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Understanding What Each Public Page Is Designed to Help
You Do
When you open a public page in Sherkety ERP & Website Platform, start with the

top of the page. The page headline, short banner text, and the main button in the hero

section usually tell you whether you are looking at a business services page or an
ERP product page. A services page often speaks about helping your business, solving

operational problems, or providing expert support. Its main button usually pushes you
toward a conversation, such as Contact Us or another inquiry action. An ERP product

page usually highlights software capabilities, business modules, or platform benefits,

and its main button is more likely to point you toward product evaluation actions such
as a demo, pricing, or plan comparison.

The navigation labels also help. If you arrived through a services menu, accounting

service page, company registration content, or another advisory-focused entry point,
the page is likely service-led. If you came from the ERP system area, ERP apps

catalog, or a module page such as HR, Sales & CRM, Purchasing, Accounting, or
Reporting, the page is likely product-led. Section headings reinforce this. Service

pages usually organize content around expertise, support, implementation help, and

outcomes. ERP pages usually organize content around features, modules, workflows,
screenshots, and package options.

Trust signals matter too. Client logos, testimonials, certifications, and partner badges

can appear on either type of page, but they feel different depending on the
surrounding content. On a services page, they support credibility and delivery

experience. On an ERP page, they support product confidence and buying decisions.

As you review the page, look for the path it wants you to take. One path leads to an

inquiry form or consultation request. The other leads deeper into ERP exploration

through features, pricing, demos, or comparison content. If you need a refresher on
how calls to action guide visitors across public pages, see Using Public Calls to Action

Across Marketing Pages.
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[SCREENSHOT: Hero section showing page headline, supporting text, and primary

call-to-action button]

Reviewing Business Services Pages for Fit
When you evaluate a business services page in Sherkety ERP & Website Platform,

read it like a description of help you can hire, not software you can subscribe to. Start

with the service sections near the top and middle of the page. Look for blocks that
describe service categories, business support areas, engagement options, or industry

experience. These sections usually explain what kind of help is available, such as
advisory work, setup support, customization, ongoing assistance, or managed

delivery.

Next, pay close attention to the contact-focused parts of the page. A services page
usually makes conversation easy. You may see a Contact Us button, a consultation

request form, direct inquiry prompts, or lead capture fields asking for basic details

before someone follows up. These elements show that the page expects you to start
with a discussion about your needs rather than move straight into product comparison.

If the page repeats contact actions in the hero area, mid-page sections, and footer,
that is another strong sign you are on a service-led page.

Service scope details are especially important. Read any cards, expandable sections,

or bullet lists that describe what is included. These areas often separate consulting,
implementation help, support, customization, or ongoing service coverage. This is

where you can tell whether the offer matches your business problem. For example,
one page may focus on expert guidance and setup, while another may focus on long-

term operational support.

Finally, use proof sections to judge fit. Case studies, customer stories, business
results, and industry examples help you decide whether the page speaks to

companies like yours. If the examples match your size, sector, or operational

challenge, the page is probably relevant. For more detail on service discovery paths,
see Finding Services Through Navigation and Service Menus and Exploring the

Accounting Services Page.

[SCREENSHOT: Services page showing service cards, inquiry form, and customer
proof section]

Reviewing ERP Product Pages for Fit
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An ERP product page in Sherkety ERP & Website Platform is built to help you

evaluate software. You can usually confirm that quickly by scanning for feature grids,
module lists, screenshots, plan prompts, and product-focused buttons. If the page

highlights what the software does across daily business work, you are in product
evaluation mode rather than service inquiry mode.

Start with the feature sections. These often describe what the ERP covers across

areas such as accounting, inventory, sales, purchasing, HR, CRM, and reporting.
Read the section headings carefully and note which business processes are named

directly. A strong product page makes coverage visible. Instead of broad promises, it

shows which modules or app areas are included and what each one helps you
manage. If you want to explore module entry points in more detail, use Browsing the

ERP Apps Catalog and Evaluating ERP Modules From Catalog to Detail Pages.

Then look for buying support content. ERP pages often include pricing prompts,
package comparisons, screenshots, or plan-related sections that help you compare

options. You may also find language about growth, scalability, integrations, or future
expansion. These signals matter because they show the page is helping you assess

whether the ERP can support both your current setup and your next stage of growth.

The call-to-action buttons are one of the clearest clues. Buttons such as Request
Demo, View Pricing, Compare Plans, or Talk to Sales are aimed at software

buyers. They move you toward evaluation, comparison, and purchase decisions rather
than a broad consultation. If the page repeatedly invites you to review plans or

request a demo, treat it as a product page even if it also mentions support or

implementation.

Use screenshots and module descriptions together. Screenshots show interface

depth, while module lists show business coverage. When both are present, you can

judge whether the ERP fits your workflows before taking the next step.

[SCREENSHOT: ERP product page with module grid, screenshots, pricing prompt,

and demo button]

Comparing Signals That Tell You Which Path Matches Your
Needs

Some public pages in Sherkety ERP & Website Platform are easy to classify, while

others mix business services and ERP messaging. The fastest way to decide which
path fits your needs is to compare the page signals side by side.
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What to check Service-led signal ERP-led signal

Headline and

banner text

Focus on expert help, delivery, setup,

support, or business improvement

Focus on software capabilities,

modules, automation, or platform value

Main button Contact Us, consultation, inquiry, or

discussion request

Request Demo, View Pricing,

Compare Plans, or Talk to Sales

Section

headings

Expertise, implementation, support,

managed services, outcomes

Features, modules, screenshots, plans,

integrations, reporting

Proof points Customer stories, delivery results,
partner trust, industry experience

Product screenshots, module
coverage, package comparison,

feature depth

Use this comparison to answer one question: is the page solving your problem with

people and services, or with software? If the page keeps returning to expert guidance,
delivery approach, and tailored help, it is pointing you toward a services conversation.

If it keeps returning to modules, product benefits, and software evaluation actions, it is
pointing you toward ERP evaluation.

Common visitor goals also map clearly to page type:

If you need implementation help, process consulting, ongoing support, or

specialized expertise, a services page is usually the better fit.

If you need a new ERP, clearer module coverage, pricing visibility, or product

comparison, an ERP page is usually the better fit.

Mixed-intent pages can still be sorted out by structure. Look at what appears first,

what sections take up the most space, and which button is repeated most often. The

dominant call to action usually reveals the primary purpose of the page. If you are
deciding between website and ERP offers more broadly, see Comparing Website and

ERP Offerings and Choosing Between Business Services and ERP Products.

Choosing Between a Services Conversation and an ERP
Evaluation

Use your business need as the starting point. In Sherkety ERP & Website Platform,

the right path becomes clearer when you ask whether you need expert help, new
software, or both.

1. Check the problem you are trying to solve.
If your main issue is process improvement, implementation support, setup

guidance, or expert advice, start with a services page. If your main issue is
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replacing disconnected tools, improving visibility across departments, or finding

one platform to manage operations, start with an ERP product page.

2. Look at your current readiness.
A business that already has software but needs migration help, rollout support, or

strategic advice often fits the services path first. A business actively comparing
software options, reviewing modules, or checking pricing is usually ready for ERP

evaluation. If you are still early in the process, a services conversation may help
define what you need before you compare ERP plans.

3. Choose the button that matches your intent.
Use a consultation or inquiry form when you want to explain your situation and get
guidance. Use Request Demo when you want to see the ERP in action. Use View
Pricing or Compare Plans when you are narrowing down product options. Use

Talk to Sales when you are already leaning toward a software decision and want
commercial details.

4. Match the path to your role.
A prospective ERP buyer usually spends more time on module pages,

screenshots, plan comparison, and product actions. A business services visitor

usually spends more time on service scope, industry expertise, outcomes, and
consultation forms.

If you are comparing ERP pages specifically, Using ERP System Landing Pages to

Evaluate Offerings is a helpful companion. If you are still deciding between service
help and product adoption, this page is the point where that choice becomes practical.

Avoiding Common Mistakes When Comparing Public Pages

It is easy to follow the wrong path when two pages use similar business language. In

Sherkety ERP & Website Platform, the safest approach is to verify the page using
visible actions and content structure instead of relying on broad promises.

One common mistake is treating a service inquiry page like a product page because

the wording sounds transformational or strategic. Phrases about growth, efficiency, or
business improvement can appear on both page types. Before deciding, check where

the main button leads. If the repeated action is a consultation request or contact form
rather than a demo or pricing view, the page is service-led.

Another mistake is assuming an ERP page automatically includes implementation

support. A product page may focus heavily on modules, plans, and software benefits
without explaining onboarding or hands-on assistance. If implementation matters to
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you, look for linked services content, partner trust signals, or support-related sections

rather than assuming they are included.

You can also misjudge a page by comparing only marketing claims. A better

comparison uses concrete evidence:

Module lists

Feature grids

Service scope descriptions

Customer stories

Industry examples

Pricing or plan prompts

Screenshots and workflow visuals

Mixed messaging is the final trap. Some pages mention both expert support and ERP

capabilities. When that happens, check the repeated call-to-action buttons, footer
links, and any forms on the page. A page that repeatedly pushes you toward inquiry is

not the same as one that repeatedly pushes you toward demo and pricing actions. If
you need help reading these cues, Understanding Public Page Layouts and Visitor

Actions and Understanding Public Website Sections and Visitor Goals provide useful

context for how these pages guide decisions.

[SCREENSHOT: Page with repeated CTA buttons showing the difference between

inquiry-focused and demo-focused actions]

Overview

This document helps you tell the difference between two common public page types in
Sherkety ERP & Website Platform: business services pages and ERP product

pages. Both can look polished and persuasive, but they guide visitors toward different

decisions. Services pages are built to start a conversation about expert help,
implementation support, consulting, or managed delivery. ERP product pages are built

to help you evaluate software features, modules, pricing, and demo options.

The most useful clues are visible right on the page. Start with the hero headline,
supporting text, and the main button at the top. Then scan section headings, proof

content, screenshots, forms, and repeated calls to action. A page that emphasizes
expertise, delivery, and consultation is usually service-led. A page that emphasizes

modules, features, plans, and demos is usually product-led.
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You will also learn how to compare mixed-intent pages. Some pages include both

service and product language, especially when implementation or onboarding is part
of the broader offer. In those cases, the page structure and the most repeated action

usually tell you which path is primary.

This guide does not repeat the general call-to-action patterns covered in Using Public
Calls to Action Across Marketing Pages. Instead, it focuses on how to evaluate page

intent so you can choose the right next step: submit an inquiry, request a consultation,
explore modules, compare plans, or request a demo.

If you are browsing several public pages before contacting Sherkety, this guide helps

you avoid wasting time on the wrong route and makes it easier to move from page
reading to a decision.

Prerequisites

Before using this guide, it helps to have a basic sense of how public pages are

organized in Sherkety ERP & Website Platform. You do not need admin access,
setup steps, or any special account. This guide is for public visitors comparing offers

from the website.

A few things will make the evaluation easier:

You should be comfortable moving between the main navigation, page sections,

and footer links.

You should know how to recognize common public actions such as Contact Us,
Request Demo, View Pricing, and other inquiry or sales buttons.

It helps if you already know whether you are browsing from a services-related
page, a company information page, or an ERP app page.

If you are comparing pages in more than one language, make sure you are

familiar with the language switcher so you can confirm the same page intent
across localized versions.

If you need that background first, these documents are the best starting points:

Navigating Public Pages and Entry Points

Browsing the Sherkety Public Website

Switching Languages While Browsing the Platform

Using Public Website Navigation Patterns Across Marketing Pages

Generated from Sherkety Bytes Align docs · August 25, 2026 7 / 8

doc:using-public-calls-to-action-across-marketing-pages
doc:using-public-calls-to-action-across-marketing-pages
doc:navigating-public-pages-and-entry-points
doc:browsing-the-sherkety-public-website
doc:switching-languages-while-browsing-the-platform
doc:using-public-website-navigation-patterns-across-marketing-pages


After you finish this guide, continue with Understanding Website and ERP Buyer

Journeys to see how these page choices connect to broader decision paths across
the public website.
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