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A Note to the Reader 

 

This ebook is intended to give guidance on how to write 

successful sales copy. No portion of this ebook may be reprinted 

or reproduced in any way without the author’s express written 

permission. 
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Introduction 

 

The most influential buying triggers lie deep within us, below the 

surface of the conscious mind, directing our actions with quiet 

power.  

 

The following phrases are such triggers. By using them in your 

sales writing, you can execute an effective content marketing 

communications program that leads to a lift in conversion rates 

and increased sales.  

 

I use them in my copywriting business all the time and the results 

are startling, usually converting prospects to customers. 

 

And now I want to teach them to you. 
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1. “BECAUSE …” 
 

If you offer readers a reason to take action (buy your book, sign 

up for your newsletter, attend an event, answer a survey), the 

likelihood of their agreeing is greatly increased by the use of the 

word “because.”  

 

It doesn’t seem to make any difference if it is a particularly good 

reason or not. For instance, a perfectly fine reason for having a 

sale could be –  

Because it’s your birthday …  

Because you ordered too much stock …  

Because you need to pay off your kid’s tuition … 

 

These are far more motivating than just saying you are having a 

sale.

 
If you have an immediate need for a freelance copywriter, call me right now 

at 917-670-3554 or email me the details at Claire@ClaireStoddard.com. 

There is no charge to discuss your job with you and give you a cost 

estimate. And no obligation to buy. 
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2. “PLEASE FEEL COMFORTABLE REACHING OUT” 

 

This phrase is more seductive than the traditional ‘please call me 

if I can answer any questions’. The word comfortable seems to 

elicit a positive emotional response – contentment, ease, joy. 

Prospects are more inclined to respond.  

 

This idea was originally offered to me by one of my favorite 

mentors. Honestly I couldn’t see the value.  

 

Then I tried it, and lo and behold, my response rate went up. I 

was hooked. Now I end most letters and proposals with it.  

 

 

 
So … when you’re looking to take the sales performance of your landing 

pages … squeeze pages … emails … sales letters … ads … websites … 

videos … content marketing … and other online and offline promotions to 

the next level … just call me at 917-670-3554 or email me the details to 

Claire@ClaireStoddard.com for a free estimate on your copywriting project 

today. No obligation, of course. 
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3. “IMAGINE …” 

 
The use of the word “imagine” makes it easier to connect prospects to a visual image of 

their lives with your product. Suddenly prospects aren’t just hearing about a better 

future, they’re actually picturing themselves living it. Now the vision isn’t just in the 

writer’s mind – it has become a shared vision.  

 

Examples: 

“Imagine your life with all your debts paid off.”  

Financial advisor 

“Imagine the feel of the sand beneath your feet and the aroma of 
the warm, fragrant Caribbean breeze.” 

Travel agency 

“Imagine writing sales copy that increases sales – every time. 

Communicate with Claire-ty 
 

 

 

Not quite sure whether your copy is strong enough to do the sales job? My 

Communicate with Claire-ty Service can help you eliminate mistakes, 

strengthen headlines and copy, and launch your campaign with greater 

confidence. Just call me at 917-670-3554 or email me the details to 

Claire@ClaireStoddard.com for a free estimate. No obligation, of course. 
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4. “YOU WILL BE PAYING LESS”  

 

I would like to introduce you to the concept of “anchor pricing.” 

 

This is based upon the principle that when two things are listed 

one after the other, the second thing is always contrasted to the 

first. The first thing mentioned is the “anchor.” 

 

This is how it works when giving pricing information. 

 

Always include the price of a higher-priced solution first in your 

copy. This is the anchor price. All other mentions of cost are 

contrasted to that number in the reader’s mind.  

 

Example: 

“‘Many designers charge anywhere from $10,000 to $50,000 for a 
new website.  

But because I use my own proprietary templates I can do just as 
good a job for only $2,500.  

And you will be paying up to $7,500 less.” 
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The $10,000 is the anchor price. The $2,500 seems more 

appealing after first hearing $10,000 than if you had simply said: 

The price is $2,500.  

 

If the first number mentioned is high, and you come in low, the 

reader interprets this as getting a bargain, and  may be more 

likely to buy. 

 

 

 

 

 

 

 

 

 
Whether you're a newbie just looking for some guidance or an experienced 

marketer looking to increase your clicks, conversions, and revenues, I may 

be able to help. So let's talk. You can call me at 917-670-3554 or email me 

at Claire@ClaireStoddard.com. The conversation is free. And there's no 

obligation. 
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5. “WOULD YOU LIKE A, OR B?” 
 

If you present a single proposal, you only provide your customer 

with the option of accepting or rejecting it.  

 

If you present two or three different variations, suddenly you’ve 

doubled or tripled the odds of receiving some form of “Yes.”  

 

In negotiations, don’t ask if they would like to sign the contract. 

Ask: “would you like version A, or Version B?”  

 

 

 

 

 

 

 
If you need help planning marketing strategy or writing copy, just call me 

today at 917-670-3554 or email Claire@ClaireStoddard.com for a free, 

no-obligation chat about your marketing challenges and how I can help 

you.  
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6. “IT’S YOUR CHOICE” 
 

If price is an issue and you are offering the same prospect two 

alternatives at different price points, write  

 

‘It’s Your Choice.’  

 

Then offer the higher price option first, and follow up with the 

lower priced option.  

 

By contrast, the second offering will seem more cost-effective.  

 

 

 

 

 

 

 
For a FREE, no-obligation cost estimate on copywriting for your next 

project, call me at 917-670-3554 or email Claire@ClaireStoddard.com 

today.  No obligation. 
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7. “AND …”  
 

This is a clever replacement for "but" when dealing with 

objections. The word "but" signals to the prospect you are about 

to tell them something they don’t want to hear.  
 

"And" is inclusive – it seems to agree even when you’re 

disagreeing; it acknowledges you understand, rather than 

steamrolling over the problem.  
 

Example:  

“I know you did not want to replace your roof until next year, but 
our inspection shows you should do the work immediately.”  

 

BETTER,  

“I know you did not want to replace your roof until next year, 
and our inspection shows you should do the work 

immediately.” 

 
If you have an immediate need for a freelance copywriter, call me right now 

at 917-670-3554 or e-mail me the details at Claire@ClaireStoddard.com. 

There is no charge to discuss your job with you and give you a cost 

estimate. And no obligation to buy. 
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8. “I HAVE GAINED THE SUPPORT OF YOUR TEAM” 

 

Support for your services by the client’s team members is highly 

important to most senior decision makers when making a 

purchase decision.  

 

Indicate that you have their support or consensus in your written 

proposal.  

 

If you don’t have it, stress how you're going to get it.  

 

Example: 

“I have met with all your team members and gained valuable 
input, which I have included in this proposal. At this point, we 

have gained the support of your team.”  
 

If you have an immediate need for a freelance copywriter, call me right now 

at 917-670-3554 or e-mail me the details at Claire@ClaireStoddard.com. 

There is no charge to discuss your job with you and give you a cost 

estimate. And no obligation to buy. 
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9. “FREE …” 
 

Some people believe this is the most powerful word in the English 

language. If not, it’s close. 
 

It builds on one of the fundamental rules of persuasion called “the 

law of take and give”. If you give a gift to someone or do someone 

a favor, they usually feel obligated to do something for you in 

return.  
 

The next time you are trying to set up an appointment, get 

somebody to click a link, or buy from you, try sending them a free 

gift first without any obligation. Then circle back and make your 

request.  
 

Note: this only works if you are offering “fair exchange.” A couple 

of paragraphs usually won’t sell a complete book. A webinar won’t 

sell a $2,000 program. They might, however, get prospects to 

return your call.  

 
For a FREE, no-obligation cost estimate on copywriting for your next 

project, call me at 917-670-3554 or email Claire@ClaireStoddard.com 

today.  No obligation. 
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10. “OK. THANK YOU ANYWAY” 
 

This is the “large request … rejection …retreat … small request 

tactic.”  
 

If a prospect rejects your proposal, say “thank you anyway.”  
 

Appear to retreat.  
 

Then say – well, if that’s not right for you, perhaps you would be 

interested in this.  
 

Example:  

“Please donate $1,000 to our soccer team …  No, I can’t do that 
… OK. Thank you anyway for your consideration … Could you 

possibly buy a few chocolate bars, the proceeds of which will go 
to our team? … Yes, I could do that!” 

 

 
Not quite sure whether your copy is strong enough to do the sales job. My 

Communicate with Claire-ty Service can help you eliminate mistakes, 

strengthen headlines and copy, and launch your campaign with greater 

confidence. Just call me at 917-670-3554 or email me the details to 

Claire@ClaireStoddard.com for a free estimate. No obligation, of course. 
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11. “I HAVE PROOF” 
 

Social proof … 
● User testimonials  

● Case studies  

● Influencer endorsements 

● Reviews  

● Subscriber counts 

… is the #1 marketing tactic for easing the minds of worried 

prospects.  
 

It’s kind of like wanting to go into the restaurant with the waiting 

line, even though it would be more convenient to go to the one 

with empty tables. The waiting line is the proof of excellence.  
 

If you can offer any of these proofs of excellence, always include 

them in your sales materials (with permission from the testifier, of 

course). 

 
If you need help planning marketing strategy or writing copy that exudes 

authority, just call me today at 917-670-3554 or email 

Claire@ClaireStoddard.com for a free, no-obligation chat about your 

marketing challenges and how I can help you.  
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12. “P. S.”  
 

Believe it or not, the P. S. at the end of a letter, email, or proposal 

are the words most often noticed and consistently read.  
 

Recap your most important point in the PS, or strongest 

argument, or most powerful user testimony.  
 

This is also a great place to unveil one final strong persuasive 

argument. 
 

Example: 

“P.S. One last thought. You can’t control your circumstances. You 
can control your decisions. Perhaps now is the time to change the 

rest of your life.” 
 

 

So … when you’re looking to take the sales performance of your landing 

pages … squeeze pages … emails … sales letters … ads … websites … 

videos … content marketing … and other online and offline promotions to 

the next level … just call me at 917-670-3554 or email me the details to 

Claire@ClaireStoddard.com for a free estimate on your copywriting project 

today. No obligation, of course. 
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FOMO – The Fear of Missing Out 
 

This is a powerful decision trigger. People just hate losing 

something, or missing out on an opportunity. Studies have shown 

that the fear of missing out is an even stronger trigger than 

gaining benefits. 
 

It’s important to note that if you use this strategy, it must be 

authentic. In other words, don’t threaten to withdraw an offer at 

midnight and then keep selling throughout the week.  

 

The following words or phrases are ones you might use.  

13. I WILL WITHDRAW OFFER AT MIDNIGHT 

14. YOU MAY NOT WANT THIS Alternatively – YOU ARE 

FREE TO BUY SOMETHING ELSE 

15. THE SALE ENDS SOON 

16. LIMITED OFFER 

17. SUPPLIES RUNNING OUT 

18. LIMITED SEATING 
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19. TODAY ONLY 

20. ONLY 3 LEFT 

21. ONLY 5 SEATS LEFT  

 

 

 

 

 

 

 

 

 

 

For a FREE, no-obligation cost estimate on copywriting for your next 

project, call me at 917-670-3554 or email Claire@ClaireStoddard.com 

today.  No obligation. 
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SAFETY – A Great Strategy to Close a Sale. 
 

By choosing words that make readers feel safe, you’ll likely gain 

their confidence and trust and persuade readers that buying from 

you is risk-free.  

 

The following phrases are great deal-closers: 

22. IRONCLAD PROMISE 

23. LIFETIME OF SERVICE 

24. MONEY-BACK OFFER 

25. PROVEN RELIABILITY 

26. REFUND IF NOT COMPLETELY SATISFIED 

27. TRY BEFORE YOU BUY 

28. UNCONDITIONAL GUARANTEE 

 

If you have an immediate need for a freelance copywriter, call me right now 

at 917-670-3554 or e-mail me the details at Claire@ClaireStoddard.com. 

There is no charge to discuss your job with you and give you a cost 

estimate. And no obligation to buy. 
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Recap 

1. Because 

8. I have gained 

the support of 

your team 

15. The sale 

ends soon 

SAFETY 

22. Ironclad  

promise 

2. Please feel 

comfortable 

reaching out 

9. Free .. 16. Limited offer 
23. Lifetime  

of service 

3. Imagine  
10. Ok. Thank 

you anyway 

17. Supplies 

running out 

24. Money-back  

offer 

4. You will be  

paying less 
11. I have proof 

18. Limited 

seating 

25. Proven  

reliability 

5. Would you like 

A, or B? 
12. P.S. 19. Today only 

26. Refund if not 

completely 

satisfied 

6. It’s your 

choice 

FOMO 

13. Will withdraw 

offer at midnight 

20. Only 3 left 
27. Try before 

you buy 

7. And … 
14. You may not  

want this 

21. Only 5 seats 

left 

28. 

Unconditional 

guarantee 
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PS 

 

None of these words or phrases work in all instances, on all 

people. However, used together, they work on many of the people 

most of the time and, therefore, succeed at what is the ultimate 

goal of any sales copy – to move prospects to ‘yes.’  

 

 

 

 

 

 

 
 

 

 

So … when you’re looking to take the sales performance of your landing 

pages … squeeze pages … emails … sales letters … ads … websites … 

videos … content marketing … and other online and offline promotions to 

the next level … just call me at 917-670-3554 or email me the details to 

Claire@Clairestoddard.com for a free estimate on your copywriting project 

today. No obligation, of course. 
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