
 

 

W elcome to the November 
issue of our ‘Build A 

Better Business’ Customer  
Newsletter. There’s less than 
two months until the end of 
the year, but there’s still time 
to finish the year with a 
flourish. 

There are many things you can 
do to bring in more sales and 
improve profits before the end of 
2016. 

Here are 3 ideas… 

Customer Appreciation Event  

Organise an end of year customer 
appreciation event.  Invite your 
clients/customers/patients and 
early on address the group to 
thank them for their continued 
support and business.  

This also gives you an 
opportunity to mention your 
products or services and 
introduce a special offer which is 
available to them until the end of 
the year. This is a really simple 

way to bring 
in a large 
volume of extra sales from your 
best customers… and they’ll 
appreciate you for it! 

Offer Of The Month 

Just like you promote a special 
offer in your customer 
appreciation event, you can also 
create an ‘Offer Of The Month’. 
Obviously you can run this every 
month next year, not just for 
November and December this 
year. 

Identify your best-selling 
products or services and 
promote one of them each month 
to customers who haven’t 
purchased it. 

By the way, the process of 
identifying which customers are 
using the different products or 
services you provide is very 
insightful and will identify many 
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opportunities for you to 
capitalise on in the coming 
weeks and months. 

Start A Referral Programme 

If you haven’t got a referral 
programme already, then I 
urge you to start one as soon 
as you can. 

As we all know, referrals are 
the best type of new business. 
All good businesses get them, 
but few businesses have a 
referral programme in place 
to ramp up the volume of 
referrals. 

Key to this is offering an 
incentive. This doesn’t have to 
be monetary (and of course if 
it is, your customers can gift 
to a charity). 

These 3 strategies will each 
help you create a spike in 
sales as 2016 comes to an end 
and into 2017. 

As always you just need to 
implement them. Yes they all 
take time, but it’s definitely 
time well spent. Don’t you 
agree? 

Con Antonio 

W e are all looking to 
improve the returns 

we get from our marketing. 
Right? One of the best ways 
to do this is to use 
‘personalisation’. There’s a 
big reason for this… 

Adding any kind               
of ‘personalisation’ 
increases response 
significantly.  

Why? Because the 
recipient of your media 
piece gets the impression 
that you sent it to them – 
personally, rather than   
to 5,000 other people. 
Plus it helps your      
media piece stand         
out from the crowd, 
automatically giving it 
more attention. 

You only have to look at your 
incoming mail each day - 
how many pieces jump out at 
you and scream - THIS IS 
FOR ME? We’d be surprised 
if you received any! 

The good news is that you 
can create the impression of 
personalisation without it 
taking you hours and hours 
to do. In fact, if you follow 
our advice, being personal 
won’t impact on your time at 
all. 

So let’s expand on 
‘personalisation’ and give 
you a list of things that you 
can do that creates a sense of 
personalisation (real or not). 

Every one  of  these  
elements has been proven to 
lift response - so look 
carefully at each one - they 
WILL make a difference to 
you and to your business… 

1. Use      The      Prospect's     
Or Client's Name 

The most basic form of 
personalisation is to use the 
recipient's name. We all like 
to see our name, and 
addressing your material to a 
named person will always lift 
response. 

Make sure you get the 
correct spelling - as nothing 
else infuriates us more than 
someone spelling our name 
incorrectly. 

What we would suggest, 
however, is testing between 
adding the recipient’s name 
and just using their title.  

For example, for business-to-
business the ‘Managing 
Director’ may be the best 
person to contact or ‘The 
Print Buyer’, etc. With 
business-to-consumer, you 
may want to address it to 
‘The Lady Of The House’, etc. 

Your test would determine if 
the extra cost of 
personalisation gave you a 
better return than the non-
personalised approach. 

By the way, when writing to 
clients or customers, 

 

“You can still finish 
the year with a  

flourish of sales”   

The Power Of ‘Personalisation’ 
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ALWAYS use their names - 
there’s no excuse not to! 
  
2. Use ‘Handwriting’ 
  
You already know that 
handwriting the envelope 
almost certainly puts your 
mailing into Pile A (stuff that 
doesn’t go in the bin.) 

  
  
  
But there are many other 
ways you can use 
handwriting to give a more 
personal look and help your 
marketing piece rise above 
the clutter… 

 In Margin Notes 

You don’t have to handwrite 
each margin note for each 
letter. Simply write it once 
and scan it in just like we’ve 
done here... 
  
 As Your Main ‘Font’ In 

Your Marketing Pieces 
  
Don’t be frightened to write 
your entire marketing piece 
in your own handwriting.  
  
We’ve used this to great 

effect with our letters, 
postcards and even leaflets,    
and    the   more immediate 
you make them look, the 
better. 
  
 Use Handwritten Notes 
 
Sticking a Post-It note on the 
front of any of your 
marketing communications 
will make it seem more 
personal.  
  
Saying something like “I saw 
this and thought of you. 
D” (see example on next 
page) always works well... 
  
3. Lift Letter  
 
A lift letter is simply    
another letter you include     
in your mailing pack          
that is written to ‘lift’ 
response.  
  
Typically, it is signed by 
another person and the 
words ‘Only Open This If You 
Have Decided NOT To 
Respond’ are included on the 
front. 
  
Again, you can handwrite the 
lift letter to give it a more 
personal feel. 
  
4. Written Just For Me  
 

Perhaps the most important 
method of personalisation    
is to write your marketing 
piece focused entirely on the 

target market.  

Something that  shouts out 
‘this is for me’ will always   
get a greater response and 
success rate. But of course 
you already know that - don’t 
you?  

Continued on page 4… 

And How You Can Use It To Grow Your Business 

Dumb 
Criminals 

Sometimes stereotypes are proven true, 

which is why they are unfortunately 

perpetuated in society. For example, I am 

a woman and I do think The Notebook is a 

halfway decent movie, which has 

unfortunately led to its prevalence in the 

zeitgeist. All bitterness aside, this story is 

more saccharine than Ryan Gosling’s little 

Ferris wheel stunt. 

The Elizabeth City Police Department 

held their annual anti-crime fundraiser, 

oblivious to the fact that a criminal was in 

their midst. According to Time, this North 

Carolina event included a doughnut-

eating contest, in which a passer-by 

defeated each cop by consuming eight 

doughnuts in under two minutes. His 

victory was short-lived, however, as the 

police arrived at his house one day later 

due to his earlier participation in two 

cases of breaking and entering. I can only 

imagine their satisfaction, imprisoning 

the one man able to perform standard 

police work better than them. 
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Handwritten margin notes are very 
effective in grabbing attention and 

reinforcing an element of 
‘personalisation’. 

http://time.com/3096322/doughnut-eating-contest-police/
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One copywriter we admire 
(John Carlton) says, “Your 
letter should be written like a 
love letter to your partner ”. 
Of course, he doesn’t mean 
exactly like that, but he’s 
referring to the fact that 
whenever you write, you are 
only ever writing to one 
person (the reader) - even if 
you sent your media piece to 
5,000,000 people, it still has 
to read like you are writing 
to one person.  

So remember - it takes     
more time and effort (and 
sometimes more cost)            
to create personalised 
marketing pieces but this 
extra attention to detail will 
increase the returns for you 
and your business.  

The Power Of ‘Personalisation’  
And How You Can Use It To Grow  

Your Business 
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I saw this and thought 

of you. 

           D 

Attaching a Post-It note to the 
front of your marketing piece will 
increase the personalised look of it 

and lift response. 

 

 A great example of the personalised Post-it note! 



 

 

W e use email marketing  
a lot. On average we 

send over 250,000 emails a 
month to our lists. If you’re 
NOT using email marketing, 
then I urge you to do               
so. Contrary to popular   
belief, email marketing is    
still very effective. Even today 
November 16! But if you are 
using email marketing and not 
getting great results, then it 
will probably be because your 
subject lines just aren’t 
powerful enough to get the 
email opened and read. 

It never ceases to amaze me 
the difference one subject line 
can make   compared to 
another. Even with one word 
or even one letter change.  

It’s exactly the same with the 
headlines for all your other 
strategies—get the headline 
right and you’re on to a 
winner.  

Too many people don’t spend 

enough time thinking about 
the subject line of their 
emails. So let me say this… 

THE SUBJECT LINE IS THE 
MOST IMPORTANT PART OF 
YOUR EMAIL. 

Think about it… 

If your subject line doesn’t 
stop the recipient dead in 
their tracks and ‘force’ them 
to open your email, you might 
as well not bother sending it. 

Your email is one key stroke 
and a fraction of a second 
away from being deleted, so 
paying attention to what 
works and what doesn’t work 
when it comes to subject lines 
is of critical importance.  

So here’s a simple                 
mini-system for creating great 
subject lines (we use this 
ourselves)… 

STEP 1: Study The Open 
Rates Of Other Subject Lines 
You’ve Used 

No matter which email 
programme you use to send 
your emails, you should be 
able to view the open rates of 
each email you send. 
Remember, the open rate is 
linked to the subject line, so 
the higher the open rate the 
better your subject line (all 
things being equal).  

The Right Subject Line In Your Emails     
Can Often Multiply Results And                 

Increase Sales  

Cryptic              
Puzzle Of The 

Month 
Polly Perkins was after a 
talking parrot, so she went to 
the local pet shop in the hope 
of securing such a find. 

She was in luck. The shop 
assistant assured her that the 
parrot would learn and 
repeat any word or phrase it 
heard. 

Polly was delighted. 
However, a week later, the 
parrot still hadn't spoken a 
word. 

Polly returned to the shop to 
complain. However, it 
appeared that the assistant 
was accurate in what he had 
said, and refused a refund. 

Why didn't the parrot talk? 

ANSWERS ON PAGE 6! 

Steve Hackney—Helping you to 
quickly grow your business 
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What Clients Say About  
HID Group 
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I have been utilising HID GROUP 
accounting services for the past 
twelve years, during this period Mr 
Antonio and Partners have provided 
myself with the utmost 
professionalism. The quality of work 
and excellent advice I have received 
has been detailed and precise due to 
the experience levels within the staff. 
HID GROUP have the flexibility and 
reliability that I have required. I 
recommend HID GROUP to all, 
regardless whether the accounting 
service required is for an individual or 
an organisation.  

 St Lukes Medical Centre 

Dr A Hanna 

 

 

It is our pleasure to provide this 
testimonial that reflects our 15 years 
dealing with HID Group and Mr Con 
Antonio. During this period Mr Con 
Antonio and his professional 
accounting and business team have 
been handling our corporate, family 
and personal accounting and tax 
business. 

 They have rendered their services in 
a very professional manner and to an 
outstanding standard that has met our 
expectations. The friendly nature of 
dealing with Mr Antonio and his team 
has made it so easy to get any aspect 
of the work completed to perfection. 
We wish Con Antonio and his team 
our best wishes. 

Ibrahim Medical Services 

Atef Ibraham 

I've been working with HID for a 
number of years now and I'm 
extremely satisfied with their 
professional prompt service, 
availability to answer my questions, 
quality reliable advice and 
understanding of the post, current & 
potential future market conditions. 
  
They are always ready to help me in 
any way needed which has proven 
financially advantageous on a number 
of occasions but also assisted me in 
avoiding unnecessary expenses or ill-
informed decisions which would have 
otherwise been costly. 
  
The quality of their accounting work 
far outstrips previous firms I have 
worked with, I have no intention of 
changing and would highly 
recommend others to reap the 
benefits HID offer. 

Gone Global 

Adam Adair 

 
 

We are experts at helping our clients 
financially manage and grow their 

business! 

Brain Tracker:  

How Many 
Words Can 
You Find? 

Using the BrainTracker grid 
below, how many words can 
you find? Each word must 
contain the central U and no 
letter can be used twice, 
however, the letters do not 
have to be connected. Proper 
nouns are not allowed, 
however, plurals are. Can you 
find the nine letter word? 

Excellent: 50 words. Good: 35 
words. Average: 25 words. 

CRYPTIC PUZZLE  
ANSWERS 

The parrot was deaf. 

Therefore it couldn't repeat a 

single word it had heard - as it 

had heard no words at all. 



 

 

STEP 2: Look For Patterns 

If you look closely enough, 
you’ll see patterns emerging 
where certain words or 
phrases have a positive or 
negative impact on results.  

For example, we know that 
when marketing to our 
accounting subscribers, using 
the word ‘accounting’ in the 
subject line increases open 
rates. 

We also know that using ‘RE:’ 
at the start of the email also 
increases open rates.  

Your results will differ 
(although try the ‘RE:’ at the 
start of the subject line, as this 
works across many different 
industries).  

I came across some 
interesting research by 
Alchemy Worx (a large email 
marketing agency) where they 
analysed 21 billion (yes, 
billion) emails to compare and 
evaluate the best and worst 
words to use in an email 

subject line. They also looked 
at exactly how much better or 
worse these words performed 
compared to average email 
open rates. The results are 
fascinating…   

The top 5 words they found 
that prompted more opens 
are… 

upgrade, just, content, go, 
wonderful 

The worst-performing words 
are… 

miss, deals, groovy, 
conditions, Friday 

STEP 3: Personalise As 
Much As You Can 

We try to use the first name of 
the recipient in the subject 
line because it almost always 
increases the likelihood of the 
email getting opened.  

THIS WILL WORK FOR YOU 
TOO. 

Interestingly, research by 
Retail Touch Points reveals 

that ‘78% of customers expect 
personalisation in emails’.  

STEP 4: Not Too Long 

We try and keep our subject 
lines shorter (notice I        
didn’t say ‘short’). Some 
browsers will only show the 
first part of a subject line,      
so try to avoid long subject 
lines. 

Email really is still a 
wonderful tool to use to grow 
your business and with the 
right subject lines your email 
stands a great chance of being 
opened and read.  

Don’t dismiss the importance 
of it!! SH 

The Right Subject Line In Your Emails  
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$100.00 Gift For Each Referred Client 
90% of our clients have been generated by referrals from existing clients. 
We much prefer dealing with clients who have been referred.  
 
They are almost always great clients and like our existing clients—they 
appreciate how important we are in the growth and financial 
performance of their business. 
We love getting referrals from clients.  
 
That’s why we created our referral programme. For every person you 
recommend who subsequently becomes a client we will gift you $100.00. 
This is our way of showing our appreciation to you. Thank you.  



 

 

Bet You Didn’t Know 

 One fifth of all the publications from 
Japan are comic books. 

 Four out of five people over 100 years 
old are women.     

 The cost of the Titanic was $7 million 
and the cost of the Titanic movie was 
$200 million.  

 There is only one metal which is liquid 
when it’s at room temperature and that 
is mercury  

 When water freezes it expands by 10%. 

 The only animal with four knees is the 
elephant. 

 A Toyota car is built in 13 hours and a 
Rolls Royce is built in 6 months. 

 A mid-sized car launched today 

generates only 5% of the pollution 

which was generated by a car from fifty 

years ago.  

Ask Us About Our Unique Accounting Services... 
 
Value-Added Services:  

 

Business PerformanceTRACKER – Monitoring The Health Of Your   
Business 
 

DecisionMAKER – Looking To The Future To Guide Your Decision-
Making Today 
  

BusinessBUILDER – Raising The Funds To Fuel Your Growth 
 

ProfitSAFE – Keeping Your Money In Your Hands 
 

FutureSAFE – Guiding You Into A Successful Life Beyond Your 
Business 

 
Compliance Services: 
Personal Tax Returns | Income Statements | Business Accounts |  
Company Accounts | Company Tax Returns | Companies House 
Returns |  
 
Other Unique Benefits: 

 FREE No-Obligation Initial Meeting 

 Unlimited FREE Support  

 3-Step Service GUARANTEE 

 FREE Access To One Of The World’s Leading Marketing Systems 

 Fixed All-Inclusive Monthly Fee  
 

CALL US ON 03 9341 7333 TO ARRANGE  
A FREE NO OBLIGATION MEETING 

Looking To Grow Your Business? 
 

FREE webinar on how to create a 
newsletter that increases sales, multi-
plies referrals and improves customer 
retention... all at the same time! 
 
See how to build a better business THE 
EASY WAY here: 

www.NewsletterThatSells.com 

ANY QUESTION? WANT HELP? NEED SUPPORT? CALL THE TEAM ON: 03 9341 7333  

 

Our Contact Details: 
 

HID Group 

Suite 2 , Level 1, 333 Drummond 
Street 
Carlton VIC 3053 
 
Ph: 9341 7333 
Email: mail@hidgroup.com.au 
 

www.hidgroup.com.au 
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