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This is Jack Turk, “The World’s Fastest Copywriter,” and on the following pages you’re 
going to discover a proven, 3-Step KILLER Copywriting system that enables you to Write 
Faster, Write Better, and Make More Money. 
I’ll reveal how a simple postcard I once dashed off in just 25 minutes generated over 
$355,000 in profits.  
The information provided is based on a series of training videos I’ve produced on this topic 
– I’ve included the actual slides from the presentation to make the core concepts easier to 
grasp (and a bit more fun to experience). 
So let’s get started… 
 

 
You're in the right place if you write COPY. 
Maybe you’re a copywriter and you write for other businesses as a service.   
Or… maybe you write copy for your own business - you're a small business owner, an 
entrepreneur, or some kind of thought leader who’s perhaps into information marketing. 
The copywriting system I’m going to reveal is also perfect for you if you already know the 
basics of direct response marketing and copywriting, but… 
You feel like you still have some room to grow. You have an open mind and you’re willing 
to learn more to give you the “slight edge” that could transform your business and make 
you more money. 
This is also for you if there are times when you struggle getting words from inside your 
head onto the blank page or into the screen – you know what you want to say, you have a 
passion for your customers, but you just can’t get the words out.  And it’s frustrating. 
Finally, this is really for you if you want to… 
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You are in the right place if you want to write FASTER. 
If you want to write emails faster. 
If you want to write sales letters faster. 
If you want to you write online ads or print ads faster.  
If you want to create webinars faster. 
If you want to create all the materials necessary for a product launch faster. 
If you want to create any kind of copy used for sales.  
So if you want to write FASTER… 
… AND experience all the good things that happen when you do so (including making more 
money)… 
Then what you’ll discover inside this report, including the system it will lay out to produce 
KILLER copy a whole lot faster, means that you are definitely in the right place, right now.  
But before I dive deep into that, allow me to tell you the story of how I got into this whole 
writing thing and why you should listen to an old goat like me… 
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(To be clear, I’m the one on the right.)  
Well, my story as “The World’s Fastest Copywriter” begins back in college.  
And when I started my major was Paper Science - I was going to become a scientist. I've 
always had technical, mathematical leanings and it seemed natural to go that route for 
college.  I thought the whole “how paper gets made” thing was kind of interesting and I had 
a scholarship and all that. 
But while there I got involved in something totally different. I started writing comedy for 
the student radio station WIDR with a group of guys. We had a lot of fun over a couple of 
years, produced and performed in a number of different radio programs – with stories, 
sound effects, and one or two laughs. And one of the members of our group actually went 
on to do pretty well with that comedy thing…   

His name is Tim Allen. You know him from 
the TV shows Last Man Standing and Home 
Improvement, as well as films like The Santa 
Claus.  We've been friends for 40 years now – 
here’s a photo took during a taping of Last 
Man Standing.  
And that's where I developed a love of 
writing and using words to express myself 
and having fun with it.  
So I changed majors from Paper Science to 
English. I received a Bachelor's degree in 
English, kept a Minor in Mathematics.  Which 

led me to wonder, “what am I going to do with this odd combo?”  Well, I uncovered a pretty 
solid career path that blended both pretty well... 
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I became a Technical Writer. I learned how to write procedures for software and 
computers and I produced technical documentation for a number of different companies all 
over the USA.  
I worked mainly for the software industry and I wrote user manuals along with some 
pretty hardcore technical stuff for programmers.  
Eventually, I wound up getting a job at Microsoft. And I spent 15 years at Microsoft as a 
Content Manager, as a Writer, and as a Project Manager.  
Projects included the Multimedia PC, Microsoft Network (MSN), and a few within the 
Advanced Technology Group on early versions of Interactive Television. 
Along with writing, I even did some Game Design, working on a number of X-Box games, as 
well as Age of Empires and Microsoft Flight Simulator. 

How a Career Change Saved My Life 
Now, while I was working on Flight Simulator, 
on my 50th birthday my boss came into my 
office and started hanging up “Happy 
Birthday, Jack” letters on my wall. 
And I told him, “Hey, we’ve got to talk…” 
because I had decided at that point to start my 
own company. You see, I've always had kind 
of an entrepreneurial bent.  I'd always liked 
the idea of running my own business and I 

had a side gig going on that I wanted to run with. So on my 50th birthday I left to start a 
new business. It’s wasn't software.  It wasn't even a technical writing business… 
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It was MAGIC. 
I was Turk the Magic Genie, a children’s entertainer, and for nearly a decade I performed 
thousands of shows across the Northwest.  
I was one of the busiest entertainers in our region, doing 200 to 300 shows a year.  
And the reason I was able to do that was all because of MARKETING.  
I had learned to write copy on the side from experts like Dan Kennedy and Dave Dee.  And 
that’s why my marketing and my business succeeded.   
Not only because I'm an excellent magician and entertainer (which I am)… 
But just as important –  
I was able to rapidly produce the necessary materials – letters, emails, websites, 
marketing - to market and sell my services. 
 
AND THIS – learning marketing and how to Write KILLER Copy Fast - saved my life.   
You see, shortly after I left the Flight Sim group, Microsoft decided to shut it down.  The 
entire division, all the jobs, were cut.  The entire X-Box division went through layoffs.   
Had I NOT developed this skill set, had I NOT learned how to write killer copy fast, I 
would’ve been out on the street, competing in a very difficult job market…  
Especially at my age.   
But because I had my own business – and I knew how to promote myself through sales 
copy – I was not only valuable to myself, but to other business owners as well.  
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My magic business grew and I also became a “marketing guru” to other entertainers.  
I launched the Magic Marketing Center website and managed an info-marketing business to 
a list of 1500 other magicians worldwide.  
I produced three live events to magicians, I had over 20 products for sale.  
I had a daily blog. I wrote emails. I wrote sales letters. I wrote web pages. I created 
products. I did product launches.  
And THIS is where I really learned copywriting.  
I mean, I was pretty good at marketing my own stuff, but here's where I cut my teeth doing 
online and print copywriting - product launches and web pages and sales letters and more. 
And others began to notice that I was pretty good at this copywriting thing…  
A financial expert (who was also interested in Magic) somehow found my Birthday Party 
website and immediately reached out to hire me to write copy for him.  
And I started getting more and more requests from other businesses to help with their 
copy.  Accountants, Ophthalmologists, Attorneys, Dentists. Assorted small businesses and 
other info-marketers. 
I kept doing more and more copy projects on the side; my visibility as a copywriter 
increased and got noticed by more and more people.  
And I wound up joining my mentor and friend, Dave Dee, at a company started by one of 
the legends of Direct Response Marketing - Dan Kennedy…  
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For three years, from 2012 to 2015, I was Chief Copywriter for GKIC.   
While there, I led a team of copywriters and together we produced tons of different copy 
for GKIC’s products and services, which were aimed at helping small businesses and 
entrepreneurs market themselves and make more money. 
We produced emails, blog posts, sales letters, webinars, product launches, order forms, 
everything you can imagine.  

We were a literal copy 
machine and I had to juggle a 
never-ending barrage of 
marketing projects involving 
launches, events, products, and 
more – all with multiple 
competing deadlines.  Huge, 
vast amounts of copy were 
produced by the team under 
my direction.  
Of course, I did a lot of the 
writing.  In fact, I had the 

primary responsibility of writing in the voice of the founder, Dan Kennedy, for many of the 
communications sent out on a weekly, if not daily basis. 
Again, Dan Kennedy was the founder of GKC and that the creator of Magnetic Marketing. 
He’s a legend in the field of Copywriting.  
Writing in his voice was a serious responsibility and frankly, a great honor. And here’s what 
Dan had to say about me.  
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Here's another note from my friend Rick Cesari, who’s a direct response TV pioneer I met 
when he delivered the keynote speech at one of GKIC’s InfoSummit events.  
Rick was the producer of the George Foreman Grill commercials, the famous JuiceMan 
commercials, Oxyclean, GoPro, and many others.  
We both live in the Seattle area and I’ve had the pleasure on working with him for several 
years now.  

 
And getting Highly Effective Copy Done FAST is exactly what this report is all about. 
Because since I left GKIC, as a freelance copywriter I have to handle a multitude of different 
projects for a number of different clients.  
And one of the keys to success, the only way I can get all this done, the only way I can 
accomplish serving all these people is my ability to write copy fast.  
I was one of the fastest writers at Microsoft, in fact, I was 10 times faster than the average 
writer at Microsoft. And I guarantee I’m probably 10 times faster than the average 
copywriter in the industry.  
This isn’t God’s gift.  I’m not a freak of nature or anything of the sort.  
This is something I’ve learned how to do – and there are specific strategies and tactics and 
tips that once you understand and know how to use can help YOU write faster too. 
And that’s exactly what we’re going to cover now. 
There are three key factors, three key steps to take to Write Killer Copy Fast.  
Let’s start with the first… 
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So the first step is to fix your MINDSET. 
Because MINDSET is CRITICAL to fine tuning your mind to write faster and better.  
So the first thing to embrace is the idea that FAST is BEAUTIFUL.   
There’s so much good 
that comes when you 
write fast, but in 
order to do so you 
must BELIEVE that 
you can write 
FASTER.  
And this is something 
that holds people up 
and gets in the way of 
getting copy done.  
They simply don't 
think they can write 
faster.  
They think they have to agonize over every single word.  
They think that writing slowly means you write better.  
Well, slow is not better. Slow just means you're just taking them more time. It does not 
necessarily mean you're writing anything any better.  
Let me tell you why fast is great.  
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When Jack Welch took over as CEO for GE he told his employees, “We want to do everything 
we do quicker than we do it now.” 
Because it's sooooo important for your copy and for your business that you get things done 
quickly.  
You don't want to let stuff sit on the shelf gathering dust because you don’t think it’s good 
enough.  
You want to get it out the door, into the market, where it can get tested. 
Because you really can’t know how good it is until you test it, until you actually get it out 
the door in front of potential customers. 
That’s why FAST means you make more money. 
Because by getting your projects done more quickly… 
By getting your copy out the door more quickly…  
By getting offers out in front of more people more quickly… 
By getting more done more quickly… 
You give your marketing a chance to do its job and make that sale.  
A letter sitting on a desk that’s not showing up on a prospect’s door isn’t making you 
money.  
An email that’s half-written and doesn’t get sent isn’t making you money.   
A sales page website that never goes live isn’t making you money. 
You have to get them done to make money.  
So why not get them done FAST?!  
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When it comes to any kind of sales copy, there is no direct relationship between the time 
you spend on it and its eventual QUALITY or EFFECTIVENESS. 
You have to abandon the idea that the more time you spend over copy, the more time you 
agonize over it, that the better it’s going to be. 
There's no direct relationship between TIME and QUALITY: 

• Barbara Cartland wrote a book a week for weeks – and she certainly did quite 
well in her writing career.  

• The Barber of Seville was written in 13 to 21 days, not a bad little opera there. 
• Dr. Jekyll and Mr. Hyde, that famous novel, was written in 72 hours. 
• Amadeus Mozart, one of Classical Music’s legends, composed music in his head and 

was said to complete works in one draft. He didn't agonize for months and months 
and years and years, he actually got it done.  

Sure… these are works of art.   
But they prove the point that TIME does not equate to QUALITY.  
When you wait for everything to be perfect – dotting every “i” and crossing every “t” – 
instead of getting it done and out the door, you not only delay getting hard data on how 
well the piece worked…  
You could very well MISS out on the opportunity entirely.  
Someone else, with a lower quality product or service, could beat you to market and win 
over the customers you should be serving and helping instead. 
Here’s proof that a big money can come from something produced in very little time… 
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This is a simple postcard I wrote in just 25 minutes and thus far has produced over 
$300,000 in sales – with at least another $700,000 already committed.  It reveals how to 
get compensation for anyone who was a victim of cancer due to the aftereffects of the 9/11 
terrorist attack on the Twin Towers in NYC. 

 
This was a very important need for my client (an attorney) as it was a quick opportunity he 
saw open up for his firm – to serve these people who could benefit from this US Federal 
program. And here’s the important point to understand to write faster and to write better…  
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You are NOT a writer.  
This is NOT an artistic endeavor. This is not a stylistic endeavor. This is not something 
where you're trying to create art to endure decades or centuries.  
You are not a writer when you're producing copy.  

 
You are a Project Manager in charge of COPY. And when you understand that distinction 
that you're not writing, you're not crafting, you’re not fine tuning – instead, you’re 
Managing a Project that Delivers a Tool to get a Desired Result.   
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Copy is not written. Copy is assembled.  Pieced together.  
You don't sit down and wait for the muse to pour down the wisdom of the ages into your 
mind, which you then dump out into the screen or onto the page.  
Copy is Assembled through a careful, systematic process. And as a Project Manager in 
charge of copy, this is one of the keys to how I wrote that postcard in just 25 minutes. 

First, there was a DEADLINE and 
this is very important. As a Project 
Manager in charge of copy, you 
must always have a specific 
deadline for everything you write. 
Set a deadline as in “it must be done 
by X” - a certain time. And by having 
the power of a certain time in front 
of you, it will force you to sit down 
and start writing. There's nothing 
more powerful to getting copy done 

than having a specific deadline.  
Another great tip is to set deadlines, not just for a specific piece, but set deadlines 
throughout your entire day and your entire calendar.  As in “I will finish X by 11 o'clock in 
the morning. I will finish Y by 2:00 PM in the afternoon, I will finish Z by 5:00 PM.”  Or “I 
will finish A, B and C by end of day, Monday, June 8th.”  
Always have deadlines because deadlines force you to write faster. That's how I was able to 
produce that postcard. It was a quick opportunity. We had to get it done. I was given 25 
minutes. So I wrote the postcard and got it out the door. That was the only way to see if this 
idea and this opportunity would work.  It definitely did. 
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This is a key thing to understand: 
Finishing is Beautiful.  
What a beautiful thing it is to actually finish a project. Again, if you don't finish it, you can't 
sell it. One of the key measurements of success at Microsoft was, “Can You SHIP IT?” – they 
even created the SHIP IT award to give to every employee, showing which projects they 
helped get out the door.  
So THE most important feature of every project is GETTING IT DONE. You can't make a sale 
with a sales letter gathering dust, a postcard gathering dust, an email gathering dust. You 
have to send it out the door. This lesson learned at Microsoft relates not only to software 
development projects, it affects and relates to any kind of copy project or marketing 
campaign you're building. 
Anyone can finish a project to 90% and most projects never get past 90% done - I’m sure 
you can relate.  Because something always happens. Stuff comes up unexpectedly. You find 
things that don't work. People leave the team. Bugs happen. Whatever.   
You have to get your mindset into what we called at Microsoft “SHIP MODE,” meaning “We 
ARE going to FINISH It and SHIP It.”   It means you are going to take whatever steps are 
necessary to get it done and out the door. It is an attitude of mental toughness to commit to 
finishing on time.  
It often requires sacrificing stuff we wanted to do.  With COPY, that means sometimes you 
don't get to tweak the headlines a 1,000 times until you feel they're perfect. That means 
sometimes you can’t tweak and adjust the final offer. Maybe you don't like a picture or 
graphic all that much. Maybe you don't like the font. Maybe you don’t feel like you have the 
opening or the bullets or the close or the Call-To-Action exactly right.   
The trouble is, without a hard deadline and a determination to get this done and out the 
door, how do you know when it’s time to stop? 
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Because you can always make a piece of copy better. You can always make a campaign 
better.  You can always tweak and fiddle and massage and edit and rewrite.  Forever. 
But if you don't just get it out the door, it will never serve your purpose. 
So it's a matter of mental toughness.  
You WILL finish on time.  
So that's the key Step to take to write copy faster - MINDSET.  
You can write faster. And you can write better when you write faster. 
Now, I’m going to talk about… 

 
 
Tools are your key to writing at least two, three, even 10 times faster.  
Now the first Step is MINDSET, because you must get your head on straight to write 
quickly.  
Remember, you're not a copywriter. You’re a project manager in charge of delivering sales 
copy.  
And that totally relates to the concept of TOOLS, because just as a contractor needs tools to 
build a house, you need tools to create effective sales copy.  
And the more tools you have, the faster you can create that copy…. Sales Letters, Postcards, 
Emails, and so on.   
I'm going to talk today about three different types of tools, in different areas, and you need 
each one of them.  
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First, you need tools to identify the WHO you're writing for. 
Next, you'll need tools to nail down the WHAT you're delivering. 
And finally, you'll need tools for HOW you’ll actually write the copy.  

WHO Tools 
There's a lot of different tools involved in really getting to know your customer.  I don’t 
have time here to go into everything, but I am going to give you a simple process that will 
help you really know your customer. 

This is important, because 
there's nothing as critical to 
creating effective copy as 
understanding your customer - 
getting inside their heads, getting 
inside their hearts, seeing the 
world from behind their eyes 
and understanding what's going 
through their heart, what they're 
feeling.  
That's so important to being able 
to write copy.  

And when you’re really able to embrace their life and what matters to them, that's when 
you're going to write effective copy and write it quickly. 
So one of the things you want to identify as part of the process…  
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You want to find out the HOPES 
your potential has as they relate 
to your offer.  
And they have lots of things 
they hope for. I mean, we all 
have hopes for maybe a better 
job, maybe a better career, 
maybe a better home.  
Maybe they want children, 
maybe they want to go to 
college.  
Whatever it is, you need to 

understand their hopes, what they're really aspiring to, but as they relate to what you can 
provide in your offer to them.    
You also want to know their 
FEARS.  You want to know 
what's keeping them awake at 
night when they lay there in 
bed at 2:00 AM – they wake up, 
it's dark, and there's tension 
tugging at their heart, 
pounding inside their chest, 
making it impossible to go 
back to sleep.  
What's really causing that fear? 
What's causing them to wake 
up in a cold sweat at night?  
And again, what is it that they have going on that you can relieve, that you can provide the 
answer to – that you can provide to make those fears disappear? 

You also want to know their 
DREAMS. Here’s a really great 
question I credit Dave Dee 
with… “If they could wave a 
magic wand, what would they 
want to see appear?” 
What are they dreaming of 
when they wave that wand? 
How will their life change? And 
can you deliver that?  
How can you deliver that magic 
wand-waving moment for them 

that changes their life and gives them what they long for?  Ask that question.  
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Finally, PAIN – go deep to really 
understand what's causing them 
pain at this moment?  
What’s hurting them right now 
that you can make go away 
forever?  
That's a critical thing to 
understand because we’re all 
dealing with some kinds of pain 
and it's much easier to sell the 
antidote to pain than to sell 

something to make you feel better.  
If you're already feeling good, it’s awfully hard to pull out the credit card for something that 
promises to only make you feel a little bit better.   
Now it’s not impossible, especially if you’re going after markets looking for that “slight 
edge” that will put them over the top. But even so, if instead you've got a real pain right 
now, and it’s driving you crazy, you want to see that solved immediately. 

WHAT Tools 
So now that you really understand your WHO inside and out, especially what’s hurting 
them, it’s time to pull out your WHAT tools to help you define exactly how you plan to 
make that hurt go away and their dreams come true. 
And the most important WHAT tool you need is your KILLER Offer. 
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You MUST have a Killer Offer – it should have multiple elements, but here are some that 
absolutely must be included: 

• It must provide a compelling TRANSFORMATION. You can't offer them something 
that just makes life just a little bit better. It makes the headache hurt just a little less. 
It has to be compelling. It’s has to significantly transform their life from one 
situation into another, a much better, how much bolder, much grander experience.  
 

• It also must have unimaginable VALUE.  I've worked on many different offers with 
many different marketing campaigns for many different clients. And I think one 
common thread to campaign that wind up less successful than they could’ve been is 
they're not ready and willing to go the extra mile to make that offer irresistible.  
They’re not willing to do everything they can to make the value so amazing that it 
just can't be turned down. 
It's “the offer you can't refuse” as the Godfather said, that's the kind of offer you 
want to be able to create. It must have unimaginable value.  

• And it’s totally, 100% ZERO RISK.  A killer offer must include some kind of 
guarantee proving that you take away every element of risk.  

HOW Tools 
The HOW tools exist to help you get your copy D-O-N-E.  They’re extremely practical and 
one of the MUST-HAVES in your toolkit is your Swipe File.  
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You must develop and/or acquire a high value swipe file. And one way to do so 
immediately is to start collecting all your junk mail.  
I’m not limiting this to print – this absolutely includes emails and online as well.  
You want to find examples you think are extremely compelling and irresistible. Look at 
great websites, look at great headlines, start acquiring collections of bullet points of 
introductions, offers, PSs – all of that and more.   
Develop a system that has all these put together so you can access them quickly without 
getting lost and shuffling around.  
You want a swipe file that's organized so that you can get things done quickly and move 
step by step through the creation of your sales letter.  
Having a swipe file that includes resources like sample bullets, headlines, openings, PSs, 
and more is literally invaluable – and it will make your writing process a lot easier. 
So now we're going to do a little experiment... 

 
 
One of the things that’s so valuable in helping you develop your own HOW tools is to play 
the game “Find the FORMULA” because there's formulas in sales letters, formulas in 
headlines, formulas in bullet points, formulas in offers.  
And it's essential that as you go through the process of building your copywriting tool kit, 
you understand how to identify and how to create your own formulas.  
As an example of the process, here's a headline that I saw on a blog post that I was really 
good… 
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The post was entitled, “My Radical Unpopular Corona Virus Theory.” 
And I thought that was a really compelling headline. 
Then I thought, “how can I turn this into a formula I can reuse in other markets?”  
Well, here's a couple of examples of how you might do that.  

• My Radical, Unpopular Weight Loss Theory 
• My Radical, Unpopular Retire-Before-You-Turn-50 Theory 
• My Radical, Unpopular Theory About Writing Killer Copy FAST 

Notice you don't have to follow the formula 100% - you can do some tweaking, but the 
basic formula is still there.  
And these kinds of formulas are powerful and useful. You want a toolkit packed with them.   

Having WHO, WHAT, HOW Tools Makes It Easy To Write Faster 
So before I created that $355,000 postcard, I first went to my toolkit to find a headline that 
I thought looked just about right – one that had a formula that I could use and rewrite.  
I also had a very clear understanding of WHO this was being written to - people who had 
suffered from cancer as a result of being in the locale of the 9/11 disaster.  
And WHAT the government was offering was up to $250,000 in compensation for people 
who were suffering from a wide range of cancers – a very compelling offer. 
The overall letter FORMULA I used for the postcard copy was based on another postcard I 
had that used the classic AIDA formula – Attention, Interest, Desire, Action.   
With all this in hand, I started writing. 
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Simple?   
You betcha.  
But effective – indeed, I’m told it was getting knocked off by other law firms going after the 
same prospective clients. 
But it didn’t take long to create, remember I had a hard and fast deadline of 25 minutes to 
get this done. And the fact that I already had a toolkit gave me the elements I needed to 
quickly assemble this postcard helped me to get it done and out the door.  
So you need to have the proper MINDSET.  
You also need to have the right set of TOOLS. 
But there's still something missing to put all these pieces together, to write killer copy as 
fast as possible… 
You still need a repeatable process for taking that MINDSET, taking those TOOLS, and 
pulling everything together to assemble a compelling offer, a compelling sales letter, a 
compelling email, a compelling webinar. 
Otherwise you’re working randomly, haphazardly, basically shooting in the dark hoping 
you’ll hit something.  
That’s NOT how you want to operate – either as a professional copywriter or simply as a 
business owner who wants to generate the copy you need to effectively sell your products 
or services.  
Here’s the final STEP to take to Write KILLER Copy Fast… 
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I’m now going to talk about how you can systematize the copywriting process to make sure 
you're NEVER stuck on a blank page again.  I’m going to show you a SYSTEM so you can 
Write Faster, Write Better, and get to the money Right Now.   
Now, the importance of having a SYSTEM is that it enables you to overcome the ill-
conceived notion you are a writer waiting for the muse on high to arrive and give you the 
words of wisdom to promote your product or your service. You don’t need a Muse, because 
you now have a system.  
It's important to have repeatable systems that allow you to get your copy done quickly.  
Now there's lots of different systems out there. I'm going to give you one I've used a 
number of times on my own copy projects.  This is how you can be sure that it does work 
and it's very effective.  
Note that you do need to find systems that work for YOU – and some systems may work 
better for different types of projects. Because not all projects require the same intensity – a 
simple postcard isn’t the same as complex copy campaign with multiple branches.   
So it's important to actually have 
several systems for working with copy 
and campaigns, but we're going to talk 
about one specific systematic 
approach to get copy done quickly. 
It’s one that I KNOW works – and it’s 
simple and easy to follow. 
In fact, I like to call this “A Fast, Lazy 
SYSTEM to Write Killer Copy.” 
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Step 1 is to make sure you nail down your WHO and your OFFER.  
It's important to have that WHO nailed down, and not just in your head (although that's 
important and you should really feel it).  
But I think you should also write down a clear description of your WHO - their hopes, their 
dreams, their fears, their pain. Get that down on paper.  
In addition, you want to have your OFFER written down on paper as well, making sure you 
have and all its aspects very clearly defined.  
In fact, a lot of times, I like to start with the order form laying out the nuts and bolts of the 
offer.   
I like to have that order form done before writing even a lick of any other copy, headlines, 
bullet points, nothing.  
So get those two things nailed down – your WHO and your OFFER – right off the bat. 
For example, back to that $355,000 postcard - I made sure at the very beginning of this 
little project, that I discussed with my client to fully understand the WHO he was targeting.   
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The list was anyone who lived near the New York City neighborhood where 9/11 occurred 
at the time of the attack, and who had been diagnosed with any one of a wide range of 
cancers. They were eligible for significant compensation by the Federal Government.   
So understanding what was going on in their heads and their hearts on that day – and the 
pain they've gone through since then - this was really critical to writing this piece of copy.   
Also important was the offer and call to action - it's a very simple offer and call to action, 
but we had to have that nailed down 100%.  
After you get the WHO and the OFFER in place… 
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Now you want to go through your swipe file – and again, make sure you make the 
investment to create or acquire an extensive swipe file. I've got folders and folders and 
folders and boxes and boxes and boxes of emails, of letters, of headlines and things I've 
saved over the years.  
In fact, in my own swipe file I include my own copy – letters, postcards, emails, campaigns, 
that I’ve written for myself and others.  It’s copy that I know works and it’s a really good 
resource for me to go back to over and again. 
You’ll want to do this for your own copy projects as well.  
So find the right swipe to model.  If you're doing a long form sales letter, find a long form 
sales letter that'll work for you. If you're doing an email, find an email that works for you.  
You NEVER want to start from a blank page.  You can always rewrite from something 
else – even to a totally different market or offer. Start with SOMETHING. 
So, for this project, again, it was a postcard, therefore I started looking for postcards that 
were somewhat similar. And indeed, I realized this postcard was very much like a TV ad I’d 
seen several times before. So I had all that in mind before I started.  
 

 
 
 
Step 3 is you want to keep the structure.  
Now to be clear, you don't want to STEAL that perfect swipe letter or that perfect swipe 
postcard. You want to MODEL it.  
And by modeling I mean you play “Find the Formula” and look under the hood. What's 
really going on with that headline?  What’s really going on with how the copy flows?   
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Find the system, find the secret structure. It’s there.  
Use that structure and model it step-by-step. 
Rewrite the headline so that it fits your WHO. 
Rewrite the bullet points so they fit your offer.  
Rewrite the intro paragraph. Rewrite the final paragraph, the call to action, the PS - rewrite 
everything so that it fits your WHO and it fits your OFFER.  
Because when you do that, and you've got a proven swipe, you’re probably going to wind 
up with something that works really well.  
Important:  You're not stealing. You're just building upon a proven structure. You’ve  
you've been given an architectural blueprint and you follow it step-by-step. 
 

 
 
Now you want to write the draft as fast as possible.  
And that means you have to turn off the editor that's inside your head. 
You have to tell that little voice between your ears that keeps blathering how your writing 
isn’t very good to SHUT UP. 
This is a critical step in this process.  
Do NOT allow yourself to get bogged down into agonizing over every single word. 
You want to write like you talk. You want to get it out of your mind and onto the paper onto 
the screen as quickly as possible.  
It's very important to focus on “As FAST As Possible.” 
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Having a deadline, as we talked about in earlier, is critical to forcing this upon you - making 
you understand the mandate to get the project done quickly so it can get out the door.  
And here’s a little hack to help you write at maximum speed: 
 

 
 
Stop doing other stuff. 
Stop surfing the net.  
Stop checking your Facebook account.  
Stop looking at Twitter.  
Stop reading the news.  
Stop checking your email.  
STOP.  
Whatever’s keeping you from doing what you need to get done.  
Stop it.  
Now this is a simple hack, but I know - it’s really hard to do. And you have to develop, as we 
talked about earlier, the mental toughness required as a Project Manager to get into Ship 
Mode and get the copy project done and out the door. 
Remember, anyone can get a project to 90% done.  
What takes the real mental toughness and separates the winners from losers is that extra 
10% to actually get into ship mode and get it out the door.  
So stop doing other stuff.  Get that letter DONE. 
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This is a critical step – and one that even when deadlines loom, still needs to be followed. 
Now I honestly didn't have a lot of time with that postcard example I've been talking about. 
I only had 25 minutes and it had to be shipped at that point in time. 
But even with that - you want to let your copy rest for at least a little bit.  
Let it sit for a while. I like to let things sit overnight. If that's possible, if you can do that, 
that'd be great.  
But even if you don’t have that much time, try to let it sit for a little while. At least go take a 
walk or something and then come back.  
And this is a tip I learned long ago.  
Read your copy aloud – because when you read it aloud, it will help you identify all the 
things that still need tweaking.   
When you read it out loud, you'll stumble over words - they won't sound right. You'll 
probably find some typos.  Words that are missing.   
By reading it out loud it'll help you find that kind of stuff. It's a great editing tool.  
Make those final tweaks based on what you discovered when reading aloud… 
And THEN…  ship it, get it out the door. 
A very simple five step system to help you get your copy done quickly.  
Use it. 
 
  



32 
 

 
We've talked about the importance of having the proper mindset, how critical that is to 
enabling you to write copy quickly.  
We’ve talked about having the right set of tools, the value of having a powerful toolkit that 
provides everything you need at your fingertips so you can get copy done quickly.  
And finally, we’ve made clear the importance of having a system. I gave you one very 
simple system that you can follow on a copy project to get it out the door.  
By following these 3 Steps, you turn the corner from thinking like a “writer” to becoming a 
professional “Project Manager” in charge of delivering copy for a specific purpose. 
You no longer have to sit by the keyboard waiting for some kind of inspiration, for wisdom 
from on high, to come down and help you artistically craft your copy.  
Instead, you’re an ENGINEER who’s taking the copy project apart piece by piece and then 
assembling all those pieces together – quickly, efficiently, working fast to get the project 
DONE and out the door –  
- where it can make you or your clients MONEY. 
And because you CAN now produce marketing and sales copy more quickly, more 
effectively, goodness results.  
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When you've actually embraced these three steps – MINDSET, TOOLS, SYSTEM – you have 
banished the fear of the blank page and the blank screen forever. 
You can finally get your sales letters and your postcards and your emails and your ads and 
all the materials you need to successfully promote your products and your services out into 
the MARKET where they can finally stop gathering dust and start generating revenue.  
You can discover what works and what doesn't a whole lot faster, which is critical because 
no one knows how a postcard headline or an email subject line or a sales letter headline 
will work until you get it DONE. 
You can find out what works and what doesn’t.  
Bottom Line:   

• By getting things done faster, you make more money because you get more done 
and you get more stuff out in the market to test. And once out there, you can modify, 
adjust, and test again – making your copy better and more effective. 

Perhaps You’re Interested In Going Even Deeper… 
Finally - I just want to wrap up with saying thank you very much. You've made a great 
decision taking the time to read this report.  
I hope you’ve found the information useful – I guarantee that the approach I’ve described 
will help you get more copy projects DONE and out the door.   
So please, take the principles revealed to heart and actually apply what you discovered. 
Fixing your mindset, acquiring / developing tools that work for you to produce copy, and 
following a system – these three steps will enable you to overcome “writer’s block” and 
generate an effective sales letter or email or a postcard or whatever a whole lot faster.  
Now there's only so much I could've covered in this report.  
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If you'd like to go even deeper into all these concepts, I have prepared an easier way to do 
just that.  It’s an extensive toolkit that goes into much greater detail everything covered in 
this report and much more.  
It’s called… 

 
This is a complete toolkit designed from the ground up to help you get writing done FAST!  
It’s NOT a long-winded “how to write copy” book of theory, but an “at your fingertips” 
resource you’ll go back to and use again and again. 
Your copy will be based on proven headlines, templates, and power words that enable you 
to engineer a sales message your prospects won't be able to resist. 
You won’t worry over the terror of a blank page ever again – you’ll be able to crank out 
copy quickly and easily that you KNOW will get you the results you deserve. 
It's a very special bundle of services and products and tools and templates, et cetera.  
It’s an easy-to-use Toolkit that makes writing Powerful sales copy simple, fool-proof, and 
FUN – Guaranteed.  
For a special offer that’s available ONLY to readers of this report, go to: 

www.WriteKillerCopyFast.info/offer 
It’s only available for a limited time, so if you’re interested, check it out.  
You CAN write killer copy FASTER.   
Do it.  
Change your life and the lives of your customers. 
Write Faster. Write Better. Right Now. 
 
 
 
 
 

http://www.writekillercopyfast.info/offer

