
 

 Your Sales Letter Customization Crash Course 

 
 

Introduction 

 
I want to welcome you to one of the most valuable and important resources in your 

entire Bold PLR membership. 

 

There are a ton of PLR sites out there that give you a couple of eBooks each month 

but what about the sales letter? 

 

There are some that include a sales letter but if I’m honest, most of these sales 

letters were thrown together extremely fast just to include for extra “value”. 

 

The worst part about these sales letters it that EVERYONE that is selling the product 

is selling it from that exact same sales letter! 

 

Talk about making it nearly impossible for you to even make any money in the first 

place! 

 

What do you think a potential customer is going to think if he or she starts looking 

around for a product and see more than one person selling the same book? 

 

The first thing that they are going to think, and this is something that other eBook 

vendors won’t tell you, is that this book is probably a scam.  They’ll have questions 

like the following running around in their head… 

 

“How are two different people selling the exact same book with the exact same sales 

letter by each claiming it under their own name?” 

 

As I’m sure you can see, this is a big red flag for anyone shopping for an information 

product on the Internet and yells out SCAM! 

 

The good news is that you already have customized your book (or are going to very 

soon) using the Be Unique Quick Start Guide included in your PLR Training section.  

This detailed guide shows you how to customize your book so that no person would 

even have a chance of recognizing it as a PLR book. 

 

Best of all, this process is fast. 

 

This manual on the other hand is all about creating the most important piece of the 

puzzle; a sales letter.  After all, if you don’t have a sales letter that gets people 

interested and makes them want to buy, you’re in big trouble and your business will 

never even get off the ground. 
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Now, I know that when you think about writing a sales letter or copywriting, you 

probably think about buying expensive courses, software and staying up for days 

trying to suffer through creating a letter. 

Either that or you think about hiring those multi thousand dollar copywriters that 

most of us just can’t afford. 

 

Those two hold backs are the entire reason that I created Your Sales Letter 

Customization Crash Course. 

 

You don’t need to buy ANY copywriting courses and you sure don’t need to spend a 

months pay to hire a pro copywriter. 

 

You’re probably thinking that you are going to end up with some lame sales letter if 

you don’t do either of the things mentioned above and in the past, that would be an 

accurate assumption. 

 

This course on the other hand smashes through those beliefs and shows you how to 

use the other tools we include with each one of your products to piece together 

without being a pro copywriter. 

 

In fact, I want to embed something very important into your mind in this 

introduction that is the mantra for this entire system… 

 

Re-Write 

 

You are going to be focusing mainly on re-writing content that you already have 

access to in order to craft a hot and converting sales letter. 

 

IN fact, the majority of the copy that you’ll be creating will be from existing copy 

that you can use, mix up and re-write into your own unique letter. 

 

The result after you go through this step by step course will be a sales letter that you 

can call your own and that no other reseller has access to.  It’s yours, it’s unique and 

it gives you a competitive edge in the marketplace. 

 

Another key point to remember is that this course is 100% complete.  Your entire 

sales letter will be crafted from every sub-headline, bullet, order form, opt in box, 

P.S. statements, guarantee and much more. 

 

All this will be done in order so that you have a sequential system to complete your 

letter and know that everything is getting done.  You’ll also be able to mark your 

spot in the process and return to it later if you want to break up the project into 

several smaller sessions.  This is a good idea for your first time through. 

 

However, most of you will probably get sucked into the process, which is graphically 

laid out with attractive screenshots and explained in extreme detail and will probably 

finish it from beginning to end the first time.  It really doesn’t take that long. 

 

Best of all, when you finish this system for the first time, all subsequent times after 

that will be much faster, easier and more efficient for you. 
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I know that you may have some worries in your head about how you are going to 

create a hot sales letter with the caliber of a top copywriter but let me assure you 

that you can!  This system gives you that power. 

 

Even when it comes to things like testimonials, we cover you!  While we can’t 

fabricate a testimonial out of thin air, we do show you more than one way that you 

can easily get your own testimonials quickly, easily and absolutely free of charge.  

This one thing holds people up so we made sure to cover that. 

 

Many people won’t get started because they think that there is going to be 

something that they need that isn’t included within a manual.  This is true is most 

cases on the Internet. 

 

I’m here to tell you that Your Sales Letter Customization Crash Course contains 

every last thing you need.  We go through an entire sales letter, step by step, word 

by word. 

 

I actually craft the copy for the entire letter right before you eyes so you can not 

only have the process explained to you but also demonstrated to you. 

 

When it comes to things you need like an HTML editor, I show you not one, not two 

but almost a half dozen absolutely free ones that you can pick and choose from. 

 

As I’ve previously stated, Bold PLR is my personal group of people who want to make 

a living on the Internet.  This NOT just some membership site where I throw a bunch 

of PLR at you and hope that you’re happy. 

 

Far from that! 

 

While you do get more PLR products every month than ANY other site on the entire 

Internet, you will get even MORE value out of the training that you’re going to be 

receiving.  As you can see, we already have a sweet collection of training guides 

throughout the member’s area as well as tools like sales letter templates. 

 

You may have even noticed the BonusPLR section, which gives you even more 

products with rights every month piling on even more value. 

 

And to top everything off, the training that you’re receiving is directly from the inner 

circle of my high priced coaching clients.  You’re getting everything that you need to 

succeed in these detailed and highly sought after coaching documents. 

 

But what you may not know is that we are expanding the training and we are going 

to be adding video, proprietary software and other incredibly valuable goodies to 

your membership. 

 

This is not a 1-month, 2 month or even 12 month plan either.  We plan on adding 

new training, tools and resources to your member’s area every month beyond the 4-

5 PLR products that you pay for every month forever. 

 

Now that I’ve driven home my commitment to your success and hopefully ignited a 

bit of a fire under your but, we can both start this manual together and create our 

first sales letter in excited fashion. 
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Don’t delay and think you’ll come back to it later.  Locate your sales letter template 

in the Site Builder section of your Bold PLR member’s area and download it and unzip 

it to your desktop. 

 

Once you’ve done that, move on through this manual, which will start you off getting 

the HTML Editor software that you need for free! 

 

If you have any questions regarding the process we’re about to share with you or 

need to contact us to clarify anything for you, please don't hesitate to contact us via 

our support department... 

 

http://www.JeremyBurns.com/support  

 

Without further a due, let’s get started and get on track to creating your first 

profitable sales letter without having to write a bunch of copy from scratch! 

 

To your success, 

 
www.PLR.cash  
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Your Sales Letter Customization Crash Course 

 
If you’re reading this then that probably means that you’re ready to start work on 

your sales materials for your books or at least one of them. 

 

That’s a great position to be in!  This is a course on how to use all of the resources 

that we give you in the Bold PLR membership site in a hybrid way to create a great 

sales piece almost effortlessly. 

 

Make sure that you review this manual because it’s going to show you how to NOT 

have to write copy from scratch but have tips, ideas and tricks to follow along the ay. 

 

We could have just included a long copywriting course on how to write coy but the 

main reason you signed up for Bold PLR was because you DIDN’T want to create new 

products or entire sales packages to sell your products, right? 

 

One thing that I want to address right from the beginning is that this course isn’t just 

a guide teaching you to copy and paste from your included documents such as the 

Fast Action Ideas or the Product Analysis documents. 

 

Could you just copy and paste from these documents and have excellent copy? 

 

Yes, to an extent. 

 

The one drawback is that there will be hundreds of other Bold PLR members out 

there and if everyone does this (or even just a handful), there are going to be people 

out there all trying to sell the same product with the same sales letter. 

 

Think about this question… 

 

Do you think it would be harder or easier to sell a product if you are the only person 

advertising that product and the only person using your unique sales letter? 

 

Obviously it would be hard to make a sale if you are using a letter that a dozen other 

resellers are also using.  Not to mention, you’ll never get any pull with Google (or 

traffic) because of their duplicate traffic penalty. 

 

Now, don’t think that I’m trying to work up to saying that you need to write a 

complete sales letter from scratch, far from that.  You can actually create an entire 

sales letter, e-mail or any other kind of advertisement using the tools we provide you 

extremely easier and faster than you might be imagining. 

 

Now it’s time that you get familiar with the two documents that you are going to be 

using in your journey of creating an appealing and high converting sales message. 

 

Document #1 – Your Fast Action Ideas Document 

 

As you may have noticed, every month you get a document called the Fast Action 

Ideas document that is included with every single product that comes with that 

months membership. 

This document is packed with copy ideas and idea starters that you can use to put 

together a sales message that gets results. 
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Let’s go over the sections that come included with your Fast Action Ideas document… 

 

Headlines – This section will contain 5 awesome headlines that you can use in your 

copy creation.  These make headline creation incredibly easy. 

 

Content Ideas – Content ideas is a section packed with ideas that you can use to 

guide you through the meat of your copy.  This is a great place to grab ideas, related 

phrases or ideals of interest to the market you’re targeting. 

 

Bullet Point Benefits – This section contains bullets that are benefit laden and meant 

to draw on the needs, wants, desires and pains of your target market. 

 

Sub-Bullet Point Benefits – These are basically short, more precise bullets that can 

be used in a variety of places throughout your copy. 

 

Sub-Headlines – This section contains sub-headlines that you can sprinkle in major 

sections of your copy such as guarantee, order form or testimonial areas to make a 

bigger impact. 

 

Google Adwords Ads – These are ads that you can use as models to start your own 

high traffic Google Adwords campaigns immediately upon downloading your new 

products! 

 

As you can see, there is a ton of copy creation material available for you in the Fast 

Action Ideas document. 

 

Obviously it’s expensive to hire a copywriter in any capacity and writing copy from 

scratch can be very difficult unless you’re a seasoned copyrighter. 

 

With the addition of the Fast Action Ideas document and this customization guide, 

you have everything you need to create a high converting and low resistance offer 

for your potential customers. 

 

Best of all, your letter is going to be completely unique and you will have your own 

original angle and offer for people in the marketplace. 

 

The next document that you get with each of your products every month is the 

Product Analysis document.  While not directly created for the creation of copy, it can 

be used as a tool for just that. 

 

Let’s go over what’s included in your product analysis document… 

 

Document #2 – Your Product Analysis Document 

 

Google Adwords Analysis – This section breaks down the most common keywords for 

your particular product and analyzes what you can expect to pay for those keywords. 

 

Description – This is a description that was meant for you as a brief description of 

the product as well as a peek into the content of what the book is about.  This will 

give you brief overview of the book. 
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Keyword Food – As you probably noticed, this section provides you with a bunch of 

keywords that you can use in bidding for traffic via Google Adwords or any other Pay 

Per Click campaign.  What we really recommend is that you use these as a starting 

point in your own keyword research so that you can find hundreds of other lower 

competition keywords and key phrases. 

 

Potential Titles – This section has 5 potential titles that you can use for your book.  

As discussed in the “Be Unique Quick Start Manual”, you should always customize 

your own title using these as a foundation for a good title for your eBook. 

 

Market Research – This section has links to the best sites in the industry related to 

your particular eBook.  You can find tons of up to date information on these sites to 

further develop your knowledge of that niche. 

 

Now you might be wondering just what this document can do for you in terms of 

creating a custom sales letter and that’s a good question. 

 

The Google Adwords Analysis combined with the Keyword Food section is incredibly 

powerful in finding terminology for your copy.  What I mean is that when you are 

crafting your copy from the ideas in the Fast Action Idea document, you can use 

these keywords in your advertisements. 

 

These keywords are words that people are actually searching while looking for the 

information that you are going to be providing. 

 

This is important because by using these keywords and key phrases, you are 

speaking in the exact language and terminology that they are.  This will allow you to 

more deeply connect with any potential customers and make more sales as a result. 

 

So the main thing to use the Google Adwords Analysis and Keyword Food for is to 

add the “language” of your potential customers into your copy so that you’re 

speaking their lingo. 

 

Next in the Product Analysis document is the Description.  This section is less sales 

focused description of the book when compared to the Content Ideas in your Fast 

Action Ideas document.  This can be used as additional copy food that you can flesh 

out and add your own flare to. 

 

Another thing you might consider when looking at this Content Ideas section is using 

it as the base for a “back of cover” advertisement for your book.  You know what I’m 

talking about; the short synopsis on the back cover of a book that usually gives you 

a few paragraphs about the book and why you should buy it. 

 

Next up is the Potential Titles section, which gives you 5 titles that you might use for 

your book.  This can be used for copy in a number of ways.  As you may notice, 

these titles are really short form headlines.  Do you think you could customize them 

a bit and use them as more bullets, headlines, sub-bullets or sub-headlines?  Sure! 

 

You might even use them each as a different base to create several titles of your 

book as recommended and described in detailed in your “The Market Multiplier Quick 

Start Guide”. 
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Now, you may be thinking that the market research section isn’t really made for 

helping you with your copy but that’s far from the truth. 

 

In fact, this may be the more powerful tool you have in creating a cutting edge letter 

that gets the sale. 

 

What I’m talking about is the fact that the latest news and discussions surrounding 

your copy are available on these sites. 

 

We hunted these sites down and found them to be hotbeds of information, discussion 

and content all related to your specific eBook. 

 

You really want to spend a little bit of time navigating these sites so that you can 

have a working knowledge of the market and the current trends that people will be 

searching out when looking for information related to your eBook. 

 

You might find certain buzz words or new technology or developments that have 

come out related to your eBooks subject matter that would make a great angle for 

the copy of your book or maybe a great up-to-date headline for your sales letter. 

 

If you can integrate a current news event that your prospects have probably heard of 

into your copy you will be looked at as a more up with the times type of business 

and will be trusted more. 

 

Make sure that you give these market research links a look over. 

 

Now that you are familiar with the documents that you’ve received with each of your 

products, it’s time to star actually implementing it into your actual sales letter. 

 

To do this you need to head over to the Site Builder section of your Bold PLR 

members area and download “The Official Bold PLR Fill In The Blank Sales Letter 

Template”. 

 

This template is completely setup for you. All you have to do is open it in your 

favorite HTML editor and you're off to the races. 

 

It's even pre-filled with text that shows you how your text should look in the page. 

This text also includes instructions for what to write here and how to do it quickly. 

 

This one tool alone will have you creating tons of hot sales letters for your products 

every month! 

 

If you do not currently have an HTML editor such as Adobe's Dreamweaver or 

Microsoft's Front Page check out these FREE alternative HTML editors at: 

 

http://jeremyburns.com/FreeStuff/htmleditor 

 

IMPORTANT: You will notice the graphics on this template are for one of my other 

products.  These are just in place to show you where your graphics will go.  Clearly 

these are not the graphics you will use on your BoldPLR product. 

 

You will want to have your own graphics created for your product at a site like: 

 



 

 Your Sales Letter Customization Crash Course 

http://www.absolutecovers.com 

 

Tell Ovi that Jeremy Burns sent you. 

 

Once you’ve got your HTML software in place, open up the index.html page so that 

you can now edit it. 

 

Now, before we actually get into editing the page, I want to take a second to discuss 

the actual template with you.  Take a minute and go through the template reading 

the text in each section.  You’ll notice that each section has text that explains what 

you should put into this section as shown on the next page… 

 

 
 

 

As you can see, there is a brief paragraph that tells you exactly what you should put 

here and it’s repeated over and over to fill out that section. 

 



 

 Your Sales Letter Customization Crash Course 

You’re goal here should be to fill in that section with the recommended content at 

roughly the same length of all the text in that section have a well laid out and eye 

pleasing sales letter. 

 

The reason that the same text was repeated in each section is to show you a 

recommended amount of text that should appear here.  This will give you a good-

sized sales message and also keep your web page looking just as we planned. 

 

We haven’t left anything to guess or wonder here as you can see with the site 

template.  You just fill in the content and you have a nicely formatted sales letter 

ready to go. 

 

Now you may be wondering just how you are going to come up with the content for 

your sales letter and by looking at the template it may seem a bit overwhelming. 

 

Don’t worry, it’s a very easy process using the included Fast Action Ideas and 

Product Analysis Documents and shouldn’t take too much time at all. 

 

Best of all, I’m going to actually show you how to do it step-by-step in this guide.  

You’re going to walk through a real example using on the actual Bold PLR products 

and we’re going to go through the letter step by step and create a finished letter! 

 

All you have to do is follow the steps and you’ll be well on your way to generating 

that exciting first sale of your product! 

 

Before we actually get into creating your copy, it’s vital that you read both the Fast 

Action Ideas & Product Analysis document in their entirety.  I also recommend that 

you check out the market research links and navigate around the site as well so that 

you also have some current market knowledge. 

 

Now that you’ve done that, let’s get started without any delay… 

 

The first thing that you need to change is the headline at the top of the page which 

looks like this… 

 

 

 
 

As you know, you have a set of pre-written headlines that you can use to come up 

with headlines for your own copy in your Fast Action Ideas document. 

 

In this example we will be using the Cosmetic Surgery product as a case study for 

creating a sales letter through the entire course of this quick start manual. 

 

So the next thing that we need to do is open up the “Fast Action Ideas” document for 

the Cosmetic Surgery product. 

 

Once you have the document open scroll down to the headlines section, which will 

look like this… 
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Continued on next page… 

 

 
 

As you can see, there are 5 headlines for you to choose from.  For the sake of our 

tutorial we will be selecting the first headline and then customizing it for your 

particular letter. 

 

That headline is… 

 

If You’ve Been Considering Getting A Procedure Done, Here’s Your Ultimate 

Guide To Plastic Surgery Success & Your Happiness! 
 

As we’ve repeatedly stated, you want to re-word this headlines or make some 

changes to it so it’s your own unique headline. 

 

Here’s what I would do to rework this headline in the easiest possible way while still 

making it totally original to me and my website… 

 

Have You Been Considering Getting A “Procedure” Done?  If So, You Need To 
See The Ultimate Guide To Plastic Surgery Success & Results! 

 

As you can see, all I did was turn the first part of the headline into a question and 

then turn the last part into an answer.  Pretty easy right? 

 

It’s a proven fact that questions work incredibly well when creating headlines 

because they get your prospect thinking about their potential problems and asking 

themselves even more questions related to that problem. 

 

The next part of the sales letter that you need to customize is the sub-headline and 

entry copy, which looks like this… 

 

Continued on next page… 
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This section is to draw your reader deeper into the page and get them engaged in 

reading the text of your page while inducing some kind of emotional state. 

 

To do this, let’s go back to our “Fast Action Ideas” document for the Cosmetic 

Surgery product and scroll down to the Sub-Headlines section, which looks like this… 
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Once again, we’ll be taking the top headline and using it to customize our letter 

which is… 

 

Are You Among The Thousands Of Other Curios People That Want To Find Out 
More About The Latest, Greatest “Procedure”? 

 

As you can see, this is a question so we can’t turn it into one. 

 

However, here’s what I would do to change this headline while keeping it’s original 

flare… 

 
Join The Thousands Of Other Curious People Who Opted For The Latest, 
Greatest “Procedure”! 

 

All I did was turn the question into a command while removing a few words.  This is 

another great example of how to customize a headline or sub-headline without 

having to write one all by yourself. 

 

The next section that we need to work on in our Cosmetic Surgery sales letter is the 

paragraph that should hit on an emotional state. 

 

For ideas to start let’s open up our Fast Action Ideas document and scroll down to 

the Content Ideas section which looks like this… 
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There is a lot of good copy in this section that we could use as a starting point but 

with the thought of “emotion” in mind, this passage looks very promising… 

 

If you’ve been considering “getting with the times” and trying to make some 
major physical changes in your life, the time has never been better than now! 
 

Reinventing yourself has never been so easy, safe, affordable and extremely 
fulfilling! 
 
Cosmetic Surgery is at an all time high in terms of the number of people 

getting work done and the number of people being extremely satisfied with 
what they have done. 
 

Here’s how I would re-word this to make it work for our opening paragraph at the 

top of our sales letter… 

 

How would you like to make major, physical changes in your life starting right 

now? 
 
There is a fulfilling, affordable and safe way to reinvent yourself by getting 

with the times! 
 
There’s a reason that so many people have opted for a surgical procedure and 

that reason is that these people find that they are extremely satisfied with 

what they’ve done afterwards! 
 

As you can see, all I really did was rearrange a few words and turn a few statements 

into questions.  If you look close you’ll notice that I just went through each sentence 

and re-worked it. 

 

This isn’t rocket science folks.  All you have to do is use the tools we provide you to 

really customize your sales letter and you’ll have a totally unique product and 

offering for all of your buyers. 

 

The next step in the sales letter is the opening copy section of the letter itself, which 

looks like this… 
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As stated in the sales letter template, t his paragraph is meant to convince the 

reader that your letter is worth reading while talking about some of the problems 

they may be having. 

 

To start work on this section, we’ll go back to our Fast Action Ideas document and 

check out our Content Ideas section, which looks like this… 

 

 
 

Keeping in mind that we want to give the reader a reason to stay, here is the 

selection in the Content Ideas section that stands out to me… 

 

Would you like to learn how to quickly analyze your body to determine what 
procedures would help you become a better you? 

 
If you’re interested in getting a procedure done, the Cosmetic Surgery book 
will help you in a big way. 

 

You’ll learn everything that you need to know when it comes to determining 
what kind of procedure you need (and don’t need) as well as how to find a 
perfect plastic surgeon that you can trust. 

 

You’ll also discover the truth about liposuction, tummy tucks and high profile 
facial procedures and be able to determine if they are right for you. 
 

Here’s what I would do to customize this section and make it unique… 
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If you’ve even been softly considering the idea of plastic surgery you 

absolutely need to read this letter. 

 

You’re going to learn how to analyze your body to determine what procedure 
may help you look younger. 

 
You’ll also find out how a resource that no one knows about may be able to 
help you in a big time way before and during getting your work done. 
 

If you’ve been wondering what kind of procedure you might need and what 
you definitely don’t need, you’re going to find out how to pin point that as 
well.  Also covered is finding and working with a quality surgeon. 

 
Liposuction, tummy tucks and facial procedures are all covered in detail so 
you can determine if one of these “fountains of youth” may be for you. 

 

Are any of the above major changes?  Absolutely not.  In fact, I made very minimal 

changes.  Really all I did was reword the questions and sentences while keeping the 

exact same meaning. 

 

You may be wondering, “Why should I just reword everything?” and the answer is 

this… 

 

Because no one else will re-word the copy the same way that you do.  We are all 

different and unique people with different backgrounds and life experiences, which 

means we all use language a bit different. 

 

That means that just be rewording things in YOUR own words, you will create a 

totally unique sales letter for your potential prospects. 

 

Best of all, it will be in your words, your personality and have your flare which will 

connect with your customers on a personal level. 

 

In addition to rewording the copy above, I would also recommend that you add in a 

bit of your own content into the mix.  I’m talking about some commentary that 

comes to mind when reading through the copy. 

 

For me, I added this to the end of the above copy section… 

 

If any of this sounds of interest to you or you’ve been “on the fence” about 
that surgery, this letter may very well give you all of the information you 

need to create a better, new you! 

 
Go ahead and continue to see if a cosmetic surgery procedure might before 
you and what kind of results you can expect… 

 

All I really did as wrap up what I stated in the above section and re-emphasize what 

I’ve been saying in different words.  You’ll also notice that I encourage the reader to 

move on.  This is a great way of guiding them along in the letter. 

 

The next piece of copy that we’re going to work on is the headline and content right 

below the coy above which looks like this… 



 

 Your Sales Letter Customization Crash Course 

 
 

As you can see, we’re now at the sub-headline section and have a description of the 

kind of copy that we need to insert into the body of this section. 

 

To create this sub-headline, let’s go back to our Fast Action Ideas document and go 

to the Sub-Headlines section which looks like this… 

 

 
 
For simplicity’s sake, we’ll use the second sub-headline as our starting point. 
 

To make this unique, here’s what I would do… 
 

Get An Excellent Facelift & Recover Quickly By Using A Reputable Surgeon 

That’s Also Affordable?  You’re About To Discover How!… 

 
As you can see, I really did nothing but switch the words around by wording the sub-

headline into my own words.  I’m sure that you can see how easy this really is. 

 

Next up is the content section… 

 

This section asks for copy that you talk about current problems that they may be 

experiencing related to the subject as well as current trends or technology that may 
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be of interest.  It also asks for some story like copy to add a personal touch to your 

letter. 

 

The first thing that you want to do is relate to some of the problems they have.  

What’s one problem that everyone has when researching a certain subject? 

 

Worry or fear of pain. 

 

More specifically, while using our Cosmetic Surgery case study as an example, they 

may have fear of getting surgery that’s not required. 

 

I would play off of that fear. 

 

You would start off saying something like… 

 

We’ve all worried about what it might be like to get an “elective” surgery and 

felt the fear of what “could” happen.  That’s normal but what you don’t know 

is that most all Cosmetic Surgeries are performed flawlessly! 
 
The stuff you see on TV and hear through the grape vine is usually not true at 

all.  In fact, Cosmetic Surgery is one of the safest forms of surgery on the 
planet! 

 

That would be a good start to the emotional pull that we need to add in this section. 

 

Now it’s time to add something newsworthy, current and up-to-date to our copy to 

show people we are current on up and coming trends. 

 

Don’t worry; this is actually a very easy process. 

 

All you have to do is open up your Product Analysis document and scroll down to the 

Market Research section, which looks like this… 

 

 
 

The next step is to simply click on one of the links and load up the page.  We’ll click 

on the first link at PlasticSurgery.org which bring up this page… 
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You’ll notice that on the right side of the page, there is a section with the heading 

“News in Plastic Surgery”.  Below that heading is an assortment of links to related 

news stories. 

 

There is also a link below the news stories that isn’t visible in the screenshot above 

that says [all recent news].  Let’s click that link which will bring us to the news page, 

which looks like this… 
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On this page you’ll see a selection of news stories that PlasticSurgery.org has 

released to the media via press release. 

 

Let’s select one for copy ideas to use in our copy.  I immediately notice this one… 

 
“Each Day, Plastic Surgeons are Reconstructing Lives: Restoring Function, 

Improving Appearances, and Elevating Self-Esteem” 
 

Let’s click on that story which will bring us to this page… 

 

Continued on next page… 
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Focusing just on the content in the portion of the article you can see above, do you 

see some information here that could be useful in our copy? 

 

Before right the copy, let’s bring down the copy we’ve created so far including our 

sub-headline… 

 

Get An Excellent Facelift & Recover Quickly By Using A Reputable Surgeon 
That’s Also Affordable?  You’re About To Discover How!… 

 
We’ve all worried about what it might be like to get an “elective” surgery and 
felt the fear of what “could” happen.  That’s normal but what you don’t know 

is that most all Cosmetic Surgeries are performed flawlessly! 

 
The stuff you see on TV and hear through the grape vine is usually not true at 

all.  In fact, Cosmetic Surgery is one of the safest forms of surgery on the 

planet! 
 

Now let’s add in our new bit of copy from the article above… 

 

In fact, more than 5 million procedures were done successfully in 2007 alone!  
That means that more than 13,000 procedures are successful completed daily 

and changes lives for the better. 
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We’re talking about breast enhancement, facelifts and even doctors helping 

people who have been injured and scarred. 

 
For example a 51 year old woman was recently kicked in the head by a filly 
and had over 100 broken bones in her face and plastic surgeons have almost 

fully reconstructed her face back to it’s original state! 
 

This goes to show you that whatever your desire or need for a procedure, it 
can be done safely and effectively! 

 

Do you see how easy it was to reword the story in this article into directly applicable 

copy that we can use in our letter?  Also take notice how it blended perfectly with the 

subject matter of the copy right before it. 

 

That completes the copy for this content section.  How easy was that? 

 

Can you see how using the Product Analysis & Fast Action Ideas documents along 

with the research tools we give you makes creating copy a true breeze? 

 

The next copy section that we need to work on start right below this and is similar in 

the way that it looks on the page.  It looks like this… 

 

 
 

As you can see, this section asks you to either mention another story or expand on 

the one that you mentioned above in an interesting way.  You also need to talk about 

solutions that haven’t worked for your potential customer as well as the frustrations 

that they and you have experiences.  You’re trying to relate with their feelings and 

be one of the “group”. 

 

This section is actually going to be pretty easy and can really be written without 

reference to the other documents by continuing on with what you covered in the last 

copy section and expanding on it. 
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We do need to reference the sub-headlines section in our Fast Action Ideas 

document for a sub-headline thought so let’s open up that document and scroll down 

to the sub-headline section which looks like this… 

 

 
 

We’ve used the first two in previous sub-headlines so we’ll work with the third one in 

this one.  Of course we want to reword it just like we did the other ones. 

 

You’re probably starting to get the hang of this now and you’re probably getting used 

to putting things into your own words so that they are unique to you as well as 

reflective of your personality. 

 

Here’s how I would reword the third sub-headline… 

 

Guarantee A Perfect Plastic Surgery Procedure While Safe Guarding Yourself 
Against The Common Pitfalls That Others Face… 

 

Again, all I really did was change where some of the content of the sub-headline was 

and reworded it a bit.  In essence, the headline says the same thing but it says it in 

“my voice” so no one else will think I’m using some standard reseller letter. 

 

Now that we’ve done our sub-headline, it’s time to work on the content for this copy 

section.  As I stated previously, we don’t really need to reference any of our 

documents for this section because we will be continuing and expanding on some of 

our past copy which is actually pretty easy. 

 

First, go back and check out the previous copy that we put together from the last 

section.  As you can see, we talk about the pain of possibly getting a bad 

“procedure” done which invoked fear in the reader. 
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Now, let’s talk about possible solutions to that problem in the start of our next copy 

section… 

 

As you learned in the previous section, if you don’t know what to look for 
when choosing the right procedure for you, there can be horrible 
repercussions. 

 
The good news is that you don’t have to worry. 
 
With so many people getting procedures done (millions a year), the process 

of plastic surgery is extremely safe.  In fact, the recovery times for plastic 
surgery are some of the quickest out of ALL surgical procedures. 
 

That makes it easy to get a procedure done, recuperate quickly and get back 
to your normal life. 
 

The only difference that you’ll find after your procedure is that your life isn’t 

so “plain” and “normal” anymore! 
 
When you look a little younger and feel a little younger, people notice and life 

sure is a lot more fun! 
 
You’re probably looking forward to learning how to decide on the right 

procedure for yourself. 

 
You also probably want to know how to locate a surgeon and evaluate him to 

make sure that you can trust him. 
 

Thankfully, you’re going to learn about all of that today through a cool little 
resource… 

 

Now, as you can see, I brought down much of the emotions that people have with 

regard to fear and worries they might have. 

 

The big thing that I did was transition this into a positive by reassuring them 

procedures are safe and then going into the positive emotions and effects that they 

are going to experience after they go ahead and get a procedure done. 

 

Next you’ll see the transition into mentioning that they are going to get access to 

something that is going to make their journey much easier without actually revealing 

what it is.  This is done to transition them into the next section that will start 

introducing your eBook! 

 

Now we are on to the next copy section, which is going to start to bring your 

potential customer closer to making an actual purchase. 

 

This section looks like this… 

 

Continued on next page… 
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Now, as you can see, the headline here is different from those that we’ve done in the 

past.  This headline needs to be a benfit that directly relates to your eBook.  In fact, 

it needs to be the biggest one. 

 

This can be a number of things.  Safety, life after the procedure, affordability. 

 

For the sake of consistency we’ll go with the safety topic as that has been some of 

the focus of our copy up until this point. 

 

So here’s a headline that I would put together… 

 

“How To Decide Which Plastic Surgery Procedure Is For You & How To Make Sure It’s 

Performed Safely With Perfection” 

 

As you can see, we basically brought down some of the topics in the copy content 

we’ve written so far and put it into a benefit-laden statement. 

 

If you’re having trouble coming up with a headline, here’s a template you can use… 

 

“How To ____________________ & _____________________” 

 

That simple template really breaks down the process of writing the standard “How 

To” headline.  Don’t try to over think it; just insert two benefits, read it aloud for 

clarity and smoothness and you’re done! 

 

Next we need to add a sub-headline.  The first step in this process is to open our 

Fast Action Ideas document and scroll down to the sub-headlines section which looks 

like this… 

 

Continued on next page… 
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For this example, we’ll select the fourth sub-headline to work with.  Here’s how I 

would re-write it… 

 

One Easy Cosmetic Procedure = A Younger You With A Newly Spirited Life! 

 

This sub-headline does nothing more than rework the original sub-headline and turn 

it into something with more of my own personal flare. 

 

By going through these exercises with me, you are learning how to re-work and re-

word copy so that you can do this yourself from now on. 

 

It’s not rocket science and once you do it a few times you will start building up that 

re-writing muscle! 

 

Next we’re on to the next portion of this section, which are the benefits that we need 

to insert. 

 

This is where we are going to pile on the benefits of our product so that our potential 

customer starts really getting interested. 

 

The first thing we need to do is open up our Fast Action Ideas document and scroll 

down to our Bullet Point Benefits section which looks like this… 

 

Continued on next page… 
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As you can see in the sales letter template, we need three bullet points so we’ll 

select the first three that you see in the Bullet Point Benefits section and use those 

are our working ground. 

 

We’ll just go down the list and re-write the first three… 

 

You Need A Surgeon With A Track Record!  Learn Where To Find One That’s 
Safe & Effective! 

 
How A Simple Afternoon Procedure Can Actually Activate The Fountain Of 
Youth In Your Life! 

 

Learn How Women Over 40 Can Beat Crows Feet, Skin That Sags & Drooping 
Eyes Using New Surgical Procedures! 

 

By simply re-writing the first three bullet points, I now have all the copy I need for 

the benefit statements!  Just plug them in and we’re done. 

 

As you have probably observed, all I did was move around many of the words, 

reword the sentence and maybe change a few words.  You don’t need to write copy 

from scratch at all. 

 

That wraps up our bullet point benefits and leaves us ready to move on to the next 

section in the sales letter, which looks like this… 

 

Continued on next page… 
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NOTE:  As you can see, the product images from one of our www.PLR.cash products 

are included in the template.  This is just a placeholder meant to be replaced with 

your own graphics. 

 

This section is where you actually introduce your product by name and show them 

what it looks like via a graphic. 

 

This is also where you introduce your product and let them know exactly what they 

can expect from your book in an enticing way. 

 

As the sales letter template says, you want to think about this section like the back 

of a book that you read when in a bookstore. 

 

This is where your prospect is either going to be excited about what you have to 

offer or where they’re going to run off because you’re trying to sell them something. 

 

The goal here is to make them see your book as the solution. 

 

The first step is the sub-headline.  To start off with, we need to open up our Fast 

Action Ideas document and scroll down to the sub-headlines section, which looks like 

this… 

 

Continued on next page… 
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To keep moving down the list, we’ll go with the 5th (and final) sub-headline that we 

have in our sub-headline section. 

 

Here’s how I would re-write it… 

 

Before Going Under The Knife, You Must Know These 10 Secrets… 

 

Now this sub-headline is different as you probably noticed in the explanation in the 

sales letter template.  We need to include our specific product name in the sub-

headline as the introduction to our product. 

 

This is actually a very easy thing to do. 

 

In my case, I would simply make the following change… 

 

Before Going Under The Knife, You Must Know The 10 Secrets Revealed In 

Cosmetic Surgery Exposed! 
 

All I did was add “Revealed In Cosmetic Surgery Exposed” to the end of the existing 

sub-headline and change The word These to The. 

 

Pretty easy right? 

 

Do keep in mind that Cosmetic Surgery Exposed was a mock title that I came up 

with and your will be different. 

 

That covers our sub-headline that introduces our product to our potential prospects.  

Now we move on to the introduction copy. 
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To start work on the copy to introduce our product, we’ll reference the Fast Action 

Ideas document and scroll down to the Content Ideas section as follows… 

 

 
We don’t need to create a huge amount of copy for this section but we do need to 

pick out directly applicable benefits to the book. 

 

Here is the selection I would use from the Content Ideas section… 

 

 
 

Next, we need to re-write this content into an enticing description of our book for use 

in this copy section. 

 

This is how I would put this together…
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As you probably know, there has never been a better time for making a 
change and using a “new age” approach to making a better you. 

 

You need something fulfilling but at the same time it needs to be safe, easy 
and also something that you can afford. 
 

The reason that you see so many people with extreme satisfaction when 
working with a Cosmetic Surgeon is because the process of cosmetic 
procedures has become common place and extremely effective. 
 

So if you want to get the best possible procedure done by a surgeon that you 
can trust and at a price that isn’t going to kill your savings, you absolutely 
need to check out the Cosmetic Surgery Exposed eBook. 

 
Any question that you could ever have possibly imagines is covered in this 
revealing book to put your mind at easy and confidence in your decision. 

 

You can see that I did nothing more than re-write each of the content pieces in order 

as and put them into my own words. 

 

On top of that, I added a little flare at the end by letting them know that all of these 

possible questions would be answered. 

 

That wraps up our section on introducing our book in our letter so that we can start 

to whet the appetite of our potential buyers. 

 

The next step in the sales letter has to do with proof of the claims you made in your 

copy and looks like this… 
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You’re probably familiar with the image above and recognize it as a testimonial or 

customer review. 

 

This is where you will show some social proof about your product, the claims that 

you’ve made through a real world voice that your potential buyers can level with. 

 

The first step in customizing this section is to create the sub-headline that it asks for.  

This sub-headline is different form the ones that we’ve worked on in the rest of the 

course in that we won’t be using any template copy to create. 

 

The reason for this is because this sub-headline is meant to segway them into what 

“people like them” are experiencing with your product. 

 

This is actually very easy and this is one that I would possibly use in my own copy… 

 

“Here’s What Just One Of Our Satisfied Customers Had To Say”. 

 

You could also say… 

 

“Tons Of People Love The Cosmetic Surgery Exposed eBook Including _______…” 

 

In the blank you would insert the real name of the person that you have a customer 

testimony from. 

 

That’s really all there is to the sub-headline portion of this section. 

 

The next portion requires that you actually get a person to write you a testimonial 

about your product. 

 

I realize that you probably don’t have a customer yet but you could just have a 

friend or family member read your book and write you up a testimonial.  You might 

even be able to exchange testimonials with other Bold PLR members to help each 

other out ☺ 

 

Once you have a testimonial, plug it into the template and make sure that it looks 

nice in the box. 

 

Don’t underestimate the power of testimonials.  Some people will just delete these 

boxes and that’s a big mistake because they let your potential customers see other 

people just like them using your product and getting good results. 

 

If you have to ask a family member for a testimonial, do it because it will result in 

increased conversions with means that you make more money every month, which is 

what matters most! 

 

That wraps up the testimonials section. 

 

The next section is another copy section, which looks like this… 

 

Continued on next page… 
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For this next copy section, the first thing that we need to address is the sub-

headline. 

 

To do this we need to open up our Fast Action Ideas document and scroll down to 

the Sub-Headlines section. 

 

This section looks like this… 

 

Continued on next page… 
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As you have probably realized, we have used all of the sub-headlines in our Fast 

Action Ideas document. 

 

I can hear you worrying now; “ohh no, now I have to write from scratch” and let met 

first tell you that’s not the case! 

 

What we are going to do, and you’re going to love this, is simply start back over at 

the beginning of the sub-headline list and use the first one AGAIN! 

 

You might be thinking, “but we already used that headline” and you’d be absolutely 

right but the good news is that you can absolutely use it again. 

 

You see, sales copy is a lot about repetition and making sure that your prospects 

fully understand your offering and all elements that it offers to them. 

 

No obviously we are going to be re-writing the headline differently so it isn’t 

“actually” the same exact headline.  People will never notice it and it will blend 

extremely well with the rest of the letter. 

 

The first thing that we’ll do is bring down the original re-write that we did of this 

copy when we first used this sub-headline… 

 

Join The Thousands Of Other Curious People Who Opted For The Latest, 

Greatest “Procedure”! 
 

The next step is to re-write the first sub-headline in a way that’s different from the 

way we first did it. 

 

Here’s how I would do this… 
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Is The Newest Cosmetic Procedure For You?  You Deserve To Know The Truth 

Just Like Thousands Of Other People! 

 

  

As you can see, all I really did was re-word the sub-headline and break it up into a 

question and statement combination.  The meanin is virtually the same and the best 

part is that it really ties in with our eBook that we’re selling. 

 

That covers creating our sub-headline. 

 

Next we need to get moving on the content section of this particular portion of the 

letter. 

 

This section is all about defeating objections so that your customers have no reason 

“Not” to buy.  You really want to think from the mind of your potential customer 

here. 

 

The first thing that we’ll do is open up the Product Analysis document and scroll 

down to the Description section which looks like this… 

 

 
 
This simple piece of content is going to help us come up with our own objections 

piece by piece so that we can then defeat those objects. 

 

Let’s just go through the copy one paragraph at a time and note objections… 

 

Paragraph 1 – Why do you want plastic surgery?  What procedures are right for me? 

 

Paragraph 2 – Should I get liposuction, a tummy tuck, breast augmentation or a 

facial procedure? 

 

Paragraph 3 – What is the recovery process like?  How long does it take?  Is there a 

way to make recovery a faster process?  Where can I find a reputable and trust 

worth surgeon?  How do I form a good relationship with my surgeon? 

 

Now, this is a pretty basic process.  All I did was go through each paragraph and re-

phrase everything in the paragraph that had to deal with plastic surgery and re-

worked it as a question. 
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That’s all an objection is; a question.  This is a very easy process. 

 

However, some people may have trouble with this.  If that’s you, give it some more 

time and be patient.  As an alternative, you could go back to the same person that 

you asked for a testimonial and now ask them to write down all of their questions. 

 

Ask them “What kind of questions came into your head about the subject and what 

left you wondering?” 

 

In many situations, you will find that you family member or friend can help you out 

in developing yoru list of questions that you can use to form your copy. 

 

When you’ve put together your list of questions, it’s time to list them out and turn 

them into copy that we can use in our letter. 

 

Let’s do this with the ones we created above… 

 

Why do you want plastic surgery?  What procedures are right for me? 
 
Should I get liposuction, a tummy tuck, breast augmentation or a facial 

procedure? 
 
What is the recovery process like? How long does recovery take? Is there a 

way to make recovery a faster process? 

 
Where can I find a reputable and trust worth surgeon? How do I form a good 

relationship with my surgeon? 
 

You might be wondering how you are going to turn this into useable copy and the 

good news is that you are going to simply answer the questions in relation to the 

content of the book you are selling. 

 

So here’s how I would do this… 

 

Why do you want plastic surgery? What procedures are right for me? 

 

Deciding if you want to get a procedure is a big step that requires you to take 
the necessary mental and logical steps located in the Cosmetic Surgery 

Exposed eBook.  You’ll learn exactly how to analyze these important factors. 
 

Should I get liposuction, a tummy tuck, breast augmentation or a facial 
procedure? 

 

There are a ton of procedures that you have available to you so which one is 
right for you?  This is a vital part of moving forward and making sure that 
you’re not doing “too much” or “too little”.  Cosmetic Surgery Exposed shows 

you how to make sure that you are getting the right procedure as well as 
avoiding “conservativeness” that may hurt your chances at a successful new 
you! 

 

What is the recovery process like?  How long does recovery take?  Is there a 
way to make recovery a faster process? 
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We all worry about the healing process but the good news is that through new 
technology, healing is fast and extremely transparent.  Cosmetic Surgery 

Exposed shows you which procedures produce what kind of recovery 

situations and when you can expect to be back in your new life! 
 
Where can I find a reputable and trust worth surgeon?  How do I form a good 

relationship with my surgeon? 
 
If you don’t have a surgeon that you can trust, then you’re in big trouble!  In 
Cosmetic Surgery Exposed you are going to learn how to find the best 

possible surgeon at an affordable price.  You’ll also learn why a good 
patient/surgeon relationship is essential and how to form one. 

 

If you need a little more of an explanation as to how to answer these questions, 

don’t worry! 

 

As you may have noticed, all we are doing after each question is reaffirming the pain 

or worry that they may have in regards to that questions and then assuring them 

that all is going to be okay and that answer will be revealed to them in the eBook. 

 

Of course we say it in a way that comforts them into a buying decisions but also 

guides them further into the buying process. 

 

This is probably one of the more labor intensive parts of the copy but the truth is, it’s 

actually pretty easy.  Once you do it for the first time, all times you perform this 

action in the further will be a piece of cake! 

 

The next section that we need to work on is the opt in section which looks like this… 
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This section is incredibly important because this section is what is going to give you 

the chance to connect with prospects that didn’t initially buy from you and draw 

them back into your sales message so that you can produce more future sales. 

 

Remember the statistic that it takes 7-12 exposures to your sales message before 

90% of your prospects will ever buy from you. 

 

This is due to one strong factor; trust. 

 

By following up with people you can create a ton more income for yourself and the 

best part is that you can do it 100% automatically. 

 

As you probably noticed in the sales letter template, we recommend a service called 

www.automatic-responder.com for your mailing list management… 

 

 
 

We’ve found this company to be extremely reliable and also affordable so if you don’t 

have mailing list management already in place, make sure that you get over to the 

site and signup for an account today. 
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They have great tutorials and instructions within the site on how to setup your 

mailing lists, add auto responder messages as well as how to generate an opt in 

form code that you can then just paste into the pre-made box pictured above in your 

sales letter template. 

 

For the messages, I recommend that you customize the 25 articles that you receive 

for each of your products using the same process described in the “Be Unique Quick 

Start Guide” in the training section of your Bold PLR member’s area. 

 

Then you can simply pop these into the auto responder and set them to go out once 

every 2-4 weeks and you’ll have 25 contacts in place over the course of one to two 

years!  Talk about automatic follow up! 

 

Once you do this, all you have left is the copy to get people to signup for your list 

and you’re done! 

 

To do this, I recommend that you ask a question to your prospect and then offer 

them benefits using sub-bullet points. 

 

First, let’s open up our Fast Action Ideas document and scroll down to the Sub-Bullet 

Point Benefits section, which looks like this… 

 

 

 
4 sub-bullets should be plenty for our opt in form so let’s re-write the first 4 above. 

 

I would do this in the following way… 

 

1) Finding Trustworthy Surgeons That Won’t Break Your Bank Account! 

2) Get Back To Your New Life Fast After A Procedure! 

3) The Tummy Tuck Truth… 

4) Shave Two Decades Off Your Appearance In One Step! 

 

Remember when I said to add a question to the beginning of your copy?  I meant a 

very simple question that you already know the answer to. 
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Here’s what I mean… 

 

If the prospect has read down to where your opt in box is located, they obviously 

have some interest in what you are offering. 

 

This is why I recommend the following simple, yet extremely effective question 

followed by this simple freebie statement… 

 

Are You Interested In Learning More About Cosmetic Surgery? 
 

You’re about to get free access to the following insider information… 
 
• Finding Trustworthy Surgeons That Won’t Break Your Bank Account! 

 
• Get Back To Your New Life Fast After A Procedure! 

 

• The Tummy Tuck Truth… 

 
• Shave Two Decades Off Your Appearance In One Step! 

 

The final step in completing the copy for our opt in form is to add some call to action 

copy at the end that simply asks your potential subscriber to take the action that you 

want. 

 

Sounds pretty easy right?  That’s because it is… 

 

“Go ahead and enter your first name and primary e-mail address into the 
forum below and click send.  After that, check your e-mail inbox for this 

special information!” 
 

So here’s your completed optin form sales copy… 

 

Are You Interested In Learning More About Cosmetic Surgery? 

 
You’re about to get free access to the following insider information… 

 

• Finding Trustworthy Surgeons That Won’t Break Your Bank Account! 
 

• Get Back To Your New Life Fast After A Procedure! 
 

• The Tummy Tuck Truth… 
 

• Shave Two Decades Off Your Appearance In One Step! 

 

“Go ahead and enter your first name and primary e-mail address into the 
forum below and click send.  After that, check your e-mail inbox for this 

special information!” 
 

That wasn’t all that hard at all, now was it? 

 

As you’re probably starting to see, this course isn’t about just creating some short 

sales message.  You are learning how create a full blown sales letter including all of 

the cool elements that you see on other sales letters. 
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This is because we want to see you succeed and by having things like testimonials 

and opt in forms you are going to maximize your up front conversion on your traffic 

as well as leverage people who wouldn’t have bought through your auto responder 

follow up activities. 

 

The next part of the letter that we need to work on is the section where you start 

listing bullet point benefits related to your product, which looks like this… 

 

 
 

This is another important part of your sales letter because many people just won’t 

read a sales letter. 

 

This isn’t your fault and there’s nothing you can do about this.  Some people just 

don’t like reading long sales copy. 

 

The good news is that they DO read bulleted lists so it’s important for you to have 

these in your sales letter so when you get someone that doesn’t ready long copy at 

your site, they can scroll down and these can catch their eye. 

 

In many cases, someone that doesn’t usually ready long sales copy WILL read it 

after they see some bullet point benefits in the letter that interest them or talk about 

the subject that they are interested in.  This is a great way to draw those people into 

your letter. 

 

The first step in this process is to come up with a compelling sub-headline which 

we’ll do by opening up our Fast Action Ideas document and scrolling down to the 

Sub-Headlines section which looks like this… 
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Now we’ll use the second sub-headline as our starting point since we’ve started the 

list over and have used the first sub-headline twice. 

 

The first thing we’ll do before re-writing it again is pull down the first re-write we did 

so we can make sure our new copy is different and unique… 

 

Get An Excellent Facelift & Recover Quickly By Using A Reputable Surgeon 

That’s Also Affordable?  You’re About To Discover How!… 
 

Here is how I would re-write this sub-headline for the second time… 

 

Here’s How Tons Of Other People Find A Reputable Surgeon They Can Trust 
And Get The Most Cutting Edge Procedure Done On The Cheap! 

 

As you can see, I basically just restructured the sentence and the order of the items 

discussed in it.  The meaning is the same just as it is in all of the other re-writes that 

we’ve done so far. 

 

After you do your sub-headline, you want to let your potential customer know that 

they are about to get a list of benefits that they will receiving by ordering and using 

your product. 

 

This is a very easy and can be done with a simple sentence. 

 

I usually say something similar to this… 

 

Here are just some of the benefits that you are going to get by ordering the 

Cosmetic Surgery Exposed eBook today… 



 

 Your Sales Letter Customization Crash Course 

 

That’s really all it takes to let them know that they are about to learn all of the 

benefits that your product will provide. 

 

The next step is to actually write all of the bullet points for our copy. 

 

This is very important.  As I stated earlier, this will pull in people that wouldn’t likely 

read your copy otherwise. 

 

The first step is to open up your Fast Action Ideas document and scroll down to the 

Bullet Point Benefits section, which looks like this… 

 

 
 

As I’m sure you noticed, we only have seven total bullet point benefits in our Bullet 

Point Benefit section.  Our copy section calls for 6 bullets, which means that we have 

to use all but one of our bullet point benefits. 

 

To keep things simple, we will just use the first six and re-write them to go with our 

bulleted list. 

 

Here’s how I would re-write each of these bullets… 
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How To Find A Track Record Friendly Surgeon! – You’ll Learn How To Find A 
Surgeon Who Has A History Of Safe & Successful Procedures! 

 

Afternoon Surgery! – How To Change Your Life By Activating This Little Known 
“Fountain Of Youth” Procedure! 
 

Surgery Secrets For Women 40+ - Learn What Women Just Like You Are 
Doing To Eliminate Sagging Eyes & Drooping Skin Forever! 
 
Getting The Best Results Fast – How To Get The Results You’ve Been 

Dreaming Of While Snapping Back To Your Normal Life Via A Quick Recovery! 
 
Tummy Tuck Truths – Learn Why A Tummy Tuck May Be A Mistake And When 

It’s A Surefire Way To Revitalize Your Body! 
 
Insider Surgery Viewpoints – Learn The Insider Tips, Tricks And Secrets That 

Surgeons Don’t Share About Plastic Surgery! 

 

As you can see, we now have all of the bullets that we need for our copy. 

 

You may have noticed that I changed the format up a bit here.  The reason for this is 

because I want to draw in the prospect with the initial benefit and then hammer 

home that benefit in more detail. 

 

But the good thing is that this isn’t a bunch of extra work.  In fact, all I really did 

was take the biggest benefit from each of the bullets in the Fast Action Ideas 

document and start the bullet with it. 

 

I then added a – and then continued my re-write in the form of the rest of the re-

written copy from that bullet. 

 

This isn’t difficult at all and you can actually do this faster than putting together the 

standard copy sections we’ve already done that require re-writing paragraphs of 

copy. 

 

That wraps up this section containing our bullet list of benefits in our copy so that we 

can draw in scanning readers as well as hammer home the benefits of our product.  

The next section is another copy section that looks like this… 

 

Continued on next page… 
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In this section is where the rubber starts to meet the road and you actually introduce 

the price of your product to the potential customer. 

 

You will also defeat any purchase objections by comparing the offer you’re making to 

something of menial value so that they see it as a true bargain. 

 

You may have noticed that this section calls for a more personal touch.  You’ll also 

probably notice that there isn’t much copy included to help you out with this section, 

which was done for a reason. 

 

You need to resonate with your prospect on a personal level and not via some 

generic statement to buy, buy now. 

 

Don’t worry though; I’m not going to leave you stranded.  I’ll show you exactly how 

to write copy that’s personal and compelling without having to be a copywriting 

master. 

 

In fact, one thing that I want you to keep in mind while writing this section is that 

you want to talk to this person like a friend and not as a person trying to make the 

sale.  Be personal and kind and you’ll achieve the result that we’re trying to achieve.  

 

Here’s how I would word the personal part of this letter… 

 

Look, I know where you’re at because I was once in your situation too. 
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It can be difficult to know where to start when starting research or 
information hunting on Cosmetic Surgery. 

 

Chances are, you came up with more questions than you did answers, which 
only confused you more. 
 

The good news is that you don’t have to go at it alone anymore. 
 
Through the use of the Cosmetic Surgery Exposed eBook, you can benefit 
from all of the information that I’ve hunted down for you. 

 
Starting from where you are, I found everything (plus much more) that I 
needed to know about Cosmetic Surgery and I want to share that with you. 

 

I want to stop at this point and explain the transition here.  You probably noticed 

that with the start of the sentence “The good news is…” that I started transitioning 

into a light pushing of the benefits of the product. 

 

This is very important in this section and vital to making this section work the way 

it’s supposed to. 

 

You want to slightly nudge them to recall the benefits of getting your book without 

being pushy. 

 

This also setups up the foundation for the last part of this copy section, which is 

where you make a comparison to your product versus a low costing item. 

 

This comparison needs to be something that EVERYONE has to buy but that isn’t 

necessary.  Something that could be considered an unnecessary purchase. 

 

Here are a few ideas… 

 

A night at the movies. 

 

A large pizza. 

 

That infomercial product. 

 

Your morning coffee for a month. 

 

Now I’ll demonstrate how to do this comparison with one of the examples above by 

writing the last portion of our copy. 

 

You can get access to the information in Cosmetic Surgery Exposed for less 
than the cost of a night out at the movies for two.  You know, the two $10 
movie tickets, the $7 bucket of popcorn and the two $4 beverages… 

 
You can get access to Cosmetic Surgery Exposed for just $27! 
 

When compared to that movie out, can you really afford NOT to have this 

information? 
 

That completes the copy for this copy section. 
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Now let’s bring it down so you can read it all together… 

 

Look, I know where you’re at because I was once in your situation too. 
 
It can be difficult to know where to start when starting research or 

information hunting on Cosmetic Surgery. 
 
Chances are, you came up with more questions than you did answers, which 
only confused you more. 

 
The good news is that you don’t have to go at it alone anymore. 
 

Through the use of the Cosmetic Surgery Exposed eBook, you can benefit 
from all of the information that I’ve hunted down for you. 
 

Starting from where you are, I found everything (plus much more) that I 

needed to know about Cosmetic Surgery and I want to share that with you. 
 
You can get access to the information in Cosmetic Surgery Exposed for less 

than the cost of a night out at the movies for two.  You know, the two $10 
movie tickets, the $7 bucket of popcorn and the two $4 beverages… 
 

You can get access to Cosmetic Surgery Exposed for just $27! 

 
When compared to that movie out, can you really afford NOT to have this 

information? 
 

Now, I do need to emphasize that you should not be stealing the copy that I just 

wrote by simply copying and pasting it into your page.  You shouldn’t be using any of 

the copy in this manual directly in your sales letters. 

 

You want to follow the process and re-write the copy just as I have shown you how 

to do.  My copy is meant to serve as a live example of how this can be done so that 

you’re not only getting instruction on how to do it but also seeing it done and 

observing the finished product! 

 

The next part of the sales letter is the order button action text, which looks like this… 

 

 
 

This is the call to action that links to your order form after the content section you 

just completed. 

 

This link doesn’t actually send them to an order page but to the actual order form 

you’ll be customizing on the bottom of this page. 
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This link involved anchor text and page anchors but you don’t need to understand 

that to use this feature ☺ 

 

Just select the text and write an action oriented statement that causes people to 

take action. 

 

Here’s what I would write, if I were customizing the order text… 

 

Click Here To Order Your Copy Of Cosmetic Surgery Exposed Now! 

 

As you can see, it’s not rocket science.  You want to take the action that you want 

your potential customer to take and word it into a command. 

 

Your prospect wants and needs to be told what to do if they’ve shown interest in 

your product. 

 

That wraps up the copy for your action order phrase. 

 

The next section that we’re working on is the bonus section which looks like this… 

 

 
 
This section is where you are going to display and describe any bonuses that you 

have to include with your product. 

 

Before we actually get into the bonuses you might have noticed that we need to 

write a brief personal message letting your potential customers know you’re looking 

out for them. 

 

Here’s something that I would write for this section… 
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“To make sure that you have every reason to act now, I’ve also put together a deep 

bonus package that will compliment your Cosmetic Surgery Exposed eBook incredibly 

well…” 

 

That’s all there is to it!  You just want to let them know that you want them to act 

now and you’re going to make sure that they have every reason to do so by adding 

additional value to their package. 

 

Next, we need to come up with bonuses… 

 

You might be thinking, “Where am I going to get bonuses” and that’s a good 

question. 

 

I’m going to give you a few quick ideas for this… 

 

Search Google for additional PLR related to your subject and re-brand it using the 

customization resources we’ve given you with our Bold PLR membership. 

 

This doesn’t have to be another product on Cosmetic Surgery (in our example), but 

could be one that compliments and could be customized to go well with our product.  

 

Think along these lines... 

 

I just did a search on Google for related PLR and I found a book on makeup tips for 

women.  I would customize this book as we’ve taught you in the other resources in 

your membership and re-title it… 

 

“Makeup Secrets For Women After Their Cosmetic Procedure” 

 

Do you see how just a simple re-title the product has now directly tied it in with our 

product? 

 

Talk about a hot bonus to add to our package!  Best of all, it’s another one we didn’t 

have to write ourselves! 

 

I also did some more searching for related products and came across a Private Label 

Rights book called “Natural Healing 101” which contains a ton of resources for 

natural healing. 

 

Here’s what I would re-title this book for including in my Cosmetic Surgery package… 

 

“Natural Cures For Cosmetic Surgery Candidates” 

 

There’s another bonus directly applicable to our package that ads big time value to 

our offering because it focuses on healing, which we’ve already covered in our sales 

letter! 

 

As you can see, it’s pretty easy to find Private Label Rights products that you can 

then tweak and tie in with our package to compliment the value that you’re 

providing. 

 

You can literally find thousands of eBooks and other items with Private Label Rights 

as well. 
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Here’s another idea that you could use for your third bonus… 

 

Have a professional voice over artist read your book and include it as the Cosmetic 

Surgery Exposed Premium Audio Supplement for your customers. 

 

People love getting audios and this adds a lot of value to your package because 

audio falls under the “multimedia” category, which makes your book more than just 

another eBook. 

 

Now that you have some ideas on what to include for bonuses, let’s go ahead and 

use the examples above as our bonuses to work into the copy of the page. 

 

We’ll work on the first one first which is the “Makeup Secrets For Women After Their 
Cosmetic Procedure” eBook bonus. 

 

First, we’ll put the title into the portion of the bonus box that says “Your Bonus 

Name” as shown below… 

 

 

 
Once we’ve done this, we need to write a short description of the bonus that we’re 

offering our customers so that they know what it’s about while also see the extra 

value that we’re offering them. 

 

Here’s how I would describe our “Makeup Secrets For Women After Their Cosmetic 

Procedure” eBook bonus… 

 

The main reason that you want to have a procedure done in the first place is 

to look better right? 
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Well, there’s good news because we’re including another book that will help 
you look even better! 

 

In “Makeup Secrets For Women After Their Cosmetic Procedure”, you’ll learn 
how to effectively and quickly add a whole new level of beauty to your new 
look! 

 

As you can see, this is a very simple chunk of copy.  We are basically asking a 

question that simply questions something we’ve already been talking about in the 

letter up to this point. 

 

We then tell them that they can look even better with the inclusion of an extra book. 

 

Upon closing we mention the title and give the biggest benefit the book offers,  

“learn how to effectively and quickly add a whole new level of beauty to your new 

look!”, and that’s it! 

 

This is a pretty simple process really. 

 

That wraps up the copy for the first bonus box.  Now we’re on to the second bonus 

box with looks like this… 

 

 
 
 

This bonus is our “Natural Cures For Cosmetic Surgery Candidates” eBook. 

 

The first step is to insert our bonus name into the “Your Bonus Name” section. 

 

We’ll simply use the same formula that we did on the first bonus and apply it to this 

bonus as well. 
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Here’s how I would craft the copy for this bonus… 

 

You want to heal fast and properly when you get your Cosmetic procedure 
don’t you? 
 

Luckily for you, we’re including another book that will help you heal up fast 
and effectively! 
 
In “Natural Cures For Cosmetic Surgery Candidates” you are going to learn 

how to use all natural cures to speed up & ease the recovery process like you 
never thought possible! 

 

Again, in this section we asked a question relating to something we’ve already been 

talking about in our letter; healing and then let t hem know they are going to get a 

solution for that. 

 

They then see the books title and get the biggest benefit for the bonus, “speed up & 

ease the recovery process like you never thought possible!”. 

 

That wraps up the second bonus. 

 

Next is the third bonus box, which looks like this… 

 

 
 

The bonus that we’ll be using for the third bonus box is the Cosmetic Surgery 

Exposed Premium Audio Supplement. 

 

The first step is to drop in the title into the “Your Bonus Name” section. 
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Next, we’ll use the same formula we’ve used in the past two bonuses but this time 

we’ll apply it to the audios. 

 

Here’s how I would create this copy… 

 

You want to get the maximum benefit from your Cosmetic Surgery Exposed 

package in as little time as possible right? 
 
You’re going to love the extra bonus that we’ve included that’s going to 
eliminate the need to even read the course! 

 
You’re going to get the “Cosmetic Surgery Exposed Premium Audio 
Supplement” included, which is the whole course read by a professional voice 

over artist so you don’t have to read a word! 
 

As you can see, we used the same copy formula here by asking a question and then 

letting them know they are going to get a solution.  Finally we follow up with the 

bonus name and the biggest benefit, “the whole course read by a professional voice 

over artist so you don’t have to read a word!” 

 

That wraps up the copy for all of the bonuses. 

 

You might have noticed that there is text in the bonus boxes that calls for a product 

image.  You are free to replace this with your own eBook cover image or CD cover 

image so that your bonuses take on a visual life on your sales page. 

 

The next copy section that we need to work on is the guarantee. 

 

This section looks like this… 
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As you can see, this is another section that we are going to be putting together 

without the use of our Fast Action Ideas document or our Product Analysis 

document. 

 

Not to worry though!  I’m going to guide you through each step of it so that you can 

easily create your own copy. 

 

This copy also doesn’t need to be super long.  You have probably noticed some 

products that have a two or three sentence guarantee statement, which is fine if 

your statement is clear. 

 

I do recommend a bit longer of a guarantee statement to add a personal effect to it, 

which is what I’m going to show you how to write here. 

 

Just so you have a brief overall idea of what we’re specifically creating here, let’s 

bring the description from the template into our manual… 

 

This is your chance to reverse all risk on your customer and make it as easy 
for them to make a purchase decision right now.  Give them a great 
guarantee that gives them peace of mind.  We recommend a 90 day 

guarantee as it gives people ample time to review the product at their leisure. 
 

The first thing that you notice at the top of the guarantee box is the “Enticing 

Guarantee Statement”.  This is a very easy thing to put together. 

 

Here’s what I would write… 

 

No Questions Asked, 90 Day Money Back Guarantee 

 

Pretty simple right?  The enticing part of the guarantee is how long they have to test 

out the product before they have to make their decision. 

 

You also need to know that the longer you make your refund period, the less refunds 

people will request. 

 

This is because someone that orders under a 30 day money back guarantee knows 

that guarantee period is coming up and will usually keep it conscious in their mind. 

 

When you give a period of 90 days or more, most people just forget about it. 

 

Now it’s time to come up with the copy for the guarantee box. 

 

Here’s what I would write based on what the sales letter template asks us for… 

 

I want to personally make sure that you have no risk in grabbing the 
Cosmetic Surgery Exposed package. 

 
It’s this desire that made me include the bonus package on top of the 
awesome manual that you’re going to get. 

 

To make your transaction even more risk free and give you an “easy 
conscience’ in your purchase, I’m going to also guarantee your purchase. 
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You have 90 days, that’s three full months to read the book, read the bonus 
books as well as enjoy the audios in your car or on your Mp3 player. 

 

If after you’re read all of the material and received all of the benefits it has to 
offer, you decide that you aren’t happy with your purchase, let me know. 
 

A 100%, no questions asked refund will be yours for the asking. 
 

There you have it; A personalized guarantee. 

 

Before you start thinking that you’re going to have trouble coming up with a 

guarantee, remember this… 

 

Just write from the heart and write like you talk.  All I did was restate the 

information that the sales letter template asked for while mentioning the included 

items in our offering.  You can do this as well. 

 

Also, don’t forget about all of the re-writing training that you’ve received in this 

manual.  You are a pro by now when it comes to taking existing copy and re-writing 

it in your own words which is a piece of caked! 

 

You can also do that with the copy that I just wrote for you above! 

 

That wraps up our guarantee and risk reversal copy section now. 

 

The next section is the statement section before the order form, which looks like 

this… 

 

 
 

To craft the first sentence of this section, we are going to bring down the copy that 

we wrote for the “Your Action Oriented Order Text”… 

 

Click Here To Order Your Copy Of Cosmetic Surgery Exposed Now! 

 

We’re going to use this copy and just re-write it to use for the first sentence in this 

section. 

 

As you see in the sales letter template we need to command our prospective 

customer to take the action that we want them to take while being exciting.  Here’s 

how I would re-write our copy to accommodate this… 

 

Click Below To Order Your Copy Of Cosmetic Surgery Exposed So That You 
Can Begin Your Journey To A New You! 
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That’s all there is to it.  All I did was basically add “So That You Can Begin Your 

Journey To A New You!” to the end of the existing statement to make it a bit more 

exiting! 

 

That’s all there is to it! 

 

Now we need to work on the next sentence in this section.  In the next sentence the 

sales letter template asks us to created a shorter version of the above statement 

while including the price and mentioning it’s instant access availability. 

 

Can you guess how we’re going to create this copy? 

 

Yep, we’re going to reuse what we JUST wrote and re-write it again for this 

sentence! 

 

Here’s how I would do this… 

 

You get instant access to Cosmetic Surgery Exposed for just $27 by clicking 
the order link below! 

 

That’s it! 

 

You’re now done creating the copy before the order form that will get peoples eyes 

on the order form itself. 

 

We sure have come a long way in creating your completely customized sales letter 

so far! 

 

We’re already on one of the most exciting parts of the sales letter, which is the order 

form. 

 

When I get to the order form, I know that my sales letter is almost done and I’m 

almost ready to go live with my product. 

 

There isn’t a more exciting time than this other than the time that first order comes 

rolling into your account! 

 

The order form text is the most important text on the page because it’s the last thing 

that your prospect is going to see before clicking order. 

 

You need to make sure that you follow exactly what I tell you about customizing your 

order form text. 

 

Don’t worry; this isn’t incredibly hard.  In fact, it’s going to be extremely easy 

because we are going to be using our re-writing techniques! 

 

I hope that you’ve been following along! 

 

Your order form looks like this… 

 

Continued on next page… 

 



 

 Your Sales Letter Customization Crash Course 

 
 

You see that the first text section that needs to be customized is an action command 

for your prospect to order immediately. 

 

Here’s how I would write this… 

 

Click The Order Button Below And Order Cosmetic Surgery Exposed Right 

Now! 

 

Simple enough right?  No psychological tricks here, just an exact command on what 

you want your potential customer to do. 

 

The next portion of copy is the sentence that states how easy ordering is as well as 

how secure your ordering facilities are. 

 

This is important because your prospect needs to know ordering from you is safe and 

easy. 

 

Here’s how I would word this… 

 

Ordering Is Fast And Easy Via Our 100% Secure Order Form! 
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Where you expecting some crazy copywriting trick?  Nope!  Simple, to the point and 

extremely clear is what you need to focus on when it comes to your order form. 

 

The final sentence in the order form that needs customization is the finally action 

command with the product title and product price. 

 

Here’s how I would word this… 

 

Click This Order Button To Order Your Copy Of Cosmetic Surgery Exposed For 

$27. 
 

That wraps up the text that needs customized on the order form. 

 

Here’s all of our custom order form copy together… 

 

Click The Order Button Below And Order Cosmetic Surgery Exposed Right 

Now! 
 
Ordering Is Fast And Easy Via Our 100% Secure Order Form! 

 
Click This Order Button To Order Your Copy Of Cosmetic Surgery Exposed For 
$27. 

 

As you’ve probably realized by reading the copy all together, we are trying to keep a 

consistent thought of action, action, action in the mind of our prospect so that they 

order. 

 

You probably also noticed the pink text at the bottom of your order form that looks 

like this… 

 

 
 
This just lets you know that you need to setup your payment button to redirect your 

customer to your download page after their successful payment is made. 

 

We have included a thank you page/download page template that you will be using 

to serve your downloads to your customers.  You haven’t customized it yet but you 

can setup your order button to send your customers to… 

 

http://www.YOURDOMAIN.com/thankyou.html 

 

Remember to replace YOURDOMAIN with the name of your actual domain. 

 

Even though it may not exist or be completely customized yet, it will!  We will be 

covering that in another quick start guide, which is fast and easy to setup. 
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That wraps up the customization of our order page and only leaves a few things to 

be customized now! 

 

In fact, we only have one decent sized copy section to customized left! 

 

This copy section is right below the order form and looks like this… 

 

 
 

 

In this section we are simply going to use copy from a previous copy section that we 

already created up towards the beginning of the letter. 

 

We are going to do this because we hit on emotions well here and all we have to do 

is choose a few select pieces of copy from this section and then re-write it to cover 

what we need. 

 

The first thing that we’ll bring down is the headline from the previous copy section 

and customize it. 

 

Here it is… 
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For the purposes of this section that’s after the order form we want to keep our 

headline shorter and focus on a question. 

 

Here’s how I would structure this… 

 

Don’t You Deserve A Perfect And Safe Plastic Surgery Procedure? 

 

As you can see, I took part of the headline and turned it into a question that the 

potential customer is certainly going to answer YES to. 

 

This actually gets your potential customer in the mood of saying yes and in the mood 

psychologically to make a purchase from you. 

 

You can use my headline type as a template and re-write it for your own use.  Feel 

free to use your own question idea as well. 

 

That wraps up the headline for this section. 

 

Next up is the content section.  As I said earlier, we will bring down the copy we 

created from an earlier content section, which looks like this… 

 

 
 

We want to hit on emotions and relate them to our product here as the sales letter 

template says so here are the sections I would use out of our previous copy… 

 

The good news is that you don’t have to worry. 
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With so many people getting procedures done (millions a year), the process 
of plastic surgery is extremely safe.  In fact, the recover times for plastic 

surgery as some of the quickest out of ALL surgical procedures. 

 
The makes it easy to get a procedure done, recuperate quickly and get back 
to your normal life. 

 
The only difference that you’ll find after your procedure is that your life isn’t 
so “plain” and “normal” anymore! 
 

When you look a little younger and feel a little younger, people notice and life 
sure is a lot more fun. 
 

You’re probably looking forward to learning how to decide on the right 
procedure for yourself. 
 

You also probably want to know how to locate a surgeon and evaluate him to 

make sure that you can trust him. 
 

These are the selections from the copy that I’m going to use to re-write the copy 

section that we are currently working on. 

 

Here’s how I would rework the copy to go with our new content section… 

 

You will learn how to easily choose a procedure and also recuperate from that 
procedure quickly so you can get back to your normal life! 

 
The added benefit is that your life will no longer be so “regular anymore 

because people will notice you more than every before! 
 

Can you imagine how good it would feel to look just a little bit younger and 

live a more enjoyable vibrant life? 
 

Obviously this probably sounds great to you but you certainly want to make 
sure that you find a surgeon that you can trust to work with you. 

 

There’s no doubt that you need to know how to evaluate your potential 
surgeon to make sure he or she is a good fit for you. 

 
Luckily, you no longer have to let all of these things weigh on your mind 

because you have instant digital access to your copy of Cosmetic Surgery 
Exposed by ordering now! 

 

 

Again, all I did was go through the copy selections that I picked from our previous 

section and re-write them in order. 

 

At the end I created a statement letting them know they don’t have to worry about 

these things anymore because they can get instant access to the eBook.  I also 

encourage them to order. 

 

That covers the last major content section that we need to write in our sales letter! 
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The next section is a simple command statement that could basically echo the action 

statement of our last content section. 

 

This section looks like this… 

 

 
 

Meaning in our last copy section we ended our copy with a statement telling them 

that by ordering they no long have to let the weight of Cosmetic Surgery wonders 

weigh on their mind. 

 

No simply tell them what you want to do.  Here’s how I would do it… 

 

Order Your Cosmetic Surgery Exposed eBook Now For Instant Online Access! 

 

This is a commanding statement that tells them to order now while also letting them 

know that they are going to get “instant gratification” which is so important to people 

as online consumers. 

 

It demands they take an action while also giving them a reason to do so. 

 

The next thing in this section that you may have noticed is the “Your Name Here” 

text in pink.  Simply select that text and drop your name into the sales letter! 

 

The next sections that we have to work on are the P.S. statements.  We’ll work on 

these one at a time. 

 

The first one looks like this… 

 

 
 
 

The explanation in the sales letter template is incredibly detailed here and really 

nails home what we’re trying to accomplish in the first P.S. statement. 

 

To work on this statement we are going to open up our Fast Action Ideas document 

and look at the headlines section, which looks like this… 

 

Continued on next page… 
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You might be saying “Why would we use headlines on the P.S. statements?” and 

that’s a good question. 

 

We’re doing this because the P.S. is the last chance we have to point out the main 

benefit of our offer to the potential customer. 

 

We need to hit them with everything we’ve got and use a headline as a base for this 

content is very powerful. 

 

We’ll start with the first headline and rewrite it.  This is how I would do this… 

 

P.S.  Have you been thinking about getting a procedure?  Ensure your 

happiness by using the Cosmetic Surgery Exposed book to ensure the success 
of your procedure! 

 

As you may have noticed, all I did was turn the first part of the headline into a 

question with minimal rewording and then I focused on the emotion in the last part 

of the headline; happiness while pushing home the fact that the eBook will give you 

that. 

 

That covers our first P.S. statement. 

 

The next P.S. statement in our sales letter template looks like this… 
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This statement asks us for the main objection that our prospects have.  Also 

applicable would be their main fear, which is what we are going to focus on here. 

 

First we’ll go back to our Fast Action Ideas document and scroll down to the 

headlines section, which looks like this… 

 

 
 

As you can see, the fourth headline directly deals with the biggest fear/fears that a 

potential Cosmetic Surgery candidate may be having. 

 

This is a perfect base for our last P.S. statement. 

 

Here’s how I would re-write this headline for our P.S… 

 

Don’t fall victim to some “back of the van”, discount surgeon!  You can avoid 

any chance of experiencing a nightmarish plastic surgery using the 

information in Cosmetic Surgery Exposed.  Don’t forget that your purchase is 
backed by our 100% money back guarantee as well! 

 

As you can see, this copy uses the main message in the headline we worked from 

and mentions the guarantee at the end. 
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That last think you need to do is add your text to the “Your Action Oriented Order 

Text Here” section, which links to the order form. 

 

This is a simple step that just requires you tell your prospect what to do. 

 

Here’s what I would write… 

 

“Click Here To Order Immediately” 

 

That completes the P.S. copy. 

 

All that’s left now is the final testimonial box that looks like this… 

 

 
 

We already covered how to obtain and drop in your testimonials into the testimonial 

box in the other testimonial section so you know how to do that. 

 

For the sake of completeness, I will bring down the following information to guide 

you along… 

 

I realize that you probably don’t have a customer yet but you could just have a 

friend or family member read your book and write you up a testimonial.  You might 

even be able to exchange testimonials with other Bold PLR members to help each 

other out ☺ 
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Once you have a testimonial, plug it into the template and make sure that it looks 

nice in the box. 

 

Don’t underestimate the power of testimonials.  Some people will just delete these 

boxes and that’s a big mistake because they let your potential customers see other 

people just like them using your product and getting good results. 

 

If you have to ask a family member for a testimonial, do it because it will result in 

increased conversions with means that you make more money every month, which is 

what matters most! 

 

That’s it! 

 

Your 100% customized and totally unique sales letter is now done and you’re ready 

to use it to sell your product! 

 

Congratulations! 

 

Make sure to check out the Be Unique manual to customize your eBook for a totally 

customized business.  You will also want to check out the short document on how to 

setup your thank you page. 

 

Don’t stop now!  I want you to stay motivated and complete the last remaining steps 

you have to get your business up and running! 

 

Get to the PLR Training section and download another easy to follow Quick Start 

Guide to move you through the next step! 

 

If you have any questions or need help with something, please don't hesitate to 

contact us via our support department... 

 

http://www.JeremyBurns.com/support  

 

 

To your success, 

 
www.PLR.cash  
 

 
 
 

Bold PLR Disclaimer 
 

This is not your standard disclaimer so please make sure that you read it closely as it 

affects you and your Bold PLR membership! 

 

You do not have rights to the document that you now have open.  Rights are 

reserved exclusively for the Private Label Rights products that you get each month. 
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The document you now have open is intended as a training tool that you can use to 

further expand your experience and profits with your Bold PLR products. 

 

This document is intended as a supplement to your purchase in order to equip you 

with the knowledge that you need to sell your actual PLR source files. 

 

For terms regarding your Private Label Rights products including what you can and 

can't do with them and my personal statements about the integral use of these 

products, please visit our Bold PLR terms page... 

 

http://www.boldmarketeer.com/terms-of-service 

 

This page is always up to date and any changes, additions or alterations to the terms 

will always be reflected there.  This page always has the active and accurate terms 

that you must abide by so if there is any confusion regarding the terms, please visit 

this page. 

 

The document you now have open is an incredible tool in developing and deploying 

sales materials, advertisements and overall customization, creation & use of your 

private label rights documents. 

 

Use it to it's full potential and you will see that setting up your own unique products 

every month is a breeze and actually a fun process. 

 

You do not have any rights other than Personal Use Rights to the document that you 

now have open.  That means that you can use it for ideas and assistance in 

developing your own sales material and customized PLR products but you are not 

ever permitted to do any of the following... 

 

� Sell This Document 

� Share This Document 

� Transfer Rights To This Document In Any Way To Any Person At Any Time 

� Store This Document On Any Website, Web Server Or Other File Repository 

� Use Elements Of This Proprietary Document And Content Format To Create 

Derivative Works 

 

If you have any questions regarding these terms or need to contact us to clarify 

anything for you, please don't hesitate to contact us via our support department... 

 

http://www.boldmarketeer.com/contact-me 

 

To your success, 

 
www.boldmarketeer.com  


