
A vital message from one serious business owner to another.......  

 

How you can give your sales a potent "booster shot" 

without a fancy web-site, price wars, social media, pay 

per click, newspaper advertising or increasing your ad 

budget! 
 

 

Dear Business Owner 
 

     I know your time is too valuable for long-winded sales pitches so I'll get right to the point.  

 

 I'd like to help you grow your business by cashing in even more on one of your most valuable 

assets: your customer base.  And before I go any further, I want you to know that I'm offering 

you my help with a risk free guarantee at a very affordable price – just bear with me for four 

short pages and then you’ll have my entire proposition, no fluff and no bullsh!t. 

 

     First of all, do you know why your customer base is so valuable??  Of course you do -- they 

are the people most likely to buy from you in the future because they've bought from you before.  

In other words, the trust that must exist before a sale happens is already there.  Here’s what 

marketing superstar Jay Abraham had to say about customer bases in his revolution book 

"Marketing Secrets: businesses with the aim of maximising their bottom line profits must keep 

their current and past customers in their marketing cross-hairs at all times. 

 

    I don’t tell you this show that I have studied what actually works, but because I want to be 

truthful with you. Every cold call you get is trying to sell you there solution, not a solution that 

works.  
 

Within your own customer base are Humongous profits – and  what are you  

doing to dig them out?? 
 

     If you're like a lot of businesses, you're applying part of  this wisdom already.  For example, 

you're probably sending service contract renewal notices before they expire.  You may be 

sending letters about other services, and you might even be distributing a customer newsletter 

every once in a while.   
 

     But what would happen if your communication was even better?  What if you communicated 

with your customers on a more personal level?  Suppose your offers were clearer - in terms of 

why you're making them and why your customers should accept them.  Suppose the language 

you used was more compelling.  Finally, do you think it would make a positive difference if your 

messages were united under a common theme: why you currently are, and always will be, the 

best choice for your customer's heating and air needs instead of a competitor??  

 

    What about if you could automate all of the above in the same way the major players in your 

industry do now?  
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     If you think it would make a difference, then you definitely need to read on to see how you 

can do a better job of staying in touch with your customers – sooner and more affordably than 

you might think.  Using our Small Business Loyalty Scheme – something the major players in 

your business already do. 

 

     The problem is, up until now these schemes have been massively expensive. Sainsbury’s 

spend around £4m per year and I would imagine Tesco’s do the same. Entry level schemes could 

cost £150,000. Which is why I have spent the last year creating a solution for small firms. 

 
 

Let me give you the steps to give your sales an extra punch, now…. 
 

After we have installed and set up the Loyalty Scheme package for you we move onto step 1. 
 

Step 1: Build a selling proposition that is unique to you.   
      
     Also known as your Unique Selling Proposition or USP, it is the distinct, appealing idea that 

sets your business apart from every one of your competitors.  Maybe for you it is the lowest 

prices, or quickest service, or best trained technicians.  But here’s the problem: these are the 

probably the same words 90% of competing business owners describe their businesses as well.  

Consequently, these descriptions don’t mean much to customers as they make their purchase and 

repurchase decisions.     

 

     That means in order to get maximum value from your customer communications – and all of 

your other marketing also- you must give the specific reasons why customers should continue to 

purchase from you instead of your competition.  And you must state it in a very clear and concise 

way.  This is exactly what I’ll do for you once the loyalty scheme is in place.  I’ll conduct a 

thorough business analysis in any one of ten ways in order to “smoke out” the things you do best 

that are most appealing to your marketplace.  I’ll then take what they are and turn it into a 

proposition which is believable, credible, feasible, memorable, distinct, and makes a big promise 

which is meaningful to your customers.   

 

Step 2: Help you define some offers that are very meaningful to your customers.   

 

     This step begins with your selection of an offer.  This could be a service, contract, or product, 

we just need the ones you feel would add the biggest boost to your bottom line, or help create a 

special relationship after you offer it to your customers.   

 

     I’ll then collect the meaningful facts about your offer that your customers will want to know 

to give them the “complete story.”  These include why you’re making the offer -- to express 

appreciation for past business, pass on an exceptional discount, introduce a great product or 

service, among many others.  Other facts I’ll collect include why your customer should accept 

your offer, and any potential consequences of declining your offer and just maintaining the status 

quo.   
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Step 3: Turn your offer and all the meaningful facts into a marketing campaign using the loyalty 

scheme and a convincing proposition.    

 

     What are the ingredients of a hard hitting campaign with a convincing proposition?  One 

ingredient is a good headline that catches the readers attention and gets them to read the rest of 

the letter or mailing.  A second is that it needs to sell results, not just the product or service.  A 

third is to write in a way that overcomes skepticism by explaining how the results are possible.   

 

Altogether, I’ll build first campaign in accordance with  criteria used by the best copyrighters in 

the world.  Significance for you: a much higher impact when your customers get your  offer.  
 

Step 4: Take the initial campaign and turn it into a template for you to use again and again.  

 

     For maximum results, you want your campaign to be personal.  This means referring to a 

person by their actual name instead of using generic wording like “customer” or “valued 

customer.” It’s often been said that a person’s own name is like “music to their own ears.”  Why 

not use it to your advantage as a way to make customers even more receptive to your offer??   

 

    The loyalty system allows this to happen automatically when they register their information on 

to the scheme. 

 

Step 5:  Arrange for the printing, postage, and mailing, sms or emailing (all built into the 

system). 

 

     If you prefer, you won’t even have to get the letters printed, envelopes addressed, obtain 

postage, or drop them in the mail.  I’ve already secured the services of a  print shop with 20 years 

of experience.  Their work is very high quality.  They offer a wide breadth of printing options 

from print color to paper quality.  On the other hand, their prices are very reasonable.  

 

You’ll pay no more for printing and postage than if you paid them yourself.   
 

     So if you truly recognise your customer base as a way to maintain and/or grow your sales - let 

me help you do a better job of connecting with them.  
 

 

Here is my irresistible, better than risk free offer to you 
 

     In fact, I’m going to bend over backward to give you at least five times as much value per 

pound than any of your other consultants.  Then, other than a modest up front good faith 

payment, I’m only going to ask you to pay me after you are completely satisfied with the 

finished product.  And even then, I’m giving you a money back guarantee.  It doesn’t get any 

better than this.  Here are the details: 

 

Investment: for an introductory price of £450.00 
1
you’ll get it all: 

 

 A unique selling proposition which crystallizes the basic ideas and philosophies why 

customers should do business with you to use not just with this letter, but with all future 

mailings, ads, and everything else under your marketing mix.    

                                                 
1
 There is a monthly license fee for the software which is presently fixed at £50 per month from month 2 
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 An offer of your choice broken down into persuasive and meaningful facts that will 

compel your customer to act.   

 The complete online ‘Customer Loyalty’ scheme which allows to manage email, sms and 

direct mail messages. 

 The Business Matrix ™ system, 

 

     It’s just an unbeatable deal for you.   

 

If you spread your investment cost across 500 customers, that’s .90 pence per customer and just 

44 pence for 1000 customers.  Or, if you spread your investment across the number of hours I’ll 

spend on your project, you’ll probably pay me less per hour than one of your technicians -- and 

you can continue to use the unique system for all other parts of your business marketing.   

 

In other words, you’ll be getting an awful lot for your investment.   
 

     On top of everything, if you are unsatisfied with my work for any reason within 30 days after 

we complete your project, I will refund your £450 and we’ll part as friends.  I doubt that will 

happen though because, quite frankly, the work I’ll do for you will be superior to most marketing 

messages you get on a regular basis.  The letter you’re reading right now is testament to the 

quality of work I’ll do for you.  All I ask is that you enter into this transaction in good faith, just 

as I am doing with you.   

 

     Now let me explain the two reasons why I’m making you this offer: 
 

1. I’m betting I can give you more sales because the message I’ll write from you to your 

customers about your offer will be more powerful than ever.  And if I’m right I figure 

you’ll be more receptive to a lot of other ways I can help you grow your sales as well – 

such as more offers, community marketing, advertising, and joint ventures.  So it’s worth 

it to me to give you a very special offer to earn your initial business in order to get much 

more work down the road.  The loyalty scheme has been put in place to allow you to 

compete with any other player in your industry. Note that at the moment they won’t have 

anything like this. 

 

2. I want to grow my business too.  And I know that the best way to grow my business is to 

help other business owners grow theirs.  It's actually a strategic move for me.  I’ll 

sacrifice initial revenues to prove how powerful my marketing methods are by working 

with a few business owners like you with customer lists and other marketing resources.  

Then re-enter the market-place armed with several more success stories such as yours.  

Finally, leverage my success stories to charge other business owners substantially higher 

fees that more than offset the revenues I initially sacrifice.   

 

Next Steps… 
Where we go from here is of course totally up to you. You can call me on 0774 007 6226 or 

at my office on 0845 226 9106, or you can email my PA on admin@therichardsmith.com. Let 

me have a couple of ideal times to meet over the next 10 days or so and I’ll do my best to 

accommodate.  

 

mailto:admin@therichardsmith.com
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But I'll call you in a few days anyway just to see if there's a profitable deal that you'd like to 

offer or re-offer your customers as part of a loyalty programme.  Assuming there is something 

you can offer, perhaps we could schedule a time to meet each other and to put together the facts  

 

We can talk about it a lot more when I call or you can call me today on the above number. 

 

Warmest Regards 

 

 

 

 

Richard Smith 

www.therichardsmith.com 

www.hiddenbusinessassets.com 

 

 

P.S.:  Just remember that your current and past customers are a better source for future sales than 

basic prospects because the trust you need to make a sale is already there.  That is why loyalty 

schemes such as I am proposing work. Why not make the most of that trust in order to meet your 

sales goals quicker, easier, and cheaper??  All you need is a strong unique selling proposition 

combined with an appealing offer communicated in a clear, complete, and convincing way.  And 

you can get it all from me for a very modest, introductory investment of just £450.00.  In 

addition, you get a risk free, money back guarantee.   

 

P.P.S.: Want even more??  Some of my own clients have benefited from my introducer 

negotiation service, this allows you to benefit from introductions to your business from other like 

minded business owners. I will work with you to get this started – included in the cost of the 

Customer Loyalty scheme. 
 

 

 

 

 

 

http://www.therichardsmith.com/
http://www.hiddenbusinessassets.com/

