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	Magical Words That Sell

	By John Hawkins

	*****

	Use the Power of Words to Sell More of your products

	



	


Disclaimer

	This e-book has been written to provide information about Internet marketing. Every effort has been made to make this eBook as complete and accurate as possible. However, there may be mistakes in typography or content. Also, this e- book provides information on Internet marketing only up to the publishing date. Therefore, this ebook should be used as a guide not as the ultimate source of Internet Marketing information.

	 

	The purpose of this ebook is to educate. The author and the publisher do not warrant that the information contained in this e-book is fully complete and shall not be responsible for any errors or omissions. The author and publisher shall have neither liability nor responsibility to any person or entity with respect to any loss or damage caused or alleged to be caused directly or indirectly by this e- book.
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Introduction

	When it comes to selling products, you have to be careful with your words. You can’t just pitch a product to your customers using the same tone, mood, and phrases as you would to make a suggestion to a friend. And you can’t discuss the features of a product like you might in a letter or an email.

	 

	That is, when you pitch your work or the work of another business owner, you have to choose your words carefully. You have to select words and phrases that will instruct the reader to think and act in a way that will eventually result in them buying your products.

	 

	How can you do this? There are a number of tricks. Some involve inserting certain “psychological trigger” words into your copy. These words will generate some association in the reader’s mind, which will compel them to act in a specific way. For instance, you might use the word “shocking” or “scientifically proven” in a sales letter headline to draw in the attention of a reader.

	 

	In addition to simply picking words wisely and placing them carefully, you will also need to do the same thing with complete phrases. You will need to contrive phrases and place them in the right places in order to generate the right impact.

	 

	For instance, in order to increase your conversion rate, you will need to use a well-placed and cleverly constructed “call to action.” Botch this and you could lower your conversion rate by 50%.

	 

	In addition to crafting a good call to action, you will need to do something similar with headlines. You will need to put words together in a way that immediately draws in a reader, so that they continue on to the rest of your content before closing the page.

	 

	In short, the construction and placement of good words and phrases can go a long way in determining the success of your marketing campaign. Fortunately for you, the rest of this guide was created with the intention to help you do things better.

	 

	



	


Winning Headlines

	 

	When it comes to winning phrases, one type can be particularly important to construct thoughtfully: headlines. Good headlines can double your conversion rate simply by keeping the reader on the page, so that they actually get the chance to see your pitch. Bad headlines can push the reader away, making it impossible to close a deal, no matter how good the rest of the copy is.

	 

	In addition to headlines being “good” and “bad,” they also need to set the tone for the rest of the sales letter. That is, they need to be crafted in a way that will move the reader in the correct direction.

	 

	Below, we will consider some examples for winning headlines by theme:

	 

	Controversial Headlines:

	 

	Everything You’ve Learned About [Topic] Is Wrong. Find Out How to Correct Your Mistakes, get on the Right Path, and Learn Everything about [Topic] by Next Week.
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