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IS YOUR WEBSITE 
DOING ITS JOB? 
Every coaching website has three critical jobs. Sites that do them well become 
client-generating machines, like a sales force on autopilot. Sites that don’t do them 
well—or at all—drive away more business than they attract, costing coaches their 
reputation, their income, and oftentimes their businesses. 
 
Inside this guide, I’ll tell you what those jobs are and exactly how to do them. But 
who am I to help? 
 
My name is Jason Gracia, author, coach, and CEO of SavvyHippo, and for 16 years I 
was lucky enough to work in the field of personal development, building an 
audience of 135,000 subscribers and selling over a million dollars’ worth of my 
books, courses, and coaching. 
 
Now I help coaches just like you grow their own practices…and it all begins with 
your face to the world: your website. 
 
I’m inspired by coaches who help their clients succeed, but sadly most of their sites 
are set up to fail, and it’s simply because they overlook one of their three jobs. In 
the pages ahead, we’ll cover each one and in the process turn your site into a 
platform that generates leads and clients around the clock. 
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JOB #1 
VALUE PROP 
 

The first job of your website is to communicate 
what you do, for whom you do it, and why. This 
is known as your Value Proposition. 
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The moment a new visitor lands on your site, the clock starts 
ticking. Within just three to five seconds, you have to make it 
clear what you do, for whom you do it, and why. In other words, 
you have to communicate your value proposition. 
 
Imagine showing up to a party. As you scan the crowd, you 
realize you don’t know anyone there—you may even be at the 
wrong house. Immediately you look to make a quick exit. It’s no 
different when it comes to a website visitor. 
 
They need to know they’re in the right place, right away, or like a 
confused party goer, they’ll run for the doors. 
 
HOW DO YOU DO IT? 
If you haven’t yet, the first step is to choose a niche (what you 
do) and a target market (for whom you do it). You can’t—and 
shouldn’t—be everything to everyone. If you want to succeed as 
a highly-paid coach, you need to focus in on a segment you can 
expertly serve. 
 

The second step is to write out your value proposition using the 
framework below: 
 

 

I HELP X DO X SO THAT X. 
 
 

The first X is your target market, the second is your niche, and 
the third is your reason for being—what sought-after result do 
you provide? 
 
Example: SavvyHippo helps certified coaches turn their websites into 
client-generating machines so that they can stress less, earn more, 
and make a greater difference with their work. 
 
The final step is communication. Your value proposition should 
be infused into everything you do, from the header of your 
home page to the heart of your about page. (And if you don’t 
already have one, reduce your value proposition to a short 
phrase to form your brand slogan or tagline.) 

YOU’VE GOT 3 SECONDS 

JOB #1 
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JOB #2 
CREDIBILITY 
 

The second job of your website is to make the 
case that you’re the one to do the work 
outlined in your value proposition. 
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Once your ideal visitor knows what you do, the next job of your 
website is to make the case that you’re the one to do it. No 
matter the time or place, human beings are programmed to 
judge how good someone or something is through certain clues 
and triggers around them. 
 
Using the right ones, the right ways, is the difference between 
having a visitor who is ho-hum about you and one that can’t 
possibly wait to work with you. 
 
They need to know, on an emotional and logical level, that you 
are a credible source that knows what they’re doing, that you can 
deliver predictable results, and that you’re in demand. 
 
That all starts with design. We are visual creatures, making snap 
judgements about everything around us based on what we see. 
A website constructed with a specific set of principles of design 
in mind makes a powerful and immediate visual case that you’re 
no amateur—you’re a sought-after pro. 
 

Along with a strategically-designed website, the following 
credibility markers will go a long way in establishing you as an 
authority in your market. 

• Include a graphic banner on your home page of media 
appearances including blogs, podcasts, and news sites 
 

• Include character-based testimonials on your home page and 
results-based testimonials and case studies on your internal pages 
(especially your services page) 
 

• Include credentials and certifications on your about page  
 

• Include your Unfair Advantage (most coaches have one if they 
know where to look) on your home and about pages 
 

• Create pillar content for your blog that demonstrates an expert 
grasp of your topic 
 

• Create a velvet-rope policy by requiring an application for your free 
sessions and paid packages 
 

• Develop a unique, branded coaching method or framework 

WHY YOU? 

JOB #2 
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Let’s take a closer look at one of those techniques: the case study. If you were a SavvyHippo 
client, we’d walk you through the following steps to create a results-based testimonial that not 
only established credibility but also motivated ideal prospects to become ideal clients. 

A Closer Look… 

CLIENT CASE STUDY 

STEP 1: GATHER 
 
Every coaching relationship should begin with 
a clear picture of where your client is starting, 
but if you don’t yet have this information, the 
first step is to reach out to one of your most 
successful clients to collect the details you’ll 
need to paint a before-and-after picture your 
coaching (with permission). 

STEP 2: REVIEW 
 
Once you have all the material you need to 
tell a story of transformation, review the 
desires and objections of your target 
audience: what outcomes do your ideal 
clients want and what ultimately keeps them 
from joining your program? (Both can be 
gathered from online/phone/in-person 
interviews and surveys.) 

STEP 3: WRITE 
 
The final step is to write your case study in a 
way that details where your client started (so 
your prospect can relate), what they wanted 
(which should match your target market’s 
desires), and how they succeeded with your 
help despite their reservations (which should 
match your would-be client’s objections). 
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JOB #3 
CALL TO ACTION 
 

The third job of your website is to offer one of three 
possible next steps, each one matching a different 
level of need and desire. 
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Job #3 

After communicating what you do and why you’re the one to do 
it, your website must offer a next step, otherwise chances are 
good you’ll lose that visitor forever. 
 
But not just any offer will do. It must be the right offer. 
 
Visitors come in three temperatures: hot, warm, and cold. All 
three have the potential to become clients, but they must be 
treated very differently. 
 
Hot visitors are ready to hire. They’re in urgent need of help and 
are ready to start the coaching process as quickly as they can. 
Possible next steps include calling your number, filling out an 
application, or signing up for a program. 
 
Warm visitors have a need, but it’s less immediate. Instead of a 
means to hire you, they need a means to learn more about you 
and your program. Possible next steps include signing up for a 
webinar or applying for a free coaching session. 
 

This likely isn’t news to you. Most coaches understand how to 
handle the first two temperatures. Where the real opportunity 
exists is with the third. 
 
Roughly 90% of new visitors aren’t yet ready to commit to 
applying for a free session, let alone book a coaching package. In 
fact, it takes on average six to eight interactions with a prospect 
before they’re ready to invest. 
 
So without a cold offer, the majority of your audience—and 
future clients—will have nothing to do but leave. 
 
The solution? A low-commitment offer that allows you to get 
those additional touch points until they’re ready to become a 
client. In other words, a lead magnet. 
 
A free piece of content offered in exchange for a visitor’s email 
address, a lead magnet (so named because it attracts your 

MAKE THE RIGHT OFFER 
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ideal prospect—or lead—like a magnet) is the lifeblood of your 
most valuable asset as a coach: your mailing list. 
 
Only with a mailing list can you consistently and predictably 
(looking at you, social media) stay in touch with colder prospects, 
adding value and nurturing the relationship over time until 
they’re ready to make a more serious commitment. 
 
Not only that, but lead magnets also give you the chance to 
deliver results in advance. If you can help a prospect move an 
inch closer to their goals for free, they’ll be ten times more likely 
to hire you for the rest of the journey. 
 
Without question, building your email list with a lead magnet is 
the single most powerful step you can take to grow your 
coaching business. 
 
So, what exactly is a lead magnet? For starters, you’re reading 
one right now. From checklists and cheat sheets to email 

courses and video tutorials, lead magnets come in many shapes 
and sizes. But if you’re new to the lead magnet game, the one-
page cheat sheet is the way to go… 
 
 STEP 1: CHOOSE YOUR PROBLEM 
The first step is to choose a painful problem that your ideal prospect 
is facing right now. If you’re a marriage coach, for instance, losing 
connection with your spouse would be a good problem to tackle. 
 
STEP 2: SOLVE IT QUICKLY 
The second step is to solve a piece of that problem, and fast. This is a 
one-page cheat sheet, so you can’t go into detail, nor should you. At 
this point in the relationship, people aren’t ready for a deep dive. They 
want something quick and easy, so give them solid advice on how to 
take one step forward. Our marriage coach could offer five creative 
date night ideas. 
 
STEP 3: MAKE THE NEXT OFFER 
After delivering the value, make your next offer. This should become 
habit. No matter where your prospect is in the sales process, always 
offer a next step. Our coach could offer additional training, a free 
coaching session, or a paid service. 

Job #3 

MAKE THE RIGHT OFFER 
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SUMMARY 
 

If you want to turn your website into a client-
generating machine, make sure it quickly and 
clearly communicates your value proposition, 
establishes your credibility, and makes an offer 
suitable for each visitor temperature. 
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Would you like us to personally audit your website and tell you 
exactly how to generate more leads, prospects, and clients? If 
you’re a certified coach, you’re in luck. 
 
With our complimentary Certified Coach Website Audit, we’ll review 
your site and return with a complete report of the good, the bad, 
and the ugly. 
 
We’ll also walk you through the audit live on a thirty-minute 
complimentary video call. This is your chance to get expert advice 
on turning your website into a client-generating machine. 
 
Spaces are limited, so if you’re ready to turn your visitors into more 
leads, prospects, and clients, click below to claim your audit now. 

FREE WEBSITE AUDIT 

FREE 

 
 
 
 
 
 
 

• REPORT: You’ll receive a custom audit report 
detailing what your site is going right and what it 
could be doing better 
 

• LIVE CALL: You’ll also get a live, one-on-one call to 
review your report and outline a plan to generate 
more leads and enroll more clients 
 

• MOCKUPS: Finally, your complimentary audit will 
include a home page redesign mockup to reveal 
the potential of your website 

CLAIM YOUR FREE AUDIT 
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https://savvyhippo.com/website-audit/
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