
 
—---------------------------------------------------------------------------------------------------------- 
 
“And working so close with Jason, I’ve uncovered his secret”  
 
I like this line because it shows that the writer has had personal experiences with 
his character. Reassuring the reader that the research comes from a personal 
viewpoint, which is much more trustworthy than the “outside looking in” viewpoint. 
 
Using this lever is much more difficult to accomplish than using the common 
“outside looking in” tactic. But when given the chance, I would always use it. 
 
—---------------------------------------------------------------------------------------------------------- 

 



 
—---------------------------------------------------------------------------------------------------------- 
 
“For example, when I read Jason’s “Double Your Productivity” course… My 
Productivity TRIPLED” 
 
A classic example of upselling, taking their promise and bringing it a step further. 
He then takes it beyond by including “... And that’s not even a very good result” 
 
This tactic is very versatile, being able to fit just about any scenario and is a 
HUGE lever that should be used at least once per copy. 
 
—---------------------------------------------------------------------------------------------------------- 



 
—---------------------------------------------------------------------------------------------------------- 
 
When applicable, a basic rundown of the product should be mandatory when 
writing copy. 
 
Revealing many points of interest of the product but not so much as to where the 
reader wouldn’t need to continue to the next step of the funnel. 
 
“And more…” is a basic, “Bare Bones” fascination that tells the reader that there’s 
greater value further down the funnel and encourages them to keep going. 
 
—---------------------------------------------------------------------------------------------------------- 
 



 
—---------------------------------------------------------------------------------------------------------- 
 
Transitioning from story to sell can be dicey most of the time, as it’s usually the 
part of the copy that makes or breaks the deal. And if done incorrectly can come 
off as very salesy 
 
Bouncing around between “What could have been” mid and high prices, then 
revealing the actual price as the lowest on the list reassures the reader that they 
are, in fact, getting a good bargain. 
 
—---------------------------------------------------------------------------------------------------------- 





 


