Skyrocket Your Conversion Rates with Effective Article Resource Boxes
The article resource box – those few sentences at the end of your article that promotes your website or product – is a really underutilized little piece of real estate.  After all, the goal of an article is to pre-sell someone – whether you’re sending them directly to an affiliate product or simply encouraging them to head to your home page.  As an article author, you need to determine if your resource box is doing the work for you or if you’re leaving money on the table with text that doesn’t convert. 

In most cases, article resource boxes wind up reading like poorly written resumes and cover letters.  For example, consider the following:

“Dr. Sarah Russell is a leading expert in the field of dermatology.  Her research on acne cures has been published in the American Journal of Gross Things and the Scientific Acne Report.  For more information on Dr. Russell, please visit www.ReallyBoringWebsite.com”
What does this resource box do?  It presents the author as an expert on the subject, but it doesn’t really give the reader any kind of incentive to click through to the site.  Let’s revise it to the following:

“Are you sick and tired of being embarrassed by bad acne?  Do you feel uncomfortable meeting new people because your acne is so bad?  Dr. Sarah Russell has developed an innovative new system that gets rid of acne in 30 days or less – guaranteed!  To get started with your free trial today, visit www.ReallyIntriguingWebsite.com”

I won’t even ask which website you’d be more likely to click through to.  Instead, let’s look at what makes the second resource box more attractive to readers.
First of all, we’re appealing to the reader’s emotions.  If the second resource box sounds a little bit like an infomercial, there’s a reason for that.  The emotional sell – getting down deep and exposing your reader’s secret fears and desires – is one of the oldest, most effective strategies ever used in advertising.  So don’t be afraid to channel the spirit of Billy Mays – get your reader emotionally involved in your resource box and they’ll arrive on your site ready and willing to buy.

The other really important thing we’re doing in the second resource box is framing it in terms of the reader.  The first resource box only talks about the author and her achievements – it doesn’t give the reader any compelling reason to click through to her website.  While it can be nice to pat yourself on the back for being the niche expert you are, there’s a much more effective way to use this article section – by clearly stating what benefits the reader will get for clicking through to the website.
In the second resource box, we highlight three of the acne product’s main selling points:

1) This product gets rid of acne in 30 days or less

2) This product is guaranteed to work

3) Readers can try this product free for 30 days

By structuring the article resource box this way, we’ve both pre-qualified the visitor and pre-sold him or her by removing common objections to the sale.  Anyone who shows up on our website after clicking through the resource box won’t be surprised or offended when they’re greeted with a sales message.  In fact, they’ll be so excited to try our innovative cure that they won’t even think twice about handing over their credit card information.  Learn to craft all of your resource boxes following this outline and you’ll be amazed by the responses you get!
