Marketing

Letter Doctor by George Wachtel

A Mortgage Finance Offer
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Our super low rate Bedford Opportunity Mortgage™
lets you dramatically reduce your monthly payments.
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This piece from Bedfond Home Loans,
selling mongage refinance, illustrates
some kev Sdo’s™ and “don'ts™ about
financial direct mail effons. Here are
my commenis about the letter:

© Letter setup: The overall “look™ of
this letter is attractive. It uses four-
color artwork to gain attention and is
written in one page with just enough
text to complete the sales message.

@ Salutation: There are akwvays choices
on how to deal with a prospect or existing
customer name in the salutation. Here,
they choose not to add a prefix for a “Ms.
Wachtel™ but opt for a first-name saluta-
tion. This is a style choice, which works.

@ Attention getter: The real yellow
"sticky” affixed to the top of the page
will grab the reader's attention, espe-
cially using the prospect's first nama!
They could have made it more effec-
tive by using the text of the top head-
line [“dramatically reduce your
monthly payments”) instead of pre-
maturely introducing their 800 number.

@ Copy theme: The letter opens with a
quick promise to the reader; and then is
echoed in the call to action, telling the
reader the process is "fast and casy.”

@ Parallel construction; The five bullet
points use a mix of sentence struclures;
but would be better served starting all with
action verbs (like in their points 3 and 4).

@ Call to action: Bedford does a good
job of providing information with sav-
ings flustration; and allowing interested
prospects the options of an 800 num-
ber, website or mail-back reply coupon
{with a postage-paid reply envelopa).

@ PS.: This is an important part of the let-
ter. ltintroduces an added benefit of pre-
approval {which really isn't needed until
the reader is convinced he is interested)
and adds a sense of urgency.
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Gearge Wachtel is chairman of WardCam Ine,,
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