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• Best Offline-to-Online Marketing Method

• Drives Traffic to Website by the DROVES

• Can Make You a BOAT LOAD of Money, Especially NOW

When Everyone Else is Still Focusing EXCLUSIVELY on 

Internet (Online) Marketing

• If You’ve Noticed, There Has Been an INCREASE in Mailers 

from Large Fortune 500 Companies (Including Google…an 

“Internet” Company AND Amazon.com) in the Past 3 to 5 

Years

• These Marketers Wouldn’t Venture Into This OFFLINE 

Marketing Method If It DIDN’T Make Them Money



PROS
CONS

PROS

 Consistently Effective (and I’ll Explain 
How/Why Soon)

 As Long As You Follow the “Rules” You 
Can Make Millions Doing This…Like 
Clockwork

 No Limitations on How Much You Can 
Mail or Advertise

 Few Limitations on What You Can Mail

 Hardly Any Competition Since Internet 
Marketing Took Over

CONS

 Postage is Expensive…And Keeps GOING UP!

 Printing is Expensive…And Keeps GOING UP!

 Sometimes You’ll Get a Bad List (Which I’ll Show 
You How to Avoid), Causing a Loss

 You Can’t Sell “Lower End” Products or Services 
Unless You Want to Take a “Front End Loss” on 
Your Mailings (to Build a “Lifetime Customer”)

 Takes More Labor Than Sending Out an Email 
Blast

 Letter Houses WILL Rip You Off EVERY TIME IF 
You Don’t Pay Attention!!













• When Using a Business Envelope with a Mailer 

Inside (Costing 49 Cents to Mail), You MUST Have 

an Offer that Costs the Customer AT LEAST $179.00 

(MINIMUM) Not Including Shipping/Handing Fee

• You Can Go As Low As $97 When Using Standard-

Size Postcards (4.25” x 6”) Which Are Cheaper to 

Mail But…For INFORMATION PRODUCTS ONLY!

• If Using This Strategy, You MUST Have AT LEAST 

ONE Upsell for a MINIMUM of $47 

Extra/Additional

• The Offer Will Be a Product and NOT a Service

• Your Product Can Be Either in the Health 

Supplement Category OR an Information 

Publishing Product



• You MUST Be Able to “Roll Out”  and Market Your Offer 

on a Larger Scale

• Most Recent Buyer Lists Update Every Quarter; Some 

Update Monthly But This Represents About 15% of the 

Lists Out There

• To Have a “Small” Marketing Operation, You’ll Need a 

MINIMUM of 5,000 Names to Mail PER WEEK

• That’s 20,000 Names Per Month or 60,000 Per Quarter; 

Again This is the BARE MINIMUM…to Have a “Decent-

Size” Yet “Small” Marketing Business, You’ll Need to 

Mail 7,500 Names Per week, 30,000 a Month or 90,000 

Per Quarter

• If This Level/Amount of Names Isn’t Available Based 

on Your Initial Research, It’s NOT Going to Work!  No 

Exceptions!



• Some Campaigns Will Pull ZERO in Sales (and This Sucks When 

It Happens!)

• This is Why You Do a “Test” Mailing of Between 2,500 and 5,000 

Pieces for Your Initial Mailing (Using At Least 2 Different Lists)

• Most Postcard Mailings Will Do Between 0.5% and 1% in Sales; 

Thinking You’ll Get 2% or Above on a “Cold” Rented List is a 

Fantasy (But Possible)…Just Don’t Plan for It!

• Don’t EVER Assume That You’ll Get 2% Then Make the Mistake 

of Offering a Lower-Priced Product Because That’s the 

WRONG Strategy!

• Unbreakable Rule:  Make Sure You Can BREAK EVEN at 0.50% 

in Sales

• Second Unbreakable Rule:  ALWAYS Have a Back-End Offer 

and/or Continuity Program (Monthly Billing Auto-Shipment) 

that Will Be Offered in Their Initial Shipment/Package



UNBREAKABLE 
RULES 

MAILING LISTS 

 List MUST Be a “Buyer List”
 UNBREAKABLE RULE:  You DO NOT Want 

“Compiled,” “Universe,” “Masterfile” or 
“Inquiry” Lists!

 List MUST Be Recent AND Be Continually 
“Updating” Each Quarter
 Never Get a List that Stopped Updating 6 

Months or a Year Ago

 A List That’s Been Updating Consistently for 
Two or More Years is Better to Use (Especially 
for a Test) Than ANYTHING That’s Brand New 
on the Mailing List Market

 Your “Smaller” Lists (5,000 Names and 
Under Each Quarter) Will Be Your MOST 
POWERFUL Lists – Use THESE to Start ANY 
Test Mailing
 You Can Do a First Test Mailing with 2,500 

Names Per List (x 2) Even Though Most Lists 
State the Minimum Order is 5,000 Names

 The Longer the “Usage,” the Better
 This Means Lots of Mailers Have Success and 

Keep Using the List Over and Over Each Time 
It Updates

 Must Be “Direct Mail” Generated Sales
 Avoid TV/Infomercial and/or Internet 

Generated Lists/Buyers

 Test Out “Space Ad” or “Display Ad” Buyers 
Since These Sometimes Work Well

 Average Unit of Sale Should Be at $97 OR 
MORE…the HIGHER THE BETTER!



EXTENSIVE 
RESEARCH 

BEST

Information Publishing Products

 Financial Markets

 Including Trading Stocks, Investing 
in Gold, Etc.

 How to Start a Home-Based 
Business

 Including Internet, Envelope 
Stuffing, Home Assembly 
Programs, MLM, Etc.

 Credit

 Getting Credit, Rebuilding Credit, 
Unsecured Credit Offers, Etc.

Health Products

 Male Sexual Enhancement

 Weight Loss

 Skincare



SUCK
WHY 

Information Publishing

 MLM Offers/Programs
 You Can’t Make Money for Yourself If You’re Making 

Money for an MLM Company, Violating  the 
“Percentage Rule”

 Sweepstakes or Free Money
 You’ll Only Get the “Free” Crowd Wanting to “Buy” 

Meaning They Are Cheap And Want Stuff For, 
Well…Free!

 Astrological or “Luck” Services/Books
 Low-End Products Only Work, Violating a Direct Mail 

“Rule”

 Psychic Readings (Including Products)
 If You’re Into This Kind of Thing, Go For It…Otherwise, 

Don’t!

Health Products

 Diet Plans
 This ONLY Works When You Are Offering a FREE 

SAMPLE of Your Product When Selling 
Supplements…Otherwise DON’T BOTHER!

 Anti-Aging and Make-Up Products
 Refer to the “Invitation” Instead of Postcards

 Stuff for “Old People” Like Supplements for 
Joint Pain Targeting  the Elderly
 Dealing with Elderly People on Customer 

Service Issues Requires DOUBLE Your Customer 
Service Staff, Minimizing Profits



BEST

• Standard Size Postcard:  4.25” x 

6” (Max Size for Mailing 

Postcard Rate) Which Costs 

About 0.05 Cents Each to Print

• Cost Per Postcard:  0.29 Cents

• Drives Traffic to Website

• Captures Their Name for My 

Email Promotions (of All 

Products)

• Sells $97 Course with 2 Upsell 

Options

• Profit:  Average of 0.50 Cents Per 

Postcard is MADE (After 

Expenses)





OVERSIZED REGULAR
 Regular Postcard is 4.25” by 6”

 Presorted First-Class Postage Rate:  $0.293 Each

 First Class Rate:  $0.34 Each

 Oversized Postcard is 5.5” by 11”
 Presorted Standard Postage Rate:  $0.309 Each

 Oversized Postcards Get MORE RESPONSE but Cost Only 0.016 More
to Mail in a “Lower” (Slower) Mailing Class

 They Take 2 to 3 Weeks to Reach the Recipient
 Presorted First-Class Takes a Maximum of 3 Business Days to Be Received 

(And 1 Business Day If “Local”)

 I Personally Look at Oversized Postcards and Throw Away ALL Small 
Postcards WITHOUT Looking At Them
 However, I’ve Actually Gotten MORE Response with SMALLER Postcards 

BECAUSE They Have a HIGHER DELIVERY RATE Due to Being First Class 
Instead of Standard (3rd Class or “Bulk”) As the Larger Postcards Are!!

 Four-Color Designs Will OUTPULL Postcards Using 1 or 2 Colors





www.MonicaMain.com/Spreadsheets





• Your Market (First and Foremost)

• You Select Your Market Based on Available 

Mailing Lists

• A Product for the Selected Market

• Your Product is Going to Have to Be “Beefed Up” 

Enough for a Higher Price Point

• A Price Point (As Close to $100 AS POSSIBLE)

• Selling a Bottle of Diet Pills at $50 Via Postcards 

Will Put You Into Bankruptcy Within 2 Weeks or 

Less So…DON’T DO IT!

• For Both Downloads and Consumable Products, 

Front-End Product Price Should Be Around $100 

and Your Upsell Product Should Be Between $50 

and $75



• Front-End Product

• $99 MINIMUM Price

• Back-End Product

• $47 to $97 Price

• Continuity Product

• $47 to $97 Monthly

• PREFERABLY BOTH!



 You Make the MOST MONEY When You Have a SIZABLE Email 
and Mailing List Because Your Biggest Company Asset Will Be 
These In-House Lists That You Build

 If You BREAK EVEN to Acquire a Customer, This Customer Has a 
30% to 50% Chance (Minimum, Depending on How Many 
Products/Offers You Have and How GOOD Your Products Are) 
Spend More Money Between Now and the Next Full Year

 Break Even on the Front End Puts You in PROFIT on the Back 
End

 This is Why You MUST Get OUT of Break-Even and INTO PROFIT 
As Fast As You Can

 Upsells (in the Packaging), Additional Product Sales (Within 30 
Days of Initial Sale), Etc.





ONLY





1-Step

 1-Step is When You Are 
ASKING FOR THE ORDER the 
First Time Out (In the Sales 
Piece In the Envelope)

 Your Expected Conversion 
Rate is ALWAYS LESS THAN 
1%

 In Most Cases,  You’ll Be 
LUCKY to Make 0.25%

 This Makes a 1-Step Mail 
Order Strategy 
UNDESIRABLE Using an 
Envelope Mailer Anymore

2-Step

 2-Step is When You Are NOT 
Asking for Money or An 
Order Upon First Initial 
Contact
 This ALSO Includes Postcard 

Mailings

 You Are Asking for a CTA 
(Call to Action) to Drive 
Them to a Website, to Call a 
Phone Number, Etc.

 On the 2nd Step is When You 
Ask for the Order/Money





• Up to 4 Pages:  $200 or Less

• Up to 8 Pages:  $500 or Less

• And Some More Pricing Rules:

• I’ve NEVER Had a Cold Direct Mail Campaign Work for a Product I Priced 

At MORE Than $397

• My Current Offer is an 8-Pager Selling a $397 Course

• I Get a MAXIMUM of 0.37% in Sales When I Take Out Women on the 

Mailing Lists for My Business Credit Offer

• You Can’t Mail More Than 8 (4 Double-Sided) Pieces of 20# Bond Paper 

Inside a #10 Envelope Without Going Over 1 Ounce (and Having to Pay 

MUCH MORE in Postage)

• You Have MORE LEVERAGE with a 4-Page Sales Piece Because You Can 

Add a Double-Sided “Lift” Letter Including Testimonials, Typically on a 

Different Color Paper

• All of My Main Sales Pieces are on White Paper Printed with Black Ink 

ONLY



• Figure Out Your Product Cost (Raw)

• Charge Between $12 and $20 for Shipping

• Estimate Actual Shipping Cost Based on Postage Rates

• We Ship USPS Priority Mail (USPS.com)

• This Allows Us to Ship to PO Boxes While Getting the Best Shipping Rate 

and Getting the Product to Our Customers Within 2 Days, In Most Cases!

The 

“Range”

Where 

You’ll Be 

Financially 

on Most

Mailings

Why Do You 

Think I’d Be 

“Okay” 

Here…

Below the 

“Range”…?

Here’s 

Why…



½

%

¼

%

1%

• You’ll Make Money on Your Back-End Product and Your Auto-Shipments 

(Continuity)

• You Can Actually BREAK EVEN or Take a SLIGHT Loss on Your Mailing and 

STILL Make Money

• Many Mailers Out There (Especially for Health Products) Thrive Off Break-

Even or Slight-Loss Mailings

• Remember, Long Gone Are the 2% Mailing Days…You HAVE to Line Up 

Your Numbers Correctly BEFORE Mailing a Single Piece to Make Money 

Doing This!







POSTCARD 

Highly Effective

Cheaper for Printing

Cheaper for Postage

Grabs Attention

Easier to Do Your Own Campaigns



2-STEP
 DO NOT Try to “Sell” Anything With a Postcard

 Do NOT Include a Price of Your Product

 It’s ONLY to Drive Traffic to a Site

 ALWAYS Have “Bait” to Get the Prospect to Your Website
 Bait is a FREE Report, FREE Book, FREE Video, FREE Audio Seminar 

or Several (or ALL) of the Above Elements

 Specify a Value (i.e. $197 Value Completely FREE of Cost!)

 Value Can’t Be Too High Otherwise It’s Unbelievable (i.e. $997 Value for a 
16-Page Ebook…NOT Believable!)

 Yes, You Can ALSO Have a Toll-Free Phone Number WITH a 
Website Address But Don’t Use a Phone Number WITHOUT a 
Website Address
 Toll-Free Numbers Get VERY Expensive and Taking Leads Off a 

Voice Mail is Very Time-Consuming!

 “Blind” Always Works Better Than Specific













“Blind”

www.MonicaMain.com/Postcard



1) Don’t Use a Letter Shop!  EVER!!  They’ll Rip You Off Every

Time!

2) Do the “Labor” Yourself But Automate It

1) Printing Names and Addresses on Postcards is Easy to 

Do

2) TIP:  Print 4 Postcards on a Sheet of Cardstock 

(Double-Sided), Print Names/Addresses, Then CUT the 

Postcards Apart AFTER Printing Names/Addresses

3) Use First Class Stamps to Guarantee Faster Delivery and 

Mail Forwarding

4) Always Drop Your Mail on Monday (Unless Monday is a 

Federal Holiday…Then Push to Tuesday or Mail Friday 

Before)

5) Pause All Mailings Starting the Week of Thanksgiving 

Until the First Week of January and ENJOY a VERY LONG 

VACATION Each and EVERYYear!



This is What I Pay for Oversized Postcards 

Using My LOCAL Printer for 20,000 

Oversized Postcards…

$1,500

Actual Quote from My Chinese Printer

Same 20,000 Pieces

$500 +  $200 (for Shipping)

(AKA More Cash in Your Pocket)



My New Printer in China Who Handles ALL of My Sales Letters, 

Envelopes, and Postcards:

Libby Wang
Website:  www.ChinaPrintingService.com

Email:  sales05@chinaprintingservice.com



• When You Drop Your Mail on Monday, People Will Start Receiving 

Your Postcards in 2 – 3 Days for Presorted First-Class or 10 – 14 Days 

for Presorted Standard

• About 70% of Your Sales Will Come In Within 7 Days Their Receiving 

Your Mail

• The Additional 20% Will Come In Within An ADDITIONAL 7 Days 

Thereafter, About 5% Will Trickle in a Month Later, and the Last 

5% Will Come in SEVERAL MONTHS Later

• ALWAYS Provide MULTIPLE WAYS for Customers to Place Orders  

• Phone, Fax, Mail, and Online…For Fax, Get an E-Fax Number

• OPTION:  Use Something Called An “8-Question Q&A Order Taker 

Service” Which You Can Get from American Voice Mail at $199 Per 

Year INSTEAD of a “Live” Order Taking Service (Which Will Cost You 

an Arm and a Leg Hundreds Per Month…to Start!)

• www.AmericanVoiceMail.com or 800-347-2861

• Be Able to Take Credit Cards

• Other Options:  PayPal, Clickbank.com

• No More Need to Pay for a Toll-Free Number, Even Though It Won’t 

Hurt!

• Kall8.com is Recommended for an “Instant” Toll-Free Number



“BREAK EVEN” 

 You Have to Understand the MARKETING PROCESS to Survive 
and THRIVE in the New Economy

 This Means Creating Your “Pre-Destined” Funnel Plan

 If You Make Money on the FRONT-END Campaign, GREAT!  Be 
Prepared in Case You Don’t

 Have AT LEAST 3 “Like” Products Right Off the Bat

 Here’s an Example:

 Business Opportunity “Plan” (As a Course)

 Second Business Opportunity “Plan” (Also As a Course)

 DVD “Training” Series (6 to 10 Videos) Pertaining to Either “Plan”



Prospects

Max

Sales

Multiple

Product

Options





• Average Sales Response:  0.62 ½%

• With the Numbers Set-Up Above, Average Weekly Profits:  $6,307.50

• Average Monthly Profits:  $25,230

• Double Profits with 20,000 Pieces a Week!

• Yes, This Takes Work and Time But It’s WELL WORTH IT!





INVITATION MAILERS!

 This is a HYBRID of a “Full-Mailer” with the Two-Step 
POSTCARD EFFECT

 This Means That You’ll Be Now Spending $0.49 Cents 
Per Mailer Instead of the $0.34 Cents for the Postcard 
Rate

 PLUS…You’ll Be Spending a Little More on the Actual 
Printed Invitation (Plus and Envelope) vs. What a 
Postcard Costs Per Unit

 But…You Actually ARE AHEAD (Financially) Using 
This Strategy

 Here’s How…



Postcard

 Stamps:  $0.34 Cents Each

 Printing:  About 4 Cents 
Each (4-Color)

 Total Hard Cost Each: $0.38

 Labor:  Peel & Stick Labels 
and Stamps

 Deliverability:  Iffy (Since 
This is Viewed as “Junk”)

 Receipt:  Tossed Faster by 
Recipient (Looks Like Junk)

Invitation

 Stamps:  $0.49 Cents Each

 Printing:  About 10 Cents 
Each (Including Envelopes)

 Total Hard Cost Each: $0.59

 Labor:  A LOT (Including 
Hand-Writing Names)

 Deliverability:  Near 100% 
Because It Looks Personal

 Receipt:  Will Get Opened 
Each and Every Time!



 On the Outside

 It Has a STICKER Return Address

 The Address is HAND WRITTEN

 The Stamp is LIVE, Ideally a Commemorative Stamp

 On the Inside

 It Refers to Invitation on the Front

 You Open It Up for the Inside View

 You “Sell” Something for Free

 You Give a CTA (Limited)

Successful

Sally Smith
1234 Main St.

Somewhere, CA 90012



FINANCIALS CHANGE 

 Instead of Receiving a MAXIMUM of 0.50% in Sales Response 
from a 1-Step Mailing, the 2-Step Invitation Gets A LOT MORE in 
Response

 This, Of Course, REQUIRES EXCELLENT SALES COPY
 Excellent Response-Pulling Headline

 Pre-Headline and Post-Headline (Triple-Headline)

 You Have to SELL FREE (With the “Offer You Can’t Refuse” 
Strategy)

 Give a Solid CTA (Call to Action) with a DEADLINE or Sense of 
Urgency

 If Done Correctly, You’ll Get a Response of 2% to 5%

 This Beats ANY Postcard Campaign I’ve EVER Done
 I’ve Gotten a MAXIMUM of About 2% in Response from Postcards
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25 INQUIRIES 

 1,000 Invitations = $590 to Mail

 Add About $150 (Per Thousand) for the Mailing List

 Add $25 for Labor

 Total for the Mailing = $765

 Base of 2.5% in Inquiries and Selling a Product of 3 Levels:
 Level 1 = $199

 Level 2 = $399

 Level 3 = $599

 Mid-Level: $399

 Average Sale Will Be 15% to 20% on 2.5% in Inquiries
 25 Inquiries Per 1,000 Invitations

 4 Sales Per 25 Inquiries (Low End)

 $1,596 Gross

 Average Profit Per 1,000 Invitations = $831





 It’s On Your Flash Drive

 All You Have to Do Is CONVERT the Report to Have 
MULTIPLE LAYERS of Product “Kits” or Options

 If You Don’t Like the Product Type, Use the Invitation 
Template and Sales Letter Template to Apply to a 
Different Product

 This is a VERY PROFITABLE CAMPAIGN and If You 
Want to Make Upwards of $8K Per Week in Profits 
(Mailing 10K Invitations Per Week) Then DO THIS 
STRATEGY!!



 On a DIFFERENT CAMPAIGN, I’m Using This for the Following “Levels” of 
Prices
 Level 1 = $297

 Level 2 = $497

 Level 3 = $2,497

 My “Average” is HIGHER Than the Middle = $997

 Here’s How the Numbers Work Out is an Average Sale of 12% on an Inquiry 
Percentage of 3.34% (334 Inquiries on 10K Pieces)

 Gross Sales Per 10,000 Invitations = $39,959

 Base Profits Per 10,000 Invitations = $32,309
 Total Mailing Costs = $7,650

 I Can Only Do About 10,000 of These Per Quarter Due to Limits in Getting 
the Right Type of Mailing List So Huge Roll-Out Isn’t an Option

 I Have a Student Doing This With Stock Trading and Doing MUCH BETTER 
Than I Am With My Project Because He’s Able to Get About 15,000 Names 
PER WEEK and His Mid-Dollar Amount is HIGHER Than Mine!!




