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Special Report

How To Triple The Response
Of Your Yellow Pages Advertising

Tmagine a publication that went to every honsehold it your market,
and was used extensively by people orfy when they needed it most.
Tn other words, they were reading it when they were hot to buy.

Would you be interested in advertising there?

1 should think so. Although it can be expensive to advertise in the
Yellow Pages, many people have built their businesses just on using
this advertising medium alone.

S0 if you can afford it, use it wisely, because it can be an absolute
gold mine.

Now here’s my tips on how you can start and make real money
for your husiness by advertising in the Yellow Pages.

—  Pirstly, realise that 32.2% of people turn to the Yellow
Pages first when looking for 2 product or service.

In fact, over 2,000,000 people use it every week! So unless
yon are convinced that your company doesn’t derive much of
its business from the Yellow Pages {and there are some - like
Advertising Agencies for instance} then you've got to make
sure you are there.

=  What size is your ad in the Yellow Pages? A 1/4 page ad
pulls 11-times the Tesponse of a small ad lineage. Yet it costs
around only 4-times as much.

Food for thought next time you're booking your ad. Andina
recent study, respondents claimed they would call the
advertiser with the largest ad FIRST by an overwhelming
percentage.

—  If you’re serious about making your business very profitable,
then here’s how you can use the Yellow Pages effectively.
1. Firstly, you've got to think of advertising as an
investment, not a cost. It’s only a “cost’ if your respense
is dismal. (And whatever you do, don’t run a ‘sleeper” ad
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for a second time - it won't do any better next time
‘round!) -

2. Use a bigger ad for the reasons I've indicated above.

3. Advertising is all about telling people “what’s in 1t for
them”, so you must INFORM and PERSUADE. Just
putting your name, address and some bare details doesn’t
cut it these days.

4. Use a photo in your ad if it's possible, They get a higher
response, And if it’s a photo of you, the owner, your
response will be even higher. Make sure you also put your
name in a caption under the photo, so your prospects
understand why the photo is there. You might even like to
add a bit of ‘sell’ too. B.g. Jokn Smith, Managing
Divector of XYZ Company for over 10 years, guaraniees
your satisfaction er your money back. '

5. Use a headline promising what you will do for them
(hardly anyone ever uses a headline in Yellow Pages}.
They can pull up to 20-times the response. 80% of people
ONLY read headlines!

Yellow Pages advertising hits the very hottest of prospects.
These people are taking the time to look up what you're
offering, so you don’t have te expend much energy getting
their attention on selling general benefits of your product or
service,

But sirangely encugh, most businesses don’t even bother to
put in the benefits of what they do. Rule #1: Wherever you
mention a feature, mention the benefit too. In fact, mention
the benefit first!

Include as moch copy in a Yellow Pages ad as you can fit.
Studies have shown that display ads with mers information
stimulate customer action.

An independent research company conducted a study in which
a set of prospective respondents were shown ads that were
both heavy and light in terms of the amount of copy.

The study revealed that the beavy copy ads drew more
response by an average ratio of more than 2 to 1. It has been
repeatedly shown that more copy sells. The more useful
information that you can convey to the prospective buyer the
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- better.

=  If possible, include a second ¢olour in your ad - colour
attracts readers

=  Menfion any insurance, guarantees, association
memberships and specially trained employees.

You see, what you're doing is building credibility in the mind
of your prospect. As they quickly judge your ad against the
rest, you want them to be thinking: “They 've got this award
and this award, plus they're a registered so and so of this
company and that company ... they must be good. ™

=  Don't forget to mention that you take credit cards if it’s
part of the service youn offer.

These days using credit cards to purchase things is a very
popular method. People want convenience. And it’s going to
get even more popular as time goes o1,

=  Let people know where they can find you. Chances are, you
know your area pretty well becanse you work thexe, But your
customers don't.

Even if you trade in a small town, make it super easy for your
customers to find where you are.

If you have the space, include a location map. If not, choose a
landmark that people are familiar with and write this: “Find us
oppasite the McDonald's on Smith 8t.” Or something like this:
“First left after the Smith St Shopping Centre”

Here’s some more quick tips you can use fo boost your Yellow
Pages response ...

= Always ask yourself: What's my unigne selling proposition?
How can I outsell the competition, knowing that the Yellow
Pages reader who sees my ad, alse sees my competitors’ ads?

It’s VERY important that your ad doesn’t look like your main
compeiitor’s. Most people copy other ads that they see. The
ads look similar and they say similar things.

But the real problem is that most ads are terrible. Now if you
want to take your business to greatness ... what you have to do
is worry LESS about how it looks and worry MORE about

- Page 221 -



S-4 How To Triple The Response Of Your Yellow Pages Ads Notes

what it says.

And that means vou have to solve PROBLEMS for your
customers. If you’re going to boast about how big your
company ig, then tell them how that is going to benefit THEM.
{That is, they’re going to get quicker service, more skilled
eraftsmanship, cheapet prices, longer guatantees - whatever it
is that benefits THEM!)

=  Don’t use fine-line artwork that won’t reproduce well on
the soft yellow mewsprint.

—  Ask your Rep questions. If you're afraid to ask questions of
the Yellow Pages salesperson in case you think it’s an
admission of ignorance, you're costing yourself the
immeasurable profits their knowledge represents,

=  Write your own ad. Follow these tips and write your own ad.
I want you to listen to the Yellow Pages Sales Rep, but T want
YOU to write your own ad.

Why? Because as salespeople they will tell you valuable
information about the statistics of the medium and the
technical side (maybe more, who knows?), but from the ads
that 1 see in the Yellow Pages, there 15n’t a copywiiter among
them wvet.

Plus, if they were to spend as much time as is needed to write
an effective ad for you, they wouldn’t have time to sign up
half the businesses they need to for the Yellow Pages. So even
if they knew what to do, they couldn’t afford the time.

50 take it on your own shoulders to write your own ad by
following some of the money-making ideas you're finding out
abont here.

=  Tf you have two STRONG selling points (most are pushing
it just to have one that sets them apart from the rest),
consider having two separate ads instead of one,

We humans are funny things. We have such poteniial to
remember hundreds of things at once. But you know what?
We rarely use that ability.

So hit your readers right between the eyes with your single
strong selling peint and don’t try to be everything to
everybody.
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=  If you advertise in an area oufside your own, comsider
¢stablishing a local phone number for that region.

The reason why is that a local number eliminates the toll for
the caller. Local suppliers are always favoured by the
CONSUMET.

You see, what I really keep shgoesting is to make things easier
for your customets. For the little extra that this may cost you, |
helieve in most cases it's worth it. Test it and see.

=  Use strong borders. The blackest you can find. This helps
separate your ad from the pack. Readers eyes will
automatically be drawn to your ad.

And here’s one thing to look out for: Keep the type inside
your box well away from the border, Remember those things
in scheol called ‘marging’? They've got a purpose. They make
it easier to read, S0 have a nice big border, but don’t run the
type too close to it.

= Line illastrations nsually reproduce better than
photographs, except when it comes to a photo of the owner,
Don’t mess with that one.

But if you have dark photographs of equipment or tools ete,
you'te wasting your time. See if someone can draw them for
you, because they’]l usually reproduce much better.

Also, I'd refrain from using silly cartoons. Again, gimumicks
aren’t what increase sales long term, it’s a strong offer and
benefits that do.

=  Monitor your results, I think this tip would bave to be one of
the most important ones. The reason is that not enough people
TEST their advertising. So they never quite know for sure
whether 1t’s working.

Analyse what is and what 18n°t working. Ask every customer,
“How did you hear about us?” Learn what the customer wants
and gradually bend your copy approach to answer those wants.

It's a simple secret of success in business, give the customers
what they want, and they 'l come back again and again and
again.
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8o, if you run two ads, have a different phone number on each.
Then ask your telephone company to provide a printout each
month of the number of calls made to that number.

Don't advertise those numbers anywhere else. That way you'll
know that any call placed to these numbers is the direct result
of the Yellow Pages.

=  Remember ty test only one aspect of your advertising at a
time. Test vour headiine, test your offer, and body copy. Then
uge the information you gather from the test to make the rest of
your advertising more effective,

There you have it, some of the most important things you need to
remember about advertising in the Yellow Pages. Just by using these
techniques alone I've helped many businesses triple their advertising
response. You can do the same.

Believe me, follow these guidelines and you'll be doing things
which not 1 in 100 business people even know about. Your
advertising will be different and effective.

And that's exactly what you wanted, right? Good. Go to it and get
the resulis from your advertising that you deserve.
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