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Six golden rules for better responses to your 
offers 

 

Like a lot of people you probably shudder at the thought of having to create both hard copy 

and electronic copy. This can be information for marketing campaigns, sales letters, 

advertisements, online content, surveys, sales training, blogs or face to face presentations. 

 

Although you can leave it to professional copywriters, what happens if you haven’t got the 

time, don’t know a competent copywriter or have don't have enough loot in the kitty to pay 

the fees of a copywriter? Then you will have to give serious consideration to being the script 

writer and producer of your own show. 

 

 
 

 

Consider these simple rules to add zing to your writing, sting to your offers and getting more 

people to take your advice or saying yes to your pitches for appointments. 

 

Verbal , face 
to face 
presenting 

• Eye contact 

• Power words 

• Options to act 
now 

• Case studies 

• Visuals 

Hard cover 
presentations 

• Colour and 
graphics 

• Benefits and 
advantages 

• Options to act 

Online and 
electronic 
presentations 

• Spaced 

• Pleasing 
graphics 

• Options to act. 
Calls to action 
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1. Address the individual 

 

Large companies may write letters, but individuals read them. Individuals act on what you 

offer. Your message is read by individuals, generally not a group. So write to individuals. 

 

Don’t fall into the habit of writing your material as if you were addressing a conference or a 

large group of people. Imagine the prospect is sitting across the table from you. You are 

eyeball to eyeball with them. Get them engrossed in what you are saying as if they were 

sitting opposite you. 

 

Think how you would address them if you were discussing their individual requirements and 

needs. Consider how you would get them to act now, interact with you and communicate 

with you. This is important for verbal presentations, graphic presentations (PowerPoint) and 

online content presentation. 

 

2. The Power of “You” and “Your” in communicating to others 

 

It is not about what “I”, “me”, “our” or “we” when writing copy. In fact it has little to do with us 

at all. It is not about what you can do or offer, but about what is in it for the receiver of the 

message. The recipient of the mail or electronic contact needs a dramatic impression to 

motivate them to do something. 

 

If you want to have greater impact with your target market, then liberally sprinkle the offer 

you send with the powerfully self possessive words YOU and YOUR. 

 

Example: Instead of saying, “We provide a no charge first interview” change it around to: 

“You get tremendous value in your first interview because you pay nothing.” 

 

3. Have a call to action through questioning 

 

Marketing is an attempt to get people to take action on an offer. The easiest way to instigate 

a call to action is to ask a question. Some great interactive questions you can use begin like: 

 

 Imagine if you could………..? 

 How would you feel about…………? 

 What do you like most about………? 

 If I could show you a way to (insert benefit) would you be interested? 

 What if we could eliminate………? 

 When is the best time to …………? 

 

Questions are powerful in the interaction process. You can use questions at the beginning of 

a letter, in the middle of copy, at the end of a letter, for online content, in surveys or 

questionnaires or even as a PS after the signature in a letter. 

 

Questions require an answer. This can be verbally, consciously or sub- consciously 
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4. Load up the benefits 

 

The competition to grab people’s attention in the written word is very competitive. We see 

thousands of ads, messages and requests to grab our attention in a day. Either people are 

interested or they are not. 

 

So what constitutes an effective strategy to get people’s interest? People are only interested 

what an offer is, if there is a benefit or advantage. 

 

 How can you express your offer that fills the benefit space? 

 Why would people want to take the time to read your message? 

 Is your offer a promise? 

 Is your offer a wish fulfillment? 

 What can you do better than anyone else? 

 Does your offer save time? 

 Does your offer save money? 

 Does your offer relieve complexity? 

 Will your offer give the user credence pride or bragging rights? 

 What benefits and advantages does the acceptance of your offer bestow? 

 Is your offer, solutions or transaction based? 

 

5. Common courtesy 

 

Although we live in a world that runs at breakneck speed people still respond to certain 

common courtesies that they demand. This can be simple things like: 

 

 Getting their name right with the correct spelling 

 Pronouncing the name correctly 

 Having a choice of how they can say yes to your offer 

 Saying please and thank you in your correspondence 

 Getting their title right 

 Asking for the order in a non-abrasive style 

 Having a range of ways to pay for the service 

 Giving the alternative to “opt out” with grace 

 

6. Clear speak and short sentences 

 

Keep your sentences short. Long legalistic, rambling sentences lose people. The eye 

becomes tired. The brain takes extra effort to deduce the message. Next thing your 

correspondence is in the WPB (Waste Paper Basket) or your email has been trashed. 

 

Give your message impetus by using language that the reader can understand easily and 

relate to quickly. Use short words. Create mental pictures with your words. Develop a sense 

of urgency, enthusiasm and purpose. 
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Activity: Map your presentations and communications initiatives against these six focal 

points. 

 

This article is reprinted with permission from Jim Prigg CEO and founder of Knowledgemaster Pty Ltd. 

Knowledgemaster is an online resources company that delivers practical communications, interaction, 

sales and soft skills tips, tactics, techniques. Learn more about winning business programs and 

courses by calling Jim on 03 5232 1500 mobile 0408 520453 or jim@knowledgemaster.com.au . 
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