
Sample Business Sales Letter.pdf


 
 
 


The Greatest  
Sales Letters 
Of All Time 


 
 
 
 
 


Understand the rules to writing a great sales 
letter and you possess the secret to unlimited 
wealth. 
 
Edited By John Jantsch 
 


 


Please distribute this book FREELY! 
 
You may distribute, copy, or reprint this book as long as you do 
so as-is, without changes. It must contain the information about 
the author and the links must remain intact. 
 
Use This Book To… 
 


• Offer to visitors of your website 
• As a giveaway to entice newsletter subscribers 
• As part of bonus for your products or services 
 


John Jantsch – 816-561-3931 
John@DuctTapeMarketing.com 
DuctTapeMarketing.com 


 
John Jantsch.com 
Small Business Marketing Advice.com



mailto:ohn@DuctTapeMarketing.com

http://www.ducttapemarketing.com/

http://www.johnjantsch.com/





Studying Successful Sales Letters Can Be 
Your Ticket To A Wealth Explosion. 
You may never call a sales letter junk mail again. 
You trudge to the mailbox, open it up and out fall a pile of bills (never 
that check you've been waiting on.) Of course you also get to flip 
through the so-called "junk mail" as it slides off your desk for the trash 
can right? 


If you own a small business and you aren't poring over every piece of 
mail you get (hey, even some well written email) then you are making 
a silly mistake. 


This ebook provides you with what are arguably some of the best sales 
letters ever written. Studying these letters is like getting a free 
copywriting course. The reason these letters are considered some of 
the best is quite simple…they have been responsible for selling lots 
and lots stuff for many years.  


Read each of these letters and you will begin to understand that for 
the most part they all follow a tried and true set of rules. Once you 
understand how to apply these rules to your selling efforts you will 
automatically experience greater success. 


Here are some tips and resources to help you understand and create 
great sales letters. Start a file and when you discover a letter or even 
postcard that follows these rules, stuff that baby in the file for later 
reference and you will on your way to creating a library of swipable 
free sales letters. 


Great Sales Letters: 


1) Must have a headline. If your sales letters don't have a headline 
that reaches off the paper and grabs the reader by the throat...you are 
sunk. Start paying attention to headlines.  


Want to write headlines like a pro? Check out this software, it does 
the work for you. • Headline Creator Pro  This is an awesome tool. Just 
answer four questions and the software spits out 100 ready made 
headlines based on some of the most successful headlines throughout 
history. By the way a successful headline is one that has been know to 
sell. 
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2) Must clearly demonstrate how the reader will benefit from 
reading this ad, letter or email. It's amazing how often sales letters 
will go about the company or product and how great it is. Your reader 
doesn't care...they always want to know what's in it for me. 


Check out this copywriting course from one of the greats. • Make Your 
Words Sell This powerful course by Ken Evoy will show you have to sell 
more. Use the strategies to become more persuasive. Sign-up for the 
free course 


3) Must have a call to action or offer that makes sense. If a sales 
letter is well written you will come to the end hoping to reach an offer 
that you can't resist. Most letters and ads don't really offer anything. 
Without an offer, even an offer to give some more information, you 
are wasting your time. 


In a hurry to produce a killer sales letter? Here is a great answer 
• Push Button Sales Letters This program is software that lets you fill-
in-the-blanks, click a button and poof! You have an instant sales letter 
for your product or service. You get a sales letter nicely formatted on a 
web page when you're finished. Just polish it up some, link it to your 
order form and you're off and running. 


You might even sign-up to receive some mail from some of the biggest 
direct mail folks just so you can learn from some of the best sales 
letter in the business! Rodale Press, Agora, and Nightingale Conant are 
a few of the biggest.  
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Sales Letter #1 


Newsweek 


“If Your Name Is On This Letter” 


 


This is a classic example of a letter that focuses 100% of its attention 
on the reader’s self-interest. The product here, a news magazine, isn’t 
very sexy and won’t make anyone thinner or richer. The writer of this 
letter immediately flatters the reader and sets up a “take away” 
strategy that is very effective still today. 


The letters implies that, “if you are common then this isn’t for you.” 
Vanity is what is being sold in this letter. 


Another powerful, but misunderstood, tactic used in this letter is 
negative credibility. This letter opens by telling what it is not. Many 
copywriters spend too much time trying to sell you on what it is. By 
first offering the “flaws” this letter is more believable. 


The letter is also a classic example of “you” copy. See if you can count 
how many times the word you is used. Hint: It’s over 50 yet doesn’t 
feel forced. 


The letter then ends with a very strong offer. Another secret to great 
sales copy. 
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Sales Letter #2 


Wall Street Journal 


“Two Young Men” 


 


 


This letter makes a promise of success (one of the most compelling 
offers available) and does it by telling a story. The picture of success 
that this letter draw demonstrates what can happen, both good and 
bad, if you don’t acquire the seller’s product or service. 


Can you think of a way to apply this tactic to your product or service? 


Selling by telling is one of the great secrets of marketing and this 
letter may be the most successful example of this strategy ever. 


This letter was used by the Wall Street Journal for decades. In fact, I 
would surprised if you have not received this one many times. 


 John Jantsch – All rights reserved  - John@DuctTapeMarketing.com 


Of course, this letter makes a strong offer. 







 


 John Jantsch – All rights reserved  - John@DuctTapeMarketing.com 







 John Jantsch – All rights reserved  - John@DuctTapeMarketing.com 







Sales Letter #3 


Popular Mechanics 


“Dirty Hands” 


 


 


I love this letter because instead of appealing to the snob in all of us, 
it presents itself to the “average Joe.” Many a product has been sold 
by making the reader feel that you and your company understand the 
reader like nobody else. Us against them is a good formula for action 
and action is what you want. 


In this letter he allows the reader to take sides against all those dead 
beats and sissies out there in the world. Obviously, this letter is aimed 
squarely at men. Understand what makes your reader tick and you are 
half way home. 


Instead of a headline this letter uses what copywriters call a “Johnson 
box” to open up. You must pull your reader in immediately and this is 
an example of a way to do that. 


Notice all of the handwritten notes. This is still a very effective way to 
focus attention on key details.  
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Sales Letter #4 


American Express 


“Quite Frankly” 


 


This letter uses the “not everyone gets in” strategy that can move 
people to get out their wallets faster than any other. 


The knee jerk reaction of “see I’m good enough” runs pretty deep in 
many prospects.  


This is a great example of how a very short and simple letter can pack 
a punch. The reader’s emotions are pulled at for most of the letter.  


Have you made it, are you good enough, you get what you pay for are 
the basis of this letter. 


Notice how the P.S. wraps-up and restates that entire offer. Many 
readers actually jump to the P.S. of a letter and read it first…so don’t 
ignore this feature. 
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Sales Letter #5 


Prevention Magazine 


“A Story About Grandmother” 


 


Another example of how a powerful story can put anyone in the mood 
to buy. In this case the writer speaks in first person and it feels like we 
are sitting across the table from them. 


The more human you can get your writing and your stories the better. 
People seem connect with stories much more than do with what they 
see as sales hype. 


Nobody really wants another magazine or product or service but they 
do want to relive a favorite memory from their past, or experience joy, 
and love, and happiness. 


Pay attention to the bonuses offered in the P.S. In some cases people 
will make the decision to buy based solely on what is offered as a 
bonus. What can you offer your readers over and above your product 
or service? 
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About John Jantsch 


John Jantsch is a veteran marketing coach, consultant, speaker and 
author. He is the creator of Duct Tape Marketing, a small business 
marketing system. 


Subscribe to his weekly marketing tips newsletter by sending a blank 
email to subscribe@ducttapemarketing.com 
 
He is available for one-on-one coaching, group tele-coaching, and 
speaking. Find out more at JohnJantsch.com 


Be sure to investigate these other small business marketing resources 


• Small Business Marketing Bible - David Frey 
ENTREPRENEURS AND SMALL BUSINESS OWNERS... 
Are you a small business owner or home-based business owner that is frustrated 
because you're not getting enough qualified prospects? With the right tools ANY 
SMALL BUSINESS OWNER can have all the customers they want, no matter how poor 
you think you are at marketing. 
 
• The InfoGuru Marketing Manual - Robert Middleton 
This comprehensive marketing manual contains everything you need to attract more 
clients to your professional service business. Manual includes complete 23 chapter 
text with hands-on action plans, audio tutorials, articles, marketing discussion group, 
and many additional bonuses. 


• Push Button Sales Letters 
This program is software that lets you fill-in-the-blanks, click a button and poof! You 
have an instant sales letter for your product or service. You get a sales letter nicely 
formatted on a web page when you're finished. Just polish it up some, link it to your 
order form and you're off and running. 


• Bringing Brick-and-Mortar Business Online   
Loads of free information for local businesses who want to grow using the web. The 
future of the Internet is local. Make sure you understand this powerful trend.  
 
• Make Your Words Sell 
This powerful course by Ken Evoy will show you have to sell more. Use the strategies 
to become more persuasive.  


• Headline Creator Pro  
This is an awesome tool. Just answer four questions and the software spits out 100 
ready made headlines based on some of the most successful headlines throughout 
history. By the way a successful headline is one that has been know to sell. 
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Hundreds of letters for all kinds of uses. Pick the sales or customer service situation 
and plug in your specific information and instantly crank out a proven selling 
machine. This one is a real time saver. 
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• Elance  
If you are not familiar with Elance you need to be. Just describe what you want you 
need business logo, graphic, sales letter, web copy, translation, software application 
and then designers from around the world bid on your work. You can view feedback 
from past customers and see sample of work. A great place to get all kinds of design, 
programming, writing and editing services. 
 
• LogoWorks  
Let a group of talented designers create a high impact business logo for you in about 
48 hours. The best thing here is that you have a wide variety of styles to choose 
from. 


• Make Your Site Sell - Ken Evoy 
This is the bible for anyone who wants to sell on or off the web. This book is 
crammed with so much useful information that I really think everyone who had any 
interest in website marketing strategies should be required to read it. It will open 
your eyes. Some great freebies here too! 


• Host4Profit 
A good website host - by that I mean one that responds when you have questions - 
is worth its weight in gold. Host4Profit has been around a long time and gives you 
more tools and horsepower in terms of hosting then most people will ever need - 
plus refer 3 other site owners and your hosting is free 


• Audio Generator 
Putting audio on your website to help promote products, explain a complex topic or 
add customer testimonials is a very powerful tool. This service makes is very easy 
for you and your clients to do. 


• ProAutoresponder 
Automatically sends any number of emails to your subscriber list and manages the 
entire subscribe and unsubscribe functions. I've tried many of these services and I 
like this on the best. 
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