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targeting specific groups lets us
meet their individual needs

Time for some surprising news - we arenOt building a web
site for you. WeOre building a site for your customers.
Only by meeting their needs will the site be successful at
spurring users to action: placing an order, signing up for
a newsletter, hiring you as a consultant, or just
bookmarking your site for future use.

As an example, letOs look at the case for a wedding
photographer. Who might use her site? Chances are
brides and the mothers of brides. These visitors want to
know some specific things before they hire her: how
much she charges, when she is available, and what her
past work looks like (a photo portfolio). They may want to
read some testimonials from happy customers and
certainly need contact information.

Take a moment to brainstorm about who might
use your site. What would they need to find in
order to convince them that you can meet
their needs? Think about the specific
information and features that will best answer
their questions or provide them with useful
services and solutions.
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