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WELCOME
A Credit Website Has to Do More Than Look Good.

Credit consulting and credit repair related services sit in a
highly regulated, high-scrutiny industry. Your website must
educate, set realistic expectations, explain your process, and
make it clear what you do and do not promise.

This guide focuses on professional website structure,
consumer education, trust, local visibility, intake, privacy,
payments, and compliance-minded messaging. It is not legal
advice. Federal law and state rules can apply differently
depending on your services, marketing methods, location,
and business model.

IMPORTANT: Before publishing a credit consulting or credit repair website, have your contracts, disclosures, payment timing,
marketing claims, and state-specific requirements reviewed by a qualified attorney or compliance professional.
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01 DECIDE WHAT TYPE OF CREDIT BUSINESS
YOU ARE
The words you use on your website should match what you actually provide. A credit educator, financial coach, credit
counselor, and credit repair organization can have very different duties, risks, and legal requirements.

Credit Education: teaching consumers how credit reports, scores, utilization, payment history, and
disputes generally work.

Credit Consulting: reviewing a consumer's situation and providing educational guidance or a personalized
action plan.

Credit Repair: providing services intended to improve a consumer's credit record, credit history, or credit
rating, including assisting with disputes.

Credit Counseling: often focused on budgeting, debt management, and financial counseling; nonprofit and
state-specific rules may apply.

Business Credit: helping business owners understand business credit profiles, vendors, financing
readiness, and business reporting.

WHY THIS MATTERS: Do not choose a softer label just to avoid rules if the actual service still fits a regulated category. Your
website copy, contracts, payment model, and ads should match the real service being sold.
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02 WHY YOUR WEBSITE NEEDS EXTRA
COMPLIANCE CARE
Credit-related services attract close attention from consumers, regulators, advertising platforms, banks, and payment
processors. A polished site should feel trustworthy without making promises that are too aggressive.

Do not promise a specific score increase.

Do not claim you can remove accurate, current negative information.

Do not advertise 'guaranteed deletions' or guaranteed approvals.

Do not tell consumers to create a new identity or use false information.

Do not imply that a government agency endorses your business.

Do not hide important fees, contract terms, or cancellation rights.

Do not make your website sound like a lender if you are not one.

Do not publish before checking the rules in every state where you sell services.

Federal baseline: The Credit Repair Organizations Act prohibits deceptive claims and advance payment for covered credit
repair services, requires written contracts and disclosures, and provides cancellation rights. Telemarketing can trigger
additional federal restrictions.
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03 PAGES EVERY CREDIT CONSULTANT
WEBSITE NEEDS
HOME

Explain who you help, what you do, and the educational nature of your service. Use a clear CTA such as 'Book a Consultation' or
'Learn How the Process Works.'

SERVICES

Describe each service separately. Explain what the client receives, what is not included, and whether the service is education,
consulting, document assistance, or credit repair.

HOW IT WORKS

Show the steps from consultation to contract, review, education, document collection, service delivery, and follow-up.

ABOUT

Share your experience, training, values, service philosophy, and professional background. Avoid credentials you do not actually
hold.

PRICING

Only display payment structures that comply with your applicable laws and processor rules. Explain what triggers payment and what
is included.

FAQ

Answer questions about timelines, guarantees, credit bureaus, disputes, payment timing, cancellation, and what clients must do
themselves.

LEGAL / DISCLOSURES

Make required disclosures, cancellation information, privacy terms, and state-specific notices easy to find.

CONTACT / BOOKING

Use secure forms, appointment booking, business email, and clear business hours.
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04 HOW TO DESCRIBE SERVICES WITHOUT
OVERPROMISING
Good credit-service copy should focus on process, education, support, and documentation - not guaranteed outcomes.

BETTER LANGUAGE
Credit report review
Personalized education
Dispute support where appropriate
Action-plan development
Budget and utilization education
Progress tracking

RISKY LANGUAGE
Guaranteed 100-point increase
We delete anything
Instant 700 score
Guaranteed mortgage approval
Permanent removals
Results in 30 days

Describe what you control: education, organization, communication, document support, and process.

Do not promise what a credit bureau, furnisher, lender, score model, or creditor will do.

Use plain English so consumers understand the difference between disputing inaccurate information and
removing accurate negative history.

Add a simple statement that results vary and no specific credit-score outcome is guaranteed.
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05 EDUCATION-FIRST CONTENT THAT BUILDS
TRUST
One of the safest and strongest ways to market a credit-focused business is to teach. Educational content can rank in
search, build authority, and help potential clients understand when your service may be useful.

How to read a credit report.

What payment history, utilization, age, mix, and inquiries generally mean.

How to dispute information you believe is inaccurate.

Why accurate negative information cannot simply be erased on demand.

How long common negative items may remain under applicable reporting rules.

How to prepare for a mortgage, apartment, auto loan, or business financing conversation without promising
approval.

How consumers can obtain and review their reports.

Questions to ask before hiring any credit-related company.

Scam warning signs and consumer rights.

CONTENT GOAL: Make the reader smarter before they ever pay you. That naturally positions your business as professional
and transparent instead of sounding like a 'quick fix' operation.
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06 PRICING, PAYMENTS & HIGH-RISK
PROCESSING
This is one of the most important parts of a credit-service website. Payment timing can be regulated, and credit repair is
commonly treated as a restricted or high-risk business category by banks and payment processors.

Do not assume a normal processor will approve the business. Read the processor's current
acceptable-use and restricted-business policies before integrating checkout.

You may need a specialized or high-risk merchant account. That can involve extra underwriting,
reserves, higher fees, longer settlement times, or enhanced monitoring.

Do not disguise the business category. Misrepresenting what you sell can lead to frozen funds,
termination, chargeback problems, or account closure.

Payment timing matters. For covered credit repair services, federal law restricts advance fees.
Telemarketing may trigger even stricter rules.

Separate services carefully. If you also sell genuinely separate education, digital products, or consulting,
have counsel confirm that the structure and payment timing are lawful rather than assuming a different label
solves the issue.

Do not build checkout first and compliance later. Finalize the lawful service and payment model before
publishing purchase buttons.

WEBSITE TIP: If direct checkout is not appropriate, use a compliant consultation or application flow instead. Your website
can explain the service, collect a lead, provide disclosures, and route the consumer through the proper agreement process
before any lawful payment is taken.
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07 CONTRACTS, DISCLOSURES &
CANCELLATION RIGHTS
A professional website should never bury required legal information. Consumers should be able to understand the
service, cost, cancellation rules, and their rights before they commit.

Use a written contract when required and make it available before service begins.

Clearly identify the services to be performed.

State the total cost or lawful pricing method.

Include the expected timeframe where required.

Provide required consumer-rights disclosures before the agreement is signed.

Provide the required cancellation notice and explain the applicable cancellation period.

Keep copies of executed agreements and disclosure records.

Use state-specific documents if your state has additional credit-services laws, bonding, registration,
licensing, or contract language requirements.

DO NOT COPY RANDOM CONTRACTS FROM ANOTHER WEBSITE.
Credit-services laws vary. Your contract, disclosures, cancellation form, website terms, and payment process should be
reviewed together as one compliance system.
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08 INTAKE FORMS, PRIVACY & SENSITIVE
INFORMATION
Credit clients may share highly sensitive information. Your website should collect only what you genuinely need and
should avoid turning a basic contact form into an unsecured financial-data dump.

Use secure, reputable form and document-upload tools.

Do not ask for Social Security numbers, full account numbers, passwords, or identity documents in a normal
email form unless your workflow truly requires it and you have appropriate security.

Use role-based access for staff who handle client information.

Create a privacy policy that accurately explains what you collect and why.

Use HTTPS and keep website plugins, integrations, and admin accounts protected.

Use multi-factor authentication for important business systems.

Have a secure way to delete or retain documents according to your business policy and legal obligations.

Do not ask clients to send credit reports or identity documents through social-media DMs.

SMART INTAKE: The public website can collect basic lead information first. Sensitive document collection can happen later
inside a secure client portal after the consumer has received the proper disclosures and agreements.
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09 REVIEWS, TESTIMONIALS & RESULT CLAIMS

Testimonials can be powerful, but they should not become a backdoor guarantee. Be especially careful with credit-score
screenshots and dramatic before-and-after claims.

Use genuine client reviews and obtain permission where appropriate.

Do not edit a review in a way that changes its meaning.

Do not imply that one client's result is typical for everyone.

Be careful with score screenshots because the scoring model, date, bureau, and surrounding
circumstances may differ.

Never fabricate deletions, score increases, approvals, or client stories.

Do not use 'guaranteed results' language next to testimonials.

Add a clear results-vary disclaimer where outcome-oriented testimonials appear.

BETTER APPROACH: Highlight service quality: 'She explained my report clearly,' 'I finally understood what to work on,' or
'The process was organized and professional.' These are often safer and more believable than dramatic score promises.

SITEBYPIECE.COM 12



SITEBYPIECE

10 LOCAL SEO & STATE-SPECIFIC PAGES

Credit businesses often serve consumers across multiple states online. That does not mean you should automatically
market everywhere. Some states impose additional credit-services requirements.

List only the states where you are actually prepared and legally able to offer the service.

Use state-specific pages when the rules, disclosures, service availability, or process differ.

Do not create 50 nearly identical state pages just for SEO.

Use city pages only when you genuinely serve that area and can provide useful local information.

Include your real business location or service model clearly.

Keep Google Business Profile information consistent if you qualify for a local listing.

Review licensing, registration, bonding, contract, fee, and disclosure requirements before advertising in a
new state.

SEO + COMPLIANCE: Your marketing reach should never expand faster than your compliance. A new state page is not just
an SEO page - it can represent an offer of services in that state.
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11 LEAD MAGNETS, CONSULTATIONS &
BOOKING
You do not need to push every visitor directly into a paid service. A softer education-first funnel can build trust and give
the consumer time to understand what you offer.

Free credit report review checklist.

Guide to understanding credit report sections.

Questions to ask before hiring a credit consultant.

Homebuying credit-prep checklist.

Credit utilization education guide.

Business credit readiness checklist.

Free 15-minute educational consultation.

Website quiz that helps visitors identify what type of help they may need without promising outcomes.

CTA EXAMPLES: 'Learn How the Process Works,' 'Book an Educational Consultation,' 'Download the Free Credit Checklist,'
or 'See What Information to Gather Before Your Call.'
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12 TRUST SIGNALS & PROFESSIONAL
PRESENTATION

Real business identity: business name, professional email, clear contact information, and consistent
branding.

Transparent service descriptions: explain exactly what clients receive.

Professional photo: a real founder or team photo can help in a trust-sensitive service.

Education library: useful articles, FAQs, and guides show expertise without hype.

Compliance pages: privacy, terms, disclosures, refund/cancellation information, and required notices.

Secure intake: avoid asking clients to send sensitive information through casual channels.

Response expectations: explain business hours and when clients can expect a response.

Realistic messaging: professional businesses do not need to scream 'instant results' to look valuable.

THE FEEL OF THE SITE SHOULD BE:

Calm
Professional
Educational
Transparent
Secure
Organized
No pressure
No miracle claims
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13 WEBSITE DESIGN & USER EXPERIENCE

Credit websites often become cluttered with badges, score graphics, aggressive popups, countdown timers, and too
many promises. A calmer site usually feels more credible.

Use clean colors, readable fonts, and strong spacing.

Keep important disclosures readable and accessible on mobile.

Use one primary CTA per section instead of five competing buttons.

Do not overwhelm the homepage with every service detail.

Use clear icons for education, consultation, security, reviews, and booking.

Make the site fast and mobile-friendly.

Keep forms short at the lead stage.

Use real photography and intentional illustrations rather than fake score screenshots.

BEST FIRST IMPRESSION: 'This person can explain this clearly and professionally.' That is stronger than trying to make the
visitor believe you can magically fix everything overnight.
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14 COMMON WEBSITE MISTAKES TO AVOID

Using 'guaranteed deletion' language.

Charging first and trying to figure out compliance later.

Using Stripe, PayPal, or another mainstream processor without checking whether the business model is
permitted.

Copying another credit repair company's disclosures word for word.

Publishing nationwide service pages without checking state requirements.

Collecting Social Security numbers through a basic contact form.

Using fake score screenshots or exaggerated testimonials.

Calling every service 'education' even when the actual service may be regulated credit repair.

Making the refund policy conflict with federal or state cancellation rights.

Advertising a flat monthly subscription without checking whether the timing is lawful.

Sending paid traffic to a landing page with aggressive promises that do not match the contract.
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FINAL WEBSITE CHECKLIST

Business type and service category clearly defined.

Federal and state requirements reviewed.

Homepage uses education-first messaging.

No guaranteed score or deletion claims.

Services page explains what is and is not included.

How It Works page explains the real process.

Pricing and payment timing reviewed for compliance.

Processor has approved the actual business model.

Written contract and required disclosures are ready.

Cancellation rights are correctly explained.

Secure intake and privacy protections are in place.

Testimonials are genuine and not misleading.

State and local SEO pages match where you can legally serve.

Booking and consultation flow is clear.

Mobile site is fast, readable, and professional.

BUILD TRUST BEFORE YOU ASK FOR THE SALE.
SiteByPiece creates professional websites for small businesses

with flexible payment plans and custom website strategy.

VISIT SITEBYPIECE.COM
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IMPORTANT COMPLIANCE NOTE

This guide is educational website-planning information, not legal advice. Credit-related services can be regulated under
federal law and additional state laws. Your exact obligations depend on what you sell, how you market it, how you
charge, where you operate, and whether telemarketing is involved.

FEDERAL SOURCES TO REVIEW

Federal Trade Commission: Credit Repair Organizations Act (15 U.S.C. §§ 1679-1679j)

FTC Consumer Advice: Fixing Your Credit FAQs

Consumer Financial Protection Bureau: Credit repair consumer guidance and Telemarketing Sales Rule enforcement
information

Also review current laws, licensing, registration, bonding, advertising, contract, and cancellation requirements in each state
where services are offered.

PAYMENT PROCESSOR NOTE

Credit repair and related financial services may be classified as restricted or high-risk by payment processors and acquiring
banks. Approval standards change. Before building checkout, confirm your exact business model with the processor and
obtain the appropriate merchant solution. Do not misclassify the business to get around underwriting.
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