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SIMPLIFYING YOUR ONLINE SUCCESS

The Art of Copy

Before you start...

* Understand your product or service inside
out.

* Know your prospect. Create a character
profile.

* Understand who they are, and what they
want.

* Understand the process. Where are they
coming from, where are they going to?

“Every new beginning comes from some other beginning's end.”

- Seneca

* Explain their problem
* Explain the solution

Structure of a sales letter...

* Speak to (identify) the customer.
* Promise a solution to a problem
* Build rapport

* Offer proof — build believability
* Remove risk

* Demonstrate the value

* Ask for the sale

The Irresistible Offer

*\Vhat are you selling me?
*\hat is in it for me?
*\//hat will it cost me?
*\Vhy should I trust you?

Capturing interest...

“There are two levers for moving men: interest and fear.”

The headline... Our—
issue sent
* . to a joint
Speak to the target audience committee

* Use open ended questions
* Promise benefits from reading

* How to... Discover... 7 Ways... E il 3V expimi < Cropsoft Symiicsntly
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* Start long, then refine SEFOTE Te e .

Headline templates.

- Napoleon Bonaparte

- —— et

Federal Agents

. La-tislk:% shuorar i
" Raid Gun Shop. St o

* The Secret of/to ....

* Get Rid of .... Once and For All

* Give Me .... And I'll Give You ....

* Here Are 3 Quick Ways to ....

* Do You Make These 5 Common .... Mistakes?

How to keep interest?

Keeping interest...

* Talk to the prospect directly

* Tell a story
* Use curiosity
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* Use images

The power of the bullet...

Bullet points...

* Capture skimmers attention

* Summarize features/benefits

* Break up page layout

* Increase perceived importance
* Should be in groups of 3, 5 or 7

AND NOW LET'S WALK THROUGH SLIDE #67, FIFTY WAYS TO
MAKE YOUR PRESENTATION MORE EXCITING. NUMBER ONE...

Writing good bullets...

* Highlight a feature and the benefit of that
feature
* Create massive desire — aim for peoples
emotional drivers (greed, fear, insecurity,
hope)
* Use headline formulas: How to..., 5 tips to
..., 3 forbidden ways...

5 Psychological Tricks That Get People To Buy - Now...

Getting people to buy...

* Build Hope
* Build Trust

* Create scarcity (urgency)

* Remove risk

* Ask (call to action)

“If you want to know what really
happened, you’ll have to buy my
new book.”

A word on testimonials...

* A weak testimonial is worse than no
testimonial
* Customer or authority figure
* Use video where possible,
photos /audio if not
* Weave the testimonial into the story
* No specific results claims

Written or video sales letter?

BOTH!
(But both need to be good)

Agree Before You Disagree

“I agree with much of what you're saying, mostly
the brief silent parts between the words.”

Create A Desire To Belong — Build A Cult

“great devotion to a person, idea, object, movement, or work”

Definition of a Cult - Webster's Dictionary

Keep It Simple

MNew! Get your documents whenever, wherever - Google Docs offline.

Google

Google Search = I'm Feeling Lucky Langusge Tools

Advertising Programs - Business Solutions - About Google

22008 Google

Be Specific
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Another layoff at the textbook publishing company.

Answer Objections

B Cartoonbank.com

“What do you mean, you don't went smy!™

Don’t Be Perfect- Highlight Your Faults

Perfection

Prove Value
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Two Choices

Use The Collectors Addiction - The feeling of incompleteness

Page Layout
* Text
* Colours
* Size
* Pixel Perfection
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www.dlwmmm.com/copybook
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