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While one advertising campaign might
cost $3,000, how much does it cost to
have automated materials sent directly
to your clients–and read by them–every
month?

Answer:  That $3,000 would probably get you a
year’s worth of newsletters emailed to 50 to 5,000
people subscribed.

With email management systems (listservers) making
it easier to send newsletters electronically, it’s
tempting to get carried away with promoting your
products with sales talk and your company ‘news’. 
But, as traditional forms of advertising are being
blocked or ignored by readers, marketers are
increasingly looking to e-newsletters to inform as
well as gradually build brand awareness. 

And because e-newsletters work so well in line with
functional websites, they also drive traffic to view
business’s online content. 

A difficult choice to make is between your company
producing newsletters yourselves, or outsourcing.
The commitment of time and resources shouldn’t be
overlooked, as patchy or irrelevant content can “do
more harm than good”, according to Jakob Nielsen
(website useability guru). He says if a company does
hire a freelancer, they need to understand online
writing styles. 

When producing a newsletter, remember:  brevity,
relevance and theme.  Short articles are more likely
to be read, especially with catchy headings.  Keep all
articles and tips relevant to your reader’s interest -
ie. what they signed up for. Ensure articles are of a
similar theme, with variety being from the types of
articles and research sources. 

Another point to remember is to add “human
interest” - make it less corporate and more human. 
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Making an impact!

Charter World have an eye-catching mailout,
which they send electronically

Your business card is a simple inexpensive way to make a
good first impression on your customers. Consider these
tips for the most effective use of your business card:

m Include a brief description of the nature of your
business beneath the company name. This will
remind and educate people about what you do.

m Use different business cards to describe your
business or to print helpful information. You might,
for example, list useful or interesting telephone
numbers. 

m Take a good supply of business cards everywhere
you go. Hand them out generously at meetings and
other gatherings.

m Place a small photo of yourself on your business
card. This connects the card with you instantly.

How to use your
business card as a
marketing tool

Have you ever thought about the impact the direct
mail your company sends out makes on others? If
your answer to this question was "No" then please
read on…

One simple and very cost effective way of ensuring your
potential customers read your mail-shot is to make it as
eye-catching as possible.

This can be done merely by using a different type or
colour of paper, and perhaps combining the change with
more illustration and less text. The recipient may not
remember the beautiful poem you wrote about why they
should try your services, but any pictures, especially
humorous ones, will be harder to forget.

If you feel that an artistic imagination is not one of your
strengths, try to find a graphic design service. Tell them
your idea and they will translate it onto paper for you
until you are happy with its' visual impact and the
message it will convey to your customers.

Graphic designers or your print manager can also help
you with paper selection. If you feel blissfully ignorant of
the varieties of paper available, ask your printer to show

you the sample papers, to help select the
most suitable one.

The type of words you use will also affect
whether people choose to read it. Certain
words which nearly always gain a person’s
interest are... power, money, love, free!

Think about it…the reason you throw most
leaflets away is that they have failed to arrest
your attention. So don't forget to create an
impact!
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m Include your business card when paying
your bills. You never know when the
recipient might need your services.

m Think about the size and design of your
business card. Oversized, folded and
vertical business cards have certain
advantages because they stand out from the
crowd. However, they may be more
difficult to sort and read so be a little
careful.

If you would like help with designing or
updating your business cards, then give a
graphic designer a call.  

Power of Wordscan also advise on the best local
designers and printers to use, and even manage
your print job for you.

Next month...
l The PR issue - all about how to promote

business through editorials and seminars.
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Services to Meet Your Needs
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Brochure Content Tips
Essential content

do what they're meant to be doing; they are
not concise or clear, not well-written or
designed to make an impact. Anything that
looks like junk mail usually ends up in the
bin.

A good brochure invariably makes its point in
the first twenty seconds. If it fails it will be
discarded. If it passes the twenty second test
but is not read in its entirety, the very least
you hope is that it will be kept on file. In this
respect, business cards may have a longer
shelf life than the average brochure.

A brochure can be an effective
tool for responding to prospect’s
enquiries or addinginto your
regular mailouts. A brochure
must first have good content, so
consider hiring a copywriter. 

In your initial planning, conclude
what the contents should be first,
then think about design. This
should grow out of the subject
matter.

As printing is costly, have a
proofreader check the content for
grammatical errors. Then the
printer ‘proofs’ will only have to be
checked for layout and colour
errors. 

l Ensure headlines and subheads are attention-grabbing
enough for skimmers to read the copy. 

l The front panel should contain a headline and graphic
related to your business. Then inside, copy which
describes your services and addresses the needs of your
prospects. 

l Professionals should list qualifications and memberships
of associations which add to your credibility.

l Add diverse testimonials from satisfied customers.

l Ask for action - send in the order or call the hotline. 

l Consider including a money-back guarantee - a sales
stimulator. This must be followed up with a refund policy. 

l Your company name should appear several times.

On the positive side... 
Broadband may be coming

Does your promotional
material pass the 20 second
test?

Telstra recognises Central Coast
Businesses have needs?

Yes, according to recent TV commercials, Telstra
invites local business owners to talk to them about
their needs. Well, how about the lack of ADSL
service to many areas despite all mass promotions;
like the fact that it takes 3 calls to Telstra (or other
provider relying on Telstra) to get them to put a
simple phone line in?  

Oh, and mention the fact that their business
rates are some of the highest, classing calls from
lower Coast to Sydney as STD (50-85km, 85-
165km), with connection fee of 32c. Check out
some competitors (like AAPT) who may charge that
same call as a timed Community call, at a third of
the price, with lower connection fees.  

Congratulate Telstra Country Wide personally at
40 Mann Street, Gosford.

We are suffering increasingly from
information overload...
and as there's a limit to how much we can
take in, the superfluity of facts – both relevant
and otherwise – is heightening the need for
brevity and clarity, simplicity and relevance in
all forms of communication (keeping
sentences short, unlike this one!). None more
so than in the traditional brochure. 

Brochure apathy is almost a recognised
disease and this brochuritis has spread
chiefly because too few examples of the genre

Telstra Country Wide ® Regional Managing Director
NSW, Mr Roger Bamber, said the company's
bandwidth roll out across NSW will see more than 500
exchanges scheduled to be upgraded this financial
year. 

Telstra Country Wide's regional exchange
infrastructure plan includes:

· upgrading an additional 98 exchanges with ADSL in
NSW this financial year, in addition to the 400 sites
already enabled across NSW; 

· providing another 30 business digital subscriber
line (BDSL) exchange upgrades this calendar year,
in addition to the 140 already enabled.
"As a result of the ADSL Demand Register program,

new exchange areas are qualifying for ADSL each
week as communities across New South Wales meet
the threshold levels to be eligible for ADSL," Mr
Bamber said.   See full article
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Contact Us 

Copywriting  Editing  Marketing Strategy  Articles  Newsletters  Multimedia  Print projects

Address: Jennifer Gibbons
Power of Words
PO Box 591, Gosford NSW 2250
Telephone:  (02) 4382 3836
E-mail: jen@pow.net.au

(c) Copyright Power of Words.

To receive your FREE Small Business Total Image Manual , please outline your need
for services below:

Name/Co.:

Address:

Tel: Fax: Email:

Please contact me to quote Please send me a brochure     

www.pow.net.au

This newsletter is brought to you by
Power of Words, a NSW Central Coast
based copywriting service.

If you no longer wish to subscribe, please
email us with “remove” in subject.


