Write web copy that compels readers to act

On the Web, you must answer eight critical reader questions before they will take the action you want.

Why should I look at you?  Your headline, sub-heads, copy shape and length must attract the attention of the scanning eye.

Do you understand me enough to answer my question or problem?  Write from the reader’s point of view and focus on his or her problems.

What benefits does this product, service or idea offer to me?  Clearly describe the benefits in the reader’s terms, and provide other information such as features to make the benefits believable.

Who are you?  Provide sufficient information on you and/or your business so that the reader understands whom he or she is dealing with.  People need hooks to hang their trust.  Examples may include number of years in business, professional memberships, awards you have won, staff numbers and locations of businesses, publications and so on.

What makes you different?  Maybe your product has more variations, you hold stock in-depth, you guarantee performance, or you have especially valuable experience.  Something about you must pick you out of the crowd of your competitors.

How can I know your claim is true?  Provide evidence that the reader can rely upon.  This might be facts drawn from objective sources, customer case histories, or testimonials from customers or recognized experts.
What is the real value to me?  Show how the total value of your offer exceeds the cost to the reader.  You may need to show the savings over the life of the product, service or relationship to justify an up-front investment, or demonstrate the value of additional elements of the total package.  
What do you want me to do? Tell the reader to take the immediate next step, whatever specific action will move them towards your objective.  This might be to buy now, to ask for more information, or register to attend a meeting.      

How well does your web copy meet these tests?
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