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How To Get Paid Witing Sinple Greeting Cards

Most of us enjoy getting greeting cards fromtinme to tine.

Bi rt hdays, anniversaries, holidays, the birth of a baby, and

ot her occasi ons nean even nore to us when we are renenbered by
friends, relatives and coll eagues. A well witten card can make a
genui nely personal statement for any occasion. That's why
greeting cards continue to be a sincere and effective neans of
communi cation. In fact, the demand for greeting cards is such
that it is nowa multi-billion dollar industry and still grow ng.

Since there will always be birthdays, holidays and ot her

occasi ons appropriate for card sending, the narket remmi ns stable
and prosperous for talented and creative witers. Besides the
ever popular traditional greeting card nmessages, greeting card
conpani es are constantly | ooking for fresh and innovative ideas
and concepts. And al though nost conpani es enploy staff witers
and artists, the opportunity for free-lance witers is very rea
and substantial. Many greeting card conpani es actually encourage
free-lance witers to submit a regular streamof card ideas.

Witing greeting cards on a free-lance basis is a creative

way for witers to nmake excellent part-tinme noney. In sonme cases,
extrenely talented and prolific witers can wite greeting cards
full tinme and make a confortable living. O course, the anmount of
success a free-lance witer can expect fromwiting greeting
cards depends on talent, initiative, know edge of the industry,
and time devoted to creating new i deas and concepts.

Many free-lance witers are attracted to witing greeting

cards sinply by the nature of the work. Everything is usually
acconplished fromthe witer's own honme. Al that's needed is a
typewiter and a fairly consistent supply of new ideas. There are
no agents, or conplex contracts to deal with, and nost business
transactions are done by mil.

As a rule, witers who have success in the greeting card

i ndustry are creative people who not only love to wite, but also
under st and what ot her people want in greeting cards. These
witers have | earned the secret of "marketability and
sendability" and as a result are able to express, in a mninmm
nunber of words, a nultitude of sentinents.

Getting started witing greeting cards on a free-lance basis

is not at all difficult. You don't have to possess a coll ege
degree, or live in New York. What you will need is the ability to
create nmessages that people want to send and receive. You'll also
need to be famliar with what is already on the market; what
peopl e are buying and sendi ng. Then you'll need to know which
conpani es are nost likely to accept your particular type of
submi ssi ons.

This report will offer information and suggesti ons about the
greeting card industry and how to create and submt material that
coul d earn you $150 or nore per idea. It is not intended as a
guar ant ee agai nst rejection. Even the npost successful witers are
famliar with editor's rejections. But, if you are creative,
enjoy witing, and are willing to follow specific conpany

gui del i nes, you coul d soon be nmaki ng good noney doi ng sonet hi ng
that is both fun and chal |l engi ng.
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WHAT GREETI NG CARD COWPANI ES ARE LOCKI NG FOR

While the greeting card industry is not stagnant, and new

i deas and trends are frequently being devel oped, the three basic
card categories remain the sane -- traditional, studio (or
contenporary) and alternative. And when publishing a |ine of
greeting cards, in any category, a conpany nust cater to the
peopl e who are nost likely to buy and send cards. |In nobst cases,
that nmeans wonen between the ages of 18 and 50. So the mpjority
of conpanies are | ooking for cards that target issues these wonen
care about; rel ationships, success, religion, noney, health, and
S0 on.

Even though traditional and contenporary cards continue to

be a staple of the greeting card industry, there may be an even
better opportunity for the free-lance witer in tune with

rel evant issues. Issue oriented, or alternative cards, are
beconi ng i ncreasingly popular even with small er conpani es that
are expanding their lines in order to reach this growi ng narket.

Alternative cards offer a response to non-traditional card-
sendi ng situations and can be just as viable a nmeans of

conmmuni cation as traditional cards. Sonme of today's best selling
cards are non-traditional cards commenorating new jobs,
pronotions, and salary raises. Oher top selling alternative
cards deal with rel ationships, even the break-up of marriages.
Still another significant line of alternative cards is ained at
peopl e who have experienced, or are experiencing, drug and

al cohol addictions. At |east one greeting card conpany has

al ready created a conplete |ine of such cards, in cooperation
with a drug and al cohol abuse foundati on.

Whet her the sending situation is traditional or non-

traditional, it's safe to say nobst conpanies prefer a personal
conversational style message rather than a verse of rhyne.
However, rhyned verse is often used for inspirational cards,
which also have a fairly large market. Most conpani es specify
their individual preferences in their witer's guidelines. That's
why it is essential to know what a specific conpany is |ooking
for before you nake a submi ssion

Anot her ingredi ent many conpanies are |ooking for is hunor.
Cards that convey a nessage with hunor are very popul ar
especially with the baby boom generation, which nakes up a | arge
portion of the card-sending market. The preference, even with
hunor, is for short nessages that are i medi ately understood and
funny. The ideal is to have an attention-getting, one-sentence
lead in on the outside (or front) of the card, with an equally
brief, but effective, punch Iine inside. The intention is to get
the potential buyer/sender hooked by the | ead-in nessage so

she/ he can't resist opening the card to get to the punch line.

Compani es that are | ooking for hunorous card ideas are

usual Iy enphatic and cl ear about the kinds of hurmor they will
accept. As a rule "corny" or sentinmental hunor is not preferred.
Most conpani es request hunor that is "off-the-wall," "laugh-out-
loud," "irreverent," "outrageous," and in nmany cases, "risque."
In other words, try to make your hunorous ideas as "cliche'-
free," unpredictable, and funny as you can.
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In general, nost greeting card conpani es are | ooking for

cards that are appropriate for traditional sending occasions, as
well as cards for newer "issue" oriented situations. Here are
several of the nobst sought after types of card ideas:

(1) Birthdays. Since there's never a shortage of birthdays,

the market for original birthday cards, both hunorous and
serious, remains a steady market for witers. Birthday cards can
nmake us | augh about getting older, or they can be sensitive,
serving as a rem nder of the positive side of |ife, past and
future.

(2) Friendship. Good friends are hard to find, and keep.

That's why friendship cards continue to be a profitable part of
the greeting card industry. Mst friendship cards deal with the
general value of friendship, or the significance of a specific
friendship. Again, both hunorous and serious card ideas are
acceptable to nost greeting card conpanies. The nain thing is
that the ideas nust be original and genuinely and clearly express
sonme positive aspect of friendship.

(3) Get Well. Like birthday cards, the need for get well

cards renmins constant. Mbst people with not-so-serious illnesses
appreci ate hunorous get well cards. But, prospective witers
shoul d be cautioned to stay away from over-used and worn out

hospi tal hunmor concerni ng hospital gowns, hospital food and so
on. Greeting card conpanies are | ooking for fresh ideas, not a
re-wor ki ng of old ones.

There is also a need for non-hunorous get well cards that
express appropriate, and sensitive sentinents toward soneone
experiencing a serious illness. Wiat greeting card conpani es are
| ooking for here is a sensitive approach to a serious, and even
grave situation. Sometines the sentinment "get well soon" is not
appropriate, even for get well cards.

(4) Synmpathy. Unfortunately, synpathy cards are al ways
needed. To fill that need, a witer nust be able to address the
|l oss of a loved one with good taste and sensitivity.

(5) Love And Romance. Witers of |ove and ronance card i deas

will do well to address all kinds of |ove and different aspects
of romance; first love, long-termromantic rel ationships,
marriage, sharing, trust, commtnent, renewi ng an old romance,
and so on. The market is good for both hunorous and serious cards
addressi ng the thenes of |ove and ronmance.

(6) Support And Encouragenent. This type of card has
increased in popularity over the past decade and offers creative
witers a good deal of opportunity. These cards can be given to

friends, relatives, colleagues, |overs -- anyone who m ght need
to know that they are not alone. The nbst combn nessage with
this type of card is "I'"'mhere for you." These cards offer both

encour agenent and support, and can be treated in either a serious
or hunorous manner

(7) Inspirational Cards. Most conpani es | ooking for

i nspirational cards request messages that address spiritual or
hunman potential. These cards nornally deal with sonme aspect of
personal growth, are non-hunorous, utilize sensitive |anguage,
and require an understanding of the spiritual and human
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condi ti on.

(8) Alternative Cards. These cards are designed for non-
traditional sending occasions. The nost comon card ideas in this
line are those offering congratulations for a new job, job
pronotion, or raise in salary. Mre serious issues, such as

di vorce, ternminal illness, and substance abuse, are al so top-
selling themes in the alternative card |ine.

The main thing a witer should renenber is that greeting

card conpanies are all |ooking for fresh ideas and nessages, not
time-worn cliches and sappy sentinment. Greeting card nessages
shoul d be i mediate and clear. Witers should avoid wordy or
conmpl ex nessages, and be direct and original. In short, nost
greeting card conpani es are |ooking for ideas they haven't seen
or heard before.

HOW TO SUBM T | DEAS

Most greeting card conpani es have their own specific

gui delines for submtting editorial, verse, and artwork. You can
find out what each greeting card conpany requires by witing a
brief letter, asking for a copy of their witer's guidelines. You
shoul d al ways include a Long Sel f-Addressed, Stanped Envel ope
(LSASE) with your request. And if the guidelines are avail abl e,
you should receive themin two or three weeks. Your request
letter need not be nore than a sinple, polite request. For
exanpl e:

Jane Doe
Locust Lane
Jackson, OH 45640

American Greetings
10500 Anerican Rd.
C evel and, COH 44144

(Your letter does not need to be addressed to a specific person.)

Pl ease send ne a copy of your witer's guidelines. | have
encl osed an SASE for your conveni ence. Thank you

Si ncerely,

Jane Doe

In order to send your request letters, you will, of course,

need a list of greeting card conpany addresses. You can get this
information fromseveral different sources. One good source is
the Witer's Market fromWiter's Digest Books in Cncinnati,
Chi 0. Another source is The Witer's Handbook published by The
Witer, Inc., Boston, MA

Bot h of these publications contain sections on greeting

cards, featuring al phabetical listings of nany conpanies wth
assorted information, including addresses and the availability
(or not) of witer's guidelines. Sone |libraries have these books
in their reference sections, but if not, be prepared to spend $20
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to $25.

While both the Witer's Market and The Witer's Handbook"

are valuable tools for free-lance witers, there are a couple of
nore econom cal ways to get the information you need. One way is
by witing to: Artist and Witer's Market, The Greeting Card
Associ ation, 1356 New York Ave. NW Suite 615, Washington, DC
20005. Be sure to include an SASE with your request. You can al so
visit card racks in various stores and select the lines that
appeal to your particular creativity. Jot down the conpanies that
i nterest you and send them a request letter

Trade nmagazi nes such as Greetings, published by Mackay
Publ i shi ng Corporation of New York, also offer specific greeting
card conpany information, as well as infornmation about the | atest
trends, trade shows, and sem nars.

Whi | e subni ssion guidelines nay vary from conpany to conpany
there are sone generalizations that can be nade.

(1) Each nessage or verse should be typed on a separate

pi ece of paper (8 1/2" x 11"), or 4" x 6" or 3" x 5" slips of
paper or index cards. Mst conpani es require subm ssions on 3" x
5" index cards, but in sone cases studio-card submi ssions may be
required on 9" x 9 1/2" fol ded paper.

(2) In nost cases you will be required to use only one side

of the subnission card or paper. Your nane, address, and phone
nunber shoul d be placed in the upper |eft-hand corner of each
subni ssion, and the nessage or verse in the center.

(3) Most conpanies will allow from5 to 15 separate card
i deas with each subnission. If you are not sure how many ideas or
verses a specific publisher will accept in one group, send no

nore than 10.

(4) Each subnission should be acconpani ed by a brief cover
letter. The letter should be addressed to the editor or editorial
staff, and briefly indicate what you are submtting. The cover
letter should be no longer than a short paragraph. Al so include
an SASE for return of any subm ssions not accepted.

(5) If you make a |l ot of submissions, you'll need to keep

organi zed. The best way to do this is to create your own codi ng
system Your system doesn't have to be el aborate or conplex --
just something you will understand. One sinple coding systemis
to place your initials, the conpany initials, and a nunber in the
upper right-hand corner of each subm ssion card.

Here's a sanple card submi ssion

Jane Doe JD- AM 1
Locust Lane
Jackson, OH 45640
(Phone nunber)
ANOTHER Bl RTHDAY!

I'mdad | Haven't Known You
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All O Your Life

| Couldn't have afforded FORTY
Bi rt hday Car ds!

Most greeting card conpany witer's and artist guidelines

will follow the general format outlined above. However, you
shoul d never take subm ssion guidelines for granted. Before you
subnit, get the conpany guidelines and followthemto the letter.

ARTWORK

It's not necessary for free-lance witers to furnish artwork

as well as the editorial for card ideas. As a rule, greeting card
conmpani es have artists on staff, or they comiission artists to
illustrate accepted new card ideas. That doesn't nean witers
cannot subnit their own artwork too. Many conpani es are pl eased
to hear fromcreative individuals who can provide both the
editorial and the artwork. Again, you should refer to each
conmpany's witer's and artist's guidelines to faniliarize
yoursel f with individual conpany policies.

If you are an artist, illustrator, designer, or photographer, and
wi sh to subnit sone concept to a greeting card conpany, you
shoul d understand that nost conpani es do not accept original
artwork of any sort. Instead, you'll be required to subnit

sl i des, photocopies, photos, pronotional pieces, or sone other
reproduction of your work. Generally, greeting card

conpanies like to see an artist's style before they ask for an
original work or contract for an assignment. So don't send any
original artwork unless a conpany specifically requests that you
do.

What ever representations of your artwork you send, you'l

nost likely be required to reduce your subnissions to standard
sizes -- 5" x 7" or 4 3/4" x 6 1/4" for cards, and 4 1/8" x 5
1/ 2" for postcards. Photographs are often required to be
subnmitted in the formof transparencies. And col or, or hand-
colored work is usually preferred over black and white.

Every piece of artwork you submt should include your nane,
address, and tel ephone nunber. And while it is not necessary, you
can place the copyright synbol next to your nane. You should al so
include an SASE if you want your material returned. Make sure the
envel ope is | arge enough to hold your subm ssion, and be sure
it's stanped with the proper anount of postage.

Usual Iy, the relationship between copy and artwork is
significant. It's a good idea for witers to think of, or plan,
the card as an entire concept. Even if you are not artistically
inclined, nost card conpany editors appreciate intelligent
suggestions fromwiters about an overall concept.

NOVELTY | DEAS

Witing nessages and verse for greeting cards is not the
only way a free-lance witer can use such a talent to make noney.

There's al so a good narket for witing nessages for posters, t-
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shirts, buttons, tel ephone answering nachi nes, weddi ng
invitations, and other itens. In fact, many greeting card
conmpani es also feature a line of novelty itens. Sone of these
conmpani es pay the sane flat fee for a novelty nessage as they do
for a greeting card idea.

The greeting card conpanies also involved with novelty itens

are usually in need of editorial and/or concepts for buttons,
nmugs, key rings, plaques, bookmarks, refrigerator magnets, and
ot her such itens. In nost cases novelty hunor as well as serious
thenmes are accept ed.

Mugs, which are popular gift itens, work best with strong
personal me-to-you nessages. Sone popul ar thenmes conpanies | ook
for include birthday, get well, and personal relationships. The
nmessages are simlar to greeting card nessages, but nust be
expressed in one line since the nessage is only on the outside of
the nmug, rather than the typical two-line greeting card.

In general, slogans, sayings, or any copy for non-card
products should foll ow several guidelines. First of all, a
novel ty product nust accurately reflect the lifestyles,
attitudes, and personalities of the people who use or wear the
product. That al so neans that the witten nessage nust be sone
catchy and rel evant statenent about a nmultitude of life
experiences. The nmessages on novelty products are usually

phi |l osophi cal statenents about relationships, dieting, school,
sex, work, men, wonen, hobbies, etc.

When creating slogans and statenments for novelty products,

it's inportant to keep in nmind that the end result should be a
nmeans of sel f-expression. People use or wear such products as a
fun way to nake personal statenents. In many cases novelty
products are hunorous itens that allow us to make fun of life's
ups and downs as well as ourselves.

SUCCESS ANALYSI S

Ei ght contributing factors are measured on a 1 to 10 basis
(with 10 being excellent) based on analysis of this opportunity.

Ti me | nvest nent

Start-up Costs

G oss | ncone Potenti al

Net | ncone Potenti al

Incone in Relation to | nvestment
Stability

Overall Risk

Potential for Gowh

o

ONoARWNE
NOouUouoUE

~

Overall Potential for Success .00

POTENTI AL EARNI NGS

Since greeting cards is a rmulti-billion dollar industry,

there is good potential for substantial earnings. Mdst conpanies

pay from $25 to $150 for each free-lance idea or verse they buy.

Sone pay as much as $500 for a single idea or verse. If your work
is especially original and creative, a subm ssion of ten card

i deas to one conpany could bring you anywhere from $25 to $1, 500
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(or nore) depending on how nany of the ideas the conpany buys,
and how nuch they pay per idea.

In nost cases a conpany's writer's guidelines will tell you

how nuch they pay per idea. That information is also avail abl e
for nmost of the conpanies listed in the Witer's Market and The
Witer's Handbook. |f you feel your ideas are worth nore than $25
api ece, subnmit themto a conpany that pays nore. The choice of
conmpani es you wish to deal with is entirely up to you. Just make
sure your submissions fit the specific guidelines and needs of
the conmpany you are sending themto.

Usual ly, if an editor buys 2 or 3 ideas out of a batch of 10

to 15 subnissions the witer is doing very well. But it isn't
unheard of for an editor to buy nost, or all, of a witer's ideas
fromone subm ssion. Admittedly, for that to happen all the
witer's ideas and/or verses nmust be highly original, creative,
and exceptional. And they nust be exactly what the conpany is

| ooki ng for.

Whi | e nost conpani es pay per card or idea, a few pay small
royalties. Other conpanies may prefer to test a card before
buying it. In that event, the conpany will pay a small fee to
test the idea before they nake a final decision. Many conpanies
also give a witer's credit on the back of the card. Sone
conmpanies will even include free sanples if they accept your

i dea(s).

How nuch a conpany pays per card is certainly a consideration
when deci ding where to send your ideas, but it's not the only
consi deration. You must also be reasonably certain your ideas fit
the particul ar needs of the conpany. You should al so consider
whet her the conpany pays on "acceptance" or on "publication."

Bei ng "paid on acceptance" sinply neans that shortly after a

conmpany accepts your idea(s) for publication you'll be getting a
check. On the other hand, being "paid on publication" neans
you'll nost likely have to wait a good deal |onger before you get

any noney. The tinme that el apses between acceptance of an idea
and its actual publication can be several nonths. That's why nost
experienced free-lance witers prefer to work with conpani es that
pay on acceptance.

The inportant thing to renmenber regardi ng potential earnings
fromwiting greeting cards is that there are no guarantees.
Anyone who has ever witten anything for publication, from
greeting cards to novels, has suffered rejection. Not every
editor will find your ideas and verses as witty, original, or
creative as you do. But if you are truly creative, prolific, and
persistent, you will eventually be successful. To a | arge degree,
your potential earnings fromwiting greeting cards is only as
linmted as your inmgination and creativity.

SOME TIPS

(1) As a general rule, the nost successful greeting cards

are those that are short and to the point. Concentrate on
creating card ideas that work with a one-sentence front and a
one-sentence follow up on the inside. Since nbost stores that
carry greeting cards have from500 to 1,000 cards on display, a
qui ck glance is all each card gets. So a short, catchy, readily
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understood front-of-the-card sentence has a deci ded advant age
over a nore | engthy and ponderous nessage.

(2) Since birthday cards are usually a conpany's biggest

seller, it's a good idea for beginners to concentrate on birthday
i deas and concepts. It's not only a good way to | earn what
conpani es are |looking for, it may al so be the best opportunity
for initial success.

(3) When witing card ideas, consider sending occasions such

as birthdays, Christmas, job pronotions, etc., and imagine
soneone (a friend, colleague, or relative) to whomyou woul d give
the card. In effect, you should | ook at your card ideas and ask
yoursel f if you would actually buy them and send themto people.

(4) If you think you've heard it before, then forget it.
Oiginality is one of the main keys to success in witing
greeting cards. One way to insure that your ideas will be fresh
and innovative is to keep in touch with what's going on in the
worl d around you. Read newspapers, popul ar nagazi nes, go to the
novies -- anything that will keep you abreast of the |atest

i ssues, fads, and fashions. You'll be amazed at the anount of
inspiration you'll get sinply by "paying attention."

(5) Even if you are not an artist or illustrator, it's

al ways a good idea to have a conplete concept in nind when you
create a specific nessage. It's also a good idea to suggest the
entire concept to an editor when you make your subm ssion. Don't
worry about artwork. |f the overall concept appeals to the
editor, a conpany staff nmenber will take care of the card design

(6) Send your rejections to other conpanies. Take a careful

| ook at all your rejected ideas. Elininate the weakest ones, and
send the rest to anot her conpany. Rejection of an idea may sinply
nmean that a specific conpany doesn't need it. That does not nean
anot her conpany can't use it.

(7) Don't get inpatient. If you haven't heard froman editor

3 or 4 weeks after you've subnitted material, don't wite, and
don't call. You should allow at |east eight weeks for a response.
Some conpani es may not get back to you for 12 weeks or nore. Many
conmpani es state their typical response time in their guidelines.

(8) When nost card conpani es buy an idea they "buy al

rights." Many of these conpanies will also require the witer to
guarantee that the material they are buying is original and has
not been sold to any other conpany. If a conpany requires you to
sign a release formand/or a contract to sell all rights, nake
sure you understand the ternms of the agreenment before signing.

(9) Keep records. Use a 3"x 5" card file to hold duplicates

of your submi ssions. You can arrange your ideas any way you like
-- subject, season, prose, verse, one-liners, etc. Keep on file
what you send, where you send it, and the date it was sent. O
course, you should also record whether an idea was purchased or
rej ect ed.

SUMVARY
How nuch noney can you nake witing greeting cards? The

answer to that question is really up to you. Certainly a
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creative, notivated witer can nake excellent nbney on a part-
time basis. But it is also possible to nake a confortable |iving
freelancing for greeting card conpanies full tine. Cbviously, the
nore time you devote to creating new greeting card i deas and
concepts, the nore noney you are apt to nake. Just don't expect
great nonetary rewards over night. It takes tine.

Bef ore you nmake any noney witing greeting cards, you'll

have to take the first step. Becone faniliar with the greeting
card industry. Browse through card racks and see what the market
is offering. Get a list of greeting card conpani es and send for
their witer's guidelines and market list. And before you subnit
your ideas nake sure they fall within the conpany's requirenments.

Wiile there are no guarantees, there is a great opportunity
for free-lance witers to nake big noney witing greeting cards.

An initial small investrment in index cards, postage, and
envel opes, can easily be recovered with one purchased idea. |f
you are creative, love to wite, have initiative, and are willing

to make the effort, you can see your words and i deas becone
greeting cards and nake noney as well.

SOURCES
Books:

199X Witer's Market -- editor: Mark Kissling, Witer's D gest
Books, 1507 Dana, Ci ncinnati, OH 45207

The Witer's Digest Guide To Manuscript Formats, by Dian Dincin
Buchman and Seli Groves, Witer's Digest Books, 1507 Dana,
G nci nnati, OH 45207

The Witer's Handbook, edited by Sylvia K Burack, The Witer,
Inc., Boston, NA

Cui del i nes:

Amberly Greeting Card Conpany -- editor: Ned Stern, Gold Coast
Drive, Cincinnati, OH

Artist's And Witer's Quidelines, by Carol Wlson Fine Arts,
Inc., Portland, OR

Creative Cuidelines, the Mine Line Conpany, Rockland, M=

Gui del i nes, by Style Services, 1120 Royal Pal m Beach Bl vd., Royal
Pal m Beach, FL

Kal an's Copy Gui delines, by Kalan, 97 S. Union Ave., Lansdowne,
PA

Nobl e Works, editor: Christopher Noble, Hoboken, NJ

Submitting Artwork, Photography, Editorial And Product |deas To
Hal I mark Cards, Inc., by Hallmark Cards, Inc., Kansas City, MO

Twenty Tips For Turning Your Greeting Card Ideas Into Cash, by
Greetings, Ceveland, OH

West Graphics, editor: Carol Wst, 238 Capp Street, San
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Witer's Quidelines, by Merlyn G aphics Corporation, Canoga Park,
CA

Witer's Guidelines, by Gatneal Studios, Rochester, VT
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