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"There are two reasons why a man buys anything. The one he tells his wife and the REAL reason." Mark Twain

People buy for emotional reasons. Oh, we like to convince others there's a GOOD reason why we buy, but the fact comes down to this -- we want to know what's in it for us. That's why in your copy you have to emphasize the BENEFIT you provide. She doesn't care if you're selling a state-of- the-art blender. She wants to know it's going to save her TIME.

Try this template on for size. "We provide__________ SO THAT you can __________."

The benefit is what connects with people and turns them into customers.
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