WRITING SALES COPY 


BEFORE YOU WRITE YOUR SALES COPY, CONSIDER THESE FACTORS:

A.    What is the true pain point of your audience; what will trigger them to click and buy.  (Point out a fear or problem the attendee may have)  Ask questions.  Did you know that overweight people are more prone to diabetes?  Maybe this is an ideal time for you to start eating healthier.

 
B.    What is the true value of your service; what is the ultimate, deeper benefit to your prospects. Tell a story - yours or someone you know about how your service or product has been a benefit.

 
BE SURE TO INCLUDE:  How can you help them.

 
C.    Offer something free.  Visit this website ___________today and sign up for free resource information on how to:.......



D.    Mention how your product or service has helped so and so.

 
AN OUTLINE FOR WRITING SALES COPY:

 
1.    Your HEADLINE:  grabs attention of the people you are targeting.

2.    Your OPENING:  should be a bold statement that gets attention.

3.    Your story should be ENGAGING:  explaining the problem or pain.

4.    Use SUBTITLES for scannability.

5.    Use BULLET POINTS to list benefits and features.
 
6.    Show PROOF of what you claim and of why you know what you're talking about.

7.    Make it an IRRESTIBLE OFFER.
 
8.    OVERCOME possible objections.  Write out ahead of time your anticipation of the most frequently asked questions.  Expect those frequently asked questions to come up and address them on your copy.

9.    Have a CALL TO ACTION.  (scarcity, urgency, status)
 
10.    Use a "p.s." to restate the benefits and reasons why.
