Website Tips to Keep in Mind When Writing Copy

Initial Paragraph: 

Must be a ‘grabber’ that they can relate to, ie.

 
“If you’d like to finally <benefit #1>, <benefit #2>, and <benefit #3> without


<pain>, then this is the most important website you’ll see today!”

Formula:

· Identify the problem, agitate the problem, then provide the solution. You need to give them hope and make them relate to it and feel better, and want to continue reading the copy.

· Provide an example to illustrate how it works to get the results.
· People are looking for help, a benefit from you and your services.

· Use testimonials to build credibility.

· Continue to build value for your service throughout the site.

· Use the most powerful persuader, the reason why you are doing this. Make a statement, sign your name and add in a picture at this spot.

· Give them something for free or bonuses. This could be in the form of a free consultation, or a free newsletter. Of course, they would need to give their name and email address to get this, so you capture their contact information.

· Make sure you follow up within 24 hours when contacted by anyone.

· Always add a P.S. This is your last chance to grab them. You could restate, ie

· “Remember, we make it easy and painless to……”

· “Remember, there are 3 actions you can take now to fix……”

· Tell a story. Here’s one that says a lot:
· “There were two young men who went through elementary and high school together as great friends. They were very alike in many ways. They returned to their high school for their 25th Reunion. They were still very much alike. They both were happily married. They both had 3 children. And both, it turned out, had gone to work for the same company after college graduation, and were still there. But there is a difference. One of them was manager of a small department in the company. The other was its President.”

· Be specific. If you say something like, “There are 3 actions you can take right now to fix….(problem)” follow it by actually stating those actions. Then, follow that up by saying that this is the most important step they could take to fix their situation. Then, state that the next step would be to meet with you to take them on their ‘journey’ to……(result).
· They say, The truth shall set you financially free, or something like that. Best thing is to tell your story, that you were where they are and you learned from it and can relate to them.

· Answer objections before they surface. Anticipate what they would say that would put up barriers, and knock them down before they get a chance to say anything.

· “Inquiring minds want to know”….people are insanely curious. Peek their curiosity with the possibilities and the potential for them (result).

· A final psychological trigger could be SCARCITY of your service or product, if applicable. It’s not only good ‘help’ is hard to find, but it actually can be.
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