
 

Client:   Biltmore: professional registry and social networking membership organization 
 
Challenge: Control had always been understated, non-sales letter simply offering complimentary registry listing: pure lead 

generation. Client requested new creative package that sold paid membership benefits more aggressively. 
 
Strategy: I recommended Biltmore hold off on brand-new package temporarily: save money/get to market faster 

with cheaper, smaller-scale creative test leveraging existing control first to get read on whether selling 
membership benefits would resonate with prospects before investing in both a new lead generation sales 
strategy and a costly new creative package at the same time.  
 
Wrote and directed design of 2-sided buck slip below that was nested inside existing control letter. It 
was critical to tout these membership benefits in an understated, upscale way with appropriate visual support 
that matched understated voice and tonality of control letter or we’d destroy all mood/credibility of control.  

 
Results: “Largest conversion percentage we've seen –60% highe r conversion rate over normal results”   
 
Bonus: Higher response, conversion, and ROI at a fraction of new package cost . Plus invaluable metrics to 

guide us in ensuring that new test package investment will be far more focused and on-target. 


