“How to Find the Hidden Gold,
Offline, In Your Own Customer List”
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It All Begins WIth...

e The List

e The NUMBER ONE Most Valuable Asset in a
business is The List!

 Andrew Carnegie said: “If you stripped me of
all my wealth, my home, my business, my
bank accounts, etc., but allowed me to keep
my list of customers, | shall be wealthy again
within the year.”



It All Begins WIth...

* The Trap: It’s the place where the
prospects name, address, email
address, phone, fax number (if
possible) are captured and of

utmost importance, permission use" ¢;ﬂ

this is secured.

* Where’s “The Trap?” /

— Online: Opt-in form, Squeeze page,
Free offers, etc.

— Offline: Pre-appt Questionnaire,
Registration form, Order forms, etc.




It All Begins WIth...

* If you wish, in using Lead-Gen
Advertising, this allows you to run
smaller, simpler ads, keeping the
front-end costs low and investing
most of your resources in
interested prospects.

 The best and cheapest way to learn S
this methodology is by playing
prospect with companies doing
Lead-Gen Advertising



Quick Exercise

 The TRAP: Identify all of the
pertinent information you require
about your prospect in order to
make smart marketing decisions
(Example: Name, address, email
address, date of purchase, phone
number, etc. etc.)

* Now, identify the exact time in your
sales process when you are able to
acquire this information.



Newsletter Marketing

Advantages of Publishing a Newsletter
* Profit generator (not an expense)

* Higher readership (when done properly, your
customers look forward to it)

*  Your competition will likely not be publishing one

* Makes you a celebrity in your own specific niche
market

* A form of branding that actually works and pays
for itself.

 Once you get good at it, you actually enjoy doing
it.

e (Can test offers to roll out a solo campaign or
mailing.
* Reminds customers to come back




Newsletter Marketing

Characteristics of a Good
Newsletter

* Send out monthly

* Dan says, “Every month you're not .
communicating with your herd,
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you’re losing touch with at least j‘ﬁ
10% of them.” ) N /»’)
* Paper and ink (Mailed) i

e Offline can supplement online

 Which has higher perceived
value?



Newsletter Marketing

Content of a Good Newsletter
e Relevant content

e Non-relevant content

* The “Common-Enemy”

e Stern, but loving parent Sy
e Offers



Newsletter Marketing

* Things to Write About
— Family
— Customers
— Celebrity
— Pets
— Human interest stories
— Staff
— Travel
— Humor/Entertainment
— New developments

* Examples
e www.CraigsNewsletterSecrets.com



http://www.craigsnewslettersecrets.com/
http://www.craigsnewslettersecrets.com/

Newsletter Marketing

Advanced Newsletter Strategies

* Multiple monthly newsletters

— GKIC (No BS Marketing Letter, Gold
Letter, Diamond Letter, Marketing to
the Affluent Letter, Info-Marketing

Letter, etc.)
* Dr. Greg Nielson’s Strategy
— Frame an article you wrote about one (&7 a
of your customers and present it to P

them at their office.

* Great resource: How to Create
Personality in Copy


http://www.craigsnewslettersecrets.com/

Newsletter Marketing Checklist

* NEWSLETTER MARKETING: Every
business should have a newsletter
that they ‘mail’ to their customers. If
you don’t already have one, decide on
which format you want to start with
and set aside the same time each
month when will create yours.

e If you already have a newsletter go
back over the list of “Content of a
Good Newsletter” that was presented
and determine how many of them you
are currently using and if not, how you
can employ the ones you are not.




The Sales Letter

Arguably, the most successful form of
direct mail there is!

With unlimited space, allows you to tell
your whole story.

The closest you can come to having a ‘one-
on-one’ conversation

Allows you to use the 3 most read parts of
direct mail

— Headline

— P.S.

— Captions

Since it comes in an envelope, you can add
other items to be enclosed in it.




The Sales Letter

The Two Most Common Types of Envelopes

e The “Teaser”

— Best when used with a group of people who
already know you and are interested in your
message.

— Use entire envelope

* The “Blind”

— Best when used with a list of people who
don’t know you

— No labels

— No company name

— No teaser copy

— Use a live First Class stamp

— Works because it looks like it’s coming from a
friend.




The Sales Letter/Postcard

Advanced Sales Letter Strategy

* The official looking envelope and
letter

Postcards
* Lower postage rates

* Immediately identified as advertising
— (You’re not going to fool anyone)
* Great to use when sending in a sequence

* Rules to Follow: Since you never know what
side they’re going to look at first:
— Have the offers on both sides
— Have the deadline on both sides

* If you have blank space, insert testimonials




The Sales Letter/Postcard

Ways to Increase Response
* Personalization

* Guarantees

* Photos (with captions)

e Testimonials

* Bonuses & premiums

e Color

* Size matters

e Self-Mailers




Resources

If you need help or advice on any
aspect of your marketing:

* Consultation
* Critique
* Mastermind Groups

— www.GlendalePasadenaGKIC.com
(Click on Mastermind Groups)

GKIC products and resources


http://www.glendalepasadenagkic.com/

