Remember, Yours Is A Moving Target. Make Your
Plan, Yet Allow For Adjustment And Refinement
Along The Way. Aim. Shoot. Aim. Shoot Again.

One thing about hunting with

a bow and arrow is this: after
the tools are created, after you
have studied your intended

game, after you have practiced

shooting at inanimate aﬁdf
targets for hours on end,
after you have learned to
stalk quietly through any
terrain, after all this, you

must actually go out and

shoot your arrow(s) to geth$

a meal for your family:
Oh yes, ‘one other
your targetis aim
breathing anima
is remarkably
greatly skille@l
recognition 11?1
ment, and well
in risk avoidance;
So, once youthave quietly
approached your prey in your
ideal hunting ground, where

you think you have all the ad-
vantages and where you think

you can not miss, you will still
have to deal with a pounding
heart, sweaty fingers and sun-
shine or dust which can get in

~-—your eye at just the wrong time.

There you are, just fifteen steps
away from two week’s worth of

4 meat for your family, and you

. better not miss. Confidence
@ comes with lots of practice
and experience. From
knowing where your

arrow will travel at a

miss on your

apt. Ready to

string another arrow; aim, and
release a second. A third if nec-
essary. As in business, prepara-
tion is important. So is persis-
tence, dedication, adjustment
and refinement. Success comes
from doing it. Again and again.

F. Scott Crawford
Copywriter & Flint Knapper. Carrollton, Texas
214-483-6649 evenings & weekends, 972-407-0701 days. e-mail: fscottcrawford@aol.com
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Matching red and tanjasper “Gunther Barbed” arrowheads, found in an apparent cache ib\ﬂisk_iyou County

of northern California in 1970 by Pat Welch. This style was used in the Pacific Northwest

Developmental until the Historic period, from 1000 to 250 years ago.

An Targeted Marketing?

bout Pomts Of Sales

E. Scott Crawford
Copywriter & Flint Knapper
Carrollton, Texas
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To Hit Your Target, You Need A Plan: Prepare Your

Hunting Tool
Your Prey.

neverth
firm gras s"‘ he
business ob]ectlve |
isheld inmind by =~ =
the owner and '
management.

This mental
structure gives
purpose to the
activities of the organization.

It establishes the need for
tools of the trade or profession.
It gives direction to training
and practice by the members or

employees.
These goals and methods

ehvery Understand
hoot Confidently.

'i"
kS

a careful and wise

dy of the group’s

s and potential

ners, the target

rom whom the

prise earns its

‘Ih1s was the

f buffalo long

ollowed across

 the plains, or

~deer stalked

~ in the forest.

A hunter must

know the habits

and haunts of his

game, even as the

modern business

understands its

customers. And,

before the hunter

stalks his prey, he

works every day

with his hunting

weapons, maintaining his body;
skills and tools in top condition
so that all of his efforts have the
best possible chance of success
when he reaches the objective of
the hunt. When your customer
comes close, will you be ready?

al Texas.

ago in centr

5000 years

7000 to

Early Archaic period dart point, used from

This is an

1988.

rth of Austin, in

Salado, Texas, no

A chert or flint “Jetta” dart point, found by the author in

250 years ago.

the Pacific Northwest from the Developmental until the Historic period, from 1000 to

the 1950’s. Used in

ear Portland, Oregon, in

wheads found along the Columbia River, by John Cockrell, n

ed” arro

basalt “Wallulla Gap Rectangular Stemm

Three

Sometimes, You Will Need A Whole Quiver
Full Of Arrows. It May Take More Than A Single
Shot To Accomplish Your Objective.

When an archer releases an
arrow at his target, he com-
pletes the action by his follow

through. This enables hi

observe the flight of the
to see it strike or
miss the e 4
target, and
to mentally
allow for the
observed j i
effect of the
wind or othe
obstacles as 'l 1€
prepares to
loose another
arrow at his i m

In the same wa
business person ob
effect of his sales anc r
activities, adjusting and

them to hit his target. S

Much as an ancient hunter
maintained a quiver full of ar-
rows tipped with razor sharp
stone arrowheads, ready at a
moment’s notice to be propelled
by his bow, the successful busi-
ness today utilizes the full array
of sales and marketing tools.

A particular set of these busi-
ness hunting tools is the e-mail
& ”Auto-Responder sequence of

messages. These

. specially prepared
.-I_nails are used to
L 1d the business
t10nsh1p with

n e-mail list of

ast customers

ind potential

future cus-

fers These

~ automatic

re sent in a

duled order.

er”’ messages

veral different

0 increase cus-
dge of products

ces, to promote spe-
ific sales events to encourage
" newsletter participation, etc.
They’re an important part of the
on-going, interactive conversa-
tion with your customers. They
enable consistent, planned com-
munication with your target
market. That follow through is
still vital to your hunt, isn't it?




The Projectile Point Is Just One Part Of Not Every Point Is The Same,

A Cor%llglex Hunting System. Each Element Was | And Repeated Testing Over Time Shows
Well Thought Out And Designed For Efficiency. Which Design Works Best.

i

Over the ages, hunting tools (' § the constant challenges of life.
changed, based upon experi- ‘ In business, we are always
ence and enhanced by the in- . making use of new methods
vention of new methods g’g(a nd new technologies to help

Early on, hunters used our customers solve their
hand-held lances, and then M. w problems and accomplish
smaller, throwing spears, . = L. their goals. These efforts
N, - © @ are shaped by experience
various kinds of cord, 4SS .« _a Syste , ¥ \ ..+ and testing. Trying and
etc. All of these Jor, i L #5! ' y . . #* changing. By refining
organic parts have turned - 9 ¢ our efforts to meet
to dust. Yet they were each < our goals. Along the
a designed component, { way, we learn to
produced to create a make new tools
powerful delivery system. and to use new
Each component was created, b o i L .. methods to de-
sized and weighted i~ W g : i EEAin (. o g R NPT liver our sales
to work together in i A B : Africa originall s AL AR "%Qand marketing
complete and reliable .~ RS and then in dif- g points to our
coordination. ferent parts of 8 L. T ‘\ potential

In the same way, every the world at o ~ ¥ customers.
aspect of a marketing various times, € 2 ‘ Those marketing methods
communication system the bow and P which help us accomplish our
should be coordmated ba _j,\ arrow system 2 goals become our preferred

on a common plan and { was invented. ' tools with which we will build a
new world. They become our

..sales and arketir ng c
hich yoet standard, our “control.” Mean-
Wherever people are, while, we write new advertising
ate new technologies ... tO8 messages, always trying to out-
their problems and overco perform our current “controls.”

Stone arrow points such as
these are what we find as the
remaining parts of a huntmg S

£37 4l

until the Historic period, from 1000 to 250 yea

to the desert which it is today.

The rest of the archer’s ;
tools were made of wood, #&8 3
leather, feathers, glue,

ey
-
—
-y
-

rich grassy plain

orthwest from the Developmental

changed from a

ago, before the Sah
the Pacific N

Used in

y Jennifer Peterson.

3000 to 5000 years

se from
2008 b

rthern California

These

"q.._l_u T _" '::. ol 3

of northern Africa.

Lake Shasta in no

arrowhead, found near

w points from the Sahara Desert region

When the system is balanced,
your arrows go where you aim.

Three flint Neolithic arro




My Points Will

We live in a target rich environment for modern businesses like
yours. And your potential customers are bombarded daily with
thousands of poorly aimed and off-target messages.

That’s why it is so important now, more than ever, that you have a
quiver full of sales and marketing communications arrows which
will hit your target. After all, the target is your customer, isn’t it?

Which means that you need the proven skills of a copywriter who
knows how to craft the finely sharpened points of communications
which will accomplish your goals. A copywriter who knows how
to effectively write the messages which help your customers buy
those products and services which they need ... from you.

You may only get one chance at the moving target which is your
potential customer.

Hit Your larget.

Make sure you have the best possible tools of persuasion, each
one razor sharp and ready to deliver for your business.

When your customers know you are ready and able to help them
meet their needs for those specific products and services which you
offer, at the best possible price and with the utmost in service, your
business will be able to hit your own targets.

You will definitely want to be sure your customers understand
where they can always find what they are hunting for. So, it’s only
good business to put to work the copywriter who knows best how
to create your points and shoot those arrows so you don’t miss.

F. Scott Crawford. 972-407-0701 days, 214-483-6649 evenings.

Freelance Copywriter. My e-mail is: fscottcrawford@aol.com
Collector: www.ArrowheadCollectingOnTheWeb.com
Flint Knapper: www.Arrowhead-Maker.com & www.StoneBreaker-FSC.net

© 2011. All rights reserved. F. Scott Crawford. Carrollton, Texas.




