
SALES PAGE 
CHECKLIST



EMOTION IS.  
ART IS.

TEASE them in:  

Does your headline speak to their biggest fear or their 

deepest desire? 

Does it create intrigue around that so they want to read?  

Create a sexy body: 

Does the body flow directly from the headline?  

Does the body read like a book they can’t put down? (I.e. 

Start with a narrative, not “I” or “You”) 

Do you cover 1-3 pain or pleasure points in the body?  

Does it flow well into the benefits of your program? 

Create a SO THAT bullet list of benefits they can’t NOT 

read: 

Do you have 5 -7 bullets in a SO THAT scenario? (I.e. 

Construct a bulletproof mindset so that anything but success 

is tossed out of your way) 

Does each bullet express a pain or pleasure that makes this 

course/program/product one they can’t live without?  

Do you need more than 7 bullets? GO FOR IT!  
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Remind them because they forget easily: 

Do your bullets flow seamlessly into the next section of 

narrative where you discuss the properties of their lives 

AFTER working with you? 

Do you discuss the WHY behind the program in a 

captivating (but not long) narrative form? 

FIRE AWAY: 

Do your bullets cover the details of the program/product/ 

service and it’s delivery and the amenities involved in a SO 

THAT format? 

WHY do YOU matter: 

Did you speak to your credentials behind why they can and 

should trust you? 

Did you manage to weave in a little backstory that 

connects them on an emotional level? 

Did you include how long you’ve been working in your 

current capacity, where you’ve been featured, etc?  
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Go long? 

If your product/program/service is over $500, did you spend 

time flowing into another narrative that reminds them of the 

pains/benefits of it? (If not, skip to #9) 

Does your narrative flow seamless from the About You above? 

Is it compelling? 

Another Bullet??? Yes. 

Do your bullets speak to another round benefits or pains (or 

the SAME round of benefits or rounds, but said in new words 

and emotions)? 

Did you use the SO THAT format? 

Did you close that section with a power line reminder of why 

this program works? 

CLOSE: 

Did you close with a brief narrative that speaks back to the 

headline? 

What did they say?: 

Do you have testimonials throughout the copy or at the end? 

Do the testimonials relate to the program/product/service 

that you are offering? 

Are they concise and not the Illiad? 
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Language, language!  

Did you use power words that elicit the voice of authority? 

Did you eliminate all doubt-inducing words like

can/will/could/might/possible? 

Call-to-action: 

Did you include a compelling call-to-action that is more than 

“Buy Now”? 

Are you driving them to a call or a pay now page?  

Who am I to tell you that emotion is the winner when it 

comes to sales pages because sales are not made with the 

wallet, they’re made with the heart? 

I’m Tania Dakka, lead copywriter at Badass’D Digital Ink. I 

write copy for 6 &7-figure coaches, small businesses, and 

franchises. I’ve even contributed copy to a campaign for a 

$61M brand. Writing copy has been my business for 6 years 

and if there’s one thing my Scorpio soul knows? It’s emotion 

and the effects it has on the wallet. 

If you have trouble evoking emotion, don’t risk profits. Hire 

someone to help you. Your business depends on it.
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