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Promotional Pages that Provoke Action

Use this worksheet when you’re putting together a promotional 
message. It covers the content and design principles you can put 

to work for you to make your page more effective. Master these basic 
content and appearance elements, and your promotions will move your 
audience to take action.

Content CHeCKLISt 
What’s Your Message?
First, write down what you’d like to promote. Is it an event? An item you’re selling? A 
cause you want to rally support for?

Here’s the tricky part: it should only be one thing. To create a successful promotional 
piece, it’s important to stick to one topic only. A promotional piece or landing page that 
has too many offers at once divides our attention and ends up being ignored.

Write what you are promoting here:
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Who Do You Want to Reach?
Think through who you want to reach with this promotion. Along the same lines as the 
previous tip, your promotion will be more effective if you target it to a specific group.

It’s not always possible, of course. Some services or products are aiming for a broad 
audience. For the most part, though, it helps to think about the “usual suspects.” These 
are the people who are most likely to be interested in what you’re offering. Sure, there 
will be others who fall outside the scope of this group, but if you target your promotion 
toward the usual suspects, you’ll still capture some of the others.

Write who you are targeting here:

What Problem Are You Solving?
Now that you’ve identified the group you want to target, spend some time thinking 
about them. What problem or challenge will your product, service or event 
solve? Write it here:
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Ask for What You Want
Remember when you defined what you wanted to promote? Go back to that initial goal. 
How will the person get what you offer? Do they need to click a link to go to a shopping 
cart? Is there a number they should call? Do you want them to vote? Send in a postcard?

Tell them. Tell them exactly what you’d like them to do, with specific, step-by-step in-
structions. This single line of text –this call to action – can make all the difference in 
your sales.

Calls to action look like this:

    • Call now: 1-800-555-1212
    • Subscribe by filling out this coupon and mailing it back today
    • Click here to purchase a six-month membership
    • Buy today by filling out this form on our secure order page
    • Vote next Tuesday at your local polling place
    • Join now for immediate access to our program

VISUAL CHeCKLISt 
Read through the tips on this page, and use the next page to sketch out how 
you’d like to present your promotion.

Order, Please
When the viewer sees your page, you want them to process your message in a specific 
order. You want them to see your headline first, followed by supporting information 
in your body text.

You’ll present these visual elements with this specific order by giving them more or less 
visual “weight.” If you can make your presentation have a clear and logical order, you’ll 
have a better chance of being heard.

Make Your Main Message Stand Out
Your headline is your main selling message, so make sure it’s large enough to carry 
visual “weight” on the page. It can be bolder, larger and a different color from your body 
text. Add space around it so that it stands out from the other elements.
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Everything Else Takes a Back Seat
Once you’ve communicated your main selling message, you can add detail in the body 
text. Make sure that this text carries less visual “weight” than your headline. Break up 
your information into short blocks of text, use bulleted lists and insert plenty of sub-
heads to offer entry points. These are places a reader can break into your information in 
case they’re skimming instead of reading.

Sketch out how you’d like your promotion to look in this space:
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Beware of These Traps

We Want to Sell You This, Too!
Don’t try to fit all of your offers on one page, unless you’re making a catalog. Remember 
the first rule: what’s your main message? Don’t confuse your reader by trying to talk 
about everything else you have to promote.

Come to Our Event on Someday!
If you’re promoting an event or a time-limited sale, be sure to include the date and any 
other pertinent information.

Buy Our Product Somewhere!
You want to make a sale, promote an event or get in contact with your audience, so 
make sure you include contact information, your business address, phone number and 
website on everything you do.

Go Forth and Promote!
If you follow this formula, your promotions will cover all the bases and your message 
has a better chance of cutting through communication clutter. Happy promotions, and 
remember I’m happy to answer questions on the Big Brand System blog. See you 
there!

Pamela Wilson
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