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MORE ABOUT ME 

 

My name is Eben Lingenfelder, and I am a Pretoria based digital marketing 

consultant that specializes in generating leads, sales and profit for high ticket b2b 

businesses. 

While other web design agencies focus on pretty looks and page views, I focus on 

driving leads, sales and profits. This is done by providing the following services: 

 

 Website redesign/optimization to generate leads and sales 

 Search engine optimization 

 Google AdWords 

 Facebook advertising 

 Email marketing 

 Content marketing and creation 
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A WEBSITE IS JUST A WEBSITE, RIGHT? WRONG! 
 

In business currently, there are three distinct types of websites. There are 

"branding" websites, "brochure" style websites, and there are "direct response 

websites".  

 

"Branding websites" try to build a brand of a business. They aim to create brand 

awareness and generate brand loyalty. The theory here is that if they look good 

and a customer sees the brand enough times that they will eventually buy 

something from you.  

 

Building a brand is expensive, time consuming and doesn't guarantee sales.  

 

Whilst creating a brand is a good idea, it is impossible to track ROI and it takes 

considerable time, energy, money and market penetration to do it effectively... 

and there is no guarantee that it will actually work. "Branding" websites are best 

left for the corporate giants with the deepest pockets like Coca Cola and Nike.  

 

"Brochure" style websites are by far the most common in the business world. 

They are pleasant enough, filled with pictures of the business, the people who 

work in it and a long list of services provided. They look nice, but seem more like a 

kind of feature article in a magazine all about the business, with a CV type of feel. 

They provide a credible reference point for a bit more information but that is 

about all.  

 

Brochure sites are ok, but they rarely deliver results...  

 

...that is because they rely on the visitor to the site to make a decision to contact 

them based upon the need the customer has at the time they are actually on the 

website, or even worse rely on the customer to remember them.  
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Because these websites are built from the point of view of the business owner and 

not the customer, they are not very engaging or memorable, and so the vast 

majority of visitors leave without taking any action at all.  

 

The thing is... customers don't want to learn all about you at their first meeting.  

 

You have typically just 8 SECONDS to capture their interest, so wasting this time 

telling them you have been established for 25 years just like everybody else does 

is not the best idea - that will come later once you have earned their attention.  

 

"Direct Response Websites" are designed to get people to respond immediately - 

to order a product, sign up for your mailing list, phone your business, download a 

coupon offer... or any other action you would like your visitors to take.  

 

Direct Response websites focus on getting an action NOW and generating 

leads.  

 

Having a Direct Response Website can be the difference between a website that 

generates hundreds of leads and thousands of rands worth of sales every month, 

or one that gathers cyber dust and never makes a cent, but costs you a fortune.  

 

Any website that is designed and written to elicit a response from someone can be 

classified as a direct response website.  

 

Typically direct response websites are copy-intensive, and are written and 

structured in such a way as to lead the visitor down a sales path in a specific 

sequence so that the visitors makes the "no brainer" decision to take a suggested 

action - like "Call Now For Your Free Consultation!"  
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So why isn't everyone doing it? 

 

Well the truth here is that direct response marketing doesn't "look pretty", even 

though it gets fantastic results, and that goes against the commonly held belief 

that appearances are everything.  

Website designers are not internet marketers. They focus on nice pictures and 

graphics and convince you that a picture paints a thousand words and looking 

good is the main thing needed online.  

 

This is simply wrong, and many people have fallen for the "cute design" or 

"strong imagery" sold to them by the designers, and settled for a good looking 

expensive website that is good for their company image but not for their company 

bank account, and largely ignores the needs of their customers.  

 

Digital marketing is a science.  

 

It has proven formulas and principles that work time and again, and these 

formulas have been known for a long, long time and are used consistently across 

the internet by the biggest and most successful companies and individuals on the 

planet. However, the vast majority of the masses are blind and ignorant of these 

proven techniques favouring their arty designs instead.  

 

This means that there is currently a Huge Opportunity for You!  

 

At Katakuru Solutions we recognise this as a huge opportunity for smart business 

owners to get ahead and become leaders in their market, dominating their 

competition who are largely clueless to the science and art of effective cutting 

edge digital marketing techniques and strategies.  

 

And this valuable report will give you an outline of the key things you need to 

know about building a Direct Response Website to give you that edge. Stop 

you potential customers from simply browsing and compel them into take an 

action towards working with you. 
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FIRST - SOME CORE PRINCIPLES  

1) It is essential to first consider exactly who your target market is in some clear 

detail. Who are they? What problem are they seeking to solve? What pain are they 

feeling? What pleasure are they seeking?  

What are they really looking for?  

This important stage is often skipped but this is a big mistake, as taking time to 

properly put yourself in the shoes of your target customer will allow you to talk 

directly to them in all of your marketing and win their trust.  

2) Decide the purpose of your website and what action you want your visitors to 

ultimately take - Fill out a form? Order one of your products? Call your office?  

3) Talk About Benefits, Benefits, Benefits! Match up the benefits of what you 

provide with the benefits your target customers desire.  

4) Have some Valuable Content to offer in exchange for your website visitor's 

name and email details, and set up an automated mechanism to handle this data 

capture for you. This is an essential component of any Direct Response Website.  

5) Write and design your website so that it speaks directly to your prospect and 

asks them to take a specific action. It should lead them to the conclusion that 

taking the action you want them to take is the most logical choice for them to 

solve their problems and achieve their goals. And tell them exactly what action 

they must take.  

 

Once you have designed and worded your website in this manner, will be clear 

that you understand your customers and their unique problems, and they will 

follow the path you have laid out for them because you have taken the time to 

properly connect with them and have shown that you see things from their point 

of view.  
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Typically direct response websites are copy-intensive, using as many words as 

needed to “sell” the person on taking the desired action. The more important the 
decision is for the person, the more words are needed to sell them on making it.  

The core principle behind direct response websites is the old sales and marketing 

saying, “the more you tell, the more you sell.”  

How to create a direct response website:  

 First you determine who your prospect is. Who are they? What pain are they 

looking to alleviate? What pleasure are they looking to heighten? What are 

they really looking for? 

 Next you match up the benefits of what you provide with the benefits your 

prospects desire.  

 Then you define exactly what you want your prospect to do. Do you want 

them to order your product online? Call to book an appointment? Submit a 

form asking for more information?  

 Finally you write and design your website so that it speaks directly to your 

prospect and asks them to take action. It leads them to the conclusion that 

taking the action you want them to take is the most logical choice for them 

to solve their problems and achieve their goals. And you tell them exactly 

what action they must take.  

 

Once you’ve designed and worded your site in this manner, almost like magic your 

prospects will start taking the action you want them to. They will see that you 

understand them and their unique problems.  

 

They will follow the path you have paved for them. And when you ask them to 

take action... to buy your product... to call you... to subscribe to your mailing list... 

they will. 
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THE 7 MOST ESSENTIAL COMPONENTS OF A 

HIGH CONVERTING DIRECT RESPONSE 

WEBSITE  

 
#1 Focus On Customer Benefits & Not On Business Features 

 

#2 Use Attention Grabbing Headlines Not Just Pictures 

 

#3 Capture the Name & Email of Your Prospects and Customers 

 

#4 Follow Up Regularly With Your Prospects 

 

#5 Leverage Your Happy Customers Testimonials 

 

#6 Reduce Or Reverse The Risk Of Doing Business With You 

 

#7 Have A Clear Call To Action  
 

These are the most important 7 out of 14 elements we have identified as being 

essential to deliver a high converting website. Adding these will improve your 

conversion rates and get you more leads and sales from your existing traffic if 

done correctly. 
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WEBSITE SECRET #1 
FOCUS ON CUSTOMER BENEFITS NOT BUSINESS FEATURES  

 

One of the most powerful ways to increase the response of your website is to 

focus your advertising on the benefits your customers get from your business, 

rather than the features of your business.  

 

A feature is what your product/service is. 

 

A benefit is what your product/service does for the customer. 

 

Remember, people buy things for what they do, not what they are. For example:  

 

Most mortgage brokers base their advertising on their “low rates.”  
 

Now, low rates are great. Everyone wants the lowest rate possible. But what does 

a low rate actually do for the customer?  

 

Well, it might mean they can afford a mortgage and still eat out at restaurants... 

or go on a holiday... or buy a new car... or any one of hundreds of activities that 

many people can’t afford once they’re committed to paying their mortgage off. 
  

These are the benefits people are really looking for! They’re not really looking for 
a low rate, they’re looking for what a low rate does for their life.  

 

It seems a simple distinction, and you might think people already know the 

benefits...  

 

but the fact is they do not.  

 

Test after test shows that specifically and distinctly spelling out the benefits of 

your products and services will get more people to order than simply listing the 

features. 
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Do not make your customers try and figure out the benefits for themselves, 

always make it a point to tell them exactly what every feature means to them. 
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WEBSITE SECRET #2 
 

YOU’VE GOT 6  TO 8 SECONDS TO GRAB THEIR ATTENTION  

 

Did you know that studies show you’ve got approximately 6 seconds to grab your 
prospects attention with your website?  

 

It’s true. 
 

People make thousands of split-second decisions the moment they land on your 

website. If you fail to grab their attention they will click “back” and will never be 
seen again. 

 

After all, people are busy... they are tuned in to station WIIFM (What’s In It For 
Me)... they don’t have time to waste on websites that don’t offer them a specific 

benefit.  

 

So you need to grab their attention fast.  

 

Now, the quickest and easiest way to grab attention is with a headline.  

Eye studies show that a headline is one of the first parts of a website people read.  

 

Unfortunately, most business websites don’t have a headline at all!  
 

Or if they do have a headline it’s the name of their business – not exactly 

“attention grabbing”.  
 

You need a headline that targets your customers’ needs, wants, and desires... and 
highlights the benefits they will get.  

 

For example: The headline of this report is "7 Secrets To Websites That Sell"  
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It targets the exact benefit you get by doing business with us – building a 

successful website that sells and makes money. This gives you a reason to read on 

and find out more.  

 

If we had just written “Katakuru Solitions” it wouldn’t have anywhere near the 
same effect. After all, you’re not looking for consultants... you’re looking to 
succeed and make more money without spending any!  

 

Now, your home page is the most important page on your website – it is the one 

page nearly everyone will see. Make sure it has a headline that “sells” people on 
reading the rest of your website. 
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WEBSITE SECRET #3  
CAPTURE NAME & EMAIL OF YOUR PROSPECTS & CUSTOMERS  

 

Can you imagine being able to market your products and services to your 

prospects (and customers) for free?  

 

Just imagine... no media costs bleeding you dry... no slimy advertising reps to deal 

with... no marketing expenses at all...  

 

Wouldn’t that be a dream?  
 

Well, if you collect the name and email address of people that visit your website 

that’s exactly what you can do!  

 

Whenever you want to advertise – whether you’re having a sale, introducing a 
new product line, or just want to remind people about your services – you simply 

send out a single email and instantly it goes out to everyone on your mailing list.  

 

Not only that, you’ll also be building a very valuable asset for your business. 

 

Many business owners do not realize this, but the real value of their business is 

actually the list of customers they have built up over the years. After all, your 

customers are the lifeblood of your business, and a business with a big list of 

customers can “tap into” that  
lifeblood at any time.  

 

Need to make some quick sales to hit your targets for the month?  

Just send an email to your mailing list with a special offer! It costs you nothing to 

do and is in your customers’ hands in a few minutes.  
As you can imagine, capturing the name and email address of everyone that visits 

your website is a very powerful tactic. And the biggest mistake I see most 

businesses making online is not doing this.  
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Anyway, capturing the name and email address of your prospects and customers 

is very easy to do, and we can help you with some low-cost software that will 

automate the whole process for you – even sending emails for you while you 

sleep!  

 

Once you start building your mailing list and fire off your first few emails... and see 

the orders start coming in automatically... you’ll be hooked.  
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WEBSITE SECRET #4  
FOLLOW UP REGULARLY WITH YOUR PROSPECTS  

 

It has been said that your prospects need to see your advertising approximately 7 

times before they will buy from you.  

 

For example, some people may buy something from you the very first time they 

hear of you. Others may not buy until the 50th time. But overall, on average, it 

takes about 7 times.  

 

Now, there may be many reasons for this... building up trust, familiarity and 

awareness, for example... and studying those reasons can give you insights into 

how to improve the effectiveness of your advertising...  

 

But the fastest and easiest way to take advantage of this knowledge is simply this:  

 

Follow up regularly with your prospects so they see your advertising times 7 faster 

than they ordinarily would have!  

 

In the past the main reason businesses didn’t do this was the cost.  
 

Getting your advertising in the hands of your prospects 7 times, when using 

traditional marketing methods such as media advertising, direct mail, or flyers is 

not only expensive, it’s time consuming.  

 

Now, by using the Internet (as you learned in Website Secret #2) you can market 

to your prospects virtually for free – so following up with them 7 times costs no 

more than following up with them once.  

Can you begin to imagine how quickly you could increase your revenue if your 

prospects saw your advertising 7 times more than they do now?  
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And the best part is you can setup an automated prospect follow up system. You 

just create one follow up campaign and it gets customized and sent to all your 

other prospects 100% hands-free.  

 

So not only are you following up more regularly... getting your advertising in front 

of your prospects more often... you’re also doing it all automatically with no extra 

work at all! 
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WEBSITE SECRET #5  
LET OTHER PEOPLE SING YOUR PRAISES  

 

Have you ever stayed up late and watched an infomercial?  

If not yourself, I’m sure you know someone close to you who is an infomercial 
junkie. To come clean, I must admit to being captured more than one infomercial.  

 

I don’t normally buy anything, however it extremely interesting (and profitable) to 
study what they do. Some of these companies pull in ridiculous sales every single 

time their commercials play... they must be doing something right.  

 

One thing you might have noticed is the number of “testimonials” and “success 
stories” they use.  

 

You know, real life stories about their customers’ success with their products.  
 

These are extremely effective at bringing in sales.  

 

People are much more likely to believe something someone else says about you 

than what you say about yourself... after all, you’re probably only going to say 
good things about yourself!  

 

Also, no one likes a braggart – and when you tell people how good you are at what 

you do it can come off as bragging (even if it’s 100% true!) – but it’s a different 
story when it’s someone else telling people how good you are.  

BOTTOM LINE:  

People put a lot of weight in 3rd party testimonials.  

 

Yet so few businesses use them!  

 

You likely have hundreds of happy customers who have nothing but great things 

to say about you, right?  
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Well those testimonials are worth their weight in gold.  

 

Make it a habit of collecting customer success stories from everyone you deal 

with, and feature them prominently on your website. No doubt you will see an 

instant improvement in your conversions. 
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WEBSITE SECRET #6  
REVERSE THE RISK OF DOING BUSINESS WITH YOU.  

 

There is nothing that you sell that is so unique that I can't buy something similar 

elsewhere. It might not be exactly the same, and you may think your service is 

unique - but largely in this internet age there is always an alternative just one click 

of a mouse away.  

 

I am going to browse - first for what I want, and then once I have found what i 

want, I will then search for the best deal for me.  

 

It is so important to make it easy for your customers to start to experience you 

and your business risk free.  

 

Give them some easy first steps to get to know you, and offer a great guarantee 

to ease any concerns they may have about parting with their time or their money 

with you.  

 

Some good examples of this would be to offer a free consultation, a free report or 

ebook which gives them massive value and will genuinely help them. Maybe a free 

trial, or a 30 day money back guarantee.  

 

Think about what goes through your own mind when you are making a buying 

decision - what if it doesn't work? What if I just don't like it?  

 

What if it does work but it is just too difficult to use? You will know the frequently 

asked questions in your own business, and be aware of the barriers and objections 

customers have to working with you, or even people within your industry.  

 

Taking the time to identify these fears and concerns, and to address them by way 

of a risk reversal strategy will pay big dividends. People will trust you.  

 

Think about it, how would you feel about this plumbing company...  
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"We know that you may have had a bad experience with a plumber in the past, we 

understand the industry concerns, so we guarantee to turn up on time, complete 

the job as quoted, clean up after ourselves and to do it all on time. If we don't 

deliver, then you simply don't pay us. We will even make YOU a cup of tea! Call us 

now for a free and friendly no obligation quote"  

 

Think about how you can reverse the risk for your potential new customers, and 

remove any barrier they may have to picking up the phone and asking for your 

help. 
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WEBSITE SECRET #7  
HAVE A CLEAR CALL TO ACTION.  

 

Think about the purpose of your website. What is it that you would like the people 

who vist your site to do? What action would you like them to take?  

 

Download your report (so that you can send them nurturing follow up emails?), 

buy something now, call you now to make an appointment, click to find out more, 

fill in a contact form, complete your survey, watch the video?  

 

Whatever it is - THEN ASK THEM TO DO IT!  

 

Tell people what to do next. Don't be afraid to lead people down your sales path. 

You are helping them to solve a problem they currently have. Websites are all very 

different, with different navigation bars and buttons - so make it clear and simple 

what you would like your customers to do next.  

 

In the online digital marketing industry, you will often hear the acronym BFB - Big 

F#*@!ing Buttons! And this could not be more relevant and true. Clear and 

obvious call to actions written on big brightly coloured buttons placed in full view 

of your website visitor with an instruction to click on it.  

 

It is essential to provide a compelling reason for your customers to follow your 

requests - but so often we see great websites that give loads of value that just 

don't produce any results - and the reason is because there is no clear call to 

action telling the customer what to do next.  

Think of it like this - you go for a test drive in a car, and the salesman gives you all 

the features and benefits of the car, and you get to experience what it is like to 

drive, and actually end up wanting to buy it..... but the sales guy never asks you if 

you want it, and never gives you a clear opportunity to buy from him, or even tells 

you where the cash registers are. 
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SO HERE IS YOUR CALL TO ACTION...  
 
Now, You Really Have Two Options  
 

A) You Can Freely Use Our Advice To Improve Your Website 
 

Or, optionally if you desire (and it’s entirely up to you)...  
 

B) You Can Save Yourself Time AND Get Guaranteed Results Hiring Me!  

 

Receive a specially constructed online strategy for your business including:  
 A custom-made website (or re-design of your current site) that...  

 Gets you lots of targeted traffic to your website from Google  

 Gets you more calls, more customers, and more profit  

 Gets you a lower cost per lead than any other advertising you are currently doing.  

 Content optimized to be found online for words customers actively search for.  

 Web-based software that captures the name, phone and email address of your 

customers, which can even automatically send them information about your company 

while you sleep.  

 Tracking software that shows you exactly which pages of your website your customers 

visit... how long they stay... which products they're interested in... and where they go 

afterwards!  

 An online marketing plan GUARANTEED to have your website buzzing with potential  

customers and successfully bringing in new business.  

 And too much to list!  

 
But even if you don't decide to work with us today, after our brief discussion you'll 

undoubtedly know how to get more value from your website.  

 

Call Me Now On 076 640 6339 

 

Schedule your FREE 30 minute consultation and discover how to make your 

business succeed with your website. 

 

No obligation. No Sales Pitch. No Cost. 

To your success. 

Eben 


