Sales letter

Introduction

1) Personal situation:
You are working in a company that manufactures pc’s laptop’s or cell software. Your supervisor or dmd asks you to set up a marketing campaign for the latest developed product. This includes the writing of a sales letter. Send by email or normal mail.

2) Questions:

- which steps have to be taken?    (Develop strategy, a plan of action)

- what kind of questions should you ask yourself? What kind of problems may arise?

    (competition, too much information)

- how do you intend to deal with them?

- what kind of approach guarantees a successful sales letter?

- which elements/aspects have to be included?

- think about the structure/layout of your letter (inventive, creative, style, language)

Answers:

- to define the group of customers, 

   describe the product (qualities, characteristics,…)
- who is the competition, 

   how large is the competition, 

   you have to stay ahead of your competitors,…
- try to get to know there strategy/product/plans, 
   you have to be aware what goes around in the market.
- a personal approach 
- a description of the product, the way the product is described (a typical language, a powerful    

   language), you state the facts but also add a colourful language.
- the structure/layout must be different from the normal letter, It has to catch the eye.

AIDA principle
a) main idea: from the perspective of the reader (recipient, customer)

          “YOU” form is important, he has to be personal addressed 


- important


- create goodwill


- tone/approach : positive

You put yourself as a writer in the mind of the reader.

b) you try to think what he wants/needs (think about several steps to convince him, to bring him closer into the direction of the product)

c) 
(A) get their ATTENTION, 
(I) hold their INTEREST, 
(D) arouse DESIRE in the potential customer to want your product, 
(A) make them take immediate ACTION to order from you.
