


















Monthly Copywriting Genius #57 

Copywriting Comments 
 

1. Secret of Flatter the Reader: Make a statement or comment that “flatters” the 
reader… appeals to their sense of vanity… or creates a common bond with the 
author of the letter. 

2. Secret of Show, then Tell: Show the reader using analogy, stories, examples… 
then tell him about the product. 

3. 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. 

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

5. Secret of the Icebreaker: Ask a provocative question that arouses your reader’s 
curiosity 

6. 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. 

7. 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 

8. Secret of Show, then Tell: Show the reader using analogy, stories, examples… 
then tell him about the product. 

9. Secret of Call to Action: A paragraph or sentence written in a way that makes the 
reader feel compelled to take action right now… that “pushes” the reader to pick 
up the phone, fill out the reply form or make a donation.  

10. Secret of Reason for Urgency: Give the reader a reason to act now. 
11. Secret of the Friendly Ultimatum: Encourage the reader to respond quickly. 

12. Secret of More Than One Reason to Act: Give the prospect more than one reason 
to act now. (You should strive for at least 3 reasons.) 

13. 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 one of the 
product’s benefits in a paragraph. 

 
 



Design Comments 
 

1. Using the company’s logo to build credibility… The reader recognizes trademark 
design/logo and feels less resistance to opening or reading letter. 

2. The designer makes great use of margins in this letter. Wide margins force the 
copy into shorter sentences and paragraphs, which make it easier to read the letter. 

3. Throughout the letter, important paragraphs and copy points are underlined. This 
makes them stand out to the reader.  

4. The copy points that highlight the benefits of this organization are indented from 
the rest of the body copy as well as done in bullet formatting. 

5. A graphic of the tee shirt is used to show the premium the donor receives when 
making a contribution to the organization. 

6. The graphic of the tee-shirt premium is shown right next to the benefit statement 
on the reply device to emphasize that the donor will receive a free gift. 

7. Cover shots of the magazine are used to show the donor what the premium looks 
like… along with ideas from past articles. 

 
 


