
Your First Thousand 

 

Lesson Two Checklist 
Write Your Sales Letter 

 

In this lesson, I’m going to give you my simple, 7-step system for writing 

high-converting sales letters for front-end products.  

You don’t have to write world-class copy to sell a $17 product. But you do 

need to learn the basic psychological triggers that get people to take action. 

Before you start writing your sales letter, you need to do some 

research and gather information.  

First, create a folder named “swipe” in the same directory as your product 

files are located. 

Next, go to ClickBank and download the best sales letters you can find. Just 

click “File” in your browser and then “Save As” a file in the swipe directory. 

Open the original sales letter that came with the product (if any) and the 

sales letters from your swipe file in your HTML editor. Create a new blank 

page and insert a table that’s 700px wide and centered. 

Now you’re ready to start writing… 

1. Start with your hook: This can be a solution to a specific 
problem, a storyline, proof, the offer, bonuses, or all of the above. 
It’s the “Big Promise” that only you can make. You’ll use your hook 
in the headline, sub-headline, and opening paragraph. 

2. Show the proof: This can be testimonials, a success story, third-
party statistics, or a demonstration of your product.  



3. Explain what they get: Introduce your product and list all the 
benefits with bullet points. 

4. Reveal the price: explain why it’s such a good deal by comparing 
with alternatives. Explain how it can save them time and/or make 
their life easier. 

5. Add some bonuses: You can create your own or use another 
PLR product that complements the offer. 

6. Minimize the risk: close the deal by offering a crazy guarantee, 
like double your money back. 

7. Ask for the order: this is where you can add scarcity and recap 
the offer, price, and guarantee. 

 

Step 1: Start with Your Hook 

Your hook is a claim that only you can make. It’s a story that only you can 

tell. It’s proof that only you can give. It’s a bonus that only you can offer.  

It’s anything that will grab the reader’s attention and compel them to read 
or listen to your offer. It can be fueled by controversy or challenging 
conventional wisdom 

 It can be something new or unique 

 It can be something that’s easier to use than the alternative 

 It can be a promise of little-know information 

In lesson one, I showed you how to create a hook for your product. 

Now I’m going to show you how use that hook in your headline and make it 

more compelling by tying it to specific results, using specific numbers, or 

adding drama, colorful adjectives and power words. 

 



Which of these headlines look the most compelling to you? 

1. “How to Make Money Selling Resell Rights Products” 

2. “How I Made $5,344 in 48 Hours on a Dead Duck Product that 
Everyone Other Marketer Was Selling for $7 or Less!” 

3. “The Amazing Story of a Washed-Up Soccer Player Who Made $5,344 
in 48 Hours Selling an Outdated Resell Rights Product!” 

4. Washed Up Soccer Player Makes $5,344 in 48 Hours Using One 
Simple Technique He Discovered at the Warrior Forum.” 

I never played professional soccer, but I am 43 and I do play soccer. You 
can’t tell a good story without some kind of drama.  

You don’t need a story to sell a front-end product. So the second headline 
would do just fine. I just wanted to show you how to make a headline more 
compelling and believable. 

The sub-headline is optional. You would simply expand on the hook. 

You could say: “Discover the 3-Step System for Turning Digital Trash into 
Cold-Hard Cash!” 

Then you would expand on that in your opening paragraph… 

Step 2: Show the Proof 

Proof is evidence or an argument that serves to establish a fact or the truth 

of something. Testimonials, success stories, and income claims are the most 

common types of proof.  

But there are 3 other types of evidence you can use to prove your case… 

#1: State Your Credentials 

Explain why you’re qualified to teach the lessons in the course that you’re 

selling. State how long you’ve been doing it and what you’ve accomplished. 

 



#2: Product Demonstration 

If it’s a script, template, or software, create a video to show how it works 

and explain the benefits of using it. If it’s a training course, find one 

powerful tip and simply give it away in on your sales page. Customers get 

the experience of owning your product before they even buy it. 

#3: Industry News 

Search Google for news related to your topic. Just go through the sales 

letters in your swipe file and look for key words that would be newsworthy 

and type them into Google. Look for statistics in charts and graphs or 

photos that prove a claim in your hook. 

Step 3: Explain What They Get 

First, introduce your product and re-state the hook. Then list all your 

benefit-packed bullet points. 

There are three types of bullet points: 

1. Specific Bullet Point: “3 places to find high-quality PLR product for 

less than $50” (they want to know the answer to the question) 

2. Contradictive bullet point: “Why building a massive list is NOT the 

fastest way to make money and what you should do instead” (why you 

should do the opposite of what other people say) 

3. Curiosity bullet point: How to get JV partners to coming to YOU 

begging to promote your products”  (they want to know the secret) 

Go through the sales letter re-write the bullet points using the three 

examples above to give them a bigger punch. If you don’t have a sales letter, 

just go through the product and turn all the features into benefits.  



Step 4: Reveal the Price 

This is one area where most marketers fall short when selling low-cost 

items. If you position your offer as “Cheap”, that can have a negative impact 

on your conversion. 

Cheap implies low quality. A bargain makes people feel like they’re getting 

it for less than what they should be paying… 

So when you reveal the price, explain: 

 Why it’s a bargain – but not cheap! 

 Why you’re selling at such a low cost… 

 Why it’s such a good deal… 

Compare what they pay to alternatives. For example, if you’re selling resell 

rights to a product, you could explain that they’d have to pay $500 for the 

sales letter, $300 for the web design, and $100 for the reseller license. 

That’s a $900 value for just $27! 

Then explain how it saves them time, make their life easier, and have more 

time, freedom, etc.  

Reveal the price… 

Then tell them why you’re giving them so much value at such a low cost -

because you know that they’re going to love the content and they’ll buy 

more of your products in the future. 

Step 5: Add Some Bonuses 

The total value of the bonuses should be at least twice as much as the 

product… 

“And to make this deal a no-brainer, I’m going to throw in two powerful 

bonuses worth $97!” 



Limit the quantity of your best bonus: “And if you’re one of the first 50 

customers, I’m also going to give you…” 

Step 6: Minimize the Risk 

Minimize the risk for your customer with a 100% money back guarantee. 

Make it even more powerful by offering double their money back. 

Here’s an example: 

Risk Free, Iron Clad Double Your 

Money Back Guarantee 

When you invest in the "Your First Thousand" course, you will have 60 

days to test drive the system and make as much money as you want.  

If you're not 100% satisfied for any reason at all, just let me know 

and I'll give you a prompt, no-hassle refund immediately. 

Plus, if you don’t make at least $1000 in the next 60 days, and you can 

show me that you completed all the steps as outlined in the course…  

I’ll GIVE DOUBLE YOUR MONEY BACK! 

And you can keep the entire course, no matter what – as my way of saying 

“Thank you” for giving it a try. 

Step 7: Ask for the Order 

The final step is to add scarcity, and recap the offer, price, and guarantee. 
Create urgency to BUY NOW by placing a limit on the time or quantity of 
the offer: 

Time-Limited Offer 

 Offer a pre-launch discount and raise the price after 7 days 



 Run a dime sale where the price goes up 10 cents every 30 minutes 

 Have a fire sale where the price goes up $5 each day 

Quantity-Limited Offer 

 Release a limited number copies to protect the customers (if everyone 

starts using this technique, it will lose it’s effectiveness) 

 Limit the number of resell rights licenses to protect the sellers from 

too much competition 


