
How to write killer 
website headlines 
that sell your stuff

13 tricks that professional 
copywriters don’t want 
you to know.



Look into my eyes...

At Rouge we consider words to be a type of 
magic. Like some spooky form of ESP, they 
transfer the ideas and intentions in your head, 
into your prospective customers’. Put the right 
words, in the right order, with the right pace 
and delivery and you have the ability to make 
your customers say ‘yes please, I’ll buy that’. 
Which, when it comes down to it, is the 
objective of almost every business website.

So, your new website is destined for success. 
You have the designer lined up. The developer 
is ready and waiting, but what about the text? 
Somebody has to write it. You could at this 
point go and hire a super expensive copywriter, 
an SEO expert and an advertising guru. Then 
brief them to do it for you. Yep, this will work 
just fine, but you’ll need very deep pockets and 
a long time-frame. Writing web content this way 
is not an easy, or cost effective process.

Many of our clients are small, energetic SMEs.
A team of people who are brilliant at delivering 
their products and services, but are not 
professional copywriters. Yet, the very 
knowledge that they have about their business 
and their customers is what the copy experts 
get paid so much to uncover. Hence this guide.

In the Words of the founder of modern 
advertising, David Ogilvy, “Good copy can't be 
written with tongue in cheek, written just for a 
living. You've got to believe in the product.” And 
nobody knows your product better than you. 



one

Understand what you are selling.
Why do you exist?

two

Understand the 
market desire.

To sell your products to your audience you have 
to understand why they will buy from you. 
People buy what they believe in. It doesn’t have 
to be a righteous cause, it can just be something 
as basic as reliability. But you need a ‘Why’ to 
hang all of your copywriting on. Why are you in 
business? Discover this and write it down as 
your first statement..

“We exist to....”

Sales are about fulfilling needs, satiating craving 
and solving desire. Nobody has ever sold 
anything that the market doesn’t want. Discover 
your market needs and write them down. Make 
a list of as many as you can. These are the fixed 
and evolving forces that drive us, as beings, to 
purchase. Harness these and you have the wave 
of the market forces to help you generate a set 
of sales headlines.



three

Break down your 
product or service 
into features

four

Now turn these features into
benefits that meet the market

It’s time to now analyse your product or service 
and pull out every single benefit you can think 
of. Be careful not to write the benefits here. 
That’s the next step. It’s important for now that 
you just list the features. These are things like 
50GB of free storage, extra long leg room, 
Italian made gelato, and so on.

Return to the list of market desires you wrote in 
step two. Now it’s time to match the market 
desires to your product feature - these become 
your benefits. It might seem simple, but so 
many people get hung up on their features and 
forget that selling is simply about showing that 
your product or service solves a need and 
delivers a desire. It’s as simple as going from 
A-C (see the chart on the next page).



example of the steps so far five

Now put pen to paper

Yep it’s time to start writing headlines. Use the 
research of the previous steps. Each of the lines 
of your table will help you generate headlines 
that make the connection between your 
audience and your product. You need to help 
your reader see, feel, taste and smell your 
business. And don’t forget your ‘why’. Anchor all 
of your headline writing to this and you will 
stand out in your marketplace. 

A. Feature

Intel Processors Faster that fast Don’t want to wait for
anything

Free cloud storage

etc.

No limits Want free stuff

We exist to: deliver world changing computing power to every UK teenager

B. Benefit C. Market Desire



six

Write, write and write again.

seven

Use numbers

“On the average, five times as many people read 
the headlines as read the body copy.”

Ogilvy again. And as we’ve already established, 
he is advertising’s Big Cheese. He really does 
know a thing or two about copywriting. The 
main job of each headline is to get the reader to 
read the next. Spend half the time that it takes 
to write a web page on the headline. 

As humans we are conditioned, by nature, to 
seek efficiency. Survival of the fittest is 
essentially about knowing the short-cuts to life. 
And our brains love a short-cut. In copywriting 
numbers fulfil this need. They are an instant 
trigger without us having to actually think. 
Getting digits into your headline copywriting will 
mean your text is more likely to catch the eye. 

Now that you’ve established your base sales 
headlines you can start to craft them. The 
second half of this guide is based on sweet 
tricks you can pull to enhance your headlines. 
For starters try adding some numbers...



eight

Attach amazing 
adjectives

nine

Make a promise. Make it big.

Be daring. Be outstanding. Be brave.

Obviously you need to be truthful too, but 
fragile headlines will never work. We are turned 
by controversy, we are piqued by revelation, we 
are compelled to investigate audacious claims. 
And the first rule of copywriting is to get people 
to keep reading.

Adjectives help us understand how a statement 
can benefit us, by describing qualities. They add 
zest to your words like a squeeze of lemon on 
your crispy cod and chips. Here’s a few good 
ones to get you started:

Electrifying, instant, awestruck, surprising, 
astonishing, proven, magical.



ten

Go on, I dare you to
make it a challenge

eleven

Keep it short

People scan headlines. About 6 words is best. 
Keep it to 65 characters and you won’t get cut 
short by Google results.

What, why, how, or when. These are trigger 
words. They help persuade, enable and 
encourage emotion. They become a challenge 
to your reader. They pose a proposition and 
make people think.



twelve

Make it 
make sense

thirteen

Turn up the pressure

Add a time-frame. We have a natural herding 
instinct and we learn by copying others. It’s an 
evolutionary trait that you can exploit in your 
headlines. We hate missing out on a bargain. 
And we definitely don’t want to be the last on 
the band wagon.

Quick, do this last tip now, before your 
competitors do!

Your headline must make sense with your main 
body copy. A salesy headline about your faster 
delivery won’t keep your audience believing in 
you if the page content is just full of waffle 
about how big your warehouse is. Keep it 
relevant to keep them thinking, which keeps 
them reading.



seven

Use numbers

As humans we are conditioned, by nature, to 
seek efficiency. Survival of the fittest is 
essentially about knowing the short-cuts to life. 
And our brains love a short-cut. In copywriting 
numbers fulfil this need. They are an instant 
trigger without us having to actually think. 
Getting digits into your headline copywriting will 
mean your text is more likely to catch the eye. 

Now that you’ve established your base sales 
headlines you can start to craft them. The 
second half of this guide is based on tricks you 
can pull to enhance your headlines. For starters 
try adding some numbers...
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