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You’re in the right place if 
you dread copywriting...

...you thought you were done after you finished your 
sales page. 

But wait, there’s MORE! 

Now you have to write a MemberVault Product 
Description (MVPD)... and you’d rather go get a root 
canal than do any more writing.



Let’s talk about why this 
matters for a minute...

....don’t rely on a sales page alone. With the structure of 
the binge ‘n’ buy marketplace, you want to create a 
MVPD that can encourage lookiloos to buy now.

You don’t want to lose potential sales because your 
Product Description is lackluster… not all prospects will 
want to click through to a separate sales page. Your 
goal is to remove friction to buying whenever possible.



THE 4 PART FRAMEWORK
THAT’S WHAT WE’RE GOING TO TALK ABOUT TODAY

You can capitalize on the value of having a conversion focused 
marketplace and create a product description that delivers the 
right information to convert browsers into buyers. 

Warm leads become hot leads become repeat buyers = that’s the 
end goal.



Our goal here today...
As an online seller now, more than ever, it's mission critical for your 
prospects to notice YOUR products. To know right away that YOU 
understand their problem. To gain instant confidence that they're in 
the RIGHT place and have the information they need to make a 
buying decision.

➔ PERSUASIVE PRODUCT DESCRIPTION FRAMEWORK

➔ THE PLATINUM RULE

➔ ASK ME ANYTHING

Here’s what we’re going to cover...



You are a good human.

The art and science of persuasion has been twisted into 
something that’s often used to take advantage of people.

Heart-centered marketers often shy away from 
using these tactics because it’s perceived as slimy.

But it’s NOT the tactic that’s slimy, it’s the person who’s 
using it and their intention behind it. You can ethically 
persuade and sell more while being a good human.

DISCLAIMER



I’m Carin Kilby Clark

I am a mom of three + grandma of one who works full-time 
and runs a coaching business on the side.

I’m also the Co-founder of Mixed Media Pros.

I have several certifications in coaching, persuasion, content 
marketing, offer strategy, copywriting, and design.

...and, I LOVE to write.

Hi!





Let’s

Dive

In!



The Four Part Framework For Writing Persuasive 
MemberVault Product Descriptions. 

POSITION

How can you position the 
benefits and features of your 

product as the solution to what’s 
keeping them up at night?

OPTIMIZE

Don’t make them work too hard 
to understand that your product 

will help them get the results that 
they want.

PAINT A PICTURE

Engage all of their senses in your 
product description. Paint a 

picture in your prospect’s mind of 
what life will be like.

EVIDENCE

Never make a claim that’s not 
backed up by evidence. Show 
proof of results and that the 
benefits are truly possible.



Position the benefits 
as the solution.

POSITION

How can you position the benefits and 
features of your product as the solution to 
what’s keeping them up at night? 

Pull the benefits and features from your 
sales page that position your product as 
the bridge to their desired goal.



Show that you 
understand.

POSITION

When writing descriptions, provide the 
features that are most relevant to the 
day-to-day activities of your prospects.

Make it as truthful as possible and convey 
the real-life benefits of the products, like 
how it will change the way they do things 
in their daily grind.



Emphasize the how 
not the what.

POSITION

Make it clear to the prospect how this 
product will help them reduce stress, 
release anxiety, achieve their goal, etc.

Ex: With Virtual Zoo Camp you can 
prevent the Summer slide and make sure 
that your child’s reading level is ahead of 
the class when School’s back in session.



Make it easy for 
them to buy.

OPTIMIZE

Don’t make them work too hard to 
understand that your product will help them 
get the results that they want.

Putting obstacles in the way of your buyer 
and your product is the quickest way to get 
them to move on and forget all about it.



Use plain language 
and simply explain.

OPTIMIZE

Your product description is NOT the place 
to start getting fancy and breaking out 
words that require a dictionary on-hand.

This can be especially difficult for industry 
professionals and scholars. But you have 
to resist the urge to use the big words.



Copy design your 
product description.

OPTIMIZE

Use copy designed elements to take the 
prospect on a journey throughout your 
product description.

Ex: Catchy headlines, concise subtitles, 
dividers, bullet points, subheadings, buy 
buttons throughout, mockup images. 



Incorporate sensory 
words that engage.

PAINT A PICTURE

Engage all of their senses in your product 
description. Paint a picture in your 
prospect’s mind of what life will be like 
when they use your product or service. 

When you can connect to their emotions, 
the sale is made. Help them future pace so 
they can see, hear, taste, feel, smell what 
life will be like.



Help them sell 
themselves.

PAINT A PICTURE

You want them to imagine the other side, 
dream big, and connect that vision to your 
product. 

This is what makes the difference between 
making the sale and them clicking away 
from your site without a second thought.



You can also do this 
with images & video.

PAINT A PICTURE

In addition to using words, you can also 
use imagery and video. The key is to show 
that your product is the right vehicle. 

Ex: If you want to describe chocolate, use 
words like “crunchy,” “smooth,” or 
“velvety.” Avoid commonplace words like 
“sweet”. Turn every feature into an enticing 
benefit with the use of specific sensory 
adjectives.



Always back up any 
claims you make.

EVIDENCE

Never make a claim that’s not backed up by 
evidence. Show proof of results and that the 
benefits are truly possible.

Your product description is no place for 
“puffing up” the results to try and make it 
seem more successful than it is.



Explain why it will 
solve their problem.

EVIDENCE

Oftentimes the best way to demonstrate 
that your product works is to explain why 
it works by doing a little teaching in your 
description.

Frank Kern always says “demonstrate that 
you can help them by actually helping 
them.” I couldn’t agree with this more.



Testimonials, quotes, 
stats, and results.

EVIDENCE

Use a variety of methods to show 
evidence that your product does what you 
say it does.

Ex: Customer testimonials in video, text, 
and screenshots. Quotes from thought 
leaders. Statistics that back up your claims. 
Your results or client case studies. 



Tip: Don’t focus on length… it can be as long as 
it needs to be to say what it needs to say.

PERSUASIVE PRODUCT DESCRIPTION FRAMEWORK

CATCHY HEADLINE
(Concise subtitle)

POSITION
(Connect to what keeps them up at night)

PAINT A PICTURE
(Engage their senses + connect the emotion)

EVIDENCE
(Back up claims, show proof of results)

OPTIMIZE
Throughout your product 

description, optimize for ease of 
understanding. Make it clear how 

this helps them solve their problem, 
and how they can take the next 

step / buy now.

Remember: Demonstrate 
that you can help them by 

actually helping them.

WHAT’S INCLUDED + CTA
(Outline everything that they will get)



They don’t care about you.

The fastest way to persuade your potential buyers is to 
focus on them.

Their hopes. Their dreams. Their worries. Their 
desires. Their needs. Their wants.

When they see how into them you are, they will instantly 
have more confidence that your product is the right choice.

REMEMBER THE PLATINUM RULE



It’s all about them!
Remember that your product is only relevant to them 

because it helps them escape pain or get pleasure. 



Persuasive Copy Guide
An 11-step process that will help you tap into what your 

customers really care about with persuasive copy that sells.



Persuasive Copy Guide
A PROCESS FOR WRITING COMPELLING COPY THAT SELLS.

Never stare at a 
blank page again.

01.

Know what to say 
and how to say it.

02.

A repeatable 
process you can 
use every time.

03.



When you implement the tips and structure outlined in this 
guide, you'll be able to create an irresistible offer with ease! 
You'll also know what makes people tick so that you can craft 
a message that resonates with them on an emotional level.

The best part is, it doesn't matter if your product or service is 
expensive or inexpensive - this technique works for all 
products and services!

An 11-Step Process for Writing 
Compelling Copy… (Value $47)

Persuasive Copy Guide
LET’S GET DOWN TO WHAT’S INCLUDED

THE PERSUASIVE COPY FORMULA



Anytime you want to refer back to the golden nuggets in the 
Persuasive Copy Guide without having to go back through 
the 35-page document, you don’t have to!

We’ve done the hard work of pulling out the most important 
points and putting them into an Executive Summary that you 
can have on-hand for reference.

The Salient Points All Wrapped Up 
With A Bow On Top … (Value $17)

Executive Summary
WE’VE DONE THE NOTE TAKING FOR YOU

CLIFF’S NOTES VERSION



The Persuasive Copy Guide Sales Page Template will become 
your favorite go-to resource for writing compelling copy. 
You don’t have to try and remember what to say where 
because when you have this template on-hand you can go 
step-by-step through the formula every time you sit down to 
write a sales page for your offers.

Your Go-To Resource For Following 
The Formula… (Value $17)

Sales Page Template
THIS IS WORTH THE COST OF THE WHOLE THING

THE WHOLE SHEBANG



As a special bonus, I’m including the recording from my 
presentation at Persuade Live. In this talk, I shared how you 
can “Become Unscrollable” with 3 tiny tweaks for social 
media captions that are sticky, memorable, and super 
persuasive. 

With the tips in this training, you’ll be getting more eyeballs 
on your persuasive product descriptions in no time.

3 Tiny Tweaks For Persuasive Captions 
That Get Noticed… (Value $37)

Unscrollable On Social
AND… THERE’S MORE

PERSUASIVE SOCIAL MEDIA



At Mixed Media Pros, we offer a Sales Copy Session where 
we'll hop on Zoom to audit your sales copy (that you've 
written using the Persuasive Copy Guide) - crafting a 
high-converting direct response sales message that follows 
the Persuasive Copy Formula and is copy designed to 
enhance the user experience. 

These 90-min collaborative sessions are normally $400 but 
you can book for 20% off when you grab this special offer.

Take Your Copy To The Next Level 
With A Pro Copywriter … (Value $80)

Sales Copy Session Special Offer
AND… THAT’S NOT ALL

A 1:1 SESSION TO GET YOUR COPY DONE



GRAB YOUR COPY TODAY!

Persuasive Copy Guide
35-PAGE GUIDE, EXECUTIVE SUMMARY, AND TEMPLATE

Today’s Price = $27

PERSUASIVE COPY GUIDE

EXECUTIVE SUMMARY

SALES PAGE TEMPLATE

UNSCROLLABLE ON SOCIAL

A 20% SAVINGS ON A SALES COPY 

SESSION WITH A PRO COPYWRITER

Total Value = $198
Regular Price = $47

$47

$17

$17

$37

$80

INCLUDED VALUED AT

PersuasiveCopyGuide.com



PERSUASIVECOPYGUIDE.COM

Fast Action Friday
DEAL ENDS SATURDAY, MAY 29TH @ 12PM EST

COUPON CODE: ITAKEACTION



Ask Me Anything
ASK ME ANY QUESTIONS YOU HAVE ABOUT PERSUASIVE COPY


