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Why did you create your website? 
I’ll bet you’ll say either “because everyone needs a website these days,” or “I 
need to be seen.” 
  

Having a website just to have one isn’t a great idea, but 
in today’s Google-driven, visual world, it is a good idea 
to have an online presence. If you said “To be 
seen,” having a website alone will not get you 
seen. Traffic to your site gets you seen, but what’s 
more important than just seen is to be seen and 
create engagement, so your visitor takes action. 

The answer to “why did you create your website?” will 
be different for different businesses and at different 
times in a business. You might want to generate 
leads, build your email list; bring awareness to 
your cause, sell products, or get people to buy 
your book. Each of those answers would have a different 
style of website. 

But let’s not get too technical here. My aim is to ask you the kind of questions that will give you an 
idea of where you are in terms of what you are asking your website to do. 

 
 
 
 

Let’s get started… 
  

Here are 10 questions that will help you do a self-assessment on your web site (mostly the) 
copy. Just taking some time to honestly assess where your site is now will allow you to see where you 
have room for improvement. Then you can decide how to proceed. And if you don’t feel really 
confident about your answers, get some help to correct the problems.
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 VISUALS are critical these days. 
  

They speak volumes about who we are or don’t represent us anymore. Take a head shot for instance, is 
yours current or did you last look that way in grad school? All of the images you use to sell products or 
convey an idea should be professional photos. Oh, word of caution, don’t use screenshot images of 
someone’s work. It’s illegal and you could face fines. 
 
Visually, how happy are you with your site? 
 
 
 
 
 
 
 

 Then there are the WORDS. 
  

The name of your business, the tagline if you use one, the teaser for the free offer, the “what we do,” 
the About page, and so on; every word has a job to do. 
 

And the right words will make up for mediocre or out-of-date websites. 
 
 
 
 
 
 
 
 
 
 

 Have you checked in with your WEB COPY recently? 
  

Is it engaging? Does it sound like you? 
  

People come to your site for two reasons: 
  

One: they want a solution to their problem or a way out of their pain. Sure, some people are looking 
for something positive, but the root is always, “I am not where or who or the size I want to be.” 

Do you clearly state the problem you solve? 

Two: to find themselves in your words. To recognize themselves in you, even if it’s just one tiny speck 
of commonality. 

How you tell them what you do and who you do it for will either draw them in, or push them away. 
You must speak their language and make them feel at home AND, you have to be able to say that 
without being pushy or salesy. 

Not sure if your copy is doing this? Have a friend or colleague who doesn’t know your site read it and 
tell you what they get. 

Your website is like your front door. It must be 
welcoming. 
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 Do you have a CLEAN-LOOKING HEADER?  
 
Does it contain your name or the name of your business? 

 
 
 
 

 Is there a TAGLINE to help people know what  
          you do if it’s not obvious? 
  

If it is obvious because your name, for example is Judy’s Organic Soaps, great; move on. 
 
 
 

 Do you have a FREE OFFER that isn’t “sign up  
          for my newsletter or ezine”? 
  

Your free gift/offer must be something that provides value to your potential 
customer/client. 
 
 
 

 Do you have a VIDEO? 
  

If you have a video, are you welcoming people to your page or thanking them for coming to 
your page? Stop It! 
  

Get to the point, hook them in, don’t waste precious seconds on that kind of fluff. You have 7 or 9 
seconds depending on whom you believe, to get them to decide to stay or go. 

Was it professionally shot? 

If no video, do you have engaging, well-crafted copy?
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 Is your PERSONALITY there, in your words,  
          maybe in images? 
  

You — the whole of you — are the only thing that sets you apart from the rest of the world 
who does what you do.  

 
 Who is your ABOUT PAGE about? 

  

I know that sounds crazy, but an about page has to be about your people and provide a 
story about you, your work, what you want for your people. It’s not meant to be a resume. 
 
 
 
 

 Is it easy for people to CONTACT you? 
  

Your phone and email address should be found on each page, even if it’s just in the footer. 
This includes social media buttons so people can follow you there or get to know you 
better. 
 
 
 
 
 
 
How did you do? 
 
Are you happy with your website and its power to bring you fans and potential clients? It’s 
easy to dismiss what’s missing or out of date as unimportant. Have you ever googled 
someone or some service and gotten to an old, out-of-date or overly busy website and 
decided NOT to use that person? We all have. Don’t let this happen to you. As I said up 
top, if you need help, get it.  
 
And if you aren’t sure where to start, grab a spot on my calendar for a web 
copy review: www.ReviewMyCopy.com 

 

  

 


