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Foreword
Notes on problems that people have when trying to run a business. Simple solutions and
where you might find the answers. You know your business. Where people come to a
screeching halt is, they recognize they need a website. But lack the knowledge to make it
work for them. I hope this e-book covers many of your burning questions, so you can
make money without having to burn the candle at both ends.
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Your Business Website

-Your Website-

If you are serious about building a business website. There are options to choose. And
each of us has a preference. If you have one and are happy with it, great.
For others trying to decide what is best, I can only suggest what I use. The success and
ease of functions are important to accomplish what you need.
WordPress software is used collectively in more websites, including Fortune 500
companies. To me, that conveys volumes in the adaption of the format.
I started using WordPress self-hosted websites back in 2010.
They have an enormous number of plugins to fulfill many needs to create an astounding
functioning website. WordPress software is free. You pay for the web hosting you choose
and the domain name.
Lots of companies host and my favorite is SiteGround. Important to use a company
that keeps your website connected without down time. Switched over to them back in
2017.
To enter info on your website in 2010 was done with the “Classic Editor”. You can still
install “Classic” on your website. I love it because it’s similar to using WORD and old
habits are hard to change. They have “Block Editor”. I’m hopeless about that formatting.
Hope I’m not forced into a permanent change.
Hosting company may have plugins installed. Many times, I delete them and add my
own. Word of warning: some plugins are not compatible with others.
This is not a WordPress course on building a website. So, I won’t get into that kind of
instruction. But I will give you a rundown on the plugins I use and the reason for having
installed them.
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Advanced Editor Tools: Extends and enhances the block editor (Gutenberg) and the
classic editor. It gives me so many more options on the toolbar. You can pick which ones
when you go into the settings.
Akismet Anti-Spam: Spam protection. You will find spam numbers dumped into
your “At A Glance” section on the dashboard. You can click on the “spam queue” (if any
spam, it will be replaced with number of comments). Clicking on the number takes you
to the Comment section, then you can empty the spam.
All in One SEO: I use the free version and you can manage the settings. SEO is
important for getting found on the internet. But is only a tool to manage what you enter.
Classic Editor: My preference for blogging and posting content.
Contact Form 7: This needs very little input to have it up and running. If you want
people to contact you via your website, you need a plugin to accomplish that task.
Google Analytics Dashboard for WP (GADWP): Displays Google Analytics
Reports and Real-Time Statistics in your dashboard. Automatically inserts the tracking
code in every page of your website.
Revision Control: I prefer to set at 5 revisions when I am adding content on a page or
post. There are many versions of revision plugins. Been a lifesaver when adding content
that messes up the formatting for the website. When clicking on “Update” and found it
produced unexpected results. With the revision I went back to before it caused the
havoc.
Shareaholic – Grow and Engage Your Audience: Plugin allows you to add social
share buttons, related posts, content analytics, etc.
Wordfence Security: Anti-virus, Firewall, and Malware Scan. It can detect bots,
humans, warnings, and blocked. Lots of tools to work with to give you peace of mind. I
only use the free version. Seeing the number of threats is scary. A must plugin for my
sites.
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WP Auto Terms: Create Privacy Policy with GDPR and CCPA, Terms & Conditions,
Disclaimers. Cookie Consent Notice Banner. More Compliance Kits to help you get
compliant with the law. Very Important and easy to set up.
There are other plugins. To implement them depends on your intentions for your
website. Such as Envira Gallery Lite and WP-PageNavi.
How does your website interact with your business? Answering this question will
determine what to incorporate on the website.
If you are a brick and mortar, then address, clickable phone number on the top 1/3 of
your website is super important. You need a mobile ready website.
“Home” page for an online business. An address and phone are unnecessary. Will
depend how you want people to contact you. For me, I want to be contacted via my
contact form. After introduction through emails, then we can decide on future
conversations and how they will transpire.
Some online businesses can earn money without ever interacting with a client or
customer. Affiliate programs come into focus here.
Affiliate programs mean you don’t exchange money with your visitor. You are providing
information, so your visitor buys from the company that holds the product, whether a
physical product or software. Amazon states the buyers are their customers. Great news,
as you are not responsible for their transactions.
Lots of companies are happy to have you as an affiliate. Some have requirements of a
large audience. Where others only require you to have a respectable website.
The reason is that many people helping to sell a company’s product gives them more
chances of a sale. As an affiliate, you can make money without having a product. Your
only job is to build content to generate interest.
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What’s on your “Home” page?
Directed at brick-and-mortar businesses.
NAP: (Name, Address, and Phone)
Headline: Example: (Charles Chiropractic Clinic is in Boston’s South Bay Center with
ample parking.)
Subhead: Example: (Our goal is for YOU to live pain free.)
Body Copy: Example: (Holistic approach to your joint and muscle pain is a top
priority. With advanced technology and chiropractors that care, we work to achieve a
balance in mind, body, and spirit. True wellness includes the whole person. We layout a
plan, so you can take an active part in your recovery from pain.)
Call to Action: Example: (Free 30-minute consultation when you book online today.)
Home page for online businesses can leave out the NAP. If you’re online only, then
your location is irrelevant unless you are shipping to your customers and then add
location country. When a person orders a product that costs $5 and shipping adds
another $20, it makes no sense for them to buy from you.
If your online business requires a digital product, as in my copywriting, is not an issue
where I live. The only problem would be the language, spelling, payment, and time
zones. So, for that reason, I put Shasta County, California.
What’s your site topic? Attempting to sell everything to everyone presents you as a
desperately unfocused website owner. Pick a niche and create the website to
complement the purpose.
I have a website on cats (TwoFelines.com). On it I only have content that pertains to
cats. I’m an affiliate to Amazon. As you know, Amazon sells a zillion things. This doesn't
mean I can’t cash in on purchases that have nothing to do with cats. Although the
products I refer to on the site are for cats and cat lovers.
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Links to other websites should make sense. Linking to a site that sells car parts is not
relevant to pets. Exception. A high-ranking website not in the same niche wanted to
link. Worth considering.
Sections you need for your website: Home page, Contact, Articles, Posts (if you
are doing a blog), About page (which is how you serve your audience), Terms of
Service, Privacy Policy.
Those are the basics. Anything else is a plus. Build content to give your audience a
reason to visit and comeback to your site. Sign-up form and a giveaway will make them
interested in returning to your site often.
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-Your Audience-

Your audience is your potential customer.
When your business is a brick and mortar; you hope they notice you. With the name of
your business on the front of your building and a “Grand Opening” sign, they won’t miss
you. If you add a website and social media accounts, this will help with your visibility.
Word of mouth, great customer service, and competitive prices you are on your way to
success.
If your store front is only a website. How do they find you? What brings them flocking to
your site?
The secret is good content.
You can pay for costly advertising. (Starting with a small budget, expensive ads aren’t
feasible.)
Content that answers questions, helps people solve problems, or guides them with
useful information.
To have a following of eager folks that will promote your website is valuable. Don’t
underestimate those people that never buy from you. They can be your friends who will
share your praises on their websites or through social media. Love your followers, they
are your best advocates.
Still the burning question, how do they find you?
They find you most often through the searches. Looking for solutions, answers to
questions, or desire for more knowledge. Keyword search is, most times, a phrase that
someone types into the search bar of Google or Bing. “How to cure a cold fast?” or
“What is the best power drill?” They want answers to whatever is a problem for them
now. Can you answer questions people ask?
Give them well thought out answers. Research to cover more detailed information than
what they expected. Can you do better than your competitors?
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The more informed your visitor is on their search, the more likely they will sign up for
your newsletter, etc. and bookmark your page for future reference. They become your
cheerleader and will send others to you.
People buy from those they trust. For people to trust. They need to know you and
consider you as a friend.
How to get noticed on search engines
When you write your great content, you need to add those key phrases to your keyword
bar in SEO on the dashboard of your website. I use the “All in One SEO Pack” plugin, it
provides places to add snippets of your article.
It takes time to get recognized by search engines. The ultimate goal is to rank a place on
page one. With over 1.92 billion websites in the world in 2022. It can be a monumental
accomplishment for that to happen.
Social media will help to draw people to visit your site. You can also add hashtags in
your posted content to social media. It will bring in traffic.
Ask friends to look at your content and share on their social media platforms. Most
everyone knows about Facebook. But don’t overlook Instagram, Twitter, and Pinterest.
They are an excellent source to get publicity and to connect with others.
Go to other websites similar to your own and make comments, especially if you find the
web owner manages their comment section. (Lots of good comments and responses to
the comments.)
A web owner that leaves other people’s links on the comments is someone who values
their visitors. This gesture allows you to visit commenters and add to their site. In a
short time, many of those become your cheerleaders.
In 2010, I ran a website for 4 years. First year and a half, visitors were as rare as bikinis
in a snowstorm.
One day, I saw a comment on another website and was intrigued. Visiting the lady’s site,
I saw she had lots of visitors and interacted with all of them. I made a comment, and she
responded. Soon she came over to my site and made a comment.
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I visited other commenters on her website, and soon they were commenting on mine.
These people remain my friends even though we will never meet.
Don’t underestimate the power of commenting on other websites. These are your
cheerleaders. They share your posts. And care how you are doing. They become your
friends even when they are halfway around the globe.
Who Is Your Audience?
Deciding who your audience might be or knowing who your customer is can
change your marketing.
Have you wondered who should be your customer? Or what they might want?
I’ve pondered the question more than once. We are told to target our audience and you
think, “I don’t care. I just want to sell to whoever will buy from me.”
Pointless effort to try selling to people who have no interest in your product.
If a potential customer gets lost during the selling process, they will assume the product
is not for them. If you can’t make it about the customer and what they can relate to, your
marketing plan is lost.
They may be your ideal client, but unless they understand the connection to what they
want or think they want, you lose the sale.
Presenting your product
How you present your product or service is crucial if you are to make a sale. How you
relate to your ideal customer in fulfilling their needs and desires will make the biggest
impact if they buy from you.
Your ideal customer is not interested in the features of your product. Even if features are
vital to the function and performance.
Sorry to say but your customer is only interested in the benefits.
Benefits will persuade the art of buying. Will this product supply the customer with the
right emotion? Will a desire or need be met? Only when a product fulfills core emotions
that drive the desire to own the product will a person part with their money.
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A product is desired, not because someone can’t live without it. But by having the
product, life might be easier or more rewarding. Whether it fulfills an imagined desire or
an ease of doing a job or task more efficiently will be a factor in buying a product or
service.
Not the features
You may think the features of your product are important and they could be. Once you
convince your customer the benefits are what they are looking for, you can solidify the
deal. By presenting the features which will justify the purchase.
They may have tried a similar product and liked it. Now the feature can be introduced.
Maybe your product is made with metal fittings and not plastic. This would be a
convincing feature. Better manufactured parts in a product can justify a higher price tag.
……Features are important, but benefits convince the customer to buy.
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-What to Write?-

Write your own content.
The morality of honesty is seriously lacking in some folks. Taking written work by others
and claiming as your own is wrong. Paying for a ghostwriter is perfectly okay.
The practice of using software that spins articles only leaves the thief looking foolish.
The article is difficult to read and contains serious grammar errors.
You read the article and wonder what they are saying. Maybe a typo. But when the error
keeps appearing. Conclusion, it must be stolen...
Justify being a thief?
Reminds me of a person years ago that was so adamant he never stole from stores. His
defense. He only changed the price tags! What?
I’m sure he never took a higher price tag and put it on a cheaper item. Yet, in his
warped mind of reasoning, he wasn’t stealing.
Because of dishonest people, we now have “perforated hard to remove tags” on our
products.
All written work is copyrighted by law. (exceptions* as in some government writings)
Unscrupulous folks who take writers’ articles, change a few words, then call themselves
authors live a lie. You can pursue your stolen work, but it can be time-consuming and
frustrating. I quit putting articles on Ezine where most of mine were stolen.
When you write from the heart, that glimmer of enthusiasm shows. A passion in the
words constructed on the page will flow. Proof it is your words can be accomplished by
having a copy on your computer. Such as in WORD, where it will be dated, prior to
publishing on a website.
With pride and integrity, you will write your own words.
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To use ideas is not stealing
People will borrow from what you write and verbalize. We all learn from each other. It
only becomes a problem when they copy word for word content or copy large segments
without linking to the source.
The unfortunate part, others can steal your hard work. You have a choice of holding
your writing close, which no one will ever read. Give your words to the world and people
could steal them.
You are the creator. No one can ever rob that from you, no one!
Strengthen Your Copy by Eliminating Overused Words
Many words have a mixed or undefined meaning. Leaving you with the question, in
what way are you referring?
When you say someone was “terrified”, you can picture a terrified person. No hidden
meaning by even using the word “terrified”, you understand without wondering.
Example
Let’s take the overused word, “surreal”. With many meanings, you need to know in what
context it originated. Was the source horrific or wonderful? Pick a better word that
depicts the emotion of the origin. A more descriptive word makes better sense.
Such as “debris everywhere after the explosion, the place resembled a war zone,” or
“everyone was ecstatic and applauding. When she rose from the wheelchair. And
shuffled across the room.”
Introducing “emotional intelligence”. Is it good or bad, depends on how much someone
figured you had? Only based on the analysis of someone’s opinion. Why not just say
good people skills? A few fancy words that mean with a high score you have acquired
skills to work well with others, or with low score skills you can’t.
“Totally” is a funny word. It can mean absolute. An emphasis for a statement. Even for
expressing agreement.
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Or like this next one.
I really like the word “awesome” brings up visions of something special. The word
comes alive with emotions and power. But overused, it has lost some of its
“awesomeness”!
“Unbelievable” is that like when pigs fly or a mesmerizing circus act? When you use
unbelievable in a marketing campaign, the resistance takes place and people look at
your ad as if you were a snake oil salesman. Not the impression you want to make.
Never trust a person who says “honestly” when referring to something. Trust me… but
why? I don’t even know you.
Another ambiguous word is “basically”. A lazy way to explain or a show of ignorance.
You don’t know something. By trying to fake your way through an explanation.
Often confused word is “literally”. You can close the door, a physical action. Sometimes
we use “figuratively”, such as closing the door on ideas and that doesn’t classify as
“literally”. Wiser to leave “literally” out of the sentence and say what you mean.
I think you are holding a gun to my head!
“Exclusive” … used often in advertising and although the word is a driving force in
marketing campaigns, try for an alternative. The word makes you feel special, but
sometimes the buying public is bombarded with “exclusive” too often.
Unless we handpick a customer from a group of people, such as pet owners, stock
investors, homeowners, marketing only to them can become believable, with
“exclusive”.
If you pepper your copy with overused words, your potential client will recognize the
hooks and take their business elsewhere. Present them with something unique to grab
their attention. Don’t waste good money and time on copy that doesn’t produce results.
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Stop The Cliches it Kills Your Marketing Campaign
The worn-out cliché, “think outside the box” is so predictable. People yawn when you get
to “the”. Be unpredictable, say “think outside the rain barrel ”. This could rattle them
awake. When your audience knows what is coming next, you have lost them.
They will tune you out!
The cliché “don’t cry over spilled milk” can be annoying if not condescending. I might
need to heal my wounds first. And reflect on what went wrong.
“Don’t count your chickens before they’re hatched” is a downer when you have high
hopes. A very negative statement.
Be appreciative “don’t look a gift horse in the mouth”. Not such a blessing if coupled
with restrictions from others.
Are you telling me I shouldn’t challenge when you say, “don’t rock the boat”, even if this
goes against everything, I believe to be right?
Don’t age yourself
This one is annoying “don’t take any wooden nickels”. This shows your age. Fine, if you
want people to perceive you as ancient.
“Early bird catches the worm”. Are you implying that someone is lazy? Are you setting
them to a higher standard? Too darn chipper for people who are not morning lovers.
“Every fiber of my being” wow, so intense! Are you sure it impacts you that much… far
too much drama?
“Everything but the kitchen sink” sure, of course! The truth? Are you trying to impress
or are you trying to keep a secret?
Another annoying comment “for what it’s worth” which can be hurtful in the wrong
context.
Old school for computers “garbage in, garbage out” is so boring!
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Anxiety builder “go for broke”? Who wants that to happen?
Real silly one “good things come to those who wait”. You can wait a lifetime for this one
to materialize.
Grounds for screaming!
I want to clobber the character who tells me “Hold your horses”. I don’t have any horses
and I don’t appreciate your impatience.
“Jump on the bandwagon” why should I follow your lead? Just because you said so.
This makes me want to cringe, “keep it simple, stupid”. Are you implying someone is
stupid?
“Light at the end of the tunnel”. Maybe, but when will this be over? When I beg you,
WHEN?
“Like taking candy from a baby”. Are you informing me you take advantage of others?
Not a personality with integrity!
“More than one way to skin a cat” I love cats and I find this sickening.
“Not playing with a full deck”. Are you saying someone is not as brilliant as you are?
That is egotistical.
“Opportunity doesn’t knock twice”. Are you intimidating me into a one-time offer? I lose
if I don’t listen to you. This echoes a threat.
“Six of one, half a dozen of another” detest the expression. At 7 years old, it was
hilarious.
“This hurts me worse than it hurts you”. I doubt it. I have a low tolerance to pain.
We recognize the implied significance, but don’t use them!
Before you insert clichés in your marketing campaign, ask how your clients might
interpret them. Clichés can trigger life experiences, which might not be pleasant. Before
you embark on clever copy, remember it could be a disaster if you offend someone.
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Clichés are like fancy words; you can annoy but rarely impress a potential client. Stop
and consider the ramifications before you press “publish”
.
To write is a continuing learning process.
Honesty, overused words, and annoying cliches. Important items to remember when
you are producing content for your website or any marketing campaign.
Borrow thoughts and ideas from others but don’t copy. You can create brilliant copy
without stealing.
Write like you talk. Then go through with an editing program like ProWriting Aid to
tighten up your copy. With practice, you can write.
In time, it will become easier.
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-Video is King?Many marketeers claim video is the way to go. I will take a bold stand and reply, “not so
fast”!
Video forces a person to spend the designated minutes to watch.
I prefer to read information for a few reasons. Can start or finish when I want. Not
necessary to devote a block of uninterrupted time. Can make notes and reread the
material later.
With videos, you either write fast or don’t take notes. Only option, is there a pause
button?
Written content, such as a PDF, might allow the reader to highlight the passages. The
ability to highlight information can be what sways a reader into a buyer.
Another reason I’m not a fan of videos. They lock you into a time frame. Will someone
want your attention in the middle? Not an ideal fit for a multi-tasker.
Frustrating to have a 45-minute sales video. And you just want the highlights. The video
is so long and soon you lose interest. “Let me jump to the bottom and see if I want your
product… quit wasting my precious time!”
The phone rings in the middle of the video. You want to answer, but you want to finish
watching. With no controls available, you can’t stop the video.
Do you restart the video again and risk being interrupted once more? A big dilemma for
a potential customer. Is the content worth their valuable time?
The ideal situation with videos.
Make options available. Video, transcript, and a page with more information. As a
marketeer, when you provide all three, you are responding to different people’s
preferences. Your ideal audience can have varied lifestyles, and these address them.
When people read content online, many times they skim through the headings. If it
sparks their interest, they will start from the beginning and read the content.
Videos can enhance your selling but is not ideal to have it as your only selling tool.
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-Marketing Your Business both Online and Brick n Mortar-

Spending Your Marketing Dollar
Are you missing the mark on marketing?
Is the ROI profitable?
Are you marketing to the right crowd?
So, who is the wrong crowd?
If you are trying to sell boats to people who don’t go boating or fishing gear to people
who don’t fish, your marketing dollar is wasted. You can’t convert those people.
If they have an interest, they will search.
To send a person who doesn’t fish, a magazine, newsletter, brochure on fishing
equipment is pointless, it will end up in the garbage. The intrusion might even annoy the
person. Send them an email and they flag it as SPAM.
People will seek cures or fixes for a problem. Rarely will they spend money on
preventing a problem they might have in the future.
If people relate to the issue, your product can solve, then your product becomes a
solution to the problem.
Problem versus a desire.
Appealing to people’s vanity produces better sales, than curing a problem. Beauty
products in this case, “making your complexion soft as silk”.
Note: A skin correction product only appeals to those with a skin condition. If you
have a cure, then position it as a solution to a problem.
To present a problem turns off those only interested in the soft silky complexion. More
want the beauty results, which equals more sales. Never offend the biggest group of
buyers or you lose out on sales.
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Advertising should never be a guessing game.
It’s essential to test your marketing. Understand your ROI results can keep dollars in
your pocket.
Humor doesn’t belong in your marketing platform. Save the humor for the comedy club
on a Saturday night.
What do other companies use to advertise their products?
Is your product similar?
What are they leaving out you should add?
Sometimes when you are so close to what you sell makes you unaware of what makes
your product unique.
Did your competition forget to mention something interesting the public doesn’t know?
Make claims about your product by being specific with actual numbers. If you make a
claim, be accurate or your reputation may suffer.
Getting accurate numbers for your claims can be expensive if they need to be analyzed
by a lab. But if you already have figures and the source. Use them in your advertising.
Claim numbers make the product more believable.

Wasting Space on Advertising
Direct Mail Campaigns
If you are running a direct mail campaign, every inch matters. Do you need that picture?
An ad with a picture that serves no purpose is a waste of precious selling space.
It won’t generate more sales to justify the expense. You are paying for postage and paper
in direct mail marketing.
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People are not looking for attractive ads. They are looking for attractive offers. Don’t
distract the buyer with fancy pictures or graphics… unless what you are selling is
pictures or graphics.
The more informed the customer is of your product or service will help them decide if
they want to purchase.
Too much white space, large print, unnecessary pictures can bust the budget with
meager returns. Yes, you have a nice flyer or brochure, but the expense can’t justify the
cost.
The correct words matter in every aspect of the selling process. Identify what you are
trying to sell is key to write good sales copy.
How does the product benefit the prospective customer? Not the features of the product.
But how will the customer feel after they own your product?
Will they spend more time with their family?
Will they feel good about themselves or get compliments from others by using your
product?
Isn’t that they will lose 20 lbs., but how they’ll feel fitting into beautiful clothes or
adored by their spouse.
Bottom line for a business is ROI
Without control of this aspect, a business marketing campaign can fail.
The expense of direct mail or paying for ad space can be costly. Don’t waste money on
the wrong ad. Might be an attractive ad, but could it be done with less space?
If your ads don’t return a decent profit, you need to investigate why.
You can’t sell to people.
Nobody likes a pushy salesperson. If your ads appear pushy to a potential customer,
they will discard it. And what a shame. Your product may be exactly what they need to
help them.
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Are you marketing to the right audience?
Get it wrong and your ROI will be in shambles.
You can make a wonderful product, but not good at selling it. This is where copywriters
can bridge the gap to your customers.
How to hold the customer’s interest long enough for them to read through your sales
copy takes a certain skill. Captivate them by the headlines or you may lose them. Direct
ads, emails, newsletters, sales funnels, etc. can end in the trash bin.
Capture, hold, and convert. Capture their interest. Hold their attention through your ad.
Convert to a sale at the end.

Long vs Short

How to Build the Ideal Sales Letter
This is regarding the online sales letter.
Get to the point from the start or your audience becomes bored and leaves. Not good if
you are trying to sell a product or service.
How do you keep the potential customer interested?
Curiosity entices
You must get their interest, enticing them to read more. A short email leaves them
begging for more. They will click to read your sales page.
If intrigued, they may determine what you are selling is of utmost importance to them.
Great, you got them hooked!
What if they are on your website? There is interest in a subject. But unless the
information is relevant, they are gone.
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Again, many readers will scan the headings. Short copy might be enough to get your
audience to read the article. This is your pre-sale information. Put a simple line at the
bottom inviting them to “click ” for more information.
Irresistible offer
If they go to your added information link, a sale is possible. They know it’s a sales page.
Curiosity might bring them to your sales page, but clever copywriting will make the
product irresistible.
This is where the “long sales letter” makes sense. You bring them closer to the purchase
and justify to them, their reason.
The guarantee
You justify the purchase with the customer to prevent buyer’s remorse.
Money-back guarantee brings confidence and security to the customer. A happy
customer is a repeat customer and will recommend your product to others.

Truth in Advertising
You never know until you put your fork in and try.
Ever felt ripped off at a restaurant?
Might not have been terrible. But still leaves a bitter experience you care not to repeat.
A group of 15 of us went to dinner.
I enjoy Mexican food. Places I have tried ranged from inedible to delicious.
First impressions can leave you with high hopes.
Nicely decorated restaurant with burgundy walls and shiny black tables. The place had a
recent facelift. The bathroom, a pleasant surprise of a beach decor and summer garden
fragrances.
Delivered to our tables were bowls of red, blue, and yellow chips. Accompanied with
bowls of delicious bean dip and salsa.
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With high expectations, I ordered my favorite. Cheese enchilada, refried beans, and
rice.
Then dinner arrived…
First bite, what a disappointment!
Beans were far too salty; rice was bland, and the enchilada lacked sauce.
Should be able to cut the enchilada with a fork. I needed a knife. Flavorless cheese, and
the tortilla was hard. Big disappointment.
Not to ruin the nice evening with friends and complain, I ate.
And it got worse.
The bill came, and they added the gratuity. That irritates me. Nothing on the menu read
“orders will have gratuities added to the bill”. (Don’t take me wrong, I give tips). What a
sneaky way of doing business. On the bottom of the slip, they had 15% = $—, 18% = $—,
20% = $—. They chose 18% for my bill. WHAT! Now if that wasn’t bad enough.
Yes, one more slam to the pocketbook!
When I got my change, she only returned a portion and kept the rest. This translates the
gratuity to 21%.
Any other day my irritation would have surfaced, from added gratuities, why 18%
gratuity, and the demand for my correct change back. This was not a high-scale
restaurant. The customer service was poor for most of our party.
Will I go back again?
Perhaps, if the group wants to go. If any future visits, I will be ready for their
unscrupulous ways. Sure, they will add the gratuities. And I will question why they came
up with 18%.
Will check the menu to see if “gratuities added” are in writing. And calculate the correct
change prior to paying the bill. Do not appreciate being fleeced!
If a next time, I will order something different from the menu. Won’t go with the
intentions of having a great Mexican dinner.
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When you don’t deliver on your service, customers think twice about doing business
with you. The best advertisement is “word of mouth”, so always treat your customers
like they are diamonds. Without them, you don’t have a business.

What You Think You See
What is your process for creating your product?
Ever believe something to be true? And find you were wrong.
Lived in a house for 2 years. Believed all the cupboards, fronts and doors were an off
white. Sun was streaming in the window one evening. Wondered why paint was wearing
off at the knob on the top cupboard. Appeared odd because the silverware drawer gets
opened more often.
I did a double take. Stood back. Looked at the other lower cabinets. They matched
except the long one under the kitchen sink. The large row of bottom cabinets was white
on that side of the room. Surprised to say the least!
They painted the entire interior an off-beige white. Yet assumed the kitchen cupboards
to be the same, so I never questioned it. Only with light shining on them and taking the
time to study them did I recognize the cupboards were white.
Now I wonder why they bothered to paint any of them or why didn’t they paint the one
set of cabinets the same. A puzzle for sure. Not noticing for over 2 years, an even bigger
mystery.
How many other things do we miss? Only because we assume they should be a certain
way. I always considered myself to be observant, but obviously not!
Are you ignoring valuable information?
In your marketing, do you leave out import information?
How many details do you leave out of your business description or product?
Simple things to help your customer make an informed decision about your product.
Leave out the details and you might lose a sale.
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Just because most businesses use the same process to create their product doesn’t mean
your potential customer knows.
Your competitor may leave out the process because he perceives it to be unimportant or
speculates the customer doesn’t care. Inform them and you rise above your competitor.
Example:
Mrs. Smith’s chocolate cake tastes better than Mrs. Brown’s. They both used a chocolate
cake mix from a box of the same brand. Used the same pans and cooked at the same
oven temperature. Both added eggs and oil as directed on the package.
What Mrs. Smith replaced the water with made the difference. She added a can of finely
chopped beets. And drained, reserving the liquid to replace the water in the mix, adding
enough extra water to follow the recipe. You could not see or taste the beets, but the
cake was a super moist delicious tasting chocolate cake.
For Mrs. Smith’s unique selling point. Get your kids to eat their vegetables by
feeding them chocolate cake.
What makes your product unique can be what tips the scale in your favor. Don’t leave
info out and lose a sale because you assume your product is not special.

Making Superficial Claims
Are you making meaningless claims about your product or service?
People expect you to believe your product or service is better than your competitors.
What makes yours better? If you say your product is the best, how?
If you say yours is cheaper, be specific. Remember, the public is very savvy. They know
cheaper is not always better.
Statements claiming, such as better, cheaper, the best, will prompt readers to not take
you seriously. Prospects expect companies to be enthusiastic about what they are selling.

26

Your Business Website

When you only make general statements like others, you do not impress the buyer.
Backing up a fact or figure makes it believable. Prospects do not expect you to lie.
If you state a fact, add a number to justify and prove the fact, you will improve your
credibility. People assume you did research to make the claim.
Credibility produces trust.
People buy from those they trust.
Test your competitors. Provide the comparisons of why your product is better. You can
claim your product has test results and then produce the data.
If your competitor can make the same claim and doesn’t, seize the opportunity. Follow
up with the numbers to justify.
Was your product created in a controlled environment kept at a constant temperature?
List the temperature. The type of controlled environment. How many revolutions per
second are performed by machines?
What makes your product different?
Is it infused with exotic flavors? Your competitor might also have exotic flavors, but if
they don’t mention that fact, they are losing out on being unique.
Whatever you sell, your customer must feel they are getting value for their money.
Convince them your product is much better by making factual statements and they will
perceive your product as superior.
If a claim is worth making, then make it impressive, following with backup to
substantiate the statement. When you have more claims, use them.
You have one shot at convincing a customer your product is what they want.
One claim might appeal to someone and another claim to another. If you have 5 claims,
use them. No one will read your ad somewhere else. They make their opinion on the
first read. You have one chance to convince them your product answers their needs.
If a claim is important enough, use it. Your claims must be real. Must be useful and
backed up by figures and tests.
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What you fail to tell a reader could be the main reason they lack interest in your product.
Never forget this when you are seeking claims for your product.
Your ad is for a new reader.
A rare chance you will get a person to read your ad again. An important reason to put all
your claims up front. Your new reader must accept or reject what you claim. You get one
chance to convince them.
Later you might add new claims, but if the reader has read your ad before they will
recognize they decided to not buy your product. Too late now to get them to change their
mind.
Hold the interest of a reader or they will move on to something else. Always create for
the new prospect.
A complete story sells a product.
Short statements why someone should spend their hard-earned money on your brand
because you told them to, isn’t a good reason. Especially if they are happy with their
favorite brand.
Your customer will read as much as possible to make an educated decision about how
they will spend their money. The higher the cost of a product, the more information a
potential customer needs.
Being brief will not sell expensive items or get someone to switch brands. Brand loyalty
reigns and few will change brands unless the persuasion is convincing.
Customers need to know how your product benefits them. Spark their interest and they
will continue to read.
Be careful using pictures. You should only use them to provide a convincing argument.
Pictures are a waste of valuable space if they can’t help to sell your product.
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Selling With Compassion.
Treat your customers as valued friends.
Many times, we are customers. Remembering this, you will understand the need for
compassion to sell. We hate the pushy salesperson.
You barely walk into the store, and they are asking if they can help you. You want to
scream, “Back off, I just got in here. Let me look around first”!
They mean well and are eager to make a sale. Most times, they lack finesse of how to
treat a potential customer.
Salespeople need to be taught
Restraint is in order. The novice young sales associate thrown into the ring to compete
with seasoned coworkers. With inadequate training of how to “provide benefits” to the
customer.
Unless the customer understands the advantages for them, they will take their business
elsewhere. An obnoxious salesperson will have them scrambling for the door. And
abruptly leave in a “cloud of dust”.
Don’t underestimate a prospective customer. If they perceive your only interest is
making them part with their hard-earned cash, you lose.
Treating your customers as valued friends
The goal is not the money you make from Mr. Jones today, it’s the building of a longterm relationship. A friendship with Mr. Jones will pay big dividends. Even if he never
purchases high price items from you. He becomes your ambassador in the public.
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Friends refer friends when the experience is amazing. Mr. Jones is much more valuable
to you than the twenty-dollar item he purchases. If you give him the same care, you give
a customer spending a thousand dollars, he will comeback.
People buy from people they know and trust. If the experience is great. They may never
check to find the cheapest price elsewhere. This means you get repeat business and
many more referrals.
Online is no different from brick and mortar
The same holds true for an online business. If you are the one with solutions to
problems for your prospective customers, they will trust you and buy from you.
You can build friendships even if you never meet and shake hands. I’ve made friends
with people in Scotland, India, Australia, and many other places.
The internet makes it a small world for us. I will never go to those countries. But that
doesn’t make it less of a friendship. True, much different friendship than one in your
own hometown.
Online, you build a bond of trust and respect. If you want to succeed online, you must
nurture this relationship. These are the folks that will sing your praise. You want to be
known as one with compassion and integrity.
Always remember bad news travels faster than good news. In the end, your reputation
matters.

Too Many Choices
Are You Giving Your Prospective Customers Too Many Choices?
Help! I can’t decide.
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A Greek family-owned restaurant was open for many years. With little competition, and
a loyal clientele. An outrageous sandwich collection on the menu covering two pages
with small print and no pictures. Huge delicious sandwiches with great side salads, etc.
The breakfast menu was enormous. Large breakfast menu is easy to accomplish with the
many combinations of eggs, pancakes, waffles, bacon, sausage, biscuits, etc.
But with sandwiches, the list of ingredients of crab, shrimp, numerous meats, cheese,
avocados, etc., soon spoil and need to be tossed.
I loved the crab and shrimp sandwiches served on various choices of bread. They were
not a seafood restaurant or by the ocean. A large choice of seafood sandwiches for
people visiting the waterfront makes sense.
When new restaurants came in with their modest menus, the restaurant suffered.
Not sure if they thought an upgrade might help boost sales. They closed for a
remodeling endeavor. When they reopened, customers came back.
More is not always better
They raised their prices, which was fair enough with the quantity of food they put on
your plate. Still a bargain. But they missed the mark on this decision. People didn’t want
a massive plate of food. Been wiser to keep the same prices. Take off the garnishes and
serve a few less French fries.
Plus, scale the menu to a more manageable assortment.
Too many choices put them into a downward spiral. Soon they went out of business,
selling the building to a franchise.
If they made smarter changes to the business, the outcome may have been different. The
location was ideal and customer possibility increasing. With new building construction
in the vicinity.
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Too many choices and you lose sales
We love lots of choices, but statistics say we don’t. In marketing, when given too many
choices, a customer becomes indecisive and won’t make any choice.
If people have 3 choices, they can decide quickly. If given 10 things to choose from, the
task is more difficult. They may end up not making any choice for fear of making the
wrong one.

Is Your Marketing Weak?
Not everyone is your ideal customer.
Are you apologetic when you email or phone someone?
Do you proclaim to justify the intrusion because they might be interested? If you know
your customer, then you will realize you have something of value.
Never apologize for interrupting their day if they could use what you are selling or your
services. Is the product valuable? Do they even need your product? Maybe they don’t
know they need it?
The knowledge you have of your client is what the copywriter can build a persuasive
sales campaign.
Who is your ideal customer?
Not whoever happens to throw money your way.
Oh, how we wish we could drop a line and reel them in like fish. Even when you fish for
salmon, you need the correct hook and bait.
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Identify your ideal customers. What are their interests? How old are they? Are they
homeowners? Are they married? Do they have children? Are they retired? Make an
extensive list until you find the right combination.
You waste valuable time and money marketing to the wrong people.

Depending on Others
Allow others to help create what you can’t.
We need others to help us survive in life. Together, we are stronger.
You’re not required to be good at everything. When one tries to do everything,
something suffers.
Plenty of super talented people who need an opportunity. If they love doing what they
are good at, this becomes the ideal working companion to grow your business.
The trouble lies when you think you must be everything to everyone and to your
business. Shortcuts and sanity exist. Hand the reins to knowledgeable people.
Loosen the grip of control to those who can achieve better results. Give up what you
struggle with and hate to do. You’ll sleep better at night.

A scenario, to make a chocolate cake.
You don’t go harvest wheat and turn it into flour. You don’t go to where the cacao trees
grow, harvest the beans, and make your own chocolate.
Wander the aisles of your favorite grocery store. Milk, eggs, chocolate, flour, are there to
purchase. Want a fast way to bake a chocolate cake? Pick up a cake mix in the baking
aisle.
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The same principle in business. Find others who can perform better and quicker than
you. To run a company more efficiently, you find shortcuts.
The same goes for marketing. You know your product, but do you understand how to
advertise for the best ROI?
Effective advertising is an asset that trained copywriters bring to a company. What
makes your product unique and why should someone buy yours instead of your
competitors?
Convincing a potential customer from not interested, to can’t live without it. Knowledge
of how to portray your product to the buyer as being the best. Miss this, you can miss
out on many sales. Copywriters can help create your marketing plan.

-Live Chat MarketingLive Chat is Now Open
My preference is email communication.
Dread playing phone tag or the wait for a call-back. Email eliminates the stress and time
wasted. The email gives you time to check over what you wrote and then you hit send.
Sometimes you hit send too soon, done that a few more times than I care to mention.
Five minutes later, realizing I used the wrong word!
Email gives the receiver time to respond a thoughtful reply. At least you hope! Emails
get lost or deleted. If not a priority, the recipient may never send a reply.
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Live Chat easy and fast
Never thought I might enjoy the Live Chat feature companies use on their websites. But
had a pleasant surprise in a recent order. Completed via email and Live Chat for the
final details.
Months prior to the purchase, I filled out a request for samples of an engraved product.
Delighted with the samples, the next decision, how to design the engraving. On their
website was a program you can design and see the results.
Still needed answers for the project, before presenting for approval. Live Chat was the
perfect place to start.
By the end of the conversation, they answered my questions. An email with the discount
offer came to my inbox.
Took my proposal to the first group of gatekeepers. Then to the recipient of the project.
Last step was the Board of Directors for approval.
With the code for the discount, I tried to place my order. The code was no longer valid.
The email said valid to the 17th, today was only the 15th. My Live Chat conversation
promised this code good until the 29th.
Went to Live Chat to get the problem solved. Of course, I didn’t get the same person.
Now I had the task of convincing the new person to honor the discount. The need to
involve a manager became apparent. I copied the email and sent it to her in the Live
Chat format. Soon my discount code became valid, and I continued with my order.
Recorded agreements are important
Written agreements are easier to justify being honored. Live Chat files should be kept
for a decent length of time. The follow up email I received from the company honored
the original agreement. The written communications produced the larger discount.
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Less frustration than trying to reason with someone over the phone. Especially if you
refer to communications you had with someone earlier. The Live Chat format allowed
me to copy and paste the original email for them to read. This helped to expedite my
discount approval.
Live Chat works in a business if someone is quick to respond and answer questions. My
questions were on sales taxes, set-up fees, logo fees, shipping fees, and what fees might
recur for future orders.
Live Chat can be more of a problem when you need technical support. Short dialog backand-forth works better. But when a product is being sold, Live Chat can answer
questions quicker to satisfy the consumer. Email back-up is nice to confirm on behalf of
the buyer.
Better than Facebook messaging
Facebook messaging is fine when you are trying to communicate with friends. The
downside, you are counting on them being available now. The messaging works well if
they can’t talk on the phone but can message you.
I suppose a business could use Facebook messaging in the same way as Live Chat. A
platform which consumers might not be so eager doing. For a small business it might
work. For a large company, the Live Chat makes sense. Success depends on the business
using Live Chat. A straightforward product that is not complicated to explain the
process… like my engraved 100 item purchase.
Live Chat in the business place
can free up customer service time
and allow for a better customer
experience.
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-Emails Your List is Ignoring-.

Is your list ignoring your emails?
Stop getting your emails deleted.
If you find your valued list no longer opens your emails. Maybe time for an overhaul.
If they continue to not open, you need to figure out why. Is your subject line not
attracting them? Or have they grown weary of your product? Maybe they no longer need
your product or services.
You should always provide an easy “unsubscribe”.
Some people don’t unsubscribe, they
just delete your email. They may even mark as SPAM, which means they’re irritated
with your emails showing up in their inbox...
Unopened emails–ugh!
Emails not opened can cause you problems with being labeled as the dreaded word
“SPAM”. Not good if you are trying to run an honest business.
You may hate to, but you need to clean out the “deademail list”.
It hurts. But will hurt
more with too many on your list. Being flagged as a “SPAM Emailer” can hurt your
chances of continuing to send to your list of “eager subscribers”.
Try one last ditch effort and see if they open. Use a subject line that states “this will be
your last email, newsletter, etc. if no action is taken”.
If they want your emails to stop, they will not open. But might be curious enough to
open. Then you will want them to respond to the message “please continue
sending me the newsletter”. Give them a “click opportunity” in the email to
continue with subscription.
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Don’t waste valuable auto-responder space on email recipients that will not open. More
people on your list can put you at a higher price for subscribers.
You may have plenty of room for your list of subscribers. But subscribers who never
open your emails after receiving their “free gift” will probably not buy from you.
To drop them may make sense. Some sources say to keep them, they may buy from you.
How many unopened emails on your list?
If the percentage is higher compared to people that open, time to evaluate your
headlines, content, etc. You might want to consider the cost of your auto-responder
service. Go over your limit of subscribers, and you’ll pay a higher price. Have you met
the threshold requiring added fees?
Are your subscribers missing in action?
A list of 500 subscribers and only 50 open occasionally should leave you with great
concern. You can try more interesting and irresistible subject lines.
If results don’t improve, you may need to bite the bullet and conclude your subscribers
have gone AWOL.
Look at the oldest subscribers and check your auto-responder stats to find when they
last opened an email. You can either weed them out one by one or do a mass clean-up of
your list.
No action or a request to stay on the list, means you drop them. It will only hurt for a
short time, and your valuable list will heal.
Do you have devoted followers that stick with you and comment on your site often? They
will want to continue getting your emails. And understand the call to action to remain
on your list.
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But the problem with deleting those that don’t respond could mean throwing away
potential buyers. Some people say get rid of them. Others say to keep them.
Evaluate the circumstances. If the ratio of subscribers that never open your emails
is small in comparison. Might be wiser letting the scenario play out and see what
happens.
If you spend the time and weed out non-responders without disrupting your followers,
that might be ideal. Those that you want to weed out may buy. “A coin toss” and only
you can decide if ranking, budget, etc. are worth keeping your non-responsive list.
I am on the fence after hearing both sides of the argument.
Emails are a great marketing tool to grow your business. Use to the full potential
possible for maximum effectiveness.
People open emails if it interests them.
So how do you get your list eager to open your emails?
Add value to their lives. Answer their big questions. Provide solutions. Help them solve
problems. Teach them something new. Use great headlines.
People learn from others. When someone has found a simple solution and informs
others, they become a trusted friend.
If you do this often, a subscriber will like and trust you. People buy from those they
know and trust.

People buy from those
they know and trust.
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-Creating E-NewslettersYour emails can be e-newsletters.
Publish e-newsletters by a schedule. Once a week, every 2 weeks, every month, or even
quarterly. Emails don’t need a schedule.
Whether you create emails or e-newsletters, still a wise idea to have schedules for both.
Your subscribers will expect them.
Being consistent will help to keep your subscribers engaged.
When you add value to each communication, your subscriber looks forward to receiving
your email.
Information is what everyone wants. Doing so on a consistent basis, they won’t mind if
you present them with an offer sometimes.
Don’t make every email you send a push for a sale. Add value to your subscriber.
I subscribed to an email. Downloaded her free e-book. It took an exceedingly long time
to download. Only 5 pages, mostly photos, and information I could get from one Google
search.
The info was so evasive it amounted to nothing. I gave her the benefit and hoped she
could offer valuable insights.
Each email had information on the top half. Bottom half was a call to action to buy
something. Ignored the bottom half and read the top. Her info lacked substance. The
email came 5 days a week. The intrusion in my inbox is welcome, if the content was
worthwhile advice.
As the weeks went by, I soon realized she was sending a loop of emails. Same info every
10 days. I unsubscribed.

40

Your Business Website

Call to Action or CTA
Call to Action for each mail is fine. There’s an immense problem if the only thing you
are doing is trying to reach into someone’s pocket. People don’t want to be “sold to”.
Your CTA can be “click here to read more” or a free download chart or free
infographic. Or a new section on your website for them to check out.
Give your subscribers value where they don’t pay. Then, for a small portion of emails,
they won’t mind if you attempt to sell to them.
Yes, you’re in the business of selling. Creating content for free use, you might feel as if
you are giving the store away. The answer is NO. You are building relationships. These
are your customers.
Think of it this way. A physical store. The person greeting you at the door starts up a
conversation. Nothing about products in the store. Similar to a person saying hello in
the grocery line. You feel connected and comfortable.
How about the times you enter a store, and they offer you a taste of something they are
selling? No pressure to buy, they just offer you a sample. Sales happen because they gave
people a taste. It works, it sells. Otherwise, companies like Costco wouldn’t do it.
Merchants use the same method at festivals or fairs.
If you are an online business, you can’t be handing out samples. You definitely can’t
afford to send samples to everyone. The only practical choice is to give them something
digital. Create once, give away for years.
When an online business is selling a physical product, they can still giveaway digital
products for free. But they could give a coupon code at special times to generate sales.
Free shipping is enticing for orders over a certain dollar value. When I order I make sure
that my shipping is free. Some companies have the free shipping and have a percentage
“off sale”. Taking advantage of their offers is a smart strategy.
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When a customer can count on free shipping or discounts, they don’t shop elsewhere. A
business becomes their go to place for products they want. Time is too valuable to spend
hours hunting for a better price. Especially when most of the time you return to a
company you already trust.
What to include in your E-Newsletter?
You can make it long or short. Depends on business size and how many sections you
want to have.
A newsletter may differ from an email by summarizing what happened since the last
newsletter. New content to check out. Or you can have sections. Find a format that
serves your subscribers best and stick to it each time. Always add value if you want
people to open and interact with your correspondence.
Format happens with magazines. How often do you get a mag and head straight to your
favorite part? People want consistent uniformity, something they can count on to never
change. Not required to navigate through chaos to find that special section.
Sections on “How to make your subscriber’s life easier.” “What’s new.” “Testimonials.”
“Who we serve.” “Hints and Tips.” The list can be endless.
In the end, whether emails or newsletters, they need to provide value to the receiver. If
they perceive no purpose, they will soon unsubscribe or mark as “Spam”.
According to AWeber, your newsletter needs 6 components:


A clickable subject line



Attention-grabbing images



Clear, concise headlines



Intriguing content descriptions



Engaging CTAs



Social media links
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-Email Service Providers-

The only practical way to maintain a subscriber list.
You can’t sit and crank out emails to your list. As the list grows, the task will become
unmanageable. Building emails on your own personal email platform is a big mistake.
People won’t want their emails broadcast to others in a grouping unless they know the
individuals. I send emails to the non-profit group, but there’s only 35 of us.
Doing this for a business, your personal email might get red flagged as “spam”.
There are many ESPs.
When starting out with no list, sign-up for a free one. Just pick one that will allow you to
upgrade when your list grows.
They limit features in free ones. But the features are enough to grow and supply your list
with emails.
When selecting an ESP, compare what each offer. Some are limited time and others are
free forever with a smaller list.
If your list gets large enough to surpass the free one, you need to make sure the features
and charges will benefit your business.
Do you plan on subscription forms and landing pages in the future for your email
marketing? Do you want to hold surveys?
Features like reporting and analytics tools, advanced automation, and a variety of
automation templates to help scale your business.
Decide where you want to take your business and then you can pick an ESP that meets
your needs for the future. It might be harder to transfer to another ESP after you have
established a large subscriber list.
Years ago, AWeber didn’t have a free plan. Today they have one plan free forever. The
limit is 500 subscribers and 3000 emails a month. Limits, but a great way to start. No
credit card required.
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Their paid version costs less than years ago, might be due to the fierce competition.
Once you get into the paid plan, many options are available. Check them out to find
which ESP suits your needs today and in the future.
Here is a list from AWAI of Top-Rated ESPs in 2021:


Hubspot



MailChimp



SendGrid



Constant Contact



Mailgun



Phonexa



Sailthru



DotDigital



Emarsys



Klaviyo



Ometria



AWeber



Emercury



ConvertKit

Some I haven’t heard of or checked on what they offer. You need to evaluate what will
work best in your own business. Do they have tutorials on how to use the software? If
you can’t learn how to use it, choose another ESP. Even many paid ones have a free trial.
Paid versions I’m sure offer similar features. Choose one you perceive will fill your
business needs now and in the future.

Find an ESP you like for your emails.
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-Hosting of Your WordPress Website-

Track record of the hosting company should be as few times offline as possible. Can’t
always be 100% reliable, as Mother Nature is unpredictable.
Your website can’t produce income when offline.
Although, if you have a subscription site, it will generate income once people sign-up,
but they won’t be happy if they can’t access the website. If offline very long, your
customers will be upset, and they could end their subscription.
People except to get what they pay for and when your site isn’t available, you’ll have a
few disgruntled customers.
I’ve used SiteGround for 4 years with zero outages.
Never consider the cost of hosting as a major decision for selecting a company.


The biggest factor is consistent service.



Can you contact them by phone?



What services do they offer?

Reviews are important but remember a negative comment here and there amongst
many positive ones shouldn’t be a cause for alarm.
A person might give a negative review if they didn’t understand what they signed into at
the time they bought the service.
Realistic Expectations
Big companies have their own server. The average person can only afford an account
with a hosting company.
Choose a company with an excellent reputation is the only sensible way to run your
online business website.
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Even with a physical store, your customers will want the info your website provides.
Local stores with websites have the advantage over ones that don’t.
A website for a local business can give potential customers a glimpse into the store. Even
for a restaurant, the perks of having a website are numerous.
Potential customers can see hours, location, menu, prices. A person may know what
they want before visiting the restaurant.
A busy restaurant can cycle the customers through faster. Best way to make money is by
having a full house and a happy cliental. Less wait time for tables. Weekday lunch
crowds are in a hurry.
Updated websites inform customers of what’s happening and new. Websites allow
potential customers to be engaged in the business. More engaged they are, the more
connected they are to your business. The more personal. The more they will want to
return.
Websites are like gold in your pocket.
Keeping it updated and customer orientated, the more involved your visitors become.
Social media is a great way to connect to your audience but has limitations. They must
know you are on social media. With a website, they can find your social account.
Let’s examine the local business again. Enter in Google “business name in city,
state” and if they have a website, it should show in your top search.
A restaurant website can show if they have takeout, special for the day, week, month.
This customer knowledge can improve sales.
Not just isolated to the restaurant business. You can improvise across many businesses.
Even online businesses can use similar tactics to generate sales. Specials, coupons,
shipping, etc. Whether the product is physical or digital, it helps the potential customer
to understand what your service implies for them.
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Hosting is important.
For the reasons above, you can understand why reliable hosting is vital to your success
for online or offline businesses.
I live in a rural community where the internet isn’t 100% reliable. Last thing I need is
hosting, that isn’t reliable. Combination of both scenarios can do damage in creating a
successful business. Eliminating one obstacle improves my odds for as few interruptions
as possible.

Pick a domain name
Choose a hosting company
Build your theme
Add plug-ins
Create content
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Write Copy for Your Website That Sells

We covered these subjects earlier in this e-book. But may help to summarize more in
terms of who the people are.
Know your target audience
Your target audience depends on what you are selling or information you provide.
Sometimes age can be a factor.
Video games, depending on the game, are more geared to younger people.
I own a cat site and my target audience is cat lovers. Targeting dog lovers is a useless
waste of time.
Retired people have different interests, compared to couples raising young children.
People that enjoy crafts can be of varying ages.
Crafts can cover a vast spectrum of items. Sewing, knitting, crocheting, scrapbooking,
woodworking, drawing, sculpting. Many of them don’t overlap. Someone interested in
woodworking may not be the least bit interested in sewing.
Hobbies, other than craft projects, can be gardening, fishing, snowboarding. I might be
interested in gardening, but not the snow or catching fish. I eat fish and enjoy the snow
from my living room window. Trying to sell me fish supplies or snow equipment is an
utter waste of time.
Solve a problem for them
To entice a reader or potential customer, the goal is to help them solve a problem. This
can be tricky if they don’t realize they have a problem. Or can’t explain what issues they
are having.
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Defining the problem can translate into how they might feel if they could fit into a size
smaller. The desire for better health. This is where you can problem solve, whether by
exercise equipment, vitamins, nutritional eating plan, etc.
A problem can be how to fix a leaky faucet. You help them solve it, so they can do it on
their own. Next time, they will return to your site to find answers.
Offer solutions to those burning questions. Simple to you, and you might wonder why
anyone could not figure it out themselves. Remember when you didn’t know the answer.
Write clearly and concisely
Fewer words to get the same results. Ever catch yourself over explaining how something
works or how to put it together? No one needs a history of how something works. If you
can tell them something as simple as push the green button. Sure, might be more
complicated. But clear wording will work better.
Example: A pole shower caddy. Should have been a 15-minute job. Ad described as
simple assembly. The video only had music, and he slapped it together. Even with the
colored photos of parts, ended up taking 5 times as long. Could have been easier with a
black and white drawing that showed everything apart and how it fits together.

Paint a vivid picture
Here’s where the benefits sell the product. The picture of imagination. You don’t need a
new car (well maybe you do) but when your friends notice. You’re overwhelmed with
that uplifting euphoria state of mind.
Fitting into 2 sizes smaller clothes. Your friends will be impressed. You will be giddy
with excitement when they shower you with compliments.

Sell without being salesy
I gave an example earlier of signing up to a list. Half the email was trying to sell. With
recycled information every couple of weeks, I opted out.
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Years ago, I remember a website owner who tried to sell everything. And if not on his
website, he was asking what you might want. He was desperate to make money and
because he tried to sell everything, no one was interested. As dumb as selling pancakes
in a hardware store.
Too pushy and you will have people leave your site or if you have a physical store they
will leave, never to return. What a shame… if you let them breathe, they may browse and
buy.

Even websites can be pushy
A pop-up every time you visit their site and too soon after you enter. Tried to read an
article on their site. Being hit with the box to subscribe and can’t read until I click off… is
annoying. Enough of that, I just don’t need to waste my time. Sad. I might have been a
happy subscriber if you let me browse.

Have a good call-to-action
The call-to-action is when a person wants someone to react. Someone sends you an
email with a link. They hope to be persuasive enough to get you to click.
Where will it take you? Maybe to read more, a sales page, sign-up, take a survey, they
just want to make sure you take the action they are requesting.
Read more may be to read the latest post or article. Or product information on a sales
page.
Even on the website, a read more can be to read the long version of an excerpt. Or
even more interesting content on the same subject that brought you to the site.
The longer you can get a person to stay on your website, the better you rank on Google.
Besides, if they spend time browsing, they may just sign-up to your list. May buy from
you in the future. The goal is building relationships.
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Final Words

Trust this e-book has given you an insight on websites and having a better relationship
with the one you have built or want to build.
I have affiliate programs on my website. These are some tools I used to create my own
websites. Perhaps you will find them useful. The links to them can be found on my
website on the Resources page. https://maryjstephenson.com/resources/

SiteGround – for web hosting
ProWritingAid – for editing your written content
Presenter Media – for graphics, power point presentations, videos
AWAI – copywriting programs

Note: Affiliate programs pay me a small commission that will not change the price you
pay for the product. If you do decide to purchase from my website, I want to thank you.
And as always wishing you much success.

Don’t let your business website keep you awake at night.
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