
 

 

 

 

 

 

 

“60 Minute Sales Letters™ 

Bonus Reports” 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



- Page 2 - 

Copyright © 2010 Scott L. Haines.  All Rights Reserved   http://www.60MinuteSalesLetters.com 

COPYRIGHT NOTICE 
 

 

 

Copyright © 2010 Scott L. Haines.  All Rights Reserved. 

 

No part of this publication may be reproduced in whole or in part, or transmitted in any form or 

by any means, electronic or mechanical, including photocopying, recording, or by any 

information storage and retrieval system, without permission in writing from the publisher. 
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QUESTIONS?  COMMENTS?  CUSTOMER SERVICE? 

HERE’S HOW TO CONTACT ME 
 

     

 

     The very best way to contact me (personally)—if speed is of no concern—is by mail at this 

address: 

 

Scott L. Haines 

7107 S. Yale Avenue, #295 

Tulsa, OK 74136 

 

     If your needs are more urgent, you can e-mail me at: scott@60minutesalesletters.com 

 

     If you need customer service, send an e-mail to: support@60minutesalesletters.com 

 

     Please note: Customer service e-mails will be replied to within 24-48 hours… however… 

personal e-mails may take longer.  That is, I‟m not sitting at my computer 24 hours a day 

replying to e-mails on demand.  Typically, I check and reply to e-mails once every 24 to 48 

hours.  But if I‟m traveling, or on a tight deadline, it could take me up to a week to reply to you.  

So please don‟t “freak out” when you don‟t hear back from me immediately.  Just know that I 

will get back to you as soon as possible. 

 

     If you want to talk marketing, advertising, sales, or about a business problem (or problems) 

you‟re facing, or increasing your business… I have a limited amount of consulting time available 

in one-hour increments (by phone only) on a first-come, first-served basis.  I also from time to 

time have openings in my schedule for new copywriting assignments.  E-mail me at my personal 

address above if you are interested in either.  (Just know I charge $750 per hour for consulting… 

and… a full promotion from me—whether direct mail, web or space advertising—is $15,000 

plus 5% of gross sales… sometimes more… depending on complexity.) 

 

     One last thing: I‟m always interested in hearing success stories.  If, as a result of applying 

what you read in this report, you have a success story you‟d like to share… I‟d love to hear about 

it.  Again, e-mail me at my personal address above.  Thank you. 

 

 

 

 

 

 

 

 

 

 

 

 

mailto:scott@60minutesalesletters.com
mailto:support@60minutesalesletters.com
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60 Minute Sales Letters™ Bonus Report #1:  

 

“How To Write Killer 

Moneymaking Copy Even On 

Those Days When Your Mind 

Is Completely Frozen!” 

 

 developed this simple 7-step formula for eliminating writer‟s block out of pure necessity back 

in 1998.   

  

     You see, I had just been given a copywriting job by Gary Halbert… and… do to unforeseen 

circumstances (Hurricane Georges) I fell way behind.  I had to write 11 health reports to be used 

as premiums for an international health newsletter.  And the deadline was approaching fast.  I 

believe I only had something like three or four weeks to finish the equivalent of researching and 

writing a book on health tips and remedies. 

  

     That‟s a formidable job without a deadline… let alone a month or less.  Anyway, I had to do 

it.  I‟d already been paid.  There was no time for any kind of writer‟s block.  So, I searched my 

brain and came up with a simple, foolproof formula that would get me writing immediately every 

day and keep me writing morning, noon and night until I finished. 

  

     To make a long story short, I finished with time to spare.  And here‟s the formula I used to do 

it.  The same formula I still use today: 

  

How To Get Started Writing Even When You Think You 

Can’t… A Simple, 7-Step Formula That Works Every Time! 
 

Step 1… Coffee: 
  

     Yes, coffee.  That‟s almost always my first step.  I‟ll give you a more detailed explanation in 

Step 3… including… alternatives to coffee. 

  

Step 2… Circling The Desk: 

  
     Circling the desk is a metaphor for loading your brain with information on the subject you are 

about to write about.  However, you can actually “circle a desk” to accomplish this task. 

  

     What you do is cram your brain with every single piece of information you can find on your  

I 
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subject.  Lay all your information out somewhere… a desk if you like.  Then, read everything.   

Look at everything you can on your subject.  And, if you want, you can circle around your desk 

as you are doing this. 

  

     (NOTE: In the future, I may do a full report on what information you need to gather and how 

and where to get it.  And after you get the info, the exact process you go through to load up your 

subconscious and make it do all the work for you.  It‟s too big of a subject to cover in full here.) 

  

     (UPDATE: I have now written that report.  It‟s included in Chapter 6 of my complete 

copywriting course, Shortcut Copywriting Secrets™.) 

  

     If I‟m just starting a project I “circle the desk” intensely.  I leave no stone unturned.  Then, I 

take a few days off and let the information gel.  I let my powerful subconscious sift, sort and 

assimilate the info… and then… wait for it to give me the “inspiration” I need.  Usually, I‟ll get 

this “inspiration” at the oddest times.  Shower.  Driving.  Shaving.  When that happens… I stop 

whatever I‟m doing (as fast as possible) and just go for it!  I start writing and don‟t stop until I‟m 

through with everything I can possibly say. 

  

     Now, that‟s the ideal scenario.  However, there are times when I‟ve got to go from beginning 

to end on a moment‟s notice.  Here‟s how I do that (and how you can do it too): I shortcut the 

“circling the desk” process.  I get some “relevant to the subject” piece of info and read it.  Then, 

I take a break.  It may only be a 5-minute break, or I may even take a nap… a short or long 

one… whatever I need.  Then, I‟ll start writing. 

  

     This also works when you are in the middle of a project.  I‟ll usually repeat the above shortcut 

process to get started for the day.  For example: I might read what I‟ve written so far.  Then take 

a break… then… start writing.   

  

Step 3… More Coffee: 
  

     Okay next, after I‟ve prepped my mind a bit, I drink some more coffee.  Why?  Because the 

caffeine improves my mental functioning and mood.  I tend to run a bit on the depressive side 

and caffeine seems to help.  And it‟s well proven that caffeine in moderate doses causes 

improved performance from both the body and the mind.  It even raises your I.Q. a few points.   

  

     Listen: I‟m kind of a coffee/caffeine junky.  And I don‟t recommend that you become one.  I 

probably drink a little too much… even though I‟ve cut back a lot.  However, if you love coffee 

like I do, I suggest you try the Gevalia (pronounced: JUH-vol-ya) coffee home delivery service.  

It‟s the best stuff I‟ve ever had.  Check out their web site at gevalia.com    

  

     I believe they have a trial introductory offer for $14.95 where you get a pound of coffee and 

some kind of free gift… usually, a coffeemaker.  Give it a try, you‟ll thank me. 

  

     If you just can‟t stand the taste of coffee, you might try green tea.  In addition to giving you a 

little “kick” (not as harsh of one as coffee), you get health benefits, too!  Green tea is packed 

with essential antioxidants.  I drink it from time to time as an alternative to coffee.  It‟s available  

http://www.gevalia.com/
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in most any supermarket or health food store. 

  

     Sodas (called “pop” where I‟m from) like Pepsi, Coke, etc… SUCK!  They contain way too 

much sugar.  They might give you a quick high… but… they also cause you to crash when your 

body pours on the insulin to combat the excess sugar in your blood.  For that reason, you 

shouldn‟t sweeten your coffee or tea with sugar, either.  An alternative might be Nutrasweet or 

Splenda.  However, since I‟m leery of stuff that‟s not natural… I use nothing.  Except a little 

cream from time to time.   

 

     (UPDATE: Since writing this report in 2002, I‟ve learned that Stevia is a safe, natural 

sweetener.  It‟s available at most health food stores.) 

 

     If you don‟t tolerate caffeine well, obviously, you‟ll want to avoid both coffee and green tea.  

I‟m just telling you what helps me.  Try it and see if it helps you.   

  

Step 4… Listen To Good Music: 

  

     Then, while I‟m drinking coffee, getting a good caffeine buzz going… I play some upbeat 

music.  Actually, what I use is Classical Music from the Baroque era.  I do this because several 

studies have proven that this type of music actually makes you smarter.  By as much as 9 I.Q. 

points!  And, I like it.  I took a classical music appreciation class in college looking for an easy 

credit.  However, it turned out to be one of the best classes I ever had.   

  

     Researchers have uncovered hundreds of benefits linked to listening to this type of music.  

Such as: 

  

        Improved test scores 

        Cuts learning time 

        Calms hyperactive children and adults 

        Reduces errors 

        Improves creativity and clarity 

        Heals the body faster 

        Integrates both sides of the brain for more efficient learning 

  

     A good series I recently bought is “Set Your Life to Music With Mozart.”  It‟s a 3-set CD 

series that‟s really neat.  There‟s a CD for morning coffee.  A CD to play any time to enhance 

your mind… and… a CD for late at night… that I sometimes listen to while going to sleep.   

  

     You can purchase this set along with some others from amazon.com.  A few other Baroque-

era composers to look for are Vivaldi, Handel and Bach. 

  

Step 5… Listen To A Good Comedy CD: 
  

     Next (I don‟t usually do this, but maybe I should) listen to a good comedy CD.  This loosens 

you up and dramatically increases your brainpower.  I don‟t know why… but… I also don‟t care 

why.  I‟ve used it, because it works.  And that‟s all I need to know.  I first heard about doing this  

http://www.amazon.com/
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from studies done at the Jefferson Institute in Utah. 

  

     I won‟t get this 100% right, but the gist of it will be there.   

  

     At the Jefferson Institute, they did a study that involved college kids given a problem to figure 

out.  I don‟t remember if the problem was mathematical or not.  Doesn‟t matter.  Anyway, they 

divided the college kids up into two groups.  Then, prior to the test, they gave one group comedy 

tapes to listen to for 10 minutes.  The other group got nothing for 10 minutes.  Then, both groups 

were given the same problem. 

  

     Of the group that got nothing to listen to before solving the problem, only 20% solved it. 

  

     Of the other group, the ones who got 10 minutes of comedy to listen to, 80% solved it! 

  

     That‟s enough proof for me.  And the times I‟ve tried it, it really helped.  I‟m not sure if this 

pertains to reading or watching comedy on TV.  I watch a lot of TV comedy, but not when I‟m 

working.  TV seems to dull my brain‟s edges a bit.  However, reading seems to work as well as 

the audio comedy for me.   

  

     Experiment for yourself and see what works best for you.  By the way, if you love reading 

comedy-type stuff, try Dave Barry.  His books are in bookstores or at amazon.com and you can 

read his weekly newspaper column in The Miami Herald at: 

  

http://www.miamiherald.com/dave_barry/  

  

     He‟s probably my favorite writer, period!  Give him a try and see what you think. 

 

     (UPDATE: Dave Barry has retired from writing his weekly columns for The Herald… 

however… you can read the archives… and also… explore other Dave Barry-related goings-

on—such as his blog—at the link above.) 

  

 

Step 6… Put On Writing Clothes: 
  

     I first started doing this in college, while studying.  Except, I really didn‟t have clothes… I 

used a thinking cap.  I went to school at Oklahoma State University and I had one of those fitted 

baseball caps that had OSU on the front of it.  And every time it was time for me to study or do 

an assignment... I‟d pull that thing on and go at it.  After awhile, it became a habit. 

  

     This is going to sound kind of strange, but I always felt like that hat kept the information and 

good ideas from escaping from my head.  Whatever.  It worked for me.  I even started feeling 

smarter when I put it on.  I‟m sure some NLP guy could give 50 reasons why this worked… 

anchor… puts me in the correct state… whatever.  But I don‟t care why, I just know it worked 

and still works for me. 

  

     I now (though not as often as I used to) wear a bandana tied around my head.  I guess, do-rag  

http://www.amazon.com/
http://www.miamiherald.com/dave_barry/
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style.  In fact, I‟ve got one on right now. 

  

     As far as clothes go: I wear the same thing I always wear… shorts and a t-shirt or button-up 

shirt and sandals.  Since I live in Miami, this is my year-round wardrobe.  (Note: I'm no longer 

living in Miami, but I still wear about the same thing when I'm writing… regardless of where 

I‟m living.) 

   

     My advice to you is: Wear what‟s comfortable to you… and… if you want, try my thinking 

cap idea. 

  

     It‟s funny, but I first heard the term “writing clothes” from my friend, master copywriter, 

John Carlton.  It was on a tape where he was being interviewed by Joe Polish (another friend of 

mine).  He said, that when he first started out, he had writing clothes he would wear to get him in 

the mood.  I started wearing my thinking/writing hat years ago, long before I ever knew John.  

Then, later, I found out he did the same thing… only with clothes.  Life‟s funny like that. 

  

     Onward… 

  

Step 7… Start Writing By Copying A “Killer” Sales Letter (or Ad) Out In Your Own  

Handwriting… Then… Segue Into Writing Your Promotion: 

  
     I still do this—from time-to-time—today.  Although, I‟m careful of whose letter or ad I‟m 

copying.  I pretty much limit myself to using something of Halbert‟s or Carlton‟s. 

  

     I do this longhand.  That‟s how I write (when I‟m not pressed for time).  But, even if you use 

a word processor to write/type your stuff… I suggest you do this exercise longhand.  Don‟t 

argue, just get a pen moving across a sheet of paper.  Take my word for it, it works better that 

way. 

  

     Also, I don‟t copy the whole letter or ad out before I start writing my promotion.  And you 

probably shouldn‟t either.  I do this exercise for about 10 minutes or so before I start.  For me, 

that comes out to about a page-and-a-half or two pages of handwriting on an 8” x 14” Legal pad. 

 

     This does a few important things:  (1) It warms up my actual physical body to write.  (2) It 

warms up my mind to write.  And (3), I‟m starting by copying world-class copy… which… 

makes it much easier for me to write my own world-class copy when I start my promotion. 

  

     After about 10 minutes of this, I segue (lead in to) writing my promotion. 

  

     This works like a charm every time.  And it‟s a great way to stay sharp when you are between 

promotions.  For example: Let‟s say I‟ve just had a few weeks off (which, both fortunately and 

unfortunately is not as common these days as it used to be).  The good news is, my mind‟s fresh.   

 

     However, I have to refocus it on copywriting before I‟m really ready to kick-ass again.  So, 

I‟ll copy out, in my own handwriting, an entire world-class sales letter or ad… or… at least a big  

chunk of one.  Then, I‟ll maybe take a day off, and be primed and ready to go again. 
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      Try it.  It works.   

  

     That‟s it.  The exact same steps I developed over a decade ago to finish a mountain of work 

when I didn‟t have the time.  They worked for me then… and… they still work for me today. 

  

     Try „em.  In any combination or order you like.  They work.  And you don‟t have to use them 

all.  Quite frankly, I don‟t always.  But, if you‟re stuck and need „em all, they‟re nice to have to 

fall back on. 
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60 Minute Sales Letters™ Bonus Report #2: 

  

“Why The Fastest Writing 

IsThe Best Writing!” 

  

ommon sense tells you that you should put a lot of thought into everything you write.  

Right? 

  

     Wrong! 

  

     In fact, the best writing in the world contains almost no conscious thought whatsoever! 

  

     Here‟s why: When you are consciously thinking about what you are writing, you are trying 

extra hard to be smart, persuasive, clever, etc.  And all that does is block you and slow you 

down.  You should strive to make your writing an almost unconscious behavior.  Like walking or 

talking to a good friend about something familiar.  That‟s when your writing is at its best. 

  

     But, how do you get to that "automatic-pilot" style of writing?  It‟s easy.  It‟s not even a 

secret.  The way you become a good or great copywriter (or any kind of writer, for that matter) is 

by WRITING!   

  

     When someone asks me what it takes, I tell them flat out, “If you want to be a good writer, 

write.  You’ll be a better writer after writing 10,000 words than you were at 1,000.  Better at 

100,000 than 10,000.  And better at 1,000,000 than you were at 100,000.”  And on… and on… 

and on. 

 

     Some secret, huh?  However, there is a way you can cheat your way to becoming a better 

copywriter.  I revealed it in Bonus Report #1 when I told you to copy out killer sales letters and 

ads in your own handwriting.  And, I‟m going to elaborate on it more in Bonus Report #3. 

  

     For now, I just want you to understand that the fastest writing is the best writing.   

  

     And, to prove my point on this subject… here are some “fastest writing” facts I bet you didn‟t 

know: 

  

     Jimmy Buffett wrote his hit song, “Margaritaville” in a bar in Austin, Texas in 5 MINUTES!  

It is his biggest hit (#8 in 1977)… and… one of only two hits he‟s ever had.  The other was a 

song back in 1974 called “Come Monday”.   

  

     In fact, I read this about “Margaritaville” a few years ago, “…it is so popular, it has played on 

the airwaves around the world more than 4 MILLION TIMES!  Somewhere every minute since it 

was released 21 years ago… for a total time of over 200,000 Hours!”   

C 
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Total writing time: 5 minutes! 

  

     (UPDATE: Buffett has had quite a resurgence in “mainstream” popularity in the last few 

years, teaming up with country star Alan Jackson for the #1 hit song on the country charts: “It‟s 

Five O‟clock Somewhere”.  In 2004 he teamed up with a number of country stars for his album 

License to Chill.  It hit #1 on the U.S. pop albums chart.)      

 

     Sylvester Stallone wrote the script for his smash hit movie, Rocky in a three-day marathon 

writing session.  He got his “inspiration” after watching underdog Chuck Wepner go 15 rounds 

in a boxing match with, then champ, Muhammad Ali.  That movie went on to make more than 

$225 million in 1976!  It won three Oscars (Best Picture, Best Director and Best Film Editing).  

And, it also earned Stallone Best Actor and Writing nominations. 

  

     Neil Young wrote three of his most famous songs—“Cinnamon Girl,” “Down By The River” 

and “Cowgirl In The Sand”—in one day while in bed recovering from a particularly nasty case 

of the flu.  These songs became the backbone of his album, Everybody Knows This Is Nowhere… 

which was recorded in two weeks and went Gold. 

  

     Chris Isaak wrote his Top Ten hit song “Wicked Games” in something like 45 minutes while 

waiting on a friend to come over to go to dinner. 

         

        Alanis Morissette wrote her hit song “Hand In My Pocket” in 8 minutes and recorded it 

immediately within 30 minutes.  This song was then put on her smash hit album, Jagged Little 

Pill that sold 33 Million copies and became the bestselling album of the „90s! 

  

     If you‟re thinking that these “fast-writing” examples (from the music and film world) have  

nothing to do with copywriting… you‟re wrong!  The creative writing process for any kind of  

platform is the same.  And the fastest is almost always the best.  But, just in case you‟re not 

convinced… I‟ll prove my case with these “fast-writing” examples from the world of 

advertising: 

  

     Legendary mail order man, Joe Karbo, wrote the ad for his book, The Lazy Man’s Way To 

Riches in one sitting.  He got his “inspiration” while he was driving his car and instead of 

waiting to get home… he pulled over and wrote the ad immediately.  And what‟s more, he ran 

the ad almost exactly as he wrote it… he barely changed a word.  

  

     That ad was so successful and sold so many books (2,786,500 self-published books of the 

same name before Joe died in 1980)… for quite awhile, he would fulfill the orders and throw the 

names away.  That is, he made so much money on the front-end… he didn‟t even bother trying to 

sell them anything else.  Later on, though, he started to keep the names and rent them out as an 

extra income source. 

  

     Legendary copywriter, Gene Schwartz wrote the original ad that launched Boardroom‟s 

newsletter, Bottom Line Personal while his wife put on her make-up to go out.  That newsletter 

went on to become the largest consumer newsletter in the history of man. 
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     My friend and another legendary copywriter, Gary Halbert (who is unfortunately no longer  

with us) made $1.3 Million for just three days‟ work.  And that was from his 5% commission.  

He researched and wrote an entire ad in only three days for a diet product… which… at its peak, 

was being mailed at the rate of 125,000 personalized, first-class pieces of mail a day! 

  

     I could go on and on.  But I think you get the point.   
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60 Minute Sales Letters™ Bonus Report #3:  

 

 “A Secret, Almost Automatic 

Way To Ensure You’ll Write 

Fast, Effective Ad Copy!” 

  

f I had to choose one thing that‟s had the most positive impact on my copywriting career… 

this secret would be it!  That‟s not hype either.  This secret is the foundation of everything 

I‟ve achieved in my professional life! 

  

     What is this amazing secret?  I already revealed it in Bonus Report #1… it‟s… 

  

Copying Out Killer Sales Letters 

And Ads In Your Own Handwriting! 
  

     This is how you can cheat your way to becoming better, faster.  To illustrate this, I‟m going to 

tell you my true story of how I really got my start in this business. 

  

     Here it goes: In the mid „90s, when I was first learning how to write copy, I heard Gary 

Halbert explain on tape that, if you want to become a world-class copywriter, you should copy  

out world-class promotions in your own handwriting.  I decided to try it. 

  

     The only problem I had was, I didn‟t have any world-class promotions to copy out in my own 

handwriting.  But, I had Halbert‟s book, How To Make Maximum Money In Minimum Time.  

So, I decided, since he‟s considered by many to be “The World‟s Greatest Copywriter”… 

copying any kind of writing he‟s done would be better than none at all. 

  

      I then proceeded to copy out his entire book in my own handwriting.  This was not easy… 

or… seemingly sane.  I was called “crazy” by “well-meaning” family members… but… I didn‟t 

care.  After all, what did I have to lose?  In every spare minute I had, I worked on that book.  It 

took quite awhile since I was holding down a full-time job… and… running direct response 

projects on the side. 

  

     I finally finished though.  And it paid off.  The copy I was writing for my projects started 

working.  And, I started making some decent money.  This got me excited, and wanting 

everything Gary had ever written on marketing and advertising.  One problem, though… I 

couldn‟t find anything else.  So, I did some amateur detective work and tracked down the address 

of Gary‟s office. 

  

     Then, I sat down, and with my newly-developed writing skills, I wrote a sincere, personal 

letter to Gary asking how I could get his products.  I lived in Oklahoma at the time and I even 

I 
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offered to drive down to Florida to get his products.  I sent this letter along with a little gift and 

hoped for some kind of reply. 

  

     Nothing happened.  At least not for awhile.  Then, one day (after a particularly grueling day 

of work) I came home and checked the answering machine… and… lo and behold… a message 

from Gary Halbert.  I couldn‟t believe it.  He actually called me!  I expected a letter at best. 

  

     Anyway, I called back and he invited me down to Florida for a week.  Once there, he gave me 

a couple of assignments that I performed well.  Then, he offered me a job.  It changed my life!  

And I continued to work with him off and on until he passed away in April of 2007.   

  

     So, when you hear that persuasive copywriting can get you literally anything you want in 

life… believe it!  I‟m a living example.  By the way, I have gotten copywriting jobs with Jay 

Abraham and other influential people through the power of my writing, as well.  So, it‟s not a 

one-time-only fluke.  I‟ve done it time and time again. 

  

    But, I wholeheartedly believe that I would have never experienced any of the “good luck” I‟ve 

received had I not copied out Gary‟s book in my own handwriting. 

  

     Anyway, like I said in Bonus Report #1, I still—from time-to-time—use this powerful 

technique today.  Although, I‟m very careful of whose letters I copy.  I pretty much stick to 

something written by Halbert or Carlton. 

  

     If you are a beginner, I recommend you copy out good sales letters as much as possible.  

Every day if you can, for as long as you can.  If you‟re already on your way to becoming a pro… 

you might set up a schedule.  10-30 minutes a day.  These days, I only do it for about 10 minutes 

at a time… just to warm-up my mind and body before starting my writing day.  And, on 

occasion, if I‟ve taken a bunch of time off, I might copy a promotion in its entirety.   

 

     (UPDATE: I‟m in my 15th year as a freelancer, and I write so much, I don‟t copy out sales 

letters or ads anymore.  But that doesn‟t take anything away from the exercise.  And in reality, it 

probably wouldn‟t hurt me to start doing it again… if only… just once in awhile.)     

  

     By the way, I‟m not the only writer who‟s used this technique to become good.  There are 

many others… including… the highest paid novelist (and probably writer, period) in the world… 

  

Stephen King! 

  

     It‟s true!  He talks about it in his nonfiction book released in October 2000, On Writing: A 

Memoir of the Craft.  Which I recommend you buy and read.  It‟s very good.  You can get it at 

amazon.com.   

  

     The Guinness Book of World Records estimates that Mr. King earned over $44 Million in the 

year 2000.  And he got his start when he was a kid by copying out short stories he liked in his 

own handwriting. 

 

http://www.amazon.com/
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     That should give you a little motivation to start using this technique immediately. 

 

     (UPDATE: J.K. Rowling, the lady who writes the Harry Potter books, is now listed in 

Guinness as having the highest annual earnings for an author.  According to the book, she made 

$325 Million in 2002.  No telling how much she‟s made since.  I do know this… it‟s a lot.  By 

the way, she writes longhand.  And actually, now—in 2006—I believe Dan Brown [The Da 

Vinci Code] may hold the title.  Whatever.  My point still stands.) 
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60 Minute Sales Letters™ Bonus Report #4:  

 

“How To Write Better Copy, 

Faster!” 

 

n this report, I‟m going to give you 12 “battle-tested” strategies from the frontlines that will 

help you write better copy, faster.   

 

     Most are quick, easy and painless to implement... a few take a little more effort.  But they 

all... 

Just Flat Out Work! 

 

     They are “go to” strategies for many of the most famous copywriters/writers in the world!     

 

     So, if you‟re ready, let‟s get going with... 

 

Better Copy, Faster Strategy #1...  Set up a proper writing space:   

 

     Almost every great writer I‟ve studied or been exposed to has (or had) a space where they can 

go that instantly puts them “in the mood” to write.  And I‟m starting with this piece of advice 

because I think it‟s one of those “first things first” things.   

 

     Is it mandatory?  No.  I often write where I am... coffee shops, bookstores, bars... even in my 

car sometimes (when a hot idea hits).  However, I do have a real writing space.  A space that has 

everything I need... desks, files, my library and so on.  And I think, if you‟re really going to be a 

productive copywriter, you need a space like this, too. 

 

     You know, we (Gary Halbert, his son Bond and I) used to joke that you know you‟re in Los 

Angeles when you hear the words, “Feng Shui”.  But you know what, after a careful review of 

the less “airy-fairy” parts of Feng Shui, I think there are some great takeaway ideas there. 

 

     Check it out for yourself, if you want.  But however you decide to arrange your writing space, 

just make sure you do it in a way that inspires you... that lifts your energy... that allows you to be 

at your best. 

 

     As an aside: I was in Key West awhile back and, even though I‟ve lived there and been there 

dozens of times, I‟d never visited Ernest Hemingway‟s house... which is now a museum.  Shame 

on me.  So, this trip, I made sure I went.  And it was truly a pleasure to see his little second-story 

writing room just across a catwalk from the main house.   

 

     You can‟t go in there, but it‟s cool just to check it out through the locked, screen-type door.  

If you ever visit Key West, go there and take the tour.  Tip: Take the tour first, then hang around  

I 
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and browse through the house on your own... and... bring a camera. 

  

Better Copy, Faster Strategy #2... Set up a writing routine:  

 

     When do you do most of your writing?  Morning, afternoon, night?  I used to be a hardcore 

nighttime writer.  However, over the years, I have found that the best time for me to write is first 

thing in the morning.  After I‟ve had some coffee, of course.   

      

     Here‟s why: 

 

     These days, I start my pre-writing routine well in advance.  In fact, I begin getting ready to 

write the night before. 

 

     Here‟s what I do: After I‟ve done all my research, when I know it‟s time to actually start 

writing a promo, I have a little routine I follow.  It goes like this: Before going to bed, I take all 

the material I‟ve gathered and gone through in my research phase... things like: sales letters, 

articles, reports, notes I‟ve taken, and so on.  Then, since I‟ve already highlighted or taken notes 

on all the important points, I skim through all this material... just covering what I‟ve already 

deemed important.  This process usually takes 30 minutes to an hour. 

 

     After that, I sit back and reflect on everything for a few minutes and start asking myself a few 

key questions like: 

 

What’s the BIG Idea here? 

 

If I were a prospect for this product, what benefit would I want most? 

 

What’s exciting about this product? 

 

     Next, I simply relax, go to bed and let my subconscious work on the questions and all the 

material I‟ve covered.  (Alternatively, you can actually instruct your subconscious to work on the 

questions by saying something like, “Dear Subconscious, please give me the perfect answers or 

solutions to the questions I’ve asked.”  Or, “Dear Subconscious, thank you for giving me the 

perfect answers or solutions to the questions I’ve asked.”) 

 

     And that‟s it.  I don‟t struggle trying to come up with answers, or solutions, or anything like 

that.  Then, in the morning, I go through my usual writing warm-up (the one I revealed in Bonus 

Report #1) and get started.   

 

     If all this seems a bit far out to you, just know that almost every writer in the world (of 

anything) uses this process… knowingly or unknowingly. 

 

     I‟ve heard Sylvester Stallone talk about using it on the hit TV show, “Inside the Actors 

Studio.”  Dan Kennedy uses it.  Author Robert Louis Stevenson (Treasure Island and Strange 

Case of Dr. Jekyll and Mr. Hyde) used it.  Mark Twain said he never worked a day in his life.  

That all his humor and all his great writings were due to the fact that he tapped the inexhaustible  
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reservoir of his subconscious mind. 

 

     So, if you‟d like a little (or a lot of) help with your writing, give this a technique a shot... even 

if you‟re skeptical.   

 

     Also, you can use this “night before” technique at any point during your writing process by 

simply reading over what you‟ve written that day... and then... sleeping on it.  You can ask 

yourself questions about it if you like... but... it‟s not totally necessary.  Your subconscious will 

work on it regardless. 

 

     Also, also, no matter when you do most of your writing, I suggest that you at least try and do 

it at the same time every day.  The reason being: I don‟t think it‟s as powerful as what I just 

outlined, however, your subconscious mind will adjust to a set schedule... and give you an added 

boost. 

 

Better Copy, Faster Strategy #3... Write, A LOT:  
 

     The best writers, write... and... write a lot.  It‟s that simple.  Does that mean you can never 

take time off?  Absolutely not.  You‟ll burn out.  But, just as an example, my friend Matt Furey 

belts out—on an almost daily basis—one, two or more e-mails to his list.  And he does this on 

top of writing an enormous amount of other materials... including newsletters, books, sales 

letters, etc.  And his e-mails are almost always exceptional.  Impressive, to say the least. 

 

     But you don‟t necessarily have to match his pace to be a good writer.  However, just know 

it‟s possible... and... the more you write and, the more often you write, in general, the better you 

will become.   

 

Better Copy, Faster Strategy #4... Write for set time periods:  
 

     This piece of advice comes from the late, great copywriter, Gene Schwartz.  It‟s something 

that virtually eliminates writer‟s block.  Here‟s what he suggested: Get a timer and set it for 

33:33 (that‟s 33 minutes and 33 seconds)… then, when the alarm goes off, take a five or ten 

minute break.  Then, reset your timer and start again. 

 

     A couple of things:  

 

     First, you can do anything you want during the timed period.  You don‟t have to write but, 

you can‟t get up out of your chair.  This is great because it takes the pressure of “having to write” 

off.  And, what‟ll usually happen is, you‟ll start reading the copy, maybe fiddling around with it 

a bit... and... before you know it, you‟ll be working on your promotion. 

 

     Second, during the breaks, do something.  Walk around.  Have a small snack.  Fold some 

clothes.  Or do some other mundane (but not mentally-taxing) task.  The idea here is to let your 

subconscious work.  And keeping your mind slightly distracted and your body busy aids the 

process.  Plus, it helps get your blood flowing again.  Often, answers to pressing problems, 

fantastic ideas or flashes of inspiration will jump into your mind during these rest periods.  And  
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yes, when that happens, you should immediately go back to writing. 

 

     Personally (in addition to the benefits above), I‟ve found this technique to be very helpful 

from a motivation standpoint.  That is, it‟s measurable, so it adds to my sense of accomplishment 

or progress.  And when I feel like I‟m making progress on something, I‟m more likely to want to 

keep moving on it. 

 

     For example: I just plain feel better (i.e. more motivated) if, after a day‟s writing, I can say to 

myself, “I wrote for six sessions today.”  Versus, “I wrote until I got tired.”   

 

     And that brings me to another point or tip.  I got this tip from a book on working out titled 

The Naked Warrior by Pavel Tsatsouline.  In the book, he quotes Soviet strength expert, 

Professor Vladimir Zatsiorsky, who suggests you... 

  

“Do as much quality work as possible 

while being as fresh as possible.” 

 

     This is excellent advice when training your physical body the way he suggests.  But I‟d also 

submit that it‟s excellent advice when you are “training” or “working” mentally, as well.  And 

timed periods with defined rest intervals... help keep you fresh... and... help you accomplish 

more.  At least it works that way for me.   

 

     Try it for a week—or better yet, 21 days—and see if you don‟t get more done. 

  

Better Copy, Faster Strategy #5... Write something easy first:  
 

     If you‟re having trouble getting started, it‟s probably because you‟re putting too much 

pressure on yourself... or... you‟re starting with something difficult.  The antidote (in addition to 

using a timer)?  Simple.  Start with something easy. 

 

     A personal example: Right now, I‟m tired.  I got roughly 3 1/2 hours of sleep last night... so... 

I didn‟t feel like working on this report today.  However, as a pro, I must.  So, instead of starting 

in a place where I needed to do a little research, or maybe where I was hung up a little when I 

stopped... I set my timer and started here.  A relatively easy part of this report to write.  And you 

know what, I‟m starting to pick up some steam.  Most people have heard this quote by Goethe... 

 

“What you can do, or dream you can do, begin it!   

Boldness has genius, power and magic in it.” 

 

     And it really holds up.  Whether you‟re starting a new business or career, or just starting a 

day‟s work... the secret is to just get started or “begin it!” 

 

     For instance, when you‟re writing a sales letter, you can start with the bullets.  My good 

friend John Carlton gave me that advice more than a decade ago and it‟s paid off in spades.   

      

     You can also start with something like the guarantee copy... which... if you write copy long  
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enough, will be almost boilerplate for you.  That is, you‟ll have one or more ways you spell out a 

guarantee that you‟ll use over and over... that... you can write without much effort.  Then, when 

you pick up some steam—which, you‟ll do most of the time—you can switch to a part of your 

promo that‟s a little more challenging. 

 

     However, sometimes, no matter what you do, you‟ll still be flat, tired and uninspired.  On 

those occasions, it might be wise to take the day off.  Just don‟t make too much of a habit of it.  

More often than not, you can rise to the occasion... if... you just get started! 

 

Better Copy, Faster Strategy #6... Allow yourself to suck:  

 

     Listen: It‟s okay to be less than perfect.  Every word you put on the page does not have to be 

“solid gold”.  After all, you‟re not doing brain surgery!  The “patient” won‟t die if you screw up. 

 

     And remember, just because you write it (or type it) doesn‟t mean it has to be printed or 

published that way.  You can always edit and rewrite later.  And many times, you‟ll be surprised 

with your “less than perfect” writing... especially... if you let it sit a day or so before reading it 

again.   

 

     Dozens, if not hundreds of times, I‟ve written something that I didn‟t feel good about during 

and immediately after finishing... however... after setting it aside, then taking a fresh look at it, 

decided to go with it. 

 

     So relax, and just write.  If you still feel hampered by perfectionism, just remember, in the  

history of written communication, almost nothing has ever been published that‟s 100% perfect.  

And besides, who makes the rules anyway?  As a copywriter, as long as what you write, works, 

YOU get to make the rules. 

 

Better Copy, Faster Strategy #7... Write your first drafts fast & furious with no editing:  
 

     In his—I think—only non-fiction book, On Writing: A Memoir Of The Craft, Stephen King 

had this to say about first drafts: 

 

     “Never look at a reference book while doing a first draft.  You want to write a story?  Fine.  

Put away your World Almanac, and your thesaurus.  Better yet, throw your thesaurus into the 

wastebasket.  The only things creepier than a thesaurus are those little paperbacks college 

students too lazy to read the assigned novels buy around exam time.  Any word you have to hunt 

for in a thesaurus is the wrong word.  There are no exceptions to this rule.  You think you might 

have misspelled a word?  O.K., so here is your choice: Either look it up in the dictionary, thereby 

making sure you have it right—and breaking your train of thought and the writer‟s trance in the 

bargain—or just spell it phonetically and correct it later.  Why not?  Did you think it was going 

to go somewhere?  And if you need to know the largest city in Brazil and you find you don‟t 

have it in your head, why not write in Miami or Cleveland?  You can check it… but later.  When 

you sit down to write, write.  Don‟t do anything else except go to the bathroom, and only do that 

if it absolutely cannot be put off.” 
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     Good advice from a guy who certainly knows how to get a lot of writing done. 

 

Better Copy, Faster Strategy #8... Don’t be afraid to throw away writing if it’s no good:  
 

     This is a somewhat counterintuitive strategy for writing better, copy faster.  But it works, 

because it keeps you moving.   

 

     I often watched Gary Halbert write one or more pages (longhand on a legal pad), rip „em out, 

wad „em up and chuck „em in the waste basket... and then... immediately start over. 

 

     I do the same thing quite often.  You see, it‟s a natural human tendency to “warm up” to 

things.  And almost always, your first words are “warm up” words.  If that‟s the case—and after 

awhile, you KNOW when what you‟ve written is not up to par... or... just plain stinks—trash it, 

and start over. 

 

     Sometimes, I even trash a whole day‟s writing when I KNOW it‟s not right!  I don‟t cry or 

fret over it, I just start over and keep moving.   

 

     By the way, that reminds me of something.  At a seminar once, I was listening to Jeff Paul 

explain something he calls his... 

 

“5-Minute Wallow Rule!” 
 

     It goes something like this:  

 

     When something happens to you that, at the time, seems like an unfortunate event—if you 

have to—give yourself five minutes to just wallow in your pain.   

 

     You can feel sorry for yourself... scream... cry... complain bitterly or whatever you need to do.  

However, when the five minutes is up, you gotta quit whining and go immediately back to being 

proactive in your life. 

 

     It‟s a good strategy for anyone... and... a GREAT strategy if you‟re a freelancer.   

 

     For example: If your latest promo doesn‟t work as well as you hoped.  Or, if yesterday‟s 

writing was a wash.  Or, if your client doesn‟t mail your letter for some insane reason.  Or, 

whatever.   

 

     If you need it, take five minutes to wallow... then... get on with things. 

      

Better Copy, Faster Strategy #9... Use technology when it’s actually useful:  

 

     I‟m not a technology junkie.  Far from it.  In fact, I often still write longhand on legal pads 

when I‟m not in a time-crunch... making me, by today‟s standards, a hardcore Luddite (look it 

up).   
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     However, I can be persuaded to use technology that is actually useful.   

 

     For example: 

 

     Here‟s a web site I found recently that provides a service that ensures—in as much as 

anything dependent on technology can ensure—you‟ll never lose an important thought again.  

It‟s located at jott.com.  (In beta it was totally free, however, I just checked, and now you might 

have to pay for some of the features.) 

 

     The way it works is... you sign up and give them your phone number.  Then, you program 

their toll-free 866 number into your phone.  (I have it on my cell phone‟s speed dial.)  After that, 

any time you have a thought, you call their number and it asks you, “Who do you want to Jott?”  

You say, “me” or “myself”.  Then it beeps and you can leave a message.  The message length is 

15 to 60 seconds, depending upon what type of account you have.  However, you can leave as 

many messages as you want... one after another. 

 

     Now here‟s where it gets cool.  After you leave your message, they transcribe it (with fairly 

decent accuracy) and send it to you by e-mail... or... you can log-in to the web site and print off 

all your “Jotts”. 

 

     Of course, there are other features, but for me, the “thought capture” feature is the main thing 

I‟m interested in.  It cuts down on written notes... and... keeps things, especially if they‟re online-

related, in front of me.  I sometimes dictate copy and cut & paste it into whatever I‟m working 

on. 

 

     (UPDATE: I‟m now using another service called reQall—reqall.com—to capture my 

important thoughts.  I use the free Standard version—„cause it‟s all I need—but they have a lot 

of other possibly useful features available with their paid Pro service.   

 

     One thing I especially like about reQall—versus Jott—is it has a nifty plug-in for the Firefox 

Browser that allows you to highlight text on web pages… and then… you just right-click and 

save that text to reQall.  It also saves the web site address for you. 

 

     Or you can just right-click and a box will pop up and ask you, “What do you want to 

remember about this web page?”  Then, of course, you type in whatever. 

 

     The only drawback I can see (so far), is you‟ve got to be logged-in for it to work.  That‟s kind 

of a pain-in-the-ass. 

 

     However if, for example, you wanted to do an intense, research-only session… it would be a 

no-brainer to log-in and just start rippin‟ through stuff.) 

 

     I turned online marketing maven, Rich Schefren, onto this service while at SXSW in Austin 

and he seems to dig it.   

 

     In Napoleon Hill‟s, The Law Of Success In Sixteen Lessons (which was written in the early  

http://www.jott.com/
http://www.reqall.com/
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1900s), he wrote about a very successful businessman who would carry around postcards...  

and... when something popped into his mind—an idea, “to do” item, et cetera—he‟d write it on a 

postcard and mail it to himself.   

 

     The purpose of doing so was to free his mind to work on more important or current matters... 

without... the fear of forgetting something.   

 

     Same concept, jott.com just makes it easier. 

 

     Another service I‟ve been using for the last year or so is located at: freeconferencecall.com.  

The name pretty much says it all.  You can set-up conference calls or brainstorming sessions at 

no cost. 

 

     The free service works great and I‟ve used it quite a bit.   

 

     But what I like more is their paid service that lets you do the same thing with a toll-free 

800#... and also... records the call.  After that, they send you an mp3 recording by e-mail within a 

couple of hours.  And, if you want, they‟ll send it out for transcription.  They offer 72-hour 

turnaround... or... for an extra fee, they offer expedited 24-hour turnaround. 

 

     This is a fantastic service that can be used from practically anywhere.  I use it for 

interviewing clients.  It saves me the hassle of trying to record the conversation myself... or... 

trying to take extensive notes while talking.  And, I can listen to the recording as many times as I 

like... often finding hidden gems that I missed during our live conversation. 

 

Better Copy, Faster Strategy #10... Get in shape:  
     

     To write better copy, faster, you must have the energy to write better copy, faster.  And you‟re 

just not going to have that energy unless you exercise and eat fairly well.   

 

     I‟m not preaching here, I‟ve been in and out of shape more times in my life than I care to 

count.  But I do know, the quality and quantity of my writing suffers when I‟m not in shape.  

Also, since my background includes stints as a National Champion Powerlifter, Competitive 

Martial Artist and Professional Bike Racer, I‟m hesitant to tell you what I do for exercise and 

nutrition... because... it‟s most likely not right for you. 

 

     However, let me just say this: If you‟re doing absolutely nothing right now, if you‟ll just start 

walking—at a fairly brisk pace—30 minutes a day, three to six days a week, you‟ll improve your 

health and energy greatly.   

 

     If that‟s too much, or you don‟t feel motivated enough to do that, start small... even as little as 

5 minutes a day in the beginning.  Then, gradually work your way up to 30 minutes a day. 

 

Better Copy, Faster Strategy #11... Specialize:  

 

     If you want to write better copy, faster (and make a lot more money), it‟s good idea to  

http://www.jott.com/
http://www.freeconferencecall.com/
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specialize as a copywriter.   

 

     Now, there are many ways you can do this.  You can specialize by industry: Health, financial, 

etc.  By occupation: Dentists, chiropractors, etc.  By medium: Direct mail, space, online, etc.  Or 

some combination of the above.  Or, in a variety of other ways. 

 

     Just as an example: You could be the guy who does nothing but write newspaper tear-sheet 

ads for chiropractors.  Or, you could be the lead-generation, direct mail guru for dentists.  Or, 

you could be—like one guy I know of—someone who does nothing but write copy for newsletter 

subscriptions/renewals. 

 

     If I were starting over today, I would specialize somehow.  It‟s far easier (translation: less 

stressful) and, when done right, far more lucrative.  Why?  A lot of reasons: 

 

a.  The work/writing will get much easier over time as you learn exactly what works or 

what a specific market wants.   

 

b.  You‟ll be able to recycle concepts and copy.  In other words, you won‟t have to 

reinvent the wheel every time… a big time-saver/money-maker.   

 

c.  You‟ll be able to keep up with trends and shifts within your specialty. 

 

d.  You can focus on positioning yourself with laser-like intensity.  That is, you can be a 

big fish in a small pond that everyone knows and wants to go to.   

 

e.  You can keep tabs on the competition much easier. 

 

     And so on.  All in all, it‟s just a far more leveraged and lucrative way of making money as a 

freelance copywriter. 

 

Better Copy, Faster Strategy #12... Reward yourself:  
 

     This is something I learned from Gary.  Every time he finished a promotion, he would reward 

himself somehow.  Didn‟t have to be something big... in fact... most of the time, it would be 

something as small as buying himself a little gadget from Sharper Image or something similar.   

 

     Over the years, I‟ve worked out a reward system for myself.  I even break it down.   

 

     Like when I lived in Los Angeles, I would set a goal to get “X” amount of work done by 

Thursday afternoon around 2 p.m.  Then, if I hit my goal, I would reward myself by hitting 

“Happy Hour” at Barney‟s Beanery (a great place to hangout, have a few drinks and chit-chat 

with an eclectic group of Hollywood rabble.) 

 

     That was a small reward, but it worked for me.  And I‟m not suggesting you “pollute your 

body” every time you hit a goal.  But I am suggesting you figure out something that keeps you 

moving and gives you joy for hitting your marks.   
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   60 Minute Sales Letters™ Bonus Report #5:  

 

“How To Write Copy Like  

Gary Halbert!” 

 

ow do you like the headline above?  But can it possibly be true?  Can what I‟m about to 

reveal really enable you to write copy like Gary Halbert?   

 

     Actually, I can‟t say for sure.  However, I do know it can certainly help you write copy more 

like Gary Halbert. 

 

     How do I know that? 

 

     Because it‟s one of the things he did to help make his writing truly great.  You could say, it 

was his “ace-in-the-hole” or “secret weapon” when it came to writing some of the best 

advertising copy the world has ever seen.  And it‟s this... 

 

Reading Good Novels 

 

     You know, when you ask most experts what books you should read to learn how to write 

copy, the typical reply is something like: Scientific Advertising by Claude Hopkins.  Tested 

Advertising Methods by John Caples.  The Robert Collier Letter Book.  Ogilvy on Advertising.  
Et cetera.  And they‟re right.  In fact, in my course (Shortcut Copywriting Secrets™) I list all 

the classic books everyone who wants to be an effective copywriter should read (and re-read). 

 

     However, once a person has a deep and thorough understanding of those books... and... has 

taken advantage of a few of the better, current courses available, where should he (or she) go 

from there? 

 

     Once again, to good novels.  Let me explain—with a quick, real-life story—how reading 

novels helps you become a better copywriter. 

 

     When Gary invited me to come down to Miami Beach in 1998, I already had a solid 

grounding in the basics.  I had read and re-read all the classics.  Read as much of Gary‟s stuff as 

I could get my hands on... including his book: How To Make Maximum Money In Minimum 

Time!  In fact, I even went so far as to copy out that entire book in my own handwriting. 

 

     So, I was beyond the absolute beginner level.  However, I wasn‟t exactly a pro, either.  Now, 

you‟d think, since I still had plenty to learn, Gary would push his materials on me and tell me to 

study them intently.  But he didn‟t.  No, one of the most important things he did was buy me a 

novel. 

 

     Here‟s what happened: 

H 
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     Shortly after I arrived in Florida, we took a trip down to the Florida Keys.  Marathon to be 

exact.  And while in Marathon, we stopped at a bookstore.  I picked up a health book to help me 

with a current project and Gary picked up a few paperbacks.  After we got back in the car, Gary 

handed me one of the paperbacks and said...  

 

“You’ll always remember where you were when 

Gary Halbert bought you your first Travis McGee novel.” 

 

     And, as a matter of fact—quite obviously—I still do.  In fact, on a somewhat recent vacation 

to the Keys (April ‟08), I passed by that bookstore and the memory of him giving me that book 

was as vivid as the day he did it. 

 

    Anyway, at that time, Gary didn‟t say, “Read this, it’ll make you a better copywriter.”  No, he 

just told me that once I start reading Travis McGee, I‟ll become addicted.  And I did.  Not a rabid 

addiction, but I slowly worked my way through the entire series (21 books in all) over about 10 

years. 

 

     And now that I‟ve finished all the books in the Travis McGee series, I consider that gift one 

of the most important things I ever received from Gary.  Why?  It‟s simple... 

 

Reading Those Books Made Me 

A Better Storyteller! 

 

     And good storytelling (“in print” or “in person”) is paramount to persuasion and selling.   

 

     Want proof?   

 

     You don‟t have to look any farther than Gary himself.  His newsletters—widely regarded as 

the best marketing newsletters ever published—are almost impossible not to read.  He was a 

master storyteller.  And he honed his storytelling skills, at least in my estimation, by reading 

fiction. 

 

     He was an inveterate fiction reader.  And what most people don‟t realize is, he hardly ever 

read a book on marketing, advertising or selling.  At least in his latter years.  Sure, he‟d thumb 

through something someone sent him.  Or, he might buy a few things here and there that really 

caught his eye.  But for the most part, during our scores of trips to bookstores all over the 

country, he bought, and then read, novels.  Mostly of the mystery genre.  

 

     In fact, one of our last trips to a bookstore—a Barnes & Noble on Biscayne Boulevard in 

Miami—was a quest for a semi-obscure Ian Fleming (James Bond series author) piece of writing 

titled... 

“Quantum of Solace” 

 

     Gary insisted we find it, and insisted I read it... because... in his opinion, it was one of the best  

pieces of writing he had ever read.  And it was/is.  (If you‟re interested, you can find “Quantum  
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of Solace” tucked inside Fleming‟s novel, For Your Eyes Only.) 

 

     So, if you want to become a better copywriter—and you‟ve covered the basics—start reading 

books written by good storytellers.  Try the Travis McGee series written by John D. MacDonald.  

You know, Gary used lines in his copy that had a remarkable resemblance to lines in the McGee 

books.  He used them in person.  He used them as part of his philosophy. 

 

     So there‟s much you can learn from fiction.   

 

     And while I‟m on the subject, in addition to reading good novels, you should also... 

 

Become An Observer Of Life And 

People... And... A Collector Of Stories. 

 

     Gary was a master observer of life and people... and I... pretty much by osmosis, learned this 

from him.  You see, many people go about their day half-asleep, paying little attention to the 

things that happen around them and to them.  Big mistake.  Your life can (and should be) source 

material for your copy.  Let me give you a concrete example.  It‟s an excerpt from a letter I wrote 

recently for a famous online marketer: 

 

START OF EXCERPT 

 

     I‟ll tell you how to get it in a minute.  But first, a quick story... 

 

     Recently, a friend of mine drove down here to _______ _______ to hang out, work a little... 

and... in general, just shuck and jive.  In fact, this was a vacation/sabbatical for him in which, he 

drove, according to his rental car receipt... 

 

4,706 Miles 

 

     In any case, when he returned home, he called and told me something interesting.  He said 

(and I‟m paraphrasing a little bit here)... 

 
     “You know _____, I‟m amazed at what a dumba#@ I can be at times.  The whole drive, 

down to your office and back I could never get comfortable.  And the reason why was, my 

new rental car had air vents that wouldn‟t adjust properly.  When opened, I could only get 

them to blow air directly in my face... leading to a quite quick “too cold” condition.  That, or 

I could close them completely... leading to a quite quick “too hot” condition.  

 

    “Whatever.  I just cursed the car company and went on.  Well, turns out, when I got back 

home (all the way back), while reaching to close a vent—for what seemed like the 

thousandth time—I hit a bump... and wouldn‟t you know it, the damn thing turned.   

 

     “Matter of fact, I discovered the vents rotated 360 degrees, giving precise angles for 

blowing the air wherever.  Anyway, what makes me such a dumba#@ is... I never tried to 

spin „em... I just tried to push them in and out like the old vents.  Never even crossed my 

mind to try something else.  I tell ya, I wonder about myself and my future sometimes.” 
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     Funny story.  At least it was the way he told it.  However, it‟s much more than that.  You see, 

after I got off the phone with him, for whatever reason, I was thinking about our conversation... 

and...  

Something Hit Me! 

 

     My friend suffered through thousands of long miles on the road... because of one little piece 

of missing information.   

 

     Just someone showing or telling him to rotate the vents would‟ve made a tremendous 

difference in the quality of his trip.  In fact, later, when I talked with him again, I asked him how 

much he would‟ve paid if someone would‟ve offered to “fix” the vents.  And he said,  

 

“Five-hundred bucks, no problem.” 

 

END OF EXCERPT 

 

     Now, that‟s a true story.  It‟s actually a story within a story... but whatever.  The part about 

me driving almost 5,000 miles, uncomfortable, „cause I couldn‟t figure out how to adjust the 

vents is absolutely true.  And I absolutely felt like a dumbass. 

 

     But that‟s not the point. 

 

     The point is: That was just a random thing that happened to me during my trip.  However, I 

modified and used it to write a story that will help sell more of his product... much more than a 

plain-Jane, “Here‟s my promise, here‟s my product, here‟s how it fulfills on my promise, I‟ll 

shoulder the risk, give me your money” pitch. 

 

     By the way, want a top-level secret?  There‟s some subtle psychology in that excerpt there.  

Can you guess what it is?  I‟ll wait.................................................................................................... 

 

     Got it?  No?   

 

     Then it‟s this: You see the last subhead where I talk about how I‟d have paid 500 smackers if 

someone would‟ve showed me how to rotate the vents?  Not only is that absolutely true.  I would 

have, and would have gladly.  But also, I‟m using that as an early price justification.  You see, 

his product is under one-hundred bucks.  And what it does for you—in terms of helping you 

uncover missing information—is much, much more valuable than someone giving you missing 

information on how to operate your air-conditioner vents. 

 

     It‟s a little out of context here, but if you were to read the whole pitch, you would see how 

powerful that piece of subtle psychology is.  It‟s a way to justify price without direct 

comparison... to say it... without... saying it.   

 

     However, I‟m not here to go into things like that.  I just thought you might enjoy seeing 

something on a little more advanced level of thinking.  (As a side note: Gary was also a master of 
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subtle psychology... and... it‟s something I learned by working side-by-side with him and having 

hundreds of conversations with him about such things.) 

 

     Anyway, to recap, don‟t just stumble through your life.  Observe and collect stories... then... 

use those stories in your copy.  And I recommend true stories, as well.  It‟s more ethical and they 

have more verisimilitude... which simply means, they not only are true... but also... they actually 

seem true.   

 

     So enough.   

 

     I‟m going to wrap up this report here.  I hope you have enjoyed it... and... I hope you use the 

strategies here to improve your own copy efforts. 

 

 

 


