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What is a ‘sales letter’?
EmailEmail

Landing pageLanding pageVideo scriptVideo script

WebsiteWebsite

Direct mail Direct mail 

FlyerFlyer
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Poll 1
Do you use a successful sales 

letter (one which routinely 
delivers results) – of any type – in 

your business? 

What is a ‘sales letter’?
EmailEmail

Landing pageLanding pageVideo scriptVideo script

WebsiteWebsite

Direct mail Direct mail 

FlyerFlyer
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Why direct mail?

76p & 115p76p & 115p

Very few people do itVery few people do it

The power of being noticedThe power of being noticed

Harder to ‘delete’Harder to ‘delete’

Different reader mindsetDifferent reader mindset

Other tools to help get it readOther tools to help get it read

Poll 2
Have you ever used printed 
direct mail – the sort that 

requires a stamp?
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Just because you send it does NOT mean 
they will read it – or even open it!

Just because you send it does NOT mean 
they will read it – or even open it!

It doesn’t need to fit on one pageIt doesn’t need to fit on one page

Don’t bang on about how great you are -
no-one gives a sh*t about you!

Don’t bang on about how great you are -
no-one gives a sh*t about you!

There is no ‘proper way’ to write a sales 
letter – only YOUR way

There is no ‘proper way’ to write a sales 
letter – only YOUR way

Some myths dispelled … 

Who is your audience?Who is your audience?

What are their burning issues?What are their burning issues?

Stop, think and plan…

How are you going to 
help solve them?

How are you going to 
help solve them?

What do you want to happen 
next?

What do you want to happen 
next?
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You should simply be selling 
your no-brainer next step …
You should simply be selling 
your no-brainer next step …

… leave the reader in 
NO DOUBT WHATSOEVER 

what needs to / will happen next

… leave the reader in 
NO DOUBT WHATSOEVER 

what needs to / will happen next

What do I want to happen next?

A conversation. A meeting. 
A trial. A free review / audit.
A conversation. A meeting. 

A trial. A free review / audit.

Looking forward to hearing your feedbackLooking forward to hearing your feedback

Please feel free to take a look at my websitePlease feel free to take a look at my website

What might that NOT look like…

Contact me to arrange a telephone conversationContact me to arrange a telephone conversation

Just call me back on 01234 123456Just call me back on 01234 123456

Contact me if you have any requirementsContact me if you have any requirements
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Essential elements 
of a great letter … 

Summarise WHY they should 
want to read on

Summarise WHY they should 
want to read on

It should provoke interest and answer the 
reader’s questions – WHY should they be 

interested in what follows?

It should provoke interest and answer the 
reader’s questions – WHY should they be 

interested in what follows?

The headline…
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Engaging and compelling 
copy is VITAL

Engaging and compelling 
copy is VITAL

Write with energy and momentumWrite with energy and momentum

Use stories Use stories 

Tackle objections head onTackle objections head on

Take them by surpriseTake them by surprise

Write compelling copy…

Use humourUse humour

15

16



04/06/2020

9

Use a strong dual readership pathUse a strong dual readership path

Use sub-headsUse sub-heads

Photos / graphics / cartoons Photos / graphics / cartoons 

And fonts matter!!And fonts matter!!

Dual readership path…

Include bullets & listsInclude bullets & lists
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What guarantee can you offer?
Can you make it a ‘no brainer’?  
What guarantee can you offer?
Can you make it a ‘no brainer’?  

Social proof: who else - like me –
is doing this? 

Social proof: who else - like me –
is doing this? 

Your credentials – why should I even 
consider working with you?

Your credentials – why should I even 
consider working with you?

Supporting proof…
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What’s the offer? And the deadline?What’s the offer? And the deadline?

How do I access the offer?How do I access the offer?

Single call to actionSingle call to action

The call to action…

The PS and the PPSThe PS and the PPS

Multiple ways to access the offer / CTAMultiple ways to access the offer / CTA

Always ask for feedbackAlways ask for feedback

Do ask … 
“How can I make this better?”

Do ask … 
“How can I make this better?”

Test it out … 

Don’t ask … 
“What do you think of this?”

Don’t ask … 
“What do you think of this?”
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Craft you letter: don’t just write itCraft you letter: don’t just write it

Keep asking “Why should my reader 
even care?”

Keep asking “Why should my reader 
even care?”

The BIG DOs!!

Challenge every word, paragraph and 
statement for its right to be there

Challenge every word, paragraph and 
statement for its right to be there

Don’t just talk about YOU 
3:1 ratio of YOU to I/we

Don’t just talk about YOU 
3:1 ratio of YOU to I/we

Don’t  try to have sex on 
the first date! One step at a time …

Don’t  try to have sex on 
the first date! One step at a time …

The BIG DON’Ts
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Be engaging, interesting, 
controversial, challenging, witty, 
memorable, obnoxious even …  

Be engaging, interesting, 
controversial, challenging, witty, 
memorable, obnoxious even …  

… but NEVER – EVER - commit the 
cardinal sin of being DULL!

… but NEVER – EVER - commit the 
cardinal sin of being DULL!

But whatever else you do…

You really ought to be ‘following 
up’, so be pragmatic…

…try sending just 5 – 10 at a 
time, not 500! 

You really ought to be ‘following 
up’, so be pragmatic…

…try sending just 5 – 10 at a 
time, not 500! 
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Lumpy mail… 
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Gets past gate keepersGets past gate keepers

It’s more intriguingIt’s more intriguing

Much more memorableMuch more memorable

Why does ‘lumpy mail’ work?

Makes follow up easierMakes follow up easier

Much more likely to read itMuch more likely to read it
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The ROI is now a staggering 
472,700%, which you will 

know is not a typing error! 
For example, we won 

£135,000 of fees in one 
week in November last year. 

The ROI is now a staggering 
472,700%, which you will 

know is not a typing error! 
For example, we won 

£135,000 of fees in one 
week in November last year. 

All ways personalise the letterAll ways personalise the letter

Good quality paperGood quality paper

Coloured / interesting envelopesColoured / interesting envelopes

The Devil is in the detail!

Don’t frank itDon’t frank it

Hand address / handwriting labelHand address / handwriting label

Wrap it to avoid gatekeeperWrap it to avoid gatekeeper
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Poll 3
How likely are now to try using a 

direct mail letter?

Essential elements 
of a great letter
The checklist…

Essential elements 
of a great letter
The checklist…
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Paul Barnes of 
Cariboo Digital
Paul Barnes of 
Cariboo Digital

Goal 1: initial 
conversations
Goal 1: initial 
conversations
Goal 2: download 

the playbook
Goal 2: download 

the playbook

Are you clear who 
would benefit from 
receiving this letter? 
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List 3 things that are good about it

List 3 things which could be improved

List 3 things that are missing

If you received this, 
what would you think 

was the next step? 
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Would you feel compelled / 
motivated to take that step?

Any other comments?
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Dear Sir/Madam 

How confident are you that you’re building the right product for the right customer ? 

Building software products these days is a challenging prospect. On one hand, everyone is telling you 

to use no-code tools and build it yourself. On the other, they’re telling you to deliver in the latest 

software stack with the latest agile techniques. 

But what if none of that matters? What if you’re building a product for a customer you don’t truly 

understand. What if you build solutions to problems that your customers don’t really have? What if 

they’ll never even pay for your product once launched ? 

Spoiler Alert - it won’t!  

We see non-technical founders and established businesses alike, identify their killer idea, and get 

straight to hiring a development team to build the dream app. But unfortunately, this often falls 

short of expectations.  

A development team that has cost a fortune before you’ve even got a customer, a digital product 

that doesn’t satisfy a real unmet user need or a product that            but fails to capture customer 

demand and you’re forced to throw in the towel, taking your investment and heart with it. 

We don’t have all the answers, but we do have an approach we think will: 

• help you build the right product for the right customer,  
• reduce your exposure to risk and  
• satisfy your need for being in control 
• Inform where to channel your investment capital. 

We’ve written a visual playbook that puts together a smorgasbord of techniques, activities, 

processes and methods from design thinking, pretotyping, Lean Startup, Agile and many more. 

This, our experimentation engine, builds your confidence by accumulating evidence that your 

business can thrive. It helps you identify the techniques that get you from identifying real customer 

needs, by creating experiments that turn into products, that drive strategic business value for your 

organisation. 

If this approach to building software products gets you thinking, please feel free to download and 

read the book <link here>. 

If you’d like to know more about these techniques and how they might help you deliver better 

products for your customers, then we’d be pleased to schedule a call for us to learn more about 

each other. 

You can select a suitable time for you <here>. 

We hope to hear from you soon. 

 

Yours sincerely, 

Paul and Juan, The Experimentation Engine. 

Review the following letter … 
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Your notes: 

Are you clear who would benefit from receiving this letter?  
 
 
 
List 3 things that are good about it 
 
1 
 
2 
 
3 
 

List 3 things which could be improved 
 
1 
 
2 
 
3 
 

List 3 things that are missing 
 
1 
 
2 
 
3 
 

If you received this, what would you think was the next step?  
 
Would you feel compelled to take that step? 
 
Any other comments? 
 
 
 

 



 

Name 

Company 

Address1 

Address2 

Town 

County, Postcode        

Date 

 

 

Congrats on getting your initial investment sorted… 

But NOW is where the hard work really begins!! 

 

Dear First Name 

So, you’ve got past the first big investment hurdle by sourcing your initial funding. You’ve convinced 

investors to buy in your big idea and they clearly believed in you enough to offer up the seed capital 

to get you to the next stage. Seriously, that really is quite an achievement – they obviously saw 

something very special in your business idea - and you.   

However, investors are professional gamblers and they know that not all of their bets are going to 

win; which means they will be ruthless in separating the wheat from the chaff at an early stage. 

So, no matter how big that first hurdle may have seemed, it really is just a very small step on your 

overall investment journey.  

If you want to keep investors interested, you’ll quickly need to validate your idea with something 

much more substantial, or they are unlikely to help you getting your next round of investment.  

So, whilst your idea, passion and communication skills were critical to get the first stage of 

funding – successfully getting through the next stage means developing a provably viable digital 

prototype - one you can back up with proper market data. 

Which poses you major challenge – how do you achieve that with minimal risk? Hiring in a 

development team at this stage could quickly drain your resources - and there’s no guarantee 

they’ll get it right first time. 

Which is why you might be VERY interested in finding out 

more about our ‘Experimentation Engine’ process… 



There’s plenty of technical gubbins out there telling digital entrepreneurs how develop new 

products but what if none of that matters? What if one – or even all – of these scenarios play out …? 

• What if you’re building a digital product for a customer need you don’t truly understand? 

• What if you build solutions to problems that your potential customers don’t really have?  

• What if those customers don’t buy your big idea once it’s launched? 

The sad reality, in my experience, is that more far projects fail at the initial development stage than 

succeed. Primarily because the app simply does not meet a well-defined customer need.  

I frequently see business founders - like you - identify a killer idea but who dive straight into hiring 

in a development team to build their dream app. The outcome often falls short of expectations due 

to lack of critical market information - and that just doesn’t need to be the case for you.  

Our ‘Experimentation Engine’ approach simply removes your risk 
We have created the Experimentation Engine with the specific purpose of reducing risk making sure 

you are much more likely to get it right first time. 

Its powerful, multifaceted approach combines hands-on consultancy 

with a suite of powerful experimental and tools for you to deploy.  

It’s a great way to … 

• ensure you build the right product for the right customer 

• reduce your business’s exposure to risk  

• satisfy your need for being in control of your project 

• inform you how to channel your investment capital 

The Experimentation Engine was born out of our considerable experience helping dozens of 

entrepreneurs successfully bring digital ideas to market. It allows you to explore experimental and 

modelling techniques that will help you identify real customer needs and hence viable products.   

It really is a lower-cost, no-brainer alternative to the ‘hire first and work 

it out later’ approach that most digital entrepreneurs take! 

So where do we go from here? 
What I suggest is that I give you a call in a couple of days and we can decide together whether an 

exploratory Zoom meeting makes sense at this stage. That way we can get a much better feel for 

one another and consider whether our approach is just what you need right now. 

My very best wishes 

 

Paul Barnes 

In charge of making seeds grow 

“The guys at Cariboo 

have been instrumental in 

helping us bring our idea 

to market. They are super 

smart in the way they 

approach projects.” 

Bob Smith, MD of X 

 

 

PS We’ve put together a FREE visual 

playbook that offers up a mix of 

techniques for you to try… 
www.caribooplaybook.co.uk 

http://www.caribooplaybook.co.uk/

