Dan Kennedy

How To Develop Your Offer

< Previous Strategy
In your previous Success Marketing Strategy we talked about what might be the most important part of a successful
direct mail campaign, which of course is the list.

Now | want to switch gears and talk about what | call the heart of any direct mail campaign or for that matter direct
response advertisement or other direct marketing effort. In this email | want to introduce the topic of how to develop a
winning offer.

First here's a real secret to creating a successful offer. Here it is...

Don't create the offer until you have found out as much as possible about the people who will be receiving the offer.
Most marketers create the offer first then look for someplace to advertise it or somebody to mail to. That is the exact
opposite of the method used by the most successful direct marketing pros. In fact, to give you an idea of the extreme
this can be carried to some mail order companies create their new products and offers by first studying the Standard

Rate & Data Service Directory.

First they select some available lists that interest them, getting complete demographic information on those lists, finally
picking the best list and only then creating a product and an offer especially for that list.

You may not be able to go to that extreme if you've already got an established business and have to structure new offers
within the parameters of the goods and services you sell.

In your next Success Marketing Strategy that you'll be receiving in just a couple of days, I'm going to give a couple of
simple examples of how this might apply you.
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