








































Monthly Copywriting Genius #53 
 

Copywriting Comments 
 

1. Secret of Audacity: Make an audacious claim or promise, but don’t explain 
it right away. What makes this supporting head audacious is the 
guarantee.  

2. 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. 

3. Secret of Staying Current: Refer to a recent event, make your promotion 
seem timely. The timely element in this headline is the “give me 16 
hours…” 

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

5. 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. 

6. Secret of Inflame Your Reader’s Most Pressing Worry: Speak to your 
reader’s point of maximum anxiety. By naming all of these “common” 
symptoms, the reader begins to understand that they may be suffering 
from liver problems. 

7. Secret of Show, then Tell: Show the reader by using analogy, stories, 
examples… then tell him about the product. By actually describing the 
steps involved, the writer SHOWS the reader how this product works. It’s 
like a demonstration of the product right before the reader’s eyes. 

8. Secret of the Product USP: This is where you state what makes the product 
different from all others. Turn the USP into a strong benefit. 

9. Secret of Inflame Your Reader’s Most Pressing Worry: Speak to your 
reader’s point of maximum anxiety. By naming all of these “common” 
symptoms, the reader begins to understand that they may be suffering 
from liver problems. 

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

11. 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 valuable or the guarantee removes any 
risk. 

12. Secret of the Icebreaker: Ask a provocative question that arouses your 
reader’s curiosity. In this example, the writer not only asks a question that 
gets the reader’s attention, but offers an interactive quiz. 

13. 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 valuable or the guarantee removes any 
risk. 

14. Secret of Testimonials: Use testimonials to add credibility to your sales 
letter. Choose testimonials demonstrating the benefits of your product or 
acting as proof of claims you made in the letter. 

15. 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. 

16. Secret of Secrets: Let your prospect in on a secret. The writer is giving the 
reader a hint of a growing health crisis that few people know about and 
from which the reader may suffer.  

 

Design Comments: 
 

1. What better way to get the reader’s attention than to show a very 
graphic image? Even if you didn’t suffer from health problems, this 
image would capture your attention right away. 

 
2. A large, bold font size is used to emphasis the headline.  

 
3. The drawing of the inside the body is purposely placed on this page, 

because the artist and writer recognize that not everyone will know 
where the liver is located. By showing this right away, it keeps the 
reader from being distracted wondering, “Where is the liver?” 

 
4. Throughout the package, important copy points are put in side bars or 

boxes and made to graphically stand out with color and size. 
 

5. This entire page is graphically well done. Notice how “what you’ll need” 
is done in a white background so that it stands out from the rest of the 
copy. Pictures of what you can flush out of your body are also used to 
reinforce that this product works – here’s the proof.  



 
6. Similar to the gory image on the cover, this picture is used to reinforce 

the copy point that common health problems such as rashes may be 
caused by an unhealthy liver. 

 
7. The little starburst highlights the cost-saving benefit of the product.  

 
8. Here, the artist gives the reader a break by not continually using 

images that are gruesome. A cartoon drawing still makes the point, but 
is easier on the reader. 

 
9. The quiz is made to look as if the reader could cut it out (on the dotted 

lines) and save it. The design makes the quiz look important and easy 
to use. 

 
10. This box does a great job of SHOWING the reader the value 

proposition. Notice how the savings is printed in a handwriting font 
and stands out from the rest of the copy in the box. 

 
11. The testimonials are brought to life with pictures of the people who 

wrote them – as well as the toxins they flushed out of their bodies. This 
shows the reader that the product works. But it also makes the 
testimonials come to life. 

 
12. The guarantee uses a certificate-style border. This makes it seem more 

official and credible. 
 

13. On this page, the offer is visually SHOWN to the reader. In one glance, 
they see exactly what they get, along with the value of each element. 

 
14. The back cover is made to stand out by the use of a large typeface, by 

reversing the headline out and by bulleted copy that’s highlighted. All 
of this is done because the back cover carries the prospect’s name. The 
artist and writer know the reader will look at this side of the magalog, 
since it carries the name and address.  

 
 

 


