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Week 1: June 13, 2019


TOPIC TIME Content

Avatar Options

1.30 Christine- My business. Creating a coaching program 
for adolescents going through Alopecia. 

2.21
Pearl- E-commerce. College students in debt and 
teach them how to do affiliate marketing. Still working 
on deciding what avatar to do.

Homework 5.00
Avatar is due next week. Pick one avatar to stick 
with all the way through. Critiques will be on one 
avatar. 

Avatar Options

6.40 Alice- My course for my clients.

7.03 Anegla- Myself for copywriting. 

7.30 Kris- Carmen, the coach avatar.

8.20 Stacia- Carmen, the coach avatar.

15.10 Lisa- Carmen or Rudy.

16.33 Esther- Myself for copywriting with bilingual market.

QUESTION 1: 
For those choosing your own 
copywriting business, how do 
you see that translating to a 
sales letter? 

17.15

Website is a sales letter. Longer form copy. Decide 
what you’re going to do for up-sell and down-sell. 


Do not include pricing. Example: Complimentary 
something vs. saying a price. 


Starting with opt-in. You will be getting a workbook 
for everything. 


You don’t actually have to create the opt-in for this 
course!

Avatar Options 20:12 Kristen- Myself for recording audio books



QUESTION 2: 
What do you do for a client 
where they haven’t picked the 
right Avatar or one that 
doesn’t suit their market?

22.48

This is how we build value as a copywriter. Instead of 
just going along with what they say, you have that 
conversation to say “this is what I’m thinking and 
why.”


If there is a client completely off base, I wouldn’t take 
the project. You have to be able to say this might not 
be a good fit. Add value by being a strategist, not 
just writing the copy. Look at the big picture and 
help them see it. 

QUESTION 3: 
Would you say the same about 
a market?

28.20
That is the research. You would guide them through 
how to reach that market the best way. Yes, there is a 
market for it, but may be a little different approach. 

QUESTION 4: 
How do you handle not having 
enough samples and examples 
of work?

31.06

You honor client confidentiality. “Ethically speaking, 
I honor my clients confidentiality, and I’m sure you can 
understand that and you would appreciate it if I did 
the same for you.” 


Show a limited amount of copy for that reason. Own it 
without any kind of question. Be confident and take 
control of the conversation.

Price On Website 37.06

Do not put your price on your website. You’re going 
to get price shoppers. You’re leading with price 
instead of value when you have your prices on your 
website. “It’s not productive to focus on price at this 
point until I can see what you need.”

QUESTION 5: 
What happens when people 
don’t like your copy?

38.40

Control the conversation, and stay calm in your 
response. 


In the preliminary stages, set the expectation. Set 
the expectation of what you’re going to be doing and 
what they are going to get. Have a digital or paper 
trail. When someone is unhappy, manage it with what 
the explanation was in the first place. 

Mindset 45.25
Tell yourself you are kickass and write excellent copy. 
Repeat positive things to yourself and not the 
negatives. 

QUESTION 6: 
What do we do when a loved 
one starts undermining what 
we are doing?

46.20

This is not uncommon. They feel threatened, insecure, 
and worried that you are changing. You just have to 
understand where that is coming from and decide if it 
is something that it will propel or stop you. You 
always have that choice. Decide how much you will 
tolerate. Decide if you will move forward or stay the 
same. 


OR Keep the two separate. They don’t have to go 
together. Keep your family and your entrepreneur 
friends/business separate.  



Surround Yourself with 
Entrepreneurs 56.44

We need mentoring, masterminds, events and groups 
that are constantly building and strengthening that 
entrepreneurial muscle and knowing there is this tribe 
that understands you.

FINAL WORDS 58.48 First week is mostly about mindset, preparing, avatar, 
and getting in the groove. 


