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Nice to Meet You!

• 20 Year Career in Marketing 

• Trained and Mentored SME Business Owners  

for the past 6 years.

• NLP Certified Practitioner

• Serviced Accommodation Operator and 

Property Investor.

• Wife to Terry Mum to Summer Dog mum to 

Khan



What will you get from today?

Learn why email marketing still has an 

important role to play within your 

marketing activity, and how you can 

leverage it as an effective part of your 

sales funnel



But first…



A Typical Marketing Funnel

Awareness

Interest

Desire

Action

The are four 

stages of a 

journey with you 

that people will go 

on before they 

buy from you.



Why Email Marketing 

Less than 10% of 

people are at 

buying stage 

immediately after 

coming across 

your business



A Typical Marketing Funnel

Awareness

Interest

Desire

Action

Social Media

Networking

Recommendation / Referrals

Sales Calls

And…

PR and Advertising



Email Marketing 

It allows you to build deeper relationships, nurture leads 

over time, and drive consistent conversions directly 

through a targeted and personalised approach

 



Email Marketing Supports Your Funnel 

Keep You Top of Mind

Build Familiarity

Nurture Prospects

Create Interest

Drive Action

Develop Trust



Some Will Say…



The Truth Is…

1. Still one of the Highest ROI Channels

2. Cost effective

4. Can be highly targeted and personalised

5. Supports omnichannel strategies 

6. Easy to scale 

3. Can be automated to consistently nurtures relationships



Your Prospects Guide…



Email Marketing and it’s Role

Awareness

Interest

Desire

Action

Awareness: Introduces your brand to new 

leads with welcome emails and 

newsletters.

Interest: Engages leads by sharing 
valuable content, such as guides, tips, 

and case studies.

Desire: Builds interest through 

personalised recommendations, 
testimonials, and product showcases.

Action: Drives conversions with targeted 
offers, discounts, and clear calls to action.



Email Marketing and it’s Role

Retention & 

Advocacy

Retention: Keeps customers 

engaged and loyal with follow-

up emails, exclusive content, 

and loyalty programs.

Advocacy: Encourages 

satisfied customers to refer 

others, leave reviews, and 

share their experiences



Ways Small Can 

Businesses Use Email 

Marketing



Email Marketing Has Many Purposes 

Onboarding New 

Clients

Send Reminders

Run Promotions

Educate and Add 

Value

Promoting New 

Services
Share News

Build 

Relationships

Follow Up on 

Proposals



Tell me, how are you using 
email marketing in your 

business currently?



Example 
New Customer Onboarding



Example



Example

Reminders

Updates

Notifications

Referral Incentives 



But When Done Right… 



It all starts with…



Your Data!

40-60% of UK businesses 

aren’t leveraging their 

CRM and client/prospect 

data to its full potential for 

email marketing*

Around 40-50% of UK 

businesses, particularly 

smaller ones, are not 

strategically focusing on 

growing their customer 

databases*

* Data & Marketing Association (DMA),



A Full Database Contains Money! 



It’s your job to fill it up your database 
with prospects and nurture them into 
customers!



Building Your Database

People aren't going to just 

join your mailing list; you 

need to offer them 

something valuable in 

exchange that meets their 

needs or interests. 



LEAD MAGNETS

A valuable resource or incentive, designed to attract and 

engage prospects, encouraging them to join your mailing list 

or enter your sales funnel.



Lead Magnets could include…

DISCOUNT VOUCHER

WEBINAR OR ONLINE EVENT

FREE AUDIT

CASE STUDY

TOP TIPS / EBOOK

NEWSLETTER SIGN UP

FREE TRIAL / DEMO

DISCOVERY SESSION

PRE-RECORDED TRAINING

LOW COST OFFER



Example



You’ve got your lead magnet, 

but then what! 



Then you start 

pushing it out 

through your 

marketing 

channels! 



Once You Have Captured the Data…

+ 2 days

+ 3 days

+ 3 days

+ 3 days



You need a concentrated effort of 
emails over the course of two weeks
before they return to your data pool



It Doesn’t Stop There!

You need to 

build an 

ongoing 

relationship 

with them!



Reasons To Talk

How often are you emailing your database 

with valuable content?

• Newsletter

• What’s On

• Market News

• New Blog

• Latest Offers

• Industry Changes



The average person gets 121 emails 
a day, so how do you stand out in 

their inbox!





Share Valuable and Interesting Content

Serviced Accommodation Business Owners

How to Create a Strong SA Brand

5 Top Tips for Getting Direct Bookings

How to photograph your SA for maximum impact

20 Listing Optimisation Tools

20 Things You Can Do To Get 5 Star Reviews Every Time

10 Free Guest Communication Templates 



CONSISTENTLY



New Audience is 

Tagged “Regular 
Weekly Email”

Every 3rd or 4th Email: 

SELL SOMETHING!

Send a Regular Weekly Email



The beauty in this is that it 
can all be automated



Most CRM’s / EMS’s Have Automation



TASK

Now it’s time to think about your business

Where could you leverage email marketing?

What assets could you create as lead magnets in order to grow your 

database and nurture your prospects?



QUESTIONS?
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