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Profit System #2

POSTAL PROFITEERING
Difficulty
Easy to Moderate. 

Digital Marketing Tie-ins:
QR Codes, Mobile, SMS, PURL’s, Retargeting

“Old School” Marketing Tie-ins:
Brand Identity, Design Services, Print Profiteering, Copywriting, Consulting

Profit Expectations:
$500 to many thousands in profit per campaign. 
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By the time you read through this report, you’ll be shocked at how something this 
fantastic was right under your nose the whole time. 

If you think direct mail is dying like the dinosaur’s, you’re smoking something. 

Direct Mail is 
WAY bigger and 
Badder than Digital 
Marketing.

You probably didn’t know 
that Direct Mail is actually 
still the reigning king of all 
media. 

Even at the local level, 
as evidenced by BIA 
Kelsey’s “Local Ad Market 
Spend” report, direct mail 
completely swallows up 
almost an entire third of all 
local marketing $$ spent. 

In 2017, they forecast it to go down slightly due to growing digital use but still... a quarter 
of all the money spent will still be on the beast of high response, direct mail. 

Plus there’s no competition for you!

There’s a million people selling the same services as you for local marketing and you’ve 
probably got few advantages if any. 

Enter the direct mail world though and you’ll be an expert by the end of this report and 
have virtually no competition. 

The Internet just doesn’t have the traffic direct mail does. 

 Listen I like digital marketing. I like SEO, SMS, Mobile, Rep Mgmt, and all that stuff. I’m 
just scared to death of it. 

Plus it’s kind of restricting to be honest. At the local level the internet is pretty tiny. While 
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gargantuan as a whole, the internet isn’t somewhere I can just go and start targeting 
local consumers effectively without a lot of money, skill, time, and effort.

There’s only so many people searching online for your clients services and those people 
are often gobbled up by marketers spending more time and money than you.

Once you understand the power of direct mail, you’ll begin to see how small and 
congested that tiny group of people actively searching for your client services really are, 
and instead you’ll see the huge amount of opportunity that direct mail allows, where you 
can seek them out instead and put offers right into their hands. 

Digital Marketing Is a Great Supplement

I personally think that digital marketing is simply a great supplement to heavy hitting 
channels like direct mail. 

Direct mail has the ability to reach anyone, anywhere, with any message you choose.

 You don’t have to ask for permission and they can’t ignore it when it’s on a postcard.

Most of all, it’s easy for business owners to grasp, so it doesn’t require the “education” 
that digital stuff does. And that means you’re able to close deals much easier.

Direct Mail is Pretty Darn Cutting Edge Still

I don’t know about you, but the ability to have someone hand-deliver a beautiful tangible 
message that reaches directly into our prospects hands, is pretty amazing. 

The data available to pick out the best targets is astounding, much more comprehensive 
than the online world and you can use direct mail to almost seamlessly tie-in with 
your digital strategies by using things like QR Codes, Shortcodes, PURL’s, and even 
Augmented Reality. 

I’d say it’s probably exactly what you’ve been looking for this whole time. 
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Why you Should

CONSIDER OFFERING IT
Chances are the main reason people hire you as a marketer is to provide results. 

Right?

If you want your relationships with clients to grow, it will be directly proportional to the 
results you can bring them. Very few marketers have figured out how to actually bring 
shoppers into their client’s stores or make their client’s phones ring off the hook.

Digital marketing, like SEO can take months to kick up to speed (and does it ever really 
get up there?) and PPC can blow through thousand dollars just in testing. They’re great 
marketing channels but they’re not exactly easy to put in place.

... But postcards are easy!

They can be sent out to a targeted list and people start responding like robots. It’s no 
wonder why more money is spent on direct mail than any other marketing channel. 

Best of all, there’s very few marketers selling direct mail services, you’ll likely be the 
only one out there offering it in your community — which means the local market is 
WIDE open. 

Customers are easy to reach with postcards

95% of all your local business prospects will be targeting consumers who live within a 
close radius of their location.

People don’t like to travel very far to do business or buy things. that’s why there can be 
so many dentists for example — people don’t want to travel all across town just to go to 
the dentist  —  they typically pick one that’s nearby.

Same with restaurants, chiros, shops, stores, mechanics, and pizzerias. 

Instead of blowing through thousands of dollars of your clients money trying to find the 
people searching Google for “invisalign dentists in Jacksonville” your dentist client could 
simply be sending out postcard that are blanketing the entire local neighborhoods and 
putting their offer for this line into every hand of every possible person.
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You actually have a REALLY small market

When you put things in perspective by looking at Google satellite maps of your local 
community you’ll be shocked to find out how small the area really is that you’re trying to 
pull business from for your clients. 

For example, take a random US City, Columbus, IN (pictured below via google 
maps), which has a population of 
approximately 45,000 people. 

Most of the local biz will draw the 
their customers from within a tight 
area that’s close by, such as below:

Fortunes are spent on advertising, 
trying to reach the people who live in 
their local radius and convince them to 
call or stop in. 

Billboards, TV, Radio, Newspaper ads, 
SEO, PPC, and everything else... just 
to try and get their promotion, sales, 
brand, or message across to all those 
homes. 

But most go completely unnoticed. 

Postcards, however can reach every 
single home and get NOTICED.
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Instantly, every single residence in a given area can be physically alerted that your client 
is running a sale or promotion... how’s that for efficiency? 

The “Every Door Direct Mail” program allows you to reach whole swaths of areas you 
choose for ridiculously low postage... currently under 20 cents each. 

That means if you want to bombard this entire area for example:

It would only cost $347 in 
postage! 

Just go to the EDDM tool at 
usps.eddm.com to look postage 
and address quantity easily. 

Imagine that... now being able 
to saturate entire local areas for 
your clients for so inexpensively. 

And so few are doing this 
because they’re caught up trying 
to outmaneuver Google.
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Targeted Marketing

Not all local businesses pull their clients from their immediate radius, some will often 
target specific demographics over a wider radius. 

If you have a client that has people coming to from all over town, it’s usually a specific 
kind of ‘buyer’. Their typical buyer might be female, families, higher income, lower 
income, seniors, homeowners, etc. so in this case you’d simply send the campaigns to 
a targeted list. 

Targeting for local marketers is really fun and surprisingly easy. 

Say your client is a cosmetic surgeon; in this case he has a specific type of customer 
that tends to come to his practice... maybe females that make over $100,000 per year 
between the ages of 39 and 57. 

While he could EDDM the entire city of 45,000 (which equals about 20,000 addresses), 
it would cost him $10k to do that and he’d really just be wasting money since most of 
the cards would be going to people who have no interest or need for cosmetic surgery. 

All you have to do is lookup a list using demographic info to find his exact targets. If you 
go to sites like: leadsplease.com you can look these up for free. 

Selecting Females who live in 
Columbus, Make Over $100k, 
and are between 39 and 57 
years old, we find that there’s a 
total of 2,194 prospects. 

Now you know EXACTLY who 
to target.

A 2000 piece three-month 
mailing campaign should only 
cost him about $4,500 of which 
you’ll make $1,000+ and he 
could see twenty or more new 
patients. 

Leadsplease.com 
Free lookup tool
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How to

FULFILL
Fulfilling direct mail campaigns are mind blowingly easy. 

Use an online printer such as gotprint.net or other low-cost source (or preferably, my 
own mailing service at printing4supercheap.com) and just like any print profiteering, just 
submit the design and a mailing list.

All the wage workers will take care of the technical stuff that goes behind it so you don’t 
have to.

There are two types of mailings that you’ll need to know about: saturation and targeted.

Saturation mailings (including eddm)

Saturation mailings mean that the postcards will blanket entire carrier routes — which 
are the routes than email person will service — just like a newspaper delivery route. 
Typically it’s about 550 homes on average.

Saturation mailings are cheaper to do because the post office doesn’t have to do a lot of 
processing on them. The mail person simply takes a stack of them and drop them off at 
every address he goes to. It’s a great way to just blanket a local area, however it doesn’t 
give you a whole lot of targeting options so you’ll also be sending many pieces out to 
people who will have no chance of responding.

Targeted mailings

Instead of saturating whole areas, targeted mailings are mailed to a list. Because each 
piece will be sent to different addresses it requires more processing, and therefore 
higher postage.

But if you think about it, the fact that with a targeted list you can cut out the complete 
non-buyers so really you’d be wasting a lot of postage on saturating.

There are hundreds (probably thousands) of list providers online and ready to sell you 
their data however I recommend using Acxiom or leadsplease.com 
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Every Door Direct Mail

You may have heard of Every Door Direct Mail… Commonly called EDDM… But you 
may not know what it is exactly.

It’s saturation mail but more user-friendly. It’s actually the only kind of bulk mailing that 
you can do yourself without any special permit or software. 

You don’t even have to print addresses on it!

What EDDM allows you to do is simply drop off postcards to your local post office that 
you want them sent out to and as long as it’s organized in a simple way they prefer, 
you can just pay the postage right at the desk in the next day or so the mail carriers will 
deliver it.

Never before has mass mailing been so easy to do and I really command post offices 
both here in America and abroad for offering these programs.

The best thing is that the postage is dirt cheap. While it tends to go up in price each 
year it’s still under twenty cents apiece.

Combined with your ability to get super low print pricing, there’s a huge amount of profit 
margin in these type of mailings.
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What to

SELL THEM
There’s two main selling points to direct mail, the ability to either blanket entire areas or 
pinpoint specific prospects. 

So everything you offer should revolve around those two things.

Every business will have a different target audience and that will weigh heavily on how 
interested they’ll be in one type of mailing over another. This also opens up consulting 
opportunities for you since targeting specific demographics is not often something 
business owners think about yet usually want to discover.

To give an example for clarity, businesses like restaurants don’t usually need to target 
specific people — because their customer base usually will come from all sorts of 
people who live locally. 

Therefore saturation mailing in most cases will be the right choice.

A roofing contractor however may do better off with a targeted mailing. If you just send 
out saturation, keep in mind that it will be going to renters and other non-homeowners, 
as well as people who may not have the kinds of income to afford. 

A targeted mailing list could hone down the campaign to only reaching homeowners 
who make above X amount of yearly income.

Customer Reactivation Campaigns
A great way to bring results in fast for your clients is to set up a mailing campaign that 
goes to their existing customer list.

Most businesses have a customer database but have no clue how to market to it. A 
mailing to that list can be the perfect way to bring in business immediately because 
“house” lists results in some of the highest response rates of all direct mail.

Huge corporations like Victoria’s Secret for example know that they can pound their 
customers with all sorts of offers in the mail and people love getting them. These result 
in continuous sales just from bringing back customers in the store — we know they’re 
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going to buy a whole lot more than the “free panty” offer they received.

But you never see small business doing this because hardly anyone is out there 
showing them how. And that’s really the only reason. You now have this ability and a 
wide-open market to cater to.

Radius Mailings
Contractors for example get a lot of their business from people who live right in the 
neighboring area of a job they’re working on or just completed. What better way to alert 
neighbors of who’s doing the work and how to contact them than a simple postcard.

These’ radius’ mailings have netted me lots of business over the years and I 
continuously use it as a prospecting tool as well because it’s so darn easy for them to 
understand the value.

Landscapers, pest control, home improvement, fence contractors, pool services, and 
even housekeeping services are all great candidates for radius mailings.

Real estate agents are also keen to this type of mailing, particularly for “just sold” 
campaigns where they tell everyone in the neighborhood about the homes they just 
sold.

Grand Opening Mailings
Every business, whether there a brand-new shop in town or an established business 
that’s opening a new location, wants to get the word out that there open for business. 
It’s often a time where they have money to spend and just simply need to find ways to 
effectively reach the local residents.

You’ll have to be quick to get on these but they can be very rewarding and can also 
give you some great testimonials — because often the owner will be doing so much 
marketing in addition to yours that any influx of customers will always be attributed in 
part to you.
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Political Mailings
I know that this is treading in some gray area because many of you will be politically 
biased but I just want to let you know there’s a lot of money and political mailings. You 
may not grab a major campaign right off the bat because getting a piece of that money 
is full of red tape – but there’s a lot of candidates rate your local level will be spending 
loads of money from their own pocket to reach out to the community. When I get a piece 
of that action?

Emergency Event Mailings
Roofers and body shop owners can make big money targeting homes after a hailstorm 
because often their roofs are damaged in their cards are dinged up. Response is 
typically through the roof because with the right message, the targets will know exactly 
to go to get everything repaired while their insurance takes care of it. When people are 
suddenly struck by a disaster they tend to ACT!

Even events like fundraisers for sick members of the community or lost pets can be an 
opportunity to not only be the hero but also generates business in the process. You can 
search Google for a lost pet mailing service and you’ll see that there are in fact people 
spending quite ridiculous amounts of money trying to find their lost pets by having 
someone mail out postcards to the whole area.

Look-alike Mailings
The real key to delivering good response in direct mail is to get the message across 
to the right targets. Believe it or not the copywriting is not what determines response. 
Good copy, good offers, good design all contribute and can enhance the response but 
ultimately it all comes down to how well you target.

Look-alike mailings are where you purchase a mailing list that contains demographics 
and interests that are common to what your clients existing customer looks like.

These aren’t always easy to figure out and they often take some hard-core data 
crunching but once you know just what kind of people are likely to respond… Then you’ll 
officially have a license to print money.
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The good news is that most any business can roughly determine who best fits their’ 
best customer’ profile. Simply figure out what kind of criteria such as: age, sex, marital 
status, income, homeownership status, are the most ideal features and then purchase 
the list to mail to.

Birthday Mailings
Restaurants are one of the best candidates for this although plenty of other industries 
can see results as well. 

You can pull birthday lists easy that show what month prospects birthdays are. Setup 
campaigns for your clients to send postcards out with super-exclusive offers during their 
birthday month. 

Restaurants do so well on this because they can give incredible coupons and offers out 
but they make a killing because the person will bring their whole family and friends. 

Seniors respond VERY well to birthday mailings as well too, think auto mechanics, 
coffee shops, pizzeria’s, and even hearing aid centers as clients who can bring in great 
response from birthday marketing. 
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What to          CHARGE THEM
Mailings should always be a profitable venture for you. While print profiteering can 
often be used as a lead generation tool or as a simple convenience for your clients and 
not a heavy profit producer, you definitely want to make sure you’re making money on 
mailings.

How much you charge can vary based on the quantity your mailing and the involvement 
you’ve had to take to get there.

If you consulted with them, procured lists, provided copywriting services, design 
services, as well as the printing and mailing process… Then you’re going to want to 
charge a healthy amount for all those.

On the other hand if you’re just taking over an existing mailing that you’re able to 
do cheaper, or they already have their artwork ready to go, then a smaller margin is 
completely fine.

I’m not going to tell you what to charge for copywriting or consultation but for the mailing 
portion — I’d suggest charging around 40 - 50 cents for EDDM campaigns and 50 to 80 
cents for targeted campaigns.

These price ranges are completely reasonable compared to what other places charge 
and one that you a great profit with no fulfillment issues.

I always like to itemize everything down to even the most ridiculous pieces such as:

• list research
• list procurement
• printing
• address processing
• address printing
• bad address checking
• mail processing in preparation
• postage

this way they understand that it’s not just a “mailing”and that you’re providing services 
that are very complex and detailed… Which help to reinforce your pricing. Of course you 
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don’t have to worry about any of that minor stuff because it’s all handled on the backend 
by the mailhouse.

But you get to take all the credit for it. 

Click Button Profits

Selling direct mail campaigns still feel almost criminal to me sometimes. It’s unlike 
any other digital marketing service where you now have to begin a lengthy fulfillment 
process after taking money. 

With DM, it’s all done and over with in a flash by a few button clicks. 

So why aren’t you doing these yet?
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How To

LAND THEM
It’s a little tougher to land mailing clients compared to print clients but that just means 
you have to be a little more picky about whom you reach out to. 

In Profit System #3 and #4 (The M3 System and The 9x12 System) you’ll discover how 
to make selling mail campaigns much easier and more available but right now just focus  
on standard targeted & saturation mailings. 

Like mail campaigns themselves, the higher response will come from the better effort 
you put into targeting, so it’s important to prospect these services for clients who can 
afford them. 

Existing Clients

If you’re struggling to keep existing clients on board with you and need to give them 
something that will get results... direct mail is your answer. 

Here’s a great script you can use to email your existing clients to see if they have any 
interest:

“Hey Jim, I just wanted to let you know that a close friend of mine recently bought a 
printing business and he’s given his wholesale pricing on postcards, list sourcing, and 
mail fulfillment. 
I ran a list of 39-55 year old males making over $50,000 per year and found there’s 4,302 
of them here in Columbus, I’m thinking we should try sending them a great offer. If we get 
even half a percent response back that could mean 20 or more new buyers for you. 
I feel good about this... let’s give it a shot yeah? 

These type of scripts are good because most business owners don’t even really know 
that it’s possible to find lists like that! It’s like you just opened up a whole new world to 
them. 

Cold Prospects

Emailing actually works surprisingly well. Probably because it’s more conducive to a 
longer sales cycle and mailings are often a result of a slightly cultivated relationship.
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Mailings are no joke, they take money to do and can reach quite high amounts. But the 
payoff is huge, a working mail campaign can become you and your clients personal 
ATM.

Remember that there’s two main selling points to mailings: blanketing entire areas 
(saturation) and pinpointing prospects (targeted). Most business owners don’t know 
that you can blanket whole areas instantly and affordably nor do they now that highly 
detailed lists of look-alike buyers are available anytime they want.

Just explaining this fact can often be enough to spark their intrigue and get them 
interested in and asking you for more information.

Cold Email Script:

A great cold email script is this:

Hi

My name’s Tom Reynolds, I own a small printing & design business here in Portland and I’m just trying to get my name 
out there in our local business community so I thought I’d shoot you a quick email. 

I currently maintain a list of people who have just moved to the area, which tends to have really high response rates 
when you send postcards to. If you’d like to reach new movers inexpensively and let them know what you’ve got to offer 
I’m more than happy to give you a quote. 

- Tom 
Aspen Printing & Mktg, LLC 
414.546.5636 (cell) 

I like the new-mover approach because it always pulls the best response. From there 
you can talk to them about demographic mailings and saturation mailings but new 
movers are a hot market to target to so I always tend to approach them with that. 

Tip: What I like to do is install an email tracker like yes where or streak so that I can tell 
exactly when they open the email. From there I typically call them with the same kind of 
introduction and to see if they received my email or send them another email out telling 
them a tighter time period of when I’ll be stopping by. Essentially I just want to get their 
response so I can qualify it from there. 
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How To

SCALE BIGGER
Once you’ve been bit by the mailing bug you’ll be hooked for life. 

When you taken email order and within two or three exchanges with myself or my team 
completes the whole deal — netting you $500, $1000, or more, you’re going to want this 
to be an every day occurrence.

Unlike print profiteering, I don’t suggest you put salespeople on it. 

You actually need to be the person consulting with the prospects because mailings 
involve marketing on a higher level due to consulting about targeting.

That being said… You don’t necessarily have to do all the prospecting yourself. 

Your time is best talking with interested parties so you can devote your effort to working 
with them putting together working campaigns and not trying to generate interest.

Lead Generators

The key to scaling bigger with mailing campaigns is to outsource the lead generation 
part of it. A lot of emailing or a lot of cold calling. 

Because it’s going to be pretty difficult to find cold callers that speak English well 
enough to get the job done for this, I’d suggest you stick with cold emailing.

Cold emailing also allows you to get more information out so that the responses will be 
more filled with quality leads. Just get the scripts together and target businesses that 
are most likely to be interested in a specific mailing service such as radius mailings, new 
business openings, saturation, or look-alike mailings.

You can do everything remotely so you’re not chained down to your local market, feel 
free to tackle other local markets anywhere you wish.

Specializing

What you can do is simply pick an industry that your comfortable with and just target 
businesses in an industry with a targeted message for mailing that applies to them. 
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How To

PERFORM MARKETING SORCERY
There’s an incredible secret to bringing in direct mail response and it doesn’t even 
require top-level copywriting. 

The secret is to narrow down your client’s target audience so tightly that it consists of 
almost nothing but identical copies of their best customers. 

This means you’ll need incredibly comprehensive data to figure out exactly who your 
clients best customers are. 

If you can uncover the traits, characteristics, demographics, hobbies, and interests they 
have in common, then it’s just a matter of finding the other people in town who have the 
same. 

Once you have this kind of data, you can narrow even a 50,000 person area down to 
less than 1,000 or so mega-ripe prospects that you can market to cheaply and directly. 

Now I dont know a small business on earth that has this kind of information on their 
customers and I don’t know any that would even know what to do with it if they did... But 
I’ve sure got the solution...

Acxiom is a billion dollar data 
company that has incredible amounts 
of information on nearly every 
American, ranging from their ages, 
incomes, home values, and marital 
statuses to even the most trivial 
pieces of information like whether they 
subscribe to outdoor magazines or 
enjoy gardening. 

Fortunately, they’ve opened up their 
data to small marketers like us in the 
past couple years through their site 

myacxiompartner.com. You can sign up completely free if you can prove you’re a real 
business. Here’s where this gets really jaw-droppingly cool though...
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You can Use Acxiom’s Data To Deep Analyze Your Client’s Database

All you have to do is take your clients database in CSV format, preferably filtered by 
their best customers... and upload it to Acxiom under “enhanced lookalike”... and for just 
a couple hundred bucks you’re returned with a massive white-labeled report that shows 
everything about their customers. 

All White 
Labeled!
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Click Button Easy

So with just your client’s bare-bones database of their best customers names and 
addresses... Acxiom will look up all those people and report back what the common 
identifiers are such as:

• age
• marital status
• income
• home value
• number of children and age
• mail response behavior
• types of vehicles
• home equity available
• and dozens and dozens of more criteria.  

You can review the report with your client and they’ll see nothing but your business 
name on it, thinking you performed this wicked feat of sorcery with your tools that only 
marketing geniuses would have access to. 

What can you do with the data? Simply pick where you want to pick prospects from 
and Acxiom will automatically prepare the list for you based on the report.... so you’ll 

automatically be spoonfed the EXACT 
copycat audience of your client’s best 
customers. 

They even let you resell the data and 
give you wholesale rates when you sign 
up and tell them you plan to resell it to 
your clients. 

Now instead of saturating, and instead of 
targeting to basic demographics, you’re 
able to target your campaigns to people 

who have the same 100 or so matched interests as their best customers. Who knows, 
your clients customers may tend to like chocolates, have 3 kids, drive light pickups, 
have $50k+ in home equity, be republicans, and own large amounts of gold. 

And  99% of local marketers will never have heard of this service because they’re too 
busy trying to find the two tire-kicking idiots searching google. 
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How To

DEPLOY BACKTRACKING
I’ve developed some great direct mail systems over the last few years but one of my 
most powerful and clever is a technique I call “backtracking”. 

As a marketer, you should know that building a list (whether for email, SMS, or direct 
mail) is one of the most important and powerful marketing strategies. People who have 
responded to advertising before with your client tend to continue to respond if you keep 
sending them offers. 

However... many businesses have a difficult time building a list. You can help them build 
one using SMS shortcodes, surveys, contest entries, email opt-ins, etc. but as many of 
you probably know... it’s HARD to do!

List Building is Not Something Business Owners Enjoy Doing

The problem is that in order to get people to opt-in the list, they have to do it on their 
own accord and they can easily unsubscribe or ignore the promotional messages sent. 

It also requires setting up sometimes complex digital systems to deliver the promotions 
and keep the campaigns managed and active. This usually means lots of frustration on 
the owners part, so often they just give up. 

However, I’ll show you how to solve it with my Backtracking technique. 

Backtracking is deviously clever, read on... 
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Who to Target

The best clients to use backtracking with are businesses who get a lot of customers but 
don’t really know who the customers are. Restaurants for example are perfect for it.

You can send out mailers with coupons and get lots of response but you can’t really 
tell who the responders are in industries that don’t take their information, so you can’t 
market to them more... unless you use the backtrack!

I developed this together with a local liquor store client of mine, who always struggled 
getting people to opt in to his email or sms lists. 

We Moved The Coupon...

I moved his coupon strategically to the 
bottom left of the card. 

Can you guess why?

Bingo!

When the coupon is clipped out, the 
back contains the name and address 
of the person redeeming it. So sneaky!

Now just enter the redeemed ones into a spreadsheet and you have an instant list of 
proven responders to mail to.

Andrew Claxton 
323 Jonesboro Rd 
Marshall, MS 45653

FRONT OF COUPON

BACK OF COUPON


