
No Cost Product Launch
Part 3: Copywriting



Product Launch Step #3: Copywriting

• Writing your sales copy is essential for any product launch.

• This is how you persuade visitors to buy your product.

• Anyone can become a good copywriter with practice.

• Perfecting good copy will make you go far with your business.

• We will cover the elements of good copy.

• Finish with getting you started writing your copy.



Step #3: Copywriting – “AIDA” Basics
• “AIDA” is the basis for all good sales messages.
• “AIDA” is an Acronym:

• Attention
• Must get your market to read your sales letter or message.
• Your headline should draw them in.
• Top paid copywriters spend most of the time on the headline!
• Peak Interest With Benefits Here
• Know your market to get their attention.

• Interest
• Grab them into your copy with a compelling story.
• Let them know why they need your product.
• How will it improve their life?

• Desire
• Paint a picture in their mind how their life will be better.
• Be very specific here.
• Offer a guarantee.

• Action
• Encourage your audience to purchase your offer.



Step #3: Copywriting – Questions You Must Ask

• Who are your prospective customers?
• What issues are they struggling with?

• What are their desires, needs, occupations, age, etc.

• How is your product or service different from the market?
• Think deep about what makes your product better.

• Review their products or sales page.

• Why should the prospect have faith in you?
• Be sincere, be professional, create confidence in your background.

• Personalize your message to your audience. Like you are talking to a friend.

• Empathize by showing you care about their situation.

• Persuade with benefits to give a person a logical, compelling reason to buy.

• Prove your trustworthiness or believability with testimonials, pictures, etc.



Step #3: Copywriting – Questions You Must Ask
• What are all of the benefits your product or service adds to the consumer?

• Don’t confuse this with features here.
• Benefits are what they get from using your product. (Financial freedom, weight loss, etc.)
• Features include things like number of pages in the ebook or length of video in training.

• Your headline should start with a good benefit to draw people in.
• Paint an image for your customer’s of life after your product.

• What might your customer’s objections be?
• Walk in your customer’s shoes for a moment.
• Think of questions you have before purchasing.
• Point out negatives and turn to positives.
• Research your target market. Forums with product reviews show common 

objections.

• Why should your prospect act now?
• Give them a reason to buy now. Examples are special price or value added bonus.
• They can’t afford to keep suffering from their problem. Need to act fast.



Step #3: Copywriting – Sales Page Tips
• Always use a reader friendly font.

• Arial, Verdana, Courier New, Times New Roman, Tahoma
• Black font on a white or light colored background work best.

• Highlight your Hot Buttons
• Hot buttons are the phrases that really drive home a point to your audience.
• These words should stand out.

• bold, italic, underline, different colors, different size, or Highlighted (in yellow for example)

• Make your headline pop and grab attention.
• It has already been mentioned, but your headline is extremely vital to your conversion success.
• Try to promise some kind of benefit or reward for reading that page.
• Should lure the reader into your copy.
• Bad headline: “Send large files to your friends”
• Good headline: “The Easiest most Trusted way to send Super Large Files” or 

“This Makes All Other File Sharing Applications Obsolete!”
• Not just files. Super Large Files. Not just a way. The easiest and most trusted way.

• Create reader friendly paragraphs in your copy.
• Restrict them to between 4 – 6 lines each.
• Stay clear of long 10 – 12 line paragraphs.
• Vary the length of your paragraphs.



Step #3: Copywriting – Sales Page Tips
• Draw attention and promote continued reading with sub headlines and more.

• Sub-Headlines (Typically are bolded or different color to stand out.)
• Bullets
• Numbers
• Typically these are centered to draw attention.
• Try not to overuse.

• Create hope.
• Convenience, comfort, and relief from pain (emotional or physical) is what people seek.
• Give them hope that your offer can help them.

• Create a sense of urgency.
• Add incentives to the offer to encourage faster action.
• Possibly take away bonuses if they are slow to act.
• Let them know about a possible future price increase.

• Be the authority.
• Really drive home that you are there to help them.
• Demonstrate anything you can to show you are an authority in that niche.



Step #3: Copywriting – Sales Page Tips
• Study Effective Sales Copy

• Spending time to read what top copywriters have done is key.
• Research Gary Halbert, John Carlton, Bob Bly
• Google top copywriting swipe files.
• Old sales copy from old ads is some of the best material.

• Proofread
• Poor grammar or bad spelling will crush your credibility.
• Simple proofreading from your preferred word processor is a good start.

• Be Unique – Your Unique Selling Proposition or USP
• What distinguishes you from the crowd.
• Think of creative ways to differentiate yourself.
• Encourage them to buy from other competitors first, and let them know they will be back to buy 

from you.

• Test Your Copy
• Get traffic going to your sales page so you can really track conversions and sales.

• Guarantee
• Offer a money back guarantee for your offer of at least 30 days.
• Takes away the doubt in the reader’s mind.

















Start Writing Your Sales Copy
• Begin writing your sales copy in Notepad or TextEdit (for Macs).

• These free programs allow for easy copy/pasting/formatting into your 
free website. 

• Will eliminate formatting hassles in the long run.



Begin Your Sales Copy


