














Monthly Copywriting Genius #58 

Copywriting Comments 
 

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

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

3. 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. 

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 “I Am Like You”: Find testimonials that say, “I am like you,” 
or make the author of the letter have a common bond or shared feeling 
or experience the reader can relate to. 

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

7. Secret of the Product USP (Unique Selling Proposition): This is where 
you state what makes the product different from all others. Turn the 
USP into a strong benefit. 

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

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. It “pushes” 
the reader to pick up the phone, fill out the reply form or make a 
donation  

10. 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. 

11. 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. The picture conveys a peaceful, relaxing image that fits the theme of 
the package… and the benefit of the product. 

 
2. The handwriting font draws attention to the copy. It makes it feel as 

if someone took the time to personally write to the reader, even 
making hand-written notes on the letter. 

 
3. Notice the typewriter font used throughout letter. Again, this is 

meant to convey that it’s a personal message, typed out by hand. 
 

4. Note how even the initials of the person typing the letter are 
included.  

 
5. All the testimonials are highlighted by the closed box. They are 

meant to stand out to the reader. 
 

6. The response device is easy to read and understand, making it 
simple for the reader to use. 

 




