
 

Phase 2: Marketing Skills 
Drafting Copy part 2: The Body I

The body of your sales copy should in itself add lots of value to the reader. You want to do more than just sell - you 
also want to gain the complete trust of your reader so that they become true fans of your work.  

It’s important that you show the reader your work. It’s very easy to be generic and look/sound like everyone else. 
The hard part is opening up and revealing what you truly and uniquely have to offer. It’s those unique qualities that 
can really make a difference to someone and enhance their lives. You have to show your readers those qualities - 
not just mention them.  

The more you’re able to show your work, the more likely you are to reach your true fans. Remember, it’s not about 
appealing to the masses - as Seth Godin says, you want to “do work that matters for people who care”. 

There are some key points that can help you show your best work to the fullest: 

1) Summary: outline the main advantages/benefits of your product/service 
2) Fears and dreams: address these and make an emotional connection 

3) Solve problems: how does your product/service solve specific problems? 
4) Unique points: what’s unique about your product/service? 



 

1. Summary 

To set up the reader, begin with a list that summarizes the main advantages and benefits your product/service has to 
offer. Think about what problems your product/service solves. Include a short description for each point. 

Fundamental Harmony 
I introduce the benefits of the book in a bit of 

detail, preparing readers for what follows in the 
main body of the sales page. This helps to get 

your reader excited by your product/service and 
to orient them through the body. 

Negotiating your Salary 
Ramit provides a powerful list of 

the benefits and advantages of his 
course. 



 

Task 1

Draft some summaries for your 
product/service. 



 

2. Fears and Dreams 

Everyone has their own set of fears and dreams. Fears are often things we want to avoid or get rid of. Dreams are things 
that we hope and long for. How does your product/service address someone’s fears and dreams? 

It’s very useful to first write a list of the fears and dreams relating to your product/service. Then think of ways you can 
address those fears and dreams.

Fears Dreams

Concert

- Won’t like the 
music 

- Uncomfortable 
in the venue 

- Too much travel 
time

- Hear pieces I 
love 

- Be transported 
and immersed  

- Meet the artist/s

Fears:  
Get audience to submit pieces they want to hear 

Make the venue comfortable with nice seats, heating/cooling, nice and 
easy bathroom access, food and drinks, etc. 

Have a livestream option, so people can watch from home

Dreams: 
Do a survey to find out what people would most love to hear 
Use lighting, media, dancers, actors, etc. to add to the overall experience 
Organize a special artist meet and greet

Once you have that list, try to synthesize it all into a paragraph. This should create an emotional response from the 
reader. Here is what I did for my online composition course - can you identify the fears and dreams? 



 

Task 2

List fears and dreams relating to 
your product/service. Form them 

together into a paragraph.



 

3. Solve Problems 

This is related to fears and dreams, but gets more specific and practical.  

Ask yourself this question: What problems does your product/service solve and how does it do so? 

One very effective way to solve problems is to create a method or system that people can easily 
follow. 
  
Many successful products/services provide a clear and easy to follow method that is guaranteed to 
produce results. 

Marie Kondo’s method for tidying Dave Ramsey’s method for building wealth

My method for composing



 

Task 3

What problems does your product/
service solve and how does it do 

so?

Write a short paragraph.

If relevant, can you develop a 
method or system that people can 

use to help guide them?



 

4. Unique Points

There is so much information freely available online today - it’s a blessing and a curse. 

For someone like you who is trying to sell a product/service, it can be very challenging to compete with the troves of 
free stuff that’s out there today.  

The solution: find a unique idea or angle and feature those to your reader. 

Do some research (Google) and see what’s been done before. 

A strong starting point is to create a product/service that is by its nature something unique. 

An online course that guides a guitarist through 
composing a piece from scratch. 

VS. 

An online course that focuses on your guitar 
technique.

What’s more unique?

A guitar concert that’s held on a cruise ship with 
finger food and unlimited beverages. 

VS. 

A guitar concert held in a church.

But don’t be unique for uniqueness’ sake. Make sure you address your reader’s fears and 
dreams and solve problems too.



Task 4

What unique points or angles can 
you focus on relating to your 

product/service? 

Is you product/service inherently 
something unique? 

Write a short paragraph that details 
this.


