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3 Reasons Why The Copy You Hate Will Bring Profits You Love

By Cathy Goodwin

Every copywriter's nightmare. We write beautiful copy for a client, who takes one look and says,

"You can't be serious! This is too sales−y...or too simple...or too different..."

And I'm reminded of the days, many years ago, when I volunteered as a Pet Adoption Counselor with
the San Francisco SPCA. Looking back, I must have been training for what I do now. I had lots of
enthusiasm. People often teased, "You're selling cats!" Sure enough, many visitors went up with a
crate holding a furry bundle of joy.

Our Volunteer Coordinator kept reminding us, "Don't judge the visitors. You're not going home with this
person. The adopter who drives you crazy may be the best thing that ever happened to a dog."

True.

And copy works the same way. We don't judge our friends the way their dogs and cats do. And we
don't read our copy like our own customers.

I tell my own clients, "You may not like this copy. But you're not the target market, even if you think you
resemble your clients."

Here are 3 reasons why.

1. Customers live on a different planet.

If you hang around the Internet, you develop a unique lifestyle. For instance, some of my best friends
are people I've never met. We exchange emails and phone calls for years. My favorite web designer is
an American living in Brazil.

And you hear the same promises over and over. "Bring traffic to your website." "Attract all the clients
you can handle."

3 Reasons Why The Copy You Hate Will Bring Profits You Love

1

http://www.natural-aging.com
http://www.natural-aging.com


But if you're targeting ordinary people (i.e., those who have actually met their best friends in person),
many of our ho−hum phrases will seem fresh and exciting.

"Hype−free marketing? I like that," purred an earth−dwelling prospect recently. "That's a whole new way
of looking at marketing."

Your world may not be the Internet. Maybe you live fitness, coaching, cooking, or finance. But chances
are your familiar phrases will seem fresh and exciting to your target market.

2. Customers want to be sold.

They know you're not putting up websites and creating brochures so you'll feel good and collect gold
stars for your Permanent Records.

And if they want your service, they're looking for reasons to say "yes." Think of all those Madison
Avenue ads with the theme, "You deserve it." Or, "You're worth it." They're giving us permission to
spend our money.

As long as you're tasteful and - drum roll - meeting their real needs, your customers will actually
appreciate learning about what you offer.

Recently I was pitching my services to "Frank," a prospective client who sells fitness services.
Hesitantly, I referred him to a website I'd written for "Tom" - a financial professional who was terrified
we were selling way too hard.

Frank was impressed. "This isn't the least bit pushy. It's so warm and friendly! Tom sounds like such a
nice guy."

We're still talking. But when Frank sees his own fitness site, I bet he says, "Um - do you think we're
selling too hard?"

3. Customers don't want to stop and think.

Some words and phrases slow us down. For some good examples, pick up your college textbooks and
maybe a couple of academic journals. You'll see words like "moreover," "counterintuitive," "although,"
and more. (I know. I wrote many.)

How did you read your college textbooks? I bet you read slowly, made marginal notes and hung on
tight to your yellow highlighter pen.

Alas, website visitors don't study our copy the same way. We have to help them create highlights and
move along fast.

Which gets read more:
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(a) "Although you can work very hard, you may not see results for a long time."

(b) "But you can work really hard and wait forever for results."

Bottom Line: Expect surprises when you unveil your copy to your clients, especially if you're new to
marketing yourself and your own products. When I first wrote the title Your 21−Day Extreme Career
Makeover, I cringed: Was my site becoming the virtual equivalent of a used car lot?

But my target market - professionals and senior executives - started buying. And the rest, as they say,
is history

Cathy Goodwin, Ph.D., helps service professionals and solo−preneurs use the Internet to increase
sales and build a community of raving fans −− without turning themselves into techies or pushy sales
people. Download: 7 best−kept secrets of client−attracting websites.

http://www.copy−cat−copywriting.com/subscribe.html

mailto:goodwincathy@yahoo.com

7 Tips for Testing Your Sales and Marketing

By Angela Wu

One marketing technique may work wonders for someone, but that doesn't guarantee that it'll do the
same for you. The only way to really know what works for YOUR products and YOUR target audience
is to experiment. Testing and experimentation are crucial to increasing your profits.

1. Try using the occasional pop−up window to get more subscribers to your newsletter. Some people
*really* hate these, so use them sparingly. For example, you could have a window pop up only the first
time someone visits your site ... or you could have one appear whenever someone leaves your site.
Try different scenarios to see what works best.

2. Change the price of your product and see what impact it has on sales. Even if your sales drop, you
may still come out ahead when it comes to profits. Note: your sales may not drop at all; I increased the
price of my own booklet from $12.95 to $19.95 and sales stayed the same. You never know until you
try.

3. Test different sales copy on your website and in your autoresponder. Should you come on strong, be
subtle, be extremely detailed? Does long sales copy do better than short copy, or vice versa? Do you
get more sales by spreading your sales copy on multiple pages, or by putting it all on one page? Be
sure to make backups of your previous work; if you find the new copy kills sales, you can always
restore the previous version.

4. Track your advertising. There are a number of commercially available ad tracking packages that can
help you see which ads are working well and which aren't. Discard anything that doesn't work, and try
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to improve on ads that appear to work well.

5. Experiment with the navigation of your website. For example, change the number of clicks required
to get to your ordering page, or change the flow of navigation so that your visitor always ends up at an
ordering page.

6. Test different types of links. You might try short ads in the margins of your web pages vs. text links
within the context of an article, for example.

7. Test response rates between direct links to your sales page and the use of a follow−up
autoresponder. Sometimes people just need an extra 'push' or a reminder to order. (make sure your
autoresponder has an easy way for your prospect to unsubscribe)

Angela runs several successful sites dedicated to helping beginners profit from the Internet. Her new
web magazine, Online Business Basics, features step−by−step tutorials for eBusiness 'newbies'. To

take the guesswork out of starting and building an Internet business, click over to

http://www.onlinebusinessbasics.com/

7 Tips for Testing Your Sales and Marketing
Ask Mr. D − Pop−Up Ads
We're Good at the Things We Like
Customers Will Teach You!
Spam Spasms & Spamocidal Mania

How to keep up the SPICE in your Love Life.
Baby's First Year −What Parent Needs To Know
How to Buy a Car Without Getting Ripped Off!
GUERRILLA MARKETING Volume 1
147 Killer Epublishing Strategies
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