


Don’t Pay Good Money To Drive 
Prospects To Your Website Until  

It Passes This Test 
 
 
 
 

If you can answer “YES” to at least ten of the 
following thirteen questions about your website - 
congrats - you rank in the top 9% of all small 
business websites*. If not…let’s get to work. 
 

*According to MoneyWords Marketing surveys 



Premise 
 
 
 
 Pretty much everything you thought 

you knew about creating content 
and copy for your website is 

Wrong! 
 



Real-World Examples 
 

To illustrate the 13 Essentials we find it helpful 
to use Real World Examples in this guide. 
 

The examples come from my own marketing 
education website, WriteLikeAMadman.com, 
client, and other random sites. 



13 Essentials Layout 
 

For each of the Essential points, we will first 
pose the question, then follow the question 
with a section called “If not, let’s fix it” to help 
those who couldn’t answer “Yes”, get some 
helpful tips and advice. 
 

And finally, each section contains examples to 
illustrate our suggestions and “rules”. 



Does Your “Above The Fold” 
Homepage Follow The Formula In 
“The Seven-Inch Solution” ? 

1 

If you answer “No” to this question, STOP! and do 
this now – before you implement any other changes 
to your website. 

6	



GO	HERE	
FIRST	



If not, let’s fix it 
1 

•  Readers should know immediately they’re 
in the right place 

 

•  The “Above The Fold” area should 
contain the four drivers of your marketing 
message 

8	



The 4 Drivers Of Your  
Marketing Message 

 

•  WHAT you do 
 

•  Your VALUE	PROPOSITION	(benefits) 
 

•  WHY people should buy from you	(differentiation) 
 

•  EVIDENCE of your “Why You” claims (proof/
credibility) 



10	





Do Your Headlines Grab Attention? 
2 

The purpose of a headline is to interrupt and 
inform. 
 

If your headline doesn’t promise a benefit, a 
solution to a problem, or a way to change 
lives for the better, it will not attract people 
and make them want to read more.  
 

12	



Example	from	a	real,	good	company,	but…	

Does	this	
headline	make	
you	want	to	
read	more?	

Does	it	even	tell	
you	what	this	

company	does	–	
or	what’s	the	
benefit	to	you?	



2 

5 Times More People Read The Headline 
Than The Body Copy 

 

Create a headline that makes readers stop what 
they’re thinking and instantly think, “Wow!  This is 
something that could benefit me; I’d better read 
further.”   
 

14	

If not, let’s fix it 



 

Create a tagline for your company that 
expresses how your customer benefits.  
Remember – it’s not about you; it’s about 
your customer. 
 

See my Guide, “35 Proven Formulas For Attention-Grabbing Headlines” 



This	Headline	&	
Sub-Head	are	
benefit	rich	

The	Tagline	
tells	you	what	
to	expect	



Example	

Headline	states	
a	problem	

Subhead	offers	
a	soluMon	



Example	

Headline	states	a	
problem	

Subhead	offers	a	
soluMon	

BEFORE	&	AFTER	
Photos	provide	

proof	

LOADS	of	
Benefits	



Quote	Real	People	who	are	
in	posiMon	to	know	are	
more	believable	than	
celebriMes	or	even	
copywriters	

Example	

Try	to	use	
your	name	
in	Headline	
or	Subhead	

This	Headline	
uses	a	

TesMmonial	



Is Your Main Image Captivating? 
3 

•  Does the photo or sketch draw the reader in?   
 

•  Is it relevant to your product or service?  
 

•  If there are people in it, do you get a good 
feeling about them and thus the product or 
company? 
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“I See Lots Of Ads With Negative Images 
- Is This OK?” 

 

There are times you may use a negative picture 
– that is, one designed to communicate fear, distrust, 
anxiety, sadness, pain, or confusion.  
 

When?  When you’re offering the solution. 



3 

Ideally, your image should: 
 

•  Tell a story 
 

•  Show people’s faces 
 

•  Show your product in use 
 

22	

If not, let’s fix it 



This	is	many	companies’	
idea	of	a	nice	website.	
Nice.	But	ineffec?ve.	



24	

ostanza’s	
akery	

Great	IMAGE	
draws	you	in	



25	

And…it	leaves	
room	for	your	

WHY	

Good	Headline;	
Good	Benefit	

(VP)	

Images	and	
Name	are	the	

What	

Great	IMAGE	
draws	you	in	



Do You Have A “Big Benefit” Promise? 
4 

 

•  The Big Promise is almost always founded 
on the idea of “Buy This And Make Your 
Life Better”*. 

 

•  How can your product or service improve 
the lives of your customers? 

 

26	



Your Big Promise is, in large part, why the 
reader continues to look through and read 
your website. 
 

They want to see the BENEFITS. 
 

* To learn about all the ways you can make your customer’s life better, 
see Write Like A Madman And Make Money Like Crazy, Video 5. 
 

27	



4 

 

What Big Benefit Promise will you make to 
your readers? 
 

And how you will you deliver on it?  
 

28	

If not, let’s fix it 



29	

Example	

When	you	
make	a	BIG	

PROMISE	–	you	
must	deliver	





Is your copy written CLEARLY and 
CONCISELY 

5 

•  Careless writing can cost you readers, opt-
ins, and sales. 

 

•  Do you write so clearly, you can’t be 
misunderstood?     

 

31	



•  So concisely, you don’t waste a second of 
their time?  

 

•  And so conversationally, that it reminds 
the reader of talking to a friend across 
the kitchen table?  

 

In other words, our job is not to talk at the 
reader, but to have a conversation with the 
reader. 

32	



5 

• Use short, common words whose meaning is 
universally understood 

 

• Use short sentences (average 10-12 words) to 
convey your message. 

 

 
 

33	

If not, let’s fix it 



 

• Write the way your average reader speaks. 
 
 

• Write about your customer.  Use “you”, 
“your” or “yours” at least three times as 
much as you use “I”, “me”, or “we”. 
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It’s NOT about YOU! 

It’s about your 
CUSTOMER! 



“Be	very	careful	your	
website	[isn’t]	shoddy	and	
disorganized…with	
misspellings	and...copy	
that	isn’t	on	point.	[This]	
hurts	the	conclusion	you’re	
trying	to	create.”	
	

Dr.	Flint	McGlaughlin	
Meclabs	



Does Your Website’s Layout 
Promote Easy Reading? 

6 

Your layout (the positioning of the words 
and images on the page) serves a crucial 
purpose. 
 

That is, to make it easy and pleasant for the 
reader to read your story.  Top to bottom.   
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Colors, the use of “white space”, the font 
style and size, and the length of 
paragraphs, all contribute to how easy – or 
difficult – it is to get your words read – 
and getting read is the whole point.   
 

 

[To learn lots more about Layouts, see Write Like A Madman 
And Make Money Like Crazy, Video 10.] 

38	



6 

39	

If not, let’s fix it 

I’ve evaluated hundreds of websites for my 
students and clients.  The biggest fault I see in 
terms of layout is in trying to be too artsy, too 
creative, or jam in too many words. 
 

I try to preach a “less is more” approach.  Pretend 
your website is a one-page ad flyer.  Place this 
imaginary page on a bulletin board and take 



three steps back.  If, when looking at the entire 
page in one glance, it looks inviting to read - it’s 
good. 
 

And please make sure your site is mobile 
optimized. 
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All	the	“White	
Space”	makes	
reading	easy	

Font	choices	
are	easy	to	

read	



Example	

Use	“bullets”	
to	save	words	

Keep	
paragraphs	

short	



Example	

Make	it	airacMve,	
easy-to-read,	and	

even	FUN!	



	

•  “Make	it	simple.	
	

•  Make	it	memorable.	
	

•  Make	it	inviting	to	look	at.	
	

•  Make	it	fun	to	read.”	
	
	

Leo	Burnett	
Advertising	Legend	



Is Your Site All About You? 
7 

Are you making the mistake of having your 
website be little more than a “brag sheet” 
about your qualifications, expertise, 
successes, and uncontestable brilliance, no 
matter how true? 
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If you were looking to hire a piano teacher 
for your child, would you rather hire 
someone who talks and talks about 
themselves, how expertly they play and 
where they appeared in concert, or how 
learning to play the piano will bring a sense 
of joy and fulfillment to your child? 
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7 

47	

If not, let’s fix it 
“It’s not about you; it’s about your customer.” 
 

Keep your ego in check and center your 
writing on your customers.  Their needs, their 
desires, and what will make their lives better.  
Do this, and you’ll win more customers.  
Ignore this rule at your own peril.  



Example	

Write	about	
your	reader	–	
not	about	you	

Use	“You”,	“Your”,	
and	“Yours”	3	

Mmes	as	olen	as	
“I”,	“We”,	and	

“Our”	



Do You Have A Desirable Opt-In? 
8 

It’s true that only about 6% of your prospects are 
looking to “buy now”.  The others are gathering 
information in contemplation of a future purchase.  
It’s your job to furnish them with good, useful 
information. 
 

Do you offer a report, guide, whitepaper, checklist, 
newsletter, or other valuable information in return for 
with their name and email?   49	



8 

50	

If not, let’s fix it 
A main job of your website is to attract 
and inform people who are, or might be, 
interested in your product or service, 
even if they’re not ready to buy now. 
 



51	

Offer a guide or report as an “Opt-In”. 
You can collect the prospect’s contact 
information, while providing them with 
helpful advice as they go through the 
information-gathering and decision-
making process.   
 

Plus, your name stays in front of them 
throughout. 



Examples	
We	have	2	opt-ins	
on	the	Write	Like	A	
Madman	homepage	

	

#1	–	Free	Weekly	
TWIZDOMSTM	

	

#2	–	Free		
Content	Sampler	

	



Do You Have A Blog That’s 
Updated Regularly? 

9 

I understand from my techie friends, one 
of the best free ways to get noticed by the 
robots (or “bots”) at Google, Yahoo and 
others is to have good content (like a blog) 
and keep adding new content regularly. 
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54	

Blogs Posts and Video Blogs can be used 
with: 
 

•  Emails 
•  Homepage 
•  Newsletters 
•  Social Media 
 
 



9 

55	

If not, let’s fix it 

•  Make Blogs relevant to your business 
 

•  Post regularly and consistently 
 

•  A business blog should NOT contain 
personal items 



56	

If you’re an expert in your field, and I assume 
you are, giving help or advice is a great way to 
win future customers. 
 

Short Blogs or Videos (less than 45 seconds) 
can be used and reused in numerous ways: 
 

• As Social Media Posts 
• On Your Website 
• As A Link In An Email 
• In PowerPoint or Webinar Presentations 



57	

Our site uses a video blog to engage the viewer on multiple 
levels – what you see, what you hear, and what you read. 

Video Blog 

Note	the	Closed-CapMoning	



Do You Have Informative Videos? 
10 

Videos are one of the best ways to get noticed online 
these days.  Videos give visitors the chance to add 
sound and movement to their experience.  Some 
marketers routinely close-caption some or all of their 
videos, giving yet another choice to the viewer.  

58	



10 

59	

If not, let’s fix it 
People Buy From People They Like. 

 

A video of you, the owner, may well be the 
first step in engaging the prospect and starting 
a relationship. 



60	

Following is the script with 8 numbered 
statements from my 92-second 
“Welcome” Video. 
 

If you plan to have a general information-
type video, try to include as many of 
these components as you can. 



Welcome Video – Friendly 
And Informative 

A Script Example 

     “If you’re looking for stronger results from your website and 
marketing efforts, let me assure you you’ve come to the right 
place. 
 

     Hi, I’m Alan Tarr, a former Madison Avenue Copywriter, 
Small Business Entrepreneur, Author, Coach, and the Creator 
of “Write Like A Madman”       - a site dedicated to helping 
small business owners everywhere generate more sales and have 
more success without adding a dime to the budget. 3	

1

2



 You know, most small businesses lose sales for a very 
simple – and fixable – reason. The marketing message they 
put out is not powerful enough, not compelling enough, 
and not unique enough to create interest, desire, and action 
in their prospects. 
 
Write Like A Madman is a site for learning (and re-
learning) the proven fundamentals of marketing, messaging, 
positioning, and copywriting. The site consists of over 300 
original “How-To” pieces to help you build your marketing 
message and strategy.  
     	

4	

5	



So please, browse our site, download the free information      
and, if you think our tutorials, guides, tips, templates, and 
TWIZDOMS can help you tighten up your marketing, 
boost your results, and add to your success, I hope you’ll 
become a member.      And with our 30-day, 100% Money 
Back Guarantee…well – really, what have you got to lose? 
 

Thanks for listening, and let's Learn and Prosper”.  
 

(Time: 1:32) 
	

6	

7
8	



Now, let’s examine the words used in 
this Welcome Video 

Headline 

Credibility Statement 

Benefits to Buyer 

Common Problem 

Solution to the Problem 

Free Offer 

Benefits and Ask for 
Business 

Risk Reducer 
	

2	

3	

4	

5	

6	

7	

8	

1	



Do you have motivating offers for 
Now Buyers and Future Buyers ? 

11 

Small business owners know that motivating offers 
-- like coupons, are central to their marketing 
efforts.  However, a large percentage of those 
same marketers neglect about 96% of their 
prospects – the Future Buyers.  Do you have 
separate offers for both types of buyers? 

65	



11 

66	

If not, let’s fix it 
Now Buyers are motivated by Discounts or 
Free Gifts With Purchase (e.g. Save up to 
$430 on GE appliances this weekend 
only” or “Free staff bag with the 
purchase of a set of Ping golf clubs”.) 
 



67	

But Future Buyers are different 
– they are simply gathering 

information. 



68	

 

 

T h e  E d u c a t io n a l  S p e c tr u m 

F u tu re  B u y e rs  o r “ In v e s tig a to rs ”  - 9 4 % N o w  B u y e rs  - 6 % 

The	Decision	Spectrum	

FUTURE Buyers – 94% NOW Buyers – 6% 



69	

To engage Future Buyers, you must offer them 
what they crave…information.  Here are just a 
few examples: 

•  Free Guide to Fishing in the Rockies (Boat Dealer) 
•  Free Sample of the material our sheets are made of 

(Linens & Bedding Seller) 
•  11 Questions To Ask ANY In-Home Care Agency (In-

Home Care Agency) 
•  5 Ways To Tell When You Need A New Roof 

(Roofer) 



Do you make buying from you a 
“Low Risk Decision”? 

12 

Small businesses and start-ups don’t have the 
luxury of wide name-recognition, so your 
prospects may be somewhat hesitant about doing 
business with you.  They might be a little afraid of 
putting money out with a little-known company.   

70	



71	

What happens if they’re disappointed, or they 
wish to return an item?  This small fear can turn 
into a huge roadblock if you don’t calm their 
anxiety before the sale. 



12 

72	

If not, let’s fix it 
The best ways of dispelling the buyer’s doubts are: 
 

•  Guarantees and Warrantees 
•  “Try it before you buy it” 
•  Positive, real customer testimonials or reviews 
•  Free shipping 
•  No hassle returns 



Example	 Money Back Guarantee 

Try It Before You Buy It 



Does Your Website Portray Your 
Company In The Best Light? 

13 

Martin Luther King did not say ‘I have a 
mission statement’”.   
 

He said, “I have a dream.” 
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75	

Why then, do small companies feel the 
need to write some flowery gobbledegook, 
call it a mission statement, and expect 
people to gush over their worldliness, 
humanity, and insight? 
 

Give them good reasons to buy from you. 



13 

76	

If not, let’s fix it 
 

So save the elaborate, flowery, and 
professorial “mission statement” language.  
Nobody pays it any attention, anyway.  
 

Give customers what they really want. 





The	Doctor	
also	has	
Videos	

Photos	of	the	
owner	can	

make	an	online	
sale	more	
personal	



Example	

Short,	Friendly,	
InformaMve	Videos	

	

REAL	
TesMmonials	

	



Don’t Pay Good Money To Drive 
Prospects To Your Website Until  

It Passes This Test 
 
OK.  You’re now armed with the right information.  
Including these 13 points in your website is your first step to 
rip-roaring success. 
 

Good luck, 
 
 



And Make Money 
Like Crazy 

Learn	The	Secrets	of	the	World’s	Best	Copywriters	
BOOST	RESULTS	BY	30%,	50%,	100%	OR	MORE	

Our Signature 
13-VIDEO SET 






