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Headline – Remember Formatting Matters – It’s Not Just The words, 

Presentation Matters.   

“A Nice Sub-head Is Effective. Making It A Direct & Powerful Quote Helps” 

Ask a question early in your content – it engages readers and makes them more likely to read 

your content.  Ideally the question would have a “yes” answer.  Then follow with a bold, 

surprising statement or promise a benefit.  Don’t be too wordy – in fact it’s a good idea to go 

back at the end and cut 20% of what you write.  That is the average amount that people “over-

write” or over-explain.  

Use sub-heads to break up the text. 

People will skim or scan the content before they read; it has to be easy on the eye.  Try to work 

in a testimonial – social proof is important.  Remember, try not to link to much outside content 

that could serve to distract too much and you want your readers focused on your words and 

the action you want them to take now. 

Time For Another Sub-head 

It helps to bold, or use bullet lists and little call out boxes to further break up the text and 

highlight key points. 

 People typically read the first and last bullets and often skim the rest, depending how 

many there are. 

 Keep them short and punchy. 

 So be sure you save the best for first and last. 

If your text is long, it’s a good idea to break it up with a little call to action, so if people are 

ready to act they don’t have to scroll to do it.  One way is to position order buttons/get more 

info buttons or links that are right aligned at various points throughout the copy. 

Example of an Order Link 

Be sure you answer all the questions (who, what, when, where, why and how).  Why is a big 

one.  Tell people why they need what you have.  Hit on their pain points and illustrate the 

solution you offer. 

It helps to keep paragraphs short and use images as needed to enhance and support your 

message.  Keep it simple, don’t use jargon that may confuse people.  Continue to try to engage 
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people with “yes” thoughts and answers.  It’s a good sign when someone nods as they read 

along and can relate to what you are saying. 

Use Storytelling 

It’s a great way to get a point across and people often envision themselves in the story. Paint 

pictures with your words.  Don’t be passive.  User lots of verbs.  Focus on benefits NOT 

features. 

It’s Offer Time 

Make a clear and specific offer.  Create urgency with a time sensitive offer if you can.  Don’t fill 

your content with hype. If the content is getting long, break it up with another testimonial. Be 

sure you’ve addressed common objections.  Deal with anything you know will be crossing their 

mind – think about where in the buying cycle they likely are and address the questions and 

concerns you think they will have at that phase. 

End on a strong note – use whatever social proof you have available to you and be very clear on 

any guarantees or things that reduce fear and risk. Typically a text based and image based call 

to action at the end is most effective.  Make the 2 works together. 

P.S. It’s often good to add a P.S. at the end of your content, heat tracking studies show they get 

read often and fully.   

 


