
 
 

 



 
 

 

 

 

 

What is the purpose of your website? 

 

As you work on the content and structure of your website, you want to keep in mind 

the primary goals for your website. While this may vary depending on where you’re 

at in your business, for most coaches your primary goals are: 

 Building your list. 

 Getting website visitors to become paying clients.  If you want more 

private coaching clients, you’ll want to get people to schedule an initial 

consultation with you. If you don’t want more private coaching clients, your second 

goal may be for them to purchase a lower-priced product or home study program. 

Simplify your site and focus on getting visitors to take the two actions above. 

Having a website with a simple, straightforward structure will allow you to more 

effectively guide your website visitors on the path you’d like them to take. 

 

Think of your website as a simple roadmap with just a few options of where to go, 

when to stop, and when to make the next turn. 

Avoid having your website become a maze, where your website visitors get lost or 

off-track from taking the key steps you’d like them to take. 

 

Each page of your website should have one step you want people to take and it 

should be clear what that step is. 

 



 
 

 

ACTION STEP: Determine the primary goal for your website. Is it to get people to 

get people to call you for a consultation or to build your list? 

 

What should be included in your main navigation? 

I recommend you have the following in your navigation: 

 Home 

 Start here 

 About 

 Work with me 

 Success Stories  

 Blog  

 Contact 

 

While this is a great place to start when mapping out your website, I am not 

suggesting that this exact structure is perfect for every health coach. 

 

How to effectively structure your website depends upon where you’re at in your 

business, your specific goals for your business, the amount of traffic you are 

generating and your offerings. 

 

The key, no matter where you’re at with your business, is to keep it simple and have 

as few pages as possible. This is so you can keep visitors focused on the goals 

outlined above. 

 

Remove drop downs from your main navigation. (A drop down is when you hover 

over, or click, one of the links in your main navigation and you are then given a set 

of additional pages to choose from.) When you include drop downs, you’re giving 

people too many options. And when people have too many options they get 

overwhelmed and confused.  We want people to breathe a sigh of relief when they 

come to your site, and this means keeping things simple. 
 

I also suggest that you remove any non-essential pages such as “My approach” or 

“My training.” Items like this can easily be covered in an “About” page. 

 

  



 
 

 
 

 

ACTION STEP: Determine what pages you want to have on your website and in 

your main navigation. 

 
 

What should be included on your home page? 

While most of you will want to use your website to build your list AND get people to 

schedule initial consultations with you, consider which of these actions is the biggest 

priority for you. 

If your #1 priority is getting people to join your list, then you’ll want to prominently 

promote a free gift on your home page. The free gift should be something that is 

attractive to your ideal clients. Think about their major pain point and a simple, yet 

effective strategy, tool, or resource that is easy for them to implement and will get 

them quick results. 

If your #1 priority is getting people to schedule a consultation with you, then you’ll 

want to prominently promote this on your home page. You can then dedicate a 

smaller amount of space to promoting your free gift less prominently on the page. 

I’m going to share four effective home page formats.    

When you review the formats, you’ll notice that they don’t have a sidebar. (A 

sidebar is a smaller column that is often seen on the right-hand side of a web page.) 

I don’t recommend including a sidebar on your home page. In fact, I only 

recommend you include a sidebar on your blog page.   

My favorite formats are #2 and #4 below. 

 

 

 

 

 

 

 



 
 

 

 

 

Home Page Option #1 

This option is short and sweet and focuses on promoting your free gift or your free 

consultation.   

 

List building site (1a)         “Call me” site (1b) 

  

 

 

Here’s a real-life example of home page option #1: 

 

 

 



 
 

 

 

Home Page Option #2 

This home page option is similar to #1 above, but it includes 3 short (one-sentence) 

testimonials. Including testimonials builds credibility and speaks directly to the main 

ways you help people. 

 

List Building site (2a)       “Call me” site (2b)

  

 

Here’s a real-life example of home page option #2. 

 

 



 
 

 

Home Page Option #3 

 

List Building site (3a)       “Call me” site (3b)

  

 

Here’s a real-life example of home page option #3. 

 

 

 

 



 
 

As you can see, with home page option #3, there are two “boxes” under the free 

gift/free consultation promotion.   You can have two or three “boxes” going across 

the page. 

 

Here are a few options for these boxes: 

 

 

Use a pull marketing question based on what you most often hear from clients. 

An example of a pull marketing question is, “Have you found it more difficult to 

lose weight in your 40s and 50s?”  

 Then text that says “Start here.” When they click through, they will get to the “Start 

here” page that promotes your initial consultation. If you don’t want more private 

coaching clients, this box might lead to a sales page for a lower-priced product 

or home study program. 

 

 

 

 

Use a pull marketing question based something else you frequently hear and 

work or with clients. This will then link to what’s called a “Resource page.” On the 

Resource page, you can have one article (just like a blog post) with valuable 

content on the topic, or you have links to 3-5 blog posts you have written on the 

topic. This will show that you are an expert in an area your audience really cares 

about and will highlight your expertise.  If you are looking for more private 

coaching clients, include an invitation for an initial consultation at the bottom of 

the “resource” page. If you want to focus on list building, add an opt-in box on 

this “resource” page. 

 

 

 

Use a pull marketing question based something else you frequently hear and  

work on with clients. Then, include text promoting a free opt-in gift. Have this link 

to a pop-up which promotes the free opt-in gift and includes a place where they 

can opt-in by entering their name and email.  This typically would promote a 

different free opt-in gift than the main one you’re  promoting higher-up on the 

page. 

 

 

 

 

Promote an upcoming event, program, or workshop. This can change based 

on your current offerings.  When visitors click through, they will get to a 

registration, sales, or events page (depending on what you’re promoting). 

 

  



 
 

 

 

 

You can also choose to have a short (one-sentence) powerful testimonial appear on 

this home page format. 

 

 

 

Home Page Option #4 

This home page option is similar to #3 above, but it includes 3 short (one-sentence) 

testimonials. Including testimonials builds credibility and speaks directly to the main 

ways you help people. 

 

List Building site (4a)       “Call me” site (4b) 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

ACTION STEP:  Select one of the above home page formats and draft your copy for your 

Home Page. If you want changes made to one of these home page formats, we can do that 

too.   

 

 

 

 What should be included on your Start here page?       

As their coach, guide and motivate them to take this first step. 

On the “Start here” page you will want to… 

 

 First, connect with the pain they are experiencing and their goals. 



 
 

 Then, share that there is a solution and that you can help. This is where you can 

give prospects an overview of the areas in which you support clients. 

 Invite them into a strategy, breakthrough, or get-acquainted session. 

 Share what they will get out of the session. 

 Finally, provide a link where prospects can register for the strategy session. (I 

recommend setting up a TimeTrade calendar and linking directly to that.)  

 

ACTION STEP:  Write your Start here page. 

  

 What should be included on your About page? 

Did you know that the About page is typically the second most visited page? 

 

I was floored when I learned this because for many years I thought the About page 

was fairly insignificant. 

 

Let’s get your About page working for you!  

 

 
 

Make the page about THEM vs. YOU. 

Most people start their About page with their bio.  (When I was a health coach I 

made this mistake.) You can include a bio, but put this further down the page 

and start by speaking to your audience’s concerns. Click here to check out my 

About page and see how I do this. 

 

 

 

Include a “call to action” in the middle of the page 

I already shared that the About page is the second most visited page on most 

sites. Use this to your advantage by including a call to action in the middle of 

the page.  This can be an invitation to sign-up for an initial session with you or 

you can include an opt-in box. 

  

 

 
 

Include Success Stories 

I recommend including 3-4 brief, yet compelling, 1-2 sentence success stories 

that highlight your strengths and the transformation your clients experience as a 

result of working with you. 

 

http://marketingforhealthcoaches.com/about/
http://marketingforhealthcoaches.com/about/


 
 

 

 

 

 

 

 

 

 

End with a Call to Action 

Put your coaching hat on here and lead them. What is it that you want them 

to do next? This can be an invitation to sign-up for an initial session with you 

or you can include another opt-in box. 

 

 

ACTION STEP:  Write your About page. 

 

What should be included on your Work with Me page? 

 

First, think about how much information you should share about your programs and 

services. 
 

Getting this right is critical to having a website that gets people to take action by 

calling or emailing you. 

When you’re planning or tweaking the content of your website, put your coach hat 

on. Start coaching prospective clients the moment they arrive on your site. 

Think like a coach, and guide your prospective clients towards the action that you 

know will get them the best results. 

As a coach, you likely know that if you give your clients many options, they will feel 

overwhelmed and won’t take any action. 

For example, if you tell a client that has been eating a standard American diet that 

they should try to add leafy greens into their diet and give them 10 leafy greens to 

choose from, they will feel overwhelmed, won’t know what to try first, and will likely 

be unable to take any action. 

If instead, you suggest to your client that they start by trying bok choy because of its 

nutrient profile and subtle flavor, they will be clear about their next step and find it 

much easier to take action. 

 

 



 
 

 

How does this apply to your website? 

I am not suggesting that you should only have one coaching program that you 

offer. (Just as you would not suggest that your clients only eat bok choy.) 

What I’m suggesting is that you keep prospective clients out of overwhelm by 

limiting how much information you share with them. 

In most cases, potential clients will want to speak with you before signing up for a 

coaching program.  Give them enough information to peak their interest in 

scheduling an initial consultation with you.  

You can do this by providing an overview of each program, focusing on how each 

program will help the potential client solve their biggest pain points.   

 

 

On the “Work with Me” page you will want to… 

 

 First, connect with what your audience is looking to achieve. Then, share that 

you’re here to help.  

 Include a short invitation to an initial consultation with you, with a button where 

they can schedule online. 

 Then give an overview of your offering(s), focusing on how each program will 

help the potential client solve their biggest pain points.   

 At the end, include another short invitation to  learn more through an initial 

consultation with you. 

 

Feel free to copy the structure of our Work with Us page.  

Click here to check it out.   

 

ACTION STEP:  Write your Work with Me page. 

 

 

How to structure your Success Stories page 

I recommend having a results-oriented headline for each success story with a 

headline that is larger than the rest of the text and in a color that pops. Have each 

success story in its own box, and try to get a photo for each one. Include the 

person’s full name if possible. 

http://marketingforhealthcoaches.com/work-with-us/


 
 

 

Here’s an example of how to structure your success stories: 

 

 “I am now proud to send people to my website  

and I have grown my list and gotten more clients from it.” 

 

 
 

BEFORE 
 

I LOVE my new website.  Amy and her team 

really listened to what I wanted and created a 

fantastic website that really suits me and my 

personality. 

Putting together a website is quite a task, but 

Amy and her team put me at ease and helped 

me step-by-step with the process.  My new 

website is my calling card and has drawn more 

business for me.  I am now proud to send people 

to my website and I have grown my list and 

gotten more clients from it.  One of my clients 

who just signed up for my 6 month program told 

me she loved my website and that she picked 

me partly because of that! 

 
 

AFTER 
 

Working with Marketing for Health Coaches was 

the best decision I have ever made for my 

business.  I would highly recommend doing the 

Dive Deep Strategy Session with Amy. She 

helped me find my message and helped move 

me to the next level of marketing for my 

business. 

Amy is fantastic at her job and knows the ins 

and outs of marketing.  I love the fact that she 

was a fellow health coach and that is why I 

picked her and her group when I went seeking 

support. Amy and her staff are smart, efficient 

and professional. 

I would HIGHLY recommend Amy and her Team 

for all your marketing needs. Working with them 

has been a real game changer for my business. 

 

Abby White, BlissHolisticHealth.com 

 



 
 

 

 

If you are just starting out and don’t yet have any success stories, you can leave this 

page off your website until you have worked with a few clients. One tip to getting 

success stories from clients is to offer to draft something for them.  You can pull from 

emails they’ve sent and conversations you’ve had to craft a before and after 

testimonial.  They’re obviously free to edit the draft when you send it to them. 

 

ACTION STEP:  Write your Success Stories page. 

 

 

How to structure your Blog page 

As mentioned above, this is the one page I recommend include a sidebar. 

Sidebar content: 

 Short Promo for free gift with call-to-action button 

 One powerful and short (one-sentence) testimonial 

 Short About section that leads to About page 

 Popular Posts (with links to 5 of your best posts) 

 Social media icons that link to your social media outlets and/or Facebook 

“like” box (if you are active on social media) 

ACTION STEP:  Write the text that you want to appear on the sidebar of your blog. 

 

Structure of blog posts: 

 Headline 

 Blog content: Make your blog posts about topics your audience asks you 

about and cares about. Pulling from things that come up in client sessions is a 

great way to come up with powerful topics. 

 Call to action driving them to post comments or ask questions below. This 

works particularly well when you ask them to share something specific, related 

to the blog post content. 

 An opt-in box with “Found this helpful? Don’t miss the next one… It’s FREE!”  or  

promote a free opt-in gift that relates somewhat to the blog post. 

 Blog comments  



 
 

 

ACTION STEP:  Write 1-3 blog posts. 

 

 

 

What should be included on your Contact page? 

I recommend you use your Contact page to… 

 Build your list  

 Get people to sign-up for an initial consultation 

Feel free to copy the structure of our Contact page.  

Click here to check it out.   

 

ACTION STEP:  Write your contact page. 

 
 
I’m here to support you with this!   
On the Facebook Group, please share the top 3 tweaks you want to make to your website. 
And, as always, post any questions you have on the Facebook Group.  We’ll also have time for 
Q&A on our call.  

 

 

http://marketingforhealthcoaches.com/contact/

