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Direct Forum is a free email newsletter containing useful direct marketing tips, news updates and how-to
information. It’s convenient, informative and I am not trying to sell you anything!

1. Five helpful tips that will make
your copy more persuasive.
2. Five helpful tips that will make
your layouts more impactful.

3. Video of the month: Sick Beats.
4. I need your help: Please take
this short survey.

Five helpful tips
that will make your copy
more persuasive.
TIP 1: IF YOU ARE WRITING A LETTER MAKE IT LOOK LIKE ONE.
A letter consists of:

1

1. The sender (client’s logo)
2. The addressee—who it’s going to (salutation)
3. Why you are writing (your pitch)

2

3

4. Your message
5. Any images to highlight the message or explain
what you are selling or talking about

5
4

6. The closing (what do you want the reader to do?)
7. Who it is from?
8. The P.S. (That restates the main gist of your
communication.)

Mal Warwick’s rule of successful letter writing
says that we should make different sections look
different. The reader gets bored easily and if they

6
7
8
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see something with the same
style throughout, it will look
like a lot of reading, which
means work.
TIP 2: GET THEM
FROM THE START.
There’s no question about
the importance of the
opening sentence. It is, in
effect, a screening device,
giving readers an opportunity
to decide whether or not the
message will be of interest
to them.
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questions you answered with
‘yes,’ the more you’ll like
Psychology Today.”
It not only sets the mood
for selling the funny story
which links so well with
psychology, but also when
you get done reading all of

the copy, right down to a
quotation from Shakespeare
at the end, you feel you’ve
been complimented for
your intelligence and not
just given a sales pitch.

Here is a great example:
Outer envelope: Do you
close the bathroom door
even when you’re the only
one home?
How could anyone fail to
open that envelope? And
when they got inside, they
found a two-page letter and
questionnaire.
In this case, the
questionnaire is not only a
screening device but also has
intriguing questions that you
want to know the answers to.
And you want to know how
well you did.
As it says on page 3 of
the letter, “The more

CONTINUES ...
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TIP 3: USE RHYMES
IN YOUR HEADLINE
OR SUBHEADS.
The most memorable
thing about the OJ Simpson
trial was the words from
Simpson’s lawyer, Johnny
Cochran, “If the gloves
don’t fit, you must acquit!”
It’s a fact that rhymes
are more memorable and
persuasive than the same
statements without rhyme.
For example:

As German researcher
Siegfried Vogelle said,
“Your communication piece
has 22 seconds to live. The
first 8 seconds are spent on
deciding whether or not to
open the envelope. Another
4 seconds go in examining

the contents inside and
the last 8 in scanning the
letter and deciding if to
read it, keep it for further
review or discard it.”

The Rhyme as Reason
Effect (also called the
Eaton-Rosen Effect) is the
phenomenon that occurs
when a catchy phrase
rhymes, like the example in
the saying, “What sobriety
conceals, alcohol reveals.”
CONTINUES ...
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We’ve all known plenty of sayings that
have become immortal and that have been
passed down over many, many years, such as:
“A friend in need is a friend
indeed.” “Birds of a feather, flock
together.”

Here’s how it began:
Remember when you were
a kid? A “dreamer” was
put down as someone who
would never amount to
anything — destined to be
a “non-achiever” for life.

Rhyme is also a useful mnemonic device
as the repetition of each similar sound
creates a framework for easy memorization.

What a myth!

The same principle applies to Alliteration
too, when one sound is near the same sound:
humble house, potential power play, picture
perfect, money matters, rocky road, or the
old familiar children’s verse “Peter Piper
picked a peck of pickled peppers.”
Here’s how I used it in a letter appeal
asking donors to help homeless youth:

Let me tell you about some
“dreamers” who became
super achievers in direct
marketing. They succeeded
beyond their wildest dreams.
Bob went on to describe such “dreamers”
as L. L. Bean, Len and Gloria Carlson,
and Lester Wunderman. Then he added:
But of all the dreams-cometrue, which I have witnessed
over the years, there is
one which supersedes all
others. A dream-come-true,
which has touched all our
lives, a dream which will
live beyond our lifetimes.

“Your donations will
ensure that our kids
survive and thrive.”
TIP 4: MAKE IT CONVERSATIONAL.
A good direct mail letter — even
though sent to a large audience — must
give the reader the feeling it is from
one person to another person. Make it a
dialogue not a monologue. Write like you
are in conversation with your reader.
Case in point: a classic letter written
by Bob Stone (Author and Partner of the
Agency Stone and Adler) to raise funds
for what was then called the Direct Mail/
Marketing Educational Foundation.

The letter went on to describe the dream
of creating the first Direct Marketing Center
at a major university and asked for
contributions to a $1.2 million capital fund
to make it happen. The letter ended
with this postscript:
P.S. It is my fondest dream
that you and I will be there
PAGE 4
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to witness the
commencement
exercises of the
first graduating
class with a
degree in Direct
Marketing.
The letter successfully
raised the necessary
1.2 million dollars needed.
Barnaby Kalan’s “write
like people talk” rule. Use a
conversational, natural
style. “Write like you talk,”
says Barnaby. “Speak in
language that’s simple and
easy to understand. Write the
way your prospects talk.”
TIP 5: TELL A STORY.
This hardly needs
an explanation.
Example: the famous
Wall Street Journal letter
alongside, that brought in
over $1 million in
subscriptions.

Don Kanter’s rule on
selling.“The trouble with
most writers is that they
think their job is to write
copy. That is equivalent
to a salesman saying his
job is to talk. The real job
for both is TO SELL.”

A WRITER’S JOB IS TO
ENGAGE HIS READERS.

CONTINUES ...
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Five helpful tips
that will make your
layouts more impactful.
TIP 1: GUIDE YOUR READERS.
One of the main jobs of the designer is
to guide the reader through from page-topage and not overpower the copy with design
or the use of colour.
This means:

TIP 2: DO NOT OVER DESIGN
YOUR COMMUNICATION PIECE;
THIS IS NOT AN ART PROJECT.
In fact the more home-crafted the piece is,
the better it will perform.
Example:

• Images need to be a part of the story
rather than just being cute or interesting.
• The typeface should be legible.
• Subheadings in the body copy must draw
attention to the next paragraph that tells
the story.
• The design must clearly differentiate
between the headline, intro and body copy.
And if there are call-outs, they need to
stand out too, but not interfere with the
narration of the story.
Ted Kikoler’s rule of keeping readers
engaged. “Keep the readers eye moving
and the mind interested. Not bored or
distracted either by the monotony of
the copy or by any words, images or
graphics that can jar or distract.”

CONTINUES ...
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Dean Rieck’s rule of design. “Make the
design active. Neat, tidy, linear layouts make
the piece feel settled, peaceful and still. This
is not what you want. You want a design that
feels active and, therefore, spurs action. Use
bursts, callouts, tilted pictures, arrows or
whatever you need to create this feeling.”

TIP 4: ADD AN ELEMENT
THAT IS INTERACTIVE.
Getting your readers to interact is a
powerful way of getting them to respond as
well as making your message memorable.
Example below:

TIP 3: CROP OR PLACE YOUR
IMAGES TO HIGHLIGHT THE
ESSENCE OF YOUR MESSAGE.

This spring help a child’s voice be heard…

Remove any part of a picture that is
unnecessary. The reader’s mind will
automatically fill in the missing part or
place it in such a position that works with
your message.

Dear Friend,
Soon it will be spring, a time of year when all children eagerly look forward to
running carefree in the outdoors again, full of rejuvenated energy and hope. Yes! Spring is
freedom.
Yet for many children with physical disabilities, freedom is the one thing they cannot
WEofNEED
YOUR
HELP NOW,
EVER
enjoy without the assistance
necessary
equipment.
Simple MORE
everydayTHAN
tasks that
we all take
for granted,
likesupport
just opening
envelope
or holding up this letter, can be enormous
Your
now isthis
even
more crucial:
challenges for these children.
• Requests for essential equipment surpassed our ability to provide funds by over
Takeinfor
example Nicholas. (I like to call him “Nicholas the Lion
$500,000
2003
Hearted”). He was born with cerebral palsy. He not only has had to endure
• By
the end ofspastic
2003 pains
we were
to place overbecause
400 families
in Ontario
on a
excruciating
andforced
joint dislocations
his bones
were
waiting
for than
2004his muscles, but he also had a hip replacement and a tube
growinglist
faster
insertedalltoof
dispense
medication
relax
his muscles
andcomes
reducefrom
the pain.
• Almost
the money
that wetoget
to help
these kids
people like you

Example: The famous Volkswagen ad.

He suffered in silence because he did not
have the
SPRING
ISability
HOPEto speak or to express where
or how much it hurt. Only his mother could sense his agony.
Your valued support can help make a difference. A gift of $35, $50, $100 or whatever
Shecan
appealed
to us now
for help.
the assistance of generous supporters like you, The
you
afford right
will With
help enormously.
Easter Seal Society, Ontario was able to provide Nicholas with a special Dynavox
You
don’t
have
to
send
in
the
whole gift at once. That’s why we’ve created the
communication system.
“Partners In Caring” program – it’s easy, it’s convenient, and by simply filling in a couple of
This communication system allowed him to express himself for the first time. It was a
details on the enclosed pledge card, you can make small affordable monthly payments of
momentous occasion for the whole family because it had finally given him the freedom to
$10, $15, or whatever amount you think appropriate (and you can cancel at any time –
communicate. In a thank you note he wrote to us he said: “Easter Seals helped me find my
what could be easier?)
voice – now I can be heard.”
Your continued support will change children’s lives. You will be helping with
In reality it is not Easter Seals that deserve his thanks. It is YOU. Your gift did more
equipment like a walker or a wheelchair to give them mobility, a communication device
than assist a mother and her child’s pressing needs, it brought them both joy and hope.
to enable them to speak or communicate, or a ramp to give them accessibility and
Your gift is soBest
powerful
recognizes
physical
disabilities
may limit
independence.
of all because
you willitgive
them athat
chance
to lead
more fulfilled
livesthe
as they
function
grow.of children’s bodies but it does not limit their spirit, competence, skills, or their
desire to enjoy the same freedom that all children deserve.
Most of us can only imagine what it feels like to have a physical disability.
is expensive
and it isit not
just
children
with physical
ToBut
getequipment
a small idea
of how limiting
feels,
take
this simple
test: disabilities who
are facing enormous hurdles, it is also their parents. In many families one parent has to stay
1.
Close
your
middle
finger
and
place
your
hand
on
a flat surface.
home as a caregiver, so the entire family must survive on a single paycheck.
2. Keep the other fingers extended.
Or often the burden of raising a child with special needs falls on a single parent. In
3. Now try and lift your ring finger.
either case, funds to continually replace outgrown equipment or to purchase equipment
Feel
the frustration?
Now,
open
your hand and then
needed just to function
or survive
are please
severely
limited.
open your heart and give a child with a physical disability a gift of freedom.
1185 Eglinton Avenue East,Suite 706,Toronto, Ontario
Yours sincerely,

M3C 3C6
Telephone:(416) 421-8377 Toll-free:1 (800) 668-6252 Fax:(416) 696-1035
Visit our Web site on the Internet – www.easterseals.org email:info@easterseals.org

E04D-LC

Charlotte Gibson
President and CEO
P.S. The enclosed address labels are our way of thanking you for your loyal support in the
past and your continued pledge now. Let the labels remind you, each time you use them,
that you are helping give children with physical disabilities the freedom to be the best they
can be.

E04D-LC
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TIP 5: MAKE SURE
YOUR IMAGES FACE
THE READER OR THE
COPY AND NOT
OUTWARDS.
A picture of the person in
your communication looking
straight back at the reader
always gets noticed. If you
are using an image that is
not looking back then make
sure it leans in toward the
copy. Images that face
inwards from both edges of
the paper act like brackets to
contain the eye and keep the
focus on the copy. If an
image is facing outwards,
then the eyes tend to follow
the direction towards where
the image is pointed
and the reader may not
return to read the copy.
Example alongside:

CONTINUES ...
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Video of the month:
Sick Beats.

Cystic fibrosis (CF) is a chronic, life-long, and life-shortening
disease, involving the build up of heavy mucus within the lungs
– a primary goal of treatment is to keep the airways clear to avoid
serious infection.
For kids with CF, airway clearance therapy is the worst part of
their day. The current approach to airway clearance is bulky vests
that pound the chest until the mucus is loosened and coughed out.
Love the way they leveraged technology to surprise and delight
more than 30,000 people in the U.S. living with CF. Watch how
they made this more fun for them.
Link to video: https://youtu.be/kFselNrEXvw
Credits
Advertising Agency:
Area 23, An FCB Health Network Company
Campaign		
SICK BEATS
Advertiser		 Woojer
Brand			Woojer
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I need your help:
Please take this short
survey.

I am often unsure if I am providing you with the kind
of information in my newsletters that is valuable to you
or not. So please do me a favour and fill out this survey.
QUESTION 1: How valuable is the information in
the newsletter? Please rate: On a scale of
1 to 5, where 1 is boring, and 5 is inspiring,

1

2

3

4

5

QUESTION 2: Do you have any suggestions for
how Direct Forum could be improved?
Drop me a hint.
Send an email to billy@designersinc.ca
with your response.

Thank you kindly.
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OPT IN, OPT OUT, OPTIONS:
To subscribe, email me at:
billy@designersinc.ca
To download back issues of my
newsletters go to ‘Freebies’ on my website:
www.designersinc.ca
To unsubscribe, send me an e-mail
simply saying, “Please, remove.”
To participate, send me an email
with your article suggestions.
To post a comment, please include your
name, email address and your thoughts.
Let me remind you that your name and/or
e-mail address will never be shared, sold,
circulated, or passed along to anyone else.
BKS Fundraising/Designers Inc.
1806-77 Harbour Square
Toronto, ON
M5J 2S2
© Designers Inc.
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