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WEBSITE CONTENT is 
the textual, visual or 
aural content that the 
user encounters on 
websites. 





Visitors to your website tend to scan content, 
hunting for the information they're after, they 

do not ‘read word to word’. 



Website content should be written 
in a  totally different format 
compared to when writing for 
printed matter.



Relevant for search engines, at the 

same time easy for your visitors  



STRATEGY 11/100





TREAT YOUR WEBSITE AS 
A SALES LETTER OR AN 

ADVERTISEMENT

USE AIDA RULE: 

A   - ATTENTION Via Headlines

I    - INTEREST Via Sub 

Headlines , 

Benefits

D   - DESIRE Usp, 

Freebies/Special 

Offers/Bonus/  

Testimonials

A   - ACTION Order/Time 

Sensitive Offers



80% of the outcome depends 
on headlines 



Readership of headlines is 5 times 
more than the body.



Use descriptive sub headings





1.BEGIN WITH 
MAGIC WORDS 



WHAT IS THE MAGIC WORD?





2. INSERT DATE IN 
TO HEADLINES



3. FEATURE SPECIAL 

BENEFITS



4. 
INCORPORATE 

YOUR USP



REFER TO THE DAY 5/100 
DIGITAL MASTERY NOTES 

AND RECORDINGS



USE



on your prospects 





Keep your 
sentences and 

paragraphs 
short



USE 

CONCISE 

WORDINGS



SHE IS OF THE 
OPINION THAT SHE THINKS 

THAT



CONCERNING 
THE MATTER OF

ABOUT



DURING THE 
COURSE OF DURING



IN THE 
EVENT THAT IF



IN THE 
PROCESS OF

DURING, 
WHILE



REGARDLESS 
OF THE FACT 

THAT
ALTHOUGH



FOR THE 
SIMPLE 

REASON THAT
BECAUSE



IT IS OFTEN 
THE CASE 

THAT
OFTEN



Write about your products like OFFERING A 
SOLUTION.



USE DIFFERENT COLOURS/FONTS/HIGHLIGHTS FOR 
IMPORTANT POINTS AND OFFERS. 















CALL TO ACTION



• Greed : Bribe your prospects to take IMMEDIATE 
ACTION with free offers/bonus etc.

USE SALES PSYCHOLOGY 
TO SUPERCHARGE YOUR SALES



• Create Scarcity

only products left



• Create 
Scarcity

USE SALES 
PSYCHOLOGY TO 
SUPERCHARGE 

YOUR SALES



• Build confidence and trust using User 
Testimonials

USE SALES PSYCHOLOGY TO SUPERCHARGE YOUR 
SALES



Website content should 

relate to your TARGET AUDIENCE

TARGET AUDIENCE 



Readability 
Calculator

TOOLS FOR EFFECTIVE CONTENT WRITING



WHAT IS GOOGLE 
TRENDS?



WHAT IS GOOGLE 
NEWS?



WHAT IS AFTER THE 
DEADLINE?



WHAT IS KEYWORD 
DENSITY ANALYZER



WHAT IS COPYSCAPE?



WHAT IS READABILITY 
CALCULATOR?

Readability 
Calculator



CONTENT SELLING  PLATFORM





WRITERS BY EXPERTISES



ENTERTAINMENT 

COPYWRITERS

TRAVEL 

COPYWRITERS

RESUME 

COPYWRITERS



HEALTHCARE 
COPYWRITERS

KIDS/PARENTING 
COPYWRITERS



Article 
Copywriters

Blog 
Copywriters

Creative 
Copywriters

E-book 
Copywriters



Editing 
Copywriters

Technical 
Copywriters

Web Content 
Copywriters

White Paper 
Copywriters



Arabic 
copywriters

Bengali 
copywriters

Brazilian 
Portuguese 
copywriters

Danish 
copywriters



English 
copywriters

French 
copywriters

German 
copywriters

Gujarati 
copywriters



Hindi 
copywriters

Italian 
copywriters

Dutch 
Copywriters



Indian 
copywriters

Kenyan 
copywriters

Nigerian 
copywriters

American 
copywriters



British 
copywriters

Australian 
copywriters

Canadian 
copywriters

Pakistani 
copywriters



Sri Lankan 
copywriters

Malayalam 
copywriters

Mandarin 
copywriters



WRITERS BY CITIES

Filipino 
copywriters

Delhi 
copywriters

London 
copywriters

Sydney 
copywriters

Chinese 
copywriters

Islamabad 
copywriters

Budapest 
copywriters

American 
copywriters

Jaipur 
copywriters

Russian 
copywriters

Simplified 
Cantonese 

copywriters

Spanish 
copywriters







CONTACT US

Ms. Thannia

•Phone: 974 3309 7169

•Email: admwb@adm.qa



25 FACTORS TO CONSIDER BEFORE YOU START AN 
E-COMMERCE BUSINESS



1. FIND YOUR NICHE



REFER TO THE DAY 3/100 
DIGITAL MASTERY NOTES 

AND RECORDINGS



2. DEFINE YOUR BRAND AND CUSTOMER



3.DECIDE THE NAME OF YOUR COMPANY



4.MAKE SURE YOU UNDERSTAND YOUR MARKET



5. EVALUATE THE DEMAND



6.KNOW YOUR COMPETITORS



7. SELECT YOUR VENDORS



8.UNDERSTAND THE SOURCING PROCESS



9. SET UP THE WEBSITE



10.HOW YOU WILL DEAL WITH:



CONTENT



Pricing & inventory



Logistics



Service & support



Payment & Refund/Returns



Security



Regulatory Compliance



11. CHOOSE A TRUSTED PAYMENT GATEWAY



CREDIT CARDS MARKET

ACQUIRERS

MEMBERS MERCHANTS T FEE
2.5- 5%

VISA
MASTER
AMEX etc.



CREDIT CARDS MARKET

ACQUIRERS

MEMBERS MERCHANTS

Banks
TOI

Jet Airways
IOC

ISSUERS ISSUERS ISSUERS ISSUERS

1. Captive Market
2. Logistics Support

3. Risk Sharing

T Fee Sharing
1. Acquirer

2. Card Issuer 
3. Merchant Issuer



NEW MARKET

Mortgage-

based Lives

Credit Traps

DEBIT CARDS Same 

Technology

Same System



DEBIT CARDS MARKET

ACQUIRERS

MEMBERS MERCHANTS

BanksISSUERS ISSUERS ISSUERS ISSUERS

T Fee Sharing
1. Acquirer

2. Card Issuer 
3. Merchant Issuer

1. Interoperability
2. Network

3. Branding



Why Payment gateway?

-Enables process 
transactions online 

over internet.

Payment Gateway 
(Easy Transfer)



TWO TYPES OF PAYMENT GATEWAY

Third party
Bank Offers 

software



PAYMENT GATEWAY WORKS



Other Payment Gateways 

Payment gateway set up from payment gateway 
providers like banks & other third party providers .



Please make sure it supports 
your products & services.

Points to consider before 
choosing a provider:



Accepts foreign countries bank issued 
debit/credit  cards 

POINTS TO CONSIDER BEFORE 
CHOOSING A PROVIDER:



Also make sure it  accepts  all major 
acquirers like visa/ MasterCard / AmEx

POINTS TO CONSIDER BEFORE 
CHOOSING A PROVIDER



4. Charges : initial setup fee, every transaction 
fee, maintenance/ annual fee.
Please note every service provider offer different  
packages; the charges are negotiable based on 
your business transactions.

POINTS TO CONSIDER BEFORE 
CHOOSING A PROVIDER:



•Delivers the order to the 
payment gateway.

After “Checkout”?? 



• Offshore 
Bank Account
• Offshore 
Company

YOU CAN 
ALSO SETUP 



12.INTEGRATE YOUR CUSTOMERS’ SHOPPING EXPERIENCE



13.Consider Localization Requirements –
Currencies And Languages



14.CONSIDER CUSTOMER RELATIONSHIP MANAGEMENT 
AND PERSONALISATION



15.MAKE SURE YOU SELECT A SCALABLE PLATFORM OR 
SOLUTION



16.MAKE SURE YOU HAVE A TEAM IN PLACE



18.MARKETING CAMPAIGNS AND REQUIREMENTS



19.INTEGRATE TO EXTERNAL SYSTEMS, SUPPLIERS , 
PACKAGING , LOGISTICS



20. CREATE A BUZZ



21.PREPARE A SOCIAL MEDIA PLAN



22.PREPARE A MOBILE E-COMMERCE PLAN



23.PREPARE A CONTENT MANAGEMENT PLAN



24.GIVE THEM A REASON TO BUY



25. BE MORE PRODUCTIVE WITH TECHNOLOGY 











DOMAIN NAME



CONTACT US

mentors@adm.qa 



Languages offered: English, Arabic, French, Spanish, 
Tagalog, Bangla, Urdu, Hindi, Tamil, & Malayalam.

10 DIFFERENT LANGUAGES



NAME

EMAIL ID

PHONE NUMBER

WHATSAPP NUMBER

CITY/COUNTRY OF PREFERENCE





https://www.modernebookstore.com/

MD ASHIF MOJTOBA

DIGITAL ENTREPRENEUR

+974 33955944

Email ID: ashif330@yahoo.com

https://www.modernebookstore.com/

https://www.modernebookstore.com/
mailto:ashif330@yahoo.com
https://www.modernebookstore.com/
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