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The B2B Website

Confidence Checklist

Is your website helping buyers decide...or just explaining
what you do?

Most B2B websites aren't failing because they're badly designed. They're
failing because they're doing exactly what they were built to do: explain.

And explanation alone rarely helps someone make a decision.

If you're getting traffic but not the conversion rate you'd expect, if sales says
enquiries feel hesitant or poorly primed, if buyers seem interested but take a
long time to move forward...answer the questions below.

This checklist is designed to help you spot where your website might be
adding friction instead of removing it.

You don't need analytics, benchmarks, or a redesign brief to use this resource.
Just a willingness to look at your site through a buyer’s eyes, especially a
cautious one.

O1 Buyer Clarity (First Impressions)

* |s it obvious who the site is for within 10 seconds?
e Can buyers quickly see themselves in your examples?
¢ Are you speaking to problems, not just services?

Red flag:
Prospect feedback like, “I like the product, but I'm not sure if it's right for us.”



02 Guidance, Not Just Information

* Does every key page have one clear next step?
e Do CTAs match buying intent (early vs late stage)?
¢ Are visitors being guided - or left to figure it out?

Red flag:
High traffic, low meaningful enquiries.

O3 Sales Alignment

¢ Does the site reflect how sales actually sell?
¢ Are common sales objections addressed on the site?
* |s the website supporting sales in its messaging and available resources?

Red flag:
Sales rarely reference the website in conversations.

O4 Reassurance & Proof

 Are proof points easy to find (not buried)?
* Do you show outcomes, not just features?
* Isrisk addressed as clearly as reward?

Red flag:
Buyers hesitate even after multiple visits.

O5 Decision Confidence

* Does the site help buyers explain the decision internally?
e |s it clear what happens after someone gets in touch?
e Does the site reduce next stage uncertainty - or add to it?

Red flag:
Buyers go quiet after initial interest.

Ask one salesperson to walk through your website as if they were a hesitant buyer. Ask them
to flag where they’'d expect reassurance, where they’'d want proof, where they'd be unsure
what to do next. Those gaps are usually where conversion is leaking.

Most B2B websites aren't broken. They're just not designed to help buyers decide.
That's fixable, often without starting from scratch.

If you'd like a second opinion on how your website supports buying decisions, we're always
happy to compare notes.
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