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Introduction
As the decision-maker for your dealership, you know how to evaluate 

purchase decisions at every layer of business. You can value a tractor 

without missing a beat. You understand the ROI of a new sales manager. 

But you only purchase a website solution every five years or so, and in 

that time, digital best practices change. 

To help heavy equipment 

dealers make great 

website decisions, we’ve 

designed this 36-point 
checklist to help you 

think more like a digital 

marketing expert.

Before you settle in for a good long read or scan the topics that matter most for 

your business, make sure you have the business needs of your company well-

considered. Understanding your goals before you begin a new website project 

largely determines your success.
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First, let’s start with the basic questions.
If the website provider you are talking to doesn’t nail these, 

look for an alternative.

1. How does your solution work on mobile?
You want a responsive design with mobile breakpoints. This is the 

only way to have a site look good and be easy to navigate on a phone. 

Avoid a mobile site solution (every update will have to be made 

twice) or no solution for mobile. 

2. Describe how your solution is specific for 
equipment. 
Equipment sites are complex. They live in the gray area between 

informational and e-commerce sites. The provider should talk about 

searching for inventory, sorting and filtering, and category-level 

landing pages if the solution was built for equipment. Avoid solutions 

like WordPress or Squarespace that are informational by design. Your 

equipment will always feel tacked on and hard to browse. 

3. Can I make edits?
Whether you are technical or not, you need a site that you can make 

edits to. Find out what the CMS (content management system) looks 

like and what changes you can control. At the bare minimum, you 

want to be able to edit copy, add photos and videos, add or modify 

locations, and launch landing pages without having to pay for help or 

wait in a ticketing queue.
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4. What platform do you build websites on?
There are lots of possible answers here, and don’t be surprised if it is a 

platform that was built in-house (remember, equipment websites are 

unique and there’s no major platform that handles inventory well). If it’s 

a proprietary solution, ask for a tour of the CMS and for 3-4 URLs of sites 

built on the platform. Check out those sites and play around with their 

inventory. Again, avoid sites built on platforms designed exclusively for 

content (see #2 for additional details).

5. What are my options for customization? 
Templated solutions allow for  speed and efficiency. That’s great, but 

all businesses have unique needs. Make sure you’ll have options to 

customize to meet those business needs. 

On the other end, maybe you have a clear vision of your very unique 

business needs. Communicate those expectations and see what is 

possible (and what pricing looks like for a fully custom site).

6. How does your system integrate with 
other technology?
Part of building a new website is planning for today as well as for the 

future, so you want a solution that integrates with your current and 

future business systems. Look for a partner who has experience with 

third party integrations. 

When discussing integrations, a provider should clearly understand the 

complexities. Dismissive words like “simple” and “easy” are red flags. 

They should ask about APIs, iframes, or feed structures at the very least 

to give you confidence they know what they are talking about. 
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7. Who will be my point of contact during 
the build?
There are lots of right answers here. The wrong answers to look out for: 

•  The salesperson: Websites require detailed work. You want someone 

focused on capturing those details and moving the project to a 

successful conclusion—not someone who is looking for the next 

project. 

•  The developer: To keep the project organized and moving forward 

to deliver a final product that works for your business, you want clear, 

consistent communication. If the developer needs to code and they 

are responding to you in a timely manner, they’re not coding.

•  A ticketing system team: Again, websites are a lot of detail work. 

You want a centralized brain managing the project—and it would be 

better if that brain isn’t yours. 

8. What does support look like after 
launch?
Important: Websites are like any machine—they break and require 

maintenance. Plus, your business is dynamic and you will want to make 

updates as your company grows. 

Do you pay an ongoing monthly fee? What does the fee include? Or do 

you pay per hour? Or do they not support edits post-site build at all? 

A website ties you to a provider for an extended period, make sure you 

are clear about their pre-, during-, and post-build services.
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•  Websites need a  

mobile-friendly design.  

56% of searches for 

equipment dealers come 

from mobile.

•  Inventory should clearly 

display multiple images 

and reviews.  

87% of visitors expect it.

DON’T FORGET 

THE BUSINESS 

IMPLICATIONS 

TIED TO DESIGN

Second, let’s talk about the design.
Design is one of the areas that non-technical people typically feel more 
comfortable, so there can be a lot of unspoken assumptions. Talk those 
through early, to ensure you and the provider are same page. And don’t 
forget that there are lots of business implications tied to design.

According to Google research:
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9. Is this a templated or custom designed 
solution?
Either answer here is acceptable, but  know what you are buying. If 

it’s a template, ask about variations and choices. If it’s custom design, 

ask about their process to align with your brand and vision.

10. What kind of custom graphics are 
included?
Many of the visuals should be unique to your business—photos of 

your locations, people, and services. Find out what is included, how 

they will prep you for what you need to provide, and if they are going 

to develop custom graphics, especially for the homepage.

11. How do you design for mobile?
Back to this very important point explored in Question #1. Today, 

between 50-60% of people visit your site on a mobile device and 

this percentage is increasing. Take the URLs provided to you from 

Question #4 and look at them on your phone. Don’t stop at the 

homepage! Click to find equipment and locations. Test out how 

easy it is to click a button and fill out a form. Do the same thing 

on a desktop. If you are scrolling and scrolling to get to the right 

information, they aren’t designing solid responsive design with 

logical breakpoints. You can also run an independent test and both 

see how the page displays and how Google scores it.

12. How do you design for conversion?
When thinking about design, it’s easy to think exclusively about 

graphics. But graphics can be changed much easier than your site’s 

design structure. Think about your business and what you need 

people to see immediately (calls-to-action and equipment), then ask 

the prospective vendor how they think about and prioritize business 

needs with design.

https://search.google.com/test/mobile-friendly
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13. Will the site 
have a new 
equipment 
showroom?

Ask for the details about 

this functionality. What 

manufacturers do they 

support? How is the 

information uploaded 

for site launch? How is it 

managed on an ongoing 

basis to ensure your 

equipment details stay up-

to-date?

14. Do you have 
used inventory 
on the site? 

Push for more detail 

here, too. How is the 

used equipment treated  

differently than 

new? Can you choose the 

features that show? What 

is manual and what is 

integrated? How do you 

make inventory updates 

over time?

15. On equipment 
pages, how do 
you plan for 
conversions?

You want your equipment 

shoppers to turn into leads. 

That means your website needs 

to plan for smart conversions 

on main equipment pages, 

as well as category and 

equipment detail pages. Look 

for the vendor to talk about 

visible phone numbers, CTA 

high on the page, and simple 

forms that don’t have too many 

fields. 

Next, let’s get into equipment details. 
After the basics, equipment details are the next priority. This is how you 
create sales opportunities and how businesses will find you online. Make 
sure your vendor has a solid solution in place to take every advantage. 
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16. What 
integrations do 
you support?

Out-of-date equipment on 

your site is unacceptable 

and the best way to 

overcome this is with 

integrations. This may 

include integrations 

with your inventory 

management system, 

manufacturer feeds, or 

online marketplaces. 

Ask what the provider 

already has in place, if they 

have partnerships, what 

can be built, and what is 

included as standard with 

their solution.

17. What is the 
user experience 
for inventory? 

As much as possible, you 

want to keep people on 

your site, not shopping 

where they’ll see competitor 

information. Enable that with 

a positive user experience. 

Best-of-ecommerce 

functionalities, like sort and 

filter and site search, help 

users quickly find what they 

are looking for. Equipment 

detail pages that have 

general descriptions and 

specifics bring buyers to your 

site and keep them engaged. 

Avoid solutions that use an 

iframe.

18. Will the site 
include category-
level landing 
pages? 

People frequently search 

for equipment at the 

category level. For example, 

‘combines’ or ‘John Deere 

tractors.’ Your website will 

need these kind of landing 

pages to support your 

equipment marketing.
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Meta 
Descriptions, 
title tags, 301 

redirects

Dynamic 
Sitemap

URL structure 
and multiple 

locations

Search engine optimization (SEO) is frequently intimidating to equipment 
dealers, which is particularly why you need to cover this topic with potential 
providers.

Many solutions will limit the depth of your SEO capabilities. Limiting SEO 
affects how well you organically rank on search engine results pages on 
Google and Bing.

After that, get into SEO details.
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19. Can I access and 
edit meta descriptions, 
title tags, and 301 
redirects?

Even if you don’t know what these 

terms mean, know that you want the 

answer to be ‘yes.’ These bits of HTML 

code help search engines understand 

your business and are your best 

opportunity to influence how well 

your website ranks in search results. 

You should be able to control and 

edit them. 

21. Do you include a 
sitemap? Is it dynamic?

Again, you want the answer to be 

‘yes.’ Sitemaps help search engines 

understand your website structure, 

and therefore your business, more 

accurately. A dynamic sitemap 

updates automatically when you 

make a updates to the website.

20. Explain your URL 
structure.

The words you should be listening for 

in this description are “structured” 

and “friendly.” URL structure  should 

be well-considered and logical. It’s 

important for people and search 

engines to be able to anticipate 

the webpage content based on the 

URL—like business.com/tractors 

or business.com/new-equipment/

backhoes.

22. How do you 
account for multiple 
locations?

One of the complexities common in 

heavy equipment is a single business 

with multiple locations. You need to 

be sure that your website is localized, 

so that search engines, like Google, 

know where your locations are and 

what business they do there. If this is 

an issue you face or anticipate facing, 

listen for cues that the provider has a 

plan for this with terms like ‘location 

pages,’ ‘Google Maps integrations,’ 

and ‘user location-based content.’
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First and foremost, your equipment website is a tool for sales. If salespeople 
are focused on creating and closing leads, then your website must help facilitate. 
Strong support for lead generation and conversions should be a focus for any new 
website.

Don’t neglect conversion details!
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23. Do you 
support onsite 
forms? Can 
they be put on 
any page? Can 
I customize the 
fields?

There’s a ton of research 

about form best practices. 

Optimizing your site 

for conversions will be 

ongoing.With that in mind, 

you want flexible forms 

that allow you to  improve 

performance over time—

including form length, CTA 

placement, and addition/

deletion of forms.

24. Will my 
phone number 
be click-to-call 
for mobile?

This question helps you 

identify how much the 

provider thinks about 

mobile. This should be an 

easy ‘yes.’

25. Do you 
integrate 
with Google 
Analytics? 

You want Google Analytics 

included as standard, and 

you should have admin 

access, allowing you to 

own the data. You should 

expect that they transfer 

your existing UA code vs. 

setting up a new one. 

If you don’t have an 

existing account, ask that 

they set your or someone 

at your company up as the 

admin.
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26. Can I launch landing 
pages myself? If so, do 
they start blank or can I 
select fields?

Landing pages will be important to 

your marketing efforts, so understand 

how simple or complex it is to create 

landing pages. 

Ideally, you should be able to select 

from templates or pre-existing 

elements rather than starting from 

a blank page every time, submitting 

changes into a development queue, or 

having to pay for new landing pages.

27. Can landing pages 
include inventory? 
Do they auto-update 
or require manual 
editing? 

This is a feature that will make a 

huge difference for promotions, 

email campaigns, and SEO among 

other marketing opportunities. What 

you’re looking for here is inventory 

selection where you set the rules 

and your inventory stays up-to-date 

without manual intervention.
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Wind down the conversation with 
process details. 

If the provider has presented a viable solution for your dealership, make 

sure you talk through the build experience. Websites are detail-rich, leaving 

opportunity for more or less process issues to arise depending on the experience 

of the provider and the team assigned to your project. 

28. What is the lead time until you can actively 
start on my website?
Once you get internal buy-in, you want a provider that can move forward 

quickly and advance through to completion. Delays typically mean 

backtracking and additional costs.

29. How long do you expect the project to take, 
from start to finish?  
Templated versus custom solutions have different timelines. Understand both 

the time planning, design and development will take on their end and how 

much time they are providing for reviews, approvals, and content on your end. 

30. Where are your developers located?
Using outsourced developers may make sense for cost-savings and scalability, 

but it’s a red flag for your project. Communication with developers about your 

business needs is critical to success and outsourced work can make consistent 

communication more difficult. 
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31. What kind of work will 
you need from me and my 
team?

Company expectations vary so find out 

what the provider expects. Categories to 

ask about include preliminary business 

input, design input, website content, 

photography or graphics, content entry, 

and IT coordination.

32. How will you support 
me and my team in the 
process? 

An experienced company should be able 

to provide you with a clear roadmap for 

the process; fixed deliverables, your role at 

each stage, and name their staff member 

who will support each stage along the way. 

It should sound like they’ve done it before. 

Be wary of overly-confident statements 

like, “You won’t even need to be involved” 

or “We’ll let you know what’s needed 

along the way.” You should be a part of the 

process for smooth execution.
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The starting price of a website may seem very affordable, but be sure to 
ask additional questions to get the full picture. From initial costs, advanced 
features, IT costs, maintenance, and ongoing requests, understand what you are 
committing to for the coming years.

Finally, know the smart questions to 
ask to get a complete answer on the 
all-in price tag of your website.

33. How are 
websites priced, 

and what ongoing 
costs should I 

anticipate?

34. How are 
future changes 

and updates 
priced?

35. Are there 
opportunities to 
lower my overall 

cost?

No answer here is necessarily right or wrong, but these are the categories of 
pricing questions you should know before making a purchase decision. 

36. Will I own or rent my site?

Either owning or renting can be the right choice for your business. Owning 
generally means upfront costs. Renting typically means lower monthly costs. 
Either way, find out what happens in the event of a divorce. Who owns the code 
and content?



36 Questions Equipment Dealers  
Should Ask Before Buying a New Website 18

127.511127.511

If you’re interested in hearing how Adpearance answers 
these questions as a provider of best-in-class equipment 
websites, we’d love to talk with you.

Having built equipment websites for a decade, we’re passionate about the right 
way to engineer websites for sales success and never get tired engaging on 
the topic. You can email us at equipment@adpearance.com or call (971) 352-
3499 for a free website consultation. Our commitment is to be transparent and 
educational, regardless of where you are on your digital journey.

mailto:equipment%40adpearance.com?subject=
tel:9713523499
tel:9713523499
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