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Sales Page Process Crash-Course 

Click the picture below to learn the 4-step process I followed to write sales pages in 3 - 4 
hours during The 29x29 Project. 
 

 
 
For clarity, the exact process I followed was: 
 
1. Research (1 - 2 hours)  

NOTE: After researching, get away from your computer for however long you can. I 
wrote my best sales pages when I researched the night before and wrote the next 
morning. 

2. Brainstorm (30 minutes-ish) 
3. Write (1 hour-ish) 
4. Edit (5 - 30 minutes) 
 
Remember, this isn’t “how to write a perfect sales page.” It’s “how to write a decent sales page 
fast.” If you have more time, follow a similar process to the above — but give yourself A LOT 
more time. 

https://www.robertlucas.co/29x29
https://www.useloom.com/share/a91f6aa154454392b7e22a211a9670f2


Research Template 
This is your big, ugly, messy research document. 
 
It’s where the REAL magic happens. 
 
If you think of your sales page as the beautiful, seamless, polished performance of a play— 
 
Then this document is all the rehearsals before, where the actors are forgetting their lines and 
stumbling over themselves. 
 
In short— 
 
THIS DOCUMENT IS WHERE YOU “FIGURE IT OUT.” 
 
This is your brain dump. Where anything and everything you learn about your product and 
audience should go. 
 
Have fun. Make it messy. These are your raw materials. The more you have, the more beautiful 
a masterpiece you can create when you write your sales page. 

 

 
[PRODUCT NAME] 
 

Product Website & Social Media URLs 
Self-explanatory 

Features/Benefits 
Features are details about the product (“It’s made of titanium.”) 
 
Benefits explain WHY those details are important. (“It’s made of titanium, so it’s incredibly slim 
and lightweight. You’ll barely even notice it’s in your pocket.”) 



Product Review URLs & Quotes 
For a physical product or a book, this is often Amazon review URLs. 
 
If it’s a more niche product, you might pull these reviews from customer interviews or other sites. 
 
Make sure to include quotes from reviews here, too. Don’t just look at good reviews. Look at 
bad ones as well. 
 
Bonus tip: Don’t copy and paste these quotes. Type them out. As you do this, you’ll be forced 
to sit with the words and internalize them, making them more likely to find their way into your 
copy. And that’s good. Because it means you’ll be describing the product the same way 
customers do. 

Other Helpful URLs 
Any other helpful URLs or quotes that might be helpful. 

Facts & Figures 
Stats about the product. (This is like a loose version of the “Features” section. Features are only 
related to the product itself, but this section could be for any interesting stats about the product, 
audience, company, etc. Think of this as a fact-dump where you drop any figures that might be 
helpful later.) 

Customer Avatar 
Who is your customer? What do you know about them?  

Physical Demographic 
Include things like age, sex, income — anything that helps you understand the physical 
aspect of where your customer is coming from. 

Psychological Demographic 
Anything that helps you understand the mental, emotional, and/or spiritual viewpoint of 
your customer. 



Common Pain Points 
What are they afraid of? What hurts them? 

Customer Desires 
What do they want more than anything?  

Customer Beliefs 
What do they believe (about themselves, the world, your product, etc.)? 

Customer Barriers to Success 
What’s holding them back? Is it something internal or external?  

Customer Objections to Purchasing 
Why wouldn’t they buy the product? (Dig deep here. Many people identify “cost” as an 
objection. But this is often code for “the problem this product solves isn’t a priority to me 
right now.”) 

Customer Level of Awareness & Sophistication 
1. Unaware 
2. Problem-Aware 
3. Solution-Aware 
4. Product-Aware 
5. Most-Aware 

General Notes/Ideas 
Any random ideas or thoughts. 

What is the 1 Big Idea? And Why is it the Best Angle? (What 
is the most compelling reason our target customer would buy 
this?) 
What is the ONE THING you want your reader to understand after reading your sales 
page?  



 
What is the ONE REASON the reader should buy your product? 
 
And why is that ONE REASON going to be compelling to the reader?  

Who is the 1 Reader? 
Using the information from your customer avatar, envision someone you know who fits 
that persona. Who are they? 

What do they believe now? 
(About themselves and your product) 

What do they need to believe in order to buy? 
(About themselves and your product) 

What is the 1 Big Promise? 
What is the ONE THING your product promises to give the reader?  

What is the 1 Call-to-Action? 
What do you want the reader to do at the end of the sales page? (Probably click the 
“Buy” button.) 

What is the 1 Lead Type? 
How will you start the sales page? 

 
The following are listed in order from most aware to least aware. (i.e. Offers and 
Invitation leads work best for audiences who are most aware of your product and offer. 
Story leads work best for audiences who are unaware of your product, offer, and maybe 
even their problem.) 

 
● Offers and Invitations (“You’re invited…”) 
● Big Promise (“You can [get big result]”) 
● Problem/Solution 
● Systems & Secrets 
● Prediction 
● Story (Least aware) 

   



Sales Page Template 
The template below saved me from a LOT of trouble during The 29x29 Project. 
 
You may not need every single part of it for your sales page. I don’t think I ever used every 
single part of it during The 29x29 Project.  
 
But what I loved about it was that it gave me a clear path about where I was going and what to 
write next. 
 
I hope it does the same for you. :) 
 
NOTE: THIS IS NOT AN ORIGINAL TEMPLATE. I don’t take credit for this.  
 
This template was created by Clayton Makepeace (a legendary copywriter) and most of the 
content in this Doc is from Roy Furr’s blog: Breakthrough Marketing Secrets.  
 
I made this document for myself, because I needed all the information from the blog post in a 
“plug-n-play” format I could use when writing a sales page. 

 

 
Headline (Grab ‘Em by the Eyeballs) 
Subhead that flows naturally from headline 

Opening copy that... 
...continues the conversation started by the headline and subhead; and 
...bribes them to read the letter (by pointing to something in the ad itself that will give 
them the benefit they’re after. The ad should be educational.) 
 

Fully uncover the problem solved by the product.  
Talk about it in detail and WHY it is a problem. They need to fully understand the problem. 
 
Then, identify the criteria for a solution.  
I.e. “Because this is the problem, the solution needs to have these characteristics, here’s why.” 
 
Present your big promise.  
(Don’t necessarily have to reveal product yet.) Basically saying, “I can help.” 
 

https://www.robertlucas.co/29x29
https://www.breakthroughmarketingsecrets.com/blog/this-20-point-copywriting-outline-was-behind-my-first-million-dollar-sales-letters/


Prove that your product can help.  
Case studies, reviews, testimonials, etc. 
 
Present the future self. 
This is a better version of the reader after buying your product. (State this in present-tense. 
“You’re making tons of money...etc.”) 
 
Present your product and its unique selling proposition. 
Show how it perfectly fits the criteria of the necessary solution. Show exactly how it can deliver 
on your big promise. And show tons of proof and credibility along the way. 
 
Make the offer.  
(The ad should be 75% done by now.) 
Show how you have done everything possible to remove risk and over-deliver on the big 
promise. Make them say “Take my money.” 
 
Trivialize your price. 
Make it sound like they’re getting the deal of a century — like they are absolutely crazy if they 
don’t purchase. “If I were to deliver this in-person, it would cost 100x more, etc.” 
 
Add value. 
Throw some bonuses is in. If they thought it was a good deal before, they’ll be shoving dollars 
into their USB drive by this point. 
 
Relieve risk. 
Make a huge guarantee to relieve all risk for them. “200% money-back, etc.” 
 
Sum up. 
Remind them: 

-What they’re getting 
-Its price 
-Guarantee conditions 
-Exactly how your product ties back into the big promise 

 
“Make sure they remember everything they get as part of this incredible deal.” 
 
Ask for the sale. 
Tell them to buy. Be confident. Be bold. Timidity will come through in your copy. 
 
Make ordering stupid-easy. 
(Think Gary Halbert, here.) “This is what I want you to do: pull out your checkbook, etc. Then, 
here’s what I’ll do…” 
 



Place the reader at a crossroads. 
“Before you read this, you didn’t know. But now, you do know, and it’s time to make a decision. 
Since you know now, doing what you were doing before is irresponsible, unwise, etc.” 
 
“Lay out for them what happens if they do take action, and if they don’t.” 
 
Ask for the sale — AGAIN. 
Tell them to order, NOW. 
 
Sweeten the pot. 
Add another bonus — or present something in the product in a new, unique, exciting way. 
 
Add urgency. 
Deadline. “Before this happens, etc.” 
 
   



Swipe File 
Obligatory Disclaimer: These are not legitimate advertisements, nor should they be taken as 
such. I am not affiliated with these products (other than being a user). The information contained 
here is for educational purposes only.  
 

 
 

DAY 13: BUSINESS OF COPY 

Six-Figure Copywriter Reveals 
Exactly How She Runs Her 

Business, So You Can Steal Her 
Processes and Use Them to Make 

More Money 

For Copywriters Who Want to Run Their 
Business Like a Professional 

 
So, you’ve made it this far. 
 
You’re the proud owner of a copywriting business with more than a 
few happy clients. 
 
But when someone at a dinner party asks, “So, what do you do?”, 
you still say something like: 
 



“I’m a freelance copywriter.” 
 
That feels a hell of a lot better than what you used to tell people. But 
still, you feel like you’re selling yourself short. 
 
“Technically, I’m a business owner. I’m doing what I’ve always wanted 
to. But I feel awkward saying that.” 
 
Maybe it’s a confidence thing. 
 
Maybe you just have to start saying, “I run a marketing consulting 
company and help my clients define their brand voice and sell more 
products.” 
 
Or maybe it’s something else...something unconscious. 
 
Maybe you know, somewhere deep down, you’re not really running 
a business. 
 
You’re just freelancing. 
 
If you want to stop freelancing and start running a thriving 
business, keep reading. 

The Problem With Freelancing 
 
“Freelancers work in their pajamas.” 
 
“They sleep until noon.” 
 
“They work from wherever they want.” 
 



“They’re flakey and inconsistent.” 
 
That’s what your clients think. 
 
The problem with freelancing is that the best clients don’t want to 
work with a freelancer. They want to work with a professional — a 
business owner. 
 
Now, hear me: 
 
I’m not saying the best clients don’t outsource copywriting. But I 
am saying that the best clients only outsource copywriting to 
people they can trust to get the job done effectively and deliver on 
time. 
 
More often than not — the best clients want to work with someone 
who positions themselves as a business owner, not a freelancer. 
 
Because freelancers are flakey, remember? ;) 
 
Full transparency (and I probably shouldn’t tell you this): 
 
You’ll eventually get it right. 
 
Through trial-and-error, you’ll eventually figure out what your 
dream clients expect from you, and you’ll make it happen. 
 
But before that, you might lose some of your favorite clients. 
 
You might wait years before gaining the confidence to go after your 
dream clients. 
 



And (maybe worst of all) you might lose money in the process 
(whether it’s due to clients not paying, not charging what you’re 
really worth, or being afraid to go after those perfect clients who 
would love to hire you if they knew you existed). 

How To Stop Freelancing And Start Running A 
Profitable Copywriting Business 
 
You could just start presenting yourself as a professional. 
 
Call yourself a “marketing consultant,” get some business cards, go 
to a few networking events. 
 
And that’s part of it. 
 
But presenting yourself as a professional without doing the legwork 
to actually be a professional is a bit like faking a smile: 
 
It might seem genuine at first, but eventually, people will realize 
you’re faking it. 
 
The best way to present yourself as a professional is to actually 
become a professional. 
 
But how? 
 
For most copywriters, this involves learning more about the craft 
(and it should!): 
 

● Sleeping with Breakthrough Advertising under your pillow… 
● Reading Bencivenga’s Bullets until you can recite them from 

memory… 



● Watching CopyHackers Tutorial Tuesdays so religiously you 
begin to feel a deep personal connection with Jo… 
 

But if you do what everyone else is doing, how are you going to 
stand out? 
 
Quite often, what makes a professional is not just her copywriting 
chops, it’s the way she runs her business. 
 
Does she communicate expectations? 
 
Can she lead a new client through a standardized onboarding process? 
 
Does she have systems in place that automate the biggest time-wasters? 
 
These are the types of things that will separate you from your 
fellow copywriters. Not just that you do the work, but that you do it 
professionally, consistently. 
 
Again, you could figure these things out on your own. You’re smart. 
 
But what if you didn’t have to? 
 
What if you could get all the systems, tactics, and templates behind 
a six-figure copywriting business? 
 
Then use them to grow your own business, land your ideal clients, 
and make more money? 
 
All without the learning curve. 



Introducing Business Of Copy: The Only 
Copywriting Course Designed To Help You Go From 
Freelancer To Business Owner 
 
Meet Abbey Woodcock — the copywriter who runs a (multiple) 
six-figure copywriting business and has worked with some of the 
revered brands in the copywriting industry. Brands like: 
 

● Agora Publishing 
● Ryan Levesque 
● Ramit Sethi 
● Jeff Walker 

 
A few years ago, she noticed something: 
 
There were basically zero copywriting courses that actually helped 
copywriters run their businesses. 
 
Everyone was so focused on getting good at their craft that they 
forgot to get good at their business. 
 
That’s where Business of Copy comes in. 
 
It’s got everything you need to go from freelancer to business 
owner and land your dream clients, set your own terms, and make 
more money — all without the learning curve. 
 
How good would it feel to hop on an onboarding call with a 
brand-new client and know exactly what to say to present yourself 
as a total expert? 
 



What would it be like to get a deposit in your bank account with 
your dream client’s name on the statement? 
 
Or to negotiate a contract that you control, instead of just accepting 
whatever the client wants? 
 
That’s what Business of Copy can give you. 
 
It’s the only copywriting course designed to help you actually grow 
your business. 
 
Sure, you’ll find some tips on writing better copy. But more than 
anything you’ll find the systems, techniques, and templates Abbey 
has used to grow a (multiple) six-figure copywriting business. 
 
That includes training like: 
 

● How to Quote Projects 
● The Anatomy of a $24,000 Proposal 
● Accounting and Taxes for Freelancers 
● How to Structure Deals (with Brian Kurtz) 
● 7 Phrases to Say When You Screw Up To Save the Situation 

(and the Client) 
● 50 Questions to Ask Prospects Before Work Starts 
● Client-Getting Strategies for Introverts: Dealing with 

Nervousness, Fear, and Anxiety at Live Events 
● And a lot more! 

Join Business Of Copy Today 
 
Business of Copy isn’t a static course. 
 



Abbey consistently adds new training based on what members 
request and need. So if there’s something you need, just ask for it! 
 
It’s also a community. 
 
Once you join, you’ll be granted access to the private, 
members-only Facebook Group. You’ll be able to connect with and 
learn from other members who aren’t just freelancers — they’re 
professionals. ;) 
 
Join Business of Copy today to get access to the systems, tactics, 
and templates behind a six-figure copywriting business and 
ongoing training from the copywriter behind it. 
 
[Join Business of Copy Now] 

Freelancer Or Business Owner? 
 
Which are you? 
 
Which do you want to be? 
 
And how do you plan to get there? 
 
Like I said earlier, without the right guidance, you’ll figure it out 
eventually. But why wait? 
 
Why waste another year missing out on your ideal clients while 
other copywriters are so busy they’re turning clients down? 
 
Why waste another year “just getting by” when other copywriters 
are raking in cash? 



 
Why spend another year being a freelancer when you could be a 
profitable business owner? 
 
[Join Business of Copy Now] 

   



DAY 17: THE COPYWRITER UNDERGROUND 

FOR COPYWRITERS WHO WANT TO GET BETTER CLIENTS, 
CHARGE MORE FOR THEIR WORK, AND OVERCOME IMPOSTER 

SYNDROME ONCE-AND-FOR-ALL... 

The Copywriter Underground Gives 
You The Hands-on Coaching And 
Support You’ll Need To Get To Six 

Figures 

It Won’t Be Easy, But You (Yes, YOU) Can 
Build A Scary-Successful Copywriting 

Business. And We Can Help. 
 
Man — it’s comfortable in here, isn’t it? 
 
Maybe even a little too comfortable. 
 
Whether you’ve been a copywriter for six days or six years… 
 
If you’re freelancing, it can be easy to coast. 
 
I’ll start cold emailing new clients tomorrow. 
 



And then “tomorrow” turns into “next week” — which, in most 
cases, means “I’ll do that shit when I absolutely have to, and not a 
second sooner.” 
 
Even though you know you should be working to build your 
authority, charge more, or get a few extra clients, it’s hard to 
motivate yourself once you’ve reached a “safe” spot. 
 
And that’s the problem. Freelancing isn’t safe. Your clients could 
find a cheaper, more qualified copywriter tomorrow. 
 
Or they could decide they’re not getting enough ROI to afford you 
anymore. 
 
Or that they “want to go in a new direction.” 
 
There’s a lot that could go wrong. 
 
But that’s just the risk of being able to work in your PJ’s and take 
the afternoon off to watch The Crimes of Grindelwald, right? 
 
Not exactly. 
 
See, the most successful copywriters, the ones who are making six 
figures per year or more (and are still working in their PJ’s — don’t 
be fooled) are probably doing something you’re not. 

What Successful Copywriters Do Differently 
 
“Get busy living or get busy dying.” 
 



Yeah, it’s cliche as hell, we know. But it’s more than just a clever 
line from Shawshank. 
 
It’s a universal truth that the best copywriters practice every day — 
whether they realize it or not. 
 
This job, fun as it is, requires constant growth. You’re either 
consistently improving or you’re getting left in the dust. 
 
(How many cliches can we throw in one section?) 
 
So, if you want to be a member of The Six-Figure Club (we should 
copyright that — no pun intended), you’ll need to work. A lot. 
But what should you work on? 
 
Growing your email list? 
 
Reading Breakthrough Advertising until your eyes are so red it looks 
like you’ve spent all morning in an Amsterdam coffee shop? 

What You Really Need To Earn Six Figures Per Year 
See, the road to six figures isn’t paved with concrete blocks labeled 
“work.” 
 
Instead, it’s paved with “the right work.” 
 
But if you haven’t joined The Six-Figure Club yet (unlike “fetch,” 
this is going to be a thing — sorry, Gretchen), it’s hard to know 
what the hell you should be doing. 
 
And if you spend your time on the wrong things, you’ll wake up one 
year from now in the same spot. 



 
● Charging the same rate… 
● Working with the same (mediocre) clients… 
● And doubting, almost every day, whether or not you’re 

actually a “real” copywriter or just someone who’s pretending 
to be one for a while. 

The Biggest Failure A Copywriter Can Make (It’s 
Not What You Think) 
 
The biggest failure a copywriter can make isn’t what people 
typically call “failure.” 
 
It’s not getting turned down because your rates are too high or your 
samples aren’t good enough. 
 
It’s getting too comfortable. Failing to achieve your full potential. 
(Is that another cliche? Whatever. It’s true.) 
 
The biggest failure a copywriter can make is being afraid to fail. 
 
Because that fear leads to inaction, which leads to years of doing 
the same thing over and over again, hoping that, maybe one day, 
your ideal client will fall from the sky and say: 
 
“OMG. Where have you been my whole life!? Please, please, 
PLEASE work with us!” 
 
Yeah. If you never take any action, if you’re afraid to fail, that’s 
never gonna happen. (Trust us, we’ve tried it.) 
 
But we have found one thing that does work: 



 
Doing the damn thing. 
 
Even when you’re scared. Even when you don’t think you’re good 
enough. Even when you “know” it won’t work. 
 
It’s not sexy. And it’s not always fun. 
 
But with the right resources, it can get a little easier. 

The Copywriter Underground: For Copywriters Who 
Want To Stop Coasting And Do The Damn Thing 
 
We didn’t build The Copywriter Underground for freelancers who 
are comfortable with being comfortable. 
 
For people who are okay with just getting by. 
 
We built it for copywriters who want more. 
 
For copywriters who are willing to be scared and do the thing 
anyway. 
 
For copywriters who want to do more than just pay their bills every 
month. 
 
Sound like you? Keep reading. 

What The Copywriter Underground Is — And What 
It Isn’t 
 
First things first: 



 
(I’m the realest — sorry not sorry, “Fancy” will always have a place 
in my heart.) 
 
The Copywriter Underground is not a course. 
 
It’s not a one-and-done. It’s not a series of training videos that you 
can watch and then say, “Welp, guess I’m done now?” 
 
The Copywriter Underground is a membership, a community — a 
commitment. 
 
It’s a commitment to yourself to start taking your career seriously. 
 
A community of over 150 other copywriters who will be there to 
support you every step of the way. 
 
And a membership to a site that puts out the copywriting training 
to help you get better clients, charge more money, and join The Six 
Figure Club. 
 
When you become a moleperson (That’s what we call our members. 
Sexy, isn’t it?), you get: 
 

● Access to training from the best copywriters in the industry 
(including Joe Schriefer, Copy Chief at Agora Financial, Kevin 
Rogers, creator of the Copy Chief Community, and David 
Garfinkel, known as “The World’s Greatest Copywriting 
Coach”) 

● Copywriting templates the pros use to run their businesses 
(like Client On- and Off-Boarding checklists, Client Briefs, 
Research Templates, and more) 



● The opportunity to sit in the Hot Seat and get personalized 
advice on your biggest business challenges 

● Juicy extras like the “Direct Marketing Secrets” seminar with 
Gary Halbert and an interview with Brian Kurtz’s “Mount 
Rushmore of Copywriters,” including David Deutsch, Arthur 
Johnson, Eric Betuel, and Parris Lampropoulos 

● Membership in our exclusive Facebook Community of 150+ 
copywriters working hard to grow their businesses and do the 
damn thing 
 

These aren’t just bullets on a list. 
 
They’re the tools you’ll use to propel your copywriting business to 
the next level — whether you’ve been at this for a while or if it’s 
hard to even refer to yourself as a “copywriter” some days. 

What Type Of Copywriter Will You Be One Year 
From Now? 
 
The copywriter who’s “just getting by?” 
 
Accepting the same rate from the same clients? 
 
Wishing your business would grow instead of actually making it 
happen? 
 
Or will you do the damn thing, instead? 
 
Take the action you know will help grow your business? 
 
Start putting in the work you know needs to happen to reach your 
goals? 



 
It’s your call. 
 
But if you want the hands-on coaching and support you’ll need to 
join The Six-Figure Club, join The Copywriter Underground today. 
 
[Click Here To Join The Copywriter Underground] 
   



DAY 22: HINGE 

The Only Dating App Built To Help 
You Stop Using Dating Apps 

Hinge Is Designed To Give You Genuine 
Connections, Not Meaningless Matches 

 
Damn, matches feel good. Don’t they? 
 
The hottie on the screen is into you, and that dopamine hit feels 
great. 
 
But it doesn’t last. 
 
So you keep swiping...and swiping...and swiping. 
 
If Dora the Explorer could see all the swiping you’re doing, she’d be 
pissed. 
 
That’s the problem with dating apps. They’re not designed to create 
genuine connections. 
 
They’re designed to keep you glued to the screen, swiping until you 
look up from your phone and Netflix asks “are you still watching?” 
 
Because if dating apps “succeed” — meaning they actually get you 
into a meaningful relationship and you (hopefully) stop using the 
app — they lose. 



 
It’s an interesting business model. 
 
Present the veiled promise of a meaningful relationship through 
blurred out pictures in a queue that promises to tell you exactly who 
those pixelated faces are if you’ll just fork over $8 per month for 
the next 12 months. 
 
But who are we to talk? 
 
We’re Hinge — and we used to be just like all those other apps. 
 
Until we changed. 

The Dating Apocalypse Of 2015— Why We Killed 
Our Own App 
In 2015, an article came out that announced our society had reached 
an apocalyptic state in the world of online dating. 
 
One dominated by superficiality and swipes. 
 
And we got called out, because we were contributing to the problem. 
Back then, Hinge was just as bad as every other app out there.  
 
People were swiping, “but only 15% of matches were turning into 
actual conversations,” choosing those continuous dopamine hits 
over genuine relationships with other human beings. 
 
So, we did something crazy. 
 
We killed our app. 
 

https://medium.com/@Hinge/in-november-2015-a-team-of-20-decided-to-take-a-successful-mainstream-product-rebuild-it-from-the-a72f9155c6eb
https://medium.com/@Hinge/in-november-2015-a-team-of-20-decided-to-take-a-successful-mainstream-product-rebuild-it-from-the-a72f9155c6eb


The best relationships are those built on honesty and vulnerability.  
 
And after looking at ourselves in the mirror, we realized we could 
do better. 
 
We got honest about what we were actually doing, and we realized it 
wasn’t in your best interest. 
 
So, we changed. 
 

Why We Don’t Do Swipes 
We don’t do swipes. 
 
So, if you’re looking to get high on dopamine, we might not be for 
you. 
 
We do genuine, authentic connection. 
 
Your hinge profile is just that — a profile. Not a “playing card,” like 
those other apps. 
 
Include information about your education, career, height (because 
apparently, that’s a thing), spirituality, and more. 
 
But the beauty of Hinge is that you no longer have to spend hours 
trying to come up with a witty blurb that tries to show you’re funny, 
smart, and totally not basic in 500 characters or less. 
 
We’ve handled that by giving you different “prompts” to answer on 
your profile. 
 



Things like: 
 
“I’ll know I’ve made it when…” 
 
“A life goal of mine…” 
 
“I’m convinced that…” 
 
Why do we do it that way? 
 
Because you’re more than a picture. 
 
You deserve to be seen as a whole person, not just a picture that’s 
either discarded or tossed into the “keep” pile. 

How Hinge Works 
 
When someone looks at your Hinge profile, they won’t see a playing 
card. 
 
They’ll be able to scroll through your whole profile. 
 
That means they’ll see more than a filtered picture of you the last 
time you got dressed up to go out. 
 
They’ll see who you really are. 
 
And, while “likes” on other apps leave you guessing, “I wonder why 
this person is into me? What should I say first?,” Hinge lets people 
like specific aspects of your profile. 
 



So, if a life goal of yours is to run a marathon, someone can 
specifically “like” that part of your profile and add a comment 
about it. (Maybe they’ll even send you some training tips.) 
 
A Hinge profile is more than just a face you put on to try to impress 
other people. It’s a genuine representation of who you are. 
 
And that’s great news, not just for your self-esteem, but for your 
future dating prospects. 
 
Because we can learn about who you really are, we’re better able to 
connect you with people we think you’ll really like. 
 
That means less time with your screen and more time with actual 
humans. 

Hinge Features We Designed So You Can Stop Using 
Hinge And Actually Connect IRL 

We Met 

A short while after you exchange digits on Hinge, we’ll ask if you 
ended up meeting that person, and if you did, whether or not you’d 
want to hang out with them again. 
 
That tells us whether we’re doing a good job or not. Because if we 
keep setting you up with terrible dates, we need to do better. 
 
It’s our way of measuring what matters. 

Most Compatible 

It’s like your best friend setting up you up with somebody. 
 



We take the information on your profile and compare it with other 
people who seem to be your type. Then, we choose the person we 
think you’d be most compatible with, and show them to you. 
 
From there, it’s your call. We just create the conditions for a 
genuine connection. 

Try Hinge For Free Today (And Stop Using It ASAP) 
 
No games. No gimmicks. 
 
We didn’t build Hinge to keep you swiping. 
 
We didn’t build it to give someone an opportunity to send you weird 
messages. 
 
We didn’t build it to get you high on dopamine. 
 
We built it to help you form genuine, authentic relationships with 
people we think you’d like. 
 
So, if you prefer staring into an endless void of faces, stuck in your 
phone looking for the next dopamine hit — we’re not for you. 
 
But if you’re done with dating apps, if you’re ready to form an 
authentic connection with a real human being, give Hinge a try. 
 
And then put down your phone and go get coffee with someone 
amazing. 
 
[Try Hinge For Free] 
 


