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NOTICE: You Do NOT Have the Right  
to Reprint or Resell this Manual! 

 
You Also MAY NOT Give Away,  

Sell or Share the Content Herein 
 
 
© 2015 Copyright DrewLaughlin.com. All rights reserved. No part of this book may be reproduced or 

transmitted in any form or by any means, electronic or mechanical, including photocopying, recording, or by 

any information storage and retrieval system, without written permission from the author, except for the 

inclusion of brief quotations in a review.  

Legal Notice 

The information presented herein represents the view of the author as of the date of publication. Because of 

the rate with which conditions change, the author reserve the right to alter and update his opinion based on 

the new conditions. This book is for informational purposes only. While every attempt has been made to verify 

the information provided in this book, neither the authors nor their affiliates/partners assume any 

responsibility for errors, inaccuracies or omissions. Any slights of people or organizations are unintentional. 

You should be aware of any laws, which govern business transactions or other business practices in your 

country and state. Any reference to any person or business whether living or dead is purely coincidental. 

Every effort has been made to accurately represent this product and its potential. Examples in these materials 

are not to be interpreted as a promise or guarantee of earnings. Earning potential is entirely dependent on the 

person using our product, ideas and techniques. We do not purport this as a “get rich scheme.” 

Your level of success in attaining the results claimed in any of our materials depends on the time you devote 

to the program, ideas and techniques mentioned your finances, knowledge and various skills. Since these 

factors differ according to individuals, we cannot guarantee your success or income level. Nor are we 

responsible for any of your actions. 

Any and all forward looking statements here or on any of our sales material are intended to express our 

opinion of earnings potential. Many factors will be important in determining your actual results and no 

guarantees are made that you will achieve results similar to ours or anybody else’s, in fact no guarantees are 

made that you will achieve any results from our ideas and techniques in our material. 
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Other Products  

 

Client Getting P.L.A.N. – Discover how to get all the clients you can handle without 
cold calling or spending a dime on marketing. 

http://ClientGettingPlan.com 

 

Marketing Consultant PLR – If you’re a local marketing consultant and you want to 
really increase your income then using pre-made content is the fastest way to reach 
your goals. We have tons of done-for-you products that you can use in a matter of 
minutes to help grow your business – and your client’s business as well! 

http://MarketingConsultantPLR.com 

 

Sales Training Weekly – Even if we don’t want to admit it we are ALL in sales. We 
only make money when we sell our products or services. It’s really that simple. If you 
want to get better at selling then check out our site of over 52 bite-sized lessons that 
will help you close more deals without any pressure. 

http://SalesTrainingWeekly.com 
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Case Study: Copywriting 

Questionnaire 
What do you want people to do when they read your copy? Examples include: 
buy a product, pick up the phone and call you, fill out a form, etc. 
 
 
Please provide access to your product. Be sure to include links and passwords if 
applicable. 
 
 
What is your product’s name? Is there any particular reason you chose this name?  
 
 
What does your product do for your customers? Describe what it does in one 
sentence, two sentences tops. 
 
 
List all the features and benefits of your product here. Take note that the 
“features” are the parts of your product. Meanwhile, benefits are what these features 
do for your product. So, for example, the feature of a diet book is that it includes 
menu plans along with four dozen low-calorie recipes. The benefit is that the dieter 
gets to lose weight while enjoying a varied, delicious diet. 
 
 
What is your unique selling proposition (USP)? Your USP is what sets your 
product or service apart from your competitors. It tells prospects why your product or 
service is different and better than the competitors. 
 
 
How did you develop your product? Is there an interesting story surrounding 
it? 
 
 
What special qualifications do you have for developing/selling this product? 
Do you have any related degrees, awards, life experience, tangible successes, etc? For 
example, if you’ve written a book about how to be a freelance writer, your special 
qualification might me that you’ve had two dozen articles printed in big-name 
magazines. 
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What else do I need to know about your product? Nothing is too small to include 
here. If anything pops to mind, please do list it here. 
 
 
Who’s your target market? Be as specific as possible, including as much as you 
know about your perfect prospect. This includes age, income, education level, gender, 
where they live, what their problems and frustrations are, etc. Basically, list anything 
and everything you know about your prospect. 
 
 
What motivates these people? Are they driven by money? Peer recognition? The 
approval of friends and family? Ego? The love for their family? 
 
 
What are your prospects’ biggest problems? Why haven’t they been able to 
satisfactorily solve this problem yet?  
 
 
What else can you tell me about your target market? Again, don’t be afraid to 
include even seemingly trivial items here. The more I know about your target market, 
the better. 
 
 
Who are your main competitors? Please be sure to provide links to the top 
competing products. 
 
 
What USPs, “edge” or advantages do these competitors currently have in 
your market? That is, why are people buying from them? 
 
 
What is your offer? Be sure to include: 
 
 
Price? Do you have any special pricing in play, such as introductory pricing, discount 
pricing, trial pricing, etc? 
 
 
Any bonuses? If so, please give me access to these bonuses, where applicable. 
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Guarantee? How many days/weeks/months? Are there any conditions? How do they 
obtain a guarantee from you? 
Why should people buy now? In other words, have you created a sense of urgency, 
such as a deadline, limited quantity, an introductory offer, etc? 
 
 
What kind of “flavor” are you looking for in your copy? Ultimately I’ll write a 
sales letter with a style that I think will convert the best. However, if given a choice, 
what style of letter do you prefer? Please send me a couple links to sales letters you 
like, along with a sentence or two about why you like these letters. (Note: these 
letters do not have to be in your niche.) 
 
 
Anything else I should know that will help me write your copy?  
 
 
Do you have any testimonials yet? If so, please copy and paste them below, or 
otherwise give me access to all of them. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 


