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Business To Business Direct Marketing Proven Direct Re-
sponse Methods To Generate More Leads And Sales

#B2B direct marketing #direct response methods #generate more leads #increase B2B sales #proven marketing 
strategies 

Unlock the power of Business To Business direct marketing with proven direct response methods 
designed to significantly generate more qualified leads and drive substantial sales for your enterprise. 
This approach leverages precise strategies to maximize engagement and conversion within the B2B 
landscape.

We regularly add new studies to keep our library up to date.

Welcome, and thank you for your visit.
We provide the document Proven Direct Response Sales you have been searching for.
It is available to download easily and free of charge.

In digital libraries across the web, this document is searched intensively.
Your visit here means you found the right place.
We are offering the complete full version Proven Direct Response Sales for free.

Business to Business Direct Marketing

Veteran business marketer Bob Bly unlocks the secrets behind the seven key strategies and tactics of 
business-to-business direct marketing. He takes the reader step-by-step through the different types of 
communications and media at the marketer's disposal.

S.U.R.E.-Fire Direct Response Marketing

S.U.R.E.-Fire Direct Response Advertising delivers a proven, effective program for boosting busi-
ness-to-business direct advertising response rates and converting sales leads into a steady stream 
of revenue. Readers are guided through the steps of the acclaimed S.U.R.E.-Fire program, which 
include strategic planning, marketing research, developing customer relationships, recognizing sales 
opportunities, and executing a sales lead campaign.

ESSENTIALS OF INDUSTRIAL MARKETING

...aims to motivate, inspire, and educate readers about successful direct marketing. --dustjacket

Power Direct Marketing

If you've ever wanted to skip the thick, dry college textbooks of business school and jump straight into 
real business strategies and tactics that allow you to rise above your competition and dominate your 
marketplace, Till Boadella has the answer for you. From being stuck in a squalid Swiss apartment, 
thousands of dollars in debt, to becoming an influential authority in the direct marketing industry, this 
book is about giving you strategies you can use right now to flood your business with more leads, more 
customers, and of course, more sales. You'll discover: * The "little-known" niche of direct-response 
advertising that Till used to go from $2,000 in debt to $5,000 a month autopilot, and eventually sell his 
first business to his biggest competitor * The 2 main emotions that drive any sale, and how to use them 
to supercharge your business with new leads and sales for more cash in your pocket * The 5 classic 
marketing mistakes that flush your sales down the toilet * The "Cookie Box" Effect that lets you double, 
even triple your average sale. It leverages the psychological makeup of buying, and created $17,436 of 
sales overnight Till Boadella is your 21st century "Rags to riches" story. From being unemployed and 
in debt in his early 20s, he turned to the Internet and discovered through hard hustle, the principles 
of marketing that have allowed him to turn an ordinary online business into an extraordinary online 
business. In The 7 Laws of Direct Marketing, he reveals everything he's learnt, and the shortcuts for 
any aspiring entrepreneur to use to create a successful business. He currently lives worldwide, traveling 
from country to country while teaching students worldwide on his business techniques and strategies.
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The 7 Laws of Direct Marketing

"If you are passionate about marketing, selling, or making money in business, then this is the most 
exciting and important book you will ever read? the strategies inside are easy to use, even if you feel 
"awkward" when it comes to selling and marketing - and everything is delivered in plain and simple 
English"--Back cover.

How To Make Maximum Money With Minimum Customers

There are many books available on the technical theories that underlie direct marketing methods. This 
is not one of them! With The Direct Marketing Cookbook you will acquire the skill and knowledge 
needed to create successful direct marketing programs that garner profitable responses. Discover how 
to identify and create offers that sell, contact potential customers without being bothersome, gather 
needed customer information, turn responses into sales, and even how to dominate the marketplace 
in your industry. The Direct Marketing Cookbook teaches and guides both professionals and those 
responsible for marketing their businesses, how to successfully plan, develop, execute and manage 
direct marketing programs that can build their customer base and keep customers coming back. The 
simple truth is that many business professionals have little or no marketing experience, especially 
in the complex and confusing area of direct response marketing. Yet they are constantly challenged 
to acquire more of the right customers if they are ever to survive these difficult times. It makes no 
difference whether you work at AT&T, IBM, or as a consultant with a part-time secretary; The Direct 
Marketing Cookbook: A Recipe for Getting and Keeping Customers will provide you with an in-depth 
understanding of the system and techniques needed to master the process of developing successful 
direct marketing programs.

The Direct Marketing Cookbook

The days of dominance by a single advertising medium--TV for the image-building and direct mail for 
the direct marketer--are over. Ernan Roman's seminal vision of media integration offers a clear path to 
new heights of marketing effectiveness. -- Stan Rapp Chairman, Cross Rapp Associates Author of

Integrated Direct Marketing

Kennedy dares marketers to dramatically simplify their marketing, refocusing on what works. Updated 
to address the newest media and marketing methods, this marketing master plan — from marketing 
master Kennedy—delivers a short list of radically different, little-known, profit-proven direct mail 
strategies for ANY business. Strategies are illustrated by case history examples from an elite team 
of consultants—all phenomenally successful at borrowing direct marketing strategies from the world 
of mail-order, TV infomercials, etc., to use in ’ordinary’ businesses including retail stores, restaurants, 
and sales.

No B.S. Direct Marketing

This new edition re-affirms the essential fundamentals originally revealed by Kennedy and adds 
vital updates and revisions, incorporating the newest media and marketing methods. Kennedy adds 
three new chapters expanding on key direct marketing strategies, and new case history examples 
and samples from new guest contributors-each with extraordinary, current successKennedy dares 
marketers to dramatically simplify their marketing, refocusing on what works. Updated to address the 
newest media and marketing methods, this marketing master plan - from marketing master Kennedy 
- delivers a short list of radically different, little-known, profit-proven direct mail strategies for ANY 
business. Strategies are illustrated by case history examples from an elite team of consultants - all 
phenomenally successful at borrowing direct marketing strategies from the world of mail-order, TV 
infomercials, etc., to use in 'ordinary' businesses including retail stores, restaurants, and sales.

No B.S. Direct Marketing

Direct response is a type of marketing designed to elicit an instant response by encouraging prospects 
to take a specific action. Direct response advertisements must trigger immediate action from prospects, 
since the goal is to generate leads quickly. In contrast to traditional marketing, which aims to raise 
brand awareness and promote brand image long term, direct response shows ROI immediately. Do 
you ever feel like you're nearly there? That if you could JUST figure out a couple of things you'd make 
it? Things like: - Figuring out this sales and marketing maze... - Learning to be more entrepreneurial... 



- Having effective business and marketing systems that run your business for you, ... - Maximizing your 
time management output, your productivity and getting paid what you're worth ... - Associating with the 
right people with the right connections... That you'd make it. Well today I'm going to show you exactly 
how to get those, so you don't JUST make but you develop your business in such a way that it can 
generate leads, sales and buyers on demand. This book is suitable for online businesses, home based 
businesses, traditional offline businesses and even mail order businesses.

Direct Response Manual

Publisher Description

The Fundamentals of Business-to-Business Sales & Marketing

Specific examples and illustrative case studies show marketers how to enhance the business-to-busi-
ness segment of direct marketing through the Internet and take full advantage of this new, more pow-
erful form of interactive marketing. Included are strategies and tactics for enhancing lead generation, 
event marketing, fulfillment, order generation and customer relationship programs. 20 line drawings, 
20 tables.

Business-to-business Internet Marketing

It's not bragging if it's fact: Here is your largest and mightiest collection of ready-to-use right now 
marketing strategies... The largest collection ever published in the history of the world. All businesses 
want more sales. Your only complaint is the sheer number of ways you'll boost your sales right now is 
too much to implement in a single day, week, month, and perhaps year. But that's okay, do not fret, 
because if all you did was skim this book's strategies for 5 minutes, you'd come away with at least 
a dozen ways to increase your sales and income within the next 2 hours. If you're a Copywriter or 
business owner - you can and perhaps should be both - you'll immediately find: * Short-term Strategies 
* Long-term Strategies * Terrific Tips * Warnings to Heed * and Sales-Boosting techniques that you'll 
apply to your business right away to make more money in practically every aspect. That business can be 
a huge retail chain, a local, neighborhood store, a barbershop, an in-home service company, an online 
empire, or even a family eBay business. Organized by more than 90 topics, from the general (such 
as Budgets and Money) to specific example businesses (such as Doctors & Dentists, Car Dealers, 
Plumbers, and even eBay Selling) to vital Marketing topics (Headlines, Your USP, Ads, Yellow Pages, 
Referrals, Customer Service, Your Front-End, Your Back-End, and of course a whirlwind of techniques 
to maximize income from your all-important Customer List, this massive collection of selling wisdom 
was designed to maximize your income and minimize time you spend implementing each technique 
out of the hundreds of sales-boosters given to you here. Here's hoping your income in the next three 
months tops the previous three years (that's actually a low-level possibility if you implement even 8% 
of this book's immediately-usable advice)!

The Ultimate Direct Marketing, Copywriting, & Advertising Bible-more Than 850 Direct Response 
Strategies, Techniques, Tips, and Warnings Every Business Should Apply Now to Skyrocket Sales

Fact: More commerce and wealth is created by direct mail than by any other media (true before the 
internet and true now) Reported in 2013 as the marketing channel that "delivers the best ROI for cus-
tomer acquisition and retention" by Target Marketing’s Seventh Annual Media Usage Forecast survey of 
B2C, direct mail is surprisingly outdated and under-represented on the marketing bookshelves for small 
business owners — authors Simpson and Kennedy change that. Millionaire-maker Dan S. Kennedy and 
direct mail marketing specialist Craig Simpson urge small business owners to drive the momentum 
built via social media and other marketing avenues into the mailboxes of their target consumers. Unlike 
other direct mail marketing books on the shelf that specialize in one aspect of preparing a campaign 
such as copywriting or design, this comprehensive solution covers all — the organizational, technical, 
and creative including designing, budgeting, tracking, and assessing effectiveness. Also covered is how 
direct mail can be used in today's online marketing funnels. Benefiting from the authors' combined 30 
years in direct marketing, business owners are given the guidelines for what works and what doesn’t, 
illustrated by real-life business campaigns that show step-by-step how to build a results-producing 
promotional campaign.

The Direct Mail Solution



Discover How To Get All The Leads You'll Ever Need For Your Business!. . . And I Mean Hot, Qualified 
Leads That Are Guaranteed To Blow The Lid Off Your Sales And Profits! Discover the hidden insider 
secrets that allow small to medium sized business owners to make record sales during this economic 
downturn. This book allows you to ethically steal their secrets and begin profiting in your business...Im-
mediately! Inside you'll find 43 foolproof strategies that give the everyday business owner an incredible 
opportunity to peak behind the curtain and see how the most successful businesses consistently make 
huge profits with their marketing. Your will discover: How to guarantee that your business stands heads 
and shoulders above your competition, so prospects will be excited to buy from you. Quick, easy and 
cheap ways to advertise your business promotions and sales. Real-life proven examples of how you 
can create a continual stream of fresh and eager leads.

Lead Magnet

Marketing is critical to every kind of business, whether you're a new entrepreneur or a seasoned 
marketer. In this book, "titan" of direct marketing Brian Kurtz teaches you how to find and sell to your 
audience without ever losing sight of the people you are selling to, and without compromising on the 
respect and care they deserve. This book is about direct marketing, or "measurable marketing," in 
any medium. Direct marketing is the only way to get a specific return on your investment-every time 
you run a campaign, there has to be some way to measure it. Brian shows you how to track what 
is effective in marketing to the people in your target audience and how to diversify your marketing to 
ensure you can provide for them over the long haul. Brian explains the 4 Pillars of Being Extraordinary, 
the 5 Principles of Original Source, how to track the metrics that matter, strategies and tactics to build a 
responsive database (list building), how to tailor offers to your list, the 7 Characteristics of World-Class 
Copy-Writers, multichannel marketing, the importance of customer service, how to overdeliver, and so 
much more!

The Direct Marketing Challenge

He closes with tips on how to measure and improve your results. The book is loaded with case studies 
and has appendices devoted to white paper marketing resources and sample documents."--Jacket.

Overdeliver

If you're looking to boost your results from every digital marketing effort, this book gives you a 
step-by-step roadmap. You'll focus your efforts on the elements that have the biggest impact on results. 
And emphasize the digital marketing channels with the highest ROI: your website, Search Engine 
Optimization (SEO), Email, and Pay-Per-Click (PPC) advertising. You'll start by correctly diagnosing 
your progress from Traffic to Leads to Sales - so you'll know exactly how to improve results. You'll 
understand what to review in Google Analytics (with step-by-step instructions). And you'll learn the 
Marketing Metrics to evaluate every marketing effort (with easy-to-follow formulas included). You'll have 
winning "formulas" to make every element of your copy really sell! And you'll learn to strategically craft 
Offers for a big change in results. You'll also discover easy ways to "test your way to success," so your 
marketing becomes more effective with every effort! Finally, if you rely on outside resources, you'll learn 
how to evaluate every marketing proposal to choose better partners and solutions. Results are the key in 
marketing. "Does it matter if the artwork was stunning, or you thought the copy was amazing, if the effort 
didn't bring in leads or sales?" When you focus on results from every effort, you'll find ways to make 
every effort more successful. This is the definitive handbook on digital marketing for small businesses. 
It serves as your "expert consultant" to help get maximum return on every marketing dollar, and hire 
the right marketing specialists. Why wing it? With a book like this, you'll never have to. The Results 
Obsession walks you through clear, specific, detailed steps for diagnosing problems, driving leads and 
sales, website navigation and content, SEO, online ads, email, testing, measuring, and staffing -- all 
focused on the specific needs of small businesses.The emphasis on TRAFFIC, LEADS, and SALES, 
and how to analyze these metrics will surely prove helpful to readers. So many marketers execute 
campaigns without properly analyzing the results. This book gives you an understanding of what KPIs 
need the most focus. Written and formatted in a reader-friendly style, with lots of bullet points, short 
paragraphs, and white space to make it easy to get through, and easy to find what you're looking 
for. Karen J. Marchetti brings 30+ years of Internet marketing and direct marketing planning, testing, 
and creative expertise for leaders worldwide. Her strategies have: doubled client sales, boosted online 
leads by 67%, driven 60% response to a survey by C-level executives, increased email click-through 
by 200%, and generated a 22% opt-in rate! She has taught Internet Marketing and Direct Marketing 



at San Diego State University, University of San Diego, UC San Diego, CSU Long Beach, and the 
University of San Francisco. Marchetti is a Google Ads Qualified Search Consultant and a Google 
Analytics Certified Consultant.

The White Paper Marketing Handbook

Marketing experts know that Direct Marketing is the single most effective way to sell products and 
services. It is the only form of marketing that is testable, trackable, and, when done the right way, always 
profitable. Lois K. Geller, a leading Direct Marketing expert, updates her classic book to include the 
latest tips and techniques, plus expanded coverage of Direct Marketing in the age of the Internet. The 
new Revised Edition of Response offers all marketers, in any size company, a strategy for creating and 
sustaining a profitable Direct Marketing program--both on- and off-line. Leading the reader through this 
program of planning, budgeting, forecasting, testing, building lists, choosing suppliers, selling overseas, 
and developing loyal customers, Geller explains how to create profitable direct mail packages, print 
ads, television and radio commercials, inbound and outbound telemarketing programs, and more. 
Plus, she shows how all of these strategies can be applied to Internet direct marketing, including 
loyalty programs, online catalogs, fulfillment and customer service, and more. With scores of up-to-date 
examples drawn from companies large and small, including Ford Motor Company, American Express, 
and 1-800-Flowers, plus an updated glossary and resource guide, this Revised Edition of Response 
will be the authoritative source for Direct Marketing strategies and techniques.

The Results Obsession

Direct Marketing in Practice is a practical manual for all managers and marketers getting to grips 
with the powerful techniques available to skilled direct marketers. The book shows how to: · Plan a 
direct marketing campaign · Integrate new technology with conventional direct marketing practice · 
Maximise the impact, efficiency and return on investment of your activites · Evaluate the success 
of a campaign - and improve on it next time! Accessible and illuminating, each chapter in the book 
includes review questions and exercises to help you practice what you have learnt. In addition, the 
authors have used their considerable experience in the field to assemble many examples of best 
practice worldwide. These place the theory in a practical, real-world context, and demonstrate what 
a dramatic effect direct marketing can have on sales and profitability. Those contemplating or starting 
a career in direct marketing will find Direct Marketing in Practice an invaluable guide to contemporary 
practice. It is essential reading for all undergraduate students of marketing and business, as well of 
those undertaking professional examinations in this area.

Response

BOOST YOUR BUSINESS WITH DIRECT MAIL Think direct-mail marketing is a thing of the past? 
Think again. In our digital world, it’s easy to overlook the power of a snail mail marketing piece. You can 
in fact create a direct-mail marketing campaign that could earn you an ROI as high as 1,300 percent. In 
The Direct Mail Revolution, legendary copywriting pioneer and marketing expert Robert W. Bly shares 
direct mail strategies that will transform your business, win you more customers, and earn more profits. 
Whether you’re new to direct mail or need to revamp a local or hyperlocal marketing strategy, this book 
is your clear, comprehensive blueprint to winning new and ongoing sales with direct mail. Learn how 
to: Keep your marketing pieces out of the trash with perfectly crafted letters, brochures, postcards, and 
more Increase response rates with the six characteristics of irresistible offers Track and test the key 
ingredients of your direct-mail campaign Seamlessly integrate your print and digital marketing efforts 
for a multidimensional sales funnel Gain leads and sales with the “magic words” of direct-response copy 
Avoid the most common “snail mail” mistakes that will get your marketing ignored Plus, receive Bly’s 
very own templates, samples, and checklists that have stood the test of time to ensure your direct-mail 
strategy earns you the success you’ve been hoping for.

Direct Marketing in Practice

Direct marketing just got easier Picking the right promotional mix is not easy. Whatever is done it must 
be effective, and also cost-effective, and both budgets and time are no doubt limited. Business does not 
arrive unbidden (or very little of it does), nor does it magically arrive just by crossing your fingers and 
shouting 'Promotion!'; so something must be done and time and effort must be expended to make sure 
it works. Even in this electronic age, direct mail remains a popular form of promotion. It can certainly 
find and hold customers and do so cost-effectively too. But, you may have noticed, it does not have 



the best image - the words 'junk mail' are frequently used in relation to direct mail offerings! However, 
used carefully, it can work for seller and buyer alike. This book sets out how to utilize direct marketing 
formaximum benefit for both. If you position the use of direct mail effectively within the totality of your 
promotional mix, and make it work well - and that means systematically making sure that every element 
of it works well, from a letter and brochure to an envelope and much more - it can be an important part 
of your business generating process. In this book, in seven succinct chapters,we review how to make 
that so. Each of the seven chapters in Direct Marketing In A Week covers a different aspect: - Sunday: 
The recipients: database considerations - Monday: The core elements of direct mail - Tuesday: The 
component mix - Wednesday: Creatively enhancing persuasiveness - Thursday: Follow-up activity - 
Friday: Email approaches: as easy as 'click' - Saturday: Future campaigns

The Direct Mail Revolution

What's Your Website's ROI? Written to help marketers—from the Fortune 1000 to small business 
owners and solopreneurs—turn their websites from cost centers to profit centers, The Digital Marketing 
Handbook by legendary copywriting pioneer and marketing expert Robert W. Bly teaches you the 
proven models and processes for generating a steady stream of traffic, conversions, leads, opt-ins, 
and sales. Whether you are marketing an online-based business, brick-and-mortar store, or a hybrid 
business, Bly will teach you how to: Integrate a digital marketing plan with traditional marketing outreach 
efforts Maximize open rates, click-through rates, conversions, and sales Avoid the most common 
internet marketing mistakes that cause people to fail online Build a large and responsive opt-in email list 
Master Google AdWords, Facebook Advertising, and other traffic-generating tactics Drive quality leads 
to your online and offline storefronts Produce brand awareness and generate leads with Snapchat, 
Instagram, Periscope, Pinterest, and other social media platforms Design hub sites, landing pages, 
and "squeeze pages" guaranteed to bring in leads Plus, Bly shares tested direct response methods 
that can increase your online revenues by 50, 100, and even 200 percent along with an extensive 
resource section to give your website a competitive edge.

Direct Marketing In A Week

The Hands-On, Up-to-the-Minute Guide to Generating Better-Qualified, Quicker-to-Close B2B Leads! 
Lead generation is “Job One”: B2B marketers' single most important objective. Maximizing Lead 
Generation brings together everything you need to know to do it right. Fast-paced and 100% practical, 
it will help you achieve outstanding results in any B2B marketplace—from enterprise technology to 
industrial equipment to professional services. World-renowned expert Ruth P. Stevens helps you bring 
science and systematization to all facets of lead generation, building on process, best practices, 
continuous testing, and ongoing improvement. You'll learn how to maximize the value of tried-and-true 
B2B tools and the newest social, web, and search technologies. Stevens offers indispensable insights 
for the entire lead lifecycle, including qualification, nurturing, measurement, and tracking. Organized 
for clarity, usability, and speed, this book will help you supercharge salesforce productivity—and 
company profits. You'll Learn How To: • Develop and refine rules that consistently lead to higher-quality 
leads • Gain deeper insights into your customers and their buying processes • Build sophisticated, 
accurate marketing databases • Identify the media most likely to work for you • Execute highly effective 
campaigns • Drive huge ROI improvements • Use BANT and other qualification criteria • Apply new 
“nurturing” techniques to convert “duds” into “diamonds” • Track results and quantify the business 
value of campaigns • Utilize best practices content marketing and marketing automation • Integrate 
continuous improvement into lead generation • Discover 10 trends that will transform the way you 
prospect

The Digital Marketing Handbook

Direct marketing has grown beyond its roots in traditional mail order to embrace a host of new tech-
nologies, customer relationship-building techniques, and performance measures. Today, businesses 
and nonprofits of all kinds use direct marketing, which now garners 25% of the U.S. marketer's budget, 
surpassing newspapers and broadcast TV. Hailed as the “bible” of direct marketing for over 30 years, 
Successful Direct Marketing Methods has been completely updated and expanded with all the latest 
tools and techniques needed for success in today's digital, multi-channel marketplace. Written by 
world-renowned direct marketing experts Bob Stone and Ron Jacobs, the Eighth Edition of Successful 
Direct Marketing Methods contains major revisions to chapters on the creative process, fully covering 
the development of direct mail advertising, catalogs, and print advertising. The Eighth Edition also 



explores such new topics as: The expanding objectives of direct marketing in the digital age Techniques 
for optimizing customer acquisition, up-selling and cross-selling, reducing defections, extending loyalty, 
and improving retention CRM applications, data mining, call center, campaign management, and 
sales force automation Customer experience management--connecting customers and brands at 
every touch point Brand building with direct marketing tools and techniques The growth of direct 
marketing in Europe, Asia, and Latin America Methods of international marketing--both direct and 
telemarketing Successful Direct Marketing Methods offers professionals a comprehensive roadmap 
for direct marketing success across today's multiple marketing channels.

Maximizing Lead Generation

There are many books available on the technical theories that underlie direct marketing methods. This 
is not one of them! With "The Direct Marketing Cookbook" you will acquire the skill and knowledge 
needed to create successful direct marketing programs that garner profitable responses. Discover how 
to identify and create offers that sell, contact potential customers without being bothersome, gather 
needed customer information, turn responses into sales, and even how to dominate the marketplace 
in your industry. "The Direct Marketing Cookbook" teaches and guides both professionals and those 
responsible for marketing their businesses, how to successfully plan, develop, execute and manage 
direct marketing programs that can build their customer base and keep customers coming back. The 
simple truth is that many business professionals have little or no marketing experience, especially 
in the complex and confusing area of direct response marketing. Yet they are constantly challenged 
to acquire more of the right customers if they are ever to survive these difficult times. It makes no 
difference whether you work at AT&T, IBM, or as a consultant with a part-time secretary; "The Direct 
Marketing Cookbook: A Recipe for Getting and Keeping Customers" will provide you with an in-depth 
understanding of the system and techniques needed to master the process of developing successful 
direct marketing programs.

Direct Marketing Techniques (building Your Business Using Direct Mail & Direct Response Advertis-
ing)

YOU WILL BURN YOURSELF OUT, FOREVER LIMIT YOUR POTENTIAL, ALWAYS DREAD MON-
DAYS, AND NEVER GET RICH IF COLD CALLING IS YOUR ONLY STRATEGY FOR FINDING NEW 
BUSINESS And, if you can invest a tiny amount of time and read my book, here’s what I promise 
you: You’ll realize new business development (due to various factors, mainly because of increased 
competition) now requires more effort than in the past, and cold calling (on its own) won’t get you to your 
goal. See Chapter 2. You will also realize that getting a high-value prospect’s attention now requires 
marketing and specialized effort; smart employers recognize this and are adapting. See Chapter 4. 
How? Those smart employers invest in lead generation marketing, and if you work for one who doesn’t, 
whose sole NBD strategy is to hire more salespeople and make more cold calls, eventually their growth 
will stall or slow to a trickle. And they’ll have an increasingly tough time attracting and keeping talented 
people like you! See Chapter 10. If you don’t work for someone who invests in lead generation... it’s 
okay, don’t panic. You can learn how to generate your own leads and develop valuable skills that will 
turn you into a selling assassin for the rest of your life, and reading this book is a good start! See 
Chapter 11. Also, you will discover at least one new book (I mentioned several that had a big impact 
on me) that will end up having a big impact on your future. See Chapter 20. Just imagine, you will go 
from cold calling to following up or responding to client inquiries. While also positioning yourself as 
not just another salesperson, but as an authority in your field. You will not spend any of your precious 
time prospecting, rather, you will be implementing and testing different marketing campaigns. And most 
importantly, you will have more time to dazzle those clients already willing to meet with you and existing 
customers; which represents your greatest source of growth and profit.

Successful Direct Marketing Methods

Laws are broken. Rules get bent. AXIOMS [ak-see-uhms] –noun 1. statements or propositions that are 
regarded as being established, accepted, or self-evidently true 2. the sublime and intrinsic facts of a 
subject that form the foundational underpinnings upon which one can build unbounded and limitless 
success. The Premiere Book in the Exciting New Line That Puts a Foundation Underneath Your Efforts! 
The AXIOMS of Marketing are Marketing Effectiveness Is Not Subjective Likeability ‡ Effectiveness 
High Accuracy = High Results Lead Quality = 1/Lead Quantity Knowledge Is Finite Emotion > Facts 
In The AXIOMS of Marketing, you have 6 undeniable truths about marketing, what they can do, and 



how to implement them in your marketing for maximum results. The axioms work virtually all the time, 
and when you defy one or more of the axioms, your marketing results invariably falls short of the 
mark. What’s the difference between a rule and an AXIOM? A rule is a guideline to follow that has 
a strong probability of yielding the expected result. An AXIOM is an immutable law which can be 
violated only under the most extraordinary circumstances if at all. The value of having these AXIOMS 
written out for you is I think obvious, but in case not, let me state it plainly: By obeying these AXIOMS, 
and making your promotions conform to them, you can substantially improve your marketing results. 
Conversely, when you ignore all or even one of these marketing axioms, you risk poor results and 
monetary losses. One other advantage of mastering and following these 6 AXIOMS of marketing is 
that they, unlike marketing technology and channels, are immutable and do not change over time. 
“The same principles of human desire and methods of influence that guided the markets of ancient 
Greece are still operating today,” writes Craig Simpson and Brian Kurtz in their book The Advertising 
Solution. “In order to get people to do what you want them to do, you have to understand what motivates 
them. You also have to know how to prevent yourself and your product to get their interest, their trust, 
and ultimately their willingness to call you, visit you, or send you their money.” What You’ll Learn in 
The AXIOMS of Marketing Why you should avoid making marketing decisions based on subjective 
judgment. The 25-50-25 rule of testing marketing variables. 14 A/B split tests worth doing. How to 
make your marketing tests statistically valid. Do ads consumers find entertaining outsell other ads? 
The 5 characteristics of winning advertisements. Don’t underestimate the power of targeted marketing. 
Profiting from the Recency, Frequency, Monetary formula. Understanding demographics. Selling to the 
“starving crowd.” Succeed in internet marketing with the Agora Model. 6 ways to take a deeper dive 
into the mind of your prospect. The inverse correlations between lead quality and lead quantity. The 
MAO-FU formula for qualifying prospects. 8 proven ways to generate more sales leads. The importance 
of calculating lifetime customer value. The 5-step Motivation Sequence for more powerful persuasion. 
31 ways to increase response to your ads. 50 ways to increase direct mail response rates. 31 ways to 
increase response to your ads. Increase content marketing ROI. Coping with “Big Data.” Which is more 
potent-emotion or facts? The BDF formula for finding your customer’s “dominant resident emotion.”

The Direct Marketing Cookbook

For people who are thinking of starting a mail order business, or those involved in or planning to get 
into the direct marketing industry, this nuts-and-bolts guide explains the ``how'' and the ``why'' of the 
concepts and the techniques that make direct marketing work. Direct Marketing Success shows why 
list selection is crucial, and then shows how to do it, how direct mail can dramatically increase sales 
force efficiency, and how to create winning packages. Written the Direct Marketing Association's ``Man 
of the Year'' for 1985, and AdWeek's direct marketing columnist.

How To THRIVE in Sales & Never Make Another Cold Call

This textbook presents marketing concepts which are then supported with real-world examples. 
Key features include: treatment of the most important marketing activities, marketing fundamentals, 
separate chapters on 'social marketing' and cause marketing, and numerous international examples.

The AXIOMS of Marketing

The 4-steps To Build Your Yuma Local Business Direct Response Lead Generation Marketing System 
begins with a clear understanding of direct response lead generation marketing and how it can help you 
attract more profits into your local business. OK, but what exactly is a Local Business Direct Response 
Marketing System?In a nutshell, Local Business Direct Response Lead Generation Marketing is a 
powerful way that you can use, starting today, to make your marketing messages literally 'jump out' from 
among other marketing messages screaming for the attention of your prospects, clients and customers. 
It rises above the tactics and methods being used by other local Yuma businesses and allows your 
message to get through.

Direct Marketing Success

The Millionaire Maker has done it once again! Dan S. Kennedy revisits little-known, profit-proven direct 
mail strategies that continue to be effective for ANY business. In this updated and revised edition of No 
B.S. Direct Marketing, Dan builds on and re-affirms all the essential direct marketing strategies in the 
original edition, and adds new material addressing online, social and viral marketing media. Strategies 
in the book are illustrated by updated case history examples from an elite team of consultants—all 



phenomenally successful at borrowing direct marketing strategies from the world of online sales, 
infomercials, etc., to use in ’ordinary’ businesses including retail stores, restaurants, and sales.

Nonprofit Marketing

How to make a living speaking, training, and running workshops andseminars Expert Bob Bly shares 
his secrets for earning $1,000 to $5,000 aday, or more, as a self-employed speaker, lecturer, or 
trainer. Heshows readers, step-by-step, everything they need to know to becomepolished speakers, 
create winning presentations, find a marketniche, set fees, get bookings, and much more. Aspiring 
speakerswill learn about the corporate training market-who buys training,what the hot topics are, how 
to package and sell training courses,and what to charge. Bob Bly (Dumont, NJ) is an independent 
copywriter, advertisingconsultant, bestselling author, popular lecturer, and highlysuccessful trainer.

Yuma Business Direct Response Lead Generation Marketing

Updated with cutting-edge online examples and the latest success stories, this accessible handbook 
will enable any company to profit from business-to-business techniques. Practical yet visionary, this 
resource provides a blueprint for success by explaining seven proven strategies for increasing profits by 
direct marketing. Chapters include website references, internet-use statistics, and other developments 
such as CRM, search-engine optimization, blogging, wikis, podcasting, and social networks. Packed 
with real-world advice, this new edition also features a personal password to access the companion 
website for regularly updated news, links, and additional resources.

No B.S. Direct Marketing

The Business Owner's Creative Guide For Increasing Sales & Profitability, is jam packed with useful 
and practical marketing insights and strategies that are being successfully applied with absolutely 
spectacular results, by the upper crust of marketing leaders within the direct response industry all over 
the world today. Companies like Agora, Boardroom, Forbes, Kiplinger and numerous others together 
with an elite group of astute independent marketers, are generating millions of dollars in profits year 
in and year out, using the same tactics and applications you're about to discover here. In fact, these 
giants of industry use these proven strategies to drive sales and rack up record profits over and over 
again. And they do it year after year online and offline, irregardless of economic conditions. The good 
news is...You can immediately apply them to your business today and then stand back as your market 
share and profits explode! Renowned direct response marketer Jay White has this to say about the The 
Business Owner's Creative Guide For Increasing Sales & Profitability "Richard's marketing insights are 
like a breath of fresh air. His past experience as a marketing professional in the corporate world gives 
him a unique perspective into the direct response model, one that can quickly turn your business into 
a profit center. If you're struggling to effectively market your products and generate massive sales, you 
gotta read this!" Jay White AutoresponderApprentice.com For those of you who take this information 
to heart and run with it, you can expect to not only see a dramatic increase in conversions, leads and 
ultimately profits...but you may very well inherit and fast track all that comes from a job well done. 
Namely promotions, salary increases, recognition, professional respect and finally...a deep sense of 
personal satisfaction which frankly money cannot buy or replace. At the end of the day if your aim is 
to: Convert more of your website visitors into buyers, and improve how your company markets on the 
Internet...You'll find the 'how-to' steps in this guide! If you want to know how to recession proof your 
business...You will find the answers in this guide! If you want to generate an on-going stream of new 
customer leads...You'll discover how to do exactly that in this guide! If you want to build customer loyalty 
and repeat business - You simply follow the steps laid out in this guide! If you want to sell more products 
for less and increase sales revenues and reduce costs, thus increasing your ROI, profits, and market 
share - You will discover exactly what you must do in this guide! If you need publicity and powerful 
advertising that attracts and compels consumers into action in print, on-line and or over the airwaves - 
You will find the answers in this guide! If you need to drive more traffic to your website, into your store, 
office, retail outlet or whatever business you're in - You'll discover the secrets here in this guide! And 
if you want to double and triple your sales and leave your competition dead in the water ...Study and 
follow the strategies and recommendations in each chapter of this guide!

Getting Started in Speaking, Training, or Seminar Consulting

From amidst the clutter of lead generation tactics, this strategic guide teaches marketers how to 
make the many available lead generation tactics work together to produce the maximum number of 



quality leads. Marketing expert David T. Scott identifies the seven most successful tactics--including 
email, direct mail, and search engine marketing; banner and social media advertising; cold calling; 
and trade shows--and reveals: when to use which tactics, how to use them cost-effectively, how each 
tactic has changed in recent years, and how lead generation tactics will continue to evolve in the 
future. Most importantly, he shares how marketers can achieve the best results--actionable leads for 
their products and services--and help their companies succeed. Featuring valuable tools for tracking 
costs and measuring results and indispensable advice that’s been thus-far absent from this emerging 
and in-demand field, The New Rules of Lead Generation takes a critical look at the most popular 
lead-generation strategies and shows marketers everywhere how to test new approaches on a limited 
budget, how to combine multiple tactics for a more powerful, integrated campaign, and how to capture 
the leads they need.

Business-to-business Internet Marketing

For individual professionals or small business owners, here is a step-by-step program for using the 
phone to generate sales leads, qualify prospects, follow up, close sales, service accounts, get repeat 
orders, and ensure profitable returns.

The Business Owner's Creative Guide for Increasing Sales and Profitability

The New Rules of Lead Generation
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