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The Power of Lumpy Mail 

Travis Lee 
 
 

Pat: Hi, this is Pat Iyer with Legal Nurse Podcast, and today we’re going 
to be talking with Travis Lee about a subject that is important for legal 
nurse consultants to consider in marketing.  

 We’re starting a new way of providing you with the tips you need for 
your business. This podcast is available in video format at this link: 
http://LNC.tips/travislee.  

 Travis is an internationally known expert in getting direct mail 
delivered, opened, and read. He’s the co-founder and President of 3D 
Mail. He generates huge returns for thousands of businesses every 
year who uses innovative and effective marketing strategies. He has a 
unique and tested marketing method that has helped add millions of 
dollars in sales to a wide variety of businesses, from people who run 
their businesses from their kitchen tables to national and multinational 
businesses. They are sending millions of pieces of mail a year.  

 His unique techniques and strategies move seamlessly between the 
business-to-business (B2B) market and the business-to-consumer 
(B2C) market. They consistently provide positive returns of over 
200% to over 3,500% for his clients.  

 I have asked Travis to come today to talk about 3D Mail and what that 
means for us as legal nurse consultants marketing to attorneys. I think 
it’s important first of all to welcome you to the show, Travis, and 
thank you for spending some time with me today.  

Travis: Thank you so much for inviting me, Pat. I’m glad we could get 
together here with your members and hopefully give them some 
insight on some direct mail that they may not be used to seeing. It’s a 
new, unique and different way to market whatever it is that they’re 
selling or offering.    

Pat: Absolutely. Can you tell us what is 3D Mail?  
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Travis: That’s a great question, and I’ve got some of my stuff here, so I’ll 
show it to you here in a second and that’s why I love doing these on-
screen because it’s such a visual meeting.  

 When we say 3D Mail, I literally mean three-dimensional mail. If you 
think about most of the mail that you get every day, and I don’t care 
whether you’re at the office, at the home office or at your home, we 
get this big stack of mail and most of it pretty much looks the same. 
It’s No. 10 envelopes, probably a window showing through and a 
company name in the upper left-hand corner with their logo. It’s flat. 
If they get real creative, they might use an oversized envelope, a 
different color envelope or put what we call teaser copy on the 
outside. The biggest mailers in the world are the credit card 
companies, so they would put something like “50,000 Free Points 
When You Sign Up Today!” on the outside.  

 Well, what we’re talking about is three-dimensional. We’re talking 
about things that either go into an envelope to give it a third-
dimension. Like I told you, I’ve got some props here and so I’m going 
to show you actually.  

 We have these little aspirins like you get at the convenience store. 
We’ll actually attach these to the top of a letter so that it has 
something. This is what we call a “Grabber” because it grabs the 
attention and it attaches to a letter.  

Pat: Do they get crushed in the process of handling mail or is the package 
strong enough?  

Travis: None of this stuff is going to get crushed. For some of it you have to 
use some different kinds of envelopes to make it work perfectly, but 
like these aspirin—we’ve mailed out hundreds of thousands of these 
over the years. This is something we would put in an envelope to give 
it texture, a third-dimension. Our best-seller in that regard is probably 
these little boomerangs. We’ll probably get to this later, but we want 
you back, so for your clients, patients or whoever who have bought 
from you or visited you and didn’t come back in a normal amount of 
time. These are grabbers. 

 The other thing that we have are what we call self-mailers and we 
include these in 3D Mail. This will be cool for your guys, I think. I 



Copyright 2019 The Pat Iyer Group podcast.legalnursebusiness.com 3 
 

don’t know if you’ve seen these, Pat, but we’ve got these little pill 
bottles. We actually mail pill bottles in the mail, so as you can 
imagine if you’re curing a headache or if you’re making a bad thing 
go away.  

Let’s say you have printing services, you’re marketing to lawyers and 
you’re going to take the internal headache of all their paper processing 
and all that stuff away. We’re going to take away that headache. 
We’re going to take away that pain. We’ll send something like this.  

Pat: Yes, because the message is with the aspirins too.   

Travis: Exactly. We’ve got these little banks. When you used to have cash at 
the end of the day, you took it to the bank, so we actually have these 
bank banks. We actually put a letter right inside. So, if you’re helping 
people make money, and let’s say you’re a consultant, or let’s say you 
help people negotiate better prices with their phone people and things 
like that, that would be a great one to use.  

 When we say 3D Mail, what we’re really talking about is just 
different, unique mail that you’re probably not sending, and your 
competitors certainly aren’t sending. The bottom line is that it’s 
different enough that it gets your clients’ or your prospects’ attention. 
That’s what we’re looking to do.   

Pat: I’m thinking about something that I did many years ago when I had a 
mnemonic called “SALT,” which stood for screening cases, 
identifying and analyzing cases, locating expert witnesses and 
transcribing medical records. It stood for “Screening, Analyzing, 
Locating and Transcribing.” At the Dollar Store, I found these little 
salt-and-pepper shakers that were one unit, so the salt was on the top 
and the pepper was on the bottom. I took labels, and I spelled out what 
each of those letters meant. We gave them away when we were 
exhibiting, and you would have thought from people’s reactions that I 
was handing them a $100 gift. I got so many reactions of “Oh, isn’t 
that cute” and “Oh, that’s wonderful, and that’s creative.” I was 
amazed. I kept buying these until the store no longer carried them and 
I couldn’t get them in bulk anymore. 
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 I think what you’re touching on is the fact that it’s a different 
dimension. It’s not something flat that they expect to receive in the 
mail. It gives it an appeal that makes it memorable.  

Travis: You’re exactly right. This is kind of a broad statement that I’m going 
to make here, and we’ll go broad to the narrow, but any kind of 
marketing. I know we’re going to talk about direct mail and 
specifically 3D Mail, but any kind of marketing is effective. The 
example that you gave is a perfect example. You’re standing at a 
booth as people rush by trying to not make eye contact with you, and 
you’ve got two seconds to get them to stop, hear your three words, 
and then get them to pay attention. In marketing, that’s the biggest 
challenge we have. It’s getting seen. It’s getting heard. It’s getting 
read. It’s getting paid attention to. 

That’s our biggest challenge, and so when you do things that are 
different, in your case handing out salt and pepper shakers, which I 
love, and I’ve used this stuff for tradeshows for 15-plus years almost 
now. We can go into depth about tradeshows if you want, but even if 
it’s just showing up in the mailbox.  

 The example I like to give is there’s a reason Super Bowl 
commercials are so expensive. It’s because there are not only so many 
eyeballs watching it, there are eyeballs watching it just for the 
commercials. When I go and speak, I say, “How many of you watched 
the Super Bowl” and 80-90% of the hands go up. “How many of you 
watched the Super Bowl just for the commercials?” and about 50-60% 
of the hands stay up. That’s why those ads are so expensive, not 
necessarily because there’s so many people watching, and that does 
help, but it’s because you’ve got a captive audience. It’s when you’re 
able to cut through that clutter, and again this is online/offline, in the 
mailbox, on TV, it doesn’t matter. That’s the biggest hurdle we have.  

 That’s the thing that we’re overcoming. It’s getting attention and 
getting the eyeballs onto our message, which is ultimately what we 
want. If I can send out a No. 10 envelope as cheaply as possible, trust 
me, I would do it every single time, but if no one reads it, it doesn’t 
matter. 

Think about yourself on the couch, you’ve got the DVR and you’re 
flipping through all the commercials. We do the same thing with 
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everything in our lives, email, TV commercials, direct mail, it doesn’t 
matter. We’ve got to get noticed. That’s what we’re looking to do.  

Pat: Why does 3D Mail get such great results and improve your return on 
investment?  

Travis: I’m glad you phrased it that way because that’s what we’re concerned 
about, our return on investment. That’s the most important part. We 
talked about this a little bit already, and I guess I kind of let the cat out 
of the bag, but it gets the attention. If you pick up an envelope with 
let’s say a boomerang inside, as soon as you pick up that envelope, 
you know that there’s something inside. You know that it’s more than 
just a sheet of paper that you’re used to. You can see it. There’s the 
outline of it. You can pick it up, and you can hold it. Once you open it 
up and reveal what it is, the curiosity gets you to begin with a 
relationship. You have to know what’s inside.  

 Here’s one of the big things that we find, and this goes for any kind of 
marketing or sales message. It’s if they get involved, if they pick it up, 
if they hold it, if they touch it, if they stay involved longer, we all 
know as salespeople, the longer you can spend in front of a sales 
prospect, the better chance you have of a sale. It’s no different in 
marketing. If we can get them to touch this thing, hold it, get involved 
with it, and have time spent with it, now we’ve got engagement. 
Instead of having a two-second interaction and they just dump it into 
the garbage, they pick it up. They hold it and look it. It’s that 
psychological thing that now says, “Now I’m invested.”  

They don’t think of this consciously by the way. This is not like 
“Okay, I’ve now held this for five seconds instead of two seconds. 
Okay, I’m invested now, so let’s read the letter and let’s see what’s 
inside.” That’s what makes it so effective. We’re just able to hold 
their attention. We’re able to look, feel and act different than all the 
other marketing messages their seeing right now. 

Keep in mind that everyone is getting a big stack of mail, so we’re not 
only competing with all the other things going on around them, we’re 
competing in that stack of mail as well. If we can be the first thing 
they pick up, they hold and they look at, they spend more time with 
our message than anybody else’s, we’re already creating an advantage 
for ourselves.  
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Pat: Would that boomerang in the example that you’re giving be imprinted 
with the name of the company, or is it a plain boomerang? 

Travis: Most of my clients just send them out plain. We do get them 
imprinted sometimes. I’ll be honest, it’s probably more cost-effective 
and we’ve done this before, to just get little stickers and stick them on 
there. It really depends. Most of my clients are just using a plain old 
boomerang, putting it into an oversized envelope and sending it out. 
We do have some stuff that we brand, but by and large that gets more 
expensive. We find that it can increase response. It actually does help 
if you’re doing stuff for a current or a past client base. 

Let’s say you’re trying to upsell them or cross-sell them into another 
product or service, or if they bought something and now they need to 
buy the next thing. We find that the brand recognition works well 
because there’s a relationship, but if you’re going after prospects or 
people who may or may not have a relationship with you, we find it’s 
just most cost-effective to use this stuff as an unbranded deal to get it 
out there and get your message in front of them.  

Pat: Tell me about why you started this company? What potential did you 
see when you began the business?  

Travis: It’s funny. I’m going to say, “We” and I know you know this, Pat. I 
started this business with my father, Keith. We hatched the idea in 
2007 and we launched in 2008. He had another business that he had 
since sold. Actually, when I graduated college, I came to work with 
him in that business. We since sold it, and now I spend all my time 
doing the 3D Mail stuff. We used this kind of stuff to grow that 
business. We were selling almost exclusively to small and regional 
sized retail stores, so your Mom and Pop on Main Street, maybe a 
retail business that might have six or eight different units throughout 
the greater area. We used this stuff to grow that business.  

 We were sending out things. We sent out real money, real one- and 
two-dollar bills. This is long before I was even out of college to come 
and work with my father, but he was sending one- and two-dollar bills 
in the early- to mid-90s. We did a thing where we put on a big event 
and had speakers, a boot camp type of deal. We sent out Magic 8 balls 
because they were going to find the magic for their business. We just 
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used this stuff all the time, not really knowing what we were doing. 
You just kind of, “Okay it worked. I guess we will continue to do it.” 

 That business was a wholesale distribution business. I’m not going to 
get into details of it because we don’t have time, but a big warehouse 
full of stuff. We bought it in bulk and broke it down. We bought 
hundreds and thousands of pieces of everything and broke it down 
into dozens of hundreds. It’s basically what we still do now in this 
business to a large degree. It fit that business. It was something we 
used. It was something we liked. It was something we enjoyed doing. 
It was different.  

 I’ll tell you how we actually got started. We actually went to a 
mastermind meeting with a guy named Bill Glazer. I don’t know if 
you’re familiar with him. He’s one of our marketing gurus. There 
were 15 or 18 other people in the room, and we sat around the table. 
The time came for us to give our feedback from the group. They had 
seen that we had used this stuff to grow that business. 

We said, “We’ve got connections overseas. We can find the 
manufacturers. We can bring this stuff in real inexpensively, hold it in 
our warehouse. Is there a business for this? These guys have seen our 
success. Is there a business to be had from this?”  Before we left, we 
could’ve been taking orders right then and there, right from the 
various members.  

 It’s one of those stories where it worked for us. We did the same thing 
as you. We would go to Dollar Stores and pick up as many of these 
little trinkets as we could until they were out. People would come to 
us and say, “You’re having success with this. Where are you finding 
this stuff?” We would say, “Go to your nearest Dollar Store and cross 
your fingers that they have them.” We took that idea and we 
standardized it. I guess you could say we found a box that we could fit 
in, if you will, and we started selling this stuff.  

That was in 2007 we had the idea; by 2008 we had launched the 
business. It was not a great time to launch a business in 2008, but we 
survived and are growing now. I guess you can say the rest is history. 
We sold that other business. I concentrate all my time now on 3D 
Mail. My father has since started another business as a true 
entrepreneur. He’s got his other business now, but that’s basically 
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how it started. We did so well with it in our own 
businesses that we thought other people would 
probably want to do this too.  

 

Before we continue, I’d like to share a resource 
that offers you a couple of dozen valuable ways 
to market your LNC business. How to Market 
on a Shoestring Budget is online training just 
for you.   

Do you think marketing is expensive? It does not have to be. In this 1 
hour training you will learn how to use easy to implement techniques 
of promotion that will get you and your company noticed. These two 
dozen techniques are free or low cost!  

Get immediate access to the program at http://LNC.tips/shoestring. 
Use the code Listened to get a 25% discount on the price. 

Pat: Can you comment about the different ways that you can use 3D Mail 
or 3D objects, I should say? 

Travis: Your example is perfect. I’ll give you a great example of how we used 
it just like you did. We have these messages in a bottle. They’re made 
to look like it and the bottom comes off. They’re fun, and this would 
be a self-mailer. We are going to roll up our letter, stick it inside and 
put on the outside.  

When we were at the Direct Marketing Association, and this was 
probably in 2010 or 2012. The DMA (Direct Marketing Association), 
it’s the group of record for people like me, people who do direct 
response marketing, direct mail and that kind of stuff. There are 1,500 
vendors, 2,500 attendees. They take up two floors of the San 
Francisco Convention Center, so this is not small stuff. 

What we did, we got the list. Most companies were bringing three, 
four, five or six people. These are mainly big businesses. We got the 
names of the top row name, so the name of the owner or the most 
senior person on that list of who’s coming. We got 2,500 names or so 
and we sent them this with a message inside. 
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It went to the top 10% of the list, which was good, but now to bring it 
full circle, we mailed these out and now we’re in a room with 1,500 
other exhibitors. We had the smallest booth possible, 10x10. Those of 
you who have been to any of these things—of course, you’ve got your 
big behemoth companies. They’ve got the end caps, they’ve got a 
60x60 and they’ve got all their people there. Well, we’ve got one little 
booth. We’ve got to figure out a way to get these people, who again 
with eyes down, heads down and walking by as fast as they can 
without trying to talk to anybody.  

What we did is, knowing that we mailed these anybody who walked 
by, we would say, “Excuse me, did you get our message in a bottle in 
the mail before you came?”  I shouldn’t say every single person, but 
90-95% of the people stopped in their tracks, looked at it, and kind of 
gave us an inquisitive look and then gave an answer. 

We knew we only sent these to about 10% of the people attending. 
We only sent it to the top name with every business that was there. 
We knew most of them were going to say no. However, it got the 
conversation started even if they said, “No.” Now if they said, “Yes,” 
then it was like game on. They got it and it was great. 

They engaged us, “How did you send it? I want to know more.” Even 
the ones that didn’t get it would say, “That’s interesting. You mailed 
that to me?” You get just as you described with your salt and pepper, 
you get that stop. You get that break. You’re able to kind of shake 
them out of their shell and now they’ve got this.  

We did this. We obviously used a pre-show. We did it at the show and 
then we used this stuff post-show. Now you’ve got your list of names 
of people. You exchange business cards. You did whatever it is that 
you do at a tradeshow, the zillion different things that you can do. 
Well, now what?  

Now what’s going to happen is they’re going to go back to their office 
next week and they’re going to hear from probably every person they 
gave a business card to. Now how do you be different? 

We’ve used it pre-show, during the show and post-show. The 
boomerangs, I kind of told you a little bit of that. This is one that we 
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use for past clients to get them back. This is now going into your 
client customer list.  

I’ll use a very basic example that everyone can relate to. Everyone 
knows you’re supposed to go to the dentist every six months. Well if 
you go to the dentist in January and then you don’t go by June, you’re 
lost, and so what should that dentist do. They should send a 
boomerang. Every business has clients like that. We’ve sent 
boomerangs.  

I have a client for years now who is a roofer. Those of you who are in 
the contractor world know there’s this thing called “The 5 House 
Rule,” which is if you’re working on a house—he was a roofer but it 
goes for just about any contractor—the five houses that are closest to 
them know you’re there, saw your truck, and know what’s going on.  

They have this 5 House Rule in that you go to the five houses around 
you and leave fliers behind and whatever. He would leave little 
treasure chests. I don’t have one with me, and I apologize, but literally 
the little treasure chest was the size of a shoebox. He would put his 
note inside. If he knocked, and they weren’t there, he would leave it 
on the doorstep because they wanted to protect the biggest treasure in 
their life, which was their house.  

That’s another way you can use this. We use it for cold prospecting. I 
have a client right now—and this can be very easily done in the legal 
service arena as well or targeting the legal services area—and he 
happens to target banks and credit unions. He’s a very good client of 
mine, and we are prospecting now. 

We are going to these people. They have no idea who we are, and we 
are sending fun stuff, like we sent a bank bag. This one is great, we’ve 
got little trash cans as well. We sent these express envelopes. What 
we’re doing is we’re sending them ahead, and then a sales team is 
making phone call follow-ups, emails, LinkedIn, and all that stuff 
behind it. He’s using it to prospect, to put people in. We’ve evolved 
the offer a little bit right now. It’s a free consult for a brand audit. I 
won’t get into the details of it, but really the idea is to find a way to 
stand out from the clutter in any type of form.  
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I had a chiropractor use these. They went to one of those community 
gatherings where they shut down the street and they got a whole lot of 
stuff going on. He was a chiropractor, and he used these as giveaways, 
knowing that when everyone goes to these things, they got their bag 
and they fill everything up with all the freebie stuff given away. Now 
what happens when they go back home?  

Well, they got this big bag full of stuff and then they dump it out. 
Now what do they look at? What are they going to look at first, a little 
flier from whomever gave it to them or are they going to look at 
something like this first? 

It’s a long-winded way of saying there’s a lot of different ways you 
can use this besides just putting it in the mail and besides just putting 
it in the mail for prospecting, for your current clients. We used it for 
referral centers. Those of you that are in the law space, referrals back-
and-forth from lawyer to lawyer who aren’t in competing services 
right, so the tax guy, the immigration guy, the immigration guy got a 
tax guy and that kind of stuff. We even used if for that kind of 
discussion back-and-forth, so an immigration lawyer mailing to a 
family lawyer or mailing to a tax advisor or something like that.  

It’s really anywhere you want to take advantage and be thought of 
different and standout that’s where you can use this stuff.     

Pat: I know that people listening to this and one of my final questions for 
you is going to be do I have to invest a fortune in order to buy these 
3D objects to giveaway to people? What is the value or what’s the 
cost that somebody might be looking at? 

Travis: You had mentioned branding them and that kind of stuff. By and 
large, this stuff is way less expensive than giving away other types of 
branded stuff if you’re at a tradeshow or something like that. 
Compared to mailings, of course, something like this is going to cost 
more than a postcard or your standard sales letter. However, for a lot 
of this stuff, the boomerangs that I showed you, the little compass that 
I may or may not have shown you or the aspirin, they hardly add any 
cost to your mailing, but it’s going to get the desired result.  

I’m a business owner, and I get it. We’ve got cash flow, and we’ve 
got to worry about that, but there really is no such thing as an 
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expensive or inexpensive media as long as it gets results. That’s what 
we’re looking for. The people that I haven’t trained very well yet will 
always say, “Why would I send out a piece a mail for $2 or $3 when I 
can send out a postcard for 75¢?” 

I’ll tell them, “That’s great. If you can send out 10,000 postcards at 
75¢ apiece, $7,500, and you can get a positive ROI, then you should 
do it. That’s something that would work for you, but if you send out 
10,000 postcards and nobody replies, nobody orders and nobody 
inquires, you’re no better off then you were last time. In fact, you’re 
$7,500 poorer.” 

Something like this may cost you $4 or $5 out the door. People think, 
“Oh my goodness, that’s so expensive,” but if we can take that same 
$7,500 and turn it into a multiple of that, that’s what we’re looking 
for. We’re looking for ROI. That’s the only thing we’re concerned 
about. What I tell people is a much smaller list, so with 10,000 let’s 
put that number off to the side. Let’s find the 500 people in that list of 
10,000 that are perfect for us. 

Add or subtract zeros if you want. If you’ve got a list of 1,000 find 50, 
if you’ve got a universe of a million find 100,000. It doesn’t really 
matter what the number is but find that number and send only to the 
smaller and send more intriguing different things. I can almost always 
guarantee you that your results will be better over time using this kind 
of stuff versus using the cheapest or a cheaper alternative.  

That’s the thing to remember, ROI. If we put in two quarters and we 
get back three quarters, let’s continue to put in two quarters. It’s not a 
cost at that point.  

Pat: I appreciate your expertise, Travis. Please tell our listeners how they 
can find out more about what you offer.  

Travis: What we’ve put together is a booklet. I don’t have it here and I 
should’ve brought it. I apologize. We’ve got a book, and it’s called 
“The Definitive Guide to Using 3D Mail to Skyrocket Your Results.” 
It’s completely free. It’s a 52-page book along with a downloadable 
swipe file. I showed you all this stuff. I showed you pill bottles. I 
showed you bank bags and boomerangs. What we have is a 
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downloadable swipe file that we include with that so you can get 
sample letters for all this stuff.  

 When we first started this business, everyone came to us and said, 
“Love it! I want to use it. I don’t know how to write sales copy.” We 
said, “We can do this,” so we put together template and sales letters 
that people can use for these things. We include it with a 52-page 
book on how to use this stuff. How, why, and when, some of the stuff 
you and I talked about. 

It goes into some more depth as well, but if you go to 
http://3dmailresults.com/book you will be able to get the free book 
and the downloadable swipe file. You will see all of the products that 
we offer. You will see some of this stuff in action because I practice 
what I preach. Once you request that book, you will get some of this 
stuff in the mail so you can see how you like it, see how it shows up, 
see if it’s going to work for your business.  

Again, it’s http://3dmailresults.com/book. It’s completely free, no 
credit card and no shipping. It’s just name, email address, and mailing 
address. We will get that to you in the mail just as quick as we can.  

Pat: Thank you Travis. I appreciate you sharing your ideas. I know that the 
people listening to this program are having their wheels spinning 
thinking about what would be appropriate to send to attorneys given 
the mixture of medical and legal concepts that we function in. Thank 
you for being on the show.  

Travis: Thank you so much for having me, Pat, I appreciate it.   

Pat: This has been Pat Iyer and Travis Lee talking about 3D Mail, also 
known as “Lumpy Mail,” and how you can use this in your business. 
Stay tuned, we’ll have a new show next week and be sure to tell other 
legal nurse consultants about Legal Nurse Podcast. That’s it for today. 
Get our inexpensive online training on How to Market on a 
Shoestring Budget. Go to this link: http://LNC.tips/shoestring.  
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Check out the webinars, teleseminars, courses and books at 
legalnursebusiness.com. Expand your LNC skills with our resources. 

Explore coaching with Pat Iyer at LNCAcademy.com to get more clients, make 
more money and avoid expensive mistakes. 

Invest in the monthly webinars at LNCEU.com for 2 webinars each month 
designed to deepen your knowledge and skills.  

 


