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What does the Client want to accomplish?
Arachnophobia isn’t just selling web design – it’s selling confidence. Confidence for those who might feel disenfranchised by the digital revolution. We want clients to overcome their fear or reluctance of establishing an online presence. We will dive into cyberspace with them in order to build a website that best suits their personality and/or the needs of customers. Whether someone wants a personal site, a brick-and-mortar shop needs a digital storefront, or a brilliant business model needs an audience, Arachnophobia can offer the support they require. 
Who is the Client’s target audience?
Though not specifically catering to senior citizens, arachnophobia addresses a common fear of technology that permeates many demographics, especially those who grew up without familiarity to the world wide web. Aside from age, factors might include computer literacy, economic or societal situations, or physical or psychological barriers. While this unfamiliarity might come from a number of different circumstances, the goal of Arachnophobia remains the same – to make the client build a cozy homestead on the new cyber-frontier. 
Does the Client have aspirational competition?
Straight North (https://www.straightnorth.com/senior-living-web-design-company/), is one of a number of companies marketing themselves as a senior-focused web design firm. Of the many options available, Straight North has an eye-catching, easy-to-navigate site with an impressive portfolio. While this company has done well catering to a specific niche, visitors to the site might not be eager to engage because either they do not see themselves as “senior citizens”, or they prefer to interact with a younger audience. Conversely, our company works to bring older users into the fold, advocating the ethos that we can all be young at heart.
Client’s Vision Statement
We envision a world where modern technology and old-fashioned business principles work together. By embracing the digital age, clients like small town businesses or individual entrepreneurs may level the playing field with major corporations by increasing their online presence. Rather than marginalize older generations, the internet should be a place where people of all ages and walks of life find common ground.
Client’s Unique Selling Proposition
Similar to my target audience, I entered the field of web design later in life. A proud member of Generation X, I grew up a latch-key kid who made cassette mix tapes and watched TV without a remote control. Technology and I came of age together, unlike following generations who never knew a world without the internet. Furthermore, I am a retired military veteran, so I know what it feels like to leave a career behind and reinvent yourself, adapting to a strange, new world. I want clients to know if I can do it, they can too. 
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