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Your website is vital to your business in 
areas like marketing, sales, recruiting and 
client support. 

With the right design, content and promo-
tion (i.e., via SEO, PPC and social media), 
a staffing website can be a real work 
horse for your organization – creating 
tremendous opportunities to connect 
with, engage and convert site visitors into 
clients and candidates.

But does your website do the “work”  
that it should?

Evolving technology and rising user  
expectations make it extremely difficult  
to know – much less do – what’s right. 
The result? A website that’s more “lame 
duck” than “work horse.”

So here’s the big question: 
How can your staffing firm maximize the 
value of your website as a marketing, 
sales, recruiting and support tool?

This two-part whitepaper explains how. 
We cover:

LET THAT SINK IN FOR A MINUTE. 

More employers and job seekers will visit 
your website in a year, just on a mobile  

device, than you will talk to in your lifetime. 

{ {

• Biggest problems with staffing websites
• Maximizing website ROI with design best practices
• Maximizing website ROI with content and “promotion” best practices

https://www.haleymarketing.com/
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BIGGEST
PROBLEM
With Staffing Websites

When a client or candidate lands on your website they instantly need to know  
what you do and how you are different from other staffing vendors.  

You have less than five seconds to convince them to stay and take a desired action. 

Let’s look at some common problems we typically see  
with staffing websites that can cost you attention.

YOUR  
SITE FAILS 

THE  
3-SECOND 

RULE
Social media is  

training all of us on 
how to interact with 
the web and to be 

distracted by  
“shiny things.”  

With such short  
attention spans to-

day, can your website 
communicate what 
you do and why the 

visitor should be 
interested in three 
seconds or less?

YOUR  
SITE  

IS  
BORING
Tastes change  

as well. What worked 
in the past may now 
drive visitors away 

from your site.  
Think about  

engaging visuals, 
graphic and strategic 

animations. 
 Is your copy  

too long?

YOUR  
SITE  

IS  
OUTDATED

Business and  
technology change 
rapidly; so should 

your website.   
The content must  
accurately reflect 

what you do and who 
you are.  

Plan to update/ 
upgrade your website 

every three to  
five years.

YOUR  
WEBSITE 
HAS NO 
CLEAR  

DIRECTION
People visit your site 
for a lot of reasons. 

They might want  
to solve a problem  

or find more  
information.  

Your website should 
chart a clear path  
for each type of  

visitor and let them 
know what they 
should do next. 

YOUR  
WEBSITE 

DOES  
NOT  

CONVERT
Your site must get  
people to take a 
desired action  

(e.g., complete a  
form, apply to  

a job, request an  
employee). If your 

website visitor  
cannot figure out 

how to engage with 
you, they are going 

to abandon your site 
and probably not 

come back. 

https://www.haleymarketing.com/
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Obviously, you want to create a website that’s beautiful and complements your branding. 
But that’s just the start. Aside from the adhering to fundamental design best-practices, 
here are specific ways design can help you gain/keep attention, delight visitors and drive 

them to take actions that lead to revenue.

{ROI
INCREASING

With Great Design

https://www.haleymarketing.com/
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Improve the user experience.
User experience is a fancy term to describe the overall experience a site visitor has 
while interacting with your website. For example, if your website is simple and fun  
to use, visitors:

• can find the information they need with less effort;
• are more likely to stay on your site, longer (and convert!); and
• will have a better impression of your staffing firm.

And if your user experience is lousy? You know what your site visitors will do.

1

HERE ARE A FEW TIPS FOR USING DESIGN TO IMPROVE  
USER EXPERIENCE (OR UX) AND INCREASE YOUR SITE’S ROI: 

MAKE NAVIGATION AND  
CTAs MORE INTUITIVE

Consider the different types of  
visitors to your website and the actions 

you want them to take. The website 
navigation, structure and calls to action 

should allow each user to find what 
they’re looking for quickly and easily. 

MAKE FORMS SHORTER
Forms can be the biggest lead-generation 
source on your website. To optimize them 

for conversion,make them easier to fill 
out. Keep them concise and only require 

the fields that are necessary. To make 
completion even faster, leverage third- 

party services (such as those provided by 
Google, Facebook or LinkedIn) to autofill 

forms for employers or job seekers.

USE GRAPHICS, FONT SIZE AND COLOR  
TO DIRECT THE READER’S EYE 

Leverage your website’s design elements to purposefully direct  
the reader’s attention. Design elements like graphics, font size or  

colors should create a visual hierarchy of information as website visitors  
scan the screen to find what they are looking for. Leverage these tools to  
help direct the reader’s eye and promote your calls to action on that page.  

ENABLE ACCESS TO ANY PAGE 
WITH JUST ONE CLICK

Large-format dropdown navigation makes 
it easy for a user to quickly see all the 

information contained within your site – 
and get to any page with just one click. 

https://www.haleymarketing.com/
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Design for the mobile user.
Job-seeker traffic from a mobile device is anywhere from 30% to 70%. Where your  
business falls largely depends on the type of positions you staff and related  
demographics. Regardless, 30% as a minimum is still a huge percentage. 

Mobile traffic has exploded in recent years, and search engines like Google are taking 
notice. In fact, they now penalize you if your content is not mobile optimized. If your 
candidates search Google on a mobile device and your site is not mobile friendly,  
it is not going to rank as well. 

2

TO GET THE MOST FROM YOUR WEBSITE, DESIGN IT WITH  
MOBILE USERS IN MIND. HERE ARE A FEW THINGS TO REMEMBER:

Mobile is more than a 
smaller version of your 
desktop site
Your mobile site should be a small-
er version of your desktop site, but 
keep in mind not all the information 
on your desktop site is essential  
for mobile visitors. As you reduce 
content for mobile users, bear in 

mind which  
information and  
features they’re  
  most likely to  
   need on the go.

Less is more
In addition to paring down  
content, take advantage of mobile 
devices’ ability to add context and 
functionality to your website. Just 
a few years ago, phone numbers 
on mobile screens used to just 
be text. Now your mobile devices 
can recognize phone numbers and 
automatically create click-to-call 
functionality. Similarly, directions 
to your office(s) can link to your 
location on Google Maps or  
Apple Maps. 

Optimize site  
navigation for  
the mobile user
Make your primary calls to action 
prominent and provide easy access 
to the information mobile users 
seek such as searching for your  
office location(s), searching for 
jobs, applying for jobs or  
completing your contact form. 

https://www.haleymarketing.com/


7

3 Drive response with  
stronger CTAs.
A CTA is a call to action – a mechanism that directs people where you want them to 
go and gets them to take the action you want them to take. Here’s how to use CTAs to 
maximize your site’s value by driving greater response:

CTA

https://www.haleymarketing.com/
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You should have a call to action on every single page of your site.  
Otherwise, your site visitors will not know what to do next. The best websites have  

two or three CTAs on a single page. When you use multiple calls to action,  
mix things up and use different styles of calls to action. 

HERE ARE A FEW EXAMPLES: 

ADD MORE CTAs

Inline
The simplest is an inline CTA.  It is just a linked piece of 
text or an image right in the body of your content. 

End of Page
These frequently appear in site footers as a “quick contact” 
form or a newsletter signup form.

End of Blog Post
Put call to action banners at the end of blog posts that  
are relevant to the content. For example, add a “search  
job opportunities” banner at the end of a blog post on  
job interview tips.

https://www.haleymarketing.com/


9

HERE ARE A FEW EXAMPLES: CTA
Sidebars
These CTAs are popular on sites that have a multicolumn 
layout. Usually there’s one big column for the body  
content, with a smaller sidebar column containing  
buttons to different pages, quick contact forms,  
graphics and so on. It’s very versatile space for  
relevant content that drives an immediate action. 

Fly-ins
Attention-grabbing and requesting immediate action,  
these may take up a full screen or “fly in” from the side of 
the page, the bottom or the top. Staffing firms typically  
se fly-ins for contact forms, sign-up forms, submitting a  
resume or applying for a job. And they’re very effective. 
Some Haley Marketing clients have seen a 50% to 70%  
increase in job applications just by adding this feature to 
the home page or job seeker’s page.

Click-to-call
As people rely on mobile devices more, this style of CTA is becoming more  
popular. Your clients or candidates can click on this CTA and it will initiate a call.  
On desktop, they may have to have Skype, ShoreTel or launch another installed 
application to use this feature.

https://www.haleymarketing.com/
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PROVIDE MORE  
REASONS TO  
RESPOND • HIRING A TEMP OR A DIRECT HIRE

• APPLYING TO A JOB
• SENDING YOU THEIR RESUME
• FINDING MORE INFORMATION ABOUT A SPECIFIC TOPIC
• DOWNLOADING GREAT CONTENT IN EXCHANGE FOR  

THEIR EMAIL
• SIGNING UP FOR A MONTHLY PUBLICATION
• OPTING INTO JOB ALERTS OR HOT TALENT ALERTS

Have CTAs strategically placed to help direct your website  
visitors to exactly where they need to go. 

 MAKE CTAs 

BIG 
BOLD

A
N

D

For a CTA to drive response, it has to be seen. So don’t 
settle for inline hyperlinks! Attract the visitor’s eye by  
using large buttons and bold color. Choose a shade 
that’s a bit darker than other design elements, or make 
all CTAs throughout your site the same color (so it’s  
immediately apparent to the viewer to “take action 
here!”). Keep language simple and action-oriented,  
so it’s clear what the reader should do next.

Improve your calls to action by giving people more reasons 
to respond to them. Clients and candidates visit your  
website for a variety of reasons, including:

PROVIDE  
MORE WAYS  
TO RESPOND • ADD A QUICK CONTACT FORM (with fewer fields) to multiple 

pages or even in the site footer to increase response. 
• OFFER LIVE AGENT CHAT. If it’s practical for your staffing 

firm, live chat allows employers and job seekers to get  
real-time assistance from your employees.

• INSTALL A CHATBOT. A chatbot is an automated,  
conversational bot visitors interact with via a chat 
interface. While some use true artificial intelligence (and 
get smarter over time by learning from user conversations), 
rules-based chatbots are programmed to respond to specific 
commands. Both types of virtual chat agents use algorithms 
to ensure website visitors get the answers or assistance 
they need.

• ADD CLICK-TO-CALL FUNCTIONALITY FOR MOBILE USERS. 
While it’s less practical for desktop usage, click-to-call is 
essential for mobile site visitors.

Most websites already have a contact form, as well as  
tools for uploading resumes and applying to jobs. Here are  
a few other ways to make responding easier for visitors: 

https://www.haleymarketing.com/
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TEST COPY, COLORS, IMAGES,  
FORM PROMPTS AND FIELDS
To further increase the value landing pages offer, 

systematically test variations. Create two versions 

(A and B) of a landing page (e.g., shorten the copy on 

one version). Then, test directing visitors to each and 

see which one yields greater response. Over time, you 

will design more effective landing pages that generate 

more sales leads and qualified candidates.

Add or  
improve  
landing pages.
People have extremely short attention 
spans now. Once a CTA convinces them 
to act, direct your visitor to a specialized 
area of your site (i.e., a landing page) 
where they can only take the action  
that you want them to take. Whether  
that action is filling out a temporary  
employee request form, signing up for a 
newsletter, uploading a resume or calling 
you, landing pages remove unnecessary 
distractions to drive response.

https://www.haleymarketing.com/
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THE BEST STAFFING WEBSITES ATTRACT, ENGAGE AND CONVERT:{
work horse

website

WHAT A

SHOULD DO FOR YOU

https://www.haleymarketing.com/
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Enhance Your Sales Team’s Efficiency
Your website should contain tools, content and resources that make it easy to educate 
prospects, demonstrate your value and generate inbound leads. Give your sales teams 
lots of information they can share with clients and prospects to start conversations, 
warm up a cold call, as an excuse for a follow-up or print out as a drop off.

Sell
A high-performing website is an indispensable tool for skill marketing, promoting  
featured jobs, building your talent pool and encouraging requests for employees  
or consultations.

Generate Leads
Your website should be your hardest working sales and recruiting team member,  
working 24/7 to attract candidates to your jobs and drive more inbound leads.

Establish Credibility
Staffing is an extremely competitive industry. The best websites do a great job of proving 
your value and differentiating your business. They provide proof of results through data.

Properly Position
Most people will see your website before they engage with your business directly.   
This first impression must convey who you are as a business and the value you provide.

Deliver Greater Service
Your website should enhance your service offerings. Whether through integrating with 
your ATS, making onboarding or other service experiences easier, or extending your hours 
to assist clients and candidates, your website should make doing business with you easier.

Act as a central hub for all your  
marketing efforts
All the traffic you generate from social media, email marketing, direct mail or even in 
person should have a space, which you own, that’s optimized to qualify and convert  
that traffic into leads and applications. 

https://www.haleymarketing.com/
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If you need help creating a work horse website,  

that’s what we’re here for. Check out our website solutions   

or call us today at 1.888.696.2900 for a free consult.

ABSOLUTELY! WITH THE RIGHT DESIGN, CONTENT AND PROMOTION,  
YOUR STAFFING WEBSITE CAN HELP YOU CONNECT WITH, ENGAGE AND  

CONVERT SITE VISITORS INTO CLIENTS AND CANDIDATES.

really
CAN A WEBSITE

DO ALL THAT?

{ {

https://www.haleymarketing.com/
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Founded in 1996, Haley Marketing is the largest website development, social and content 
marketing firm serving the temporary staffing and executive recruiting industries. 

Over the past 20+ years, we have steadily grown our team, our offerings and our client base. 
Today, we proudly serve more than 1,000 staffing and recruiting firms, ranging from  
solo recruiters to larger staffing and recruiting organizations with regional, national  

and international offices.

Our mission is to make great marketing more affordable for clients, helping them  
to stand out, stay top-of-mind and sell more. For more information about our company  

or our services, visit  www.haleymarketing.com.
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