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Running a company, managing business is a hard endeavour in and of itself. One has to master a 
multitude of disciplines to keep the company afloat. Prudent business owners, managers and C-
level execs hire people with the right skill set to tackle the areas in which they are supposed to be 
better than the person who had hired them in the first place. That way, company leaders can 
focus on the most important aspect – business growth.  

 

 

Growing through website 
Developing a solid website for the company isn’t a simple task, but creating a website that 
helps in growing the business is even more challenging. Every company has its own, unique 
problems; fit-for-all, plug-and-play-style online web builders and plugins are rarely up to the 
task of helping businesses grow. 

Business owners and managers, however, tend to compromise and adapt their requirements 
to whatever is currently available on the market and refrain from spending resources and 
effort on developing what’s best for their companies. This problem, at least in part, is a 
consequence of the absence of the knowledge of available options.  

In this article we will look both into the most obvious ways of how a website can help with 
developing the business and some advanced use cases few leaders are aware of. 

 

 



Why does your business need a website? 
Even today for some entrepreneurs it isn’t obvious that you have to have a website. Surely, 
someone might feel it is yet another impediment, and rightly so, especially when the benefits 
aren’t crystal clear and potential issues – innumerable. In order to make a conscious decision 
of whether or not to employ a certain technology one would have to examine it first, which is 
a demanding task indeed. 

Entrepreneurs don’t have time to dive deep into understanding the phenomena and 
companies rarely have enough resources to justify the employment of someone who knows 
the tech. 

Regardless – there are millions of websites and their numbers are growing strong which is 
nothing short of encouraging. The problem, however, is that the majority of these web apps 
are based on ready-to-use, out-of-the-box, plug-and-play online web builders, plugins and 
themes that have never been designed to solve real, unique business problems. The authors 
(developers) pursued a different goal – to build one product for everyone. 

Fortunately enough some functionality provided by most popular web builders and content 
management systems (like WordPress) are tolerable and capable of satisfying the most basic 
needs of every business. Here is a list of benefits the most basic website can provide your 
business with along with the reasons to have one.  

If you already have a website, skip to the next chapter.  

 

11 reasons why your company needs a website 

1. Additional marketing channel 
Your business website works the same way as the mascot promoter that stands at the 
corner waving your marketing message. Some of these dressed-up promoters might 
evoke a very depressing feeling, but some of them are great at doing their job. Your 
website can be either – depends on what you choose it to be. 
 

2. First-party data 
By leveraging the basic functionality of the contact form your business can start 
gathering first-party data from your visitors – people who are genuinely interested in 
your services or products. Later, you would use this information to stay in touch, 
sending reminders, offers or news. 
 



3. All-year-round, 24/7 availability 
Whether you are on holidays or having a well-deserved nap, your website can do the 
leg work for you – be it to provide information, to send emails, to harvest data, to sell 
or to promote stuff. 
 

4. Differentiation 
It is a perfect way to stand out and show your distinctive personality to your target 
audience. Colors, typefaces, copy, messaging, the look & feel – details big and small can 
help your visitors appreciate your way of doing business. 
 

5. Keeping in touch 
Many websites come with a newsletter functionality that allows business owners to 
send emails to subscribed users on a regular basis. It’s a great feature to stay in touch 
with your prospects or clients and remind about yourself. 
 

6. Increased visibility & presence 
Having more visibility never goes amiss – it is the case for most businesses. The more 
places your company appears in, the more credibility it has, the more trustworthy it 
seems and the more exposure it gets. Some crazy business ideas even go viral because 
they get noticed.  
 

7. Blogging and Vlogging 
Rare, unique content is valuable; most websites have the basic functionality to create 
blog posts and embed video files. If your company has a good copywriter or a bunch of 
creative people, you could attract your target audience through your blog or vlog. In 
addition, this is a perfect way to express your opinion and show your expertise on the 
subject. 
 

8. Better customer service 
It might not seem obvious at first, but a lot of work handled by customer service is to 
provide basic information. The kind of information people can easily get access to 
anytime they want via your website: your location on the map, your office hours, your 
phone numbers, technical support contacts, directory of services and so forth. 
 

9. Building Trust 
This is a serious matter – how likely are you to procure services of the company that 
does not appear trustworthy? Having a decent website adds credibility to the business 
entity. Nowadays people tend go online first to check whether the business is legit. 
 
 



10. Analytics 
There is an easy way to add analytics to your website pages. This is a great tool to 
examine audiences, channels of acquisition, user devices, demographics and a whole 
bunch of other data particularly useful for websites that get substantial traffic. 
 

11. Link with Social Media 
Many businesses rely on social media channels to grow. Your company website can be 
set up to post links to social media pointing at your blog posts or news feed. It can 
work the other way around as well – embed your latest Instagram photos or tweets on 
your website. This is a good way to allow your target audience discover more about 
your business, providing that ultimately you’re not driving the traffic away from your 
website.  

With basics covered, let us look into some obvious ways of how you can use your website to 
grow your business. Items are not prioritized in any way. 

 

 

Simple, obvious ways to grow business 
online 

1. Create and Share content 
Producing valuable content on your website and making it easy for people to share is a 
great way to attract new visitors who could either spread the word further or might 
even become clients. Incorporating the means to copy links, send emails or share on 
social media will have an impact on the growth of your business online. 
 

2. Increase Traffic to Decrease your Marketing costs 
By gradually increasing the traffic to your website and providing a reason for your 
target audience to come back you are decreasing your marketing costs that would have 
otherwise been spent on reacquiring the same people – be it through Social Media 
remarketing or search engine click-bids. Having reduced the costs, you’d be able to 
devote resources to other marketing channels that will help in growing the business. 
 

3. Use online Maps 
The number of people searching for local businesses and products through maps is 
increasing. Creating a business profile on Google or Bing maps, adding a few images, a 



description and link to your website will increase your visibility, online presence and 
will eventually drive some additional traffic. 
 

4. Create a Mobile-friendly Web app 
The number of mobile users is growing; the amount of business transaction on mobile 
devices is increasing as well. To be in the game and even benefit from additional traffic 
search engines are likely to provide, you should invest resources in creating a modern, 
responsive, mobile-friendly web application. Your website will experience both the 
increase in the number of visitors and a decrease in the bounce rate. 
 

5. Craft unique User Experience 
Websites that get a lot of traffic, especially e-commerce web apps, suffer immensely 
from high bounce rates, abandoned carts, drop-offs – all due to templated, clumsy, 
progress impeding UX design. Invest resources to create great user interface (UI) and 
user experience (UX) and, as data suggests, it will pay off. Pages with thought-through, 
personalized user journeys have much higher conversion rates in comparison to 
generic, me-too e-commerce layouts. 
 

6. Prioritize business objectives 
Your company probably doesn’t have unlimited funds – you’d have to compromise and 
sacrifice some things to give resources to other, more important activities. And that’s 
OK. Don’t start a blog unless you are positive it makes sense – you would have to keep 
writing regularly for at least a year to get palpable results. Make payment transactions 
as smooth and as trustworthy as possible if you are selling things online. Insure your 
phone lines are available at all times if your objective is to schedule a call. Focus on the 
most important objectives and set aside all would-ne-nice-to-have ones. 
 

7. Install chat bots 
There is a large variety of chat bots that provide (when done right) a friendlier and 
easier way for your website visitors to achieve their goals. Asking a question and 
getting an answer fast is what everyone loves. Some of these bots provide a chat-like 
interface to respond to incoming messages in real time, saving a lot of time both for 
visitors and your employees. A chat bot is a great opportunity to ask for zero-data from 
the visitor – their email or phone number. It also comes in handy for sending a 
promotional link in a casual sort of way. 
 

8. Optimize your website for search engines 
Search engines will drive visitors to your digital doors regardless of what you do. But 
you can make their lives easier or harder. By making your web pages SEO-friendly you 
allow web crawlers to gather enough information so that the search engine could make 



a better guess at who might be interested in visiting your website. The basic elements 
you’d want to keep in order are: page titles and descriptions, headings, emphasized 
words, working links, proper images, valid sitemap and schema. This year (2021) Google 
is gradually rolling out their new metrics – Core Web Vitals, which would focus on 
User Experience and will effect page rankings (SERP), which, in turn, have a direct 
impact on your business. 
 

9. Get User Feedback 
Ask for user feedback through comments, forms, chats and emails in order to better 
understand your target audience. Improve your offer using this feedback. To grow your 
online presence you have to satisfy the most pressing needs of your core target 
audience. Those stakeholders, who are truly happy with what your company does, will 
help your business grow by spreading the word and coming back for more. 
 

10. Improve website load speed 
The data on this topic is univocal – the faster the website loads, the more visitors it 
gets and the more sales or other business transactions occur. We have published our 
own article on the matter – Why it is important to have a fast website. 

 

For those of you who were prudent enough to act-upon these obvious ways of improvement, 
here is a couple of more advanced business tips that will help your company become 
successful. 

 

Advanced, subtle ways to grow your 
business through website 

. 
1. Develop Conversion strategy 

Examine your most important web pages thoroughly and go through the discovery, 
awareness, doubt, denial, acceptance steps in your visitor’s shoes. Create business 
objectives for each page and AB test your hypothesis. 
 

2. Engage in Conversations 
People love being heard and hate being neglected. Your business needs feedback from 
your customers. Why not create circumstances and conditions that would encourage 

https://awezzom.com/blog/web-development/slow-business-website-speed


your visitors to express their opinions and ask questions on the subject? People who 
care about your products or services are typically the ones who will participate and are 
usually the ones who you’d want to have around.  
 

3. Gather Zero-party data 
Zero-party data is the type of data that visitors of your webpage have shared with your 
business voluntarily, consensually and unambiguously. This type of data is very valuable 
for every business as it allows bridging the gaps between the customer and business. 
Zero-party data can be obtained through contact forms, quizzes, comments, polls and 
creative email campaigns. 
 

4. Split Visitors 
By gathering data on your visitors, subscribers or users, be it through first-party or 
zero-party data, you can deploy a functionality that makes user experience slightly 
different for groups of people. For instance, an online pet store could automatically 
redirect dog owners to the section with dog treats or display more dog related 
products on other pages when the user had provided consent to such personalization. 
It’s a win for the user that translates into a win for the business. 
 

5. Make it better through sharing 
Some products are pretty much worthless unless shared with another person: a fax 
machine works best if you have someone to send a fax to, an email works great when 
you know another email address. It is a challenging task to come up with meaningful 
ways for your visitors to benefit from using your website together with other people, 
but highly rewarding when done right. Anyone using these shareable products feels a 
lot better using it together with someone else. Products like Zoom and Fortnite are 
great examples.  
 

6. Personalize the experience 
Based on zero-data, provided with user consent, your company can create a totally 
different user experience for each individual; you can create what would look like a 
totally different website if you like – the possibilities are limitless. It goes without 
saying that this sort of attention inevitably justifies the price tag of product or service. 
 

7. Crawl for Data 
Create custom crawlers to gather data, necessary to make more prudent business 
decisions. The possibilities of web crawlers and scrapers are vast. You could analyze 
price fluctuations, compare data from multiple sources, accumulate huge data sets of 
products, ratings, reviews, comments and contact details – obtain any publically  
 



available information that would help you attain your business objectives faster and 
more efficiently. 
 

8. Teach AI-chat bots 
There are AI-powered chat bots out there that learn the nuts and bolts of your 
business and will answer the most frequent questions for you. Eventually, you could cut 
down on the number of customer support people, saving you a sackful of money. These 
employees could also attend to other, more pressing business matters. 
 

9. Focus on business objectives 
It might seem trivial, but a lot of times this matter is overlooked. Home and landing 
pages get cluttered with chants of greatness with no regard to the needs, objections or 
goals of the visitor. Take your time to think through what it is that your visitor came 
here for, to this particular page, then figure out how to lead them toward the 
attainment of that goal while simultaneously making sure that most of their arguments 
are addressed. 
  

10. Communicate through Various Channels 
Some visitors prefer to use messengers rather than email, some people prefer to 
respond to text instead of answering the phone call – you can develop various ways of 
reaching your target audiences. You could even sequence the events based on 
responses or triggers. For example, your web app could send an email, track its delivery 
time, then if not opened, send a different variant after a certain period of time, then if 
not opened again send a text message (SMS). 
  

11. Automate mundane Processes 
Every employee has a dreadful list of awfully boring, reoccurring tasks they have to 
contend with on a regular basis. You could automate many repetitive tasks, making 
your employees more productive and happier. All kinds of spreadsheet reports, that are 
the usual source of ennui, could be automated, at least to a degree. As another 
example, handling of the incoming orders can be automated as well – all necessary 
paperwork could be printed out automatically prior to notifying the responsible 
person.  
 

12. Activate Trackers 
Every web page can host a script that tracks user behaviour. It is possible to know how 
long each visitor spends on each page, what they click, where they have scrolled to, etc. 
This is an incredible source of information that could be used to improve user 
experience, increase conversion rates and reach business goals. 
 



13. Qualify Leads 
When you don’t want a specific type of customer to engage with your company, you 
can, e.g., qualify the incoming leads by multiple choice options in forms. Another way of 
qualifying prospects is through the design, aesthetics, the look & feel of your website. 
All of that would implicitly hint at the level of service your company provides inferring 
the price tag. 
 

14. Nurture a Direct connection  
It is great to have a social media marketing strategy in place, but keep in mind that your 
primary objective is to ensure that your company has established a direct connection 
with the target audience. You wouldn’t want to excessively rely on the benevolence of 
social networks to communicate with your most important asset. Your friends and 
followers – they belong to Social media, not you. 
 

15. Implement Notifications 
Create a robust system of notifications that would allow your team to make changes 
and decisions faster. From low in stock SKUs, to back in stock items, to missing data, to 
payment failures, to new subscriptions – anything you want to be notified about 
through your email, text or phone call – it’s all a possibility.  
 

16. Create Marketing Funnels 
Growing companies that have thousands of users can implement custom sales or 
marketing funnels on their web applications to segment their prospects and improve 
on communication, sales and customer service. You can create triggers, events, 
conditions – anything you need to streamline your processes toward efficiency. 
 

17. API everything 
You can setup your web application to fetch data from third-party providers: Google, 
Twitter, Instagram, Salesforce – you name it, and integrate the results into whatever 
tools, reports and spreadsheets your business might require. But you could also create 
your own APIs to share data across your company’s divisions or feed it to external 
services. Access data, extract data, merge data, publish data – “Boil 'em, mash 'em, stick 
'em in a stew” – the sky’s the limit. 

The main argument of an average small business owner is this – these business tips are great, 
but we can’t afford to pay hundreds of thousands of dollars for this kind of advanced software. 
Indeed, there are software companies that charge a lot, but their products are too 
complicated, meant for enterprises and have way too many features that small businesses 
don’t need at all. Small and medium size companies can afford to have custom-made software, 
developed to solve specific business objectives; they just aren’t aware of that. 

https://awezzom.com/blog/web-smm/stop-renting-friends-from-social-media
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Build your own, unique Digital Office 
Implementing these simple and at least some of the advanced steps will set your business on 
the right path of moving your company toward a robust digital office. The earlier you’d start 
adopting and experimenting with new technologies, the more agile your company gets. 

Those business processes that are crucial to the sustainability of your business could get 
enhanced by custom-made digital tools. There is absolutely no need to comply with the 
standard, out-of-the-box solutions that have been created for everyone; your business 
problems are unique to you and deserve a personalized approach. 

 

Does a good, well-designed website increase business? 

Of course it does, providing you have strategies in place to drive traffic to it. No one would just 
type your domain name out of the blue. People are busy with their own lives and problems. 
There has to be a good reason for anyone to show up. Put yourself into your potential 
customer’s shoes. Would you linger on a slow-loading, buggy, revolting website or would you 
rather leave at once and never come back? A well-designed website will make your visitors 
stay a little longer increasing the probability of whatever business objectives you had set to 
occur. 

 

How much of an impact does a website have on business 
growth? 

Depends on the business, of course, but it’s rather easy to calculate. Take a number of clients 
or customers that had made a purchase or a transaction on your website and compare it to 
the total number of visitors to calculate your conversion rates. 

If your business has brick & mortar point of sale, compare the foot traffic to transactions and 
then compare it with your online results. Keep in mind that it is extremely easy for your 
website visitors to leave your digital premises – much easier than leaving the physical ones 
which they had already invested time and effort to get to.  

 

https://awezzom.com/blog/web-ceo/welcome-your-new-office-company-website


Not only do the website transactions drive additional, new types of clients and customers, 
they also enhance the experiences they have across other, physical touch points with your 
business. If these digital experiences suck, the overall image and value of your company 
diminishes. 

 

 

To summarize the above and to provide you with the essentials, here is a list of activities we 
(here at awezzom) consider to be of utmost importance to start growing your business 
online: 

X ideas to grow your business online 
1. Automate repetitive, time-consuming processes 
2. Integrate third party services through API 
3. Gather more Zero-party data 
4. Improve User Experience 
5. Implement Core Web Vitals and basic SEO 
6. Nurture direct connections with your target audience 
7. Develop conversion strategy 
8. Create Marketing Funnels 
9. Activate trackers and analytics 
10. Make your website load faster 
11. Increase traffic to decrease your marketing costs 

 

 

 

  


