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SendutCards”/

Empowering you to enrich YOUR Relationships with th
Clients you have and the ones you would like to have

Resulting on more Referrals!



Some people start businesses purely to make
money. Others have a goal to solve a problem.
Then there are those who do it to make a

di fferenceée

Years ago, Kody Bateman, founder of SendOutCards,
had a prompting to tell his brother he loved him. He
ignored the prompting and a few months later, his
brother was killed, leaving behind a wife and three kids.

Kody decided he would never ignore a prompting again.
In 2002, Kody created SendOutCardsto allow people to
act on promptings by IMMEDIATELY sending a card in
the mail seconds after being inspired to do so.



Why you should Send Cards?

O

Build customer loyalty
- Attract new clients
Thank existing clients
Stay ahead  of your competition

Motivate and encourage
employees & colleagues

Remember birthdays &
anniversaries of those you care
about

Thank others for gifts & good
deeds

Share appreciation with those

you care about




Whydonot $eeddCprdse

O

- It's Inconvenient and time -consuming.

. Greeting cards are

expensive.

- Many people forget important dates and
occasions.




Send Out Cards Saves Time & Money!

O

- Online system at
your fingertips
(12,000+ cards)

. Cards are LESS
than a dollar!

- Reminder system
for birthdays and
anniversaries!




- 2/3 of Americans would rather receive a
personalized card than an ecard.

- Traditional direct marketing is losing effectiveness.

- Great way to develop bond with your customers!

62% of the reason customers fail to continue business
with you Is because of perceived indifference

It cost you 6 X more to attract a new customer than it
does to retain a current one



INCREASE

YOUR BUSINESS IN ONE YEAR
with a MINIMAL INVESTMENT!

Make your customers feel special and cared for.

Send outone unexpected card aday  and watch
your business transform!
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Connect with People

O
——— . Make your cards
memorable by including
a photo of THEM, or
better yet, them with
youl.

. Be creative and let your
card choice be more
unique - like you are!

. Speak from the heart
and tell them how you
feel!




Be Efficient and Effective

Campaigns

+ Creating and saving a card
and its message for use
later, to send to one or
more people

Holiday Cards

Invitations

Thank you cards

Birthday cards L. ‘

Multi -Card Campaigns

+ Two or more previously
saved cards that go out in
seguence, at any interval
YOU decide.
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Appreciation ldeas

Sending cards of appreciation c@
be used in ANY Business

Thank you for talking with me on the
telephone.

Thank you for meeting with me.
Thank you for your business.
Thank you for your kind referral.

Thank you for taking your time to
consider letting me serve you (after
first refusal).

Thank you for taking your time to
analyze my services (after they buy
from someone else).

Thank you for the excellent service
you have provided for me.

Thank you for using our
service/product (sent at one year
anniversary).




George Marsh
Wolfpaw Consulting
Williamsburg, VA

nAfter adding the Send Ou
to my marketing plan, | was able to send
personalized thank you cards to my clients
immediately after completing projects i and
something exciting started to happen.

| began getting calls from my clients thanking me
for thanking them, and the referral rate began to
climb!

The more cards | send, the more calls | receive,
and the buzz 1 tés creatin
clients, and business ass




SIi mply the BEST w

O

generated $29, 380

AWe use Send Out Cards r
and it generates us quality referrals every
month. One referral came from a greeting
card and it generated us $29,380 U.S. in
commissions.

This system is extremely simple to use, it
will save you time and money and it is very

Chuck & Nicki Poussan powerful. Over the years we have tried just
RE/MAX Brokers about everything and spent thousands on
Chandler. AZ marketing that never produced a dime. The

Send Out Cards referral system is simply
the best we have used. ©




The Power of the Personal Note

O

The amount of referrals that you generate are directly influenced
by the relationships that you are able to grow and nurture.

fShort handwritten notes yield long
results. In sales, never underestimate

[Uﬂ ‘[r«] a Q /s the importance of the personal

Swim gesture, and right at the top of the list

\, v g of effective personal gestures sits the
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handwritten note.
SHARKS

WITHOUT Always send memorable cards and

personal notes when you are

remi nded of a persion.
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BEING
EATEN
ALIVE -Harvey MacKay




The Power of the Personal Note

O

SendOutCards will help you establish, build & nurture
relationships with the simple click of a mouse.

Arhank you notes are one of the most
powerful tools in building a huge
network, both professionally and

ENDLESS socially.
REFERRALS People with the most impressive

networks are typically avid note
writers. | suggest getting into the habit

ofi mmedi ately sendilng
-Bob Burg




The Power of the Personal Note

O

Referrals are the lifeblood of your business.

Joe Girard, the wolrl d:
salesman (Guinness Book of World
Record holder) sent over 16,000
handwritten greeting cards to past
customers and clients every month.

As a result of that effort, Joe became
the #1 car salesperson in the entire
world for 12 years straight. Nearly
every one of his sales came from
referrals.




The Power of the Personal Note

O

The best referrals come as a result of people who
KNOW, LIKE, TRUST and REMEMBER you!

ABecause | under st
relationships is what selling is all
about, | began early in my career to
send thank you notes to people. | set
a goal to send ten thank you notes
every day.

Guess what happened? By the end of
my third year in sales, my business

-Tom Hopkins

was 100% referral g|!
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Keeping in touch with friends
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Distributors & Consultants

In need of a makeover? |
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Special Occassion

Send thank you
cards as a campaign
and then customize.

O

Baby announcements are a snap!
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