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Seminar Eight:



The Big Secret



Online/Offline Integration

The 2 Key Areas

Direct 
Mail

Telephone 
Marketing





•There’s a large portion of the population 
that still wants to be communicated to in 
a traditional way

Direct Mail – Why?
Direct Mail

•They want to hold something in 
their hand
•They want to be spoken to by a 
human being



•Email delivery is a big problem
Direct Mail – Why?
Direct Mail

•No matter how good your email sequence 
is, at least half the people you email won’t 
read your message



• It Gives You Direct Access
Direct Mail – Why?
Why Direct Mail?

•Direct Mail is the only Marketing method 
that actually gets into a person’s home 
or business



•You can target people by:
It Pinpoints Customers with Great Precision
Why Direct Mail?

•Geography
•Age group
• Income
•Hobbies
• Interests



•You can target people by:
It Pinpoints Customers with Great Precision
Why Direct Mail?

•Buying behaviour
•Publications they subscribe to
•Products they’ve purchased
• If you sell to businesses, you can get 
very targeted lists as well



•There is no limit on space:
It Allows You to Get Your Full Message Across
Why Direct Mail?

•Example: One of our current mailings to 
get new Customers is a 22-page sales 
letter



You Have A Captive Audience and 
No Competing Noise

Why Direct Mail?

•One of the big challenges in Marketing is the 
clutter around the person you’re 
communicating to
•When they open a Direct Mail piece, if it 
grabs their interest, they are a captive 
audience



The Big Direct Mail Myth:



The Other Big Direct Mail 
Myth:



The Only Thing That Matters is ROI
Direct Mail

• If you’re selling £1 million yachts, you can 
get an extremely low response rate
• If you’re selling pens that cost $9.99, you’ll 
need a much higher response rate

Don’t fall into this trap! There is no average 
response rate.



Customer vs. Non-Customer
Direct Mail

1. Mailing to existing Customers 
2. Mailing to “lost” Customers
3. Mailing to non buying Leads aiming for a 

sale 
4. Mailing to Non-Customers for lead or sale

There are four main types of mailing:



Direct Mail

• If you create a good offer and mail it to your 
current Customers, it should be a profitable 
mailing

There is a Significant Difference Between the 
Results You’ll Get Mailing Customers and 
Non-Customers

•This is one reason why you should mail 
your Customers at least once a month



Direct Mail

•Sales Offers
•Gifts and Acknowledgement

Things You Can Send Your Customers

•A monthly newsletter (with at least offer in it 
or mailed along with it)



When mailing to 
Non-Customers, remember 
that the purpose is not to 

make your fortune.



Direct Mail

• If you can do a mailing to acquire new 
Customers and break even, most Marketers 
would be very happy with that result

Long-Term Value, the Breakeven 
Concept and Direct Mail



Testing, Testing, Testing

• If you mail 1,000 people and get 20 sales, 
statistical predictability says that if you mail 
2,000 people, you’ll get 40 sales

This is important because it means:
• It’s worth doing testing
• You can test on a small scale first and PREDICT results
• You can scale in a low risk way

The Magic of Statistical Probability



Testing, Testing, Testing

• If you send people to a website, it needs to be 
a unique URL (www.bitly.com)
• If you send people to a phone number, it 
needs to be a unique number
• If you’re getting people to come into your 
premises, include an incentive in your mail 
piece for them to bring in the ad

Have a Good Measuring Facility in Place



Testing, Testing, Testing

•Test 500 or 1,000
Test Small First

• If that gets a good response, try 2,000 or 3,000
•Then try 5,000, 10,000, etc.

• If you mail 1,000 people and get no response, 
something is wrong (unless it’s a high end 
offer.) Sending it to 5,000 people would still 
produce no response.





7 Direct Mail Winners

•A challenge with Direct Mail is getting the 
mailing opened
• If you send a postcard, you don’t have that 
issue
•Postcards are also cheap to produce
•Great for existing Customers

1 Postcards







7 Direct Mail Winners

• Increases response rates
•Test handwritten font and stamps
•Simulated Handwritten letter

2 Personalised Mailings







7 Direct Mail Winners

•Can increase response and ROI by a factor of 
10 or more
•Not the same as ‘cold calling’
• If you send out 100 sales letters and five 
people buy, there were another 20 or 30 who 
were interested but didn’t take action

3 Follow Up Mailings With a Telephone Call



7 Direct Mail Winners

•The follow-up phone call can nudge people 
over into making a purchase

3 Follow Up Mailings With a Telephone Call



7 Direct Mail Winners

•You will typically get a similar 
response from the first few 
mailings before it drops off 
•Don’t assume the first mailing 
is going to get everyone who’s 
willing to buy from you

4 Re-Mail a Successful Mailing to Your List



7 Direct Mail Winners

5 The 2 – 4 Page Sales Letter





7 Direct Mail Winners

6 The Long Sales Letter





7 Direct Mail Winners

7 Bulky Mail











Resource

Bulky Mailing: 
www.3dmailresults.com





The Art of Telephone Marketing

High quality, value-driven 
telephone calls to your 

Customers and potential 
Customers



Why Use Telemarketing?

• In the sales process, there is a decision point 
where people decide whether or not to buy 
from you
•With a lot of Marketing, you aren’t there when 
that happens
•With Telephone Marketing, you are

You Have More Control Over The Decision-
Making Process



The Art of Telephone Marketing

•Existing Customers 
•New Customers 
•Old / Inactive Customers 
•Leads
•Be aware of data protection laws 
and regulations

Who Should You Call?



The Art of Telephone Marketing

•New Products to existing Customers 
•Ask existing Customers to re-purchase 
•Make special offers to existing Customers 
•After Sales Service to existing Customers 
•Target new groups of Customers

What Can You Sell?



The Art of Telephone Marketing

•Book appointments 
•Sell add-on or complimentary services 
•Follow up a mailing 

What Can You Sell?



The Art of Telephone Marketing

• If you don’t like the idea of personally calling 
people, don’t do it
•There are two types of people in the world:

Who Should Sell?

•Those who enjoy picking up the phone and 
calling people
•Everybody else



The Art of Telephone Marketing

•Local temp agencies will supply people

Option 1 In-House Using Specialised 
Telemarketers

•You can hire people who specialise in 
telemarketing
•Because they’re temporary, you can keep the 
ones who do well and get rid of the others



The Art of Telephone Marketing

•Alternatively, you can advertise and recruit 
locally (the cheapest option)

Option 1 In-House Using Specialised 
Telemarketers



The Art of Telephone Marketing

•www.Upwork.com etc
•Needs Policing

Option 2 Virtual Freelancers



The Art of Telephone Marketing

•Not recommended – Apart from Appointment 
Setting and database cleaning

Option 3 Telemarketing Agencies



The Art of Telephone Marketing

Start by testing it yourself first!

Do NOT employ salaried telephone 
Marketers until you have a system 

that’s working.  



Essential Steps for a



Essential Steps For A Successful Call

•Position the calls as information-gathering 
calls

Step 1 Avoid Sales Calls



Essential Steps For A Successful Call

•Be in tune with what is driving you and your 
business
•The highest purpose of your business needs 
to be beyond just making money

Step 2 Know the Highest Purpose 
of Your Business



Essential Steps For A Successful Call

• It’s perfectly compatible to do forceful 
Marketing and be driven to make a difference 
in someone’s life

Step 2 Know the Highest Purpose 
of Your Business



Essential Steps For A Successful Call

• If you barge in their and just start talking at 
them, they won’t listen 
•Example: “Is this a good time to speak?”
•You want to start the conversation when 
they do have time

Step 3 Ask Permission to Have the 
Conversation



Essential Steps For A Successful Call

•Have scripted phrases instead
•You want to have as normal a conversation 
with the customer as possible
•Give your telemarketers a list of questions to 
ask and key phrases to use

Step 4 Avoid Scripted Calls



Essential Steps For A Successful Call

•This is a fundamental rapport skill
• If you normally speak slower or faster, 
it’s very important to become of aware 
of this

Step 5 Match the Other Person’s Tone 
and Speed



Essential Steps For A Successful Call

•Questions establish the customer’s needs 
and problems
•They’re not interested in you - they’re 
interested in themselves

Step 6 Ask Questions



Essential Steps For A Successful Call

• It’s in your prospective Customer’s best 
interests for you to direct them to the sale 
• If the Customer has objections, you want 
to know what their objections are
•Beware Telemarketers who can’t close 

Step 7 Close – Ask for the Sale



Essential Steps For A Successful Call

•Follow up your mailing with a phone call
•After you get on the phone and get their 
interest, you can still put them into a direct 
mail sequence
•The more you can bring all the pieces 
together, the more successful you will be 

Direct Marketing and Telephone Marketing 



The other BIG Secret of The 
Entrepreneur Millionaires




