


"Clicks On The Dial"

l. "Frankly, I'm puzzled....l haven't heard from you."

2. I was skeptical, but....

3. What this is NOT....

4. As you can see, I have auached ....why have I done this?

For several important reasons.,..(Fialbert)

5. No competitor dares to match this guarantee....

6. Double Guarantee. Triple Guarantee.

7 . Idea of the "Enemy" and./or "conspiracy": secrets have been kept from you.

Othen are plotting agninql you (llolfer/'6-ue Believer')

8. Questions/Answers

9. "The Story Of Two Men" (WSJ letter)

10. Recycle "classic" headlines (foroulas) for headlines and subheads

1 l. Non-Disclosure Agreement

12. Valuable Licensing Agreement

13. Apples-To-Oranges, to buiid value (to discount from)

14. Basic/Deltxe or variation thereof. ...choice fteware of confi.rsion)

15. Media quote or excerpt used as if an endorsement or for validation

i 6. Your decision won't change my life, i'll eat steak whether you buy or not -

but it may change yours. ..(Ziglar)

17. Waming: ConsumerAlert. Don't until....

18. Summary of (compiicated) offer

19. This offer is NOT for everyone....
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Great Fleadlines
Can Make
You Rich

Since many of my readers
are either involved in the mail-
order business (or direct response
marketing, which encompasses
maii order, direct mail, telemarket-
irg, product publicity, etc.), or
want to get started in this most
lucrative field, this report will be
of specific interest.

I'm going to zero in on
display ads (also called space ad-
vertising) with the key advertising
success factor: Your headline!

The headline you choose for
your ad is of greater importance
than all other comDonents of vour

ad combined (body copy, guaran-
tees, testimonials, the order cou-
pos, etc.).

Assuming you have a desir-
able bool<, product, or service, the
headline you use will be the maior
plus or minus factor.

I'm convinced a good head-
line is worth at least 60 percent of
the value of your ad.

Thus, a wrong or weak head-
Iine wiil almost always doom an ad
to failure, regardless of how good
the product or service advertised
mav be.

Grest Headlines
Csn Make You Rich



Report #9

The Headline
Must Appeal To

The Reader's
Setf-Interest
A person's greatest interest

is most often self-contained. Peo-
ple want to become wirmers by
gaining numerous benefits while
avoiding pain and loss.

Thoughts and feeiings influ-
ence more decisions on purchasing
than pure inteilecnral consider-
ations. This is why an appeai to a
person's emodons and desires
almost always ouperforms su'aight
factual headlines.

Save your facts for later in
the ad. First, grab the reader's
attention with a big, emotionally
appealing benefit. Powerful ads
begin with a sizziing self-interest
headline.

Advertising is a battle to
briefly capture the attention of
your reader's mind and to lead him

or her to the desired action -- plac-
ing that order immediately. Do
you really think it's anything less
than that? Check your premise.

Using a large space, ask for
the order ad as an example.

What are we tryine to do?

Aaswer: We are trying to
stop a page-flipper dead in
his tracks with a bold state-
ment that we hope greatly
appeals to his self-interest.

If we succeed, we hope to
entice him or her with our sub-
heads and opening paragraph ro
continue reading.

Once the entire ad is read,
we hope we have pushed enough
of his or her basic want and need
buttons (success, geed, Iove, plea-
sure, suryival, etc.) that he will get
up ofr his dufr and start hunting
for his stamps, envelopes, ild
checkbook.

it takes powerful, compelling

Gred Headlines
Can Make You Rich
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copy to achieve that response.

Our battle for the respon-
dent's mind should not be inter-
preted in a negative light. We're
not playing for the same stakes as
some religious cults, tJre CIA, or
KGB.

We just want his mail order.
To get it, however, we use an
arsenal of direct response weapon-

The Positive
Approach

Works Best
Appeals to the person's self-

interest almost always work best in
headlines. Make your headline
shout to your readers, "Here are
some big benefits for you!"

If you have real news to tell,
get the news in the headiine, along
with the benefit. Also, keep your
headline positive.

Wittr only a few exceptions,
positive headlines work best. Tell-
ing thern how they will prosper
works better than telline them how

_to prevent losses.

Any negative appeal con-
cerning possible loss by not re-
sponding to your ofrer can be
mentioned somewhere in the body
copy of your ad. Make the head-
line positive for maximum results.

Many years ago I tested
severai "negative headlines." Re-
sults most often were not sensa-
tional. lnstead, my smashing suc-
cesses have come from positive,
benefit-rich headlines.

Some Of Mv
Successful
Headlines

Wealth, Health, Love, And
Happiness - Nop You Con

Have It All!

For my book How To

Great Eeadlines
Can Msle You Rich
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Achiqe Total Success, 120,000
copies in print worldwide.

Stoy Home And Make Money

For my book with the same
title, 47,000 copies sold and count-
ing. Sometimes the title of a book
or the name of a product also
makes for a super headline.

If You Love To Catch
Fish, Get Your "Bass-

Buster" ll/hile lYe Can Stiil
Legally SelI Them!

My headline and ad for a
unique fishing lure resulted in sales
of over 200,000 units for my cli-
ent. The ad was run in newspa-
pers, mostly in the Midwest.

The Amazing Secrets Of A
Sw eepstakes Millio n aire

This responsive headline was
for Bruce Robbins' report that tells
how to win sweepstakes and con-
tests. It is a tremendously success-
ful headline.

The Best New Book On Making
Money By Mail Is Yours Free!

This incredibly successful ad
appears in all the leading business
and oppornrniry magazines. It
introduces the Profit Ideas books
and tapes to buyers and to those
who wish to go into business seil-
ing them.

I could go on and on, but I
think you're getting the idea.
Capnre attention with a daring,
beneficial headline.

Do this, and you'll get the
response and profits you seek.
Don't try to be ciever, cute, or
firnny.

Simply give your readers
good news in the form of a big
benefit. That's how to make your
display ads sizzle and sell!

Gred Headlines
Can Molrc You Rich



Bonus Report
How to Get 10,000,000 Postcards Mailed

Out For You - Absolutely FREEI
One ofthe hottest new advertising methods currently in use is card decks. Thesc card decksfeature similar products and services atl advertised on small iost .aras. The publisher ofthe card deckssells ad space to national and international businesses - groups a pack of25 to 50 cards together - and sendsthem to people intcrested in the offen.

lf you've ever purchased a home business oppornrniry, it's likely that you,ve received a card deckor fwo full of home-business oppomrnities. There are card deiks for docton, veterinarians, sales people,food producers, farmen and hundreds of other groups. Bybeing grouped with many other companies, abusiness is able to get their message out to mant inie.estea p.JptL roit.r, than the price they,d be able rodo it themselvcs' Since everyone is paying a piece of the prinring -lruiring of rhe deck, the overalladvertising cost is lower.

Some vcry large card deck may contain up to 200 post cards - each with an advenising messageon both sides of every card. The post cards are packaged in itastic and sent to the people most likely to beinterested in the offers sent. In my c.rse, I receive a post card deck - filled wrth money-making oppornrnities- about once or rwice a month. During the big mairing months, t ,nuy g.iu coupre a weekl

A card in a card deck can generate a multinrde of sales and inquirics for your offcn, but there isone major drawback. Even though it's not as expensive as doing utt oiti,. innting and mailing yourself...it's still very expensive- For one two-color cardio be sent to t o"o,oo0 p;;;;., ir costs $ I,299 or M6RE! Ifyou just want your post card to go out to 50,000, it's still $700! And, rori p"opt. wouldn,t call this low-cost advenising.

That's the rub! card decks can be very, very effective - bringing in hundreds of new inquiries aday - or even thousands of dollan wonh of orien. unfomrnarely, v""vig", to dish out rhe big bucksBEFo.RE.you see any of these profits. That means that card deci advenising is close to impossible forthcsmall business person who doesn't have a few thousand dollan to ,p.na oi advertising.

Ofcourse, there is a very effective alternarive.

I.lave developed a way to get unlimited free card deck advertising forcverl I put rhe number'10'000,000'at 
the top ofthis report, because I needed a concrere number tiar people could understand.Unlimited isn't very descriptive. 10,000,000 isl

Acrually, you can gct 100,000,000 card deck ads mailed all free of chargel There is truly no limitto this concept. You're only limited by how faryou want to take this idea. you din't have ro rrorry iiyou'r.young or old, rich or poor' sweet or sour'you simply have to take action - and you can get hundrlds ofthousands of dollars worth of free advertising using rhis methodl

Please keep reading and you'll understand how YoU can get such a valuable service - hundreds
of thousands of dollars worth of free advertising - without spendin-g one red cenr of your own money!



Free Card Deck Advertising System

A post card in a card deck is about 5 l2' long by 3 1t2" tall. Each card's available advertising
space, therefore, is about 5" x 3" on each side. When youpay forthe card, you get both sidcs. So, at $1,299,
that's $649.50 per side.

Now, herc's how you can get valuable FREE ADVERTISING in a 100,000 circulation card deck.

First of all, it's possible to break up thc 5 " x 3. advertising space into I 8 different ad spaces. Each
space would be about 1.65' long by ll2" tall. Each space can divided into boxes - so that a different ad can
be printed in cach box without making thc card look too chaotic.

Many small business people in mail orderwant to get into a card deck, but the prices are just too
high. Now, you can show them how to get their ad out to 100,000 people for the low, low cost ofjust $S0.
That mcans that thcy can reach cach person lor only 0.00081 each! That's amazingly LOW! Mosismall
business people who have always wanted into a card dcck will eat this up - and want in immediatelyl
That's grcat... because the more people you have interesred in this advenising idea, thc more FREE
ADVERTISING you can get every monrh!

At l8 spaces times $80 per space - that means that - foryour one doubte-sided card deck ad
you've received $1,440! Out of that, you've got to pay thc card deck advertiser his $1,299 - and you've got
$ l4l that you can usc to get thesc I 8 ads profcssionally typesct! Or, if you can r)?eset the ads y-ounelf, you
can pocket this extra money as profit! That means that you'll actually be gening a ron of free advertising -
AND making a profit!

Remcmber, these l8 spaces are only on ONE SIDE of the card! You basically purchased one full
card ofadvenising - by selling space on only one side ofthe card. The second side is yours FREE to do
with as you want! That's right! Use your free site ofthe card to advertise your product or service, generare
salcs or inquiries, or do whatevcr you wanr with it. It's youn - FREE!

If you decide to do this, you can get a ton of frcc advcrtising and make thousands of dollan in
sales. Best of all, even if your card deck ad bombs... YOU LOSE NOTHING! You paid nothing for the ad -
so if you don't get one single order, you're out zip - nada - nothing!

The title of this report is 10,000,000 Post Cards Mailed For You - FREE... so you're probably
wondering how the other 900,000 post cards get mailed. Well, let me tell you!

Card decks are so powerful and so popular, that there are many, many card decks out there -
produced by many, many different companies! With so many card decks produced cach year, it's amazingly
easy to get I,000,000 to l0 million cards out to oppoftuniry seekers!

Ifyou want to get your card deck ad out to 1,000,000 people, what do you have to do? Basically,
you have to get your card deck ad into l0 different card decks - or into the same card deck - evcry monrh -
for l0 months! To do this, you only have to sell spaces on l0 cards - get 180 people sigrred up at $80 each -
to pay for them all - and you'll have thousands of dollan wonh of free advertising going out to 1,000,000
people!

This is such a powerful, yet simple concept! If you want your card deck ad to go out to 1,000,000
pcople a year, you only have to scll I 80 of these $80 spaccs to the hundrcds of thousands of small home
businesses in the United States. 180 spaces should be very simple to sell throughout the course of a year -
especially during the 'hot' times when everyone is looking for new ways to adverrise!

And, to get 10,000,000 cards into these card decks - you just multiply your effons by ten. Of
course, you're not limited by the amount of free advenising you can get in these card decks. You can use



this system to get free advcrtising for ycan and yean - and gct millions upon millions of frcc cards mailed
out for you.

Catd Deck Companies

Trump Card Markcting lef&cy [:nt's SuccessDek
222 Cedar Lane P.O. Box 28-2767
Tcanec[ NJ 07666 Cambridge, MA 02238

Fax-On-Demand: 403459-2829 Doc. 3

Impact Publishing Venturc Communications
1728 Sands Place 60 Madison Ave.
Mariena GA 30067 Ncw York, NY 10010
(770)9s2-6688 (212) 684-4800
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for Mark Nolan's Inner Circle
7405 Greenback Lane, Suite 330

Citn-rs Heights, CA 95610-5603
Phone (916)-965-7848 FAX (916)-965-7819

Millions of Customers with Money to Spend . . .

it sounds almost too good to be true, doesn't it'J

Not hundreds or thousands but millioru of people.

Not any ordinary peopie or prospects but paying cuslomers.

Not folks who are struggling from paycheck to paycheclg but high income consumers who

have plenty of extra money and are huppy and eager to spend tt.

Now we are taikine!

Where do we find such people?

How do we communicate our'\ryonderfulness" to them?

What can we do to get them to buy our products and become our good customers?

The answen will surprise you when you learn the secrets of:

FIow to Make Money with *Package Inserts'and *Statement Stuffers'

These little'loss-in" brochures sell everyhrng from collector plates to reproduction antique

radios and steak knives, special car wa(es, vacuum cleaners, books for kids - you name it.

Disney uses them. The book clubs and music clubs use them. Just about every product

you see advertised on television also ends up on one of these insert ads. Boardroom Reports uses

them to offer a free sample issue of their newsletter Bottom Line Personal.

Why are package inserts and statement stuffers so popular? Two reasons.

Number one, with package inserts you go directly to real, live, paying cr-rstomers. lnstead

of mailing ro some mystery list, hoping it really consists of recent buyen - your advertising is
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ridittg along in the package with the recent purchase itselfi directly to the buyer!

Or, with a statement stuffer, your advertising rides along with the bill for a recent purchase.

Package inserts going to recent buyers usuaily get a better response that statement stuffers.

Think about it. What is more filn to open, a package containing some wonderful new
goodie you bought for yourself - or bills? No contest.

So why ride along in statements at all? The 'tniverse" of available placements is larger
with statements than packages. Over 144 million Americans have a VISA card alone. Add all the
people with MasterCard and those getting statements from ban]<s, oil companies, retail stores,
cable tv companies, airiines, maqazines, etc. and the volume is amazing. Plus, bills do get
opened.

There are also "co-op" ride along programs. Think of these like a carpool. Several peopie
all want to go to the same place and if they ride together they all save money.

However, let's learn first things first and stick with the best of the lot, the package insert.

IIow to save a king's ransom

ln comparison to direct mail, the fee to participate in a package insert program is usually
the same price as the fee for renting a mailing list. You generally pay $80 per thousand to have
your brochures ride along in packages. Tbe minimum order on an insen program is usually
10,000 pieces. So you pay $800 to have 10,000 of your brochures stuflcd into 10,000 packages.

if the insert fee costs the same as a list rental fee. where are the money savings?

lnserts save you a fornrne on the rest of the various components invoived in a direct mail vs
irserts comparison. These programs lypicaily cost less than l0% of what a solo mailing costs!

The biggest savings is on postage.

When your "direct maii" is maiied out in a package of products instead of in an envelope,
guess what - no postage!

A super successful direct mail campaign will send out miilions of letters. In fact, many
mailers send out one million letters a month.

Just think about that for a minute. Mailing one million pieces of mail costs a,fortune'rn
postage. Even at oniy 14 cents per lener, bulk rate still adds up to $140 per thousand, so a million
pieces costs $140,000 to mail. lf you mail a million a month your yearly postage is $1,680,000.

t



If you send out a million package inser6 a month your postage expense is . . . zero. The
money saved on postage alone is absolutely steggering.

That's why Conswter Reports magazine recently turned their proven direct mail letter into
a package insert. They now insert millions and millions of a nearly identical sales pitch yet they
pay absolutely no postage.

Nert you sove on printing envelopes.

The brochures do have to be printed, but they are not mailed out to a mailing list, so there

is no need for a carrier envelope for them to ride in. Also, the reply envelope is eiiminated.

The cost to print millions and millions of envelopes is tremendous. With a package insert

brochure you save all of that envelope printing cost. Hey, the envelope printing savings alone can

pay for your dream vacation home up at the lake or put a few kids through the best colleges-

Lostly, lou save money on inserting and processing costs-

ln direct mail, ail the pieces of the mailing have to be machine inserted into the maiiing

envelope, sealed, addressed, affrxed with postage, and delivered to the Post Office.

The inserting and sealing costs are just a few pennies, but again, these add up to a fornrne

on millions of mail pieces. With package inserts there is no need to spend all that money on

machine insertine at the mail service.

What are some of the various kinds of insert programs available?

The treasure hunt begins

You know I think "theory" is boring and of limited use. Give me real life, true

examples any day.

ln the pages ahead" I'll give you details on all kinds of reai life insert prograns that are

available to you at this very moment-

There are many, many different kinds of mail order companies out there, selling every kind

of merchandise you can imagine-

All you do is try to think of which category would best suit your offer and see if there are

companis5 within that market that have package insert programs available. It is simiiar to

choosing a mailing list. Who are their customen? What did these peopie buy and would they
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be interested in your product(s) too?

if you don't currently have a product you are selling, all the better. Huh? Yes, really.

Now you stand at a crossroads and you have the exciting opportunity to change course, to
reinvent your business, ...to seek out new worlds and boldly go where... oops, sorry, wrong story.

When you see the millions of buyers of various products in interesting markets you may
say to yourseif "Why don't I sell a golf product to these golf customers since I love golf anyway?"

Now you are on the right track. Find a market you enjoy that also has millions of buyers.

I knew a mechanic who toid me about thrs iady who kept bringing in her car for repairs.
He would fx the car and cvery time he'd teil her to sell it and get a diflerent car. She kept on
hoping it would hnally work the way it was supposed to. but it never did. She needed to abandon
thc thing and move on to a different vehicle.

Does your business ever make you feel like you are living in the fast lane in a slow car?
You keep trying to make it run better but it never does? Maybe you need a new vehicle too.
Your current vehicle mieht be one vou chose at random. It doesn't mean vou are stuck with it
forever.

lnstead of starting with a product and then trying to frrd a market that will buy it, why not
start with a market of free spending customers and then find another product they want to buy?

Flere's how to do it

One of my clients wanted to sell something for women, so I faxed details to her about
several packaee insert programs that were for women's products. She liked severai of them.

We decided to find a cosmetic product to sell ttrough these many insen prograrns. It took
time and effort but we found a great product that would sell to this market that she liked so much.
Then we tested various insert brochures and insert progarns until we had a wiruring combination.

Some of the insert programs that worked for her cosmetics brochure included those that
rode along in packages lingerie, packages of dress shoes, packages of clothing, packages of
jeweiry, packages of wigs, packages of perfume zuid - get this - packages of office supplies and
printed stationary!

Now wky would office supply and printing buyers also want to buy makeup? There are a
lot of secretaries in offices and some of them opened these packages of pens and pencils and
envelopes and business cards, etc. Women who work in offices usually wear nice clothing and
often wear cosmetics. Wouid you have thought of that? You have to put on your thinking cap
and go on a treasure hunt to find these.

A



Or, what the hech you can simply mail your brochure to a few package insert program

managers and they will give you what are called'teccos" in the trade - which are simply

recornmendations and suggestions, like one did for me with the office supplies idea.

My client thought I was a genius and the insert program manager was happy to help me get

the order because they make money from the inserts too. Everyone made money, a win-win-win.

How to you go about creating the iruert brochure? Get sampies and study them. The next

time you receive a mail order purchase or a statement from your credit card or gasoline card or

departrnent store card" save the inserts you find in there. Put these brochures in a file so you have

a variety of examples to study and get ideas from when you start creating your own insert.

Here are descriptions of some actual insert programs and suggestions about what offers

might be good to test in them.

Packages of custom imprinted golf tees. The person getting this package in the maii must

be a serious golfer to have his or her name imprinted on dozens of goif tees. Or they may be

using them for advertising. Either way, they are a good prospect for brochures offering other golf

items like golf balls, clubs, shoes, books, videos, magazines, gifu, etc-

What else do they buy? Many golfers like to smoke a cigar while thcy are on the course so

brochures with any and all kinds of cigar related items wouid be good offers. Golfers also buy

casual clothing, sunglasses, travel items such as luggage, viramins, muscle pain ointrnent, books

on audio tape, business magazines, collectibles, art and coins, etc-

A way to find out what else golfers are buying is to look in back issues of golf magazines

at your library. See what advertisements are running in those special interest magazines and you

have a'Teel" for the market and what advertising couid make a good irsert brochure-

Packages from book record and video ciubs. Folks who beiong to these clubs buy a lot of

products. They receive a lot of packages and they are great customers. Book club memben in

particular have a wide variety of interests and will buy a wide variety of products.

All kinds of brochures have worked in these packages. Everything from consumer

newsletter offers to collector plates featuring Elvis or Star Trek themes.

I've seen brochures work here for t-shirts, photo finishing, die-cast metal car modeis,

calendars, checks, home study courses, encyclopedias, address labeis, Swiss Army knives, car

waxing products, and just about every item you've ever seen advertised on late night t.v

packages from'Brides to be" wedding items. When a woman orders wedding invitatiors

engraved-, ith the date of her uprrsfag wedding she also gets a catalog offering all kinds of .
prJduca. he items available ir- ude engraved champagne glasses, siiver cake knives and china

plut"r, ph, ,r albums, Chrisrmas r.rrnaments that say 'ftrst year of maniage" and even a blue garter'
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In addition to the wedding invitation stationary company's own catalog, the company also
has a package insert progmrn and you can place yoru brochures with them.

What else do brides to be and newlyweds buv?

They buy new checks with their new name or a new joint account printed on them. They
buy luggage to take on their honeymoon. They buy home furnishings, bedspreads and sheets,
silverware, picture frames, candles, lingerie, cookbooks, gardening items, kitchen utensils,
cosmetics, magazines, and lots more.

They just buy and buy and buy. Imagine someone who is madly in love, who now has two
incomes instead of one and who has probably just moved into a new place to live. It's shopping
time! These folks are good customers for all kinds of offers.

On the next pages are names and data on several more examples of acrual insert programs.
Keep in min4 there are hundreds of mail order companies with every kind of customers you can
imagine. No matter what is being purchased by consumen right now, there are packages being
shipped to them and your advertising can go along for the ride.

You can have your insert ride along in these packages for $60 per 1000. lFthere is a 5,000
or 10,000 minimum then a test at $60/1\4 is oniy $300 or $600 plus the cost of printing that many
insert brochures. It's a bareain.

The number one package insert program management firm is narned Leon Henry lnc. Their
information is available on the lnternet at www.leonhenryinc.com or you can call914-723-3176.
The mailing address is: Leon Henry, lnc., 455 Cental Avenue, Scarsdale. NY 10583. This is a
very valuable contact. They manage more package inserts than anyone else.

For billing insert prognuns, a company called Media Syndication places more billing inserts
than anyone else in the world. They represent over 200 clients including banks, oil companies,
mass merchandisers and retail stores with a total universe of over 160 million potential buyers per
month. Their phone number is 212-683-8533.

For both package and billing inserts progftuns, a company named FSDM, Fred Singer
Direct Marketing places over I billion inserts annuaily. The number ts 9l44iZ-710O.

I gave you these numbers but before you call them here is a tip. These are all very busy
people and when you call the very first thing they'ii ask you is if you'll please send them a copy of
your insert brochure. lf you don't have an insert they'll ask why you cailed them in the first place.

The best idea is to cail and ask something like this. "We're interested in your insert
prognuns and are developing our own insert ad right now. Could you please send us some data
about the various insert programs that you manage and the counts, rates per thousand? Thanks."
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Swanson Health Products 300'000 annual packages

Inserts ride along in packages of vitamins and food supplements.

Health Watchers Systems 240'000 annual pacliages

Seniors who buy vitamins, pain relieving lotions and ointrnents' etc'

vitality 100,000 annual packages

Sweepstakes generated buyers of vitamins and naturai cosmetics.

Puritan's Pride 1,500,000 annual packages

Buyers of diet aids, beauty products, food supplements, etc'

U.S. Health Club 1,200,000 annual packages

Seniors who buy health aids, cosmetics and vitamins'

Powerall Club 1,000,000 annual packages

New start-up members of a monthly shipment vitamin club

Next Step 300,000 annual packages

Buyers of natural health and beauty products

All seven of the above are manoged by: Leon Henry" lnc'' 914-723-3176' Fu 9l4-723-0205

Music by Mail 250,000 annual packages

Lnserts ride along with tapes and CDs featuring jezr, rock, soul and country music-

Music by Mail,7l8-921-2182, Fu 718-921-2380

flandyman Club of America 995,000 annual packages

National Home Gardening Club 640'000 annual packages

North American Hunting & Fishing Clubs 1,158,000 annual inserts

These three are managed by RMI Direct Marketing, 203-798-0448, Fu 203-778-6130

JC Whitney car, truckand r.v. owrers 929,,420 annual catalogs and packages

Any vehicl.s from motorcycles to minivans. McCortlry Media, 312-431-1080, Fu 312-131-1083'

Ted Nugent's Spirit of the Wild Catalog 60,000 annual packages

Former rock star selis hunting supplies. The Other List Co., 732-59],-l180, Fu 732-591-8472'

Rodale Sports PIP (package insert program) Millions of annual packages

This plp goes to Roiaie magazine subscribers including Bicyciing, Scuba Diving' Runner's

World, Backpacker, Mountain Bike, Fitness Swimmer, etc'

.|



The inserts ride along with a free bonus editorial premium that is sent to all new and renewing
subscribers.
Rodale hess, 610-967-8820, Fu 610-967-8963

Safeguard Business Systems 1J00,000 annual packages
Financial business systems, checks, etc. Walter Karl, Inc., 203-552-6700, Fa 203-552-6799.

Ziff-Davis Computing Publications Premium PIP Hundreds of thousands of packages
CD-ROM premium gift shipments to new and renewal subscribers to Yahoo! Magazine, PC
Computing, Internet Life, Computer Life, Family PC, Windows Sources, PC Magazine, Internet
Magazine andZD lnternet Magazine. List Services Corp., 203-743-2600, Fu 203-778-4299

The Sharper Image PIP 325.000 annual packages
Upscale yuppie goods, gadgets and expensive executive gifts.

One Elanes Place (hosiery) PIP 2,000,000 annual packages
Millions of women mail order buyers, many working women.

Montgomery Ward Direct PIP 5000,000 annual packages
Ward's sells items via inserts in it's bills, then your insert can ride along in the product packages.
All three of the above manoged W JAMI Marketing Services, Inc., 914-620-0700.

TELEBrands 960,000 annual packages
Television infomercial and space ad customers who have bought the Saferycan can opener,
Watersweep, Mt Fuji Pillow, StaticDuster, Keep It Hot Plate, Lionei Train Collectible Watch and
s$s1"s6azing" products - List Services Corporotion, 203-743-2600, Fu 203-778-1299.

Whew, that's enough - millions and millions of packages - for u-s to make a few dollars
with.

Now we just need three thinss. We need a product that matches up with the customers of a
big insert program.

We need an insert that will convince these folks to buv our product.

And we need to get st@ted.

The getting started part is usually what keeps peopie from the success they deserve.

whv not set started todav? 

., Ipl, \ r^ -_
Wt&lJy\v
/ Mark Nolan
v


