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Ask people involved in marketing for a definition of the term and you're likely to get a different
answer from each person you talk with. Why? Probably because the field is so all-encompassing.
You would, though, undoubtedly find agreement on many of the major goals of marketing, such as:
* promoting the name, reputation, staff and interests of your company and its products/services;
* making people aware of who you are, what you can do and how to contact you;
* making people aware of your past and present successes;
* generating feedback that helps to fine-tune your existing products and servicesâ€”and develop
new ones;
* generating qualified leads for new business; and
* maintaining positive relations with your existing clients, leading to future business.
I'm sure you can add considerably to this list, but for the moment, let's agree that this covers our
priorities.
What one tool, available to businesses of any size, in any industry, can effectively accomplish
virtually every goal listed? I suggest the answer is the newsletter.
Newsletters come in all sizes, shapes and variationsâ€”the sophisticated four-color dazzlers, the
standard trade association updates, and the one-pagers from your dentist warning of the dangers of
gingivitis. However, all effective newslettersâ€”those that are read and accomplish the goals listed
aboveâ€”have certain characteristics in common.
These are the keys to a successful newsletter:
1) Analyze your target audience and then provide information of interest to the reader. He's not
interested in your bowling team score or whose birthday it is this month. Give him some tips that
help him in the operation of his business and he'll not only be your friend, but he'll remember you
when it's time to do business.
2) The promotional side is extremely subtle. A newsletter is not an ad for your company. The same
principle that makes public relations so effective (it's perceived as someone else saying nice things
about you) should be at work here. Tell your story in a straightforward, factual manner, without all
the adjectives. You don't have to clobber people over the headâ€”they'll get the message.
3) Make it entertaining. Balance the useful information with items that make it fun to read. Your
objective is to have people look forward to receiving your materials, not only because it helps them
out, but also because they enjoy reading it. Don't be afraid to inject some humor. It works.
4) Don't skimp. Give your newsletter a professional look; it's a reflection of your company. And most
importantly, distribute it regularly. Whether it be two, three or four times a year, set up a schedule
and don't let anything interfere with it. The cumulative effect is enormous, but it can only be
accomplished through consistency.
Cost? People are often surprised to discover that a professional looking, 4-page newsletter,



including design and format, copywriting and printing of 500-1000 copies, can be produced for as
little as $1,500-$2,000. In addition, "newsletter services" exist that offer a soup-to-nuts publications
that can be customized with your company's information for as little as $1,000 or so.
5) Incorporate a reply device, either as a tear-off or as a separate card. Make it easy for those
receiving the newsletter to request additional information or a meeting, indicate a future need or
offer suggestions and comments on your efforts.
It's clearly impossible to do anything more than scratch the surface regarding newsletters in a
column of this size. 
If you're not already using this valuable tool, I suggest you either do some reading, take one of the
many excellent seminars offered on the topic and/or talk with a professional. It's probably a lot
easier and less expensive than you imagine to produce a first-rate newsletter, and the return on
your investment, both tangibly and intangibly, can't be beat.
David Wood is a copywriter, newsletter publisher and marketing consultant, Deering, N.H.

New England Real Estate Journal - 17 Accord Park Drive #207, Norwell MA 02061 - (781) 878-4540


