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Millionaires




RRRRRRRRRRRRR

| ULTIMATE MARKETING%

The Big Secret
Entrepreneurs who
excel at Marketing

Integrate Online and
Offline Marketing




Online/Offline Integration

The 2 Key Areas
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Direct Telephone
Mail Marketing
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How to Profit
From Direct Mail



Direct Mail - Why?

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

They want to hold something in
their hand

They want to be spoken to by a
human being



Direct Mail - Why?
Email delivery is a big problem

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

i



Direct Mail - Why?
It Gives You Direct Access

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

i
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It Pinpoints Customers with Great Precision

You can target people by:
Geography
Age group
Income

Hobbies
Interests



It Pinpoints Customers with Great Precision

You can target people by:

Buying behaviour
Publications they subscribe to
Products they’ve purchased

If you sell to businesses, you can get
very targeted lists as well

i
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It Allows You to Get Your Full Message Across

There is no limit on space:

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



i

You Have A Captive Audience and
No Competing Noise

One of the big challenges in Marketing is the
clutter around the person you're
communicating to

When they open a Direct Malil piece, if it
grabs their interest, they are a captive
audience
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The Big Direct Mail Myth:

Because you and | might throw
most of our Direct Mall In the
bin, It doesn't work.

Many successful Direct Mall
companies are very happy with a
95% bin rate.
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The Other Big Direct Mall
Myth:

There s an ‘iIdeal
response rate.

There isn't.



The Only Thing That Matters is ROI

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.
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Customer vs. Non-Customer

There are four main types of mailing:
Mailing to existing Customers
Mailing to “lost” Customers

Mailing to non buying Leads aiming for a
sale

Mailing to Non-Customers for lead or sale



There is a Significant Difference Between the
Results You'll Get Mailing Customers and

Non-Customers
If you create a good offer and mail it to your
current Customers, it should be a profitable
mailing
This is one reason why you should mail
your Customers at least once a month



Things You Can Send Your Customers

Sales Offers
Gifts and Acknowledgement

A monthly newsletter (with at least offer in it
or mailed along with it)
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When mailing to
Non-Customers, remember
that the purpose is not to
make your fortune.

The purpose is to acquire
new Customers.



Long-Term Value, the Breakeven
Concept and Direct Mail

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



The Magic of Statistical Probability

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

" Y
A



Have a Good Measuring Facility in Place

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



Test Small First

Test 500 or 1,000
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.
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Seven Direct
Mail Winners




1 Postcards

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
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Tuesday 12 January, 2021 ° 11 am
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2 Personalised Mailings

Increases response rates
Test handwritten font and stamps
Simulated Handwritten letter
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3 Follow Up Mailings With a Telephone Call

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
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3 Follow Up Mailings With a Telephone Call

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



4 Re-Mail a Successful Mailing to Your List

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



5 The 2 - 4 Page Sales Letter




T2 BRANDED
' AL PRODUCTS

The Most Importan
r t Strate
For Your Business To Survivega):m
';I'hrlv.e Through The Recession -
eep in Front of Your Customers

Dear Colleague,

As you know, it’s vital for your business t

competition in the months a 0 stay in front of your customers so th
head. That at they choose to bu

s where branded merchandise comes in, y from you and not the

Here at Hotline, we are seein

. g abigincrease i
www.hotline.co.uk. . € in demand for branded products, so we've made some big ch
changes to

Our Total Price Guarantee

Ou know where you stand with Hotline thanks to our otal Price Guarantee.
You k P ant

All-inclusi ici
clusive pricing, complete transparency and FREE delivery

Th :
ere are NO hidden fees, NO added costs and NO surprises.

And there’s more

We've made it a whole lot easier, q

i .
branded products — nowincluding icker and more cost-effective for

p 0
our ‘Stop the Spread’ range. you to get your name out there with our 2000+

Whether you are a € Or si
y arge or small chain, independent business or charity,
1ty,

place for a branded i
editem, you need to be there. anywhere your prospects and customers have a

Now more than ever, it i
yitisnot
about events, You always need to be at the forefront of your cust
omers’ minds.

The ideas are endless but here are just a few,

Thank you for your custom gift
* Something to send alon
; g with your marketij

A gift with your deliveries netosandout
Branded hand sanitizer on your tables in
Gifts with Christmas cards
Branded merchandise to sell fora
Fundraising items to sell
Homeworker gifts
Go?dy bags in hotels, clubs and airlines
Uniforms and branded search

hospitality outlets, on your counters, as give-aways

profit, such as coffee cups, water bottles, T-shir ts, pens and more

Right now i S ing tii
ght now in these challenging times, everyone needs a little s,

on that thanks t B omethi;
o the changes we've made at Hotline. ing for themselves. And it’s now easier for you to deliver

5 ways you'll benefit from the big changes at Hotline

www.hotline.co.uk

Save money
>m tote bags to travel mugs, face masks to floor stic

w offering new everyday low prices.

kers, pens to poly lanyards, we've looked at all of our products and are

hat’s more, we guarantee the lowest price onany item you order with us. If you find a “fully inclusive price’ cheaper

1ywhere else within 30 days of purchase, we’ll refund double the difference.

) Find what you need faster
Je've given our search facilities a revamp from tl
yroducts to find what you need.

he inside out, making it much easier for you to search across our 2000+

3) Order on the go
Ne understand just how busy your days can
why our site is now super mobile-friendly,

be and are here to make it as easy as possible for you to place your orders. That’s
50 you can place your orders on the go with a few taps on your smartphone.

4) A streamlined experience
Ordering with Hotline has never been easier.
personalisation wizard, and add your now-
secure checkout.

Pick the product you want, drag and drop your logo with our simple
personalised product to your basket. Then all that’s left to do is zoom through our

5) See before you buy
Not sure if your logo will look great on your chosen produ
select the options to personalise your product and uploa

within the hour.

ict? Not a problem with our new ‘See your logo on it’ feature. Simply
d your logo. We'll then email you a free visual mock-up and quote

But that isn’t all we've got to offer you. As a thank you for being a Hotline customer, we wanted to give you a special discount.
10% off everything at www.hotline.co.uk
Pick any of our 2000+ products and grab your exclusive 10% discount.

All you need to do is pop in this promo code at the basket:

BRAND10

pon’t delay, this offer ends on 30/11/20.

Always here to help

changes we've made at Hotline to improve your online experience. But we understand that

We’'re incredibly excited about the
om someone you can trust, someone who can answer your questions and provide a reliable

sometimes you just need to hear fr
service.

That's why we’re still ready and waiting to take your call or reply to your email, Monday to Friday, 9am to 5pm.
That’s why we still pride ourselves on our 4.9* TrustPilot rating.

That's why we still offer a 30-day money-back guarantee.

consistency and excellent service, some things never change at Hotline.

Because when it comes to high quality,

Get branded products you can trust with our new and improved service and
grab your 10% off with this promo code: BRAND10

Visit us at www.hotline.co.uk

Ollie Galpin
MD



6 The Long Sales Letter




U you kurry, 1'll send you a FREE GIFT COPY of my groundbreaking Special Report, 21 SUCCESS
PRINCIPLES Of Brizain 5 Most Succesyfild Entreprencurs, yours to keep, whether you decide 1o use
my new and improved SPEED MARKETING & BUSINESS STRENGTH SYSTEM or not!

This is an important message from Chris Cardell, author of
‘77 Ways To Get More Customers” about the future of your
business, protecting yourself from the Recession and the
only one true SECRET to rapidly increasing your profits

Chris Candel] is ontiw of the best selling

Dear Entroprencur, Sook 77 Ways T Get Mare Customers '

WAIT! 1know you might be imenedstely tempaed to dis-crodit this, as “outrageous hvpe™. I sy
even sound like “Amencan hype " (I confess, [ do spend a kot of tinse oa both sides of the Atlantic but | sn
Britash and prood of s) But WHAT IF? What If - I'm suthentse. What 1f - | can prove lo your satisfaction
thast T am 10 be trusted. And WHAT IF - 1 hodd the key 1o your business success and prosperity in these
decidedly wa-prosperous times?

You have every right to BE CAUTIOUS about anyome clalming to have preven strategles to grew your
business in 2 glebal pandemic and the wors! Recession since The Great Depression - 2s | am deing. But
2 lot of businesspesple who were Just as suspicious of me at first blush are now very. very happy that
hey look a few minstes to investigate my suaranteed offer [pages 3 and 181 UNLESS YOU ARE NOW FULLY
SATISFIED WITH THE WAY THINGS ARE COING IN YOUR BUSINESS, bluntly, you should spare a low minules (o
consider the dramatic successes outlined on these pages - and the pessibility that yeu could be my next
SUCCESS STy

As you kmow, bemng at the belim of a susall business these days 1s NOT for the faint of heart. You
are dutiful and respomsible. You go the extm mille m service %0 your customers. You can be depended oo for
quality. You have good ideas. Perbups it soemss 10 you that quality, service, ismovatson and dedication ought
10 entithe you %0 a certan amount of sucoess. If you've been in your busamess for years, the need to staggle
and worry about where the next customer is conung from, 8o waorry over money at all, seems uafair Bewng
at the mercy of the current global situation is unfai. In my comversations with business owners, 1 find they
share these frustrations. Many are outnght puzzled and sunply do not know what to do beyond what they are
doing. 10 survive - ket alose maove up, now, in today s clmase

The question is: if there actually WAS a proven - albeit unisual - way o invigorae a
business in this economy and make it much healthier and more profitable right now, would
you give it cpen- d, fair o« ution? Or are you committed to the status quo?

Ihere s ONLY ONE TRUE SECRET to making ANY bush prionally profitable and
assuredly successful despite a blcak, dreary ecomomy - and thousands of business owners I've taken
from weary fatigue and frustration to scaring mcomes m the past few years attest to the fact that | have a
fism gnp on thus peoven methodology. 1 even am 5o bold as 10 GUARANTEE the power of my agproach,
oven ia current conditions, If you are habosaiag under the weaght of this wafair economy, and can be
open minded toward a dramatically different appeoach to creating new sucoess even as, all around you,
businesspeople continue fightmg for mere survival, then readmyg this mecessanly Jong letter may very well
prove to be the best tune you invest i anythang, this cutire year. (I you are the close-minded sort, instantly
cymical, maybe even prefeming good excuses 10 good opportunsty requinmg creative change, feel free to
discard mry better right mow. [t will caly serve 1o annoy you. And, yes, | can be smoying Bt then, knowing
me can be very profitable oo )
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7 Direct Mail Winners
7 Bulky Mail
















Bulky Mailing:
www.3dmailresults.com



The Art of
Telephone
Marketing
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High quality, value-driven
telephone calls to your
Customers and potential
Customers



J
You Have More Control Over The Decision-
Making Process
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




Who Should You Call?
Existing Customers
New Customers
Old / Inactive Customers
Leads

Be aware of data protection laws
and regulations




What Can You Sell?
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?
Book appointments

Sell add-on or complimentary services
Follow up a mailing

AN
f\\v /



Who Should Sell?

If you don’t like the idea of personally calling
people, don‘t do it

There are two types of people in the world:

Those who enjoy picking up the phone and
calling people

Everybody else



Option 1 In-House Using Specialised
Telemarketers

Local temp agencies will supply people

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



J
Option 1 In-House Using Specialised
Telemarketers

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




Option 2 Virtual Freelancers

www.Upwork.com etc
Needs Policing



J

Option 3 Telemarketing Agencies

Not recommended - Apart from Appointment
Setting and database cleaning



Start by testing it yourself first!

Do NOT employ salaried telephone
Marketers until you have a system
that's working.
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Essential Steps for a

Successful Telephone
Marketing Call
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Step 1 Avoid Sales Calls

Position the calls as information-gathering
calls



Step 2 Know the Highest Purpose
of Your Business

Be in tune with what is driving you and your
business

The highest purpose of your business needs
to be beyond just making money



J
Step 2 Know the Highest Purpose
of Your Business

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




Step 3 Ask Permission to Have the
Conversation

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 4 Avoid Scripted Calls

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



J
Step 5 Match the Other Person’s Tone
and Speed

This is a fundamental rapport skill

If you normally speak slower or faster,
it's very important to become of aware
of this



Step 6 Ask Questions

Questions establish the customer’s needs
and problems

They're not interested in you - they're
interested in themselves



Step 7 Close - Ask for the Sale

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
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Direct Marketing and Telephone Marketing

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
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The other BIG Secret of The
Entrepreneur Millionaires

Get them
Offline ASAP!




CHRIS CARDELL'S
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10 WEEKS WITH CHRIS CARDELL

that will transform your business, your finances, and your life



