Meatball Copywriting Axioms
* Your Customer is NOT you. Dont assume what Hhey Know or what is
important +o Hhem based on yourself.
*Shouing 16 always better Huan teling.
*Your prospect has no idea whether you are +he most loyal, honest,
knowledgeable, and generous person on Hhe planet or an Infernet con-

avtist - H\ey have fo risk losing money fo Find out-
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*Your p\'osped- is worﬂed about making a stupid mistake Hhat will
embarvass Hhem in Front of Friends, Family, and business associates.
You need o calm Hheir Fears.
Tvying o “sell” sowisone something they dont wantov need is a
washe of YOUR Hine. Only, hﬂtb"‘ eople who witl want w\m"m ave

selling (onca Fhay realizs IF's exaitHy what Hhay ve bean looking For.)
Help people who are looking For a solution like yours o recognized
Hhat YOU have Hhe answers they need, and Hhen help Hhem gain Hhe

confFidence to order your product.
“Claver Kills conversion vates. Be clear and not clever in your
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°People buy baseJ on emotion amJ Justh Hhe purchase with logie, so

sell with emotion.




