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By Curt Clinkinbeard  -  August 2005
Wait… don’t be so quick to pass this article by. Yes, it applies to you… even if you don’t use direct mail marketing. The content of this book brings something significant even if you do not use this specific strategy. 
“The Ultimate Sales Letter” by Dan Kennedy is widely regarded as an outstanding resource for writing successful sales letters. The book uses a great “checklist” approach and is designed to be a “things to do” list for writing an effective letter. 
Have you used letters in your selling efforts before? If so, then this book can be of significant assistance in fine tuning and improving your results. The author’s techniques are time-tested and they work. If not, consider this book for two reasons. First, there is a pretty good chance that using letters in your selling process could produce significant enhancements to your efforts. In an era where the personalized letter is falling by the wayside (in favor of cheaper and quicker email and fax communications), a personalized letter can have a tremendous impact on the customer. Letters can also be used very effectively in following up with customers, not just in the initial introductions. So reading this book may spark some ideas of how you could best use sales letters. 

The second way the book can be of value if you have not used sales letters before is that the book describes marketing approaches which can be used elsewhere. Often, one of the suggestions I make to clients is to write a letter to their customer prospects, even if they never plan to use the letter. The benefit? The company develops a much more organized and well thought out approach to what they would like to say to their customers and prospects. This exercise alone is valuable – with the help of this book in developing a stronger letter, the impact is even greater. 

One of the most important insights shared in the book is to do some research before you set out to write the sales letter.  In particular, study the targeted market and what is going on in their lives that will make them want to take the time to read your letter. Just like the preparation before a sales call, there is preliminary work associated with researching your audience, your offer, and the best ways to capture their attention. 
The book chapter’s each address key marketing items and specifically relate them to the selling process with direct mail. For instance, in the section entitled “Beat the Price Bugaboo,” the author makes several suggestions, such as creating “apples to oranges” comparisons that help the client see better value in what you are proposing, as well as selling in bulk and several others. This chapter touches on the price hot button that comes up in a variety of selling situations. (Sorry to keep mentioning this, but the book really is valuable even if you don’t use sales letters!!!)

The book also discusses multiple closing techniques that can be used in a direct mail sales letter. For instance, the “full refund, but keep the freebie” can be used in different settings to help entice people to purchase. The fact of the matter is, with selling, people often need to be prompted to take action. For most of us, this is uncomfortable because we don’t want to feel like we are pressuring or manipulating the customer. The book discusses multiple techniques to accomplish the goal of nudging the customer, but doing so without crossing the line. 
Writing and design strategies are also covered in the book. So what is the best process to write and produce a great letter? The book takes you through several progressions, including how to write and edit, how to use graphical elements to improve the readability and attractiveness of the letter, as well as tips on the actual mailing of your letters. 

Dan Kennedy is one of the more visible and successful “gurus” in the direct marketing industry. I have had the opportunity to listen to many of his seminars on tape and to have seen him speak in person several times. This book takes his best sales nuggets and bundles them up in to a very concise, easy to read book that takes the reader step-by-step through the process of utilizing sales letters in their marketing processes. 

Have you written to your customers lately?
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Curt Clinkinbeard is the Regional Director of the University of Kansas Small Business Development Center, which provides free and confidential business counseling to existing and prospective entrepreneurs, as well as low cost seminars. Curt can be reached at 785-843-8844 or curt@kusbdc.net.

