
Most Impactful 
Words In 
Marketing 
Today

A Write Like A MADMAN Marketing Tip



Make up your mind.  Are you going to use 
wishy-washy weasel words or impactful power 
words – what I call the “MoneyWords”.

You always face choices when you write 
marketing headlines, copy, offers, risk reducers, 
etc.  What style shall you use?  How passive or 
aggressive will you be?  Will you be factual or 
emotional in your sales argument?



The following 25 words, when added to your 
headlines, subheads, body copy, captions, etc. 
will draw your audience in.  These words have 
been proven over time to out-pull similar words 
(ex: “Darling” did far better among women than 
did either “Sweetie” or “Dear”.  In other words, 
their response was more positive.  And positive 
response to your words can mean a positive 
response to your product.



Those positive responses make it easier for your 
reader (viewer, listener) to be open to the 
proposition you’re making.

Sprinkle these words throughout your piece 
(though be wary of overuse) and I think you’ll 
see a steady climb in responses, conversions and 
sales.

Here now, the Top 25.



My challenge to you, apart from never stooping to 
phrases such as these, is to ask if, in you’re
experience, you’ve come upon any other such 
phrases. If you have, I’d love if you shared those 
with me.



I’ll put the most original contributions of the trite, 
tired and stale on this list. We started out with 21 
and now we’re up to 25.  In a few months, and with 
your help – who knows?

My eMail is support@WriteLikeAMadman.com. I 
look forward to hearing from you and getting a 
chuckle.



Darling

1

Discovery

2
Announcing

Benefits

3
4

Prove It!



Fast

5

Guaranteed

6

Easy

Free7
8



How/How To

9

Money

10

Health/Healthy

Love11
12



Now

13

Results

14

New

Proven15
16



Safe/Safety

17

Save

18

Revealed

Sale19
20



Trust

21

Yes

22

Secrets

Why23
24



25 You/Your



Please notice the words “I”, “my”, “we”, and 
“our” do not appear on the list while “you” and 
“your” do.

For a darn good reason.

It’s not about you; 
it’s about your customer.




