
 

Create a Niche Website 
Online niche marketing is one of the most successful ways to find prospects in 

today’s saturated markets. As with any marketing venture, knowing what to do 
can make the difference between success and failure. 

 
This article defines the key elements of successful niche websites. There are 4 
steps in the niche marketing system used here. Each step can either be set up 

by someone you hire, or you can set it up yourself for little to no cost.   
 

However, NO marketing venture is ‘work-free’ 
• There is time and/or money involved in maximizing the visibility and 

success of any online niche.  Depending on your niche subject and how 

much of the work you can do, this cost may be significant. 

• There is time involved in creating a relationship (online or otherwise) 

with your prospects which is essential in creating lifelong customers. 

Some of these responsibilities can be hired out to professionals.  
 

1: Find Your Niche 
2: Create Your Website 

3: SEO Maximization and Keyword Ads 
4: Follow-up to Create a Customer for Life 
 

1 FIND YOUR NICHE 
There is a lot of online competition for people who are searching for answers to 

their particular concern (products).   
 
The first key to creating successful online marketing is to clearly define your 

niche. The tools to do so are in other resource documents. Once you have 
an idea of your niche, some research will be necessary to refine your niche topic 

in order to make sure you create a niche where: 
 

1. There isn’t so much competition with far better-known resources that you 

will have a difficult time attracting new prospects.  

2. You can afford the cost of the keyword ads that will draw prospect’s 

attention to your site. 

Example: Let’s assume you want to sell a detoxification program you created.  

If you do a quick search for “cleansing” or “detox”, you will quickly discover 
there are tens of thousands of other sites offering detox products and protocols.  
Many of these sites are run by esteemed doctors or professionals with vast 

followings and large stores. If you check out the cost to place a keyword search 
ad for the words, “detox” or “cleansing”, you will see that to even attempt to 

break into their market would be extremely costly—and with no guarantee of 
success. 

 
This is where you may be able to refine your niche. Perhaps your detox program 
had a specific benefit on one aspect of your health, such as reducing headaches.  

 



 

Keyword research helps you discover which keywords are being searched 
enough to yield a profitable pool of potential prospects; and the cost it will be to 

do ads with those keywords. 
 

OPTIONS 
1. You can do your own keyword research.  There are articles about 

doing this, and even videos to help walk you through the process.  

Advantages: No cost 
Disadvantages: It will take time and the ability/willingness to learn about this 

process. You may not be skilled at figuring out a viable niche once you do learn. 
 

2. You can pay someone who is experienced to help you through this 

process.  
Advantages: They will know how to discover a potentially lucrative niche; the 

process will take less time because of this. The niche is more likely to be 
effective. 
Disadvantages: Expense. 

 
Since having a clearly defined niche, which will yield a viable pool of prospects, 

is absolutely essential to the success of a niche website, it is recommended you 
take time to learn how to do keyword search checks; or work with someone 

experienced at this process, in order to maximize your chance of success. 
 
2 WEBSITE CREATION 

In order to promote a product or service via a niche website, you need a site 
that is focused on your unique selling points.   

After finding a niche that is promising, the next important step to attracting 
prospects is that your site: 

• Is easy to read through and not confusing 

• Is based on a compelling personal story or stories 

• Consistently and clearly directs your prospects to take the next step 

towards resolving their problem (which leads to a sale of your service 

or product) 

• Offers valuable information and insights 

• Quotes or discusses 3rd party research or information to give your 

solution credibility 

• Does not sell products directly on or from this site 

Successful niche sites can be quite simple in design—5-6 pages: 
• Home page—Your unique selling point or stories  

• Causes/Facts page—Using science and verified information, this 
gives your point of view credibility and creates a sense that you know 
what you are talking about  

• Solutions page that give valuable information/helpful hints on your 
niche topic 

• A “Get Started” page with an option to ask for a consultation and/or 
sign up for an e newsletter or e book. 

 

OPTIONS 



 

1. You can create a free or inexpensive website, using Weebly for 
example. Potential hosts can be found in the Marketing Channels & 

Resources document under the Being Effective component. 
Advantages: No or very low cost. 

Disadvantages: You need to know how to create a website or take time and 
learn how to put up a site. You need to then install the appropriate plugins (free 
software) that will give your site the tools you need to optimize it. Many hosts 

do have tutorials and videos to guide you through the process. Hosts have 
data/image/email contact limits on free accounts. 

 
2. You can pay someone who is experienced to put up your site 

Advantages: The process will take less time because of their experience; they 

will know how to make the website look attractive. They will know how to install 
and use the necessary plugins. 

They may offer to host for you or be able to direct you to a low-cost hosting 
service that allows more data and email contacts. 
Disadvantages: Expense 

 
3: LEAD GENERATION ON YOUR SITE 

In order to turn your niche site into a lead generation machine, it is essential for 
you to use: 

• Optimize website SEO, page by page 

• Manage offsite SEO 

• Connect to your social media platforms for greater search-engine 

visibility 

• Keyword Advert Campaigns (pay-per-click) and/or Social Media ads for 

your site 

When first created, it is extremely unlikely that your website will be visible by 

accident. There are tens—hundreds!—of millions of websites. In order to be 

seen, your website needs optimization so that search engines like Google or 

Yahoo can ‘see’ it. You do this by using website tools that maximize your 

visibility; by blogging on your site then linking those posts to your social media 

pages; and you will probably need to use “pay-per-click”.  

This is where you pay Google or another engine to put you ad at the top of a 

page when someone searches for the correct subject. 

You can also pay for a social media ad for your site. This is quite helpful to 

create traffic to view your site, which helps its search engine ranking. 

 

OPTIONS 

1. You can do the SEO maximization, both on-site and off-site.  There 

are free plugins you can use to help with this process. 

Advantages: No or very low cost 

Disadvantages: It will take time and the ability/willingness to learn how to 

install and use the appropriate SEO plugins (there are tutorials and videos to 
help).   

You have to be patient and know how to edit your text as necessary.  
You will likely have a trial-and-error period of time as you learn how to do this. 



 

 
2. You can pay someone who is experienced to put up your site. 

Advantages: The process will take less time because of their experience; they 
will know how to install and use the best SEO plugins and tweak your text to 

maximize your site’s visibility. It is likely to be more effective than your efforts. 
Disadvantages: Expense 
 

4: FOLLOW-UP  
The follow-up process is absolutely essential to turning a cold internet prospect 

into a sale or customer.  
 
Follow Up Part 1: Offer a free consultation or e book 

You can offer a lifestyle questionnaire, consultation or an informational e book. 
You will develop a ‘relationship’ via your positioning yourself as an informational 

resource. 
 
Follow Up Part 2: Ongoing Connection 

If you offer a consultation or e book, add their name to an informational e letter 
that they receive monthly. By staying in regular contact and offering information 

that is valuable to their interests, you keep them a viable lead for your service 
or product. Sales are sometimes YEARS after an online connection, due to 

ongoing contact. 
RECOMMENDED: Offer an e education autoresponder letter series for visitors 
who are not ready to ask for a consultation for your product or service. 

You will need to create Autoresponder letters.    
You can choose to send autoresponders only to those who contact you for a 

consultation; or, using free plugins, offer them directly on your website to 
anyone who wishes a further education on your niche topic.  The advantage of 
this offer is that you will expand your contact list and add value to your site. 

 
OPTIONS 

1. You can use the free plugins available for your website and load in the 
autoresponders yourself. 

Advantages: No or very low cost 

Disadvantages: It will take time and the ability/willingness to learn how install 
the appropriate plugins (there are tutorials and videos to help).   

You will have to load in all the letters. 
2. You can connect your site to an autoreponder service such as 

Constant Contact. There are plugins that walk you through this proces  

Advantages: You can use an autoresponder service for ALL your prospects and 
even your members. You can create multiple lists, who then receive whatever e 

letters you load in. Once you have a larger organization, a service such as this is 
nearly essential to handle ongoing followup connections. 
Disadvantages: You need to design your letters and load the content on their 

site. It requires learning yourself or paying someone to do so for you. There is a 
monthly cost to use these services. 

3. Pay someone to load your letters either on your site or into an 
autoresponder service. 

Advantages: It will be faster and likely look more professional. 

Disadvantages: Cost 


