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The Call Out 
 
First of all, let’s talk about the call out to the audience. 
Basically, this is a statement that calls out to who the 
audience is. This is important because people need to 
know that they’re in the right place. People like a 
message specifically tailored to and directed at them.  
 
I used to be in the mall business. I used to sell things in 
malls. If you want to look the next time you’re at a mall 
you will see that a third of all the stores in the mall are 
shoe stores. Nobody pays a lot of attention to that, but 
they are. I asked a mall manager once, “Why are there so 
many shoe stores in a mall?” He said, “Because they all 
make money.”  
 
People go to the shoe store that they think is best for 
them. If they’ve got kids, maybe they go to the Hush 
Puppies store. If they’re guys, they go to a men’s shoe 
store.  
 
There could obviously be one big shoe store in the mall 
that handled all the different shoes. It would be easy 
enough, but people don’t think and buy that way. They 
want to go to the store that they think is specifically 
designed for them.  
 
So, in your callout, you want to be specific but you also 
want to be broad enough to include anybody that might 
be on the fence.  
 



I’ll give you an example. This is one I’m sure you guys 
have heard before: “Attention! Are you a veteran 65 or 
over?” This has been running on TV forever and it’s for 
an insurance campaign ad selling insurance to veterans 
65 and over. They don’t care if you’re not eligible. They 
specifically want to run you off if you’re not. They don’t 
care if you listen to their message or not. They do, 
however, want to make absolutely sure that their target 
audience is hearing the message.  
 
So, you need to speak to one, but you need to be broad 
enough that you’re not excluding some people that you 
may want.  
 
A lot of the time you’ll hear pharmaceutical companies 
saying something like, “Are you sometimes nervous 
inside a crowded room? Do you often wake up tired 
when you haven’t slept enough?” “Wow! That’s me!”  
 
They just want to get those broad callouts out there so 
people go, “Wow, that’s me! They’re talking to me. 
What do they have to say? I thought I was the only 
person on the block that was digging Cheetos!” 
 
Yeah, so speak to one. Here’s an example: the headline, 
“Are you a veteran 65 or older?” could have said, 
“Attention, veterans 65 and older.” But you don’t want to 
do that, because you’re starting off a letter that has the 
appearance of being personal by doing a broad kind of 
cattle call. 
 
That’s your first lesson. Whenever you’re writing a sales 
letter, speak to just one person. Imagine when you’re 
writing that you’re sitting across the table from a person 
explaining your message. That’s super important for 
focus.  



 


