Take the Shortest Path to Increased Sales

If you know whom you want to buy your product or service, one of the most effective weapons you have is the targeted sales letter.  

And a sales letter is designed to achieve just that; more sales.  Good sales letters ones are the backbone of a business’s marketing suite.  Poor sales letters don’t sell, and are lost opportunities.

If you don’t use sales letters, or if you use them badly, here is what you can do to strongly boost your business with an effective sales letter strategy.

1. Focus on your targets:  Sales letters that fail most often go to the wrong companies, or the wrong people within them.

2. Earn their attention: Develop a headline and first paragraph that compels your prospect or customer to read on.  This is the most important part of the whole letter, and you should spend most of your time getting this right.
3. Describe and explain the key benefits to the customer of your product or service:  If these connect with his or her strong felt need, they will read as long as your letter continues to address it with desirable benefits.  Product features are secondary to compelling benefits.
4. Provide some evidence to support each benefit claim:  This might be facts and statistics, a testimonial, or a money-back guarantee.

5. Use emotions:  Emotions sell.  Outline benefits that get the customer or prospect excited, and let your own enthusiasm for the product come through in your tone.
6. Anticipate and answer their questions: You already know your customers’ most common objections.  Raise them and answer them in your letter.

7. Persuade the reader to act now: Summarise the benefits in concrete terms, and offer an attractive reason to buy now.  It may be a time specific price or value offer, a bundled product, or any of the many other alternatives available to you.
8. Test and refine:  No matter how experienced you become, you will never know how good your letters are unless you continually test and refine them.  What works, works, and sometimes we can’t find a rational reason.  However, if we keep trying and testing variations, we’ll achieve better and better results.

9. Develop a continual sales letter programme: Many sales letters fail because they are one-off.  Smart marketers are in the relationship business, and each letter is a note in their symphony.   

If you adopt these nine points and use sales letters regularly, then you will be ahead of the 95% of businesses who don’t.  Decide now to take your business to the next level with this powerful and accessible marketing tool. 
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