
 
 
Get More Leads and Customers with This Website 
Change
 
If you look online for reasons why websites lose customers or fail to acquire new 
customers you’ll find pricing, poor descriptions of products, website functionality, 
navigation, bad shipping information, and basically poor user experience as some of the 
reasons. 
 
If you look for reasons why visitors leave websites you’ll find the following: Site takes 
too long to load, site has poor usability, site is hard to read, site contains low quality 
content, site has typos and errors, images are blurry, site has annoying music. On and 
on, many different reasons are noted for why visitors leave your website. 
 
At first glance these things seem to make sense. Do a Google search and the above 
reasons are mostly what you’ll find. In fact on many different sites the exact same 
reasons are noted.  However, you will not find what I believe is the top reason that 
people leave your website.
 
The #1 Reason potential customers leave your website:
 
“The biggest reason people leave your website, more than any other reason, 
is that your website is not offering them anything. There’s simply no reason to 
stay.”
 
This seemingly simple observation can make a huge difference for a business if 
handled properly. Think about it for a moment! Would you be willing to spend more 
time on a website and even become a customer simply because the website was nice 
looking, was easy to use, or it even offered good pricing on the products or services it 
sold, but you were really not interested in what’s in it for you? 
 
This goes deeper into the way a website is presented and the website copy is written. It 
should be all about your visitor. Certainly it’s important to let the visitor know about your 
business, but the visitor is only interested in how that business relates to him or her. 
 
In a way this seems to go against normal thinking when creating a website. The 
common thought is that you create a website that tells the visitor all about the business. 
This is fine if you want your visitors to know all about your business, but do not care if 
they become a customer. 
 
Tell your visitors about your business only as much as is necessary to give them 
confidence in your business. But don’t forget!
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If you want to create customers from your website visitors rather than having them leave 
without contacting you or making a purchase, make your website all about them. 
 
Keep in mind: “What is in it for your customer?” 
 
Website Page Content
A website is a vehicle of communication between you and your individual visitors. Think 
of it as a one to one method of communication rather than a one to many method. Each 
visitor to your website is looking for something specific. If your website provides nothing 
about what they are looking for they will leave. If it provides many different things rather 
than one specific thing they will leave. Even if what they are looking for is one that page 
they are less likely to stay if it is mixed in with other things. This is probably the single 
most important insight into creating a website that will engage your visitor and get them 
to buy or contact you. Of course visitors that arrive may differ in what they are looking 
for. As a result, each page of a website must be designed for the needs and desires of 
the desired visitor. Each page should then be optimized and targeted with traffic that 
matches the page content.
 
For more information about Internet Marketing and maximizing opportunities on the 
Internet please visit us at www.databae.com.
 
 
 
Jeff Meland
Owner, Databae Systems
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