




















 

Monthly Copywriting Genius #46 

Copy Comments 

 
1.  Secret of the Hare Krishna Principle: This is a way to create a sense of 

gratitude in the reader by giving him something valuable. 
 

2. Secret of “I am like you”: Find testimonials that say, “I am like you,” or create 
a common bond or shared feeling or experience between the author and the 
reader. This helps boost response. 

 
3. Secret of Show, Then Tell: Show the reader what you’re talking about by 

using analogy, stories, examples… then tell him about the product. 
 

4. Secret of Copy Drivers: These are emotional hot buttons - such as fear, greed, 
guilt, anger, exclusivity, flattery, and patriotism - that make people act.  

 
5. Secret of the Product USP (Unique Selling Proposition): This is where you 

state what makes your product different from all others. Turn the USP into a 
strong benefit. 

 
6. Secret of the Big Story: Let your reader in on behind-the-scenes action, or 

make them feel they are seeing events unfold before their very eyes.  
 

7. Secret of Show, Then Tell: Show the reader what you’re talking about by 
using analogy, stories, examples… then tell him about the product. 

 
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 of claims you made in the letter.  

 
9. Secret of Inflame Your Reader’s Most Pressing Worry: Find and exploit your 

reader’s point of maximum anxiety. 
 

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

 

Design Comments 

1. Good use of logo on the front of the carrier. This builds immediate recognition 
and credibility for the product. 



2.  Each paragraph in the cover letter is very nicely spaced out. This makes the entire 
letter easy to read.  

3. The cover looks professional and important. It makes the reader want to know 
what’s inside. 

4. Photographs used along side of the testimonials make them seem more real. In 
this case, the artist opted to use real photographs and not stock photography. 

5. The “memorandum of acceptance” at the top of the reply device gives the 
appearance of an important document. It takes it from simply a reply device to a 
document of importance. 

6. Notice how the reply device is done in large typeface. This makes it much easier 
for the reader to choose his donation. 

 


