










































































































Monthly Copywriting Genius #44 

Copy Comments 

1. Secret of Make it New: Position the product as brand new. Because the writer 
uses the words “Next Breakthrough” it implies this product is new. 

2. Secret of the Four-legged Stool: Use this element of copywriting to increase 
response rate. You’ll want to show track record (such as an accuracy rate or 
prior history that demonstrates knowledge), build credibility, present a strong 
idea and a strong promise (or benefit). In this section of copy, the writer is 
building credibility for the doctor by telling the reader how long the doctor has 
been involved with this type of product. 

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

4. Secret of Show, Then Tell: Show the reader how your product or services works 
and the benefits they’ll derive from it using analogy, stories, examples… then tell 
him about the product. 

5. Secret of the Four-legged Stool: Use this element of copywriting to increase 
response rate. You’ll want to show track record (such as an accuracy rate or 
prior history that demonstrates knowledge), build credibility, present a strong 
idea and a strong promise (or benefit). The writer focuses on credibility by 
telling the reader about the types of patients he has helped. 

6. Secret of the Big Story: Let your reader see “behind the scenes,” or make them 
feel they are seeing events unfold before their very eyes. 

7. Secret of Audacity: Make an audacious claim or promise but don’t answer right 
away. 

8. 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 
to claims you made in the letter.  

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

10. Secret of Make It New: Position the product as brand new. Here, the writer talks 
about a scientific breakthrough. The word breakthrough implies NEW. 

11. 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  

12. Secret of Transparency: Focus on the benefits of the product. By doing this, you 
actually strengthen the reader’s need and desire for the product. When done 
properly, the product itself becomes secondary… almost invisible to the reader. 

13. Secret of the Friendly Ultimatum: Encourage the reader to respond quickly. 

14. Secret of Upfront Deal: This is a direct approach (specific details about cost, 
etc.), but works well if your product is better than others. 

15. Secret of Fascination Teasers: A way to create extraordinary curiosity in your 
reader by offering a tip, insight, question or statement that forces the reader to 
read on for further explanation. Fascination teasers keep the reader engaged in 
your copy. 

16. Secret of Benefit Statement: On the reply device or order form, remind the 
reader of the reasons they should be buying this product by highlighting in a 
paragraph one of the product’s benefits.  

17. Secret of Fascination Teasers: A way to create extraordinary curiosity in your 
reader by offering a tip, insight, question or statement that forces the reader to 
read on for further explanation. Fascination teasers keep the reader engaged in 
your copy. 

Design Comments 

1. Very nice, large type size automatically draws the reader’s eye right to the front 
page of the promotion. 

2. Good image of x-rays on cover. The images match the topic of the headline… a 
breakthrough in joint discomfort. 

3. Photos are always good images to use in promotions. Here the artist ties the 
photos to the story being told.  

4. Very eye-catching sidebar. The x-ray image pulls the reader into the copy… Also 
notice how the headline is done in bold type and the drop-cap letter “C” for the 
beginning paragraph.  

5. The artist sets off the testimonials in a “torn-page effect” instead of opting for a 
conventional boxed side bar. 

6. Now the artist is incorporating arrows with descriptions in the side bar. The artist 
is striving to make every page both visually pleasing and interactive.. 

7. Excellent way to recap ingredients by using a large chart. 



8. Here the artist shows not only the bottles of the product but also the premiums the 
reader will receive. The covers of the premiums are well done and convey value. 

9. Everything on this page, from images of the product to the premiums - even the 
headline - is BIG and BOLD. This really gets the reader’s attention. 

 


