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IN THIS SESSION:
● PART 1: Getting Closer

● PART 2: Bullets That Close



The 3-D Bullet 
Blueprint 

1. Dig

2. Draft 

3. >>Develop<< (you are 
here!)



PART 1: Getting 
Closer



Your Mindset and Framing Are 
CRUCIAL



Marketing Is Like 
SEX



5 Factors To Selling

● Flirt Factor
● Trust Factor
● Close Factor
● After Factor
● Rave Factor



Flirt Factor
Romance:
Figure out the preferences you desire in a mate and 
target a person like that 

Marketing:
Do deep research on your market and narrow your 
findings down to your Tarket



Trust Factor
Romance:
In this courtship phase, you create more intimacy by 
building rapport and connection 

Marketing:
Write empathetic and emotionally-charged bullets to 
build confidence. Relate to her problems (you’ve been 
there too). Anticipate her objections.



Close Factor
Romance:
You’ve laid the groundwork before your proposal 
(whether it’s a date, sex, or marriage.) Now get that 
commitment!

Marketing:
Lay out your clear, compelling offer by letting her know 
exactly what she’s in for. This includes your 
product/solution, bonuses, and guarantees.



After Factor
Romance:
One-night stands aren’t where it’s at (unless you’re into 
that kind of thing - no judgment.) You need to follow up 
with texts, phone calls, and flowers if you don’t want to 
start from scratch all over again. 

Marketing:
Follow up consistently after a sale with messages 
explaining what to do next and offering unexpected 
value to keep her attention (and hopefully keep her as 
repeat customer.)  



Rave Factor
Romance:
You’re a keeper. She’s gonna brag about you to everyone 
who’ll listen. (Flip side, if you hurt her, she’s gonna tell 
everyone too.) 

Marketing:
Getting social proof in the form of results or testimonials 
from customers is critical to continue selling. You can 
repurpose this info in your bullets.



Cialdini’s 6 Principles of Persuasion
1. Reciprocity
2. Scarcity
3. Consistency
4. Authority
5. Social Proof
6. Likability



Reciprocity
When you do something nice, people feel 
obligated to return the favor. 

For example, offer a freebie to turn up your 
prospect’s internal pressure to buy (especially if 
you can make it seem personal).



Scarcity
When there’s LESS of something available, people 
tend to want it MORE.

For example, consider:
▪ giving a limited time to act on a deal
▪ limiting the number of available offers 
▪ highlighting demand for your product



Consistency
Once you get someone to commit to something 
(even in a small way), they are more likely to 
continue (even with increasingly larger stakes).

For example, get your prospect to commit to buy 
by reversing the risk, then hit them with an upsell.   



Authority
People tend to follow the advice of knowledgeable 
and credible sources. 

For example, boost your prospect’s trust in you by 
dropping some resume bullets. 



Social Proof
When in doubt, people look to the “herd” to figure 
out what to do.

For example, boost your social proof by showing 
how many people have already accepted your offer 
and been helped. 



Likability
Finally, people follow the lead of people they like. 
People tend to like those who:
▪ like them too
▪ are similar to them
▪ want to work together

For example, boost your likability with your 
prospect by bullseyeing your tarket.



PAC - Mental Shortcut
Eric Burns was a psychologist in the 50s who said 
there are 3 people in every convo
▪ Parent - Skeptic
▪ Adult - Logical
▪ Child - Dreamer



PAC - The Mental Shortcut
In closing bullets we want to touch on all 3 voices
▪ Parent - Proof of success
▪ Adult - Explain the process to achieve outcome
▪ Child - Remind them of the benefits



PART 2: 
Bullets That Close



Wedding Bullets
Wedding bullets list out each 
of the steps your reader should 
take in order to take advantage 
of your offer. 

They use future pacing to help 
your prospect see themselves 
with the product in their hands. 

Use these WITH YOUR OFFER. 



Wedding 
Bullets - 
Ex. 1 



Wedding 
Bullets - 
Ex. 2a



Wedding 
Bullets - 
Ex. 2b



Han Solo Bullets 
Han Solo bullets shoot first to 
overcome any lingering 
objections in your prospect’s 
mind. 
Use them right AFTER your 
offer.



Han Solo Bullets 
A prospect’s main objection to buying anything will tend 
to be:
▪ Time
▪ Money
▪ Effort
▪ Esteem













Han Solo 
Bullets - 
Ex. 2
Craig Proctor - 
“3 Day SuperConference”



Han Solo 
Bullets - 
Ex. 3
Anthrix HA - joint supplement for 
dogs



Bully Bullets

▪ The anti-bullets of the world that push your prospect 
to NOT buy.

▪ These can be an effective tool for stoking the ego of 
your target market. 

▪ These bullets also demonstrate that you are offering 
something serious and that you have standards. 

▪ Used at the END of the copy to drive home who this 
product is really for.



Bully Bullets - Ex. 1 (Lorrie Morgan)
I’ll be honest, the Red Hot Bullets Blueprint isn’t for everyone. 

🔲 It’s not for you if you’re just starting out 

🔲 It’s not for you if you’re allergic to group interaction

🔲 It’s not for you if you’re closed to new concepts and out-of-the-box thinking

🔲 And it’s not for you if you think you “already know that” 

If you’re still in then let’s get rockin’!



Bully Bullets - Ex. 2 (Craig Proctor)



The Weird Trio 



Unicorn Bullets

Lay out a series of myths 
about your offer and 
dispel them. They do 
cleanup work to 
overcome 
preconceptions.



Unicorn Bullets - Ex. 1



Unicorn 
Bullets - 
Ex. 2



David Letterman Bullets
Rank the top 10 reasons to 
purchase from lowest to 
highest. These increase 
desire to own your product 
by listing options they may 
not have considered.



David 
Letterman - 
Ex. 1



Buzzfeed Bullets
This bullet formula is 
shockingly effective at 
drawing readers in: 

[# of items] that 
[will have an effect 
on the reader]

These bullets are 
designed to get them 
excited about buying. 



Buzzfeed 
Bullets - 
Ex. 1



Buzzfeed 
Bullets - 
Ex. 2



Buzzfeed Bullets - Ex. 3



Before You Start The Next 
Session…

Challenge Round:

Develop at least three (3) of 
each of these types of bullets:
▪ Wedding Bullets
▪ Han Solo Bullets
▪ Bully Bullets
▪ Unicorn Bullets
▪ David Letterman Bullets
▪ Buzzfeed Bullets

 


