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Direct Mail 

When I hear of how my clients have used direct mail in the past they normally have fallen into one of 

two camps. 

 

Their campaigns have either been a huge success or a massive failure! 

 

If done correctly, direct mail can be a very profitable medium but I would say that 

90% of direct mailing campaigns are a complete waste of time due to the design and execution of the 

campaign. 

 

That's a shame because I get bombarded with direct mail every day, some good but most are very 

poor! 

 

It's like throwing money into the bin! 

 

The beauty with direct mail is that you can test various headlines and approaches and you can 

instantly see the results. 

 

For example, I recently received a flyer through the door from a company offering to board my loft. It 

was the right time for me and the flyer was well designed so I called them up and they duly came out 

and did a great job. 

 

Whilst having a coffee with the carpenter I told him not to advertise two types of products on the same 

flyer (The flyer was split into two parts - loft installations and garage conversions) 

 

I told him not to offer two products but to just focus on one and use the additional space on the flyer 

for some testimonials. He thought this was crazy because "Surely offering two products gives me twice 

the chance of closing a sale" 

 

Nope! 

 

I will not go into the ins and outs of why it works but he gave it a try and his sales rose by 15%. 

 

There are some awesome tricks and techniques that I use with my clients that get them some great 

results with their direct mailing campaigns and there are many approaches that you can take. 

 

Here are some tips to help you: 

 

LETTERS OR POSTCARDS? 

Postcards win hands down for me. 

 

They are cheaper and the reader can't help but to look at it! With a letter you actually have to open it 

to see what it is! 

  

SENDING A BROCHURE? 

Make sure you send a cover letter with any brochure that you send 

 

TEST, TEST AND THEN TEST SOME MORE 

No-one has the right to say what will work and what doesn't work when it comes to direct mail. 

 

It ultimately comes down to testing different approaches, tweaking your designs and approach and 

then testing again. 
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GRAB THE READERS ATTENTION 

Whether  you send a letter or a postcard  you have about 5 seconds  to grab the reader’s attention 

and this is best achieved with an attention grabbing headline. 

 

The headline is the first line of your letter or the wording at the top or in bold on your postcard. 

 

Make sure you create curiosity so that the reader reads some more! 

 

SALES COPY 

Make  sure  your  sales  copy  concentrates  on  the  benefits  that  your  product  and service has to 

offer. make sure your letter or postcard answers the "WHAT'S IN IT FOR ME?" question that is on your 

readers mind. 

 

IS IT WORTH IT? 

Make sure that you can measure the success of your campaign in terms of return on investment. 

Keep  costs of what the campaign  has incurred  and the leads or sales that have 

resulted directly from it. 

 

You should be able to calculate the cost per sale and also the number of letters you need to send out 

to get one sale. This will enable you to make better  informed marketing decisions. 

 

LANDING DAYS 

Think  about  what  day  you  want  to  have  your  direct  mail  landing  on  your prospects/clients 

doormat and post your letters leaving enough time! 

 

Some days are better than others for higher response rates.  

 

Thanks again 

 

Sean 

 

Sean McPheat 

Managing Director  

MTD Sales Training 

 
 

  

 
 
 
 
 

 

About Sean: 

Sean McPheat is one of the UK's leading authorities in marketing. Sean has been featured on CNN 

International, ITV, BBC, Arena Magazine and Marketing Week. Sean helps small and medium sized 

businesses, entrepreneurs and business owners with ways to increase their profits through cost-

effective marketing strategies. 
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About Us 
 

 

 

 

 

 

 

 

 

MTD, the sales training specialists, has been working with a wide variety of clients (both large and 

small) in the UK and internationally since 2001. 

 

Since that time we have delivered training in over 23 different countries to over 2,000 different 

organisations. 

 

Our head offices are based in the Midlands where we have our very own training centre, including a 

multi-media suite that enables us to provide a full range of blended learning solutions including video, 

podcasts, e-learning and online support solutions.  

 

We specialise in providing:  

 

• In-house, tailor made sales training courses (1-5 days duration)  

• Open courses (Delivered throughout the UK at various locations)  

• Ongoing sales development programmes (From 5 days to 2 years)  

• Blended learning solutions (online and offline) 

• Sales coaching (With Sales Directors or Sales Executives)  

 
Our team of highly skilled and experienced trainers and consultants have all had distinguished careers 

in senior sales roles and bring with them a wealth of practical experience to each course. At MTD 

Training we will design and deliver a solution that suits your specific needs addressing the issues and 

requirements from your training brief that best fits your culture, learning style and ways of working.  

 

Our Key Unique Selling Point 
“Bespoke, practical and quality training delivered by a trainer experienced in your industry  

is a “given”. Where we really make a difference is how we help your sales peoples to embed  
and implement the learning after the course. We offer industry leading post course support  

to make this happen so you get a real, tangible return on your investment” 
 

 
 

Head Office:  

MTD Sales Training, 5 Orchard Court, Binley Business Park, Coventry, Warwickshire, CV3 2TQ 

 

Website: www.mtdsalestraining.com 

Email: enquiries@mtdsalestraining.com 

Telephone: 0800 849 6732                                                                                              
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MTD Have Worked With... 
 

Credibility and trust are two important factors when selecting an external training partner as you 

will want to know that you are in safe hands. From multi-nationals through to the small business, no 

matter what your industry, size or complexity is, we have delivered training to over 2,500 different 

organisations that include: 

 

 


