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Sales Letters − Is Your Prospect Living Inside Your Head?

By Stuart Elliott

Wow, what a strange question!

Does this question whether your prospect is a mythical person like the dragons in fairy tales of old or
does it ask whether you really know your prospect?

Well, there is truth in both sides of the question. A lot of would be marketers think they have found a
killer product and write a sales letter to match, only to find out later (to their cost) that there is no
market for that product.

But, what I really want to discuss today isï¿½

Do You Breathe The Same Air As Your Prospect?

I mean do you really know your prospect, do you talk the same talk as him/her do you live the same life
as him/her? In short can you honestly say that you can identify with your prospect?

Look, when you write a sales letter not only do you have to know your product intimately, taste it, feel
it, own it and use it butï¿½

You have to also KNOW your prospect intimately.

Too many marketers today, whether they be Internet or Offline marketers, locate a product or service
that they think will sell. They research it in depth and start to write a sales letter for it, but fail to put the
same amount of effort into identifying who they are writing the sales letter to.

"You may have the best product in the world but how can you write a killer sales letter for it if you don't
know who will buy it?"

No, you must learn everything there is to know about your target market, what their needs are, what
their desires are, how they think, how they talk and yes, even how they dress.
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For instance, say your product is the latest high−tech skateboard. You've researched it endlessly and
know that it will benefit your prospect because it is lighter and stronger thus giving him/her more speed
and will never break. How do you think your prospect will react if you walk up to him/her wearing a suit
and tie then try to talk to him/her in language that would be more suitable for the annual financial
meetings of a fortune 500 company?

Or say you are selling a top−notch financial product, how do you think your prospect would react if your
opening words were "Yo Dude! What's the juice?"

I can tell you that he/she would probably laugh in your face. You certainly wouldn't hold much
credibility in his/her eyes.

Far better if you took the time to learn your prospect's habits then approach him/her wearing similar

attire that he/she would wear − immediately you'd start to fit in. Now when you talk to him/her about
your product and use familiar language he/she will listen with open ears and be begging you for a
chance to try out your product because you're talking to him/her on his/her level.

Don't be misled into thinking that there is no need to worry about clothes when addressing prospects
via the Internet either. A photo of yourself adds instant credibility to your sales letter but of course that
photo must show you in attire that matches the minds eye of your prospect. For instance a picture of
you sitting there in your underpants wouldn't do much for your credibility if you were selling stock
market advice would it?

So the next time you sit down to write a sales letter for that killer product you've identified take the time
to research your buyers, let them live inside your head for a while before you put pen to paper.

That way when you do write your sales letter it will talk the same language and walk the same walk as
your prospect. Thus you will gain his/her respect immediately he/she starts to read it.

Oh, by the way, do make sure there is a market for your product, you don't want to be selling
skateboards to dragons now do you? (Remember, dragons can fly so have no need of a skateboard!)

Stuart Elliott is a world class copywriter who has written numerous articles about copywriting. To get a
free copywriting power guide go to

http://howtowritekickbuttcopy.com/words.html

A Magic Number for Writing Sales Letters

By Matthew Cobb

When I write sales letters for my clients, one rule I always start with is The Rule of 7.
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I learned about The Rule of 7 from one of my good friends who once ran for political office. In his
campaign, he made certain that his name appeared seven times in all of his radio spots.

Why? Because that's generally the number of times required before a name "magically" sticks in the
mind of a prospect. The Rule of 7 is often used in radio and television advertising. But this isn't an
isolated occurrence−−the number seven seems to be a bit magical in other areas, like prospecting and
linguistics.

Do you know the average number of times experts say you need to make contact with a prospect
before they will be ready to commit?

Seven.

Can you guess how many times linguists say a person must use a word before it becomes a true part
of their vocabulary?

That's right−−seven.

This "magic" is the reason I try to repeat my client's product name or business name seven times in the
sales letters I write for them.

The truth is, we're not really talking about magic, here. It's really about generating recognition for a
name or a concept. It's about embedding something in a prospect's subconscious mind. It's about
branding. I use The Rule of 7 to write sales letters, but the idea can be applied to other areas of
marketing, too.

Every person and every thing has an identity−−and branding is about more than just a logo. A brand
identity is about who you are, what you offer and the benefits of choosing you over the competition.
The name you choose to operate under−−whether your personal name, your business name, your
product name, or your website address−−is a link to all of that information. Repetition, which is what
makes The Rule of 7 work, strengthens the recognition and recollection of your brand.

Now, all the "experts" may come back later and say that "seven" isn't the right number after all. It's
nine. Or it's five. Or it's eight−point−three. But it doesn't really matter, does it? Seven works well as a
general rule. (Besides, it is a lucky number.)

Of course, I know that fulfilling The Rule of 7 is no guarantee a prospect will accept an offer. But I know
using the rule increases the chance that a prospect will see my name or the name of one of my
websites and think, "Oh, yeah, I remember Seductive Sales Letters" or "I remember Matthew Cobb."

Recognition and recollection−−that's what The Rule of 7 is all about.

One word of warning, though. Just because seven times is good doesn't mean that seventy times is
even better. Repeating the same name over and over again can grow annoying and cause prospects
to quit reading. And then, you may not even be able to fulfill The Rule of 1.
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Matthew Cobb is an independent copywriter/consultant who operates Seductive Sales Letters. Visit

SeductiveSalesLetters.com

and sign up for the official monthly publication, The Seductive Sales Letter

Clinic.

A Magic Number for Writing Sales Letters
How To Make Your Sales Letters Bullet Proof
Why Do Market Gurus Exploit This?
Long Sales Letters vs. Short Sales Letters
You cannot make money online without unrelenting follow−up

How to become a Chef!
About Niches
Fly In Ads Creator
Build Your Own Mail Order Empire
Forbidden Psychological Tactics

This Free E−Book has been brought to you by Natural−Aging.com.

Sales Letters − Is Your Prospect Living Inside Your Head?

4

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


 100% Effective Natural Hormone Treatment
 Menopause, Andropause And Other Hormone Imbalances

Impair Healthy Healing In People Over The Age Of 30!

Sales Letters − Is Your Prospect Living Inside Your Head?

5

http://www.natural-aging.com

