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Using Your Website as a Business Tool 

Everyone knows you can make money online. 

There is an endless stream of articles that will tell you “20 easy things to rake in $10,000 a 

month.” 

The truth is: that sort of instant win doesn’t exist. Not for small businesses trying to drive online 

sales and not for major enterprises serving millions of customers. 

Generating revenue from your business takes effort, and you also need the right tools to make it 

happen. But the most often overlooked business tool in your arsenal is: your website. 

Many business owners think of their website as a digital brochure. It tells people your who, what, 

where and when, but beyond that doesn’t serve much purpose. 

In reality, your business website is a tool like any other – but it’s going to be up to you to extract 

its value. 

In this book, we’ve collected 6 ways you can get the most out of your business website, and get 

your web traffic working for you. 

Some of them will take time to have an effect, but can ultimately create a situation where you 

can make better business decisions on everything from who your customers are to what 

products you should be making next. 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About Us 

Enginess is a Toronto-based digital consultancy. We shape strategies for business processes 

and deliver solutions that enhance customer experience, improve efficiencies, generate new 

market opportunities, and redefine value creation for industries. 

Think we might be able to help you? Get in touch.  

@enginessio

@enginess

@enginessio

https://enginess.io/contactus
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1. Build an Accurate Buyer Profile 

One of the most important things for any business is to know who your audience is. 

And most businesses will have a good answer to that question. But for B2B businesses in 

particular, who the audience is and who the buyer is are often different. 

A simple B2C example is kids cereal. The audience is kids. But the buyers are actually the 

parents. That’s why cereals like Cheerios advertise their high-fibre content on the front of the 

box – it’s for the buyers, not for the audience. 

For B2B businesses, this challenge is even greater because they’re selling at an organizational 

level. 

For instance, let’s say you make industrial microwaves for large kitchens. Your audience might 

be a kitchen manager or a culinary expert, but your buyer is likely a procurement officer or a 

spending committee. 

The challenge is oftentimes, the buyer is obscured – companies don’t know who they’re pitching 

to. 

How your website can help 
A website can help in two key ways. 

First, it gives companies an opportunity to see at an organizational level who is viewing their 

content and engaging with their site. 

Using analytics tools provided by Google (and even Facebook and Linkedin), website owners 

can analyze what types of people are viewing specific sections of their website. 



 6

6 Ways to Better Use Your 
Website as a Business Tool

 The Enterprise. Futured.

 

You can uncover insightful details about the audiences that matter most to you –  things like 

what gender, age group and buyer profiles visit products pages compared to those that actually 

convert. 

With these free analytics tools implemented on their websites, organizations can quickly see 

who’s actually paying for their purchases, and begin to tweak their tactics accordingly. 

Second, it gives organizations a platform to pitch buyers rather than users, with dedicated 

content and sales enablement tools specific to that audience. 
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2. Extract Consumer Insights About Your 
Products 

For manufactured goods and CPGs, an important source of revenue is new products. New 

products are responsible for around 30% of revenue for most organizations. It’s an essential 

revenue stream, and yet the failure rate of new products is astronomical. 

What this means is: 

• Organizations have to bring new products to market effectively to maximize this critical 

revenue stream. 

• Organizations consistently fail to find a market for said new products. 

How your website can help 
A website can help by giving businesses insights into what current products and lines people 

are interested in. 
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By looking at browsing data (and accounting for things like promotional efforts, etc.) 

businesses can begin to see what products people like and don’t like. 

What’s more, this can be combined with comments, questions, and reviews to understand where 

there might be a hole in the market or what features/functions need to be included in the next 

product or version. 

For instance, if a company making fridges is seeing a significant amount of traction on their 

expensive smart fridges but then their traffic drifts back to lower-priced products, they might 

conclude there’s a hole in the market for a low-cost smart fridge. 
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3. Build Strategic Partnerships 

Strategic partnerships are when organizations work together in such a way that both get a slice 

of the revenue pie. For B2B companies, these are an often-overlooked revenue channel. 

Depending on the industry, this might manifest itself as affiliate/referral agreements, where the 

partner gets a cut from the final sale or a fee for every successful lead they drive. 

It could also be a partnership with consultants or experts to recommend or implement your 

solution (common in software) or a partnership at a product/service level, where each partner 

helps build a better combo product (e.g. SubZero fridges being installed in fancy limos). 

How your website can help 
A website can help you build strategic partnerships in a few ways. 

First, at a business level, partnerships get you outside your own bubble, and a website is a 

critical asset to make that happen.   

If you build out unique partner pages targeting specific audiences, you make it clear you’re 

looking for organizations to connect with. And using an integrated registration process on your 

website will allow you to automatically capture interested partner prospects. 

Second, affiliates and referrals rely on cookies to track the sales they originated. But affiliate 

partners also want to see how they are performing day-to-day without needing to contact a rep 

for a report. 

To meet this need, you can create a private section of your website for your partners to log-in 

and access all their partner data. This won’t just make their lives easier – it will also free up your 

staff’s time. 
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A website makes forming strategic partnerships feasible at scale for businesses and can open 

up new audiences to your product. 
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4. Streamline Your Operational Processes 

Most businesses have processes that rely on paperwork, emails or PDFs. From your website 

contact forms to customer support and even internal employee tasks, most businesses are 

saddled with administrative tasks that can be improved with digital technology. 

And your website is the perfect platform to streamline those processes. 

How your website can help 
If you’re collecting information from external sources, a form on your website can collect the 

data you need from your users. Rather than just having that information sent to an admin 

person by email, through an integration point you can direct it straight into the system where you 

want it to be used. 

 

For instance, does the person registering need to be added to a specific list in your email service 

provider, and an email automation program 

kicked off? Leveraging either a direct integration, 

or a third-party service like Zapier, this can be 

done automatically, without ever involving 

administrative personnel. 

Basically, if you have a repetitive process that 

consumes significant administrative time, 

chances are it can be automated. And your 

website offers the foundation to create those 

new processes.  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5. Uncover Customer Pain Points 

We mentioned comments and forums earlier, but user-generated content deserves more 

attention. 

User-generated content (UGC), including forums, comments, reviews, and more is any content 

generated by, well, users.  

It generally applies to two areas: the ones we just mentioned, or direct UGC, and social media 

commentary around, about, or on a specific brand/product (indirect/social UGC). 

For businesses, this is a goldmine in many ways – if they can leverage it effectively:  

• It gives insights into new product innovation and market demand 

• It informs companies early about problems with existing lines 

• It’s an easy way to collect feature requests or requirements 

• It shines a light on where an organization’s customer experience is failing. 

How a website can help 
Generating UGC isn’t something a company can force. It can, however, provide the platform that 

makes it simple for users to provide feedback.  

Amazon, for instance, makes it extremely easy to leave reviews, while many software platforms 

(like WordPress) have a large user-generated forums, where tech questions are answered either 

user-to-user or via a moderator. 

The specific container or avenue that you create will depend on what you’re hoping to achieve 

and, what works for your product. 
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Reviews work great for products and goods (Amazon) and forums work well for software and 

tech (WordPress). 

Other options, like giving users the opportunity to ask questions about specific products or 

services, can give you a good idea of how to increase online conversions.  

For non-ecommerce businesses, it can give you ideas for what needs to be in your FAQ to drive 

inbound leads. 
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6. Drive Inexpensive Leads 

A persistent problem that businesses run into as they grow is the rising cost of leads. Once the 

low-hanging fruit is plucked, they have to work harder and harder to find new customers to buy 

their products. 

At one end of the spectrum, you have something like a new startup with a completely new 

product. Their leads early on are relatively inexpensive.  

At the other end, you have someone like Coca-Cola. They’ve saturated the market to such a 

degree that each new customer is the result of a combined millions in advertising. 

Most businesses are somewhere in the middle, and growing businesses slide inexorably 

towards the Coke end. 

There are many ways to solve this problem, but one of the most popular is inbound marketing.  

Inbound marketing, occasionally used interchangeably with content marketing, is when you 

bring people to you rather than a traditional “outbound” sales process (e.g. cold-calling).  

Instead of spending money reaching out to people, you build assets that solve people’s 

problems so they come to you and eventually signal to you: “yes, I’d like to buy.” 
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Inbound marketing, and specifically content marketing, usually leads to a lower cost per lead 

over time:  

• Content, unlike an ad, will generate content slowly over a long period 

• The cost of content is completely front-loaded, so the longer its used to generate leads, the 

more cost-effective it becomes. 

• There’s little to no media costs. 

• Content can be created internally for a relatively low cost. 



 16

6 Ways to Better Use Your 
Website as a Business Tool

 The Enterprise. Futured.

How your website can help 
A website and content management system (CMS) give organizations the platform they need to 

host their content and drive, optimize, and convert leads. Without a CMS-powered website, 

inbound marketing can’t really happen. 

But beyond just hosting a blog or a resource library, a website can be turned into a powerful lead 

gen tool:  

• Micro-conversions can capture leads at every stage of the purchasing journey 

• Leads can be nurtured over time with marketing automation tools 

• Content can be refined over time based on user needs and wants 

• New audiences can be reached with SEO optimization on existing content or guest posting on 

other websites.  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Final Thoughts 

There you have it – 6 ways your site can help you grow your business into a profit-generating 

machine.  

And of course, these are just the start. There are hundreds of ways you can use your site as a 

tool to improve outcomes, know your audience, streamline product delivery, and more. 

These 6 ways are just the start. 

We hope you’ve enjoyed this guide, and that it equips you with 
valuable information you as you embark on your digital 

transformation journey. 

If you want to speak about your project, we would be glad to help in 
any way we can. 

Contact us: 
Mike Phillips 

t: 416 346 1684 
e: mphillips@enginess.io
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