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THE 22-PART SALES LETTER FORMULA

1 . Directly Address Your Target Audience

 Include a "pre-headline" that addresses your target audience in a personal
way.

 Use a small font size for the pre-headline and place it at the top of the
letter.

 Make a personal connection with the reader by including their name or
referencing a common problem or need they may have.

 Use a catchy question or language that makes the reader feel like the sales
letter was written specifically for them.

 Grab their attention and create a sense of relevance to keep them
engaged and encourage them to continue reading.

 Ensure your target audience feels like the letter is meant for them and that
you understand their needs and challenges.

 Set the stage for a compelling and persuasive sales message.

2. A Teaser Main Headline

 Make the headline the largest text on the page.

 Use a catchy "must read more" headline to grab the reader's attention.

 Ensure the headline is relevant to the reader's problem or need and speaks
directly to them.

 Establish a connection with the reader to make them feel like the sales
letter is specifically designed for them.

 Make the headline intriguing and attention-grabbing.

 Pique the reader's interest and make them want to learn more about the
solution you're offering.

 Ensure the headline aligns with the audience addressed in step 1 to further
emphasize the relevance of your sales letter to the reader.
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3. Back Up the Headline

 Use the sub-headline to provide additional context and support for the
headline.

 Elaborate on the unique features and benefits of your product or service.

 Clarify the value proposition for potential customers.

 Create a stronger connection with your audience.

 Make it more likely that they will take the desired action.

 Use a well-crafted sub-headline as an essential tool in your sales arsenal.

 Provide the context and support that your headline needs to be effective
and memorable.

4. Lead-in Paragraph

 Make the lead-in paragraph attention-grabbing to hook the reader's
attention right from the start.

 Keep the paragraph concise to avoid overwhelming the reader with
information or losing their interest.

 Clearly state the purpose of the letter to set the tone and give the reader a
reason to continue reading.

 Use the lead-in paragraph to engage the reader and create interest,
making them want to learn more about the solution you're offering.

5. Identify the Audience's Problem or Struggle

 Identify the specific challenge or issue that your target audience is facing
and describe it in detail in your sales letter.

 Paint a relatable and tangible picture of the current situation, so that the
reader can see themselves in the scenario you're describing.

 Show empathy and understanding of the reader's situation to build trust
and credibility, and convey that you're there to help solve their problem.

6. Reveal The Solution And Explain Why It's the Best Option

 Highlight the key features and benefits of the solution: Clearly explain the
unique selling points of your product or service and how it solves the
audience's problem. Emphasize the benefits and outcomes that the reader
will experience by using your solution.
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 Provide evidence or proof that the solution works: Share testimonials, case
studies, or other data that shows how your solution has helped others in the
past. This can help build credibility and trust with potential customers.

 Explain how the solution is different from other similar solutions: Discuss the
unique features that set your solution apart from the competition, and how
it addresses specific pain points or needs that other solutions do not. This
can help position your offering as the best option for the reader's specific
needs.

7. Explain the Effort, Time, & Cost It Took To Develop The
Solution

 Highlight the resources invested in the development process to convey
expertise and commitment.

 Describe the challenges and difficulties faced during development to
emphasize the complexity of the problem being addressed.

 Use this information to make the solution being offered seem more
impressive to the reader.

8. Explain Ease of Use

 Demonstrate the ease of using the product/service with step-by-step
instructions and visuals.

 Show how it can save time and effort compared to traditional solutions.

 Highlight the convenience and flexibility offered by the product/service.

 Use persuasive language to encourage the reader to make a purchase.

9. Set Expectations For Speed To Achieve Desired Outcomes

 Provide a typical time frame for the desired outcomes

 Highlight fast and effective results

 Share case studies and testimonials

 Emphasize the impact and value of quick results for the target audience

10. The Future Crystal Ball

 Encourage the reader to imagine the future after using the product or
service.
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 Use vivid language, sensory details, and creative storytelling to help paint a
picture of the future.

 Highlight the benefits, advantages, and opportunities offered by the
product or service.

 Emphasize the positive impact on the reader's life and well-being.

1 1 . Establish Credibility and Expertise

 Share your qualifications, awards, certifications, and experience

 Provide examples of your past successes and achievements

 Highlight your commitment and passion for your work

 Mention your education and training in the relevant field

 List your relevant experiences and achievements

 Highlight your awards and certifications

 Provide testimonials from satisfied clients or customers

 Share any media coverage or publications you have been a part of

12. List the Benefits

 Use bullet points to clearly list the benefits of your product or service.

 Focus on the specific outcomes the customer will experience to understand
how the product or service can solve their problem or meet their needs.

 Emphasize the impact the product or service will have on the customer's
life to create a sense of urgency and encourage action.

13. Show Social Proof

 Provide statistics and research to support your claims

 Share case studies or testimonials from satisfied customers

 Mention any media coverage or publications you have received

 Use quotes from industry experts or influencers to show their support for
your product or service
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14. Make Your Offer

 Clearly state what is included in the offer

 Use bullet points to list everything

 Be specific

15. Showcase Bonuses To Increase Perceived Value

 Increase the perceived value of the product with bonuses

 Include additional benefits or products with your main offer

 Make sure the bonuses are relevant and valuable to the customer

 Highlight the additional value the bonuses bring to the overall offer

 Limit the number of bonuses to keep the offer focused and clear

16. Stack Your Offer Value

 Build up the value of the offer

 Emphasize the value of your product or service and the benefits it provides

 Compare your offer to others in the market to show its superiority

 Highlight the total value of the offer, including bonuses and additional
benefits

 Emphasize the affordability of your offer and how it provides great value for
the price.

17. Reveal Your Price

 Present the cost of your product or service in a clear and transparent
manner

 Show the total value of your product, including any bonuses that are being
offered

 Provide a comparison to other products in the market to demonstrate the
value of your offer

 Explain the reasoning behind the price, such as the time and effort invested
in developing the solution
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 Consider offering discounts or special promotions to incentivize the reader
to act quickly

18. Add Genuine Scarcity

 Offers that have scarcity sell better, but scarcity must be genuine

 Create a sense of urgency by limiting the availability of your product or
service

 Offer limited-time promotions, or limit the number of items available for
sale

 Provide a deadline for the offer and emphasize that it won't be available
after a certain time

 Note that scarcity can be used to boost sales, but only if it is genuine and
not misleading

19. Eliminate Perceived Risks with A Guarantee

 Provide a guarantee to remove perceived risk for the buyer

 Consider offering a money-back guarantee, a satisfaction guarantee, or a
trial period

 Make sure the terms of the guarantee are clearly stated and easily
understood

 A longer guarantee period can help to increase sales by giving the buyer
peace of mind

20. Add a Call to Action

 Give a specific command for the reader to take action

 Clearly instruct the reader on what they should do next to take advantage
of the offer

 Make the call to action specific and actionable, such as "Click here to order
now" or "Call us today to learn more"

 Use visuals, buttons, or other elements to make the call to action stand out
on the page

 Provide step-by-step guidance to help the reader complete the action
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21 . Warn About the Consequences of Not Tak ing Action

 Highlight the consequences of not taking advantage of the offer

 This can be done by emphasizing the cost of not solving the problem, or by
showing the benefits that will be missed out on

 Be honest and genuine in your warning, and avoid using fear-based tactics

 The goal is to motivate the reader to act quickly and take advantage of the
offer.

22. Recap the Offer, Solution, and Benefits

 Recap the problem identified in the audience

 Highlight the solution, which is your product or service

 Remind the reader of the offer and its value, including the price and
bonuses

 Mention the guarantee you are offering

 Summarize the benefits and consequences the reader will experience if
they take action and buy your product or service.
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