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KEY DIRECT MAIL FACTORS
When planning a direct mail campaign, it’s good to have a 
comprehensive check list to be sure you have considered 
all the factors involved.

OBJECTIVES

You’ll want to decide what objectives you need to meet 
in order to judge if your campaign has been a success. 
Some direct marketing campaigns are all about generating 
direct sales or building new enquiries, but others are 
created to effectively maintain customer relationships.

What are your campaign objectives?

TARGET AUDIENCE

When you’ve defined your objectives, you’ll have a good 
idea of your target audience. The rest of your campaign 
should be built around your intended recipients so the 
more you can narrow this down the better. Ask yourself: 
What’s their age profile? What are their interests? 
How do they take in information?

Define your target audience

Think about their age, gender, interests, occupation, behaviour patterns, location

   

INTRODUCTION
If you think direct mail is obsolete, you’d be wrong. With digital marketing strategies 
becoming swamped and highly competitive, direct mail is making a resurgence as 
part of comprehensive marketing strategies in both B2B and B2C markets.
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BUDGET
Your budget will be heavily dependent on how much each 
qualified response is worth to you. Hopefully your direct marketing 
campaign will produce a string of great enquiries, but if you’ve 
over spent to get them then how successful have you actually been?

Costs to consider include design, print requirements and fulfilment. 
Did you know that you can send mailings with Royal Mail 
cheaper if you go through an accredited company? 
Calderstone can help with this.

What’s Your Campaign Budget?

What’s a response worth to you? 

MAILING LIST
You may well have your own customer database to use or maybe 
buying in prospective data. Calderstone are not list brokers, 
but we’d be happy to work from a supplied database.

If you’re gathering, storing and using personal information make 
sure you’re complying with the latest data protection legislation. 
In May 2018 GDPR comes into force which introduces new 
laws around gathering and transferring personal data. You can 
read more here or visit: https://ico.org.uk/for-organisations/guide 
-to-the-general-data-protection-regulation-gdpr 

 I have my own database

  I need to purchase a mailing list (have you considered this as part of your budget?)

CREATIVE DESIGN
You want your direct marketing to be noticed. When it gets noticed 
it’ll get read. The colours, imagery and layout are key factors to 
consider in the design stage. Parts of this might also be lead by 
print considerations such as the stock and finish.

Everything about your direct mail design should be attention 
grabbing, and created to maximise response rates. 

Your initial design ideas

Don’t worry, we can help you with this bit! 
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CONTENT

Your content should include who you are and the benefits of your 
product or service, plus a call to action. The type of action you want 
them to perform will be closely related to your original objectives. 

A potential purchaser may avoid seeking further information about 
your offering if the right information isn’t quickly available – make it 
as easy as possible to respond to. Always included your website and 
social media information. A potential lead may not act straight away, 
but given the chance, might do some online research at a later stage. 

AIDA provides a useful structure when creating your message:

 A – Attention 
 I – Interest 
 D – Desire 
 A – Action 

Make a list of the key benefits of your product or service.

You might to think about way you want recipients to contact you.

OFFER

Your direct mail materials should spark interest. You should 
incentivise your recipient to respond. You could offer a 
product discount or free introductory offer. 

If you’re promoting a new business opening such as a restaurant, 
or launching a new online service, why not create interest by 
promoting an early bird preview? This is a highly effective way 
to make your audience feel empowered to act.  

What’s your special offer or incentive for recipients to respond?
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TIMING

The timing of your direct mail send is crucial. You’ll want to consider 
if your service or special offer is seasonal, and if you’ll be sending 
any follow-up communications. 

Other key considerations include when will your audience be 
available, and how long will the campaign take to be fulfilled? 
Often it is desirable for your promotion to land on a Saturday 
morning, or at the very beginning of a month after people 
have been paid. 

Your offer might be time sensitive, so meeting postal deadlines to 
ensure timely delivery could determine the success or failure of 
your campaign.

When do you want your campaign to be sent?

This doesn’t need to be accurate just give yourself an idea – especially if it’s time specific

HOW TO TRACK SUCCESS

The end goal of your direct mail marketing campaign is to achieve 
a strong return on your investment by meeting your objectives. 
But how will you track this?

There are many ways to track response rates from direct mail. 
Using unique phone numbers and dedicated website landing pages 
can be easily added and provide accurate information. You’ll also 
want to think about a follow up strategy in order to convert as 
many leads as possible.

At this stage you can also think about ways you might improve 
your plan for your next campaign.

What tools do you need to track success?
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NEED SOME HELP?

At Calderstone we pride ourselves on having the answers. 
We’re direct marketing experts and can help with any part of 
your campaign from initial ideas, to the design, print and even 
the distribution.

Calderstone Design & Print Ltd 
Trident Court 
Oakcroft Road 
Chessington 
Surrey 
KT9 1BD

Tel: 020 8391 3001 
Email: martin.bender@calderstone.com 
Web: www.calderstone.com
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