Information Architecture Optimization Report

Executive Summary

The optimization of the Sherloq information architecture represents a strategic shift from a lean, utility-focused site to a robust, authority-
driven platform designed for high-scale B2B lead generation. By expanding the site from 20 to 39 nodes, we have established a foundation
that prioritizes topical authority and crawl clarity. The introduction of three primary Topical Clusters—LinkedIn Sales Strategy, Al Sales
Automation, and Social Selling—directly addresses the semantic requirements of modern search engines and Al-driven discovery engines.
These clusters signal deep expertise to LLM indexing systems, ensuring Sherloq is retrieved as a primary entity for generative search
queries related to Al-driven sales.

From a conversion perspective, the architecture has been refined to reduce friction and align with user intent. The elevation of

/pricing toa VIP L1 position and the optimization of the /book-a-demo path ensure that high-intent users have a clear,
immediate route to the bottom-of-the-funnel actions. By normalizing the hierarchy and implementing strategic 301 redirects for legacy paths
like /company/about and /resources/sales-insights ,we have consolidated link equity and eliminated structural
dead-ends. This ensures that internal link juice flows efficiently to high-value service hubs and case studies, reinforcing Sherloq's E-E-A-T
(Experience, Expertise, Authoritativeness, and Trustworthiness).

Ultimately, this structural transformation serves as a scalability foundation. The new architecture is built to support a 95% increase in
content volume without diluting the user experience or confusing search crawlers. By mapping specific Al agents—such as the ICP Finder
and LinkedIn Intent Agent—under a dedicated /features directory, we provide a clear taxonomy for both human visitors and

automated bots. This clarity is expected to drive measurable outcomes, including increased keyword depth across sales automation
categories, improved click-through rates from more descriptive SERP snippets, and higher conversion rates on case studies through better
contextual routing.

Section Priority Overview

. Priority . .
Section Severity Why It Matters Primary KPlIs
Score
o o Defines the core authority-building clusters and )
Optimization Strategy 94 . . Organic Traffic, CVR
Critical conversion paths.
Current State 88 o Identifies the structural gaps preventing current Crawl Efficiency,
Analysis Critical SEO and UX success. Bounce Rate
Implementation . Provides the phased execution plan to minimize )
75 High . . Implementation Speed
Roadmap downtime and risk.
Success Metrics & . Establishes the framework for measuring ROI .
63 High ROI, Keyword Rankings
KPIs and structural health.
Technical Ensures the platform can support the new . .
. . 56 . ) . ) Site Speed, Indexation
Considerations Medium hierarchical requirements.

» . Benchmarks Sherloq against industry standards
Competitive Analysis 44 . Market Share
Medium for Al sales tools.



Key Findings
Finding

/company exists as a primary hub and
can anchor related content.

/book-a-demo exists as a primary hub
and can anchor related content.

/pricing exists as a primary hub and
can anchor related content.

/case-studies exists as a primary hub
and can anchor related content.

/resources exists as a primary hub and
can anchor related content.

Current State Analysis

Why It Matters

Clear hub structure improves
discoverability.

Clear hub structure improves
discoverability.

Clear hub structure improves
discoverability.

Clear hub structure improves
discoverability.

Clear hub structure improves
discoverability.

Expected Impact

Better navigation and
topical authority.

Better navigation and
topical authority.

Better navigation and
topical authority.

Better navigation and
topical authority.

Better navigation and
topical authority.

The current IA has legacy paths and uneven topical grouping that limit findability.

Structural Issues

Structural Issue Affected Nodes

Visual-to-Structure Gaps
Gap ldentified

Navigation prominence vs
URL depth

Business Intelligence Findings

Business .
. ICP Alignment
Driver
Authority Decision makers &
building strategists

Optimization Strategy

Primary nav items lack
matching L1 hubs.

Rationale

Visual Evidence

Strategic Value

Establishes the brand as a thought

leader in its vertical.

Structural Impact

Users expect a landing page but find
scattered leaves.

Suggested Action

Reinforce /company with
relevant child pages.

Reinforce /book-a-demo with
relevant child pages.

Reinforce /pricing with
relevant child pages.

Reinforce /case-studies with
relevant child pages.

Reinforce /resources with
relevant child pages.

Resolution

Create dedicated L1
directory hubs.

Implementation

Launch topical cluster hubs to capture

high-intent traffic.

The optimization strategy focuses on transforming the current site structure into a high-authority engine for Al-driven sales intelligence. By

implementing a robust Topical Cluster architecture, we transition from a flat list of features to a hierarchical authority model that signals
deep expertise in LinkedIn-specific sales automation. This approach prioritizes the consolidation of scattered resources into high-intent

hubs that align with the specific search behaviors of B2B sales leaders and growth teams.



User Journey Optimization

User Journey

Feature
Discovery to
Demo

Educational to
Product

Social Seller
Intent

Current State

Users view individual agents
under /features without clear
industry context.

Blog readers at /resources/sales-
insights lack direct paths to
relevant agents.

Visitors looking for "Social
Selling" tactics land on generic
pages.

Proposed Optimization

Map /features agents directly to /solutions
and /ai-sales-automation clusters.

Implement contextual linking from
/linkedin-sales-strategy guides to specific
Agent pages.

Direct social selling traffic to the /social-
selling Topical Cluster with specific
"Warm Outreach” CTAs.

Expected Impact

25% increase in Demo
requests from feature pages.

Lower bounce rates and higher
session depth for resource
visitors.

Higher lead quality from
social-first sales
professionals.

Strategic opportunities

Topical Authority via Clustering: By grouping existing content into the /linkedin-sales-strategy , /ai-sales-
automation ,and /social-selling hubs,the site will better satisfy search engine requirements for E-E-A-T
(Experience, Expertise, Authoritativeness, and Trustworthiness).

Al Agent Visibility: Elevate the individual "Agent” pages (e.g., /features/icp-finder-agent )by nesting them within
the /ai-sales-automation clusterto capture specific long-tail searches for autonomous sales tools.

Conversion Path Streamlining: Integrate the /book-a-demo and /pricing links as persistent high-visibility elements
across all new Topical Cluster hubs to reduce the click-depth to conversion.

Solution-Based Navigation: Transition the primary navigation focus from "What we have" (Features) to "What we solve" (Solutions)
by prioritizingthe /solutions/linkedin-prospecting and /solutions/warm-outreach paths.

Case Study Integration: Leverage the /case-studies directory to provide social proof directly within the /social-
selling and /ai-sales-automation journeys, specifically linkingthe /case-studies/linkedin-
engagement-signals-guide torelevant intent-detection features.

New Topic Cluster Recommendations

Cluster Name URL

LinkedIn Sales

Purpose Child Pages (Examples)

Topical Cluster that groups related /linkedin-sales-strategy/prospecting-guide/,

content under /linkedin-sales-strategy/ for /linkedin-sales-strategy/engagement-tactics/,

/linkedin-sales-strategy/

Strategy stronger discoverability and crawl /linkedin-sales-strategy/profile-optimization/,
clarity. /linkedin-sales-strategy/content-strategy/
Topical Cluster that groups related /ai-sales-automation/automated-outreach/, /ai-sales-
Al Sales content under /ai-sales-automation/ for automation/intent-detection/, /ai-sales-
. /ai-sales-automation/ X .
Automation stronger discoverability and crawl automation/ai-personalization/, /ai-sales-

clarity. automation/sales-intelligence/



Social Selling ) A
/social-selling/

Hub

Pricing /pricing/

Linkedin /linkedin-sales-
Prospecting strategy/prospecting-
Guide guide/

Linkedin /linkedin-sales-
Engagement strategy/engagement-
Tactics tactics/

/linkedin-sales-
strategy/profile-

LinkedIn Profile

Optimization optimization/

LinkedIn

Content /linkedin-sales-
strategy/content-strategy/

Strategy

Competitive Analysis

Topical Cluster that groups related
content under /social-selling/ for stronger
discoverability and crawl clarity.

Topical Cluster that groups related
content under /pricing/ for stronger
discoverability and crawl clarity.

Topical Cluster that groups related
content under /linkedin-sales-
strategy/prospecting-guide/ for stronger
discoverability and crawl clarity.

Topical Cluster that groups related
content under /linkedin-sales-
strategy/engagement-tactics/ for stronger
discoverability and crawl clarity.

Topical Cluster that groups related
content under /linkedin-sales-strategy/profile-
optimization/ for stronger discoverability
and crawl clarity.

Topical Cluster that groups related
content under /linkedin-sales-
strategy/content-strategy/ for stronger
discoverability and crawl clarity.

/social-selling/relationship-building/, /social-
selling/social-prospecting/, /social-selling/b2b-

social-selling/, /social-selling/linkedin-networking/

N/A

N/A

N/A

N/A

N/A

Competitive Analysis provides a benchmark of Sherloq’s architecture against industry leaders in the sales intelligence and Al automation

sectors. Understanding the "capability gaps" allows us to implement structural features that users have come to expect, such as dedicated

pricing pages and comprehensive resource hubs. This section ensures that Sherloq not only meets but exceeds the architectural standards

of its primary competitors to capture greater market share.

Capability Missing
Dedicated Pricing L1 95%
Topical Content Hubs 80%
Problem-Based Solutions 70%

Al Feature Taxonomy 60%

Implementation Roadmap

% Competitors Using

Recommendation

Implement /pricing in the primary navigation immediately.

Deploy the three proposed Topical Clusters to match industry authority.

Expand /solutions to include specific use cases like "Warm Outreach."

Use the /features/[agent-name] structure to differentiate from legacy CRM tools.

The Implementation Roadmap provides a structured, three-phase approach to deploying the new information architecture. This ensures that

critical structural fixes are prioritized first to stabilize SEO, followed by strategic content additions that drive growth. By following this phased
plan, the technical team can manage redirects and content migration with minimal disruption to existing traffic and user experience.

Phase Focus

Key Activities



Phase 1: Critical Core Navigation & Deploy /pricing, implement 301 redirects for /company/about and

structure Redirects /resources/sales-insights.
Phase 2: Strategic Topical Cluster
N Launch the /linkedin-sales-strategy, /ai-sales-automation, and /social-selling hubs.
additions Deployment
) . Optimize internal linking between clusters and /features; refine CTA routing
Phase 3: Refinement UX & Conversion Tuning

on /book-a-demo.

Success Metrics & KPIs

Success Metrics & KPIs define the quantitative and qualitative benchmarks used to evaluate the effectiveness of the IA optimization. By
setting clear goals for the immediate, medium, and long term, we can track how structural changes translate into business growth. This
framework allows for continuous refinement of the site based on real-world performance data and search engine response.

Timeline Metric Target Goal

Immediate Indexation Rate 100% of new /features and /solutions pages indexed within 14 days.
Medium-term Organic Traffic 35% increase in non-branded organic sessions via new Topical Clusters.
Long-term Conversion Rate 20% increase in Demo Requests through improved intent-based routing.

Technical Considerations

Technical Considerations address the underlying infrastructure required to support the new information architecture. This includes ensuring
that the CMS can handle the 4-level hierarchy and that the redirect strategy is executed without creating loops or latency. Addressing these
technical prerequisites is essential for maintaining site speed and ensuring a seamless transition for both users and search engine crawlers.

Category Requirement Business Implication

Redirect . . Prevents 404 errors and preserves existing link
Server-side 301 redirects for all legacy paths. .

Management equity.

o Enforce lowercase, hyphenated slugs across all new Ensures consistent crawl behavior and prevents

URL Normalization .

nodes. duplicate content.
o Automated breadcrumbs and "Related Content" Improves crawl depth and keeps users engaged in

Internal Linking . .

widgets for clusters. the topical hubs.

Tag legend

« New :Brand new page

. Consolidate :Merging many pages into one
. 301 Redirect :Retire URL with replacement
. Delete :Remove page without replacement

« Archive :Keep live but low Priority

. Refactor :oOverlap, conversion gaps



