
 

 

 

 

 

 

Why Small Business Websites Fail to 

Convert 



Executive Summary 

 While many SME websites appear to be visually appealing, most do not convert visitors into leads. 

 More so than poor design, ineffective messaging is often a bigger issue than poor design. 

 Slow page load time affects conversion rates greatly, especially on mobile. 

 When there are no visible actions for visitors to take when they reach your site, they may leave 

your site without doing so. 

 Lack of trust signals on an SME website reduces a person's confidence in the company. 

 If SEO traffic does not match the way a person searches for and finds a product or service, there 

is less likelihood of making a sale. 

 Typically, there is no need to completely redesign most of your website. 

 The implementation of a structured 30-day plan can have a significant impact on the conversion 

rate. 

Who This Guide Is For 

This guide has been written for: 

 UK business owners, (companies with 1 to 50 employees) 

 Managing Directors 

 Operations Managers 

 Small Team Marketing Leads 

You do not require technical knowledge. 

What You’ll Achieve 

At the end of this guide you will: 

 Be able to fully understand why your website is currently not converting. 

 Be able to identify a range of potential improvements you could make to improve your conversion 

rate. 

 Be able to identify what technical issues may be affecting your website compared to messaging 

issues. 

 You will have a clear checklist of what to implement along with a 30-day action plan to do so. 

Why Websites Fail to Convert 

UK Small Business owners spending £1,500 - £5,000 on developing their websites assume they 

have completed the project at the conclusion of the development stage. 

By 2026: 

 Visitors need instant answers, 



 Your mobile performance needs to be higher than high, 

 You must establish trust from the first visit, 

 Your call-to-action must be a no-brainer, 

 Your messaging must solve their real-life problems. 

Your website has five to eight seconds to convince each visitor to keep browsing your site. 

If you have not answered: 

 What do you do? 

 Who do you serve? 

 How can they trust you? 

 What is the next step they should take? 

They will leave your website. 

Common Conversion Mistakes 

(Problem → Why It Matters → Quick Fix) 

1. Unclear Value Proposition 

Issue: Your homepage states “Welcome to [XYZ Ltd]” without clarifying what you do. 

Importance: People tend to scan a page quickly; if they can’t tell what your service is within five 

seconds, they will leave. 

Quick Fix: The solution here is to create a header that clearly states what you’re doing. 

Suggested Header: "IT Support for Small Businesses in Manchester - Quick, Safe, Fixed-Fee.” 

Therefore, you should be clear about: 

 Who are your target customers 

 What geographic area do you serve 

 What issue are you resolving 

2. Weak or Hidden Calls-to-Action 

Issue: Currently you only have a small “Contact Us” link in your site menu. 

Importance: Visitors require direction, so they will not take action unless you tell them to. 

Quick Fix: To improve this area, you should add several clear buttons on your website: 

 Request a Quote 

 Call for a Free Consultation 



 Get Pricing 

You will also want to repeat each CTA every 2 - 3 sections throughout your entire website. 

3. Poor Mobile Experience 

Issue: Text too small, buttons too close together, and slow loading. 

Importance: Over sixty percent of UK SME website traffic is from mobile devices. 

Quick Fix: The easiest way to test your existing website is on your phone. 

 Increase Button Size 

 Compress Image Size 

 Remove Unused Sideshow 

4. Slow Website Speed 

Issue: Large image files and outdated web hosting account. 

Importance: If your website takes longer than three seconds to load, users will leave. 

Quick Fix: 

 Use compressed images. 

 Remove unused plugins. 

 Upgrade hosting if needed. 

 Test with Page Speed Insights. 

 



5. Lack of Trust Signals 

The Problem: There are no Trust Signals (e.g., no testimonials, no credentials, only stock 

images). 

Why It Matters: Visitors look for Trust Signals to reassure them. 

Quick Fix: Add: 

 Google Reviews 

 Case Studies 

 Photos of Real Team Members 

 Industry Credentials 

 Logos of Clients 

 Reducing uncertainty reduces the chances of hesitant visitors. 

 

6. Generic Messaging 

The Problem: "We provide quality solutions customised to your needs." 

Why It Matters: This phrase does not provide a concise and clear message or information about 

what your company can do for them. 

Quick Fix: Replace Generic Messaging with: 

 Specific Outcomes 

 Specific Problems Solved 

 Examples of Real-Life Scenarios 

Example: "We assist Care Homes to pass their CQC inspections by providing them with secure 

and compliant IT." 

7. Mismatched SEO Targeting 

The Problem: You are working on broad keywords (or key phrases) that don't relate to your ideal 

client. 

Why It Matters: Giving traffic that doesn't require your service will result in no conversions or 

business. 

Quick Fix: Focus on targeting the following Keywords or Key Phrases. 

 Location + Service Keywords 

 Problem-Based Keywords or Key Phrases 

 Long-Tail Keywords or Key Phrases 



Example: Instead of using "IT Services", use "IT Support for Accountants in Leeds". 

8. Too Many Service Offerings 

The Problem: There are too many services listed on the Homepage. 

Why It Matters: When visitors are overwhelmed with choices, they are less likely to make a 

decision. 

Quick Fix: Emphasise the following: 

 3 Key Service Offerings 

 One Primary CTA 

 Easy Navigation 

Technical vs Messaging Issues Explained 

Technical Issues 

 Speed 

 Mobile Optimisation 

 Broken Forms 

 Hosting Problems 

 Security Warnings 

These create friction in the user experience 

Messaging Issues 

 Unclear Positioning 

 Weak Headlines 

 No Differentiation 

 Generic Copy 

 Poor CTAs 



These decrease persuasion 

Mini Case Examples 

10 People Service Business (IT Local Company) 

Problems: 

 Generic Homepage 

 One “Contact” Link 

 No Reviews 

 Slow Mobile Speed 

Actions: 

 Headline with location 

 Insert 3 Testimonials 

 Book Free IT Review CTA 

 Improved Mobile Speed 

Result: 

 Inquiries Increased within 60 Days. 

Conversion Improvement Checklist 

 Explanatory Headline Clarifying What You Do. 

 The Primary Call-To-Action Is Located Above The Fold. 

 The Site Uses A Responsive Design. 

 The Page Loads In Less Than Three Seconds. 

 There Are Testimonials And Reviews Present On The Page. 

 There Are Real Photos Of Your Staff Exhibited. 

 Your Contact Form Is Easy To Complete. 

 The Services Page(s) Are Well Organised. 

 Google Analytics Is Installed For Converting Visitors Into Leads/Customers. 

 You Have Implemented Conversion Tracking For Evaluating The Effectiveness Of Your 

Website. 

 



30-Day Optimisation Plan 

Days 1 To 10: Clarity & Messaging 

 Rewrite Homepage Headline 

 Adding Strong Call-To-Action 

 Add In Three Testimonial Quotes / Reviews 

 Simplify Navigation 

Days 11 To 20: Technical Improvements 

 Increase Page Speed 

 Reduce Image Size 

 Test Mobile Capability Of Website 

 Install Google Analytics Tracking Code 

Days 21 To 30: Conversion/Lead Generation Focused 

 Create One Targeted Landing Page For Conversion 

 Add Case Study To Landing Page 

 Test Call-To-Action (Wording) On Landing Page 

 Review Your Source(s) Of Traffic To Landing Page 

 

FAQs 

1. Do I need to completely redesign my site? 

Not usually, many changes and improvements can be incremental. 

2. How many inquiries can I expect? 

It is based on many factors, including your industry, the amount of traffic you receive, and how 

your website is positioned. 

3. Which is more valuable, SEO or design? 

Both are important, but the message matters most. 

4. Is it appropriate to display prices on my website? 

Yes, if you can display prices, you will build a level of trust through transparency. 

5. How can I tell if my website is slow? 

You can test the speed of your website using free resources. 

6. Do testimonials really impact users' decision-making processes? 

Yes, social proof creates trust. 

7. Is mobile really that important? 



Yes, a high percentage of internet users are using a mobile device to access websites. 

8. Should I use pop-ups on my website? 

You can use them, but make sure they aren't intrusive. 

9. How long before I start seeing results from the improvements made to my website? 

Usually, within 30 to 60 days you will start to see results. 

10. Are professional copywriters worth the money? 

Having clearly written copy will greatly impact your conversion rates. 

11. Is there an average conversion rate that applies to all industries? 

There is no single average conversion rate; however, your improvements matter more than making a 

comparison to an average. 

12. Can small changes make a difference in the performance of a website? 

Yes, most often clarity improvements and trust improvements produce measurable results. 

About This Guide 

Computer Support Centre is a UK digital strategy & IT Consultancy firm, offering more than 15 

years of digital & IT consultancy services to help support and grow the success of small/medium-

sized businesses. Computer Support Centre has created this guide with the intent of providing 

practical, measurable improvements that allow your small or medium-size business (SME) to convert 

your website traffic into genuine inquiry and sales leads. 

Our methodologies are based on using clarity, usability, and trust, rather than using unnecessary 

complexity. The purpose of this guide is to provide simple, actionable steps that business owners 

within the UK can use to improve the performance of their websites and conversion rates. 

If you learn more about Computer Support Centre, our services, and our approach, please visit 

our official website: 

👉 https://computersupportcentre.com 

© Computer Support Centre 

Conclusion 

The reason many small business websites fail isn't due to being poorly designed; it's because they 

don't have the right message about what they do, who they serve, and why someone should use their 

services. Visitors must quickly identify what it is that you do, who you serve and why they should 

work with you. If your message is unclear, your calls to action are weak or your site doesn't have 

quick load times on mobile, you are missing out on many potential leads. 

The positive thing is that making small adjustments can help improve conversions without having to 

completely redesign your website. For example, making sure your headlines are clear, your calls to 

action are strong, that you have strong testimonials, that your site loads quickly and that you have 

good analytics can have an immediate impact in terms of increasing lead volume in a matter of weeks. 

Through consistent optimisation and measurement, your web site will become a tool for developing 

your business rather than just an online brochure. 

https://computersupportcentre.com/

