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© 2008-2009 Copyright Rob Minton Publishing Inc
All Rights Reserved. No part of this report may be reproduced or
transmitted in any form whatsoever, electronic, or mechanical, including
photocopying, recording, or by any informational storage or retrieval system
without express written, dated and signed permission from the author.
Disclaimer and/or Legal Notices:
The information presented herein represents the view of the author as of the
date of the publication. Because of the rate with which conditions change, the
author reserves the right to alter and update his opinion based on the new
conditions. The report is for informational purposes only. While every
attempt has been made to verify the information provided in this report,
neither the author nor his affiliates/partners assume any responsibility for
errors, inaccuracies or omissions. Any slights of people or organizations are
unintentional. If advice concerning legal or related matters is needed, the
services of a fully qualified professional should be sought. This report is not
intended for use as a source of legal or accounting advice. You should be
aware of any laws which govern business transactions or other business
practices in your country and state. Any reference to any person or business
whether living or dead is purely coincidental.
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Foreword
This week we will be focusing on hardcopy newsletters. Yes, email
newsletters are free to send and many agents prefer email newsletters
because their easier and free.
The problem is that you face many challenges getting your emails
delivered and opened by your prospects and clients. This problem will
only continue to get worse.
The best and most effective newsletter to send to your database is a
hardcopy newsletter mailed though snail mail. Yes, I said the dreaded
words – “Hardcopy Newsletter.” I used to dread having to prepare and
send hardcopy newsletters to my database. They always seemed like
such a big waste of time. I would mail a newsletter month-aftermonth, like everyone told me to do, but never noticed any dramatic
improvement in my business.
As it turns out, I was sending an in-effective newsletter and expecting
it to work miracles. I finally began to study other newsletters and
magazines trying to figure out what made a great newsletter. I had a
major shift in thinking about the client newsletter, which I have shared
with you in today’s Renegade Report. This shift in thinking had a major
impact on my business.
In this Renegade Report, you’ll see a “hardcopy” newsletter I mailed to
my database. I’ll open the doors and show you the inside strategies I
used with this newsletter. You’ll be able to use these same strategies
when creating your own hardcopy newsletter.
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Introduction
Depending on when you initially requested something from me or my
office, you may or may not have received the hardcopy newsletter I’ve
included below.
I’m going to show you the various marketing strategies I used and
why I used them. This will be very instructive for you!
Before we jump into the details of the newsletter, I thought I would
share some high level newsletter administrative tips. First off, I
typically use the same newsletter format for each newsletter created.
It’s a winning formula, which should be leveraged from newsletter to
newsletter. Another benefit of having a standardized format is that it
makes it a lot easier to prepare each newsletter. You can plan ahead
for each section of the newsletter.
I also use a program called Microsoft Publisher for my newsletter
creation. I’ve found this to be an easy program and have stuck with it
for years.
Finally, the newsletter below was designed to go to every person in my
database. This would include any real estate agent who requested
something from me. Simply put, this newsletter was a sales letter. I
had many goals for this newsletter, which I’ll share with you below.
Because the newsletter was going out to a large database, I designed
it to be mailed as in-expensively as possible. I turned it into a self
mailer to eliminate the cost of an envelope. I also had this newsletter
mailed at bulk mail rates to drive the postage cost down as far as
possible. The number of pages included was also designed to stay at
the lowest postage mailing rate. Additional pages require more
postage for each newsletter. This isn’t a big deal when you’re mailing
100 newsletters. It is when you’re mailing thousands.
Below is the first page of the newsletter:
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A. In the box marked A, I’m trying to get readers to follow me on
Twitter. The main reason is because if you follow me on Twitter,
I can keep my name in front of you every single day. This is free
marketing. It cuts through spam and is extremely powerful. I
can promote different opportunities and build a relationship with
the reader when they follow me on Twitter. Very, very powerful.
B. It’s fairly obvious that the goal of this box is to tease the reader
to read the entire newsletter. I want them to see everything
included right on the first page so they don’t miss any of my
marketing opportunities built throughout the entire newsletter. I
also highlight the special $1.00 trial offer for Renegade Reports.
C. Picture of me winning an award for having the 4th fastest
growing company in Northeastern, Ohio. The goal is to add
credibility.
D. This box is to highlight some great content on my blog. The goal
is to get the reader to start visiting and reading my blog on a
routine basis. You want your prospects always reading your new
posts and consuming your ideas and strategies.
E. An article with great content written specifically for real estate
agents. I simply summarized what I learned about Rose Blumkin
from reading the biography on Warren Buffett titled “The
Snowball.” The headline of the article was written to draw the
reader into the article. The reader is probably thinking – “Who in
the hell is Rose Blumkin nd what could I possibly learn from
her?” The curiosity hopefully pulled the reader into the article.
Overall, notice how I’m using every inch on the first page to
accomplish something. You cannot waste space in your hard copy
newsletters. Everything must have a purpose and that purpose is
to bring the person reading the newsletter closer to you in
some fashion. Getting a reader to read my blog posts is very helpful
for my business. Same goes with getting a reader to follow me on
Twitter. Each advances my relationship.
Most real estate agents miss this opportunity in their marketing. They
simply focus on trying to get a client or a listing appointment. Sure
these are important, but it is much better to build the relationship
first. This makes selling 10 times easier down the road.
Below is page 2 of the newsletter. Nothing too fancy here:
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F. By including bullet points of lessons learned, I’m able to help the
reader extract helpful information and apply it to their real
estate business.
G. I’ve buried a plug for the mobile home side business webinar
into the list of lessons learned. Notice how I used something
in the article to give the reader a reason to pay more
attention to this opportunity? This is a BIG lesson and I hope
you apply it in your business. Had I not presented Rose’s story
and the other bullet points, many readers would have skimmed
right over this bullet point. It is a disguised sales pitch. It works.
H. The large text box covering half the page was designed for one
purpose and one purpose only. Can you guess what it is? If you
answered “to capture the reader’s email address” you win the
marketing gold medal! :0) There is a lot to cover about this
strategy.
a. In many cases, you might only have a person’s mailing
address. You must engineer some compelling offer to get
the reader to go online and give you their email address.
The email address is powerful because you can obviously
follow up with them for free via email. You can market
your services and affiliate programs to your email list.
b. When a reader visits http://www.ProfitWebinar.com and
submits their name and email address on the website, they
will be asked to “double opt” in by confirming their email
address. This dramatically increases email deliverability.
The goal of the offer is to compel readers to submit their
email address and then confirm their email address too.
c. To make this free training more compelling so that more
readers would go online and submit their email addresses,
I included many different training webinar topics. Maybe
you might not care about launching a “side” business, but
you probably want to learn how to increase and improve
your marketing. Had the box only offered free training on
how setup a “side” business, I would have lost your email
address.
Here is the last page of the newsletter. After being folded and mailed,
it actually turns into the cover of the self mailed newsletter:
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I. This newsletter was mailed at bulk postal rates. No stamp was
necessary. The printer I used takes care of this and I pay them
directly for the postage. I send the newsletter to the printer digitally
and they handle everything from that point forward.
J. This panel is probably the most valuable panel on a newsletter
mailed as a self-mailer without an envelope. The reason why is
because the recipient will always look at the front of the mail piece
to see where it came from and if they should bother to open it up.
Since this is the most valuable spot in the newsletter, I used it for
my most compelling offer. Too many agents under utilize this space
in their mailings. It is very valuable and it’s a costly mistake. This
newsletter generated a significant number of new Renegade Report
subscribers. In fact, the number of new subscribers due to this
newsletter made it a very profitable mailing. My business is still
receiving income from this newsletter and will continue to receive
income for a long time to come.
Please understand that I’m not sharing this information to
brag or boast. The goal is to show you how profitable a hard
copy newsletter can be for your business. Each newsletter
really should be a disguised sales letter. If you’re going
to send a newsletter, you should be strategic about it.
Maximize this opportunity for your business.
K. This little article is actually sales copy to market the Renegade
Reports membership. This space is the second most valuable spot
in the newsletter because it is on the flip side of the mailing panel
after folded by the printer. I used this valuable space to promote
the membership again.
Ok, I’ve shared a lot with you today about this one, four page
newsletter. Think about what we accomplished with this mailing. Here
is a brief list for you to review:
1. Attracted a small number of recipients to follow me
on Twitter. This will allow me to continue staying
in touch with them on a daily basis for free.
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2. Attracted a small number of recipients to my blog.
They may come back to my blog from week to week to
see new posts.
3. Provided some helpful content for the recipient and
used the content to position myself as an expert.
4. Subtly promoted a webinar within the bullet points
in the content article.
5. Offered FREE Training on many different business
building topics to compel readers to give me their
email addresses. Used a double “opt in” confirmation
process to increase email deliverability.
6. Successfully promoted the Renegade Reports
membership to create income for months to come.
Many of you might be wondering how you can use these ideas in your
business. Well, you can offer a special Teleseminar or webinar classes
to your database. These webinars can actually be sales presentations
which will drive prospects to become your clients. I’ll show you how to
do this in next week’s Renegade Report lesson.
You can also promote affiliate programs within your newsletter if you
don’t have your own product or service to market. Refer back to our
Renegade Report lesson on how to profit from email. You could
actually promote many different affiliate programs within one
newsletter. If you want monthly continuity income, you could promote
the $4,000,000 Wealth Blueprint membership on the front panel of
your newsletter. You would collect 50% of the monthly membership
fee for any clients who sign up generating income to you directly from
your newsletter. Sign up to become an affiliate at:
http://www.4millionblueprint.com
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This Week’s Assignment
This week’s assignment is for you to draft and mail your own client
newsletter based upon the strategies detailed on today’s Renegade
Report lesson. Remember you need to change your thinking from
“newsletter” to “sales letter.” Understand that you don’t have to send
a newsletter each month. You can simply send newsletters whenever
you have something good to promote. If you find a great affiliate
program, build a newsletter around it.
Remember to add some good content. Use the ideas from last week’s
Renegade Report lesson on how to create content for your newsletters.
Best,

Rob Minton
Renegade Millionaire Agent

Coming Up Next…
Lesson #30: How to Use Teleseminars to Sign New Clients
Next week, you’ll discover one of my favorite lead-generating,
relationship-building ways to sign new clients: Namely, by using
teleseminars! You’ll discover what to talk about, where to get
guests to help you carry your call and much more. You won’t want
to miss this lesson, because very few people use this tool – and
yet it’s extremely powerful!
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