
Since 90% of consumers begin their new home 
search online, your website usually the �irst experi-
ence prospective buyers will have with your com-
pany.  A good website is the hub for all your 
integrated marketing activities and it is critical that 
you make a strong �irst impression. 

You can probably quickly list off your top criteria for 
a website partner, but this article is designed to take 
things a step further. Here is our checklist of ques-
tions to ask any potential vendors to get to the heart 
of their capabilities.

How do you take my goals and translate them into 
a website?
It’s one thing to understand your goals, but you 
deserve a partner who understands how to turn 
your goals into website results. Is the vendor knowl-
edgeable about best practices? Are their answers 
speci�ic and relevant to YOUR project?

What is the creative development process? Do you 
have a comprehensive creative consultation? 
How will your potential partner gather input from 
you and your team to drive creative execution.  A 
creative strategy session up front can save head-
aches and disappointment down the road.

What experience do you 
have designing websites? 
Working with builders?
There are thousands of 
website development 
companies – but do they 
understand the unique 
needs of your business and 
the building industry?  Do 
they understand the new 

home buying process and what your potential 
customers are looking for online?

How will I manage the site and add new content? 
Is there a CMS?
Having a Content Management System (CMS) means 
that in most cases, updates and content additions do 
not require extensive HTML programming knowl-
edge and can be made quickly without additional 
costs. 

How will this website integrate with my existing 
programs? What about a mobile site or apps?
Can your vendor take your existing home data from 
a centralized place and use that to power your web, 
mobile and app presence – seamlessly without 
additional work on your end?

Is the solution flexible and scalable for future 
development? 
The goal here is to make sure you’re not just design-
ing for today’s needs but thinking a step 
ahead and make sure you’re not going 
to be redesigning the site again next 
year.

Is the technology state of the art, 
and can you show examples of 
previous work? 
One of the best ways to gauge the 
success of your future project is to 
look at past work for the companies 
you are considering. Ask for a list of references.

Will I own the finished product and all of the 
assets on the site?
It’s hard to believe that you could pay a company to 
develop a new site for you and at the end of the 
project, you don’t own the assets within the site but 
there are organizations that use this pricing model 
to give you a less expensive upfront cost.  Bottom 
line – Ask the question!

What are the costs and what type of licensing do 
you require? 
This is a straightforward but necessary question. 
Understand the investment you are making in this 
project – both short and long term.  

In Summary
Having a strong website can ensure the success of 
your online marketing efforts. By asking the right 
questions at the beginning of the project, you not 
only start off on the right track, but avoid suprises 
down the road.
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So you’re thinking about upgrading 
your website -- where do you start?


