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D O N ' T  B E  T H E  N E X T  O N E  T H A T  B I T E S  T H E  D U S T

When words fall flat, getting them to
take action sends you packing right out
of their lives. Want to be the only one
they can think about? Details inside.

D R O P  T H E  M I C

Reach deep into their souls so that
when they read your words, they can do

nothing but click your button.

T A N I A D A K K A . C O M

I N T I M A T E
C O N C E R T  H A L L
V S .  M U L T I - S T A G E
A R E N A
LET  THE  MUSIC  BEGIN  
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C I V I C  V S .
C R U I S E

You have calls-to-action all over the place, yet no one is clicking to book a
Discovery Call and your list isn’t growing by the hundreds. That’s because there’s
a huge problem in your copy.

You put up sales pages that don’t get messages from people saying, “OMG! That
is the most in-the-flow, powerful sales page I’ve ever read!” or even a “Book
Now” click.

You write words that no one ever fucking reads.

People aren’t converting because they either:
- Don’t want or need what you’re selling.
- Don’t connect emotionally to you or your products.

Definition of convert:

To get the reader to take the action you want them to take.

Converting could be:

- Signing up for your list/freebie/etc.
- Booking a discovery call/free sessions
- Buying your Booker’s lamp and/or other wares

Because if you’re not getting signups when you pimp your list or you’re not
booking the free calls, there’s a disconnect stopping them. Once they see your
stuff, they should be on it. IF you have what they need.
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Disclosure: I can teach you how to turn people on emotionally, ONLY if you:
Have a business that fulfills a true need.

Are willing to do the work to get seen beyond simply posting in a couple of
groups a day on your favorite social network.

So, that aside, let’s fuck some shit up and start converting those eyes to hearts.

1. Grab the heart from the start.

Without a headline that grabs them as soon as they see it, you’re sunk. You’re
next line won’t even get the privilege of their attention.

Examples to avoid:

What would you give to have ____________?
Imagine you could _____________.
When’s the last time you _____________?

Examples of headlines that grabs the reader:

7 Things Your Ideal Client Doesn’t Want to See In Your Copy
Why You’re $7,000 Packages Aren’t Selling
How to Get Your Customers to Pay Full Price

Each headline expresses a solution to a specific problem that the reader is most
interested in.
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2. Greed fuels the click. Well, maybe that’s a bit of a stretch, but only a bit.

Give them a reason to want to click by making your Call-To-Action something
that reflects what they are going to get. (PS? A call-to-action is a call to action
LOL It’s the command you want them to follow: Buy, book, click, etc)

For example:

“Join the list” will yield a severely low conversion rate that rivals “Get my
newsletter.” While the second one does utilize the word “Get,” no one wants your
fucking newsletter.

Sorry.

They want what they are going to (ahem) GET from signing up.

Examples:

Grab your FREE course.
Get your FREE PDF.
I want my X!

*** The key to words that imply they are going to “GET” something are only as
good as their need for what they’re going to get. So, while “get” is one of the most
inciting words in copy, if they don’t need it, it won’t matter.

Know your client’s needs so when you use the “grab” or “get” phrases, they are
scrambling to click them.

http://www.taniadakka.com/


T A N I A D A K K A . C O M

3. Don’t hog the spotlight.

You are so excited to talk about you. I get it, you believe in yourself and your
product so you can just jump in with, “I blah blah blah, so you can blah blah blah.”

It’s boring and egocentric. Just STOP it.

Reword your “I” statements to be “you” statements.

And hey! While you’re at it, put even more of your beautiful brain to work by
uncovering the narrative behind what you want to say and fucking drop the
“you” too. See what happens when you do that.

It can be done. I do it all fucking day long.

4. Lead them into the click by selling them the click.

Pad the click with why’s that encourage the button engagement. Don’t just end
your copy and throw up the button.

Example:

Don’t just dream for a life, earn it.
Click below to reserve your spot in
Tony Robbins next event.

Spend 3 days with the master of
change himself.
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5M attendees have walked into
brand new lives.

Tell fear to finally kiss your ass.

In other words, “yeah...don’t forget THESE points when you’re hovering over
that ‘Yes’ button.” 

5. No smoke and freaking mirrors, Yo.

Build that trust MF, by telling them exactly what’s going on when they book or
buy. The more interesting info you include, the more comfortable they’ll feel to
click.

Example:

When you book we’ll:

Kick up as much painful shit as possible during our 90 minutes together so you
can hang up petrified for the rest of your life.

Discuss solutions you’ll never even consider carrying out on your own until
you’re so paralyzed you have to book a year’s worth of sessions.

You get the idea. If you’re using these words, though...um...you might not get
anyone on the line. Just be clear and straightforward about what they are getting
when they take action. 
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6. Why should you give a shit?

Features tell you the car is black. Benefits tell you that the car is a luscious shade
of pitch that turns heads as you pass.

See the difference?

Benefits are their, “why you should give a shit” about a feature.

Incidentally, if you write a bulleted list in your copy, each one should have a
benefit attached.

Think of them in terms of “This, so that” statements.

Example:

You get a 90-minute Skype session, so all your fears are brought front and center
to be faced and annihilated.

See how it works? “This, so that.” Especially with bullets. 

7. You talk too much.

I know you have a lot to say, save it for blog posts, eBooks, and videos. Sales copy
(even if you’re only selling a sign up!) has to be short enough to be engaging and
keep the reader interested.

Walls of copy are scary as fuck and will push them away before they even bother
to try read!
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8. Their friends love you - show it off.

Part of creating trust is proudly displaying evidence that their friends (or at least,
people like them) have used your service, bought your product, and loved it.

It’s psychology. Use it.

Tip: I prefer testimonials on the page I’m selling because it prevents them from
clicking away during the selling process.

Also, many choose to put testimonials lumped at the bottom of their page, and
that’s okay, but I like sprinkling some throughout the copy at strategic points so
that “social proof” is in line without being interruptive. And it acts as
reinforcement while their brains are in the “possibility” mode. 

9. It’s always, always, always about emotion.

The other biggest problem I see in 91.987% of copy out there? Is the lack of
emotion. The thing that every client has ever loved and made money from with
my copy was the amount of relationship-building, revenue-driving emotion.
Without it, you may as well serve up dry toast. 

No one wants to ready dry words. And they won’t. They’ll stop right where you
stop showing them that you understand. Make sure you inject as much of you and
the feelings you need your reader to feel as possible.

But don’t make it look like that flowery fucking wallpaper from the 70’s. Every
single word has to be true and have a meaning and a purpose attached to it.
Throwing up hollow words that paint flowery pics will not help your conversion. 
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There ya go! You made it! So proud!

If you’ve been struggling to convert people that land on your page into
subscribers or potential customers, put these tips to use in your copy and watch
your conversion rate rise. 

Want to dig on what your copy is lacking?

Let's jump in and jam to figure it out.

Click this link to schedule your free 15-

minutes and let's rock this.
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