
Email Swipes on Closing
Clients for LOCAL

Restaurants as Your Clients
Created for FORRK Users.

Hey there!

A lot of people are starting to use FORRK, so we decided to create a soundproof
email template that will help you close more clients by offering Instagram to local
clients.

What you’ll see below is a collection of swipes arranged in a soap opera sequence.

The purpose of this sequence is to build up trust between you and the prospect
up to the closing moment while establishing you as a valuable LOCAL consultant
that is a no-brainer to their business.

Keep in mind that this email sequence is very similar to what we regularly use
when cold calling clients - it was created after various tweaks and experiments.

Feel free to use it for yourself in order to close cold clients, but please DO NOT
share it with anyone else.



IMPORTANT: A lot of elements included in the following swipes are relying heavily
on the RIA (Results in Advance) method, which is hands down the most effective
method when cold calling clients.

Some of the phrases that we used might seem a little odd, so we included an
Explainer section under each email sequence to help you understand the
reasons behind them.

That is where you’ll find the real value behind these swipes - an explanation
detailing the reasons behind certain phrases, structure decisions, and call to
action schemas.

Mail Sequence #1: Establishing a connection

Subject Line: [Business Name], How are your sales since this
Pandemic?
Alternative: Your business could have so much more clients...

Body:

Hey [Business owner first name],

My name is [Your Name] and I’ve discovered your business after I’ve done a web
search on [business niche + location (ex: sushi restaurants in Ohio Columbus)].

I got a whole bunch of local restaurant results, so I started filtering them to
discover the best option for me (as I always do). As you can imagine, your business
appeared among the top local search results (otherwise I wouldn't be contacting
you).

Then, I’ve stumbled upon some reviews about your business. People were saying
good things about your establishment, so I decided to do dig in deeper.

Here’s my question:

Would you say that this pandemic has affected your profit margins?

By now, you might be wondering who is this random person and why this abrupt
interest in my business.



Well, my name is [Your Name] and I’m a marketing consultant specializing in
LOCAL Restaurants at [ Your Agency Name].

Given my profession, I have an overview of how things really are for most LOCAL
restaurants nowadays.

The thing is, I know you could do a better job at attracting new customers (or
re-engaging regulars that you’ve lost since this pandemic.

I made a list of weak points that you can improve on to get those profit margins
up.

If you’re interested, hit me up with a Reply and I’ll send you a shortlist of things
that you can do to improve your business processes.

Hope to hear from you soon,
[Your Name]
[Your Business Website]
[Your Contact phone]

PS: I just realized that this all sounds like a sales pitch. Don’t worry, you don’t have
to pay anything for my tips. Take them as a token of appreciation to repay the
good things that your business does for the local community.

Just hit Reply on this mail, tell me that you that you’re interested and I’ll send
them to you as soon as possible. You can also reach me at this number [Your
Phone number] and we can set up a meeting.

Explainer
In this first sequence, notice how we don’t force anything (at all). We start with a
story mentioning how and why we decided to contact their business.

Based on the RIA method, we score points via the Good Will factor by offering to
include a custom video report for free. Even if our tips won’t contain anything too
revealing, it still achieve the purpose of convincing the prospect that you’ve just
provided value for FREE - this first step is essential and will help us immensely in
the sequences to come.



Mail Sequence #2: Providing Value for FREE
~After the prospect replies to Mail Sequence #1~

Subject Line: Here’s what you need to do (Restaurant
Marketing Optimization)

Alternative: Custom Tips to Improve your Sales

Body:
Hey [Business owner first name],

I was very glad to see you receptive to my original email.

As promised, I have put together a list of tips that will hopefully improve the profit
margins of your Local restaurant.

1. Contactless Payments - Nearly half (47%) of American consumers expect
to use contactless payments this year. Guests download an app, such as
ApplePay or the Google Wallet, then simply tap that app to a card reader
using near field communications (NFC) to transfer the payment
information. This eliminates the exchange of the card between consumer
and employee as well as the need for the consumer to touch the card
reader.

2. QR codes, or Quick Response codes - These are matrix barcodes that can
be read by a smartphone to quickly communicate information — such as a
digital menu — to the device. Both Ruth's Chris Steakhouse and Denny's
have adopted QR codes as a way to eliminate the exchange of physical
menus between guests and servers. Instead, they've placed QR codes on
each table that guests can use to access the menu on their own phones.

3. Curbside Pickup eliminates the need for guests to come into the store. It
proved effective during the pandemic and will continue to be an important
piece of the puzzle even after restaurants reopen.

4. Subscriptions and Meal Kits - Earlier this year, Panera Bread rolled out a
new $8.99/month, all-you-can-drink coffee subscription service. Coupled
with curbside delivery, it gives guests a reason to continue to choose
Panera every time they crave coffee – because they've already made that
investment.



5. Reservations allow restaurants to control how many guests arrive and
when, which will be especially important for restaurants juggling reduced
seating and enhanced cleaning procedures, which will mean flipping a
table takes longer than it used to. In Italy, a few Burger King locations are
testing reservation requirements, where guests place their order online
and reserve a table before they arrive.

6. Loyalty programs, which can easily be contactless, are proving to be
critical to restaurants' success. Data collected by Paytronix from the earliest
weeks of the shutdown show that guests who were enrolled in loyalty
programs continued visiting those restaurants at a much higher rate than
those who were not in loyalty programs. Ultimately, loyalty programs are an
opportunity to cultivate guest relationships and collect data that allow
restaurants to conduct more efficient target marketing and advertising to
drive profits.

Read each tip carefully and tell me what you think. I tried to make them as easy
to understand as possible. I hope it will help you to make the necessary
adjustments in order to improve your Instagram page ranking.

All I ask is that you hit the Reply button and let me know that you received these
tips. Don’t let my work be in vain!

Have a great day,
[Your Name]
[Your Agency Website]

PS: If you’re interested, I can also tell you more about a shortcut that you can
EASILY implement in your restaurant to make all the technologies mentioned
above INSTANTLY available.

Explainer

With the second swipe, we are only trying to do one thing: to encourage a reply.
The only goal here is to get some feedback and solidify the connection with the
prospect.

We start the email by thanking them for replying - because we want them to feel
involved. This will help us in the next couple of sequences.

Again, we emphasize the idea that the tips are tailored specifically to tackle their
issues. We also encourage the prospect to use them to make the necessary
adjustments - this helps with solidifying the idea that we provided FREE value.



Here, we also drop a casual mention that we know a shortcut that will improve
their restaurant sales exponentially. This is done to encourage a response and
potentially a question about it.

Mail Sequence #3: Follow up question
~After 24 hours (if the subject has not replied to Mail Sequence #2)~

Important: If the subject replies to your second swipe, jump straight to Mail
Sequence #4.

Subject Line: [Business Name] Did you get my tips?

Alternative: Did you start optimizing?

Body:

Hey [Business owner first name],

I haven’t heard back from you. Yesterday I sent you an email with custom tips
explaining how to make your Restaurant essentially COVID-proof.

Did you get a chance to review it? If you did, please reply to this email so I know
you got it.

If you didn’t get it, let me know by replying to this email and I’ll resend it to you as
soon as possible.

Talk soon,
[Your Name]
[Your Business Website]

Explainer
This is the shortest sequence out of the bunch because it’s only designed to
encourage another reply. We didn’t attach the tips again because we want real
feedback from the prospect.

Although it’s short, this swipe will help us with two important aspects:

● It gets the user to get in touch with us via the Reply button



● It urges him to search his Inbox for our previous email in case he missed it.

Mail Sequence #4: The Revelation
~After Subject has replied to mail sequence #2 or #3

Subject Line: Here’s how your Competitors are Crushing you...

Alternative: Your local competition is a tough bunch!

Body:
Hey [Business owner first name],

I hope you and your business are doing well.

Have you started working on the Restaurant optimization techniques that I’ve
shared in my previous email?

I really believe the tips I previously sent you will help you position your business at
the top of the local rankings to people searching for restaurants in [local area].
But it’s up to you to turn this into reality.

Trying to help because I can see that a lot of people in your area genuinely enjoy
the food.

Please understand that with public health top of mind, restaurant-goers will seek
out brands where they feel safe.

For many, that means a contactless experience. Some restaurants may adopt all
of this, or portions; but guests will need to feel safe, and for some, that might
mean coming as close to a contactless dining experience as possible.

I know it’s a lot to handle, but this is really MAKE or BREAK.

I don’t think I have to tell you how affected LOCAL restaurants really are for the
past 2 years or so.

If you want your business to survive, you need to ACT NOW.

I can help, so just let me know if you want a hand and I’ll lend it.



[Your Name]
[Your Business Website]

Explainer
This email sequence is about moving things along to the closing moment. The
title is extremely important in this sequence - it should be short and intriguing in
order to encourage the prospect to open it out of curiosity.

We play the local competitor card again since we want them to know that the
competition is already using social media strategies.

Notice how we put the emphasis on urgency. We need them to feel pressed by
time and we need them to believe that we are willing to help.

The goal here is to get them thinking that they need specialized consultancy in
order to recover the disadvantage. But since we promise them that we will
provide further help for free, they are very unlikely to contact a different agency.

Mail Sequence #5: The closing phase

~After 48-72 hours~

Subject Line: I got some good news
Alternative: You need to pick up the pace

Body:
Hey [Business owner first name],

I told you I’ll help and I’m keeping my promise.

If you’re not technical, one solution would be to look for someone that’s capable
of implementing these contactless systems for you.

You need to find someone capable of coming up with a solid battle plan. Maybe
you already know a restaurant consultant that can do this for you - if not, you can
easily look for help online.

Or, there’s option B, where you come to [Your Agency] as a client. Heck, I will
even put you straight into our loyalty program which will save you close to 40% on



a monthly basis. And this is not only because I find this case interesting, but
because I’ve come to respect your local business.

If we shake hands, I will personally handle the following for you:

● QR-Code Touchless Menu & Ordering Systems
● Gorgeous Restaurant & Menu Themes
● Customization & Revisions according to your direction after my initial

draft
● Food Order and Delivery Analytics
● Integrate Client’s Payment Processors
● High-Converting Product Customization

I don’t want you to feel pressured or anything like that. Take the time to analyze
the situation before you make a decision.

Just in case you’re considering option B, here’s a portfolio of recent work that I’ve
done for my clients:

[Your portfolio of work]

As you can see, we only take up restaurant clients that we can truly help succeed,
and every expense is accounted for. In your case, the cost will be even lower
because I will squeeze you directly into our loyalty programme.

We pride ourselves on quality and make it a priority to be proactive when it comes
to helping clients maintain the top local ranking spots.

Regardless of the decision you make, let me know by replying to this mail or by
reaching me at this number: [Your Contact Number].

Let’s set up a meeting and set this plan in motion!

I hope to hear from you soon,
[Your Name]
[Your Contact Number]
[Your Business Website]

Explainer

We begin this closing email by displaying genuine interest in the prospect’s
situation. Because we took the prospect to a long journey of ups & downs, we no
longer need to go for a hard sell - we already established trust by providing value
for free twice.



Notice how we even give him the option of looking for someone capable of
sketching the battle-plan for their restaurant. We can afford that, and we score
even more points on the goodwill factor scale.

The prospect will not start with another agency from scratch, because the email
sequence shaped you into looking like an expert that has their best interest in
mind (which is very hard to find).

After you send this email, your agency appears to hold the answer to their ranking
problem. If you get a reply to this last mail, I can guarantee you that the client is as
good as closed.

THANK YOU!


