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Building pages that answer real searches and attract better visitors 

 

 

Good SEO is not about chasing keywords. It is about answering real questions that 
people type into Google. When your pages solve problems, explain decisions and help 
people understand their options, you naturally attract better visitors - the kind who are 
more likely to become customers. 

This approach keeps things simple, practical and focused on real human behaviour. And 
it fits perfectly with the structure and content engine you’ve already built. 

 

Focus on what people actually search for 

Before you think about rankings or traƯic, think about what people need. Every search 
begins with a question, a problem or a decision someone is trying to make. 

Examples: 

 “How long does it take to install an indoor pool?” 

 “Best way to deburr small metal parts?” 

 “Do I need a website redesign or just updates?” 

 “Why is my Google Ads spend unpredictable?” 

These are the kinds of searches that bring in genuine buyers. When your pages answer 
these questions clearly, you attract visitors who already have intent. 

 

Build each page around one main question or theme 

Your service pages should be clear and focused - one service, one problem solved, one 
clear purpose. Your supporting pages (blogs, FAQs, guides) should also each answer 
one main question. 

This keeps your content tidy and makes it easier for both visitors and Google to 
understand. 
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Simple examples: 

 “Indoor pool installation timescales explained” 

 “How vibratory finishing compares to hand finishing” 

 “When a website redesign is needed (and when it isn’t)” 

When each page has a single job, your whole site becomes easier to read and easier to 
rank. 

 

Use clear headings so people and Google can scan your pages 

People do not read websites word for word. They scan. Google does the same. Clear 
headings help both find the information they need. 

Strong headings: 

 use plain English 

 explain the section simply 

 match the way customers talk, not industry jargon 

Examples: 

 Good: “How long does an indoor pool take to build?” 

 Good: “Which finishing method is best for small aluminium parts?” 

 Weak: “Project duration timelines and analysis overview” 

Clear headings improve user experience and help Google connect your content to the 
searches that matter. 

Use your content engine to support your key pages 

Earlier, you created FAQs, blog posts and case studies. These are now your supporting 
materials. They help reinforce your service pages and build a clearer picture for Google. 

Think of it like a simple hub-and-spoke system: 

 your main service pages are the hubs 

 your FAQs, blogs and case studies are the spokes 

 each supporting piece links back to the main service 

You do not need to use technical terms like “pillars” or “clusters”. This simple approach 
works just as well and is far easier to understand. 
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Write in natural language that reflects real searches 

Google is now much better at understanding normal, conversational language. You 
don’t need to force keywords into your writing. In fact, it works against you. 

Instead: 

 write how you talk 

 use the words your customers use 

 explain things as if you were on a phone call 

 mention common questions naturally in your explanations 

When you describe your services clearly, Google can match your pages to real searches 
without forcing anything. 

 

Answer related questions on the page to build depth 

A good page doesn’t just answer the main question - it also answers the related ones. 
This gives your page more depth and makes it more helpful. 

For example, a page about “indoor pool installation timescales” could also cover: 

 what aƯects installation speed 

 what delays to expect and how to avoid them 

 whether planning permission is needed 

 how the build process works from start to finish 

Google loves this. Visitors love it even more. 

 

Why this approach attracts better visitors 

When your pages answer real searches: 

 you attract people who already have a need 

 your content filters out the “just browsing” crowd 

 your leads become warmer and more informed 

 you spend less time explaining basics on phone calls 

This is SEO with a direct link to lead generation, not vanity metrics. 
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Small improvements that compound over time 

You don’t need to publish constantly. Small, consistent updates build a long-term 
foundation. 

Examples of improvements that add up: 

 refreshing a blog with new examples 

 expanding a service page with more helpful detail 

 improving headings to make them clearer 

 adding new FAQs when customers ask something repeatedly 

This is the WebStudio Marketing philosophy - little improvements, made regularly, 
creating momentum over time. 

 

A quick plan for your next three pages 

To start building pages around real searches, try this simple plan: 

 write one page that explains a common decision your customers need to make 

 write one page that clears up a misconception in your industry 

 write one page that answers the most frequent question you hear 

Everything you write should support your main services and help the right visitors find 
you. 

Next, we’ll look at how to improve your visibility with small, consistent optimisations 
that strengthen your entire site. 

 


