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DOCUMENT OVERIVEW 
This document will provide a high level design of the site and include detail wireframe design to ensure 
that the graphic designers create a site that confirms with the plan and sales path which have been de-
signed in this document. 
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SALES PATHWAY 
A sales pathway is a defined, expected, path that a visitor will take through your website to lead to a sales 
pathways. Most websites that are just developed without a plan do not have a clear definition of this, and it is 
required that the visitor guesses where they want to  (or should go) next. It is critical you do not give the visi-

tor a moment to stop and think about where to go because one of the options in the list is to close the win-
dow, losing the sale. 

 Here we see that visitors can start the process through the sales process from 3 main places. 

 The home page—this will be either referral traffic or if someone search for your brand 

 Service Landing Page—These pages, such as Party Bus, are the pages that we are targeting with 
SEO, PPC etc, and therefore will be the main landing pages on the site. It is important that these 
are focused on the services that people will search for as you have less than 6 seconds to convince 
the visitor that you can solve their problem 

 Details Service Landing Page—These pages will target exact instance of the type of events that 
the service can service. These are events like Bucks and Hens party and will form a highly targeted 
landing page, and is aimed at the search phrases that indicate that the problem you are solving is 
in the context of these events 

From these landing pages the visitor can go to the conversion page, or further target the exact problem 
(event) they are trying to service/solve.  

Every page must have a goal, and some action that you want the user to do. This might be read more infor-
mation on another page, or to enter credit card details. Both goals are just as critical as they are all part of the 
sales process. 
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Site Map 
Below is the sitemap of the site. For convenience the event pages have been presented by one page in this 
design, and the exact number of these pages will be determined through the content collection phase of the 
project. 

 

One thing you will notice each section has a “Booking”, “Feedback” and most have a “custom build” page. At 
first glance this may seem like duplication of the same page, but it is important that each of these are focused 
on the context of the sale. The content that is “sealing” the right deal. A common mistake is to assume that if a 
user arrives at a booking page, they are a done deal. But why assume that? 
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Wireframe Design and page Goals 

Home 
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About Becker Bus Company 
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About Becker Bus Company 
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Party Bus 
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Sub Event Page (Party Bus) 
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Book It (Party Bus) 
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Feedback Survey (Party Bus) 
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Custom Build (Party Bus) 
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Charter Bus 
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Charter Bus Sub event page 
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Charter Bus Sub Book page 
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Charter Bus Feedback page 
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Charter Bus Custom Build page 
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Party Trailer 
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Party Trailer—hook It up 
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Party Trailer—Feedback Survey 
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Party Trailer—Custom Build 
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Party Boat 
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Party Boat—Don’t let it float away 
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Party Boat—Feedback 
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House Bus 
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House Bus—book it 
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House Bus—Feedback 
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Custom Build 
 


