THE PROFESSIONAL COPYWRITER'S

PERSUASION TOOL KIT

The Swiss Army Knife Like Tool For Copywriters
Who Want To Speed Up The Writing Process
and Build Persuasive Copy That Cuts Through
Prospect Preoccupation Like a Hot Knife Through Butter.

Built from science and psychology, this all-in-one tool kit
is the fastest and easiest way to create marketing messages
which grab attention and positively persuade people to take action now.




THE PROFESSIONAL COPYWRITER'S

PERSUASION TOOL KIT

“Give me six hours to chop down a tree
and | will spend the first four sharpening the axe.”
- Abraham Lincoln

COPYWRITERS!

If you’re looking to write sharp,
targeted, persuasive copy fast
which quickly captures attention
and bursts through your prospect’s
Bubble of Preoccupation...

You’ve Got The Right Tool
in Hand Now!

Use The Professional Copywriter’s
Persuasion Tool Kit before writing
any promotion, then watch as
your results - and profits - soar!




THE PROFESSIONAL COPYWRITER'S

PERSUASION TOOL KIT

Maximize The Effectiveness Of Your Tool Kit

Congratulations! You now possess a powerful tool which creates promotions that gain attention,
hold your prospects interest, and persuades them to act now - to produce soaring profits for you!
To maximize the effectiveness of this tool kit (or any tool for that matter) you must use it properly.
Here’s how to use this Persuasion Tool Kit for maximum effectiveness and profit:

Before you begin working to create ANY ad, promotion, product, or social media post, video, audio
or sales script, take out your Persuasion Tool Kit and spend a few minutes, as long as it takes really
to get sharp. Sharpen your focus. Hone your thought process. Wrap your mind around the prospect.
As Abraham Lincoln advised, those moments spent in preparing for the main task, can greatly
speed up the task and ultimately provide better, faster results in the end. With LESS WORK!
Review the Pictogram of Persuation sheet. Review the Fast Forward Avatar Builder. Complete as
much as you can from your own experience. But don’t stop there. The blanks will act as your guide
so you don’t waste time researching or promoting things which have no interest to your audience.

Do you even know who your best, most profitable audience is? The Persuasion Tool Kit will tell you!
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Follow in the Footsteps of Persuasion Giants Pe rsu aSi on TOOI Kit

Roy Garn's Fatal Four from "Magic Power of Emotional Appeal”

1.Money - Get more, not lose what they have What Motivates People To Do What They Do

2.Romance/Sex - love and pleasure, prevention of loss (and what can we use to influence them to do what WE want?)

3.Self Preservation - protection of image, income, life
4.RECOGNITION - appreciated, valued, fairly compensated

Drew Eric Whitman from "CA$SHVERTISING -the Life Force 8"

1.Survival, enjoyment of life, life extension
2.Enjoyment of food/beverage

3.Freedom from fear, pain, and danger

4.Sexual companionship

5.Comfortable living conditions

6.To be superior, winning, keeping up with the Jones's
7.Care and protection of loved ones

8.5ocial approval

Robert Cialdini from "Influence" The Six Weapons of Influence +1

1.Liking - because we like you, my kind of people

2.Authority - trusts you, respects your advice

3.Commitment and Consistency - "I said I love dogs, so now I have to take that homeless puppy home."

4 .Scarcity - don't want to lose out, creates urgency, exclusivity - I have something you can’t have

5.Reciprocity - you did something for me (no matter how small) so I'm obligated to do something for you (even if big).
6.Social Proof - others like, so it must be good, I should too.

1st
We Must Get
Their
Attention

7.Unity (from Pre-suasion) - belonging, people in my GROUP do this...comfort of an accomplice(WE)...ex:Apple product devotees

Blair Warren's "Forbidden Keys"

"People will do anything for those who encourage their dreams, justify their failures, allay their fears, confirm their suspicions,
and help them throw rocks at their enemies."

Encourage their dreams - "You can do it. I believe in you."

Justify their failures. "It's not your fault. Here's why..."

Allay their fears - "There's this, so it's not so bad"

Confirm suspicions - "Yes, you were right to think that"

Throw rocks at their enemies - instant rapport is had with a common enemy. Find or create one.

Also from Blair Warren - "What HOLDS attention...determines action."

All of the above from the lists, would go into Mazlow's Hierarchy of Needs Pyramid on the Pictogram of Persuasion,
above the TARGET'S head, on the right side, the person inside their own bubble of PREOCCUPATION.

YOUR job, as a marketer/salesperson/influencer//persuader, is to crash their bubble, get and HOLD attention,
until they do what you want them to.

Carrot or Stick - reward or punishment, to get something desired, or not lose something valued. Generally, people will do more not to lose
something they have, than to gain something they don't have, but desire. Cures will sell faster and easier than prevention.

© 2023 Robert Schwarztrauber
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@
Lead
With What
They Really
Need

The Simplified Nature Of All Commerce

CUSTOMER BUYS TO GET
A THING | RESULT

Carpenter Drill Hole

What Are
They Really
Looking
For?

| Or, carpenter needs a hole so he buys a

Think about why you buy anything. It’s not always for the most obvious reasons, need, price, opportunity.
There’s often a secondary, or even tertiary reason why you buy, and buy now, at this place, or from this person.
The more you know about why your target customer chooses to buy, and how you can best address (throw rock)
and fulfill his reasons for buying (needs/desires/wants) the more likely you can persuade them to buy from you.

CUSTOMER

BUYS THIS

TO REALLY GET

When you know the who, and the result(s) they want, you can find (sell) many things or ways they can fulfill that need/desire.

© 2023 Robert Schwarztrauber
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Getting Clear On What You Can Sell
CUSTOMER (YOUR WHO) NEEDS/DESIRES/BUYS TO GET THIS RESULT

Who has money, and can be reached This thing you could sell at 4x your cost (ease, beauty, status, time, save)

Look around at what folks already buy. What YOU buy. Practice seeing the REAL REASON why.
You don’t want the "THING"”. You want what it can do for you. Sell the result, not the thing.

SELL THE SIZZLE, NOT THE STEAK!

No defined who? No desired result offered? No problem solved?--- No Sale!
© 2023 Robert Schwarztrauber
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Getting Clear On You And Your Business (2)

Save yourself from wasting money, time, and effort on a business that has little chance of success
by asking and answering a few critical questions up front.

Your Skills Who What Problems What Resources
What Are You Good At? Could You Sell Your Skills can you solve? Do you have available?
. . ; Knowledge or Thing To?

Fastest and Easiest to start in areas you When you know WHO has a problem When problems are urgent or dire Search hard to find every advantage
already know about, are skilled about, you can solve, you're well on your way. the faster a solution is welcomed and you can summon. Even the smallest
or are active in. ‘How best to’ then becomes the issue. the more they're willing to pay for it. can give you a big advantage.

© 2023 Robert Schwarztrauber
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Pets

Age:

Location:

Home: [ ] Owns [ ] Rents

‘ START with WHO \ONE target CUSTOMER:

Gender: |:|M |:| F

Their Work

Marital Status:

Kids:

Approx.Income:

THEIR PASSIONS
INTERESTS

WHERE TO
REACH THEM

THEIR PROBLEMS

What Keeps Them Up At Night?

YOUR SOLUTIONS

quicker/faster/easier/cheaper

WHY YOU IDEAS

proven foundations to build on

faster / slower
friendlier
cheaper

easier

smaller

lighter

heavier

more convenient
greater status
more safe
environmental
lasts longer
more efficient
packaged with
includes more
includes less
packaging
confidential
secure purchase
mailed/shipped
better delivery
exclusivity
membership
belonging
community
common cause/we
more portable
new

Areas Where They
Might Need Help

Must Know Where to
Contact Them Affordably

Urgent Problems
Crave Urgent Solutions

© 2023 Robert Schwarztrauber

Digital Solutions Deliver
Faster, Cheaper & Scale

Solution Must Be ‘Better’

Than What’s Available Now



lagnesjziemyrs 149qoy £70¢ @
1IX TO00L NOISVNSY3d S, AUALTUMAOD TVYNOISSIJ0dd IHL
*AlInJssaions pas204d ued NoA 240J2q € TV MOUY 1SNIN NOA INg 'uwn|od Aue uj JJels

(a2aes ‘awn) ‘snjejs ‘Aineaq ‘asea) 1S03 INoA X4 18 |25 pINod noA Buiyl syl payseal aq ued pue ‘Asuow sey oym
17NS3d SIHL 139 Ol sSANg/sS3dIs3a/sa3lanN (OHM ¥NOA) ¥3WOLSND
M Pa
‘yBiu je Buides|s woly @/yz/% ’ ._anoo@ d3H10
way) sdasy Jano Aliom sS,0ym pue 5 >
Ajiep puiw s 198dsoud JnoA Adnoaoo
Apealje 1ey) sanssi pue sa)ijiAljoe
‘s)yBnoy) JuessadUl 8Y) 9A0gE ISIT SNOISSVd
Spas 40 AyoielsiH Jo suoilednaoosald O pluelAd
SdNOYD/SLNOONVH
SINSSI LNIOAUI, ,
YLy ay w00
S3I990H
JINODNI
"SuoIIN|os MAOM
a|qelsIsalll JNoA
ylm sanl| Asng S13d
J1oy} 1dnuisyul 0}
saljunuoddo 1seq sani
ayj} Bullanoosip Jo
2oueYD INoA Jopeq ay) SNLVYLS ‘W
- SalIsep pue spaau
MOH ANV JIay) pue way)} 1noge
d73H I NYD OHM MOUY NOA alow ay | NOILVOO1
X3S
"uBed NOA se |Ilelep yonw
se ul J9| le JejeAy 1o
; 109dsoud InoA aquoseq \l/ 3OV

o

50 ¥3Q7ING YVLIVAY

ONIAVS FNWIL S, AJITIMALOD




THE PROFESSIONAL COPYWRITER'S PERSUASION TOOL KIT

Getting Clear On You And Your Business

How will you know you're winning?

What are you willing to give up to get it?

What are you willing to give?

© 2023 Robert Schwarztrauber
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SELL MORE of WHAT’S ALREADY SELLING
"There’s a greater success to be found in everything already successful.”

Consider: Men could wear togas on top. But JC Penney, Macy’s, Old Navy, Hollister, none of the major clothing
retailers sell togas, because MEN BUY SHIRTS - of all variety. Short sleeve, long sleeve, solids, prints, cotton,
poly, dress shirts, button downs, tee shirts. 1000’s of varieties of what's already sellling successfully.

You want to sell togas because hey, no one else is? Low competition! Good luck with that business.

The Apple iPhone is on it's 12th generation. Greater success found - nurtured - in what already sells.

What success could you piggyback on? Ride the coattails on the success of what already sells?

Products. Services. Support for. Instruction for. Reviews of. Done-For You. Done-With-You.

How can you make it work better: easier, faster, more convenient, another use for, another way to

Along with men’s shirts they sell neckties, bow ties, cuff links, tie tacks, collar stays, pocket protectors,
collar extentions. They sell sweaters to put over your shirt. Tee shirts to wear under. Several Kinds.

3 piece suits as well. Pocket squares. Tailors help those shirts and suits fit better and look better.

Dry cleaners clean, press, preserve and prolong the life of all your shirts and clothing. Storage bags too.

We “NEED” maybe 25 shirts each. They last for years. But millions of new ones are sold every month!

Online courses are selling big. Could you show someone how to do “it” easier, better, faster, cheaper?
Different folks prefer to learn differently. Some like audio. Some prefer video. Some like to read. Is there

a format lacking in your field? A gap? Do it. Look for “the gap”, look for the “"what’s missing”.

Maybe you could combine two great things into 1 package? Or separate a package into many single things?
Could you do a subscription like Harry’s Dollar Shave Club? For anything people use or use up monthly.
Remember in school, 4 teachers taught . But everyone always hoped to get “that one teacher”?

Don’t discount sharing your knowledge because others already have. “Your way” of explaining might just be
what a certain group of people prefers, or needs. You might just be “that teacher” who changes their life forever.

As Steve Job’s famously said, "Think Different”

© 2023 Robert Schwarztrauber



THE PROFESSIONAL COPYWRITER'S
PERSUASION TOOL KIT What's Next?

Copywriters...

Here’s how to get the best results from,
and the greatest return on your smart
investment in this material - use it!

The tool kit works by asking you the
right questions which let you discover
exactly what the other person wants.

What your prospect wants. Their secret,
hidden, disquised & desperate desires.

Before you write a single word in your
promotion, ad, email or pitch, take a
look through your Persuasion Tool Kit.

This will kick-start your brain and get
it thinking about what your prospect
wants - then, you can give it to them!

"You can have anything you want
in this life, if you will only...
1. help enough other people
2. get what they want!”

“Give me six hours to chop down a tree
and | will spend the first four sharpening the axe.”
- Abraham Lincoln

Zig Ziglar

© 2023 Robert Schwarztrauber

Join Us at: http://WriteForWealthClub.com for more profitable writing tips, tricks and techniques.



