


































































Copy Comments  
 

1. Secret of the 4 U’s: Make sure the headline of your letter contains at least 3 of 
these elements: Urgent, Useful, Unique and Ultra-specific. This headline is a 
perfect example of all four U’s together. It’s perfect. 

2. Secret of the Big Story: Let your reader in on the behind-the-scenes, or make 
them feel they are seeing events unfold before their very eyes. 

3. Secret of Accentuate the Positive: Focus on the positive aspects of the product 
benefits. 

4. Secret of the Big Story: Let your reader in on the behind-the-scenes, or make 
them feel they are seeing events unfold before their very eyes. Notice how the 
writer tells a story involving the product. 

5. Secret of the Icebreaker: Ask a provocative question that arouses your reader’s 
curiosity. What’s really good about this is the audio component that’s been added 
to the promotion. It’s unique and well done. 

6. Secret of Testimonials: Use testimonials to add credibility to your sales letter. 
Choose testimonials that demonstrate the benefits of your product or act as proof 
of claims you made in the letter.  

7. Secret of Accentuate the Positive: Focus on the positive aspects of the product 
benefits.  

8. Secret of Achilles Heel: Make your narrator have a common imperfection.  

9. Secret of Pole Vault Past Obstacles: Build up the promise. Make it bigger and 
bolder. Find a way around obstacles and opposition.  

10. Secret of Identifying a Common Enemy: Find someone or something that you 
can portray as an enemy… one that stirs up an emotion in your reader.  

11. Secret of the False Close: The point in the promotion where the reader feels as if 
all of the details of the offer have been stated, but you surprise him by offering 
one other premium or discount to further “sweeten” the deal.  

12. Secret of Value Proposition: Make an almost unbelievable offer… one that the 
reader absolutely cannot say, “No,” to. The deal is so good, it rings of value… 
either because the price of the product is deeply discounted, the premiums given 
are in-depth and invaluable or the guarantee removes any risk. 

13. Secret of Reason for Urgency: Give the reader a reason to act now. This forces 
the reader to speed up their buying decision. The more time the reader has to 



delay this decision, the more he can question it, and the less chance you’ll have of 
convincing him to buy  

14. Secret of Answering Every Objection: Overcome every objection the reader has 
about not buying the product 

 
 

Design Comments: 
 

1. Notice how the headline is in a bold, sans serif typeface. Also notice how all of 
the lines of copy are tightly stacked. In other words, they maintain the same 
margin. This kind of “block” headline visually pulls the reader into the copy. 

2. A larger-than-normal font is used throughout the promotion. Though it pushes the 
length of the promotion to 33 pages, it makes it easier to read.  

3. All of the testimonials are boxed in to give each prominence. Adding photographs 
to testimonials makes them seem more real. But also notice how each testimonial 
starts with a headline that reiterates the target audience’s concerns. 

4. Bullets are well spaced. Each bullet point starts with a headline that is done in 
bold type. This makes it easy for the reader to skim through an entire section of 
copy and walk away remembering key points. 

5. Excellent way to emphasize this section of copy with a STOP sign. 

6. Adding a graphic showing each element of the package adds credibility and value. 
Now the reader can “see” what they are going to get. 

7. Handwritten notes work to add credibility to your offer. They make it seem as 
though the person writing to them is real. 

 
 




