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What people are saying…
 
    
 
   About this book:
 
    
 
   The go-to expert in the field
 
    
 
   “If you want to write for the booming health and fitness industry, you need to hang onto Lynda’s every word. She’s the go-to expert in that field. And in her excellent e-book, she explains it all.”- Steve Slaunwhite, co-author, The Wealthy Freelancer
 
    
 
   This book helps you set up a viable business, from concept to execution!
 
    
 
   This book covers the whole process of setting up a viable business, from concept to execution. When you read Lynda’s book, you’ll feel as though you’ve got your own personal guide gently leading you through a complex system. -Sue Waterworth | Freelance B2B copywriter
Food | Health & Wellbeing
 
    
 
   About the author
 
    
 
   A first-rate copywriter!
 
    
 
   Lynda is a first-rate copywriter. She developed and wrote a weekly newsletter for one of our brands as well as an eBook. 
 
    
 
   Lynda creates the kind of content that people want to share with others. And there is no other kind of content worth creating! If people want to share your content via email or social media, you are on the winning track. And that is exactly what Lynda provides. Particularly in the beauty, health, and wellness fields, I whole heartedly recommend Lynda Goldman. And I'm excited to work with her again! –Ben Tiffany, Web Marketing Manager, Polygel
 
    
 
   Fantastic results for my business
 
    
 
   Working with Lynda has delivered fantastic results for my business. Not only have her expertise and strategies worked wonders, but her professionalism and responsiveness have also made it a joy to work with her! - Founder, CEO at Vitalah, Creators of Oxylent
 
    
 
   Unique attributes - enthusiasm, expertise, and experience
 
    
 
   Lynda's combination of unique attributes - enthusiasm, expertise, and experience - have helped me focus and harness my energies and ideas. The early results have exceeded my expectations.- David Scheiderer, MD, MBA, DFAPA, Director of Education - Integrative Psychiatry, Inc.
 
   


 
   
  
 

How this book can change your life 
 
    
 
   Can books change lives? Many have been pivotal to mine, with information that improved my business and my health – sometimes dramatically. I believe that this book can change yours if you put the ideas into action. 
 
    
 
   All my life I struggled to make a living doing something I enjoyed. It took me years (and the right timing, which is now!) to stumble upon the vast opportunities in writing about health, wellness and fitness.
 
    
 
   Imagine if you too could work at something you enjoy, from the comfort of your home. Bye-bye long commutes, cranky co-workers and demanding bosses. 
 
    
 
   What would that mean for you and your family?
 
    
 
   If you have a keen interest in health, wellness or fitness, and you enjoy writing, you’re in the right place. The system I developed changed my life and it can change yours too. 
 
    
 
   It’s simply tapping into the booming opportunity to write for the wellness industry. This includes natural products, organic foods, skin care products, supplements, weight loss, fitness, self-help and more. 
 
    
 
   Why listen to me?
 
    
 
   I live what I do. I don’t claim to be an Internet guru revealing the one secret that catapulted him from starving on the streets to roaring into the sunset in a Ferrari, after scoring a million dollars by pushing one button. And I’m not someone who read three books on this topic and decided to write an e-book on it. 
 
    
 
   7 Steps to Make Money at Home Writing about Health & Fitness is based on my own hard-won secrets. 
 
    
 
   I’ve taken all the guesswork out of setting up your online business to shave years off your learning curve. 
 
    
 
   You can piggyback on my experience instead of wasting time on frustrating trial and error. 
 
   So grab a cup of organic coffee or tea, and settle in for the journey!
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A Gift for You
 
   Thank you for investing in this book.  In appreciation, I’d like to offer you a free resource guide that streamlines my business. 
 
    
 
   Click here to instantly download: 
 
    
 
   7 Terrific Tools I Use to Run my Business
 
   
 
   *You’ll also receive my weekly blog posts, Fresh Customers Daily, with tons of ideas to use in your business every day.
 
    
 
   You’ll get access to these tips and more:
 
    
 
   The awful truth about most natural products home pages
 
    
 
   5 Myths of natural products online marketing
 
    
 
   ABCs of marketing natural health products online
 
    
 
   Are you asking the wrong natural products marketing questions?
 
    
 
   10 Silly oversights that can cost your natural product sales
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Section 1: Find a niche you love and profit 
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   What’s better than free chocolate and books?
 
    
 
   Sure, you want to make money to support yourself and your family. 
 
    
 
   But if you’re a “health nut”, you’ll discover many added benefits to writing for the natural health field: 
 
    
 
   1. You’ll get healthier along the way. The more you learn about different ways of eating, new supplements and natural remedies, the more you can improve your own health, and that of your family. 
 
    
 
   For me, that’s one of the biggest benefits, because I was already an avid reader on these topics, and now I’m being paid to learn what I’d been paying to learn previously. 
 
    
 
   2. You’ll get free samples! When I write for a company, I always ask them to send me samples of their products so I can experience the benefits. Along the way, I receive bottles of supplements and green protein drinks that I would normally buy, saving me money every month. 
 
    
 
   I’ve also gotten samples of wonderful skin care products and boxes of organic chocolates. What’s not to love?
 
    
 
   3. You’ll get free books! If you’re interested in being a writer, you probably love to read, as I do. And if you’re interested in writing about natural health, you probably love to read health books.
 
    
 
   When I began writing for a top neuroscientist, their marketing manager sent me a box of his books. These are books I would have bought on my own, saving me up to $100 in books. 
 
    
 
   I can also deduct the health and marketing books that I buy as business expenses on my income taxes.
 
    
 
   4. You’ll rub elbows with experts. I learn so much from my clients who are often scientists, or alternative health experts. With every client I work with, I get the inside scoop on the latest ingredients, diets and trends, and I often incorporate the knowledge into my own daily routines. 
 
    
 
   So if this list of benefits sounds enticing, let’s explore if this avenue is for you. 
 
    
 
   Note: This is not a get-rich quick scheme. With any business, you have to put in work to get results. 
 
    
 
   But I promise you that writing about natural health and fitness does provide many opportunities to build and grow a business you love. 
 
    
 
   Also: Throughout the book, I mainly talk about the natural products industry, because that’s where I have the most experience. 
 
    
 
   However, everything here applies to the fitness industry, self-help, and many related wellness fields. 
 
   


 
   
  
 




 
   Calling all Health Nuts
 
    
 
   Here are a few questions to ask yourself, to discover if writing about natural products is right for you.
 
    
 
   1. Do you regularly read books or articles about alternative health, natural remedies and healthy foods? 
 
    
 
   2. Are your kitchen shelves stocked with supplements, herbs and wholesome foods?  
 
    
 
   3. Have you consulted alternative health experts, such as acupuncturists, naturopaths or homeopaths (or perhaps you are a natural health expert)? 
 
    
 
   4. Do you reach for natural remedies before you call your doctor for minor ailments?
 
    
 
   5. Do you shop at health foods stores and farmer’s markets, and buy as much organic and non-GMO food as possible? 
 
    
 
   If you answered “yes” to most of these questions, that’s a great start. Even if you haven’t done everything, you should have a gut feeling as to whether you “buy into all this natural stuff” or not. 
 
    
 
   If you don’t, stop here because it’s unlikely you will be successful if you don’t believe in what you’re selling. 
 
    
 
   If you said a big Yes to most questions, there’s one more crucial question to answer: 
 
    
 
   Do you enjoy writing, and are you willing to put in time to hone your craft?
 
    
 
   There are plenty of opportunities out there, but you have to deliver what you promise your customers, which is well-written content that sells their products.
 
    
 
   You have to commit to continually improving your writing ability if you want to earn more than bargain basement fees. 
 
    
 
   You don’t have to be the world’s best copywriter to succeed. But you do have to be a better writer than the average person who writes at a high school or college level. And copywriting is very different from academic writing.  
 
    
 
   You have to learn copywriting techniques, such as how to craft headlines that get people to click the link, how to write a CTA, or Call to Action so people press the “buy now” button, and how to write engaging content that people want to read. 
 
    
 
   Fortunately, if you enjoy writing, you will love this aspect of your work as well, and there are plenty of resources to help you improve your writing ability.
 
    
 
   Some books and resources are listed in the “7 Steps” section, and in the resource section at the end.  
 
    
 
   You can make a very good living writing about natural health products, supplements, fitness, healthy foods, and different kinds of diets. 
 
    
 
   You’ll be surprised at how big this industry is, and the opportunities that lie ahead. But first, let me tell you about my journey and how I came to discover this niche.  
 
    
 
   Struggling Writer to THE Copywriter
 
    
 
   My story is based on 5 years of trial and error. You can shave years off your learning curve, just by following my 7 step process. The opportunities are better now than ever!
 
    
 
   “I understand you're THE copywriter for natural health products.”
 
    
 
   This email message actually came in while I was writing this page of the book. 
 
    
 
   On an on-going basis I get emails from across the US and Canada, Australia and Chile, and even from a remote village in Bulgaria.
 
    
 
   They all ask the same thing: “Can you help me sell my natural products?” 
 
    
 
   The reason they are calling me is because I’m a specialist, and they know I understand their products. (Don’t worry, I’m not afraid of competition. There’s more than enough work for everyone.)
 
    
 
   Sometimes they don’t have a marketing budget, or I can’t take on the job because we’re not a good fit. 
 
    
 
   But it’s wonderful to have a steady stream of people contacting me, instead of my beating the bushes, cold-calling people who slam down the phone.
 
    
 
   That’s what happens when you target a niche, become expert at it, and put in sweat and passion to kick-start it.
 
    
 
   My journey
 
    
 
   My interest in natural health began back in the day when most health food stores were in dark basements, and smelled like medicinal herbs. They were populated by counter-culture hippies seeking granola, brown rice, and tofu, and staffed by earnest macro-biotic types. 
 
    
 
   I always thought the health-food store was a magical place. I believed it held the secrets to health and longevity, if I could only unlock them. 
 
    
 
   You know what? A lifetime of seeking the ultimate diet (for me), has paid off. While many of my friends now suffer from chronic diseases, I don’t take any medications and have more energy than anyone I know. 
 
    
 
   But along the way, I had to earn a living. My early interest in health was way before the Internet, and I was the lone “health nut” in my circle of family and friends. 
 
    
 
   There weren’t many ways to make a living in this industry, and I never even considered it.
 
    
 
   I became qualified to teach ESL (English as a Second Language) and got a part-time teaching job at a college. This worked out well because I had two young children and wanted to spend time with them. 
 
    
 
   At one point, a colleague was seeking a collaborator to write textbooks. Everyone turned her down except me. I naively said, “I’ve never written anything before, but I’ll give it a try.” Lo and behold, we got a contract from a major publisher. This led to a series of books that became best-sellers in the school market.
 
    
 
   I discovered I love to write. But at some point, after co-authoring 27 textbooks in the same field, I’d had enough. I had nothing left to say in this area, and I wanted to stop teaching, which I never loved in the first place. 
 
    
 
   But I had no idea what to do next. 
 
    
 
   Then a friend pointed out the writing opportunities in corporations. Every company needs written communications, and many outsource the task. 
 
    
 
   Small businesses also need writers because most business owners simply don’t have the time or ability to write their own marketing materials.
 
    
 
   At that time, everyone was jumping on the Internet, and lots of companies needed website copy. So I put up a website, started sending out a newsletter, and got my first clients. 
 
    
 
   At first, I would take any job I could get. I wrote website copy for realtors and home décor firms. I wrote for a trucking firm (which bored me to tears), a software company (I barely understood the product), and a newsletter for a bank (that didn’t go well because I hated writing about finance.)
 
    
 
   I wasn’t getting regular work because my marketing wasn’t effective. I wasn’t writing to any specific person. In addressing everyone, from communications managers in corporations, to small business owners, I was writing to no one in particular. 
 
    
 
   In addition, being a general copywriter was challenging because I had to learn about a new industry for every job. Many of the industries just didn’t interest me, so I didn’t always do stellar work.
 
    
 
   I knew that to get more clients, I had to find a target market and write directly to them. But I couldn’t figure out what it should be.
 
    
 
   By chance, I met a very successful copywriting coach. I signed up and it was the best investment I ever made.
 
    
 
   The coach started by asking me what I loved to do. What did I read about, or do in my spare time? I told him I loved to read about health and nutrition. He asked, “Have you looked into writing about natural products?” 
 
    
 
   I’d never even considered it, because I thought the market for writing was confined to nutraceuticals (which many copywriters still believe. You are learning something they don’t know.)
 
    
 
   I jumped onto Google and discovered that a huge industry had developed in the past 15 years. It encompassed supplements, organic and non-GMO foods, natural skin care products, and much more. 
 
    
 
   Duh, my perfect market was sitting right under my nose, or rather, in my kitchen. 
 
    
 
   Finding my niche helped me launch my copywriting business to a level I’d never reached before. 
 
    
 
   Simply by focusing on one target market, I started attracting clients. 
 
    
 
   People began to email or call me because they wanted a “specialist” – someone who “gets” what their products are all about, and could write marketing materials that explained the benefits clearly to their readers.
 
    
 
   Lessons learned: Find a niche that you love and explore whether there are business opportunities there. If there are, dive in and learn as much as you can about it. Aim to become an expert, the “go to” person who understands the industry. 
 
    
 
   Reality check
 
    
 
   I don’t want to give you any illusions that at some point you don’t have to do any more marketing. Once you’re in business, you’ll quickly learn that MARKETING IS FOREVER. 
 
    
 
   You never stop marketing, because if you do, your business dries up. Even the top marketers and savvy gurus know this. 
 
    
 
   However, you can reach a tipping point where your marketing starts to pay off, and the more you do, the better the return. You gain momentum and people start contacting you. 
 
    
 
   Becoming a copywriter for the natural products industry was the best business move I ever made, and it can be for you too, as long as you love the industry, love to learn and grow, and love to write. 
 
    


 
   
  
 

Section 2: Why natural products & why now? 
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   Why write about natural products now?
 
    
 
   Millions of baby boomers, like me, are closing in on retirement. With an aging population, people are facing chronic diseases. Many are realizing that conventional medicine doesn’t have all the answers, and that lifestyle plays a big role in staying healthy. 
 
    
 
   Plenty of health nuts (like you and me?) want to stay slim or lose weight, have energy, and live a meaningful life without disease or disability. 
 
    
 
   We are fanatical about discovering the optimal diets and supplements, the best kinds of exercise, and how to avoid stress and stay positive. 
 
    
 
   We want to stay off medications as much as possible and live to a ripe old age full of vitality and vigor. 
 
    
 
   Young families are also waking up to the fact that food is not as nutritious as it was in our grandparents’ days. They are looking for vitamins, and nourishing organic, non-GMO foods and snacks for their kids. 
 
    
 
   What’s adding fuel to this quest for health and wellness? The Internet. Never before have we been so connected, and able to share so much information. 
 
    
 
   And never before have there been so many companies in need of web copy and social media content to sell their health products. That’s where you come in. 
 
    
 
   Industry statistics
 
    
 
   In the past 15-20 years, a huge industry has sprung up to meet these needs. Thousands of new products are being cooked up in people’s kitchens, and in huge laboratories.
 
    
 
   Here are a few statistics:
 
    
 
   1. According to the Organic Trade Association, “Sales of organic products in the United States jumped to $35.1 billion in 2013, up 11.5% from the previous year’s $31.5 billion, and had the fastest growth rate in five years.” 
 
    
 
   2. Over 60,000 industry members attended Natural Products Expo West in recent years. Expo West 2014 also experienced 5% growth over 2012 in retailer attendance. 
 
    
 
   Natural Products Expo West and Natural Products Expo East are two mammoth trade shows that take place in the spring and fall. In Expo West, the 60,000 people attending are not consumers - these are store buyers! Imagine how many consumers are buying natural products if the industry is this big. 
 
    
 
   So you can see the vast opportunity for writers. Now, it’s true that some larger companies have in-house writers, and some smaller companies don’t have a big budget to hire writers. 
 
    
 
   But you’d be surprised how many companies do need writers, and will be eager to work with you. 
 
    
 
   Why? Because you hold the keys to selling their products. 
 
   They are manufactures, not marketers, and they need your expertise in writing and marketing. 
 
    
 
   Wellness and Fitness, Weight Loss & Self Help
 
    
 
   Under the vast umbrella of health and wellness are many subsets, such as fitness, weight loss, self-help, green living, natural beauty and skin care – the list goes on. 
 
    
 
   These are enormous industries, and the opportunities are huge for you as well, because every product needs ongoing marketing to sell it.
 
    
 
   Holistic practitioners
 
    
 
   Alternative health doctors, naturopaths, acupuncturists, homeopaths, osteopaths, weight-loss clinics, vision clinics, holistic dentists, and any other subset of the health and wellness industry provide additional opportunities.
 
    
 
   Aesthetic surgeons and dermatologists are in this category as well.  Although their techniques and services are not necessarily alternative or organic, they are in business for themselves and have to turn a profit. So they need marketing help. 
 
    
 
   Every holistic practitioner should have a website and a newsletter, and ideally a book. These practitioners are generally very passionate about what they do, but they are often clueless about marketing because they were never taught about business in their health education programs. 
 
    
 
   A word of caution: Many holistic practitioners would love to have your services but have limited funds. If you can help them bring in new patients because of your stellar copywriting, they will be grateful and continue to use your services. This might be a good place to start out, by offering a free or low-cost web page or two, in exchange for experience and a testimonial.  
 
    
 
   In addition, aesthetic doctors often do very well, but many are reluctant to pay for marketing. Again, this is because many are not trained as business people and don’t always see the value in good quality copywriting. 
 
    
 
   But I do have one good client in this area, so it’s an avenue to consider if the area of anti-aging interests you. 
 
    
 
   What will you write about?
 
    
 
   Some of the popular topics you will be writing about include: 
 
    
 
   1. Supplements, from vitamin A to zinc
 
   2. Healthy foods such as organic and non-GMO
 
   3. Fitness and weight loss products 
 
   4. Nutritional packaged foods
 
   5. Special diets, from Paleo to vegan 
 
   6. Natural skin care, makeup and personal care products
 
   7. Natural home cleaning products
 
   8. Natural ingredients to sell to manufactures
 
    
 
   What kinds of writing will you do?
 
    
 
   With everyone online, there is a continued need for new content to fuel the rabid social media machine. 
 
    
 
   Google loves fresh, original content. Facebook and Twitter need to be updated daily or hourly. 
 
    
 
   No business owner can keep up with it all. That’s why professional writers who are specialists are in demand. 
 
    
 
   In the natural products area, here is a portion of the types of writing you might do. It’s not exhaustive. New opportunities spring up regularly. 
 
    
 
   Web content: This is by far the bulk of my work. When a company has a new product, they need a web page to market it. Websites need to be updated regularly, and new pages added. You might be writing short, static pages such as for Home or About Us, or longer sales pages to sell a product.
 
    
 
   Sales pages and sales  letters: These are mainly online nowadays, such as the long sales pages you see to sell a product. But some companies use print, which is still effective because it stands out from the online noise.
 
    
 
   Social media content: This is a huge, growing area. If you like to spend time on Facebook or Twitter, you can become a social media expert in the natural health area. For a monthly fee, you post or Tweet several times a day for your client, and get paid for it. How sweet is that?
 
    
 
   Product descriptions: Companies with a large line of products need catchy descriptions to sell the items. They need pages of content to explain the benefits of their products. You can even get hired to write descriptions for products on Amazon.com
 
    
 
   Lead generation tools: These can be reports, tip sheets, cheat sheet, or small e-books that companies use to generate leads. 
 
    
 
   “Lead generation tools”, also called “ethical bribes,” are content that companies give away for free in order to get someone’s email address. 
 
    
 
   This is used for list building, so they can market to their list in the future. You may have heard “the money’s in the list” and every company should be building a mailing list. If they are not, they are missing a big opportunity.   
 
    
 
   Books and e-books: You can ghostwrite books or e-books for your clients. You get paid, but their name appears on the cover. They may want a book to position themselves as the authority in their niche, to sell a specific product or diet, or as a lead generation tool.
 
    
 
   Newsletters and blogs: This is one of the best gigs you can get, because it’s recurring. Newsletters are an excellent way for a company to reach their target customers and deliver value without overtly selling. 
 
    
 
   Most companies who don’t publish newsletters say it’s because they don’t have anyone on staff with the ability or time to write and publish regularly. 
 
    
 
   Note: I’m defining a newsletter as having a main article and a few shorter sections which may include advertisements. Blogs are generally shorter and have one main topic. Companies need one or both, and they desperately need writers to help them. 
 
    
 
   Brochures & trade show materials: Companies still need print materials to hand out at trade shows, and to place in stores next to their products. 
 
    
 
   Press releases: Companies need to tell the press about new advances, product launches, and company events.  
 
    
 
   Articles: Shorter articles can be used for social media, while longer articles are used for trade or industry publications.
 
    
 
   Advertorials: These are longer sales pages, disguised as articles. They go into greater depth about the benefits of a product, and then have a sales pitch at the end. 
 
    
 
   Video scripts: With video booming on the Internet, many companies want “explainer” videos to sell their products. You write the script to sell the products, and a graphic designer or video company creates the animation. 
 
    
 
   You might also write the script for the president or spokesperson of the company, who wants to personally connect with their customers. 
 
    
 
   As you can see, the wide variety of types of writing needed provides a vast opportunity to get work on an ongoing basis. 
 
    
 
   Once you get into a company to write their web copy, for example, you can also suggest they create a short video. Or you can help them with their blog posts or social media. 
 
    
 
   In fact, the better you become at marketing, not just writing, the more value you bring to companies. Over time, you will be sought out and you’ll be able to raise your fees. 
 
    
 
   Who will you write for? 
 
    
 
   B2B Companies: B2B means business-to-business. Industry suppliers, such as ingredient manufacturers, want to reach their target customers, who might be food or supplement manufacturers. 
 
    
 
   They need professional writing, such as articles in trade magazines, web copy, Power-Point presentations, and video sales scripts. If you are more scientifically oriented and love diving into ingredients, this is a good place for you to start. You’ll be rubbing elbows with scientists who expect you to know the difference between a pre-biotic and a pro-biotic.
 
    
 
   B2C Companies: B2C means business–to-consumer. Manufacturers are selling their products directly to consumers, and need web copy, newsletters, blogs, social media and sales pages. 
 
    
 
   If you regularly buy supplements and health foods, you’re in a great position to write for this segment, because you are part of the target market. 
 
    
 
   You know what kinds of message resonate with you, and can help your customers understand how to position their products. You can write copy for them that reaches their customers on an emotional level – which is crucial to selling anything. 
 
    
 
   Retailers: Health food stores need marketing copy as well, but I have not found this to be a great source of business, as they frequently have small budgets. The larger chains often have in-house writers. 
 
    
 
   But it’s still worth investigating, especially if you can get work from larger chain stores through their marketing department. 
 
    
 
   Doctors: You’ve probably noticed how many alternative heath doctors have newsletters, which also sell the products they endorse. As you can figure out, most of these doctors are not writers. 
 
    
 
   They have a writer, or team of writers, putting together their newsletters and marketing materials. 
 
   A few larger companies hire copywriters to write newsletters, but many smaller doctors’ offices look for help on their own. 
 
    
 
   Celebrities and fitness experts: Most industry icons are not sitting at the computer churning out their own books or web copy. 
 
    
 
   They have ghostwriters quietly researching and writing for them while they dazzle their audiences on TV or appear on talk shows. 
 
    
 
   In fact, check the book titles of almost any celebrity or high profile professional. On the cover, you’ll often see the celebrity’s name, and in smaller type, the words “with” and another name as the co-author. 
 
    
 
   In reality, this second person wrote the whole book, using the content and knowledge of the guru. If you don’t see another name on the cover, read the acknowledgments section. They almost always thank someone for helping them “organize the content” – a code term for writing the content. 
 
    
 
   Self-help coaches and gurus: This is an off-shoot of the natural products market, and is a vast arena for writing marketing materials, programs and video scripts. 
 
    
 
   Many self-help experts sell audio or video programs, but that doesn’t mean they have the time or expertise to create them, along with all the sales materials to promote them. One good client in this area can keep you quite busy!
 
    
 
   Yourself: Here’s a way you can make great money without looking for clients: Write for yourself! 
 
    
 
   You can start a newsletter, build your list and sell products that you create yourself, such as e-books. You can sell supplements or skin care products from Amazon, or other people’s products as an affiliate. 
 
    
 
   You can set up a sales page, drive traffic to it, and sell a health or beauty product. Or you can write books or e-books on health topics, and sell them on Amazon.com
 
    
 
   Once you dive into the natural health world, an array of opportunities open up, and you’ll be excited to find the avenues that work best for you. 


 
   
  
 

Section 3: 7 Steps to Make Money at Home Writing about Health & Fitness 
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The section you’ve been waiting for!
 
    
 
   I know this is the section you are waiting for: How do you make money? 
 
    
 
   Don’t worry, it’s coming. But first you need to do some market research to get a better understanding of your customer’s needs. When someone calls you, you want to sound you like know what you are talking about, and are in a position to advise them.
 
    
 
   You may think they know more than you do, but you’ll quickly find out that most people who sell health or fitness products have no clue about writing sales or marketing materials.
 
    
 
   Important tip: Don’t just offer writing services. 
 
    
 
   That puts you in a commodity category, where you are trading writing services for money. (Sadly, too many people offer writing for $5 an hour, and this brings down the whole profession.) 
 
    
 
   If you position yourself as a trusted marketing advisor, you’ll be able to command much higher fees because you deliver strategy and know-how along with the writing.
 
    
 
   Make no mistake: every client who contacts you is really asking about marketing. 
 
    
 
   They may say they want you to write a web page or a sales brochure, but they really want to know, “How can this writing get me more sales?” “Is this the best thing I should be doing, or do you have other suggestions?
 
    
 
   So step 1 in the 7 steps is to get really good at writing and marketing. 


 
   
  
 

Step 1: Develop and hone your writing and marketing skills
 
   If you love to write, and have perhaps written blog posts or articles, that’s a great start. 
 
    
 
   But to write professionally and command higher fees, you have to develop certain techniques that appeal to readers on an emotional level. 
 
    
 
   You’ve probably read, “sell the sizzle, not the steak.” (Apologies to the vegetarians and vegans reading this.). That’s only partly true. 
 
    
 
   You definitely have to deliver substance or people quickly realize your message is just hype or fluff. 
 
    
 
   First you have to capture people’s attention – no easy task in these days when everyone is hyperactive and multi-tasking. 
 
    
 
   Next you have to keep your reader’s interest, and then persuade them to take the next step, which could be to click a link for more information, call your client for a consultation, or buy their product.
 
    
 
   This isn’t brain surgery, but it’s also not what you learned in school when you wrote term papers. 
 
    
 
   Many people who seek out the five-dollar-an-hour writers don’t recognize the difference…until they fail to get any sales.  
 
    
 
   Writing to sell, writing that engages and persuades, is both an art and a skill. 
 
    
 
   Fortunately, you can learn the skills to become a top copywriter. As your writing improves, you’ll get more enjoyment out of it, and can command higher fees.  
 
    
 
   So where do you get these skills? Here are some resources.
 
    
 
   1. Take courses.
 
    
 
    AWAI, American Artists and Writers, offers copywriting courses for beginners and more advanced copywriters. They have a boot camp every October in Florida, and this is a great place to jump right in and learn about copywriting. 
 
    
 
   They also have a job fair when you can make connections and even land your first job. They have conferences on web writing and other types of copywriting, both live and online. If you have the budget to travel to Florida and attend the boot camp, this is well worth considering. 
 
    
 
   They sell the boot camp videos afterwards at a fraction of the price. But if you can attend the live event at least once, it’s a lot of fun and you’ll make great connections that can launch your copywriting career.
 
    
 
   Important note: Please be aware that there are many more natural products companies out there. If you don’t land work from the AWAI job fair, the skills you learn will help you get work from other places, such as from LinkedIn or Natural Products Expo. 
 
    
 
   2. Follow the leaders. 
 
   Over the years, I’ve bought many books and courses on copywriting and marketing. I continue to hone my skills because the Internet is changing, and I have to know how the latest developments will affect my clients. 
 
    
 
   Internet marketing is an immense industry. Many people claim to be gurus, and want to sell you their secrets to making money online. Some are legit, and many are one-trick ponies. It’s important to know which is which. 
 
    
 
   Hint: If they try to convince you that you can make money overnight in your pajamas, run for the hills. The only place where success comes before work is in the dictionary. 
 
    
 
   Here are a few of my favorite copywriting and marketing leaders to learn from. 
 
   Most of them have free newsletters along with free reports, which are an excellent way to launch your education. 
 
    
 
   Bob Bly: Bob Bly’s iconic book, The Copywriter's Handbook: A Step-By-Step Guide To Writing Copy That Sells, is an excellent reference on how to get started as a copywriter. 
 
    
 
   I also highly recommend his book: Elements of Business Writing: A Guide to Writing Clear, Concise Letters,
 
    
 
   Bob Bly offers many reports on specific copywriting skills on his website, starting at around $29. 
 
    
 
   Steve Slaunwhite: Steve is the coach who helped me discover my passion for writing about natural products. He’s a top-notch, highly sought-after copywriter who manages to walk the fine line of persuasive writing that pulls you in, without hype or superlatives – truly an art. 
 
    
 
   Steve Slaunwhite offers a copywriting course and has written several books, including The Wealthy Freelancer, Start and Run a Copywriting Business and The Everything Guide to Writing Copy. Sign up for his free newsletter and buy his books. They are well worth it. 
 
    
 
   Ed Gandia:  This top copywriter runs the International Freelancers Academy, a goldmine of resources for freelancers. You’ll get free podcasts and information on everything from pricing your services to how to close the deal. 
 
    
 
   Nick Usborne: Nick Usborne is a pioneer in writing for the web, and wrote a book on it before any other copywriters realized the opportunities. He offers programs, books and services to help copywriters. 
 
    
 
    2. Buy copywriting and marketing books. 
 
    
 
   Books are among my favorite things in the world. Where else can you get years of knowledge bundled into a handy package? 
 
    
 
   Amazon.com has many books on copywriting. Some Kindle books are free or available for just a few dollars, while other books cost a little more. You can easily build a library of copywriting and marketing books that will improve your writing skills immensely. 
 
    
 
   In addition to the authors mentioned in the previous section, please check out the Resources 
 
   Guide at the end of this book for more suggestions. 
 
    
 
   Important tip: Don’t just read these books and take the courses. Actually put the ideas into action. 
 
   For example, when you read about how to write better headlines, choose a supplement from your own kitchen, and write 10 headlines for it. Show it to a friend, and ask, “Would this persuade you to buy this product?” 
 
    
 
   Keep practicing until you become convincing.
 
   


 
   
  
 

Step 2: Research the market and your target customers
 
   While you’re honing your skills, you should also be learning about the market, to see what parts of it excite you.
 
    
 
   Here are several ways to start.
 
    
 
   1. Sign up for popular newsletters.
 
    
 
   Google “Alternative Health Newsletters”, “Nutrition Newsletters” or “Fitness Websites” and you will be inundated with websites and newsletters about supplements, weight loss, exercise and natural solutions to health problems.
 
    
 
   Sign up for a few newsletters, and study their techniques and the topics they cover.
 
    
 
   1. What lead generation tool do they offer? This gives you ideas for lead generation tools you can offer your clients who don’t yet have one.
 
    
 
   2. What are the most popular topics they are writing about? You’ll soon see common trends and the hot topics to write about, for which clients may need your help. 
 
    
 
   3. How long are the newsletters, and what sections do they have? This gives you ideas for proposing newsletter writing to your clients.
 
    
 
   4. What products are they selling? How do they describe their products? This provides ideas for writing product descriptions and sales pages.
 
    
 
   5. Who are their target customers? This may or may not be obvious. For example, if they have several products for hormones and menopause, you know their target market is women of 40-55 years old. 
 
    
 
   If they have kid’s supplements, their target market is young moms. 
 
    
 
   If they show guys doing crunches, you know their target is men. 
 
    
 
   2. Study websites. 
 
    
 
   Go to the websites of the companies whose products you buy. Is the site attractive and easy to navigate, or confusing and cluttered?
 
    
 
   Are the product descriptions clear and enticing, or do they leave you confused? 
 
    
 
   Do they have useful content on the site, such as information about health conditions, and explanations of why certain herbs or supplements can help? 
 
    
 
   Or is the site only filled with pictures of supplement bottles and pricing data? 
 
    
 
   Do they have a newsletter? Is it easy to find the signup box, or is it hidden somewhere at the bottom of the page where no one can find it? 
 
    
 
   Do they have a blog? Is it updated, or is the last post 6 months old?
 
   Do they use social media? Check out their Facebook, Twitter and Pinterest page. Have they posted recently, or are their social media sites ghost towns?
 
    
 
   By studying several websites, you’ll soon see a pattern. 
 
    
 
   The ones with engaging content, a clear layout and attractive visuals are most likely be successful.  
 
   Why? Because a professional website instils confidence and builds trust.  
 
    
 
   Studying 8-10 websites in your target market will give you valuable insights that you can share with your new customers. You’ll see what’s working and what’s missing. 
 
    
 
   Then, when clients hire you to write web pages, you can suggest to them that a lead-generation tool will greatly increase their newsletter signups, and their sales.
 
    
 
   Who will they ask to write this lead-generation report? You, of course. Now you’ve doubled the work you got from one client, and your income as well!
 
    
 
   3. Attend trade shows 
 
    
 
   If you want to write about natural products and have the means to attend Natural Products Expo East in Baltimore, or Expo West in Anaheim, California, I highly suggest you attend – at least once.
 
    
 
   It will open your eyes to the vast market for natural products, as you hyperventilate at the thousands of exhibits that span, literally, several city blocks. 
 
    
 
   You’ll find everything from the huge multinational supplement companies, to the mid-sized companies, to the eager start-ups.
 
    
 
   The fitness industry, anti-aging, and self-help industries also have many trade shows and conferences. Check them out, and if you find any close to you, try to attend just to get a feel for what’s going on.
 
   


 
   
  
 

Step 3: Set up your natural products website
 
   It’s crucial to have a website that shows off your writing expertise. Anyone who is looking for copywriting services will want to see writing samples (more on how to create them coming up).
 
    
 
   They will also want to know about you, and what services you offer. Here are the steps to setting up your copywriting website. 
 
    
 
   1. Get a domain name. Should you use your own name, or a keyword-rich name? How about both? 
 
   The copywriting gurus tell us to brand our names, because YOU are your business. 
 
    
 
   I struggled with this for a while because the domain name LyndaGoldman.com was already taken. I decided to use www.LyndaGoldmanCopywriting.com as my domain name. It’s far from a perfect solution because the name is very long, and not everyone knows what copywriting is, or can spell it. 
 
    
 
   I also registered the domain name, “Natural Health Marketing Solutions”, not a very imaginative name, but it’s rich with keywords that Google loves. 
 
    
 
   “Natural Health Marketing Solutions” points to my website, and I come up very high in the search engines for those keywords. In fact, a good part of my business comes from people searching for keyword phrases such as: “health writer”, “health marketing”, or variations of those phrases. 
 
    
 
   One important fact: Be sure to get the dot-com version of your name, not .biz, .net, .org or any other form. You can buy all those versions if you want to, at about $10 each, but I don’t believe it’s necessary. 
 
    
 
   Most people assume your domain name is .com, and if you use anything different and someone else has the .com, all your marketing efforts will result in sending them traffic instead of you.
 
    
 
   To get your domain name, one of the most popular places is GoDaddy.com. You can get a domain name for under $10.
 
    
 
   If your website is hosted by BlueHost.com, where mine is, you can often get 2 free domain names a year, so check that first and you may save the $20. Also, it makes it easier to renew your domain name if everything is in one place.
 
    
 
   2. Get a Wordpress website: You need a Wordpress site. Don’t even bother with anything else, because Wordpress attracts the search engines better than any other website you can set up. They have tons of attractive themes, and it’s easy to change content on your own.
 
    
 
   Note: It’s very important to get a self-hosted WordPress.org site so you have full control of your site, and can optimize it for the search engines. 
 
    
 
   You will need a hosting system such as Blue Host or Host Gator. Although Wordpress.com may seem like an easier choice initially, you have limited control of your content and have to pay to remove ads on your site – not what you want!
 
    
 
   3. Get help. I definitely suggest you get help setting up your site. Go to Elance.com or oDesk .com and type in “Wordpress Website Designer” in the search bar. You’ll find plenty of people who create websites.
 
    
 
   Check their portfolios for designs that are attractive, and contact those designers to get a quote. You can expect to pay anywhere from a few hundred dollars to $2000. But for a starting website, you should be able to find a good designer to set up a simple website for a few hundred dollars.
 
    
 
   Note: Please don’t skimp on this and try to set it up yourself. Unless you’re a technical wiz and also a graphic designer, you’ll end up frustrated and spinning your wheels while you should be doing more important things, such as writing your web copy and samples. 
 
    
 
   Your website has to look professional if you hope to attract high level clients who will pay you professional rates. It’s your first impression, so don’t go for the bargain basement route to save a few dollars. This is an investment in your business, and a legitimate business expense. 
 
    
 
   Creating a brand
 
    
 
   As a copywriter, YOU are your brand. But it’s also a good idea to find a way to stand out from the crowd and be memorable. 
 
    
 
   You don’t need a logo, although you can have one. You can also have an image or color that people associate with you, or a tagline that you always put with your name. (Hey, you’re a copywriter. 
 
   Write a great tagline for yourself!). 
 
    
 
   Of course, combining a logo, image and tagline is more powerful, and will make you all the more memorable.
 
    
 
   For example, for my copywriting website, www.LyndaGoldmanCopywriting.com, I have an image of a girl with flowers over her eyes. I saw an image similar to this in a magazine, and found something I liked at Bigstock.com. 
 
    
 
   It’s become my trademark image. Everyone who comes to my website remarks, “Oh, you’re the copywriter with the girl with flowers on her eyes.”
 
    
 
   I also created a tagline, Fresh Customers Daily, because….who doesn’t need a steady influx of customers? Plus the word “fresh” goes well with the daisies.
 
    
 
   For my consumer website, www.HealthyOrganicWoman.com, I have a strawberry as my icon. To me, strawberries symbolize the need for organic food (they have the highest levels of pesticides), and the bright red strawberry has a lovely shape and color. 
 
    
 
   I also created a tagline, “Inspiring Health for You, Your Family, Our Planet.” This helps web visitors know what my online magazine is about right away. If they identify with being healthy women who eat organic food, or they aspire to be healthy, they can’t wait to sign up. 
 
    
 
   Anyone who doesn’t identify with what I offer will leave the site, and that’s fine. They will not enjoy my newsletters, or buy the products I offer.
 
    
 
   What market do you want to attract?
 
    
 
   Think carefully about the market you want to attract. 
 
    
 
   Before you start working with a designer, it’s a good idea to come up with some colors and designs that you like. This will reduce the time and expense, because your designer won’t have to guess what you want and present a bunch of ideas you don’t like.
 
    
 
   Buy some magazines that your target market reads. What recurring colors and images do you see? 
 
   Then spend an hour or two clicking onto different natural products websites. 
 
    
 
   You’ll notice that many of them use the colors of nature, such as greens and blues, to brand themselves. 
 
    
 
   If you want to work in the fitness industry, stronger colors such as red, black and silver often go well with muscle building. 
 
    
 
   If you want to specialize in women’s health, you might use warmer reds and oranges. 
 
    
 
   Tip: Please don’t use pastels, even if you specialize in children’s or babies’ health. They are old school and horrible on the web. 
 
    
 
   Bottom line: Your branding immediately identifies who you are, and helps you attract the right customers. Take the time to develop an online persona. It will help you stand out from the crowd, and bring you more business.
 
    
 
   If you find this hard to do on your own, work with a branding expert or a good graphic designer. He or she should ask you questions about the market you want to attract (not necessarily about your personal preferences) and come up with images and colors that will attract those customers. 
 
    
 
   Remember, it’s all about your customers, not about you.  
 
    
 
   Your web pages
 
    
 
   Your website doesn’t have to be big to start. You can start with the basic pages: Home, About, Services, Samples, Contact, and Blog.
 
    
 
   Home page: This is where you talk about your CUSTOMERS, not about you. The biggest mistake most rookie copywriters make is to say: “Hello! I’m so-and-so, and here’s what I can do for you. Here’s how I help my clients.”
 
    
 
   Wrong, wrong, wrong! 
 
    
 
   You put this information on your About page. Yes, people want to know about you, but first they want to know if they came to the right place.
 
    
 
   You see, everyone is tuned to the radio station WIIFM, What’s In It For Me? Your home page has to immediately connect with your audience and say, in essence, “I understand that you have these problems or needs, and I can help you.” 
 
    
 
   The sole purpose of your home page is to get your readers to stay on your site, and take a specific action. It could be to call or email you for a free consultation, or to sign up for your newsletter.
 
    
 
   I would choose the newsletter signup as your number one goal, because then you have your visitors’ contact information and can market to them through your newsletter or blog. 
 
    
 
   Otherwise, they may be interested, but not yet ready to act. So they leave your website and forget you exist. That’s the reality of our hyper-active lives. Get their name and email address, and you can develop a relationship that eventually leads to business.
 
    
 
   About page
 
    
 
   Here’s where you talk about yourself. But I caution you to always think about how this relates to your customer. Check out my About page, http://www.lyndagoldmancopywriting.com/natural-health-copywriter/
 
    
 
   You’ll see that every time I mention something I do, I say, “What this means for you is….”
 
    
 
   Even on your about page, everything on your website is about your customer, not you. That’s why you’re in business, to serve your customers.
 
    
 
   The better you serve them, the more they will reward you by becoming loyal customers and paying you what you ask for.
 
    
 
   Services pages
 
    
 
   Here’s where you describe the services you offer. You can keep it fairly simple, and have a brief paragraph about each service you offer, such as writing web copy, sales pages, or direct mail. 
 
    
 
   Samples
 
    
 
   Anyone who contacts you will ask, “Can you send me samples of work you’ve done in this area?”
 
   Don’t panic. They will never think to ask if you got paid for the work. 
 
    
 
   Gradually, as you get paid work, you can add those samples to the top of the list, and remove any that you are less proud of because your skills have improved.
 
    
 
   Here are some easy ways to create samples. 
 
    
 
   1. Interview a manager at your local health food store, about trends. What are people buying these days? What categories of items are selling best?
 
    
 
   Then write an article and see if your local newspaper will publish it. They are always looking for local news. 
 
    
 
   See if the store will post it on their website. They should be delighted, as it’s free publicity for them. 
 
    
 
   In addition (and if you can’t publish it elsewhere), publish it on your own website as a sample. This shows you are a published author.  
 
    
 
   2. Interview anyone you know who has some expertise in natural health, such as an acupuncturist or naturopath, or a fitness instructor at your local gym. You can even interview someone you meet online on LinkedIn or Facebook. 
 
    
 
   Most people are delighted to have an article written about their services, and if you post it to LinkedIn, it will raise their profile. (See specific techniques for using Linkedin, in a later section.)
 
    
 
   3. Choose a few supplements or products you personally use or endorse, and write great product descriptions of about 250 words each. 
 
    
 
   Or find some natural products on Amazon.com. Study the descriptions and improve upon them. Create a PDF with some attractive images, and post this as a sample on your site. 
 
    
 
   Remember, no one will ever ask if you worked with this company or got paid. They will just assume you did.
 
    
 
   4. Write your lead generation tool, also called an ethical bribe. This becomes a sample of your writing. 
 
    
 
   Choose a topic you would love to write about, such as eating low carb, or 10 Steps to Stronger Abs. 
 
    
 
   Write a report, guide or cheat sheet that you will give away to “ethically bribe” people to sign up for your newsletter. (Yes, you need a newsletter to showcase your expertise and keep in contact with prospects.)
 
    
 
   This becomes your showcase piece of copywriting, so make sure to research the content and write it in an engaging manner. Add some eye-catching images, and create a professional report that you can be proud of. 
 
    
 
   If you need help, get a graphic designer to finish it for you. It’s not a big job, and you can find a designer on Fiverr to do this for $5-$10. 
 
    
 
   Don’t forget to proofread it! And get a few other people to proof it for you as well. Despite the fact that in almost every published book, even from the biggest publishers, the odd typo or two creeps in, your perspective clients will be less than impressed with samples that are riddled with typos. 
 
    
 
   After all, you are selling copywriting services. Even though copywriting is not the same as editing, in their minds typos are associated with sloppy work. 
 
    
 
   Contact page
 
    
 
   Make sure you are easy to contact! Have your name, phone number and email address on the footer of every page of your site, as well as on the contact page.
 
    
 
   It’s amazing how many people are impossible to find, because they neglect these crucial elements.
 
    
 
   Your website is likely to come with a Contact Us form already set up. Should you keep it? Here are the pros and cons.
 
    
 
   The Contact Us form does keep you from getting SPAM, because the spammers can’t get your email address by crawling your site. 
 
    
 
   On the other hand, it puts a barrier between you and your visitors. They can’t immediately email you or call you, and that can be bad for your business, especially when you’re just starting out. Some people don’t like to fill out forms, so they will just leave your site. 
 
   I’ve always opted for having my name, email address and phone number clear and visible everywhere on my site.
 
    
 
   I’ve paid for it in SPAM messages, and had to get a SPAM filter, which doesn’t always work well. 
 
   Sometimes important messages from clients or prospects get caught in the filter, and I’ve probably missed a few along the way.
 
    
 
   However, I also get calls and emails regularly, which leads to more business. So you be the judge of what works best for you. 
 
    
 
   Blog & Wordpress Know-how
 
    
 
   Your newsletter or blog will be your most important way to get and keep clients. 
 
    
 
   I will go into this in detail in future sections. Just be sure to set up your website so you can upload blog posts.
 
    
 
   The most important point I want to make here is to advise you to learn how Wordpress sites work. There are many inexpensive courses, and free videos on YouTube.
 
    
 
   It’s really important to become proficient at using Wordpress for two reasons: 
 
    
 
   1. Once you start blogging, there’s no way you want to depend on a graphic designer to upload your blog for you – at least at the beginning. 
 
    
 
   Strive to never outlay more money than you need to, until the big bucks start rolling in. Then you can decide what you want to outsource, and what you can do easily for yourself.
 
    
 
   2. You may get clients who want you to blog or write regular newsletters for them. These clients will most likely want you to upload the blog posts to their server. Again, you can outsource it, but I find that I can usually upload a blog post in about 15 minutes.
 
    
 
   I always save these tedious mechanical tasks for later in the day, when my brain is tired from writing. 
 
    
 
   As well, in the time it takes to instruct an outside person to do this, I can generally do it myself and save the money. And if you do outsource it, you have to know what to provide to that person. 
 
    
 
   Once you start making money, you may want to hire a VA (Virtual Assistant), but at first you have to know every aspect of your business inside out. Knowing how to use Wordpress is definitely a skill you need!
 
    
 
   Final notes on setting up your website
 
    
 
   A lot of people get bogged down on all the logistics of getting a domain name and setting up a website. Don’t let this happen to you, or you’ll never get your copywriting business off the ground. 
 
    
 
   At the end of this book you’ll find a handy checklist to get your business set up. Set goals for yourself, and keep moving forward. 
 
    
 
   Your website doesn’t have to be perfect. You can keep tweaking it as you go along. As the Nike commercial says, “Just do it!”
 
   


 
   
  
 

Step 4: Get your name and keywords out there
 
   Now that you have your website set up and some samples ready, it’s time to get your name and keywords out there. 
 
    
 
   The number-one best way to do that is to start a newsletter or a blog. What’s the difference?
 
    
 
   To me, a blog is about one topic, and can be roughly 500 words. A newsletter has a main topic, and some smaller sections such as news, events, or a section to sell books or products. 
 
    
 
   I use both. I publish a newsletter for Healthy Organic Woman, with guest contributors providing some of the content. 
 
    
 
   For my copywriting site, I create a blog post right on Wordpress, and then use Aweber to send it to my list. I believe they are the only email service provider that sends out blog posts. 
 
    
 
   Once you set up the system, your blog posts are automatically uploaded to Aweber when you publish them on your Wordpress site. Then you just press “send” and it goes out to your list. 
 
    
 
   Build your list
 
    
 
   This is the most crucial thing you can do. You want to capture the name and email address of everyone you come in contact with. The reality is that many people you connect with on social media will not become your clients – at least not right away. 
 
    
 
   But you never know when they suddenly need your services months or even years later. (You’re in this for the long haul, right?). 
 
    
 
   In fact, the biggest client I ever got was through someone I met on LinkedIn. He never gave me business himself, but he liked my newsletter so much that he introduced me to the owner of a company, and they became one of my best clients ever.
 
    
 
   So you never know. Publishing a newsletter or blog keeps you in peoples’ minds. But even more important, it showcases your writing and your expertise.
 
    
 
   You also build up a catalog of past blog posts or articles on your website. When prospects ask for samples of your writing, send them to your blog posts and they will instantly see that you know what you’re talking about.
 
    
 
   What will you write about? At the beginning, you have to do some research and learn about marketing techniques.
 
    
 
   Study some natural products websites, and write about the mistakes you see, and how they can be improved. (Don’t name the site!)
 
    
 
   Warning: Don’t ever contact the owner of a website and say, “I noticed that your website content isn’t very good. Would you be interested in my helping you get more sales?”
 
    
 
   Bad mistake. First of all, the owners may have written the content themselves. (If they’d hired a professional writer it would likely be better!). 
 
    
 
   And if they paid someone to write it, they will feel like they wasted their money. Worst of all, no one likes to be criticized, especially from a stranger. (I tried this technique once, early on, and learned my lesson.)
 
    
 
   To top it off, you will be considered a spammer. I get email blasts regularly from SEO companies, telling me my site is not optimized, and they can help me rank higher on Google.
 
    
 
   I know they’ve never been to my site because they would see that I’m an SEO Copywriter, and actually rank high for my keywords. I just delete these spammers, and vow never to work with anyone who contacts me this way. 
 
    
 
   Sign-up box
 
    
 
   It’s crucial to have a sign-up box on your home page, and on every page of your website.
 
    
 
   Don’t bury it at the bottom of a page – even if your web designer wants to put it there. Many Wordpress templates come with a signup box at the bottom. 
 
    
 
   Move it to the top right hand corner, especially on your home page. Conversion experts are people who specialize in online behavior and help companies optimize their site to “convert” visitors into paying customers. 
 
    
 
   Their studies reveal where the human eye moves, and have proven time and again that the upper right-hand corner is the optimal place for people to see your sign-up box. 
 
    
 
   You also need to offer a lead generation tool in exchange for email addresses, (as discussed throughout this book).
 
    
 
   Post to social media
 
    
 
   Once you start publishing your newsletter or blog, you want to get it out to the world, not just your mailing list. That’s where social media comes in. 
 
    
 
   Social media has revolutionized the way we do business. In the past, you’d have to make cold calls, send out letters or postcards, or pay for advertisements. 
 
    
 
   Today that’s all changed. At no costs (except time) you can meet potential clients on Facebook, Twitter, LinkedIn, Pinterest and any other social site you’re on.
 
    
 
   Which site is best? Hands down, it’s LinkedIn for business.
 
    
 
   Why? Because LinkedIn is a business networking site. Think about it. You go to Facebook to share news and photos with friends and family. Twitter and Pinterest can be great lead generation tools. 
 
    
 
   But on LinkedIn, people are actively looking for vendors, suppliers, and business partners. 
 
   In fact, I built my whole business from scratch on LinkedIn. The next chapter of this book explains how, so you can do that too.
 
   Get your keywords out there
 
    
 
   Every blog post on your website should be optimized for your keywords, such as “health writing,” or “fitness copywriting.”
 
    
 
   Wordpress is remarkable for helping you rank on Google. After you’ve written a number of blog posts with the same keywords (obviously you have to think of creative blog titles so they don’t all sound alike), Google will see you as an authority site, and you’ll rise higher in the search engines.
 
    
 
   I regularly have people contact me because they typed in the keywords “health writer” or “natural health marketing” and my site came up on page one of their searches. This takes time, but it’s a very valuable strategy.
 
   


 
   
  
 

Step 5: Get clients now!
 
    
 
   By now, you’re probably chomping at the bit, asking, “How do I actually get clients?”
 
    
 
   Here are the main ways I’ve gotten clients from scratch, when I was brand new in this industry.
 
    
 
   1. Attending trade shows and educational events
 
    
 
   2. Networking on LinkedIn
 
    
 
   3. Organic traffic from the Internet
 
    
 
   Attending trade shows and conferences
 
    
 
   My first foray into trying to get clients was to attend two mammoth trade shows: Natural Products Expo East and Natural Products Expo West. 
 
    
 
   This was a big expense, and luckily I had a high success rate. I got three clients the first time I went, and this launched my business.
 
    
 
   The second time I didn’t get any clients but I was still happy I went. Attending the conferences and trade shows was a lot of fun and extremely educational. 
 
    
 
   I also attended the Women’s Wellness Conference in California this year (Hosted by David Wolfe and the Longevity Warehouse). I got one new client there. 
 
    
 
   If you can swing it, I highly recommend attending one of these big shows at least once. But if you can’t, don’t worry. There are other ways to get clients. 
 
    
 
   The key is to attend any events you can, including local ones. Even if you don’t get clients, you’ll be learning about the industry in greater depth, which will help you write with more authority. 
 
    
 
   If you do attend, try these techniques I’ve used to get clients at conferences and trade shows. 
 
    
 
   3 Ways to get clients from trade shows
 
    
 
   1. Visit the booths. You’ll be amazed at the array of products, from organic and non-GMO foods, to every kind of supplement fit to put into a capsule, powder or gummy bear, to food products from around the world. 
 
    
 
   There are also beauty sections, ingredient sections, new products sections, eco & green products sections, and more. Just visiting the booths is an education in itself as to what’s going on in this rapidly growing industry. 
 
    
 
   If you love healthy products, it’s like our Mecca. You’ll be gratified to know that the samples at the booths are actually good for you, and not junk food with nasty hidden ingredients. 
 
    
 
   I’ve been known to subsist for days on nothing more than fodder at the booths. I’ve munched and sipped my way through exhibits of green drinks, exotic cheeses, hummus dips, nut butters, and the occasional organic equivalent of snicker doodles. 
 
   Of course I was compelled to sample all the decadent dark chocolate, as well as slather on aromatic skin lotions (all for testing purposes, naturally). 
 
    
 
   All the while, I was doing my market research, and talking to people at the booths. Keep in mind that these people were there to sell their products to retailers, not to talk to copywriters about marketing, so some were not receptive.
 
    
 
   But some were very happy to talk to me. In fact, at one booth a woman said, “We need your services,” and I landed my first job! 
 
    
 
   2. Network everywhere: At the conference, don’t just talk to people at the booths. Network everywhere you go. 
 
    
 
   I found the best place to meet people is in the Starbucks line. For some reason, there are not enough organic coffee booths, or they don’t open early enough. 
 
    
 
   So everyone gathers at the Starbucks line, which snakes around the building. With nothing else to do (barring the people with their heads down over their cell phones), it’s a fantastic place to strike up a conversation with the person ahead of you or behind you in line. 
 
    
 
   It’s so easy to make a connection by asking why someone is at the trade show. They will invariably invite you to their booth. They will also ask you what you do, which is a perfect opportunity to describe what you do without overtly selling. 
 
    
 
   Tip: If they seem interested, be sure to get their business card, and follow up. They are unlikely to follow up with you, even if they take your card.
 
    
 
   I landed a client from a Starbucks line, and another one waiting in a mile-long taxi line at the end of the day. 
 
    
 
   In the taxi line-up, a woman asked me what I did. I told her I was a natural products copywriter (as of 5 minutes ago when I’d landed my first job!)
 
    
 
   She immediately said, “I’ve been looking for a copywriter. Here’s my card. Call me when you get home.” I did, and I got a copywriting client! 
 
    
 
   3. Attend educational events
 
    
 
   Trade shows always have an educational program, sometimes the day before the trade show opens.
 
    
 
   The keynote speakers are frequently top-name health experts, such as alternative health doctors who have recently written books.
 
    
 
   You need to stay on top of the trends in the market, both for your own knowledge, and to help your clients with their marketing. 
 
    
 
   These educational events give you insider knowledge of what people are talking about, and what products are selling well.
 
    
 
   I’ve learned about medicinal mushrooms, Omega-3s, and probiotics in far greater depth than I would have by researching these topics on my own or reading books.
 
    
 
   You can also make great connections at these programs, because everyone is sitting down quietly, away from the noise and bustle of the trade show booths. 
 
    
 
   It’s easy to strike up a conversation with the person next to you, and ask why they are attending the show and what they hope to get out of it. Just as in the Starbucks line, you never know who you’ll meet at an educational event. 
 
    
 
   Farmers markets, local events and health food stores.
 
    
 
   If you live in an area with farmers markets, scout out the ones with organic produce. Strike up a conversation with the people at the tables, and find out if the person who grows the food is available. 
 
    
 
   Often they are, and talking to the farmer can give you great insights into why they are growing organic foods, and the challenges they face. They may even need your help with marketing. 
 
    
 
   Your local health food store may have events with speakers talking about organic food, or how to stay healthy and fit. 
 
    
 
   Attend the event for the information, as well as to network with like-minded people in your community. Strike up a conversation to find out why they are attending. This is excellent market research that you can use in your copywriting. 
 
    
 
   2. Getting found online
 
    
 
   I get a fair number of clients just from the search engines. It took a while for my site to rank for keywords, so this is a longer term strategy, but well worth it.
 
    
 
   I soon realized that people who find me on Google are often “price shopping for writers.” They ask me for a quote, and then I never hear from many of them again. They are actually shopping for the “lowest price writers” and I don’t want to be in that category. 
 
    
 
   That’s just as well, as I found that the people looking for writers with the lowest fees don’t appreciate the value that professional writers bring, and often turn out to be the most difficult clients. 
 
    
 
   I have to chase them to get paid, or they ask for endless changes or are just plain difficult or rude. 
 
    
 
   This is definitely not the norm, and most of my clients are wonderful. But you quickly learn to weed out potential trouble-makers. You don’t need this stress in your life. 
 
    
 
   However, I have also landed some great clients who find me from Google, so you need to be out there with your name and keywords. 
 
    
 
   LinkedIn: Your new best friend
 
    
 
   Ok, so here is my secret to building a business on LinkedIn. It’s too big a topic to discuss every strategy, but here are the main ones.
 
    
 
   1. Sign up, set up your profile, and optimize it with keywords. Fill out every section possible, with as much detail as you can about writing for the natural products or fitness markets.  
 
    
 
   Use keywords everywhere, because people search by keywords. Check out my LinkedIn profile and connect with me. My profile isn’t perfect, but it’s more complete than many, and it brings me lots of leads.
 
    
 
   2. Join groups. As of now, you can join 50 groups. Use this to your advantage by joining the maximum number. It’s easier than you think. 
 
    
 
   Look for groups with your keywords, such as “naturopathy” “organic foods” or “fitness executives.” There are tons of groups in this industry. 
 
    
 
   Most groups are open, which means you can join right away. For some, you have to request to join. The group leader will check your profile to see if you actually work in the industry and then invite you in.
 
    
 
   3. Participate in discussions. Add value by posting your articles, and articles of interest that you find online. Ask and answer questions, and connect with people. 
 
    
 
   Never try to sell in the groups. It’s much better if people see that you have something to share, and want to connect with you.
 
    
 
   4. Make connections. You can invite people to connect, and also accept invitations from people who want to connect with you. 
 
    
 
   5. Have a strategy. I use LinkedIn to get people into my sales funnel. This means I connect with them, and then send them a message asking if they’d like my free report (my lead generation tool). I send them the link to my signup box so they can get the free report, and they also join my newsletter list.
 
    
 
   A good number of people follow through, so they are now coming down my sales funnel.
 
   In the message, I also offer a free 20-minute consultation on their website. A number of people take me up on this, and some of them become clients.
 
    
 
   This is my simple strategy, and it works. You just have to do this systematically, over time, and I promise you will get clients (as long as you deliver value.)
 
    
 
   The holy grail of clients
 
    
 
   Looking for the holy grail of copywriting? It’s regular clients. These are most often clients who need your copywriting skills to write regular newsletters, blog posts, and social media posts.
 
    
 
   Once a client starts publishing they can’t stop after one month or their money would be wasted. 
 
   They need to send out ongoing content to be successful. 
 
    
 
   Ka-ching! These are the best writing contracts to get, because you get regular income. 
 
   Instead of worrying each month about finding new work so you can pay the bills, you know that a specific amount of money will come in from clients X, Y and Z – whew!
 
   


 
   
  
 

Step 6: Set fees and get paid
 
    
 
   One of the biggest questions copywriters have is, “How much do I charge?”
 
    
 
   There is no perfect answer, but here are a few things to consider. 
 
    
 
   1. You don’t want to be a bargain basement writer. I see writers on Fiverr, and I’m dismayed. I think it devalues writing skills. 
 
    
 
   In any profession or business there’s a pyramid. A very small percentage at the top makes a huge amount of money. In the copywriting profession this is true as well. You’ll hear about a handful of legendary copywriters who make seven figures. 
 
    
 
   Next, there’s the middle of the triangle. These are professional writers who make a very good living. 
 
   They provide high quality work, and cultivate clients who respect their work and pay them well.
 
    
 
   At the bottom is the wide base of the triangle, the writers who offer their services for pennies a word. 
 
    
 
   Trust me, you don’t want to write for the lowest amount possible, or you’ll be toiling away forever, and be unable to pay your bills.
 
    
 
   Your goal is to get into the middle category as quickly as possible. It may take a few lower-paying jobs for you to gain confidence and create samples, but please don’t become comfortable working for pennies or you’ll never make a living.
 
    
 
   Note: If you want to start off with O’desk or similar sites, I suggest you check out this book, to make sure you know how to get good clients. “The New Freelance Writers Guide to oDesk” by Lise Cartwright.”
 
    
 
   Make it your goal to continually hone your craft by taking courses, buying books, and getting experience from writing, so you can command higher fees.
 
    
 
   2. Don’t charge by the hour.
 
    
 
   When prospects contact you, the first thing they will ask is, “What’s your hourly fee?” Big mistake if you answer with a number – any number.
 
    
 
   Why? Because the minute you name a fee, they will ask you, “Ok, how much time will it take to do this job?” Then you have to estimate the hours, and you’re penalized both ways.
 
    
 
   If the job goes faster than expected (because you’re a good writer), you get less money. 
 
   If the job takes longer than expected, you have to ask for more money, and the client won’t be happy. 
 
    
 
   The client will have no idea of the final cost, and will be anxious about you racking up the hours. 
 
    
 
   Plus you have to keep track of the time – something writers frequently don’t do well.
 
    
 
   You want to reduce the time you spend on administration because you are running a business. Administration takes time away from writing and marketing, which is where you make money. 
 
    
 
   3. Figuring out your fees 
 
    
 
   Charging by the project is much better. Here’s how to figure it out.  
 
   Think of an hourly fee you want to be paid – say $50 an hour, which is a reasonable fee for starting out, in my mind. If you feel better at $30 an hour, start there.
 
    
 
   Estimate how many hours you think it will take to do the job. This will be tough when you don’t have much experience.
 
    
 
   So just go with a ballpark – say 3 hours for a short web page (of up to 400 words). Assuming you’re charging $30 an hour, that comes to $90 per page. For a 5-page website, it would be $450. 
 
    
 
   But never tell clients how many hours you estimate. Instead, say “It’s $90 for a short web page, with a minimum of 3 web pages, for $270. For 5 web pages (which most people need) it’s $400. 
 
    
 
   Bundling a few items at a slightly lower fee entices your clients to take advantage of your small discount. You win too, because you get more money overall. 
 
    
 
   By setting a project fee, both you and the client know the costs, and you don’t have to watch the clock while you write. It releases the pressure on both sides, and leads to better relationships. 
 
    
 
   There are times when a project will take you longer than expected, and you’ll make less than your hourly rate. But as you become proficient, you’ll find that you often complete projects much faster than you anticipated. 
 
    
 
   I often make double my hourly fee (the amount I want to make per hour, which I don’t tell clients), because I have so many years of experience in certain types of writing. 
 
    
 
   As you gain more confidence and more experience, you can raise your hourly fee without telling anyone. Just quote a higher project fee to the next client.
 
    
 
   Tip: Don’t set your prices too low. Good quality clients expect professional rates, and if you put yourself in the bargain basement, they will not have confidence in your ability. 
 
    
 
   4. Negotiating fees
 
    
 
   It helps to set some fees ahead of time for a few projects you do frequently. For me, that’s web pages and E-books. 
 
    
 
   Clients feel reassured when you have some standard pricing, because it shows that you are experienced.
 
    
 
   If you don’t have a standard fee for what they need, you can say you need to get back to them. 
 
    
 
   But first, I try to get a feeling for what they expect to pay, without asking directly. The reason is that savvy people know that whoever speaks first, loses. 
 
   Once a client said to me, “We can pay between X and Y for this job.” Of course I responded quickly, “Sure, I can do it for Y (the higher amount, duh!) 
 
    
 
   One way to scout out their budget is to say, “When I did something similar for a client recently, I charged X. Does that sound like it’s in your ballpark?” 
 
    
 
   If the prospect says, “Oh no, I have a very small budget. I’m a start-up,” you have to decide what to do next. 
 
    
 
   You can ask, “What kind of budget do you have for this job?” If they offer you something, but not exactly what you want, you can lower your fees by reducing the work. So instead of doing five web pages, you can propose starting with three. 
 
    
 
   Sometimes a company will have a really tiny budget, and you just have to walk away. If you take on work that doesn’t pay, that’s time taken away from working on your own marketing to get better clients. 
 
    
 
   But most clients are not like that, and understand that they have to pay professional fees. 
 
   In fact, every so often I’ll raise my price to see what happens. I say the fee, and then hold my breath. 
 
   (That’s the trick. After you quote a fee, stay silent! The more you talk, the more you lose.)
 
    
 
   More often than you think, the prospect says, “Yes, that sounds reasonable. Let’s get started!”
 
    
 
   5. Preparing the proposal
 
    
 
   Now I prepare a written proposal stating the work to be done, the timeline, and the fees. 
 
    
 
   You should establish some parameters, such as how many drafts you will do (I usually do two revisions and a final), when the deposit is due, and when the final payment is due. 
 
    
 
   Get the client to sign off on it, even if it’s just to reply by e-mail, “I agree to go ahead.”
 
    
 
   6. Making sure you get paid!
 
    
 
   Never (let me say this again: NEVER), start a job without a deposit. I’ve heard too many stories of writers completing a job, with the promise of getting paid at the end, and then the client disappears into thin air.
 
    
 
   I always ask for at least 60% up front, although I do settle for 50% (this gives me bargaining room). 
 
    
 
   Why so much up front? Firstly, you actually do the bulk of the work in the first draft. You may have to do research, and learn about the product or service. So the first draft is the hardest. In the second draft, you make changes the client requests.
 
    
 
   Secondly, clients are usually eager to get started because they need their copywriting done, so they pay you pretty quickly. But once the final draft is complete, they have less incentive to pay the final amount.
 
    
 
   This also protects you if a client decides not to complete a project after you’ve done the initial work. In the magazine and newspaper business, this is called a “kill fee.” It’s what freelancers are paid if their article doesn’t make it to the final edition.  
 
   To reassure you, I have never had a client who didn’t pay the final amount (except for one company that went bankrupt), and only occasionally have I had to chase a client for the final payment. But be sure to protect yourself by getting paid as much as possible up front.
 
    
 
   I even offer a 3% discount for paying the full amount up front. Some companies are obliged to take any discount offered, and other small businesses want to save every dime they can. It’s a good idea to offer this option. 
 
   


 
   
  
 

Step 7: Your first client – now what?
 
    
 
   Bravo, you have your first client! The prospect says she wants to work with you. Now what?
 
    
 
   Relax, you’re going to do a great job. But first, a few preliminary steps to ensure success. 
 
    
 
   1. Talk on the phone. 
 
    
 
   Whenever possible, schedule a phone call if you haven’t had one yet.  My clients often contact me by email, and we have some back-and-forth emails to discuss what they want, and see if I can help them.  
 
    
 
   Some clients live far away, such as Australia or Chile, but even so I try to have a Skype chat or ask them to call me at a time that’s convenient for both of us.
 
    
 
   The phone chat is important because you want to get a feeling for the person, and develop a bond. You also want to make sure you understand what they want, and what their GOALS are.
 
    
 
   You’ll look very professional and create a great impression if you ask, “What are your goals for this project?” instead of “How many web pages do you need?” – even if that’s what you end up doing.
 
    
 
   2. Send some questions to help you understand the clients’ needs. 
 
    
 
   You need to know:
 
    
 
   Who are their target clients? 
 
    
 
   What are their needs and wants? 
 
    
 
   How do they feel emotionally? 
 
    
 
   What are the features and benefits of the products you are selling? 
 
    
 
   3. Write your first draft. 
 
    
 
   Do the best job you can, and when you’ve finished, give it to someone to proofread, because you’ll never catch all the typos once you know the content. 
 
    
 
   Send it to the client, and be prepared for feedback.
 
   Sometimes clients will love what you’ve written and say it’s great. More frequently they will ask for some changes. This is to be expected. 
 
    
 
   The changes may be to content, because you didn’t completely explain the science of their supplement. Other times they may ask for changes to your language or style. 
 
    
 
   Consider everything they say carefully. The science or technical changes are easy because they will usually provide them. 
 
    
 
   If they ask for changes to style and you believe it will make the sales message less effective, respectfully explain why. Remember, your customers are often scientists or health professionals, and not marketers, so you have to educate them to some extent. 
 
    
 
   But in the end it’s their decision. They are the paying customers.
 
    
 
   I had one client who rewrote everything I sent him, because he really liked his own writing best (which I believed was very poor). I wondered why he engaged my services in the first place. 
 
    
 
   Recently I saw on LinkedIn that he was no longer in that business, and had now set up an editing service!  
 
    
 
   4. Be professional and always meet your deadline. 
 
    
 
   The quickest way to project professionalism is to deliver your work on time. 
 
    
 
   It’s surprising how few people meet deadlines and do what they say they will do. By being reliable and responsible, you’ll soar above your competitors.
 
    
 
   Respond to client emails within the same day whenever humanly possible. 
 
    
 
   Provide great service and be pleasant to work with. Everyone has enough hassles in their lives, and working with you should never add to your clients’ stress.
 
    
 
    
 
   5. Celebrate!
 
    
 
    You’ve done a great job and the client is happy. Now, you can:
 
    
 
   1. Ask for a referral on LinkedIn, which you can also copy and paste onto your website.
 
    
 
   2. Ask if you can post a copy of the work you did as a sample on your website. Most people are happy to have you do this. After all, it’s free publicity for them. 
 
    
 
   Now, you’re building your portfolio, and gradually you can raise your prices. 
 
    
 
   3. Ask, “What’s next?” Often clients have something else they need done, and there’s your next job. 
 
   If not, make sure they are on your mailing list, so they will think of you when they have more work.
 
   


 
   
  
 

Thank You and Small Favor
 
   Amazing! You are now ready to launch your copywriting business, writing about health and fitness. 
 
   Don’t be overwhelmed by the tasks. Just print the handy checklist in the resources section, and follow it step by step.
 
    
 
   Did you enjoy this book? 
 
    
 
   Since you made it all the way to the end, I hope it brought you great value. Now I’d like to ask a *small* favour.  If you liked the book, would you take a minute to leave a review on Amazon.com?  
 
    
 
   Just tap the image, or this link to get to the right page:  Make Money Online
 
   
 
   This feedback will help me continue to write Kindle books that help you get results. I always love to hear from you and a review means a lot to me. 
 
    
 
    
 
   [image: ]
 
    
 
    
 
   Note: if you live outside the USA, it will direct you to the Amazon site in your region. You can easily download the book from there, but please return to Amazon.com to write a review – thank you!
 
    
 
   To your success, Lynda
 
    
 
   Lynda Goldman


 
   
  
 

Quick Start Checklist
 
   1. Buy at least 3 books on copywriting and marketing, and/or take a copywriting course.
 
    
 
   2. Study at least 10 websites in your target market.
 
    
 
   3. Buy several magazines in your target market. Study the headlines, language and images. 
 
    
 
   4. Find a web designer and set up your website.
 
    
 
   5. Write the web content for your site.
 
    
 
   6. Write your lead generation report.
 
    
 
   7. Set up your opt-in box and upload your report. (get a graphic designer to help you if you need it)
 
    
 
   8. Join LinkedIn, or update your profile if you’re already signed up. 
 
    
 
   9. On LinkedIn, join 50 groups. Start making connections and leading people into your sales funnel. 
 
    
 
   10. Start a weekly newsletter or blog, and send it out even if you only have a few people on your list.
 
    
 
   11. Post the main article from your newsletter to different groups on Linkedin. 
 
    
 
   12. Get your first client. Do a great job and get a testimonial.
 
    
 
   13. Keep marketing and getting more clients. 
 
    
 
   14. Build your portfolio of samples, and grow your business!
 
   


 
   
  
 

Resource Guide
 
   Here are some of the copywriting and marketing courses and authors I recommend. 
 
    
 
   Please tap my Resources section to access these links, as well as added resources. 
 
    
 
   AWAI (American Writers and Artists): 
 
    
 
   Bob Bly
 
    
 
   Steve Slaunwhite 
 
    
 
   International Freelancer’s Academy
 
    
 
   Books 
 
    
 
   David Garfinkle: Breakthrough Advertising
 
    
 
   Richard Bayan: Words that Sell
 
    
 
   Ben Settle: Crypto Copywriting Secrets
 
    
 
   Lise Cartwright: The New Freelance Writer's Guide to oDesk
 
   


 
   
  
 

About the Author
 
    [image: ] 
 
   Every day I hop out of bed eager to do the copywriting I enjoy. I work on clients’ websites and newsletters. 
 
    
 
   You can check out my copywriting website and my client list by tapping here: www.LyndaGoldmanCopywriting.com
 
    
 
   I publish my Fresh Customers Daily blog every week, and I also publish a weekly newsletter called Healthy Organic Woman, with many wonderful guest contributors.
 
    
 
   I’ve written 32 books with three major publishers, taught at college, and written for many industries before I discovered the breakthroughs to what I do today, which is writing for the natural products industry. 
 
    
 
   I live in Canada with my husband of many years. My two daughters are now grown, and I have an adorable wee grandson. 
 
    
 
   I walk my talk by eating organic, whole foods, and living the healthiest lifestyle I can. So I’m truly blessed to be able to do what I love best every day. 
 
    
 
   I know you can do this too!
 
   


 
   
  
 

Your Next Step
 
   Now that you’re getting ready to launch your copywriting business, check out my next book, Marketing Gems: 50 Secrets to Marketing Natural Products.  
 
    
 
   It will guide you in writing for the natural products industry. 
 
    
 
   Here’s what my clients are saying: 
 
    
 
   Morsels of experience-forged wisdom-bet you can’t eat just one
 
    
 
   “Bet you can’t eat just one. Sample one of Lynda Goldman’s 50 Secrets to Marketing Natural Products. Like good nutritional supplements, Lynda’s morsels of experience-forged wisdom are easily digested, readily absorbed, and immediately beneficial.“ David J. Scheiderer, MD, MBA, DFAPA, Director of Education, Integrative Psychiatry, Inc.
 
    
 
   A wealth of refreshing ideas for attracting and keeping customers
 
    
 
   “Essential reading for anyone in health, fitness or complementary medicine: a wealth of refreshing ideas for attracting and keeping customers.  Marketing Gems is the perfect resource for non-marketing professionals wanting easy-to-implement, inexpensive ideas to fast-track your health-based business to success.” Christine Houghton, Managing Director & Chief Scientific Officer, Cell-Logic
 
    
 
   Focused on what you need to know to make people pay attention
 
    
 
   “If you are not a marketing person, and I am not, you may not think about the points in Lynda’s book. That's why this book is so important. It’s well organized, easy to read and focused on what you need to know to make people pay attention.” Didrik J. Sopler, Ph.D., L.Ac., TissueRecovery.com
 
    
 
   Tap here to see my books on Amazon.com
 
    
 
   https://www.amazon.com/author/ebooksbylynda.com
 
    
 
   Tap here, or on the image, for Marketing Gems: 50 Secrets to Marketing Natural Products.  
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LINKEDIN MAGIC 
 
   FOR YOUR
 
   SMALL BUSINESS 
 
    
 
   
  
 

5 EASY STEPS TO ATTRACT CLIENTS, BUILD YOUR BRAND AND BECOME THE AUTHORITY IN YOUR NICHE
 
   Tap here, or on the image, for LinkedIn Magic for Your Small Business
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Don’t Forget Your Gift
 
   Thanks again for investing in this book.  If you haven’t already, don’t forget to download my free resource guide. 
 
    
 
   Tap here to instantly download: 
 
    
 
   7 Terrific Tools I Use to Run my Business
 
    
 
   *You’ll also receive my weekly blog posts, Fresh Customers Daily, with tons of ideas to use in your business every day.
 
    
 
    
 
   


 
   
  
 

Copyright Information
 
   Copyright 2015 by Lynda Goldman, Helix Publishing 
 
   All rights Reserved. No part of this publication or the information in it may be quoted from or reproduced in any form by means such as printing, scanning, photocopying or otherwise without prior written permission of the copyright holder.
 
    
 
   Disclaimer and Terms of Use: Effort has been made to ensure that the information in this book is accurate and complete, however, the author and the publisher do not warrant the accuracy of the information, text and graphics contained within the book due to the rapidly changing nature of science, research, known and unknown facts and the Internet. The Author and Publisher do not hold any responsibility for errors, omissions or contrary interpretation of the subject matter herein. This book is presented for motivational and informational purposes only. 
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