll deviate from this and expand it as 
you grow. But for our immediate purposes, start by organizing your site around this 
format.
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Site Map Template

 Site Map Template 

 

 

Index

About You Services

Sales Page

Blog
Podcast
Video

Contact

Booking Form
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Index Page
This is your front or home page. Think of your index page as the doorway with a 
welcome mat. For most visitors to your site, this will be the first page they see. That 
means you need to decide exactly what you want them to feel and do on this page. 
More than likely, you want visitors to feel like they are in the “right place to get 
their needs met.” From there, you invite them to walk through one to three different 
doorways that lead them deeper into your website depending on their needs.

Your index page should contain the following:

• Compelling Copy: The style and content of your copy should help visitors 
decide whether they are in the right place and, if so, what their next step is. Less 
is more. This means your front page isn’t about giving them all the details, but a 
combination of the right details and direction to continue forward into the site. 

• Graphics/Visuals: While some people feel comfortable using a photo of 
themselves on the front page, others prefer stock imagery. If you use stock 
imagery, be sure the images you select are relevant and contribute to the story 
you want to tell. 

• Opt-In for Freebie: Another way to connect with your ideal clients is by offering 
a freebie such as a downloadable case study, questionnaire, or tool that helps 
get them started with the coaching process. This freebie should be displayed 
prominently and speak directly to a specific need! Down the road, you may 
decide to add opt-in forms elsewhere on your site either as exit pop-ups or 
embedded forms. But having it on the home page is always a strong choice.  
 
Your opt-in box is a key element to building your list. In exchange for your 
freebie, you can collect emails from those who are interested in your services 
and add them to your email marketing database. 

• Call-to-Action: When your ideal clients reach your site, you need to tell them 
what to do. And it needs to be explicit. Do you want them to click on “Schedule 
a Call”? Do you want them to read your “About” page so they know more about 
you? The strategy behind your call-to-action is determined by the overall design 
of your sales funnel and the particulars of your audience. So it’s important to 
map those things out. 
 
A call-to-action is also most effective when delivered more than once. Give those 
who don’t like reading a chance to click through to purchase up front (after 
the first few paragraphs), then again about halfway down, and absolutely at 
the bottom of each page. The last line of your copy should read something like: 
“Click here to…” or “Call now and…” or “Book your session here by…”
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Index Page Cont’d 
But sometimes, especially when selling future outcomes, people need more 
information. Typically, the costlier the product or service, the more information is 
required for someone to make a purchase decision. You may want to direct them to 
more information regarding your services, educating them on your qualifications 
and experience. For example, a visitor to your home page may read your sales 
message but need to know more about how you can help them (which would be a lot 
to push right up front). Consider linking them inward to a case study or story that 
exemplifies your contribution to a successful outcome.

And what if you’re not the coach for them? It happens. If someone visits your site 
and is not an ideal customer, you actually want them to leave the site. Use your site 
to pre-qualify your leads! This is where all the homework you’ve been doing on your 
ideal client comes in.
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Index Page Sample 

Hello Bar                    –                  CTA Free Consult 
 

Logo – Navigation Bar 
 

 
Header Graphic with compelling image and captivating 

tagline 
 

 
Freebie & Opt-In Box 

 
Welcome Mat Copy – “You’re in the right place” 

 
 

Killer Client Testimonial 
 
 

Why now?  
Address their journey to this moment, and what it’s costing them to not act 

 
 

Image/Background with Call Out: Emphasize their “need” 
 
 

CTA: Intro Workshop/Webinar/Etc. 
 
 

Image/Background with Call Out: Emphasizing Your Uniqueness 
 
 

Why you? 
Introduce Yourself (Highlights) link to read more and a link to services 

 
 

CTA: Free Consult 
(Freebie?) 

 
 

Blog Article or Case Study 
 

 
Blog Article or Case Study 

 

 
Blog Article or Case Study 

Footer 
Recap important links 

Privacy, Terms of Use, etc. 
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Additional Pages

About Page
Think of this page as a digital coffee date. You want your clients to get to know the 
basics of who you are in a way that is true to your brand. Don’t feel pressure to add 
every detail about your life here. If you completed your Tipping Point Story, your 
About page is the perfect home for it!

Services Page
Initially, this page will be used to describe your offerings. Later on, you can replace 
it with a true sales page designed to position your offer and convert clients. We’ll 
talk more about sales pages later – they require an entire standalone course in their 
own right!

For now, leverage those “Results-Based” Package Names and detail the benefits and 
features of each on this page. If you are using WordPress, you can do this with a 
quick pricing table. This is a handy feature that looks like a comparison chart. 

Blog/Video/Podcast Page
Everyone online should have one main content-producing activity: blogging, 
creating videos, or podcasting. When you choose which main activity you’d like to 
focus on, you can pull content from those pieces and create videos, posts or articles. 

For example, writing a blog helps search engines find your site, cataloging topics 
and keywords each time you post a new article. Coaches who like to podcast include 
podcast notes or a transcript of the episode as written content for the same reason. 
These are more advanced concepts. For now, just know you need a dedicated page 
that serves as your main content source. 

Contact Page
This is a pretty simple concept: you want visitors to be able to reach you! Use a 
contact form on your site for this as opposed to publicly posting your email. There 
are two reasons for this:

1.  You’ll prevent spammers from lifting your email information and bombarding you 
with everything from unwanted goods and services to phishing and spyware

2.  You’ll collect more details about your prospect’s inquiry when you control the 
fields in the form

A good contact form should request name, email, a message about what they need 
help with, and where they heard about you. Some say the less information you 
request, the higher the response rate. But it varies with each offering. Stop and 
think to yourself: how much information would you want to take the time to give 
someone you thought might be able to help you with a problem you were dealing 
with? Let that be your guide. But in general, the more you can collect, the better. 
Talk about marketing research – and it’s free!
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Note: If you are using Wix, there is a form feature included in your site. If you are 
using WordPress, you’ll have a contact form that will send an email to you and your 
inquirer. 

Another good item to include here is an integrated booking form. Why force 
someone to call if they’re ready to go? If you’re using Wix, you can integrate a 
third-party scheduling tool such as ScheduleOnce. With WordPress, you can use 
ScheduleOnce or find free or low-cost plugins to use for a comparable booking app.

And finally, if you have a physical office, you may want to include a map (usually 
interactive through Google maps) or at the very least a screenshot of the same. This 
shows people where you’re located and usually accompanies your business hours.
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Your Next Steps
This course is all about building the infrastructure and basic website integrations. 
Use this checklist to get yourself prepared for the “Done with You” Labs. 

• Choose & Register Your Domain Name

• Decide on Your Website Platform:

• Get Web Hosting with SSL or choose Wix/Squarespace or similar

• Create Your Site Map (Or use the one provided) 

If you are using Wix/SquareSpace

• Use the Site Map to build out the architecture of the pages on your web platform 

If you are using WordPress

• Choose/Purchase Your Website Theme (Divi)

• Install Your Website Theme/Builder into WordPress (Watch the How to Video)

• Use the Site Map to build out the architecture of the pages 
 
If you get stuck… MOVE ON TO THE NEXT STEP  
(Our upcoming Tech Lab is where you can get help!) 

Gather/Create Your Content (This is most important)

• Logo or Logotype

• Write copy content for each page

• Gather testimonials with a photo

• Purchase photos/background images for each page or download previews so 
you can see if they’ll work

• Create or source other design elements as per your brand style guide

• If you have a video you want to embed have the link ready and uploaded to 
YouTube or Vimeo 

Sign-up for a (This is important if you want to know how to add to your site)

• Mail Service Provider (MailChimp)

• Booking Software (ScheduleOnce or similar)

• PayPal and/or Stripe

• Come prepared to the lab to learn how to use WordPress to build a site and 
integrate in your email and booking software!


