
PERSUASION TRIGGERS  
YOU CAN USE IN LESS 

THAN 5 MINUTES  
Guaranteed to Instantly 

Attract  
YOUR IDEAL CLIENT 

Backed by science! 
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Successful ads, emails + sales copy that stop the scroll are made 
up of two things:  

Amazing Copy + Creative  

The Creative grabs their attention in today’s fast-scrolling news 
feed, but the copy actually gets the click.  

Copy = what you say & how you say it.  

Creative = images, videos, colors, emojis, call to action buttons, 
white space & anything else that affects your aesthetic design. 

When you add “engagement triggers” to either the copy, 
creative or both, the results are stunning. You create social ads 
that appeal to your audience and convert effortlessly!  

Learn the proven psychology-backed triggers that make your 
ads instantly irresistible + attracts your ideal customers.

Pushy marketing tactics are dead. The age of 
engagement is here. find out what your 
audience cares about and become obsessed 
with serving them helpful content in a way 
that creates raving fans. 
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#EngageYourAudience 

1. Scarcity 

2. Authority 

3. Reciprocity 

4. Likeability 

5. Social Proof 

6. Commitment + 

Consistency

The following ad examples will explain how to use these persuasion 
tactics to get higher engagement in your ads, emails + sales copy. They 
were curated from top leaders in their industry and show several 
triggers being used successfully. I hope they inspire you so that you 
can start selling with ease through persuasion triggers. 
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Scarcity 
Michael Hyatt mentions “only limited spots for this live masterclass” in his ad 
which is known as the scarcity tactic. This triggers the audience to have 
FOMO (fear of missing out) so they’re more likely to sign up.  

How you can use it: Set a deadline or a limited number for any free 
giveaways you offer. As with any marketing technique, you must be 100% 
truthful. You’ll lose the respect of your audience if they find out you’re 
misleading them. 
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Authority 
Tim Ferris mentions Tony Robbins, Daymond John, and Arnold 
Schwarzenegger in his ad, because they are known authority figures in 
the field of motivational speaking + personal development. 

Anyone who likes these celebrities are more likely to engage with the ad or 
the content being offered. Mentioning an authority figure they respect or 
like primes them to listen. 

How you can use it: Find an “authority” figure in your niche and a specific point 
you share with them. Use this in your ad to foster authority, pique their interest, 
and validate your point.  Even if you’re not an expert, you can borrow authority 
through this technique.
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Reciprocity 
Almost every ad I’m showing you in this cheat sheet has the reciprocity trigger in 
it. They are all offering something for free: a pdf guide, challenge, free 
shipping, replacement, consultation etc. 

When we receive something we value for free, we’re more likely to engage with 
that brand in the future, by purchasing their products, joining their community or 
spreading positive word of mouth. 

How you can use it: Give massive value to your audience up front, for free, 
without initially asking for anything in return. This is commonly known as a “lead 
magnet”. If the free offer is truly valuable, they’ll be primed to hear from you in 
the future and more likely to engage with future content and offers. 
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Likeability 
The owner of the popular wordpress plugin, EasyWebinar, uses his own image in 
his ad. It’s a casual image that looks like something we would see from our friends 
while scrolling in our news feed. He looks happy and likeable. And, big shocker 
here, people like that! 

How you can use it: If you don’t want to use your own image, you can post 
stock photos but choose photos that look casual. Humans respond better to 
people that appear relatable, like someone they could imagine hanging out 
with. Avoid corporate stock photos or professional headshots. 
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Social Proof 
Russell Brunson opens his ad with a glowing testimonial, which is a great way to 
use social proof. All the likes, comments, shares in any social ad also provide 
social proof.  

How you can use it: Ask your customers for a testimonial to use in your copy, 
emails or ads, bonus points if they record a video testimonial for you! 



Commitment + Consistency 

The1Thing.com is a best selling book for building powerful habits. The ad 
encourages you to rise to the challenge of forming a new, positive habit. It’s 
something most of us want to do, but struggle with. When we tell ourselves we 
want something and see the opportunity to have it, we’re more likely to engage 
because we want to make a commitment that is consistent with our desired 
values. 

How you can use it: Set up a challenge of your own and ask your audience to 
post their commitment of this challenge on their social profiles. They’ll be more 
likely to see it through in order to stay “consistent” with their prior commitment. 
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Anatomy Of A Winning Ad 

Catchy headline and a 
question her audience 
will likely answer “yes” 
to.

Authority

Likeability photo 

“see more” 
button - when 
pressed, counts 
as extra 
“engagement” 
points on 
Facebook, which 
reduces ad cost.

Scarcity “grab your spot”

Reciprocity

How do we put it all together to make a stunning ad that works?  
Here’s the breakdown:

Social proof

Emoji’s increase CTR’s!
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Storytelling BONUS!

Storytelling is the most effective way to write your copy, sales pages and social 
media ads. We’re primed to stop and listen to stories and it adds a bit of 
relatability and likeability to your brand.  

Frank Kern starts to tell a story of something you may have experienced and it 
entices you to click the “see more" button in order to continue reading.

How you can use it: One of the easiest stories to tell is your own but I encourage 
you to be more “audience-oriented” and instead, tell a story that paints a picture 
of where your audience will be after they experience the benefits of your offer. 
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What’s Next?

READY TO ACCELERATE YOUR 
SUCCESS FAST? CLICK HERE

These persuasion strategies are a tool 
that can help you get massive results 
in your business - if you know how to 
use it the RIGHT WAY. 

I’ll show you step-by-step how you can 
take action + amplify your results. 

Click below to save your spot at my 
upcoming live masterclass - learn how 
to turn clicks into clients and get 
sales on demand. 

👇 Save Your Spot👇   
Yes! I’m In!  

TAKE ACTION!  
ACCELERATE  

YOUR RESULTS 
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