
Does your website pass the 8 second test? 

Fact: 71% of website visitors will leave a website if they can’t see what they are 

looking for within 8 seconds! 

 

Furthermore they’ll want to gain that information from the correct “landing page” 

and see it “above the fold”.  

 

Landing Page 

So what exactly does all that mean? Well, the landing page is what many of us 

may think is the home page of a website. In other words, it’s where the prospect 

lands after typing in your web address. But what if he or she, for example, wants 

information on properties to let without going through several pages on your 

website to get there? This can be done by creating an extension to the web 

address. Imagine you are an estate agent, who we’ll call Anytown Estates with a 

franchise selling and letting homes based in Anytown. Now your primary web 

address may be www.anytownestates.co.uk. Now if a prospect types in to a 

search engine “Homes to let in Anytown” they may very well get your website at 

the top of the search engines listing. But if they click on the link it will take them 

to your home page. But this isn’t the page the prospect wants as it may just 

have pictures of houses and a potted history of the company. He/she is looking 

for details on your letting department. 

 

If you are the letting manager at Anytown Estates you want them to go straight 

to the page on your website that deals with letting. So you may call that page 

‘letting’ and create a secondary web address www.anytownestates-letting.co.uk 

which when selected sends the prospect directly to the letting page on your main 

website. This is what is meant as the ‘landing page’. It is the page that you want 

certain prospects to go straight to, based upon their search criteria. The prospect 

who wants property letting, and ends up on the main website home page, may 

well look elsewhere if they can’t see what they want within 8 seconds. 

 



 
Tip 1 – Develop multiple landing pages to provide the correct 

information quickly. Remember the internet is primarily used as an 

information gathering tool. If you can’t provide the prospect with the 

information they want quickly, whether it is details of offers or opening hours 

etc., they’ll look elsewhere. 

 

Above the Fold 

Now that we have discussed ‘landing pages’, let’s move on to discussing what 

‘above the fold’ means. Imagine you have a copy of the Evening News in front of 

you and it’s folded in half. What can you see? Well apart from the name of the 

paper and the date it will also have an attention grabbing headline. Headlines sell 

papers and the same principle works with websites. How many papers would be 

sold if the main headline was on page two or three? Your website needs to have 

an attention grabbing headline immediately the page pops up on the screen. A 

prospect isn’t going to scroll down the page looking for it, in the same way as 

they won’t pick up a paper and turn the pages. So above the fold is everything a 

prospect sees on your website before they scroll down. 

 

A very good example of a website that ‘sells’ above the fold is that of GoToMyPC.  

 



 

As you can see they’ve even trade marked their attention grabbing headline – 

“Access Your PC from Anywhere”. The company have other aspects to their 

webpage that keep the reader engaged. They offer a free trail which is 

mentioned no less than five times and the reader is also told the set up time is 

just two minutes. The benefits of the product are re-enforced with four simple 

bullet points, two testimonials and a link to a video which explains the product. If 

the reader now wants to learn more there is a clear link to extra information. 

 

Tip 2 – Make sure that all the key information about your 

product/service can be viewed ‘above the fold’. This should include an 

attention grabbing headline, features and benefits and a hook – like the 30 day 

free trail. 

 

Generating a Database 

Apart from providing customers and prospects information your website should 

be designed in such a way to help you generate information about them. 

However, in today’s society of identity theft and poor database security people 

are becoming more and more reluctant to release personal information. They will 

always be weighing up in their minds ‘what’s in it for me?’ In other words you 

need to give them something of perceived value before they will give you 

anything. This could be downloadable money-off vouchers, a free house buyers 

guide, top tips for making your house more saleable. An excellent example from 

another industry is Nationwide Autocentre. They offer vouchers in three separate 

steps: 

1. The customer chooses a voucher from the selection available 

2. They then have to sign up (giving their email address) for a monthly 

newsletter which also provides money saving opportunities 

3. Once they have completed step two they can then print off the relevant 

vouchers to use at a Nationwide Autocentre 

Using this mechanism, Nationwide Autocentre can then start to build a database 

of customers and prospects with whom they keep in contact with on a monthly 

basis.  

 



Tip 3 – Capture customer/prospect email addresses by offering 

something of perceived value. This can be money-off vouchers, fact sheets 

with top tips, loyalty cards or anything else that has perceived value to your 

website visitor. 

 

With so much business being generated from websites these days developing an 

effective website must be a top priority for any marketing department.  

 

One product that you may find useful in keeping your customers’ attention for 

longer on your site is a tool called instant pop overs. These are not pop ups in 

the normal sense and they can be used in a variety of ways. Further details can 

be found at Online Business Tools. 

 

This article, like many similar articles, was made available free of charge at: 

 

www.online-business-tools.com 
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