CRAFT YOUR
ABOUT PAGE




Tell Your Story

And tell your customer why your shop is
the right fit for them.




There is no perfect
template.

You can arrange your About page In
many different ways.




That being said, I'm
going to cover some

eneral tips and
guidance today, as
well as sharing some
examples.




It helps a LOT to
know what your
Brand Promise Is
and who your
|deal Customer
IS.

There are workshops on both of these
things in the Workshop are of the Thriver
Circle site (link at the end).

There might be differences between
your Brand Personality and your own
personality, so you want to be aware of

this when writing your About page (e.g.
maybe you swear IRL but not in your
business copy).

You need to know WHO you are
speaking to when writing your About
page, in order to share things that you
think they will connect with.




Keep your USP in mind.

Your Unique Selling Points are what you
want to highlight in your About page.




Don't be boring
or corporate!

You are NOT a big business - don’t
try to sound like one!

Use I', not ‘we’ (unless there’s
more than 1 person in the biz).
Write like you talk - use casual
language that’s appropriate for your
audience.

Don’t be afraid to use some
humour!

Include photos and/or videos that
highlight you and your work.

Don’t write your life story! Pick out
what’s relevant to your Ideal
Customer only (more on that
shortly...)




It is up to you to decide how much of your story you want to
tell.

e How do you want to frame your story?
e Whatis the story arc?
e How much of your personal story do you want to

infuse into your brand story?

Also remember that customers, ideally, are an integral part
of your story. The stories we enjoy the most are those we
resonate with — that we connect with on a deep, emotional

level.

The story of you vs. the story of your brand

Your About page is as much about THEM as it is about
YOU.

How are you going to connect with your customers

through your story?

Knowing who you are trying to connect with — your Ideal

Customer — really helps when it comes to considering this.



For example — one element of the Epheriell story is the
story of Nick and | — a happily married, slightly hippy couple
who handmake eco sterling silver wedding bands, and love

being independent and free.

Who are our customers? Young, slightly hippy/hipster,
ecominded, pretty non-materialistic happy couples who are
getting married. In this case, | draw out the parallel in
our story between the life we live as a married couple,
and the life our customers are about to embark upon

as a married couple.

The story of you vs. the story of your brand

| make a connection with our customers by letting them
know that we care about and understand them because

we're just like them.

It helps when you have personal parallels that you can
draw with your customers — but don't get caught in the trap

that this is necessary.



If you are not
living the same
life or lifestyle as
your customer...
find the
commonalities.

If you live a simple, non-cluttered life,

but you adore making absolutely

decadent, high-end jewellery (that you

personally couldn’t afford to buy if you
weren't making it), chances are that you
are not your customer — and so, you
need to draw out the parts of your story
that would connect with your customer.
In this case, I'd focus on the love of
the style and design process, and the
love of the materials, as well as how
wearing your jewellery will make your

customers feel.




5 Minute Activity

What commonalities do you and your Ideal Customer share?
e Make a list of these things, and try to include the relevant ones in your
About page.

e Use the questions in the next slide to help you brainstorm some
elements of your story.



Questions to ask yourself...

When did you start making what you make?

Why did you start making what you make?

Were you always creative?

What do you love about your materials?

What do you love about the process of making?
Where did the idea to start a business come from?
What is unique about your business that makes you
stand out?

What do you love most about your business?
What do you love most about what your business
allows you to do with the rest of your life?

What 'aha' moments have you had?

Why does what you do matter?

How has your business evolved from where it
started to now?

What lessons have you learnt?

What about your business would you consider
normal, but that other people might think is cool?
What problem are you trying to solve?

How do your Core Values inform your business/how
are they reflected in your business?

What do you and your Ideal Customer have in
common?

How do you want your customer to feel when they
use/receive something you've made?

Who helps you?

How do you help people?



About Page Layout

There are so many ways you can
organise your story... some advice...




Use
Sub-Headers

This is a great way to break up a wall of
text.

Remember - attention spans are short!
Don’t write an About page like you would
write a novel - write it for the web.

Here are my examples from our
Epheriell page and my Create & Thrive

page.

For Epheriell, | use the headers: ‘What
We Do’, ‘Why We Do It', and ‘Who We
Are’ - notice the ‘who we are’ is the
LAST thing | cover.

It's similar for C&T - the first part is
about WHY the person reading will enjoy
my work - the second part is ‘about me’.



https://epheriell.com/about
https://www.createandthrive.com/about

Put a Call to
Action at the
end of your

page!

Your About page is often a very
heavily trafficked page on your site.
Don'’t just let a customer get to the
end without telling them what to do
next!

You could put a link to your shop,

or a sign-up field to your mailing
list.

You could also put a contact link.
Just put SOMETHING to
encourage them to take an action
that will keep them engaged with
your site.




Consider
iIncluding
Social Proof

This is a great opportunity to show
your potential customers how
happy past customers have been
with your work!

You could include a few

testimonials or review screenshots
here (also a great thing to have on
your home page - again, see my
Epheriell home page for some
examples).



https://epheriell.com

Pay attention
to other
people’s

About pages.

Always read the About page on any
site you visit.

Make a mental note - what do you
like about it?

What do you NOT like about it?
What could they have done better?
What could you learn from them
and apply to your own site?




Finally...

Use all I've discussed today to craft an
engaging and relevant About page!




Fu rther Workshop: What's your Brand

Resources Promise?

Workshop: Who is your Ideal
Customer?



https://thrivercircle.com/workshop-whats-your-brand-promise/
https://thrivercircle.com/workshop-whats-your-brand-promise/
https://thrivercircle.com/workshop-discover-your-ideal-customer/
https://thrivercircle.com/workshop-discover-your-ideal-customer/

