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4. Timing control
5. Measurable



3 Critical Elements

• The target audience – selecting the 
most  likely prospects for the campaign

• The offer – the motivator that drives 
the response

• The creative – the copy, design and 
communications format that delivers 
the offer in a clear and compelling way 



Direct Mail Success



Characteristics of a Great Offer

The job of your offer is to motivate 
action:

• High perceived value to the prospect 
• Simple, easy to explain 
• Delivered with a sense of urgency  
• Appeals to your target audience, but 

doesn’t attract an unqualified customer 



“Power Locations” for Your Offer
• Outer envelope

• In your letter as an opener

• In your letter as a closer

• In your P.S.



“Power Locations” for Your Offer

• Johnson box (a block of copy above the 
salutation on the letter’s front page)

• Lift note or insert

• On a burst in your brochure or catalog



15 “Bankable” Offers

Everyone’s Favorite Word:
FREE…

1. Information

2. Demonstration

3. Trial

4. Estimate

5. Sample

6. Survey

7. Gift



15 “Bankable” Offers

8. Rebate after sale

9. Seasonal sale

10. Customer appreciation

11. Two-for-One
- Buy One, Get One!



15 “Bankable” Offers

Business-to-Business
12. Time limit

13. Introductory pricing 

14. Volume discounts

15. Trade-in   



Top Business Offers

• White papers, downloadable books
• Premiums: Amazon gift certificate, 

American Express/Visa gift card, 
subscriptions to industry magazine

• Self-assessment tools
• Seminar or webinar 
• Demonstration or consultation 



Top Fundraising Offers

• Friend-get-a-friend
• Membership tiers
• Capital fund
• Matching gift
• Memorial/Honor gift
• Seasonal requests

2010, Smith Browning Direct

• Free gift
• Free information
• Pledge program
• Monthly giving club
• Emergency appeal
• Sweepstakes
• Charter member



Premiums

• Increase response, but not 
necessarily conversion

• Best used as reward for valuable 
action
– Listen to sales presentation
– Buy the product or service
– Visit our booth at trade show



Which Pulled Better?

½ off 
OR 

50% off

2 for the 
price of 1

OR
Buy 1, get 1 

free



Which Pulled Better?

• Lead generation for a software product targeted to 
engineers:
– Free! Your choice of white papers from                  

The MathWorks technical library!
– Send for your free technical kit now!
– Get the latest articles in any one of these 3 areas: 

signal processing, visualization, or control design.
– Free! The 5 most-requested technical briefs and 

articles from The MathWorks company.
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Offers: What NOT to do?

• DON’T offer too many choices 
– If you confuse them, you lose them

• DON’T offer too short a deadline 
– Create urgency, but be realistic

• DON’T offer too long a deadline 
– No longer than 4-6 weeks

• DON’T make an offer that is too good to 
be true



Need more direct mail tips? Contact us!
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