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52A 

 

Welcome Back to 13 Essentials Your Website 
Absolutely, Positively Must Have To Win. 

52B 

 

Part II – Essentials 9 thru 13 

53 

 

Essential 9 Blogs on your website can be helpful 
in increased ranking…BUT…they can do far 
more.  Blog pieces or Video blogs can be sent or 
linked to on social media.  

54 

 

They can be included as links in an email 
campaign to your opt-in list.  And they can be 
featured on your home page in rotation.  A true 
multi-faceted marketing miracle. 

55 

 

Blog and post consistently and be relevant to 
your business or your customers needs and 
desires. Please, double-please, do not blog about 
trivialities like what you had for lunch or the date 
you went on last night.  Those are not business 
related. But you will find that many business 
owners mix personal items in their business 
blogs.  Stick to business and business with stick 
to you. 
 

I recorded a series of over 65, 20-second 
marketing tips.  We send these out over social 
media mixed in with our non-video posts and our 
offers of great free information.   
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56/57 

 

 

   

58 

 

Essential 10  Videos are designed to help your 
readers understand more about what they can 
expect when doing business with you.  If you are 
doing the videos yourself, they should project 
friendliness and helpfulness. 

59 

 

Remember - People buy from people they like. 
So make your videos friendly, open, and not 
overly “salesy”. 
(you might also wish to see Essential #13 for 
more on this general subject). 
Next we have the welcome video form our 
website.  After it plays we will analyze every word 
and phrase as a way to show you that video 
script writing is not a “seat of your pant” activity. 

60 

 

 

60A 

 

Now, we’re going to dissect this script to illustrate 
the purpose of each of the 8 statements it 
contains. You’ll see how, by careful copywriting, 
you can educate your reader – in 92 seconds. 
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61 

 

Let’s discuss the 8 quotes from the Video. 
 
If you’re looking for stronger results from your 
website and marketing efforts, let me assure you 
you’ve come to the right place – This is the 
Headline of the piece, giving reassurance to the 
viewer that they’re in 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”.  Here, we have a Credibility statement 
showcasing evidence of our expertise.  
 

“a site dedicated to helping small business 
owners everywhere generate more sales and 
have more success without adding a dime to the 
budget.” This is a value proposition – in other 
words – benefits associated with our product. 
 
 

62 

 

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.  Here we state a problem 
common to many small businesses. 
 

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.  This states the Solution 
to the problem – including proof (over 300 pieces, 
etc). 

63 

 

So please, browse our site, download the free 
information – Our Free Offer 
 

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.  
More benefits and asking for their business. 
 

And with our 30-day, 100% Money Back 
Guarantee…well – really, what have you got to 
lose? – Here is the Risk Reducer designed to 
remove the last obstacle from the Buy decision. 
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64 

 

Use the 8 components listed on this template 
whether you are constructing your own video 
script or writing copy for your website or 
advertising.  Try to take your readers smoothly 
from one logical step to the other. 

   

65 

 

Essential 11  Why even have a website if you’re 
not going to motivate your prospects and help 
them make good buying decisions? 
 

Your visitors consist of “Now Buyers” and “Future 
Buyers” 

66 

 

It’s not too difficult to motivate Now Buyers – 
usually a discounted price, free shipping, or a 
valuable gift with purchase, will help move the 
Buy decision along.   

67 

 

But these offers do not resonate with our Future 
Buyers, who are at some preliminary point in their 
information gathering process. 

68 

 

Take a look at the Decision Spectrum.  Our 
efforts are pointed at moving Future Buyers 
closer to the Buy decision…That does NOT 
mean move them to buy.  It simply means to help 
move them along the spectrum until THEY are 
ready for YOU. 
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69 

 

Future Buyers react well to offers of free, helpful 
information that will make it possible to make the 
best decision for THEM.  Them, not YOU.  But if 
you’re the one giving this free help and guidance, 
the chances of them giving you a fair shot at their 
business is quite high. 
 

So keep the opt-ins coming, help feed them 
information through emails or postcards and your 
sales funnel will stay consistently populated.  

   

70 

 

Essential 12  Remember back to the Video…the 
last component was a Risk Reducer.  Make 
buying from you as low risk for your customers as 
you can. 

71 

 

Maybe they need to return something…maybe 
they’re afraid it won’t fit, or it won’t be as 
advertised.   

72 

 

Risk Reducers are designed to quell those fears 
in advance, so they’ll feel comfortable enough to 
enter their credit card.  Buyers respond well to 
Free shipping – and better to Free shipping both 
ways.  

73 

 

Guarantees and Warrantees are extremely 
effective risk reducers as are “Try it before you 
buy it” offers.  Whatever you choose – don’t leave 
risk reducer out of your mix. 
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74 

 

Essential 13  Some (actually way too many) 
small business websites start out by trying to 
compose a fancy, touchy-feely Mission 
Statement.   

75 

 

Why?  Because they read somewhere that it’s 
something people want and expect.  Nonsense. 
What people expect from a small business are 
good, solid reasons to do business with you.   

76 

 

I skip the mission statements in favor of 
statements of dedication to helping my clients 
succeed.  It ain’t fancy, and it ain’t written by 
professors, or in new world gobblegook, but it 
does come straight from the heart. 

77 

 

You can’t get around it.  People buy from people 
they like.  You can make your company likeable 
on your website too.  Just remember that you’re 
not talking to a thousand people, you’re only 
talking to one, living, breathing, human being at a 
time.  Yes, it’s THAT personal. 

78 

 

OK, let’s look one last time at the homepage of 
the eyedocstore.  The picture of the owner sets 
the tone for personal engagement. 
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79 

 

Now, we’ll return to the Write Like A Madman 
homepage.  A Friendly video and REAL 
testimonials portray this company in a good light. 

80 

 

So, we circle back to the beginning.  Make sure 
you include as many of the 13 Essentials as you 
can on your website.  Remember, Learn and 
Prosper. 

81 

 

We come to a close of the 13 Essentials but 
remember, you still have two other Guides to add 
to the information provided here and in the 7 Inch 
Solution.   
 

And please, like I said before, if you find our 
information as helpful as others have, we hope 
you will subscribe to WriteLikeAMadman.com 
and reap all the rewards and benefits of 
membership.  

82 

 

Now, go enjoy Features, Benefits & 
Satisfactions…  
 

83 

 

…and Colors & Your Website. 

 


