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ASK SCORE

Web Sites as Business Brochures 

By John C. Kelly, PhD, SCORE Counselor

Many businesses are web-centric, like Amazon and eBay, and base their entire business model around on-line ordering and on-line interaction. There are, however, many more traditional businesses like coffee shops, restaurants, boat yards, bookkeepers, and dog kennels that simply need a web presence in the form of a web site brochure. These businesses might add an on-line component such as accepting take-out orders on-line so a customer would not have to call or wait in line, but more often than not, they just need to create simple web site that informs their potential customers in much the same manner as their paper brochures. And in most cases, the web site brochure is superior to the paper brochure since it is easier to update, cheaper to produce and maintain, and more informative. 
In the following paragraphs, I describe six simple rules which will help insure that your web site brochure does what you want. 
Keep it simple. Simplicity is rule number one. Your primary goal is to inform, not to dazzle. Avoid the flash, videos, and music. They are usually more distracting than helpful. Your first page, the home page, should clearly and briefly describe your products and services, your physical address, your phone number, and an email link to request additional information. Your goal is to direct prospects to your physical location, to phone you, or to email you. Make sure your address, phone number, and email link are obvious. If space is available, a map would be helpful, but limit the map to the immediate vicinity. People are normally familiar with the general area. 

Choose an easy name. An important part of keeping it simple is to use a web address, called a URL, that is easy to remember and an easy to type. The ideal web address is less than ten letters. Shorter is better. The web address does not have to match your business name exactly. It just has to be easy to remember and easy to type.  Try to find a dot-com name, rather than dot-net or dot-biz name. 
Fit the screen. Ideally, your home page should fit on one screen and require no scrolling. Certainly the critical information on products and services, address, and phone should all be on that one screen image. If you must scroll, the critical information must be visible before scrolling. It’s better to have the prospect jump to a new page than to have to scroll on your home page. This means that you should not fill the top of your screen with large photos or graphics. This is the most critical space on your page; put your most important information here. 
Fit the page. This essential rule is frequently overlooked. You want your prospect to print your page, so make sure it fits within the left and right margins of the paper. With the wide monitors in use today, it is common to have critical information like addresses or phone numbers cut off the right-hand margin. 
Sell gently.  Remember that you are trying to get the prospect to contact you, not order on-line. Your message should generate confidence in your products or services. This is best done by clarifying who you are serving, why you serve them, and providing references and testimonials of satisfied customers. You should always include some form of testimonial. 
Minimize the menu items. Don’t have long lists of menu items. They only confuse and obscure your message. Menu items listed across the top are usually better than down the side since more of the information on the screen is printable. If your first page requires a scroll, the menu items should be repeated on the bottom of the page. Common menu items include: Home, Products, Services, References, Staff, Support, Contact Us, About, Photos, and/or Map. Five to seven items should be sufficient. 
SCORE, “Counselors to America’s Small Business,” is an organization, affiliated with the Small Business Administration (SBA), of volunteers who help small businesses, at no charge, achieve success. To request a confidential meeting with a SCORE counselor, or for more information about SCORE, visit www.score390.org. John can be reached at john@focusware.com. 
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