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Simple: it's a thank−you letter. The first reason a thank−you letter is so valuable is obvious − it makes
the recipient feel good. This elevates you from the silent majority who never expressed their
appreciation in a letter.

A phone call just doesn't have the impact of a letter. In a day, whatever you said on the phone fades
into the horizon like the sun. But not a letter. A letter has time to sink in. It can also sit on the recipient's
desk as a lasting memento of your appreciation. A phone call just doesn't compare to the lasting
goodwill generated by an appreciative letter.

The Most Valuable Letter

So, the most valuable letter is to thank someone; and the time you ALWAYS write it is when you
receive a business referral. "Thank you for the opportunity and the privilege to be of service to your
colleagues." A business referral is not to be taken lightly or casually, it's the utmost show of trust a
client or friend can display in you. It's the leap of faith that you'll perform exceptionally well. "Thank you
so much for your referral and your trust." The person who recommends you puts their own name and
reputation on the line for you. Does it deserve a letter? You bet. This letter is the least costly AND most
effective piece of advertising you can write, bar none. Least costly? AND most effective? Hummm...

Did you notice how casually the "Thanks for your kind referral" letter has now become the most
effective piece of advertising you can write? It's no longer in the "I'll just dash off this thank−you letter"
category.

Why is it so effective? And what can you do with a "Thanks for your referral!" letter that makes it so
effective? For one thing, you can make the person feel comfortable with their recommendation of you,
because you're going to do the very best job you possibly can for their friend. You're going to lean over
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backward to look good, and to make them look good for giving a referral of someone so conscientious.
You can't make them feel like this with an ad, but it's easy to do with a letter.

Your letter can convince them that you appreciate the trust they've placed in your products or services.
You can make them feel, well, like they should refer more people to you all the time. And therein lies
the beauty, the value, and the monetary worth in the most valuable letter you can write: the receiver
will remember it, and when the opportunity comes up again, they will continue to refer people to you.

You've heard of word−of−mouth advertising as the best (and the cheapest) form of advertising? Well,
this is how you make it happen, again and again.
Sending a Hard−Working Gift

What does my office do for people who refer direct marketing consulting or copywriting clients to us?
We send them a Cross Pen, and we have THEIR name engraved on it (the only person who wants a
pen with my name on it is me!) Don't worry, they'll remember where they got it! By the time we ship it to
them with the nice box it comes in, and of course our own personal letter of thanks, it costs us about
$25. Is it worth it? You tell me: the prospect already trusts us from receiving the recommendation from
a friend. If we do any work for the new client, our copywriting and consulting fees range from... well,
we get our $25 back pretty soon. Many clients stay with us for years.

We don't convert all the prospects referred to us into actual rent−paying customers. Some don't need
our high−powered direct marketing or response−driven sales material. Some aren't ready to launch
products just yet; and some are just fishing. But we always seem to get more referrals from the referral
source. Which we really do appreciate.

If you'd like to get more business, write an exceptional "Thank you for your referral!" letter, and keep it
at−the−ready in your computer. If you have $25, send them an engraved Cross Pen with your letter of
thanks. If not, a letter by itself will do nicely. You can't buy that kind of advertising − that goodwill or
trust, or those kind referrals − at any price. Or can you?

"Magnify Your Sales Letter's Potential By 50% Or More With A Technique That 95% Of Website

Sales Letter's Aren't Using!"

By Mike Jezek

You don't want your competitors to read this!
Friend, in the next few moments, I'm going to go ahead
and reveal to you a simple and yet, little known technique
that's being neglected by 95% of the website sales letters out there.
This technique when applied to your website's sales presentation
can increase response. What am I talking about?
I'm talking about the "Lift Letter."
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Having a lift letter integrated with your website's main sales letter
may just be the shock force that sends a surge of more sales rolling
in. Ok, you may be asking, "What is a lift letter?"
A lift letter is nothing more than another one or two page sales letter
in addition to your main sales letter. Question.
Have you ever gotten a direct mail package containing
a little folded note urging you to buy, which was usually
a canary yellow or light blue color? That's a lift letter.
Many direct mail packages use them. However, there has been debate
as whether they are worth the cost. Why? As you know,
conducting a direct mail campaign can be expensive!
And most savvy companies, once they have a successful
direct mail package, try to streamline it to make it more
cost−effective without suppressing response. And sometimes
that lift letter is scrapped. But how does this apply to you?

You have a website business. And chances are, you have a 6−14 page
website sales letter. To add a link on your website to a web page
with a lift letter on it won't cost you a cent! How do you set up
a lift letter?

At the remaining last 2−3 closing paragraphs of your website's
sales letter, simply add a link saying something like this:
Still unsure? Click here. /Want more proof?
Click Here. /Need another opinion? Click Here.

These links simply lead to a web page with a 1−2 page lift letter.
You could even have a lift letter of 5 pages, as there are no
set rules here. You can also place one of these links in a P.S.
as well. Or even on an order page.

Tips for creating a compelling lift letter:
It can simply be a long testimonial or endorsement.
It can be in a memo format. It can be in a news release format.
It can simply be a sales letter with someone else's signature
at the end. The main point to remember here is that your lift letter
needs to be signed by someone else other than you or your company
to make your sales presentation more believable and persuasive.
Go ahead and start testing a lift letter to see if it pulls in
more sales for you. And tell me about your success.

Yours FREE! Free 10−minute Sales Letter Critique! I'll reveal the weak spots of your sales letter and
show you how to boost your response. Just email me the link to your sales letter. Hurry, available for
only the first 25 who respond! www.irresistiblecopywriting.com Psychological Sales Letter Specialist
(TM) Mike Jezek
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