
Anik Singal - Purpose Driven Copywriting 
 

Episode Companion 
 

Backstory 
 

● Anik says he was never meant to become an entrepreneur and originally followed his 
family tradition by attending medical school. It wasn’t long before he realized this path 
was not for him and he couldn’t help but think back to days he was holding lemonade 
stands where the entrepreneurship bug clicked.  

● He switched over to a business school and realized he hated that as well. It wasn’t the 
classes that bothered him, he just wanted to excel and hustle. So Anik went down the 
rabbit hole of typing into Google “How to make money”, to which Google filled in the rest 
with the word “online”. He saw all the stuff out there, found his way into the world of 
selling digital pdf’s and through that he found ClickBank, and this really cool world of 
selling high priced digital products. 

● One thing led to another and Anik finally started to make some money towards the end 
of his junior year of college. He then got introduced to someone named Justin, who 
insisted he learn copywriting from him and offered to teach him to write if he would be his 
intern. Justin even offered him a free vacation to Florida if he would take him up on his 
offer and come to an event.  

● So he took Justin up on his offer and attended the writer’s conference. Once he got 
there he realized Justin was actually the brother of Mark Ford, also known as Michael 
Masterson who was presenting the event. Of course, he was starstruck, decided to go 
under Justin’s wing and to this day, he is so grateful. After that, his online career took off.  

 
The Key To Anik’s Good Copy Formula 
 

● As of 2020, Anik’s mission is to bring the message of good copywriting to 100,000 
entrepreneurs, and it's a way to do what Justin did for him on a grander scale.  For Anik, 
the ability to write copy is what unlocked not just hundreds of thousands, but a quarter of 
a billion dollars worth of sales online. That’s why he wants to get this in people’s hands.  

● When Anik teaches copy, he’s different from how he approaches it and says words don’t 
really matter anymore. One of the things Anik stands by is saying that direct marketing is 
dead. If nothing else, it has evolved and is no longer even close to what it once looked 
like. It has changed into what Anik refers to as “interactive marketing”.  

● Direct marketing previously was usually just a one-way conversation. Now, consumers 
have ultimate control over advertising these days, and you can tell by looking at a simple 
Facebook ad. Facebook knows whether they stopped scrolling, clicked like, commented, 
whether they’ve watched a video, etc. That engagement that the user is giving to the ad 
is interaction, and that interaction is driving their experience and yours as an advertiser. 



This is relevant because in the world of copywriting interactive marketing has made 
copywriting so much easier.  

● Thirty years ago, if we wanted to sell weight loss the best thing to do would be to buy a 
costly list from data from a company and you’d be using a shotgun method of marketing, 
which meant it was very widespread. Today with Facebook, you can laser-target people 
specifically. Back thirty years ago, you’d have to write with more of a broad stroke and 
hope that it resonated, and it had to be so well written. Now, if you want to go after 
someone in the keto market, you just use jargon and words that are relevant to them, 
because it will drive emotion and get their attention, which makes writing copy so much 
easier.  

● Now a headline for the keto space would be “Five Keto Recipes You Can Make In 30 
Minutes Or Less To Shed 10 Pounds”. You can take that template and replace words 
and you have a headline template that will work 9 times out of 10, just replacing the word 
keto and the benefits with the jargon that’s relevant to whatever market you are in. 

● Copywriting is an emotional, visual journey that you send someone through, and that 
journey leads to a purchase. The words do not matter as much as the emotions you are 
creating and the psychological triggers you are hitting.  
 

Discovering What To Deliver The Easy Way 
 

● The average attention span of the human is 8 seconds. We are constantly distracted, so 
you’ve got to keep their attention. In Anik’s opinion, a copywriter has two purposes: 1) to 
get someone’s attention and make them pause, and 2) to keep their attention. The 
longer you keep someone listening to you, the more likely they are to buy. 

● When Anik writes copy, he is writing a story that will intrigue someone and that’s where 
good copy comes from. It’s not from hyped-up words or swipes.  

● It’s so easy to learn what your customers want. As an example, Anik taught his students 
with a dog training exercise. He went to Facebook and found a big group to join, then 
looked through the posts and created a word document. Every time he would see catch 
phrases or words he would copy and past them over. He would look for things that were 
problems, pain points, certain types of training toys and tools, which are jargon. There 
were common objections and things that he had never thought of such as dog biting 
when they were disciplined. You don’t even need to look in groups, you can go to 
Ezinearticles.com or look on Amazon and look at the most popular dog training books. 
Then look at their table of contents and search for their trigger words. There’s also gold 
in those Amazon reviews as well, as you can see what they like about the content and 
don’t like. We also use Quora to find pain points around a particular topic. 
 

Five Step Process 
 

● People want to be entertained while they are being marketed to. Think about why people 
binge-watch television - it’s because of open loops. So you don’t necessarily have to be 
an amazing story writer. 

https://ezinearticles.com/


● The five steps are the introduction, the story, content, transition, and pitch. When 
Anik teaches the purposes of each of these steps, that’s when the a-ha moment 
happens.  

● With the story step, most people will say the purpose is credibility and approach it by 
talking about all their amazing past accomplishments. But by bragging about yourself 
you are highlighting qualities that people feel they don’t have in themselves and are 
actually pushing those people away. 

● Instead, think of Batman vs. Robin. Batman is out there saving lives, and you should be 
out there doing an amazing job as well. So sure, you can’t relate to that, but what about 
Robin? Can you meet Batman to help him out? So stop making yourself out as Batman 
in your stories, unless you are the product. Otherwise, you are always Robin, the figure 
that is so blessed to come across this system that is Batman.  

● Just like copywriting, Anik will tell people how much he hates writing. But he was so 
lucky to find this system that helped him to evolve. So as he goes through his story, the 
purpose of his story is the journey that is insanely opening up these loops and 
subconsciously selling this product.  

● That’s how you tell a great story, you tell a journey and walk people through it. If you 
place your listener in the story, that’s where you will do the real selling as you are part of 
the journey and the solution, so it’s a natural progression. 

● When you go to content with step 3, he’s already made you a part of the story. 
Everything else wraps into the story, and you can’t do content until you relate it back to 
the story. Then comes the transition and pitch, if you didn’t do a great job setting up the 
pain in the story, then they will really want what you are selling. If you understand the 
purpose of the story, it’s a lot easier to tell it when you realize it’s a journey.  

 
A-Ha Moments & Open Loops 
 

● We are all in sales, whether we think so or not. Fifteen years ago, Anik was so shy but 
the way he copywrites has become a part of him now. The difference between the story 
and the content is, content is king. If you ask someone where you get the sale in the 
sales message, it’s not in the pitch. Because consumers have so much control now, they 
are asking to get relevance out of your sales message. The purpose of content is 
credibility.  

● The way people make decisions is by asking whether you made them have an a-ha 
moment. Anik doesn’t have to tell you how many awards he’s won, but if he can teach 
your something new, he’s got credibility. So in the content section, you want to create 
between three to five a-ha moments. Focus on the way, not the how and keep it an open 
loop. By the time they realize you are pitching, they will also know that they need this 
product. Also, remember that our minds are very linear, so don’t just throw random 
messages at people with your content.  

● When Anik teaches the content in a sales presentation, he does so in such a way that 
they are very aware of where they are in his system and therefore he is not losing 



anybody. Again, remember to keep your content linear, because if you bounce all over 
the place, a confused consumer never buys, no matter how good your pitch or offer is. 

● As an example, Anik is launching Conversion Academy, and with the pre-launch videos, 
he tells what the steps are and mentions they had been previously been used wrong by 
others. If you show up to the live training, he’ll tell you the true purpose of these steps 
and the true way to approach each of them.  

● When he does content, he likes to take his sales hat off and just give. The purpose of 
true content is to build your tribe with trust. And he finds that those people just buy since 
they like and trust you. There’s a big separation between content in a sales message 
and content on a content platform. On the latter, he’s a teacher revealing information, 
which leads to better conversions when he puts out a sales message. He tells people flat 
out he wants to sell something and he wouldn’t sell it if he didn’t believe in it.  

● In his webinars, Anik tells people ahead of time that he will have an offer at the end, and 
whether they buy or not they will get a lot of value. At minute 76 he will ask permission 
from those that want to want to work further with him and it works so awesomely. 
Consumers are not stupid and he’s being so clear in his introduction and will say, for 
example, that if they watch him he will show them ways to increase their income without 
investing, starting a business or buying anything.  

● He also tells them what to expect and that he will be upfront and honest. They already 
know that he will pitch something and he calls it permission-based marketing because he 
is being more transparent. He also tells them it’s probably not for most people on the 
webinar.  

● The first three steps of the formula, involve selling to the subconscious, as the best sale 
is when you sell yourself. If Anik says “there’s a 95% chance this is not for you”, the 
listener is fighting that in their mind. Reverse psychology totally works if you use it right 
and Anik wants to make working with him the customer’s idea.  

● People will react differently and you want to deploy your content properly in order to be 
more genuine and less salesy all around. The five steps are the core and there are ways 
to augment those, such as using reverse psychology.  
 

Recommended Books 
 

● Think and Grow Rich by Napoleon Hill 
● Predictably Irrational by Dan Ariely 

 
Resources 
 

● The SiIent Salesman by Anik Singal 
● Conversion Academy 21 Day ChallengeScaling Up by Verne Harnish 
● Follow Anik on Good Reads 
● Fighting Entrepreneur podcast 
● Anik’s YouTube Channel 

 

https://www.amazon.com/Think-Grow-Rich-Publication-Foundation-ebook/dp/B07P896HSJ/ref=sr_1_1_sspa?dchild=1&keywords=Think+and+Grow+Rich&qid=1584733597&s=digital-text&sr=1-1-spons&psc=1&spLa=ZW5jcnlwdGVkUXVhbGlmaWVyPUEySEhUOUdKTkU4T1lCJmVuY3J5cHRlZElkPUEwNzE2NDY2MlczQ0JYQzRaWFQ3VCZlbmNyeXB0ZWRBZElkPUEwODA5NjI3MTJXN1BXN0RSTzkzWSZ3aWRnZXROYW1lPXNwX2F0ZiZhY3Rpb249Y2xpY2tSZWRpcmVjdCZkb05vdExvZ0NsaWNrPXRydWU=
https://www.amazon.com/Predictably-Irrational-Revised-Expanded-Decisions-ebook/dp/B002C949KE/ref=sr_1_1?dchild=1&keywords=Predictably+Irrational&qid=1584733656&s=digital-text&sr=1-1
https://bootcamp.lurn.com/cva-lp-rk-1/
http://www.copyin21.com/
https://www.amazon.com/dp/B00O5RR7QO/ref=dp-kindle-redirect?_encoding=UTF8&btkr=1
https://www.goodreads.com/author/show/4228542.Anik_Singal
https://podcast.lurnworkshop.com/
https://www.youtube.com/channel/UCinyEr-Fly9Yp1zMFx_D0cQ


 
 
 
 


