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1 Differentiate Your Business from your 
competitors in at least one meaningful way.
Your differentiator (or Unique Selling Proposition) 
should be something your competitors do not do, 
cannot do, or do not say and should be compelling 
enough to move the reader to action.



2 Develop a Powerful Marketing Message 
that can attract and inform prospects in 
seven seconds or less.

Your message should be rich with benefits to your 
customers or clients, and provide a real reason why 
you, and not your competitors, should win their 
business.



3 Give your prospects Real Reasons to 
do business with you.
Most people are just tired of all the over-hyped 
products, services and websites.  They tend to look 
skeptically at “amazing, new whatevers” that can do 
what no other has done before.  More simply said, 
they won’t believe you without seeing evidence.  So 
give them some.



4 Create Offers and Opt-Ins for your 
“Now Buyer” (± 6% of prospects)
One of the reasons for websites is to gather the 
contact information of interested prospects to add to 
your email list so you can engage with them and turn 
prospects into buyers.  Offers motivate action.  
Make yours significant and compelling…not just, 
“10% off everything this weekend”.



5 Create Offers and Opt-Ins for your 
“Future Buyer” (± 94% of prospects)
Most visitors to your website, or readers of your ads 
are not ready to buy now.  Not from you; not from 
anyone.  They are looking for helpful information 
to aid in their decision-making process when the 
time comes.  Give them this information and they 
will probably give you the opportunity to win their 
business when they are ready for you.



6 Write and structure Email Campaigns
that work.
Once you have a growing opt-in list, you’ll be able to 
engage your prospects more directly and personally 
via email.  Email creation is not a seat-of-the-pants 
operation.  You must soundly build and connect your 
email subject line, preview line, click-thru link, and 
landing page headline, to put out the same message 
so buyers will always know they’re in the right place.



7 Employ effective Risk Reducers. 
Prospects may be a little reluctant to buy from an 
unknown business, especially online.  The trick for 
you is to make the buying experience as risk free as 
possible so your prospects can get over the final 
hurdle of their decision-making process.  

Guarantees, free shipping, no hassle returns can all 
help calm the anxiety and lead to a sale.



8 Take your prospects seamlessly down the 
the “Slippery Slide To Yes”. 
Make certain your marketing pieces grab Attention, 
generate Interest, create Desire, and move to 
Action.  The AIDA Code.



9 Choose Images for your website and
marketing materials that strengthen your 
sales argument rather than weaken it. 

Ideally, images should be highly relevant to your 
product or service, should “tell a story” that draws 
the reader in and creates an emotional response.



10
Choose the Colors for your website and
marketing materials based on psychology, 
rather than personal preferences. 

For example Red evokes strong emotions, triggers 
action, and is good for impulse (or “sale”) items.

While Blue is the most popular color for both men 
and women.  It denotes stability, calmness, and 
trust. 



11
Create a Better Elevator Pitch.
Today, attention spans are at their lowest levels ever, 
so rethink your ordinary, outdated Elevator Pitch 
and turn it from a monologue to a dialogue. 

(Hint:  Keep your initial statement to less than ten 
seconds and craft it in such a way that it will produce 
a response.)



12
Write your headlines, sub-headlines, cross-
heads, captions, and body copy guided by 
the Four C’s of Copywriting.
Make sure your copy is:
• Clear
• Concise
• Conversational
• Customer-Centric



13
Design your webpage, landing page, or 
advertisement to guide the eyes of your 
readers.

Guide the easily and logically from your headline, 
value proposition (benefits), and credibility 
statements (why your prospects should buy from 
you instead of your competitors) – and lead them 
right to your Call-To-Action (CTA) 



14
Calls-To-Action, or CTAs are a very 
important part of your online strategy. 

CTAs change suspects into prospects, prospects into 
warm leads, and warm leads into customers.

CTAs are those buttons or links that indicate the 
readers or viewers are raising their hands saying, 
“YES, thank you.  We’d like to continue with you.



15
Design your “above the fold” website 
homepage with my Radical WebPower
formula to attract both visually and mentally.

This most important part of your website – the part that 
shows on your screen without scrolling down – should 
ideally contain your Marketing Message.  It should be 
able to be read in 7 seconds.  Why?  Because studies 
show that if readers can’t immediately tell how they 
benefit, they go to another site.  Yes, that quickly.



Use as many of these 15 How-To’s as you can in 
your marketing strategy for every piece you create, 
and you’ll boost your conversions and sales.

• Website
• Landing Pages
• Advertisements
• Social Media Posts and Ads
• Emails
• Elevator Pitch
• Signage



To explore these 15 topics in depth, consider 
subscribing to WriteLikeAMadman.com, where 
you’ll find over 310 marketing tutorials, guides, tips, 
articles, videos, audios and TwizdomsTM.  Here are 
just a few relevant titles.

• Radical Web Power
• The 7-Inch Solution
• 13 Essentials Your Website Needs To Win
• Look & Flow Web Template
• Colors & Your Website

• Create Your Unique Message



• Structure Your Message For Maximum Impact
• How To Write Dynamite Sales Copy
• The Headline Power Guide
• The Better Elevator Pitch 

• Video with Word-For-Word Transcript
• Better Elevator Pitch Template

• 5 Steps To A Better Call-To-Action Strategy
• The Aida Code – The Slippery Slide To “Yes”
• Are You Ignoring 94% of Your Prospects
• How To Write Emails and Sales Letters For Max Impact
• How To Sell A High Value Service

And much more



To experience advanced marketing methodology of 
web design and content, please see my 10-piece, 
multi-media tutorial set, Radical WebPower.

https://0krroftm.pages.infusionsoft.net/



