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"Do you have a website?"
that those clients can review after your rep leaves. If you have a customer support
and service aspect to your business, the site should offer online support, such as
frequently asked questions, downloadable documentation, such as instruction
manuals, or the ability to contact your support staff online for immediate support.

It’s a common question during any business-related conversation. It might come
from a prospective client looking for more information about your company, or a
customer who wants additional details about your products. Your website can
serve as your marketing department, customer service and support or an extension
of your sales team in the field. It can serve as both a profit center and a way to
reduce the cost of operating your business. But, this is true only if your site is
effective and properly maintained.

If you’re selling online, the evaluation process should cover several different
areas. Is your online product selection accurate and up-to-date? Are the photos
current and clear and are the product descriptions, pricing and other information
succinct and correct? Is everything clearly organized and can a first-time visitor to
your site find what they are looking for?

Too many companies put a site together and forget about it. They assume that just
having a site online is enough and that it doesn’t need to be maintained. Like any
aspect of your business, your website can always be improved and should be
reviewed periodically to ensure that it’s still achieving its goals and objectives.
This article provides a few guidelines for you to consider.

It’s also important to review the usability of your site. Is the payment process as
quick and easy as possible and are your terms and conditions understandable by a
typical consumer? Compare how your site functions to both your competitors as
well as the leaders in online retail. While you might not be able to invest as much
money in your site as a Fortune 500 company, learning how their sites function and
interact with their customers can provide insights that you can translate into your
own user’s experience.

You must be honest when evaluating your site. How does it compare with the sites
of your competitors, especially the top players in your market segment? Does it
project the image that you try to establish for your organization? Is it professional
and accurate? Are you and your employees proud of your site and try to show it
off as much as possible? This process can be especially difficult for a site that you
designed yourself, or that was done for you – often for free – by a friend, family
member or employee that offered to put the site together. Website design and
development is a profession, and selecting someone to handle your site should be
done with the same care as you would select an accountant, lawyer or another
professional to handle an important role in your organization. A poorly-designed
site, or one that does not project a professional image, can tarnish the impression
that others will have of your company.

A good manager periodically reviews their employees to ensure that they are
meeting their goals and objectives, that they are productive and to address any
issues they may be facing. Treating your website as an employee in your
organization and putting it through a similar periodic review can help maximize the
value of this critical asset and increase its benefit to your customers, your
employees and the growth and success of your organization.
Matt Mrowicki is President of Impression Technologies, LLC
(www.imprtech.com), a full-service design and development company that offers
website production, graphic design, technology and marketing consulting and
Information Technology (IT) services. He can be reached at info@imprtech.com
or 877.295.6205.

Is your website providing value to your organization, your clients or customers?
The specific role of your site can vary, and a really effective site can serve several
roles. If your company has sales reps in the field, your website should support the
presentation that they make to potential clients and provide additional information
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