
 
 
 
 
 
 
 
 
 

 
What You Can Plan to Spend on Launching  
a Profitable Web Site 
By Pam Foster, Founder and Senior Copywriter, Web Content Optimization 
ContentClear Marketing www.contentclear.com
 
 
The Web development community seems to shy away from revealing their prices unless they’re dirt 
cheap. We’re not sure why. But we’re here to tell you the truth up front with no surprises or hidden 
agendas. 
 
Many Web design companies will try to offer you a low-budget site that seems very appealing. Keep in 
mind that these are “template” sites that generally don’t allow for customization related to your specific 
business goals, audience and needs. 
 
The truth is, no one can develop a $300-$500 site for you that’s custom-built around your business brand, 
your specific sales goals and competitive position, and the people you need to attract for online success. 
These “one size fits all” template sites certainly serve a purpose for tiny businesses that can’t afford more 
than the most basic formula, but these sites can come back to bite you if you need anything customized 
for your business. Beware: if it sounds too good to be true, it definitely is. 
 
A great business site, depending on its complexity, should cost between $6,000 and $15,000 on the 
lower end, and $20,000 to $30,000 or more on the higher end. 
 
These prices are for the Web site development and launch. Ongoing maintenance and marketing are 
budgeted separately. 
 
For $6,000-$15,000, you can expect to launch a professional, branded brochure site or customized lead-
generation site that includes a modest number of pages about the benefits of your services or products, 
your team’s background and expertise, the credentials of your firm (including a list of clients and 
testimonials), examples of your work and successes, a contact page, helpful resources or PDFs, an e-
newsletter invitation page (if you choose to include one), customized content throughout, and of course, 
initial keyword research and placement. 
 
Sites that include e-commerce and/or databases become more costly to create because they require more 
technology. Therefore, they can cost $15,000 and up. If your business offers several product lines, you’ll 
need a separate page (or pages) for each one. If you’re adding extensive links, forms or other documents, 
discussion forums and more, that can add up too. Again, the cost increases are also proportionate to the 
sales activity you expect online. 
 

 1

http://www.contentclear.com/


The bottom line is—every site has a unique budget because every site is a customized product and 
process. A professional Web company will provide a custom budget proposal once they’ve met with you 
and determined the scope of your unique site.  
 
Remember, an initial investment in a custom-built, high-quality, marketing-focused site will more than 
pay for itself in the long run. A lot of work will go into your site to make sure it sells. You’re paying for 
your Web team’s skills and experience in making sure your site is a moneymaking winner! How much of 
a winner? 
 
In 2006, “small Web merchants grew their combined revenue to $18.5 billion, or 45.7% over 2005.”1 
Also, “A 2006 study of 174 retailers found that online retail sales rose over the previous year by 25%.”2 

 

Your business could be among those who are seeing major revenue increases.  
 
These are just some of the ways you can boost your success on the Internet.  
 
To learn more, you’ll want to check out the ContentClear™ Marketing Method for Web Site Optimization, 
a clear, methodical 7-step approach to increasing Web conversions and sales.  
 
Pam Foster, senior copywriter and online content consultant, is the founder of the ContentClear™ 
Marketing Method for Web Site Optimization (www.contentclear.com). Her diverse 28-year marketing 
communications background includes writing and consulting for many types of industries promoting B2C 
and B2B products and services. She has 13 years of experience in Web content writing and strategy, SEO, 
and information architecture, as well as direct mail – all for clients such as L.L. Bean, Blue Cross and 
Blue Shield of Maine, the American Cancer Society, Harper College, AWAI, Downeast Energy and many 
others. 
 
Pam is co-author of 9 Easy Steps to Planning a Profitable Web Site and several other books under the 
Internet Jungle Guide brand (www.internetjungleguide.com). She has won 100+ marketing awards 
including New England DMA (Direct Marketing Association), Web Marketing Association, Telly, and 
Catalog Age. She is an AWAI Copywriters Wall-of-Fame honoree. Pam works mainly with larger 
corporate clients, helping them optimize their Web sites to boost conversions and sales. She also offers 
personal coaching services to copywriters looking to elevate their Web content and client service skills 
and learn her 7-step Web site optimization method. You can contact Pam at pam@contentclear.com. 
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