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•My ideal customer is… 

• They buy from me because… 

• I want to be perceived as… 

• I am clear on my brand 

22 



• Pick a primary that furthers the sales funnel 

• Email Opt In 

• Read your blog post and click on a related ad 

• Fill out a consultation form 

• Click on the featured product(s) 

• View a video 

• Call you 
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• List the pages you need 

•Create User Paths 

• List elements on home page and constant 

sections 

•Keep moving forward 

•Write first draft before design 
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Questions Target Markets Response 

3 Biggest Challenges I need to increase sales. My site does not look good. 
Stressed because I am constantly changing my site 
but never happy with look or results. 

Life without the 
challenge 

Less stress. More money. Focus on my business 
instead of constantly tweaking my site. 

Why People Buy from Me Integrity & friendly.  Expert team of professionals. We 
get results. 

User path Home page then portfolio.  The decision is made on 
the portfolio page.  The call is made after the 
company page. 
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Path Pages Primary Action/Goal 

1 Home Drive them to the portfolio.  

Company Showcase the team. We are experts with a mature team – not 
cowboys. Full time team that won’t disappear. An honest 
friendly committed team. Great photos. Very short bios.  

4 Services They only read the first paragraph.  Short paragraph breakout 
each service on separate page for SEO purposes. Testimonials 
reinforcing our expertise, friendly and committed. We can do 
what you need! 

2 Portfolio  Large image of project with details on results and testimonial 
from client.  Use SEO keywords in the description. Try to find 
good video as well. We get results! Buying page. 

SEO Blog Establish us as knowledgeable.  OPT IN for our 5 ways to 
increase sales. Rewrite to make is more current. Every week a 
different team member will blog. Showcase projects. SEO and 
Video optimize. 

3 Contact Simple form and phone number. 
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•Speaking your target market’s language is 

key. Use words that influence them to take 

the desired action. 

•Are you addressing their area of need? 

• Is the benefit clear? 

• Is your copy all about conversions? 

Justifiers, pricing and labeling. 
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Justifiers – desire is emotional so logic is 

needed to justify the transaction. Your 

content should present the logic. 

•Because – find a few statements for your 

business.  

•You can use positive and negative 

justifiers. 
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•How do they label themselves? 

• Label them consistently with how you want 
them to behave. 

•Reverse labeling can be even more 
effective. 

•Blend the justifier and the label. 

•Understand how people read. They scan. 
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• Identify the primary actions. 

• Write your content outline. Keep it simple. 

• A lot of users will only scan your content. 

• Write the home page copy one section at a 

time. 

• Think about search engine phrases. 
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END OF SESSION TWO 
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