
The Big Book Of Words That Sell 1200 Words And Phrases That Every Salesperson And Marketer Should Know And Use 1

The Big Book Of Words That Sell 1200 Words And
Phrases That Every Salesperson And Marketer Should
Know And Use

The Big Book Of Words That Sell 1200
Words And Phrases That Every
Salesperson And Marketer Should
Know And Use

Downloaded from
www.everybodystreet.com by Haynes &

Erickson

UNLOCK THE POWER OF PERSUASION: WHY "THE BIG
BOOK OF WORDS THAT SELL" IS YOUR SECRET
WEAPON

In  the crowded marketplace of  modern business,  everyone is
vying  for  the  same  limited  resource:  attention.  A  potential
customer’s  inbox  is  overflowing,  their  social  media  feed  is  a
firehose of content, and their time is more precious than ever. In
this  environment,  what  separates  a  winning  pitch  from  a
forgotten  email?  The  answer  often  comes  down  to  a  single,
critical element: language. This is precisely why resources like
The Big Book Of Words That Sell 1200 Words And Phrases
That Every Salesperson And Marketer Should Know And
Use have become indispensable tools for professionals looking to
sharpen  their  edge.  This  article  explores  why  mastering

persuasive  vocabulary  is  vital,  how  you  can  apply  these
principles, and why a systematic approach to selling language
can transform your results.

The Foundation of
Persuasive Communication
Words are not just vessels for information; they are triggers for
emotion,  action,  and  decision-making.  Neuroscience  research
shows that certain words can activate the brain's reward centers,
reduce anxiety, and build trust almost instantaneously. This is the
core premise behind The Big Book Of Words That Sell 1200
Words And Phrases That Every Salesperson And Marketer
Should Know And Use. It recognizes that sales and marketing
are  not  about  simply  listing  features  or  pushing  a  product.
Instead, it is about framing value, solving problems, and creating
a compelling narrative that the buyer wants to step into.
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When a salesperson uses generic language like "our product is
good," they leave no mental hook for the buyer. However, when
they deploy specific,  powerful  phrases like "guaranteed results,"
"risk-free  trial,"  or  "exclusive  access,"  they  tap  into  deep
psychological drivers: security, curiosity, and the fear of missing
out (FOMO).  The book acts as a lexicon of  these high-impact
triggers, providing a ready-made arsenal for anyone who needs
to communicate persuasively.

Why a Dedicated Collection
of Words Matters
Many professionals rely on intuition when choosing their words.
While  instinct  can be helpful,  it  is  unreliable  under  pressure.
Having a structured collection like The Big Book Of Words
That Sell 1200 Words And Phrases That Every Salesperson
And  Marketer  Should  Know  And  Use  offers  several  distinct
advantages:

Consistency: It ensures that everyone on your team uses
the same high-converting language, which strengthens
your brand voice.
Efficiency: Instead of struggling to find the right phrase,
you can adapt a proven template to your specific situation.
Psychological Impact: Each word or phrase in the
collection has been selected because it works. They are
based on established principles of persuasion.
Versatility: The words are categorized, making it easy to

find the right phrase for different stages of the sales funnel,
from cold outreach to closing.

KEY CATEGORIES OF PERSUASIVE LANGUAGE

To fully leverage a resource like The Big Book Of Words That
Sell 1200 Words And Phrases That Every Salesperson And
Marketer Should Know And Use, it helps to understand the
different  categories  of  persuasive  language  it  typically  contains.
These  categories  help  you  match  your  words  to  the  buyer's
psychological state.

Words of Certainty and
Trust
Buyers are often afraid of making a mistake. They worry about
wasting  money,  time,  or  reputation.  To  counter  this,  your
language must convey stability and guarantee. Keywords in this
category include:

Guaranteed (e.g., "Our satisfaction is guaranteed").
Proven (e.g., "A proven track record of success").
Risk-free (e.g., "Try it risk-free for 30 days").
Secure (e.g., "Your investment is secure").
Reliable (e.g., "A reliable solution for your team").

Using these words reduces the perceived risk and helps the buyer
feel safe moving forward.
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Words of Urgency and
Scarcity
Human nature values what  is  rare or  about  to  disappear.  To
motivate a buyer to act now rather than later, you need to inject
a sense of urgency. Phrases commonly found in The Big Book
Of Words That Sell 1200 Words And Phrases That Every
Salesperson And Marketer Should Know And Use include:

Limited time (e.g., "This offer is for a limited time only").
Exclusive (e.g., "Exclusive access to our premium
features").
Last chance (e.g., "This is your last chance to enroll").
Act now (e.g., "Act now to secure your spot").
Only available (e.g., "Only available to the first 50
customers").

It is important to use these phrases ethically and only when the
scarcity is real, otherwise you risk losing trust.

Words of Value and Benefit
Customers  do  not  buy  products;  they  buy  better  versions  of
themselves.  They  buy  solutions  to  problems.  Therefore,  your
language must shift from features (what it is) to benefits (what it
does for them). Powerful benefit-oriented phrases include:

You can (e.g., "With our tool, you can save 10 hours per

week").
Imagine (e.g., "Imagine having all your data in one place").
Transform (e.g., "Transform your workflow with our
software").
Unlock (e.g., "Unlock your full potential").
Simplify (e.g., "Simplify your accounting processes").

These words paint a picture of a desirable future state.

Words of Social Proof
People look to others when making decisions. If others have used
your product and succeeded, the new buyer feels more confident.
Using social proof effectively involves specific phrases like:

Join thousands (e.g., "Join thousands of satisfied
customers").
As seen in (e.g., "As seen in Forbes and TechCrunch").
Recommended by (e.g., "Recommended by industry
experts").
Top-rated (e.g., "The top-rated solution on G2").
Trusted by (e.g., "Trusted by Fortune 500 companies").

HOW TO INTEGRATE THESE WORDS AND PHRASES
INTO YOUR DAILY WORK

Knowing the words is  only the first  step.  The true power of  The
Big Book Of Words That Sell 1200 Words And Phrases That
Every Salesperson And Marketer Should Know And Use
comes from practical application. Here is how you can start using
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these techniques today.

Tailor Your Email Subject
Lines
Your subject line is the gatekeeper to your email. A weak subject
line means your email is deleted or ignored. Using persuasive
language  can  dramatically  improve  open  rates.  For  example,
instead  of  "Our  new  product  update,"  try  "Unlock  exclusive
features to boost your ROI." Notice how "exclusive" and "boost
your ROI" are direct pulls from the persuasive lexicon discussed
in the book.

Reframe Your Value
Proposition
Your value proposition should be a clear, compelling statement
that  explains  why a  customer  should  buy from you.  Use the
book's  framework  to  reframe  it.  Instead  of  saying  "We  sell
accounting software," you could say "We help you simplify your
finances  and  save  money."  The  second  version  uses  "simplify"
and  "save  money,"  which  are  benefit-driven  phrases  that
resonate  more  deeply  than  a  mere  description  of  the  product.

Improve Your Call-to-Action
(CTA)
The CTA is the moment of truth. A bland "Click here" is far less
effective than a persuasive "Get your free trial now." The addition
of "free" and "now" triggers both value perception and urgency.
Other powerful CTAs include "Start saving today," "Claim your
spot,"  or  "Unlock  instant  access."  These  are  all  examples  of
phrases  you  would  find  in  a  comprehensive  guide  like  The  Big
Book Of Words That Sell 1200 Words And Phrases That
Every Salesperson And Marketer Should Know And Use.

Script Your Sales Calls
Sales calls can be high-pressure environments where it is easy to
stumble over  your  words.  Having a script  or  a  template that
incorporates  persuasive  phrases  can  keep  you  on  track.  For
instance,  when  handling  an  objection,  you  might  say,  "I
understand your concern, but let me show you how our proven
solution addresses that very issue." Using "proven solution" adds
credibility and authority to your response.

BEWARE OF OVER-OPTIMIZATION AND CLICHÉS

While  it  is  tempting  to  pack  every  sentence  with  persuasive
words,  there  is  a  fine  line  between  being  persuasive  and
sounding like a used car salesman. The key is authenticity and
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relevance. If you overuse phrases like "limited time" or "act now,"
your audience will become immune to them. Worse, they may
perceive you as manipulative.
The Big Book Of Words That Sell 1200 Words And Phrases
That Every Salesperson And Marketer Should Know And
Use is a toolbox, not a script. You need to select the right tool for
the right job. Use words of trust when building a relationship. Use
words  of  benefit  when  explaining  value.  Use  words  of  urgency
only at the decision point.  Context is  everything. Additionally,
always back up your persuasive language with genuine value. No
amount of clever phrasing can sell a bad product.

THE ROLE OF EMPATHY IN PERSUASIVE LANGUAGE

At  its  core,  persuasive  communication  is  not  about  tricking
someone.  It  is  about  understanding  their  needs  and showing
them  a  path  to  fulfillment.  The  most  effective  salespeople  and
marketers  use  language  to  demonstrate  empathy.  They  say
things like:

"I understand how frustrating that can be."
"Many of our clients faced the same challenge."
"Let's find a solution that works for you."

These  phrases  are  also  powerful,  but  they  are  rooted  in
connection  rather  than  transaction.  When  combined  with  the
high-impact vocabulary from the book, they create a powerful
dynamic: the buyer feels understood and sees you as a trusted
advisor rather than a pushy salesperson.

CASE STUDY: APPLYING THE "BIG BOOK" PRINCIPLES

Imagine a small SaaS company that sells project management
software. Initially, their landing page headline read: "Advanced
project  management  for  teams."  This  is  a  feature-focused
statement.  After  studying the principles in The Big Book Of
Words  That  Sell  1200  Words  And  Phrases  That  Every
Salesperson  And Marketer  Should  Know And Use,  they
changed the headline to: "Simplify your team's workflow and get
more done in less time." They also added a subheading: "Trusted
by over 10,000 remote teams to deliver projects on time and
under budget."
The new headline uses "simplify" and "get more done," which are
benefit-driven.  The  subheading  uses  "Trusted  by"  and  "on  time
and under budget," which are social proof and value-oriented.
The result? A 34% increase in conversion rate on the landing
page. The words didn't change the product; they changed the
perception of the product.

CONCLUSION: YOUR VOCABULARY IS YOUR
COMPETITIVE ADVANTAGE

In  a  world  where  algorithms and automation are  taking over
many business functions, the human ability to communicate with
nuance,  emotion,  and  persuasion  remains  a  superpower.
Resources like The Big Book Of Words That Sell 1200 Words
And Phrases That Every Salesperson And Marketer Should
Know  And  Use  provide  a  roadmap  for  mastering  this
superpower.  By  deliberately  expanding  your  persuasive
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vocabulary and applying it with empathy and context, you can
build  deeper  connections  with  your  audience,  overcome
objections  more  effectively,  and  ultimately  drive  more  sales.
Your next step is simple. Take one phrase from this article or

from a resource like the Big Book and test it in your next email,
sales  call,  or  landing  page.  The  difference  between  a  "maybe"
and a "yes" is often just the right word at the right moment. Start
using the right words


