The High Ticket Freedom Formula

Headline Templates

A few notes...

· If you’re not good at writing copy, just stick to our “How to get #1 desire without #1 shitty thing” formula. It’s a good one.


· However, simply to whet your appetite, I’m giving you a bunch of other templates you can play around with. Feel free to browse through these and see if you can fit your message into any of them.


· Your headline should hit all 9 of these points...


1. Does my headline communicate the strongest customer benefit?

2. Does my headline answer the question: What’s In It For Me?”

3. Does it offer a reward for reading the ad?

4. Is my headline clear and direct? Does it communicate a complete message?

5. Is my headline getting attention with a powerful sales message?

6. Does it motivate my prospect to keep reading?

7. Is my headline speaking directly to my target prospect?

8. Is my headline interesting to my prospects, or does it bore them?

9. And finally, is my headline an ad for my ad?


Enjoy!

The Headline Templates

Quick note: I took these from a course I bought the resale rights to a LONG time ago. They’re more of a bonus than anything. Some of these won’t fit a webinar. However you can use them in other areas of your copy, such as the webinar summary page, other salesletters, etc. I added a bunch just to give you a few to choose from.

The News Headline:  

If your product or service offers something newsworthy, announce it in your headline. You would normally use this to introduce a new product or the improvement of an existing product. Here are some words you can use in your News Headlines. 

New, Announcing, Introducing, Finally, Just released, Now, At last. 

Examples: 

· “At last! A Tooth Paste Kids Will Love” 

· “New Diet Burns Off More Fat Than If You Ran 98 Kilometres a Week” 

The Guarantee Headline: 

These state a desirable benefit and guarantee results or other benefits. If you offer a powerful guarantee . . . let your prospects know by stating it in the headline. 

Examples: 

· “Get Your Erection Back As Hard As A Rock In 24 Hours Or Your Money Back” 

· “Hands That Feel As Smooth As Silk In 24 Hours . . . Or Double Your Money Back!”  

The How To Headline: 

With over 7,000 book titles starting with ‘How To’ you can’t go wrong with this one. If you ever get stuck, try adding ‘how to’ in front of your headline as these type of headlines promise your prospect a source of information, advise and solutions to their problems. 

Example: 

· “How To Win Friends And Influence People” 

· “How To Avoid Snake-Oil Selling Scumbags On The Internet” 

The Benefit Headline: 

Benefits sell . . . features DO NOT! To write a successful benefit Headline, you must know your market so well that you can offer them a powerful, compelling benefit driven headline that they can’t easily get somewhere else. YOU must do your homework though in order to know what the benefit will motivate your prospect/s to take action. 

Examples: 

“Dry Up Your Hay Fever In 15 Minutes” 

“Stops Diahorrea in 30 Minutes” 

“It Cleans Your Breath While It Cleans Your Teeth”  

The Question Headline: 

Be careful when using this one. YOU must know your market backwards otherwise you can blow your whole advertising campaign. The best types of questions to ask are questions that get your prospect involved. 

Examples: 

· “Do You Make These Mistakes In Marriage?” 

· “Do You Make These Mistakes In English? 

· “Can You Hit A Golf Ball Like Tiger Woods? 

The Reason Why Headline: 

These give your prospect specific reasons why they should read your ad or sale letter. These are very effective because they contain facts and specific numbers.  

Examples: 

· “27 Reasons Why You Should Have Attended My Judgement Day Seminar” 

· “37 Fun And Easy Ways To Earn $500 In Your Sleep” 

The Testimonial Headline: 

This is just what it says. It uses a customer testimonial for a headline. This gets your customers to sell for you by talking about the benefits they received. 

Examples: 

· “How I Make $557.63 Per Week In My Sleep” 

· “I Had Never Purchased A Share In My Life. I Opened A Share Account With $14,000.00 After Attending The Trading Edge Workshop . . . In Six Months My Account is OVER $21,000!” 

The Command Headline: 

This tells your customers what to do. Your command should encourage action by offering your prospect a benefit that will help them. The most effective command headlines start out with action verbs. 

Examples: 

· “Stop Baldness Today Before Your Head Looks Like A Bowling Ball” 

· “Stop Wasting Time On Advertising Guesswork” 

· “Stop Being An Advertising Victim” 

