Who wants to make more sales?

Are you frustrated with your results from direct mail and sales letters?

Then write a strong headline.  It won’t cost you a cent more, but will more than double your leads and sales from your printed messages.  

Fifty percent of a sales letter’s success depends solely on its headline.  

You also will set yourself apart from the pack.  Most people write useless headlines, and one in five sales pieces doesn’t even have a headline.  So, in our over-communicated society most sales literature fails to even get the attention of those it targets.  And you can’t sell if you can’t earn attention.

Most people can write strong headlines if they understand how important they are, and if they are clear on what they are trying to achieve.  

In a sales piece, you need to attract your target’s attention and draw them into your sales message.  You are not writing a poem, nor a letter to your mother. You are introducing a sales proposal.

If you are new to this, try putting your greatest benefit right up front, in the most dramatic way possible.  Then spend 80 percent of your total writing time improving and testing this headline.  It is that important.

You might ask a question, make a dramatic statement, or imply a story to follow.  What matters is that you understand who you are writing for, and that you write something that will both seize their attention and set the scene for what follows.  A headline “Free sex” might seize attention, but will fail if the follow-through fails to live up to the promise.  Likewise “New brand of tomato sauce” might be true to what follows, but fail to excite anyone to read on without a compelling angle.

As a first step, review your recent printed literature and consider how you can improve your headlines.  Experiment, refine them, and ask the opinions of your peers and customers.  And above all, test your results.

It won’t cost you anything but some well-spent time, and the rewards will keep coming.  Start now.
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