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That afternoon, in college, a friend requested I add more beans 

to the ones I intended cooking. It was quite unusual for David 

(not his real name) to request  eating my food. I almost declined, 

but when I saw that he was pretty indisposed, I agreed.  

After saying that, I realized that could be a big mistake, as I 
would be later insulted…. 
 
Nevertheless, I started. I went to the kitchen, took the beans 

(already picked), and then placed it in the pot of water for the 

cooker to play out its role.  

After about 1hour 30 minutes going to inspect the food, the 

meal was ready, and then I got it served.  

It didn't take long before David cried out in complaints that the 

meal wasn't good as expected. He said he was not going to eat 

it even though he was hungry – It was that bad… (Not overly 

bad to me, you know, I had adapted.) 

Phew! I had always managed to dish my food myself and 

perhaps eat alone. At least, I could hide my inability to cook a 

good meal. But that day, I couldn’t escape my fears bursting 

forth. There was this shocking-look on the faces of my other 

roommates as David threw his complaints. 

I decided to change. 

That event eventually motivated me, so I started learning how 

to dish tasty meals and became a good cook (subjective though). 

I know you're wondering what my cooking journey has got to do 

with knowing what to do before writing any sales copy. It is 

quite similar. Follow me. 



To cook a good meal, you need to have a checklist to follow, 

right? 

Starting from knowing if there is gas in the cooker or kerosene 

in the stove or there is electricity to power the cooker, to the 

knowing the number of ingredients to use, to following a 

systemic plan in making the meal. Not having all these in check 

will affect the outcome of the meal. 

And that is precisely how it works in Copywriting. There are 

requirements to make a compelling copy. Without noting and 

including them, like David rejected my meal, it would be 

rejected by prospects.  

In a few seconds, I will be showing you the EXACT winning 

checklists to always have in place before writing any sales copy. 

Before then, understand the following importance of 

copywriting. 

 

 A compelling sales copy can do the work of a thousand 

salespersons.  

 It is time-saving and cost-effective. 

 It allows you to catch the attention of every prospect 

and make them take action without saying a word or 

showing your face. 

 And many others 
 
That said, let's get to work on what you should do. 

 

 



COPY IS ABOUT 

EMOTIONS  
 

 

Many people think copywriting as just writing, but it is not really. 

Come to think of it. If it were so, why isn't every writer a 

copywriter or every speaker a copywriter? It goes beyond just 

mere communication.  

Fine, one may be tempted to miss the psychology behind 

writing copies and think of it as just communication because of 

the way it’s presented.  

It looks like a mere conversation, but it more profound than 

that. 

Before writing any copy, pause to think of the emotion you 

want to trigger. Some emotions are prime in making prospects 

act. Some of them include fear, scarcity, jealousy, pride, ego, 

hatred, pleasure...  

What emotion is your copy tapping into?  

 

 
 
 



 

YOUR COPY MUST 

CATCH ATTENTION 
 

 

Attention is the most valuable currency in today's economy. 

From online to offline, the one who gets the most attention 

wins. In a sales copy, the attention-grabbing component is the 

headline. 

It pains me each time I see a copy without a headline. A 

headline is said to be a copy of the copy. It sells the body of the 

copy and pulls you to read the opening. 

Think of a headline as a doorpost to a house. Let's imagine this. 

You're currently outside your house; you intend going to the 

sitting room to watch a movie. And after about 10 minutes, go-

to dining to drink your fave drink. To do this, you have to enter 

your house first, right? 

If you have got no idea about how to enter the house through 

the door, you won't get to the sitting room or dining room. 

A copy may be excellent, but without a good headline, the copy 

will fail. That is because 8 out of 10 readers read the headline 

first before reading any other thing. If they don’t read the 

headline, how will they read the entire copy? 



Again, don't just write headlines; your headline must be worth 

getting attention. 

Here're Some Headline Templates To Fill In The Gaps And 

Use 

Who Else Wants To. _______ (End Results Of What They Want)? 

Who Else Wants To Make More Money From Home? 

How to __________(Do Something) Without ________ 

(Pain/Fear) 

How to Write Simple English That Pulls Money Without Having 

An English Education Degree 

Why You Should Never _________ (something common and 

accepted by many) 

Why You Should Never Comb Your Hair In Public 

Get ________ (Benefits Or Claim) Under ________ (Specific 

time) 

Get The Secret Of Becoming A Millionaire Under 7days 

Do You Make These Mistakes? 

Do You Make These Computer Mistakes 

 

 

 

 



 

YOUR COPY MUST 

HAVE A GOOD 

START 
Attention must be sustained. It is not just enough to come with 

a good headline; you've also got to start your copy with a good 

opening. Remember going for an event, and a speaker is invited 

to speak.  

While the speaker makes his way to the podium, you, alongside 

the audience, cheered him with your hands. Everyone's 

attention was lit, ready to hear the few first words of the 

speaker... 

 After waiting for a few seconds to minutes, you realized the 

speaker didn't start well. You could have forgiven him for that 

wrong start, but your croc (primitive) brain couldn't give you a 

chance. It immediately reminded you of how difficult it is to 

continue listening to boring subjects, so you got your phone up 

and started chatting to while away time.  

That is how it is in sales copies. Your prospects' croc brain may 

not give them a chance to reconsider spending a few minutes 

reading your copy.  



The croc brain filters for freshness, news, exciting stories, 

beneficial discourse… 

 Here Is What You Could Do When Writing An Opening 

 Start your opening with a story 

 Start by answering your prospect's objection 

 Start with a piece of news. 

 Start with a concept that your prospects will agree to. 

 

 

 

 

 

 

 

 

 

 

 

 

 



YOUR COPY 

SHOULD ANSWER 

PROSPECTS' 

OBJECTION 
There is no point in writing a copy to prospects if you decide not 

to answer their objections. 

Objections are proof of concern your prospects have concerning 

your offer. It could be about the efficiency of the products, the 

price, the durability, the warranty...  

Ensure to list your prospect's objection during your course of 

research and highlight how to answer them.  

A rule of thumb to guide you in answering objections: When 

you realize one, don't skip it. Answer it right away.  

You will discover several of your prospects' objections while 

researching your offer. 

 

 

 



YOUR COPY MUST 

HAVE A GOOD 

CLOSE 
This is another distinction of a copy to any other write-up. Your 

copy must have a good close. A close could be described as an 

action trigger aimed at making the prospect do the intended 

objective. The objectives may be: 

 Calling a number 

 Visiting a dentist 

 Purchasing the products 

 Filling contact details 

Here Are A Few Ways To Make Your Copy Have A Good 

Close 

 Use action triggers like scarcity, deadline, FOMO (Fear 

Of Missing Out) 

 Emphasize the benefits to them again 

 Make them visualize the future of using your offer or 

having a regret if they don't choose your offer now 

 Use Postscript. It is second most read part of the copy 

 

 



 

CONGRATS! 
You’re done with the winning copywriting checklist, now go 

show the world how good you are at forcing prospects to buy 

whatever you’re selling, while keeping this special report handy. 

 

Stay in touch with me @ Ogomigo_Ortega across all social 

media platforms (Facebook, Instagram, Twitter, Linkedin) 

You can join our newsletter to receive business updates and 

insights, click here https://www.ortegaogomigo.com 

https://www.ortegaogomigo.com/

