
Source: Lou Larsen

“Any moron can come up with lots of 
‘reasons’ to invalidate ideas. The only real 

value and the only real genius is in 
figuring out how to apply an idea. Not how 

to invalidate it.” - Dan Kennedy



Number One: 
The Gary Halbert Weird Opener Tactic

“One of the primary ways to use interesting facts in 
your copy is to use them to segue into your selling 

message. "Segue" basically means "making a smooth 
transition from one part of a presentation to another". 

Remember the formula for sales success is AIDA. 
Attention, Interest, Desire and Action.” 

!

- Gary Halbert

Source: http://www.thegaryhalbertletter.com/Newsletters/ac_interesting_facts.htm



Chiropractic Voyeurism (gasp!)

about my daughter, Sami

Revenge of the Jew… [Live At 9pm EST]

WARNING: 

How NOT 
to do it!!



Number Two: 
The Pluralized Verb Tactic

Strip 10 Pounds Of Bodyfat In 3 Days 
Strips 10 Pounds Of Bodyfat In 3 Days 

!

Build 7 Pounds Of Muscle In 4 Weeks 
Builds 7 Pounds Of Muscle In 4 Weeks 

!

Generate An Extra $10,000 This Month 
Generates An Extra $10,000 This Month 

Number Three: 
The Teaching Parable Tactic



The Man, the Boy, and the Donkey 
!
  A Man and his son were once going with their Donkey to market. 
As they were walking along by its side a countryman passed them 
and said: "You fools, what is a Donkey for but to ride upon?" 
!
  So the Man put the Boy on the Donkey and they went on their 
way.  But soon they passed a group of men, one of whom said: "See 
that lazy youngster, he lets his father walk while he rides." 
!
  So the Man ordered his Boy to get off, and got on himself. 
But they hadn't gone far when they passed two women, one of whom 
said to the other: "Shame on that lazy lout to let his poor little 
son trudge along." 
!
  Well, the Man didn't know what to do, but at last he took his 
Boy up before him on the Donkey.  By this time they had come to 
the town, and the passers-by began to jeer and point at them.  The 
Man stopped and asked what they were scoffing at.  The men said: 
"Aren't you ashamed of yourself for overloading that poor donkey 
with you and your hulking son?" 
!
  The Man and Boy got off and tried to think what to do.  They 
thought and they thought, till at last they cut down a pole, tied 
the donkey's feet to it, and raised the pole and the donkey to 
their shoulders.  They went along amid the laughter of all who met 
them till they came to Market Bridge, when the Donkey, getting one 
of his feet loose, kicked out and caused the Boy to drop his end 
of the pole.  In the struggle the Donkey fell over the bridge, and 
his fore-feet being tied together he was drowned. 
!
  "That will teach you," said an old man who had followed them: 
!
	 "Please all, and you will please none."

 The Dog and the Wolf 
!
!
  A gaunt Wolf was almost dead with hunger when he happened to 
meet a House-dog who was passing by.  "Ah, Cousin," said the Dog. 
"I knew how it would be; your irregular life will soon be the ruin 
of you.  Why do you not work steadily as I do, and get your food 
regularly given to you?" 
!
  "I would have no objection," said the Wolf, "if I could only 
get a place." 
!
  "I will easily arrange that for you," said the Dog; "come with 
me to my master and you shall share my work." 
!
  So the Wolf and the Dog went towards the town together.  On 
the way there the Wolf noticed that the hair on a certain part of 
the Dog's neck was very much worn away, so he asked him how that 
had come about. 
!
  "Oh, it is nothing," said the Dog.  "That is only the place 
where the collar is put on at night to keep me chained up; it 
chafes a bit, but one soon gets used to it." 
!
  "Is that all?" said the Wolf.  "Then good-bye to you, Master 
Dog."

Online Income with Glow In The Dark Mini-Golf??

Number Four: 
The Manufactured Logic Tactic



Most car mechanics are cigarette 
smokers. 
!

Cigarette smokers die young. 
!

Therefore, if you don’t want to die young, 
you won’t become a car mechanic.

“Struggling marketers don’t segment 
their email lists. The most successful 
marketers use extensive list 
segmentation. Therefore, if you want to 
become a successful marketer you need 
to learn how to properly segment your 
email list.”

“Over 83% of the people who live to 
ninety-years-plus eat more than 6 
servings of vegetables a day. The 
majority of people who pass-on before the 
age of 60 eat less than 3 servings per day. 
Therefore, if you want to extend your 
lifespan, you must be on a meal plan high 
in vegetables.”



Number Five: 
The FAB Formula Tactic

FAB stands for Features, Advantages, and Benefits.  
!

A FAB Statement explains the feature, what it does (the 
advantage), and how it benefits the prospect. 
!

Features are facts or characteristics about your product or 
service. 
!

Advantages are what the features do. 
!

Benefits answer why someone should value the advantage. It 
connects the facts about your product to a solution for your 
client.”

Source: Kevin Clark, DevEdge

Feature - Advantage - Benefit

 Because it has (feature) you will be able to do 
(advantage). What that means for you is 
(benefit).

Why might the feature be advantageous? What does it mean for 
him? What does it offer? Why might he like it?



“Our sleeping bags have a 1 inch layer of insulation 
on them. This helps to retain body heat on cold 
nights. You’ll be warm all night. Which means that 
you’ll get a great sleep and be well rested for a day of 
fun activities (that you’ll fully enjoy!).”

Source: Kevin Clark, DevEdge

Number Six: 
The Faux Science Tactic

6 out of 10 best-selling books are published by a 
major publishing house. 
!

67% of all tennis pros use an over-sized Prince 
racket. 
!

More doctors recommend Tylenol than any other 
brand. 
!

Motorcycle accidents accounted for less than 
1/10th the fatalities of automobile accidents.



Number Seven: 
The Identity Molding Tactic

Before marketing: 
How do you want the prospect to see themselves before 
your marketing content? 
!

Before purchase: 
How do you want the prospect to see themselves before 
buying your product/service? 
!

After purchase: 
How do you want the prospect to see themselves as the 
owner of your product/service?

Number Eight: 
The Steering Choice Tactic



Strategically laying out the prospect’s choices  
!

•Choice 1: Weak advantage, strong disadvantage, 
strong disadvantage 

•Choice 2: Strong advantage, strong disadvantage, 
strong disadvantage 

•Choice 3: Weak disadvantage, strong advantage, 
strong advantage (that can’t be delivered by 
alternatives)

OTC Pain-killers: All it takes is just is just popping a pill. But, OTC 
painkillers can damage your intestinal tract and never eliminate 
the real cause of your pain. 
!

Massage Therapy: It’s extremely relaxing and enjoyable. But, the 
wrong type of massage can seriously exacerbate a back injury and 
can even put you at risk for a secondary injury from loosened 
muscles that are trying to protect your spine from the original 
injury. 
!

Chiropractic: Yes, it requires you take 15 minutes out of your 
schedule each week. But, it’s the only proven way to help 
permanently eliminate the real cause of your back pain and it’s 
the only completely natural and safe way to get and stay pain free.

Number Nine: 
The Experience Acknowledger Tactic



Acknowledging the things that are currently 
occurring for your prospects right now.

“You’re sitting there listening to me… probably 
wondering, “How does this apply to my 

business.” 
!

“You’re sitting there, hearing all of these tactics, 
taking notes, and beginning to think about how 

to use them in your own email campaigns.”

Number Ten: 
The Benefit-Embedded Question Tactic



“How Quickly Will The FB Visual Profit 
System Bring Me Clients On A Weekly Basis?” 

!

“Why Does This Method Work So Quickly To 
Get You Completely Out Of Debt?” 

!

“Why Do These Seeds Grow Bigger, Brighter 
Roses Than Any Other Seeds We’ve Tried?”

Number Eleven: 
The Hooked Opener Tactic

Starting your story at the peak of the drama… 
at the peak of the “inciting incident”… 

!

“A scene in which something happens to the protagonist  
that creates his surface problem.” - Les Edgerton



s: I was robbed! 
!
My heart sank. 
!
Everything was in shambles. 
!
The lock on the front-door was wide open. All 
my stuff most precious things were either 
thrown on the floor, broken, or gone. 
!
It was the worst day of my life. 
!
It all started with what I thought was going to 
be a great evening partying with some friends. 
!
blah  
!
blah  
!
blah

s: It’s all gone! 
!
My merchant account has been shut-down. 
!
My bank account is frozen. 
!
And, I’m now down to my last dollar. 
!
You’ll never believe how this happened. 
!
(If you’re a business owner processing 
payments online, pay close attention.) 
!
blah  
!
blah  
!
blah

Number Twelve: 
The False Evidence Tactic

“I have been hired to create more marketing 
funnels than any other single expert on the 
internet.” 
!

“I’m the highest paid online copywriter and 
marketing strategist in the world.” 
!

“We’re the #1 provider of automated online 
chiropractic marketing technology.”



Number Thirteen: 
The Factual Claim Illusion Tactic

•You already know that… 
•You already recognize that… 
•Obviously,…. 
•Without a doubt,… 
•Without question,… 
•Certainly,… 
•Surely,…

•There's no question that... 
•It's clearly evident that... 
•As a matter of fact 
•The fact is... 
•Of course, ... 
•We can all agree that... 
•Everyone in ___ knows...

“Every successful wedding photographer knows that learning 
how to use backgrounds is the secret to taking good 
photographs.” 
!

“No serious athlete in their right mind would attempt to 
compete at a high level without following the right nutrition 
program for their body.” 
!

“You just can’t succeed today as an online marketer without 
knowing how to structure a solid front-end marketing funnel.” 
!

“Successful entrepreneurs today prefer to leverage their time 
with freelancers and team members.”



Number Fourteen: 
The Agreement Bucket Tactic

Goal: to create immediate identification 
with your message and create a series of 
acknowledgments/agreements/yeses. 
!

You start with the prospects’ beliefs as 
your base.

“You’ve probably wondered at least one, twice, or more… 
!

How is it possible that these online gurus are able to make so 
much money marketing online. 
!

Maybe you’ve tried some stuff with little, if any, results, right? 
!

In fact, odds are… if you’ve been marketing online for any 
length of time you’ve been disappointed or frustrated with 
stuff just not working for you. 
!

And, you just wish someone would really, finally give you the 
truth about how to make money. Am I right?”



“Right now you don’t know what companies you can trust in 
the stock market. 
!

Companies are getting caught left and right stealing, lying, 
and giving out bogus stock info. 
!

You’re inundated with scammy stock offers in your email 
inbox every day. 
!

And it seems like there’s no where for a stock investor to 
turn.”

Number Fifteen: 
The Contrasting Comparison Tactic

Contrast allows you to reframe an 
objectionable element… and alter the 
reader’s perception of the facts, even 

though the facts have not changed at all.

Source: Copyblogger



•Falling coconuts kill 150 people each 
year, which is more than die from shark 
attacks. 

•You’re more likely to be killed by a 
champagne cork than a poisonous spider. 

•Donkeys kill more people each year than 
plane crashes.

Source: Copyblogger

Number Sixteen: 
The Incongruent Subject Line Tactic

A subject line that includes a word, phrase, 
or statement prospects wouldn’t expect 

from you based on their prior experience.



naked pics of barry white

Number Seventeen: 
The Nested Loop Tactic

An open loop is a rhetorical device to 
instill curiosity by creating anticipation 

for what will come next. The device is 
sometimes also called a tension loop for 
the tension and anticipation it creates.



Nested Loops are a series of open loops. 
Before closing one open loop you open 

another. At no point is the prospect 
outside of at least one open loop… until 

you’re finished.

“What I’m about to share is the simplest way to lower your blood pressure, 
naturally, by 20 points. 
!

And, it works regardless of how high your blood pressure currently is, how long 
you’ve had hypertension, and whether you’re currently taking medication or not. 
!

First, let me tell you why the common approach to lowering blood pressure is so 
ineffective. 
!

Blah, blah, blah. 
!

In fact, there’s one common hypertensive medication that can actually cause your 
blood pressure to rise over time. You want to avoid this like the plague, if you 
don’t want to exacerbate your hypertension and wreak havoc on your kidneys. I’ll 
tell you about that in just a second. 
!

I mentioned earlier you can naturally lower your blood pressure by up to 20 
points. Here’s how it’s done:”

Number Eighteen: 
The Moving Metaphor Tactic



Metaphor: Visual words that conjure an image 
in the prospect’s mind and unleashes a torrent 
of associations. 
!

Think of it as a mental equation in which 
something is compared to something else. A 
metaphor creates an image by stating that one 
thing is the other.

Fluid to clean your engine: Like vitamins for your Car 
Fluid to clean your engine: Tune-up in a bottle 
Smoke Detector: Like a nose that sits on your ceiling and sniffs 
the air 
Digestive Supplement: Like Roto-Rooter for your digestive system 
Website Marketing System: Like having a top sales-person 
marketing and selling your products 24/7 
Heart Supplement: Makes your arteries like teflon 
Tablet: Like having the most powerful computer right in your 
pocket 
Facial Cream: A Face-lift in a jar



5 Things About Dr. Oz Every Chiropractor Should Love

The Premier Golf Academy Membership gives 
you the ability to submit a video of your swing 

and have one of our professional golf instructors 
critique your swing and give you feedback on 

what you can do to make it better.

Virtual Golf Lessons

Number Nineteen: 
The Truism Tactic



Truism: Simple sentence that “appears” 
clearly true for the prospect.  
!

Here’s how it’s constructed: 
•State 3-4 things that are undeniably true for your 
prospects.  

•Then, you tag your statement on to the end (the thing 
you want prospects to accept as true).

“Since you’re sitting at your computer, 
reading this email, looking to learn 
something valuable about growing your 
business, you already recognize the power 
of  having a high-converting marketing 
funnel.”

Number Twenty: 
The Framing Tactic



There are over 1.1 billion people using Facebook 
There are over 7 billion people not using Facebook 
!

14% of the world population use Facebook 
86% of the world population does not use Facebook 
!

Smoking is the number one preventable cause of pre-mature death. 
Less than .01% of smokers die each year 
!

Automobile accidents accounted for 32,367 deaths in 2011 
Motorcycle accidents accounted for less than 1/10th the fatalities of 
that.

Number Twenty-One: 
The Proprietary Property Tactic

EBM Content 
Multiple Engagement Paths & Sequences (MEPS) 
T.E.A.S.E Post-Purchase Sequence 
Google Slap Triggers 
Trip-Wire Offer 
Return-Path Sequence 
Monetization Sequence 
Core Offer 
The Proprietary Property Tactic 
V.P.O.D.



Number Twenty-Two: 
The Innocuous Confession Tactic

A candid admission about a negative 
aspect of your product or service that 
is outside of the “value criteria” used 
by prospects in the buying decision… 
and therefore has no impact on sales. 

“Now, just a heads-up. This is not some pretty, fancy-looking 
home study course. You won’t find any full-color glossy 
covers, fancy graphics, or whiz-bang page design.  
!

Everything is black and white and plain as can be. So, if that’s 
something you’re looking for this program is not for you.  
!

If, on the other hand, you’re like most successful massage 
therapists, and what you want is a program that doesn’t have 
any fluff and simply gives you the meat and potatoes of how to 
grow your massage practice in the shortest time possible, 
then you’ll be thrilled with what you get when you order for 
your package today.”



Number Twenty-Three: 
The Contradictory Similarity Tactic

The Bald Barber 
The One-Legged Golfer 
The Overweight Personal Trainer 
The Arthritic MMA Champion 
The Broke Financial Planning Wizard 
The 4-Foot Volleyball All-Star 
The Skinny Sumo Wrestling Champ 
The Learning-Disabled Harvard Professor

Number Twenty-Four: 
The Buried Instructor Tactic



“If you’re struggling to lose weight, there’s an 
excellent chance you want to speed things up.” 
!

“If you’re trying to learn a new language, then you 
need to watch this video.” 
!

“Don’t watch this video unless you’re serious about 
eliminating procrastination from your life once and 
for all.”

Number Twenty-Five: 
The Pre-Supposing Instruction

“After you finish watching the video you’ll know 
how to clean your entire house in under 8 minutes.” 
!

“When you plant these seeds, you’ll find your 
garden quickly begins to sprout new flowers faster 
than ever before.” 
!

“When you’re done registering for the webinar, 
write down your most pressing questions about 
losing weight.”



“After you master the essentials of paid traffic, 
you’ll be well on your way to business and income 
stability.” 
!

“By accepting this offer to enroll in Widgets 101, you 
become part of an exclusive group of Widget 
Wizards.” 
!

“Why do so many good, caring parents end up with 
children who lie, cheat, and steal?”  

Number Twenty-Six: 
The Adverb Adjective

The Power Of Words That End In -LY 
Statements following these words are almost 
automatically accepted as true. 
!

•Naturally… 
•Easily… 
•Fortunately… 
•Thankfully… 
•Interestingly… 
•Ideally… 
•Gratefully…



Number Twenty-Seven: 
The Grand Takeaway

“Look: If all you care about is price… and you’re not 
interested in top quality fitness equipment, a clean 
facility, and a professional staff of fitness 
professionals to help you reach your goals, this is 
not the fitness center for you. There are a half a 
dozen other cheap facilities within a few miles I 
would advise you to go to if price is all you care 
about. But, if what you’re looking for is…”

Number Twenty-Eight: 
The Bragable Objection



“What you’ll find is that we’re priced higher than 
the typical gym. And because of that we keep out 
the riff-raff and muscle heads. So you never have to 
worry about being intimidated in here. As well, our 
higher price allows us to limit the membership, so 
we’re never over-crowded. What this means is that 
you’ll never have to wait for equipment and you’ll 
be able to get in, do your workout, and get out.”

Number Twenty-Nine: 
The Softened Command

“If you’re unsure where to begin with your new diet, 
you might want to seriously consider getting on this 
webinar. Because…” 
!

“I’m not sure if you’d be interested in this…” 
!

“This may be exactly what will create that 
breakthrough you’ve been looking for.” 
!

“This could possibly be the single greatest 
breakthrough in muscle building to be released.”



Source: Lou Larsen

Got value from the training? I would REALLY 
appreciate your feedback. Shoot me an email at 
info@marketingfunnelautomation.com


