
 

 

W	elcome	 to	 the	
September	 issue	of	The	
Success	Newsletter.	One	

very	 important	 fact	 I	 learnt	 a	
while	ago	was	that	unless	you	are	
running	a	well‐known	brand,	 the	
name	of	your	business	is	virtually	
irrelevant	 to	 your	 prospects	 and	
customers.	

Believe	 me—this	 wasn’t	 easy	 to	
swallow.	

As	 owners	 of	 small	 businesses,	 one	
of	the	biggest	misconceptions	is	that	
we	 think	 our	 marketing	 should	 be	
all	 about	 ‘our	 brand’.	 All	 about	 our	
business.	 It’s	 why	 we	 put	 our	
business	 name	 ‘in	 lights’	 on	 our	
websites,	 in	 our	 adverts	 and	 in	 our	
letters.		

Sure,	 if	 you’ve	 got	 hundreds	 of	
thousands	 to	 ‘burn’	 or	 throw					
down	 the	 toilet,	 then	 maybe,	 just	
maybe,	 trying	 to	 ‘build	 your	 brand’	
may	 work.	 Of	 course,	 every	 large	
business	 was	 once	 a	 small			
business.	 But	 it’s	 rare	 that	 a	 big	
business	always	marketed	like	a	big	
business.	 Instead	 they	 set	 about	
getting	 a	 ton	 of	 customers.	 It’s	

interesting	 to	 note	 that	 Thomas	
Watson	said,	‘Nothing	happens	until	
a	sale	is	made.’	

He	 was	 one	 of	 the	 greatest	
capitalists	 to	 ever	 live.	 He	 was	
president	 of	 International	 Business	
Machines	 (IBM)	 from	 1914	 to	
1956…	a	very	large	business!	

That	 should	 be	 the	 mantra	 of	 the	
small‐business	owner.	

We’re	 all	 very	 proud	 of	 our	
businesses,	 but	 you	 shouldn’t	
confuse	 this	 with	 effective	
marketing	and	growth.	

We	 obviously	 meet	 a	 lot	 of				
business	 owners	 and	 our	 clients	
range	 from	 start‐ups	 to									
medium‐sized	 businesses,	 but	 the	
majority	 are	 small	 businesses.					
One	 of	 the	 irst	 conversations									
we	 have	with	 them	 is	 around	 ‘how	
do	 you	 sell	 your	 products	 or	
services?'	
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Not	 only	 is	 this	 insightful	 for	 us	
about	 	 how	 	 	 the	 	 	 business		
operates	but	  it	also	gives	us	 the	
opportunity	 to	 guide	 the	
business	 owner	 away	 from	
trying	 to	build	a	brand	and	over	
to	 working	 hard	 selling	 their	
‘stuff’.	

I’ve	 seen	 many	 costly	 mistakes	
made	 by	 business	 owners	
(especially	 	 	 	 start‐ups)	 when	
they	 spend	 most	 of	 their	
marketing	 budgets	 on	 fancy	 ads	
and	 beautiful‐looking	 websites.	
The	 problem	 with	 this	 is	 they	
don’t	sell	(not	usually	anyway).	

Does	this	mean	the	brand	is	NOT	
important?	Of	 course	not.	 It	 just	
means	 selling	 should	 be	 the	
primary	 objective	 rather	 than	
the	brand.	

The	 thing	 is,	 the	 more	 you	 sell,	
the	more	your	brand	grows.	

That’s	 how	 most	 big	 businesses	
got	 big.	 They	 sold	 to	 thousands,	
even	 millions	 of	 people	 and	
before	 they	 knew	 it,	 they	 had	 a	
well‐known	 brand.	 They	 then	
rightly	capitalised	on	this.	

Frankly,	 thinking	 your	 ‘brand’	 is	
the	 most	 important	 thing	 when	
building	 your	 small	 business	 is	
closely	 linked	 to	 ego,	 and	 in	my	
position	I	have	seen	far	too	many	
big	 egos	 lead	 to	 business	
disaster.		

Just	sell	something.	Sell	it	now!	

W	e	 are	 all	 looking	 to	improve	 the	 returns	
we	 get	 from	 our	 marketing.	
Right?	 One	 of	 the	 best	 ways	
to	 do	 this	 is	 to	 use	
‘personalisation’.	 There’s	 a	
big	reason	for	this…	

Adding	 any	 kind	 of	
‘personalisation’	
increases	 response	
signi icantly.		

Why?	 Because	 the	
recipient	 of	 your	 media	
piece	gets	the	impression	
that	you	sent	it	to	them	–	
personally,	rather	than	to	
5,000	 other	 people.	 Plus	
it	helps	your	media	piece	
stand	 out	 from	 the	
crowd,	 automatically	
giving	it	more	attention.	

You	only	have	to	look	at	your	
incoming	 mail	 each	 day	 ‐	
how	many	pieces	jump	out	at	
you	 and	 scream	 ‐	 THIS	 IS	
FOR	 ME?	We’d	 be	 surprised	
if	you	received	any!	

The	 good	 news	 is	 that	 you	
can	 create	 the	 impression	 of	
personalisation	 without	 it	
taking	 you	 hours	 and	 hours	
to	 do.	 In	 fact,	 if	 you	 follow	
our	 advice,	 being	 personal	
won’t	impact	on	your	time	at	
all.	

So	 let’s	 expand	 on	
‘personalisation’	 and	 give	
you	 a	 list	 of	 things	 that	 you	
can	do	that	creates	a	sense	of	
personalisation	(real	or	not).	

Every	 one	 of	 these	 elements	

has	 been	 proven	 to	 lift	
response	 ‐	 so	 look	 carefully	
at	each	one	‐	they	WILL	make	
a	 difference	 to	 you	 and	 to	
your	business	

1.	Use	The	Prospect's		Or	
Client's	Name	

The	 most	 basic	 form	 of	
personalisation	 is	 to	 use	 the	
recipient's	 name.	We	 all	 like	
to	 see	 our	 name,	 and	
addressing	your	material	to	a	
named	person	will	always	lift	
response.	

Make	 sure	 you	 get	 the	
correct	 spelling	 ‐	 as	 nothing	
else	 infuriates	 us	 more	 than	
someone	 spelling	 our	 name	
incorrectly.	

What	 we	 would	 suggest,	
however,	 is	 testing	 between	
adding	 the	 recipient’s	 name	
and	just	using	their	title.		

For	example,	for	business‐to‐
business	 the	 ‘Managing	
Director’	 may	 be	 the	 best	
person	 to	 contact	 or	 ‘The	
Print	 Buyer’,	 etc.	 With	
business‐to‐consumer,	 you	
may	 want	 to	 address	 it	 to	
‘The	Lady	Of	The	House’,	etc.	

Your	test	would	determine	if	
the	 extra	 cost	 of	
personalisation	 gave	 you	 a	
better	 return	 than	 the	 non‐
personalised	approach.	

By	 the	way,	when	writing	 to	
clients	 or	 customers,	
ALWAYS	 use	 their	 names	 ‐	

The	Power	Of	‘Personalisation’	
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“Just	sell	something.	
Sell	it	now!”	



 

 

there’s	no	excuse	not	to!	
		
2.	Use	‘Handwriting’	
		
You	 already	 know	 that	
handwriting	 the	 envelope	
almost	 certainly	 puts	 your	
mailing	into	Pile	A	(stuff	that	
doesn’t	go	in	the	bin.)	

		
	
		
But	 there	 are	 many	 other	
ways	 you	 can	 use	
handwriting	 to	 give	 a	 more	
personal	 look	 and	 help	 your	
marketing	 piece	 rise	 above	
the	clutter…	

 In	Margin	Notes	

You	don’t	 have	 to	 handwrite	
each	 margin	 note	 for	 each	
letter.	 Simply	 write	 it	 once	
and	scan	 it	 in	 just	 like	we’ve	
done	here...	
		
 As	 Your	 Main	 ‘Font’	 In	
Your	Marketing	Pieces	

		
Don’t	 be	 frightened	 to	 write	
your	 entire	 marketing	 piece	
in	your	own	handwriting.		
		
We’ve	 used	 this	 to	 great	

effect	 with	 our	 letters,	
postcards	 and	 even	 lea lets,				
and	 	 	 	 the	 	 	more	 immediate	
you	 make	 them	 look,	 the	
better.	
		
 Use	Handwritten	Notes	
	
Sticking	a	Post‐It	note	on	the	
front	 of	 any	 of	 your	
marketing	 communications	
will	 make	 it	 seem	 more	
personal.		
		
Saying	something	 like	 “I	 saw	
this	 and	 thought	 of	 you.	
D”	 (see	 example	 on	 next	
page)	always	works	well...	
		
3.	Lift	Letter		
	
A	lift	 letter	is	simply	another	
letter	 you	 include	 in	 your	
mailing	 pack	 that	 is	 written	
to	‘lift’	response.		
		
Typically,	 it	 is	 signed	 by	
another	 person	 and	 the	
words	‘Only	Open	This	If	You	
Have	 Decided	 NOT	 To	
Respond’	are	included	on	the	
front.	
		
Again,	you	can	handwrite	the	
lift	 letter	 to	 give	 it	 a	 more	
personal	feel.	
		
4.	Written	Just	For	Me		
	
Perhaps	 the	 most	 important	
method	 of	 personalisation				
is	 to	 write	 your	 marketing	
piece	focused	entirely	on	the	
target	market.		

Something	 that	 	 shouts	 out	
‘this	 is for	 me’	 will	 always			
get	 a	 greater	 response	 and	
success	 rate.	 But	 of	 course	
you	already	know	that	‐	don’t	
you?		

	

And	How	You	Can	Use	It	To	Grow	Your	Business	

Dumb	
Criminals	

West	 Palm	Beach,	 Florida:		
	
Things	 were	 looking	 up	 for	
Frank	Singleton,	21,	as	he	was	
released	from	prison.		

However,	 when	 he	 realised	
that	 he	 didn’t	 have	 a	 ride	
home,	 he	walked	 straight	 into	
the	 prison	 car	 park	 and	
attempted	 to	 steal	 a	 woman’s	
car.		

He	was	foiled	when	he	realised	
that	 he	 couldn’t	 drive	 a	 car	
with	a	gear	box.	

As	 he	 was	 re‐arrested	—	 this	
time,	for	motor	vehicle	theft	—	
Singleton	 told	 police	 that	 he	
simply	 “didn’t	 feel	 like	
walking”. 
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Handwritten	margin	notes	are	very	
effective	in	grabbing	attention	and	

reinforcing	an	element	of	
‘personalisation’.	



 

 

	

	

	

One	 copywriter	 we	 admire	
(John	 Carlton)	 says,	 “Your	
letter	should	be	written	like	a	
love	 letter	 to	 your	 partner ”.	
Of	 course,	 he	 doesn’t	 mean	
exactly	 like	 that,	 but	 he’s	
referring	 to	 the	 fact	 that	
whenever	you	write,	you	are	
only	 ever	 writing	 to	 one	
person	 (the	 reader)	 ‐	 even	 if	
you	sent	your	media	piece	to	
5,000,000	 people,	 it	 still	 has	
to	 read	 like	 you	 are	 writing	
to	one	person.		

So	 remember	 ‐	 it	 takes					
more	 time	 and	 effort	 (and	
sometimes	 more	 cost)												
to	 create	 personalised	
marketing	 pieces	 but	 this	
extra	 attention	 to	 detail	 will	
increase	 the	 returns	 for	 you	
and	your	business.		

The	Power	Of	‘Personalisation’		
And	How	You	Can	Use	It	To	Grow		

Your	Business	
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…Continued	from	page	3	  

	A	great	example	of	the	personalised	Post‐it	note!	

I saw this and thought 
of you. 

           D 

Attaching	a	Post‐It	note	to	the	
front	of	your	marketing	piece	will	
increase	the	personalised	look	of	it	

and	lift	response.	



 

 

W	e	use	email	marketing		a	lot.	 On	 average	we	 send	
over	250,000	emails	a	month	to	
our	 lists.	 If	 you’re	 NOT	 using	
email	 marketing,	 then	 I	 urge	
you	 to	 do	 so.	 Contrary	 to	
popular	belief,	email	marketing	
is	 	 still	 very	 effective.	 Even	
today	November	16!	But	 if	you	
are	 using	 email	marketing	 and	
not	getting	great	results,	then	it	
will	 probably	 be	 because	 your	
subject	 lines	 just	 aren’t	
powerful	 enough	 to	 get	 the	
email	opened	and	read.	

It	never	ceases	to	amaze	me	the	
difference	 one	 subject	 line	 can	
make compared	 to	 another.	
Even	 with	 one	 word	 or	 even	
one	letter	change.		

It’s	 exactly	 the	 same	 with	 the	
headlines	 for	 all	 your	 other	
strategies—get	 the	 headline	
right	and	you’re	on	to	a	winner.		

Too	 many	 people	 don’t	 spend	
enough	time	thinking	about	the	
subject	 line	 of	 their	 emails.	 So	
let	me	say	this…	

THE	 SUBJECT	 LINE	 IS	 THE	
MOST	 IMPORTANT	 PART	 OF	
YOUR	EMAIL.	

Think	about	it…	

If	your	subject	line	doesn’t	stop	
the	 recipient	 dead	 in	 their	
tracks	and	‘force’	them	to	open	
your	 email,	 you	 might	 as	 well	
not	bother	sending	it.	

Your	 email	 is	 one	 key	 stroke	
and	a	fraction	of	a	second	away	
from	 being	 deleted,	 so	 paying	
attention	 to	 what	 works	 and	
what	 doesn’t	 work	 when	 it	
comes	 to	 subject	 lines	 is	 of	
critical	importance.		

So	here’s	a	simple		mini‐system	
for	 creating	 great	 subject	 lines	
(we	use	this	ourselves)…	

STEP	 1:	 Study	 The	 Open	
Rates	Of	Other	 Subject	 Lines	
You’ve	Used	

No	 matter	 which	 email	
programme	 you	 use	 to	 send	
your	emails,	you	should	be	able	
to	 view	 the	 open	 rates	 of	 each	
email	you	send.	Remember,	the	
open	 rate	 is	 linked	 to	 the	
subject	 line,	 so	 the	 higher	 the	
open	 rate	 the	 better	 your	
subject	 line	 (all	 things	 being	
equal).		

	

	

..Continued	on	Page	6	

The Right Subject Line In Your Emails     
Can Often Multiply Results And                 

Increase Sales  

Cryptic              
Puzzle Of The 

Month 
My	local	greengrocer	is	a	
would	be	mathematician.	
He	 likes	 to	 arrange	 his	
apples	 in	 nice	 rows.	
However,	 when	 he	 lays	
his	apples	in	rows	of	3	he	
has	 one	 left	 over.	 When	
he	lays	them	in	rows	of	5	
he	also	has	one	left	over.	
Remarkably,	 he	 also	 has	
one	 left	 over	 when	 he	
arranges	them	in	rows	of	
7	 and	 9.	 11	 seems	 to	 be	
the	magic	number,	for,	in	
rows	of	 11,	 there	 are	 no	
apples	 left	 over.	 How	
many	 apples	 does	 the	
greengrocer	have?	

ANSWERS	ON	PAGE	7!	

Steve	Hackney—Helping	you	to	
quickly	grow	your	business	
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STEP	2:	Look	For	Patterns	

If	 you	 look	 closely	 enough,	
you’ll	 see	 patterns	 emerging	
where	 certain	 words	 or	
phrases	 have	 a	 positive	 or	
negative	impact	on	results.		

For	 example,	 we	 know	 that	
when	 marketing	 to	 our	
accounting	 subscribers,	 using	
the	 word	 ‘accounting’	 in	 the	
subject	 line	 increases	 open	
rates.	

We	also	know	that	using	‘RE:’	at	
the	 start	 of	 the	 email	 also	
increases	open	rates.		

Your	 results	 will	 differ	
(although	 try	 the	 ‘RE:’	 at	 the	
start	of	 the	subject	 line,	as	 this	
works	 across	 many	 different	
industries).		

I	 came	across	some	 interesting	
research	 by	 Alchemy	 Worx	 (a	
large	 email	 marketing	 agency)	
where	 they	analysed	21	billion	
(yes,	billion)	emails	to	compare	
and	evaluate	the	best	and	worst	
words	 to	 use	 in	 an	 email	
subject	line.	They	also	looked	at	
exactly	 how	 much	 better	 or	

worse	 these	 words	 performed	
compared	 to	 average	 email	
open	 rates.	 The	 results	 are	
fascinating…			

The	 top	 5	 words	 they	 found	
that	 prompted	 more	 opens	
are…	

upgrade,	just,	content,	go,	
wonderful	

The	 worst‐performing	 words	
are…	

miss,	deals,	groovy,	conditions,	
Friday	

STEP	3:	Personalise	As	Much	
As	You	Can	

We	try	to	use	the	 irst	name	of	
the	recipient	in	the	subject	line	
because	 it	 almost	 always	
increases	 the	 likelihood	 of	 the	
email	getting	opened.		

THIS	 WILL	 WORK	 FOR	 YOU	
TOO.	

Interestingly,	 research	 by	
Retail	Touch	Points	reveals	that	
‘78%	 of	 customers	 expect	
personalisation	in	emails’.		

STEP	4:	Not	Too	Long	

We	 try	 and	 keep	 our	 subject	
lines	shorter	(notice	I	didn’t	say	
‘short’).	 Some	 browsers	 will	
only	 show	 the	 irst	 part	 of	 a	
subject	line,	so	try	to	avoid	long	
subject	lines.	

Email	really	is	still	a	wonderful	
tool	 to	 use	 to	 grow	 your	
business	 and	 with	 the	 right	
subject	 lines	your	email	 stands	
a	great	chance	of	being	opened	
and	read.		

Don’t	dismiss	the	importance	of	
it!!	SH 

The Right Subject Line In Your Emails  
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Super Referral Program 
We	have	created	our	Referral	Scheme	to	reward	our	clients	for	recommending	
us.	We	will	pay	you	£100	when	your	referral	has	joined	up	to	one	of	our	
packages	and	paid	their	 irst	month's	fees.		Even	if	your	referral	decides	not	to	
join	us	we	will	still	give	you	a	gift	voucher	as	a	thank	you	for	recommending	
DNS.		Although	we	think	this	is	a	very	generous	amount	we	have	decided	that	it	
is	not	enough	so	we	have	added	an	additional	twist	to	our	referral	scheme!		
Not	only	do	you	receive	£100	as	a	referral	fee,	but	we	also	want	to	offer	you	
something	extra	to	make	it	even	sweeter.	
If	3	of	your	referrals	join	DNS	in	2018	you	get	50%	discount	off	your	fees	
for	Jan	19	to	Dec	19.	
If	5	of	your	referrals	join	DNS	in	2018	you	get	100%	discount	off	your	fees	
for	Jan	19	to	Dec	19	



 

 

What Clients Say About  
DNS Accountants 
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“Been	with	DNS	Accountants	for	
more	than	a	year,	I	would	highly	
recommend	their	services.		My	
Account	Manager	Sneha	has	
been	very	helpful	and	helped	
with	accounts	and	queries	
swiftly	always!	Having	a	good	
accountant	means	you	can	fully	
focus	on	your	business,	not	
worry	about	accounts	and	tax	
matters.		Thank	you	DNS”.	
Zameer	Hussain	
Relisols	Ltd	

	
	
	
	
	
	
	
	

“I	have	been	extremely	satis ied	
with	the	service	I	have	been	
receiving	close	to	the	past	1	
year.		Very	professional,	
transparent	and	helpful.		Special	
mention	to	my	Account	
Manager,	Minakshi	Arora	who	
made	my	transition	very	
smooth	and	always	ready	to	go	
that	extra	mile	to	support	and	
make	customer	happy.	
De initely	recommended”.	
Brijesh	Pradhan	
Sario	Ventures	Ltd	
	

“I	recently	set	up	a	Ltd.	
company	and	signed	up	with	
DNS	for	my	accounting	services.		
I’ve	found	it	very	good	value	for	
money	and	hugely	helpful	in	
terms	of	advice	and	guidance.		I	
have	an	Account	Manager,	
Sneha	Gurudutta,	who	keeps	in	
contact	with	me	and	offers	
advice	on	the	phone…..I’m	really	
pleased	with	the	service”	
Martin	Wilson	
Martin	Wilson	Consulting	Ltd	
	
	
	

Brain Tracker:  
How Many 
Words Can 
You Find? 

Using	 the	 BrainTracker	 grid	
below,	 how	many	words	 can	
you	 ind?	 Each	 word	 must	
contain	 the	 central	C	 and	 no	
letter	 can	 be	 used	 twice,	
however,	 the	 letters	 do	 not	
have	to	be	connected.	Proper	
nouns	 are	 not	 allowed,	
however,	plurals	are.	Can	you	
ind	the	nine	letter	word?	

Excellent:	 11	words.	 Good:	 9	
words.	Average:	8	words.	

CRYPTIC PUZZLE  
ANSWER 

946	

We	are	experts	at	helping	our	clients	
inancially	manage	and	grow	their	

business!	

“Helped With Accounts Swiftly ” “Always Ready To Go Extra Mile” 

“Good Value For Money” 



 

 

Bet You Didn’t Know 

 Oak	trees	do	not	have	acorns	until	they	are	at	
least	 ifty	years	old.	

 Facetious	and	abstemious	are	 the	only	words	
that	contain	all	the	vowels	in	the	correct	order.	

 The	 name	 Jeep	 came	 from	 the	 abbreviation	
used	 in	 the	 army	 for	 the	 "General	 Purpose"	
vehicle,	G.P.	

 Spiral	 staircases	 in	 medieval	 castles	 are	
running	clockwise.	This	 is	because	all	knights	
used	 to	 be	 right‐handed.	When	 the	 intruding	
army	 climbed	 the	 stairs,	 they	 would	 not	 be	
able	to	use	their	right	hand	which	was	holding	
the	 sword	 because	 of	 the	 dif iculties	 of	
climbing	the	stairs.		

 Left‐handed	 knights	would	 have	 had	 no	 such	
trouble,	except	left‐handed	people	could	never	
become	 knights	 because	 it	 was	 assumed	 that	
they	were	descendants	of	the	devil.	

	

ANY QUESTION? WANT HELP? NEED SUPPORT? CALL THE TEAM ON: 03300 886686  

 

Our Contact Details: 
	

DNS	Accountants	

DNS	House	
382	Kenton	Road	
Harrow	HA3	8DP	
Tel:	03300	886686	
Email:	info@dnsaccountants.co.uk	
www.dnsaccountants.co.uk		
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Ask Us About Our Unique Accounting Services... 
	
Key	Services:		

	

Business	Start‐up	Service	
	

Tax	Planning	
	 	

Company	Accounts	
	

Self	Assessment	Tax	Returns	
	

Construction	Industry	Scheme	
	

Landlord	Property	Tax	
	

VAT	
	

Payroll	
	

Bookkeeping	
	

		
Other	Unique	Bene its:	
 Small	Business	and	Contractor	Experts	
 Award	Winning	Accountants	
 Free	Online	Accounting	Software	
 Expert	In‐house	Tax	Consultants	
 No		Penalty	Guarantee	
	

CALL US ON 03300 886686 TO ARRANGE  
A FREE NO OBLIGATION MEETING 


