
Harness the Power of Direct Marketing - 

More Small Business Power Tools 

 

One of the most powerful tools available to small businesses is direct mail. By this I don't 
mean electronic, Internet-based mail, but the old-fashioned kind that requires a stamp and 
a trip to the post office. 

Why is direct mail such a powerful tool? 

It's a way for small businesses, especially retailers, to separate themselves from the big 
box stores such as Best Buy and Wal-mart, and to compete successfully with the 
Amazon.coms and Ovestock.coms of this world. 

The power of direct mail, if done right, is that it's like getting a letter from your sister, 
mother or aunt. The postman brings it to your home. It's addressed to you personally. 
And when was the last time you received a letter from Best Buy, Wal-mart, Amazon.com 
or any Internet retailer? If so, it was undoubtedly via email and designed to be read by 
hundreds of thousands of customers - not much personalization there. 

The first thing you need to do to start an effective direct mail campaign is capture the 
names and addresses of your customers. This is easy for service organizations like carpet 
cleaners, auto repair firms, instant printers, and the like. They already have their 
customers' names and addresses. All they have to do is put them together as a mailing 
list. Retailers such as jewelry stores, antique dealers, liquor stores, restaurants, etc. have a 
tougher time because they don't have an easy way to capture their customer's names and 
addresses. 

There are a couple of answers to this. One is the old fishbowl gimmick, where you ask 
customers to deposit their business cards in a fishbowl with a prize to be given away in a 
drawing at some later date. I personally think this has been overdone. Plus, I have heard 
stories of unscrupulous sales people cleaning out the fishbowls themselves and using the 
business cards as sales leads. 

A second alternative is to post a "guestbook" somewhere near your cash register with a 
sign offering a free newsletter to all those who register. To make this work, you and your 
employees have to be kind of aggressive in urging all your customers to sign up, and you 
can expect that many will not. However, persistence is a virtue and if you keep this up 
long enough, you will capture enough names and addresses to make the effort 
worthwhile. 

I also like the idea of offering customers some small reward for providing their names 
and addresses. One version of this that seems to work well is a "frequent diner," "frequent 



buyer," or "frequent customer" card. Give your customers small, inexpensive cards that 
you can punch whenever they buy from you (or just visit your store) with the promise of 
a free something after 10 or 12 punches. Naturally, they have to register for the card and 
viola! You have their names and addresses. 

Last, and most expensive, you can buy a direct mail list targeted toward your best 
prospects. Chances are, there is at least one company in your area selling lists of 
prospects by criteria such as recent home buyers, camera buyers, child care customers, 
etc. 

Once you have captured enough names and addresses (maybe 100 or more) to begin a 
direct mail campaign, you have a couple of alternatives. One, you can input the 
information yourself. Or, two, if you're strapped for time, you should be able to find a 
local high school or college student to input the information for you. He or she can use 
either a word processing program or a database program to build the list. It's just simple 
data entry and you might offer $0.5 or $0.10 for each name/address input. I like to use a 
word processing program because once the list has been built; it's fairly easy to create 
personalized letters, etc. using the program's mail merge features. 

What do you then mail customers? I like newsletters a lot. They can be as simple as a 
single page printed on both sides or as complex as four to eight pages. Another good 
alternative is personalized letters. Just make sure that whatever you choose to send your 
customers is important and meaningful and always include an offer designed to bring 
them into your store or to call you for more information or to make an appointment. 

It takes time, money and dedication to develop and implement a direct mail campaign. 
But it's a powerful tool that can pay for itself in just a few months and then keep paying 
off for years to come. 

For more information on creating an effective newsletter, be sure to look for my article, 
"Small Business Power Tool: Customer Newsletters." 

Article by Douglas Hanna. Douglas is a retired advertising and marketing executive and 
long-time Denver resident. He is the webmaster of http://www.all-in-one-info.com, a free 
resource for information on a variety of subjects. Please visit his site to subscribe to his 
free newsletter, "Tips & Tricks to Save Money & Live Better." 

 
MORE RESOURCES: 

RELATED ARTICLES  

 
16 Methods for Getting Free Advertising 
1. Place copies of your circular on bulletin boards throughout your community, such as in 
coin-operated laundries, grocery stores, barber shops, etc.  

 



Seven Ways to Waste Your Money on Yellow Pages Advertising 
Each year there is a Yellow Pages arms race where competitors in each category are 
encouraged to out spend each other. There is only one winner in this arms race, and it is 
not you! Too many advertisers waste their money on Yellow Pages advertising without 
first considering their marketing strategy.  

 
Offline Advertising Tips 
Since most of us are always online and our business is online, we often forget the 
importance of advertising our business offline. Print advertising can be one of the best 
forms of advertising for your buck.  

 
Fax Broadcast Services Get Your Message to Millions 
If your company is one of those innovative businesses that has taken advantage of new 
fax broadcasting technologies to get your message out, you've probably come to realize 
that the fax broadcasting services industry is ever-changing and new developments are 
coming out all the time.It's pretty much a full-time job just to manage a fax broadcast 
database of any size, not to mention keeping the related fax broadcasting software 
updated and operational.  

 
How to Use the 3 Most Common Direct Marketing Measurements to Increase Your 

Profits! 
John Wanamaker, a 19th century entrepreneur, once famously made the statement, "I 
know that half of my advertising is wasted, I just don't know which half." Fortunately for 
today's marketers, there are scientific ways to determine which half is wasted, and which 
half is not, through the use of common direct marketing measurements.  

 
Consider These Pressing Facts Before You Renew Your Yellow Page Ad 
Your Yellow Page Ad Deserves More than 10 Minutes of Thought a YearBefore long, 
your Yellow Page directory rep will be paying you a visit. It's an annual event that 
happens several months before next year's directory goes to press.  

 
Classified Ads That Get Results 
Classified ads do not have the big market appeal that a full color display ad has, but they 
are still one of the most economical ways to get your business into the public eye. And, 
because classifieds do not demand expensive eye-catching designs or ingenious wording 
that you often see in direct-mail campaigns, they are a perfect marketing avenue for even 
new entrepreneurs.  

 
5 Reasons Why Headlines Are Crucial To Your Website's Success 
Without a powerful headline, your message stands little chance of being noticed in an 
increasingly competitive marketplace. If your headline doesn't capture attention and pull 
prospects into your sales copy, than your marketing effort is a total waste of energy and 
resources.  

 
Mobile Detailers; Customer Window Displays 
Mobile detailers have all types of customers, many of whom are self-employed. We 



know that these customers love their automobiles as most Americans and therefore love 
the services we provide.  

 
Imprinted Promotional Items - Their Many Marketing Applications 
There are many uses for promotional items. This means that they are just not used as 
freebies for a grand opening special.  

 
How To Make Your Yellow Page Ads Work 
I hear it often, "advertising in the Yellow Pages directory doesn't work!" I smile 
knowingly and wait for a pause in the conversation, and this is what I say in response to 
their claims?"It's not the medium - it's the message?and it's probable the market too!" 
Blank stares often accompany that opening statement. But they do work - and they work 
well? IF you know how to use them.  

 
How Much Money Do I Need to Spend on Advertising? 
Q: I've never really done much advertising for my business; I've always relied on 
networking and word-of-mouth. Now I'd like to launch a small campaign, but I'm 
frightened it will cost a lot of money.  

 
The Motivational Triggers That Make People Buy 
In order to sell more products and service, you need master customers' mind. Put youself 
into customers' shoes and think what customers want.  

 
Why I Like The Ads I Hate! 
It's been said that the antidote to liking/loving is not hating,but indifference. So, when an 
ad makes you angry or disgusted orevokes any other strong emotion, it has done it's job.  

 
Electronic Score Boards 
Wide range of electronic Key venues around the globe has turned to Electronic score 
boards that not only look breathtaking from every angle and distance, but provide 
consistently reliable performance year in and year out.Different type of sports including 
athletics, track cycling, running events, street cycling and mountain bike, swimming, 
synchronized swimming, diving as well as inline skating, water polo, ball spots, motor 
sports, alpine skiing, cross country and biathlon are some of the areas where Electronic 
score boards perfect fits solutions for.  

 
Advertising Inserts 
One of the best and easiest ways to advertise without having to worry about shelf life of 
those who would most likely use your services or buy the products from your small 
business is to use inserts in your local newspaper. A marketing piece might also be to 
insert our flyers in the daily newspaper.  

 
Worn Out Brochure Design Is Keeping Small Business Owners Down 
I got another one of those calls the other day..  

 



How to SAVE Yourself from Spending too Much Money on Advertising! 
How much money have you spent in Advertising, Promotion & Marketing? If you're like 
most people you've probably spent over $1000 or more. Many individuals and companies 
have spent $2000 to $50,000 in Advetising within a course of 1 Year.  

 
Commercial: Consumer - Discounts - Misleading Advertising 
Marketing is an important tool for attracting customers. It is commonplace to see banners 
announcing bargains of "70% off the retail price.  

 
7 Tips for Better Ads 
The content of advertising is basically the sameno matter what the media. It is good and it 
works,or it is bad.  

 
 

 


