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“How to Get Mr. Big to Run to the Phone When Y ou Call”

Pamela Y dlen has hdped her dients achieve gppaintment rtios as high as 70 percant. She shared her tipswith
members attending the 2001 MDRT Annud Medting.

Mog direct mail sent by finandid advisors goes directly into the trash. It'stypicdly boring, me-centered, and usudly
contains aweek reason for the progpect to respond.

Hereareafew of thethings thet are different about the letters 1've designed:

- Weuseaheedling, or a"grabber,” or both. A grabber is something you endosein the letter that “grabs” your
prospect's atention. Y our heedline and/or grabber are 90 percent of the effectiveness of your Idtter. It'swhat gets your
progpect interested enough to even reed thefirst peragrgph of your |etter.

- My letters dso dways contain positioning Satements that focus on the benefits the products and services provide your
prospects, rather than focusing on the product or fegtures

- My letersdso dwaysincorporate asrong " cdl-to-action.” Weve found thet it's powerful to offer some sort of free
andyss, such asa"Fnandd Check-Up and Andyss” or an "Asset Protection Andysis™ These have more
percaived vaue than Smply saying you want to mest with your progpects.

- Weds givethem severd optionsto request ther free andysis We never say were going to follow up by tdephone,
because it mekesthe progpect more passve. However, wetypicaly mekeafalow-up cal.

Rik Reversa

The primary reason progpects dont want to meet with you isthet they fear it's going to be nothing but asdespitchand a
wade of their time. We apply risk reversd asaP.S. in our letter. Well say something like, "I'm so confident youll find
thistime profitable that if you fed your time waswagted, | will write your favorite charity acheck for $50." I've never
hed adient yet who was asked to pay up morethan 1 out of 100 opening interviens

Wherethe Fun Redlly Comesin

What redly mekes these I etters fun are the grabbersthat we use. Y our copy should dways match your grabber. Some

examplesindude

- "Why have | atached an Alka-Sdtzer tablet to the top of thisletter? Because what | haveto say is so importart, |
nesded to make sure this|letter got your attention. And since 1'm about to solve some of the biggest heedachesyou
face asabusiness owner, | thought this would make an gopropriate eye-catcher!™

- A Band-Aid with the message, "I have dtached a Band-Aid to thisletter because | have some wedth-building idess
thet are so cutting-edge, you may need it!"

- Weve even endosad canoe paddies, everything from miniature 6-inch paddles to some aslong astwo fest. The
message reeds, "Will your current financid planleave you up the cresk without one of these?" One of my dients sent
acanoe paddiewith aletter to crosssd| dients on another product. He sent out just over 100 Ietters The mailing
resulted in $77,000 in commissons over atwo-month period — and these were dl people he had sant other Iettersto
beforewith dmost zero result!

PamdaYdlen isthe CEO of Progpecting & Marketing Indiitute, which spedidizesin hdping finandd services
professonasincrease their sdles productivity. Sheisthe author of The Ultimate Power Prospecting and Marketing
Success Sygemand co-author of Zero-Resistance SHling. Her entire presentation by the same nameisavailadblea
MDRT’ s Power Center (Www.mdrtpowercenter.org).
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