


















Monthly Copywriting Genius #56 

Copywriting Comments 

1. Secret of Flatter the Reader Lead: Create a bond with the reader by 
appealing to their sense of vanity. 

2. Secret of the Golden Thread: Constantly stimulate the reader’s needs and 
desires throughout the package. Here, the writer is stimulating the 
readers’ need NOT to be sold. 

3. Secret of Reason for Urgency: Give the reader a reason to act now. 

4. Secret of the Velvet Chord: Appeal to the reader’s insecurity… ”not 
everyone can get this…” or make them feel as if they’ll become part of an 
exclusive group that would normally be out of their reach. 

5. Secret of the Hare Krishna Principle: Use this technique to create a sense 
of gratitude in the reader by giving him something valuable. 

6. 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. 

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

8. Secret of Flatter the Reader lead: create a bond with the reader by 
appealing to their sense of vanity. 

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

10. Secret of the Four Legged-Stool: Show track record, build credibility, have 
a strong idea and strong promise (or benefit). Here the writer is building 
CREDIBILITY for the magazine. 

11. 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. The carrier is simple… no fancy design. It’s meant to look like a regular 
piece of mail and not something that signals “This is DIRECT MAIL.” 

2. The letter is meant to look like stationary from MIT. Notice that even the 
type face is done in typical typewriter style. 

3. The design of the brochure matches the tone and style of the entire 
package. The buildings on the front of the brochure look unfinished.  

4. But when turn the page, the buildings are more complete, which matches 
the “we reinvented it” message. 

5. A photo of the magazine is shown so the reader can get an idea of what the 
product looks like. Notice how the magazine covers are serious - which 
again matches the theme of the product. 

 

 

 

 


