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My 12-Part “Power Web Copywriting” Formula  
 

(This is how I am able to get approximately  
1 out of every 32 visitors to buy my product) 

 
 For illustrations of the formula - I’ve analyzed my site 
www.instantsalesletters.com.  Let’s start… 
 

1. Create Immediate Attention with a Powerful Headline. 
 

 
 

You can see I use a ‘prehead’ (this is the small headline above the main headline), a 
headline and a subhead. All 3 of these are powerful enough to be the main headline. Your 
headline’s job is immediately get your prospect’s attention and stop them dead in their tracks.  

 
Headlines that have worked before can usually be reworked over and over. Human 

appeals are immutable. These next headlines I have compiled for you have all been successful 
in selling different products or services – you should be able to use these as brainstorms for 
your own powerful headline. 
 
“The Secret To Making People Like You” 
 
 “How To Win Friends And Influence People” 
 
 “ Do You Make These Mistakes In English?” 
 
“ Hands That Look Lovelier in 24 Hours — Or Your Money Back” 
 
“ Why Some People Almost Always Make Money In The Stock Market” 
 
“When Doctors “Feel Rotten” This Is What They Do” 
 
“How I Improved My Memory In One Evening” 
 
 “To People Who Want To Write — But Can’t Get Started” 
 
“They Laughed When I Sat Down At The Piano — But When I Started To Play!” 

http://www.instantsalesletters.com/al/affiliates.cgi?43
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“Throw Away Your Oars!” 
 
“Thousands Now Play Who Never Thought They Could” 
 
“Great New Discovery Kills Kitchen Odors Quick! — Makes Indoor Air Country 
Fresh” 
 
“Discovered — Amazing Way To Grow Hair” 
 
“How To Collect From Social Security At Any Age” 
 
“The 5 Problems Everyone Has At The Dentist — And How (practice name) 
Solves Them” 
 
“Corn Gone in 5 Days Or Money Back” 
 
“How A Strange Accident Saved Me From Baldness” 
 
“A Significant Breakthrough In The Fight Against The Effects Of Aging” 
 
“Stop Dieting And Lose Weight” 
 

 
2. Create Instant Believability with Testimonials. 

 

 
 
 One of your biggest problems on the Internet (or anywhere) is being believed. The 
best way to assure people you are not a scam artist or huckster is by providing testimonials. 
As you can see I like to include a testimonial as close to the top of the letter as possible. I’ve 
placed these 2 testimonials from prominent Internet marketers above my headline. This way I 
get people immediately believing what I say before they read my sales letter.  
 



© 2000 Surefire Marketing, Inc. www.instantsalesletters.com 

3. Build Interest By Discussing a Problem, Expanding in your Headline or 
Incorporating a Story. 

 

 
 
 The first part of your sales letter is critical to your success. Here I expand on the 
benefits I got people excited about in the headline. They start imagining the success one sales 
letter could bring them. 
 
 I also use a story to keep readership high. People love to read stories. It’s nearly 
impossible not to read a good story. 
 

 
 

4. Whet Reader’s Desire with Hot Benefits and Bullets. 
 

Benefits are the results your prospects are looking for. If you sell a book – people don’t 
want to read the book they want the ‘secrets’ and information inside. You can incorporate 
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benefits into your bullets (which are really “mini headlines”) so use the same powerful words 
to build desire and stress benefits or how they can avoid pain. 
 

 
 

5. Intensify Desire with Testimonials Showing Results. 
 

Not only do I start with testimonials – but I’ll put them throughout the letter. People love 
reading testimonials because they are much more powerful than anything you could every say 
about yourself. Here’s how I use testimonials to prove my points: 
 

 
 

6. Build Value by Comparing Apples to Oranges or ROI. Establish Why Price is 
Really a Great Value. 

 
In order to prove that your product or service is a great value you need to show it. I do this 

by comparing my letter templates to having to pay me or another copywriter to write them for 
you. This way I can prove it’s a great value.  
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7. Explain Reason-Why. 
 

Explaining to people the reason why you are doing something is one of the most powerful 
persuaders you could ever incorporate into your sales letters. I have an entire article about it 
that you can read here:  
(http://instantsalesletters.com/articles/trigger.html) 
 

Take a look at how I justify such a great value for buyers in this paragraph: 
 

 
 
8. Create ‘Greed’ Desire or Gotta’ Have Mentality with Free Bonuses. 

 
I like to pile on the bonuses and really get people excited. Sometimes they buy the main 

product just because of the bonuses. Do I care? Nope! Your bonuses should be so good you 
could sell them on their own. 
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 You can see here the bonuses are worth nearly triple what they’ll pay for the Instant 
Sales Letter templates. That’s what you want! You want people to really get excited about the 
incredible deal they’re getting! 
 

9. Unconditional Guarantee to Alleviate Fears (even better-than-risk-free 
guarantee). 

 
The more risk-free you can make it for people to take action the better. There’s no need to 

worry about offering a strong guarantee if you’ve got a good product. Here’s how I present it 
in my letter: 
 

 
 

10. Demand Immediate Action Using Scarcity or Time Deadline Stress What They’ll 
Lose if They Delay. 

 
Nobody likes to make a decision. That’s why you have to help them along by 

incorporating a time deadline and reminding them of what they’ll miss out on if they don’t 
take action. Sometimes it can be as easy as this one paragraph: 
 



© 2000 Surefire Marketing, Inc. www.instantsalesletters.com 

 
 

11. Make it Absolutely Clear What to Do Next. 
 

 Here’s where a lot of sales letters wimp out. Don’t make people guess what you want 
them to do. Tell them “click here” to get started right away.  
 

 
 
12. Power P.S. 
 

 I will give prospects another chance to get additional information in the P.S. of the letter. 
This link would take them to a page that answers even more questions about the templates. 
Then the P.P.S. summarizes the benefits and what they’ll get if they order now! 
 

 
 
There you have it. Applying these 12 steps to your next sales letter – you’ll see sales soar!  
 
Good luck!  
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