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Do you correspond with many 
people? 

   

I do, because I often learn something, 

or something grabs my attention.  
   

This morning a friend sent me a 

piece by a copywriter.  

   

It was called The Seven Deadly 

Skills of a Great Copywriter.  

   

It was all basic stuff - and none 

were deadly.  

   

Except for one fatal omission: No 

examples of his work or results 

he got for clients.  

   

"Example is not only a way to 

teach; it is the only way to 

teach" - Einstein  

   

When you sell you are teaching 

people your proposition.  

   

People learn by example and 

repetition.   

   

That's why it's never enough to 

make your promise once.   

   

You must do so at least three 

times - preferably in slightly 

different ways so you don't bore 

people.  

   

When you join me on October 

25th I will deluge you with 

examples.  

   

If there isn't something that 

relates to your challenge, just ask 

me.  

   

After 60 years selling all kinds of 

things from complex measuring 

equipment to baby's toys...  

   

All over the world from Finland to 

California to New Zealand...  

   

At prices from pennies to 

millions...   

   

I usually find an example to help 

you.  

   

But you must be there.  

   

And you must reserve your place 

now...  

   

Because - guess what? - the ticket 

price is going to go up.  

   

So why not reserve your place 

now, this very minute?  

   

There are only 100 places.  

   

Delay could be deadly.   

   

Best,  

  
Drayton  

 

 

 

 

 

 

 

 

© Copyright, Drayton Bird 

 

About the Author 

In 2003, the Chartered Institute of 

Marketing named Drayton Bird 
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Important Notice 
© Copyright 2018, Bizezia Limited, All 

Rights Reserved 
 

This article appeared in Better Business 

Focus, published by Bizezia Limited (“the 

publisher”). It is protected by copyright 

law and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). (Some images in this 

article are taken from Creative Commons 

– such images may be subject to copyright. 

Creative Commons is a non-profit 

organisation that enables the sharing and 

use of creativity and knowledge through 

free legal tools). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss 

howsoever occurring as a consequence of 

any action which you take, or action which 

you choose not to take, as a result of this 

article or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a 

substitute for obtaining specific 

professional advice and no representation 

or warranty, expressed or implied, is made 

as to its accuracy or completeness. Any 

hyperlinks in the article were correct at 

the time this article was published but may 

have changed since then. Likewise, later 

technology may supersede any which are 

specified in the article. 

  

The information is relevant primarily 

within the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 
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