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Introduction
ARE YOU USING EMAIL MARKETING?

In the service industry, only about 35% of businesses engage in email marketing. Why are more 
home service companies not taking advantage of this free, yet extremely powerful method to 
increase repeat business? Email marketing is the single most effective marketing tool in your 
arsenal. Need proof? Here are the facts about email marketing:
 

• It reaches the largest audience. There are 3.9 billion email users across the globe, 
and 3x more email accounts than Facebook and Twitter accounts combined. In other 
words, it’s more likely that your customers will have an email address than a social 
media account. 

• 90% of email gets delivered to the intended recipient’s inbox, whereas only 2% of your 
Facebook fans see your posts in their News Feed. To boost that 2% on Facebook, you 
need to pay for ads so that your content is more visible to your fans. Email, on the 
other hand, is free.

• Emails lead to more purchases than any other marketing method (7x more 
purchases!), and it is the medium through which most customers would prefer to 
receive content from businesses. 72% of people prefer to receive promotional 
content through email, compared to 17% who prefer social media. 

Basically, with email marketing you can contact the most people, and they’re more likely to be 
receptive to your email and book your services. Sounds amazing right? 

But there is a catch: Everyone’s inbox is overflowing. 

Although emails are extremely effective as a marketing tool, the harsh truth is that no one really 
wants more emails. Think about your own inbox: you probably get tens if not hundreds of new 
emails every single day. When a new one pops into your inbox, you might take a quick glance 
at the subject line, sender, and the first few sentences before deciding whether or not it’s even 
worth your time to read. More than half of readers spend less than 2 seconds looking at an email. 
That’s all the time an email recipient is going to give you to get your message across, so how do 
you grab their attention?

That’s where we come in. Throughout the next few pages, we’ll teach you the ins and outs of 
email marketing, and how to make sure your emails get the response you are seeking.

Let’s get started.
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How to Create Your First Campaign
If you’re new to email marketing, there are a few steps you’ll want to take before jumping in!

SET UP AN EMAIL ACCOUNT THAT USES YOUR DOMAIN NAME

Not only does this make you look extremely polished and professional to your customers, but 
it allows you a ton of flexibility with your emails. For example, if you currently use Outlook, but 
you’re thinking of making a switch to Gmail, you can keep the email addresses that use your 
domain when you switch, so your customers are never confused about how to reach you via 
email. 

BUILD A LIST

Even if you only have 10 email addresses, you need to start somewhere. Begin asking your 
customers for their email when scheduling jobs - there’s no harm in asking! Most of your 
customers will appreciate that you want to communicate with them via email, and will want to 
stay in the loop for future offers. Additionally, you will be able to send your customers receipts 
and invoices digitally, which they can keep for their records.

Beyond simply asking, another way to build up your list of contacts is to include a contact form 
on your website. Anyone interested in booking your services will submit the form, which will 
automatically capture their email address.

DISCOVER YOUR MARKET

Before you get started with actually writing your emails, there are a few questions you need to 
ask yourself:

1. Who is the target audience? Do your customers tend to be elderly or on the younger 
side? Are they urban or suburban? Do you primarily work with high-end customers? 
Are you happy with your current customer demographic, or do you want to start 
reaching out to a different market?

2. How does your target audience like to communicate? What sort of tone should you be 
using? (ie. professional, humorous, cheerful, etc.) 

3. What promotional offers will benefit them the most?
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Once you’ve come up with the answers to these questions, think about segmenting your 
audience. By breaking your audience down into different categories, such as age, location, or 
income level, you can tailor your messages so that they are more interesting and relevant to your 
readers. 

CHOOSE AN EMAIL MARKETING SOFTWARE SYSTEM 

Once you’ve segmented your market and begun your campaigns, you’ll want to see how well 
your emails are performing, and figure out which offers and messages are the most profitable for 
your business. There are a variety of options on the market to help you automate and manage 
your emails: HouseCall Pro allows you to send automated emails both before and after jobs, at 
time frames you choose, so you always stay top of mind with your customers! MailChimp and 
ConstantContact allow you to send mass emails out all at once, which works well for seasonal 
specials. 
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Creating Successful Copy
So you’re ready to get up and running, but what on earth do you say? How do you get your 
subscribers to go from reading your emails to booking your services?

The answer is simple: tell a good story.

Storytelling is the basic foundation of communication and the backbone of word-of-mouth 
marketing. For your service business, that story can extend far beyond a personal tale. You can 
craft a narrative around how you care for your customer’s homes, through holidays, seasons, or 
even generations. You can describe a unique or heartwarming experience shared with a 
customer. You can gather testimonials from happy customers and spread the word about the 
value of your services. No matter where you start, you can use stories demonstrate how your 
work solves problems and lives up to (and hopefully exceeds) expectations.

An effective marketing email will do three things: Entertain, Educate, and Earn. Entertain your 
readers with a story or metaphor. Educate your audience by providing helpful tips or advice that 
is beneficial to them. Finally, use your story to earn the trust and loyalty of your customers.

Now that you know how to craft a compelling story, here is some more advice for writing 
extraordinary email copy:

• Make it emotional. The key to positive attention via email is enticing content. Make 
your story is one that excites, empowers, or tugs on your customer’s heartstrings, and 
it’s sure to be unforgettable!

• Highlight the benefits of your work. Clearly convey the impact that your work will 
make on your customers’ lives, such giving them extra time to relax or peace of mind. 
The more clearly you convey the value of your services, the more motivated your 
customers will be to book an appointment.

• K.I.S.S: Keep It Short and Simple! Remember, your emails need to be 
attention-grabbing, but you don’t have much time to capture interest. Keep length at a 
minimum so readers can quickly scan the content. Use simple language (avoid 
technical industry jargon). Write in a conversational style so that readers feel like they 
are speaking with a friend, rather than a company.
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• Proofread more than once. Avoid spelling mistakes and grammatical errors, which 
can make you look unprofessional. Ask a friend or colleague to proofread for you. 

• Personalize as much as possible. Include as much customization as you can. Most 
email marketing programs allow you to include the names of recipients automatically, 
so definitely take advantage of that. Your goal should be to make your customers think 
they are the only ones receiving your message, even if you are sending out mass email 
blasts.

• Be helpful. Extend offers that your recipients will value, such as discounts. Provide 
useful information that helps their lives. Essentially, make your customers feel like 
your emails are a special treat, rather than annoying promotional content.
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Subject Lines
“Don’t judge a book by its cover.”  This old saying warns against assuming the value of something 
based on its exterior alone. While this phrase may be helpful in some cases, just know that it 
absolutely does NOT apply to email subject lines!

Everyone judges an email by its subject. If someone fails to see value in your email’s subject line, 
they will not open your email at all. Pay extra attention to your subject lines to ensure the 
success of your email campaigns!

So, what can you do to make your emails enticing enough to open? First, we will take a look at 
what NOT to do. After we learn how to avoid subject line pitfalls, we will then cover what you 
can do to make your email marketing initiatives thrive!

SUBJECT LINE DON’TS:

1. DON’T make it too long!

Example: Thank you so much for your business! It was such a pleasure to serve your needs.

Keep subject lines under 50 characters! This is the commonly accepted rule for email marketing 
best practices. To test your subject lines, highlight the text and do a word count. The example 
above came out as 80 characters, which is 30 too many. Long subject lines will lose your 
recipients’ attention! The shorter, the better, as long as you are still conveying your message. 

2. DON’T make false promises.

Example: FREE Carpet Cleaning

Only make this the subject of your email if you are truly going to deliver on this promise. Your 
customers will definitely be annoyed if they open this email and you were actually just offering 
one free room. False promises might get your recipients to open the email, but they likely won’t 
be happy to find out they’ve been duped. If you’re misleading, it can definitely do more harm than 
good.

3. DON’T go crazy with CAPS LOCK!

Example: SPECIAL DEAL ON PRESSURE WASHING!

While this subject may be attention-grabbing, it comes off as spammy. Getting too cozy with the 
caps lock button may prompt your customers to mark your messages as spam, decreasing your 
delivery rate and preventing them from receiving further messages from you.
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As a rule of thumb, if you want to make your subject line stand out, make 1 word maximum in all 
caps. If your entire subject line is capitalized, not only will it look spammy, but your customers 
will also feel like you’re YELLING AT THEM! See? Nobody wants that.

4. DON’T keep repeating the same subject line.

Example: Mike’s Cleaning Service

If you use the same subject line for all of your email messages, such as the name of your business, 
it might get opened the first time. After receiving many messages with the same subject, your 
customers will begin to ignore them or even send them to the trash bin.

Give your recipients an idea of what the messages’ contents will hold with your subject line. Us-
ing the same subject line over and over will not accomplish this goal.

SUBJECT LINE DO’S:

1. DO let your recipients know how they will benefit.

Example: Tips to Lower Your Electricity Bill

Offer your recipients value in a clear and concise way. In the example, an electrician could send 
energy efficiency advice to his customers, who will be happy to hear about how they can save 
money on their monthly bills.

Before writing your subject, imagine you are on the receiving end of your email. Ask yourself 
“how does this benefit me?” Think about why they should open the email, and then clearly state 
that reason in the subject.

2. DO create a sense of urgency!

Example: 15% Off Upholstery Cleaning - Offer Expires Today!

Provide a deadline in your subject line to get an immediate spike in business. That way, your 
recipients will see that they need to act immediately or else forego the deal. Include some of 
these keywords in your email to establish urgency:

• Book today

• Today only

• Special offer

• Act now

• Limited-time deal
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3. DO ask questions to spark interest.

Example: What Makes Green Cleaning Different?

Adding a question mark inspires your readers’ curiosity. Pose a question so that their curiosity 
will get the best of them, and they will be very inclined to learn more. This example would work 
well for a green cleaner to explain what differentiates their services, which will then serve as a 
reminder for customers to book appointments.

No matter what industry you are in, gain the interest of your audience by asking questions in 
your email subject lines and offering helpful explanations in the body, or else linking to a blog on 
your website with this content.

4. DO personalize it!

Example: Melanie, We Miss You!

Include as much personalization as possible in your email subject lines. If including the recipient’s 
name is not an option through your service, personalize the email based on location, such as the 
name of your city, or time, such as the last time you did business with a customer.

Personalizing email subject lines makes the recipient feel as though the email is just for them, 
even though the message may be automated. Subject lines that are personalized make for more 
successful email marketing campaigns.

You’re now well-versed on what to avoid in your subject lines so that your emails don’t go 
ignored, as well as what the best methods are to spike interest in your emails. Enticing subjects 
are essential to hitting a homerun with your email initiatives.
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Best Practices
So far we’ve learned how to get started with email marketing, including building your list, analyz-
ing your market, and writing successful email copy and subject lines. Now, let’s go over the best 
strategies for your email campaigns!

TYPES OF CAMPAIGNS

First off, what type of email marketing campaigns can you send? The possibilities are endless! 
Here are some examples of effective types of messages:

• Thank You: Customers love to feel appreciated! Try sending “Thank You” emails after 
every job to increase your customer loyalty. Sending a note expressing your gratitude 
will make your customers more likely to work with you again. Additionally, they’ll have 
your information readily accessible when they are ready to book another service. 

• Reminder: Get more repeat business by reminding your customers to re-book your 
services! The timing of your email is important, as you want to catch your customers 
before they start searching for service providers on their own! For example, carpet 
cleaning might want to reach out every three months, whereas maid services might 
prefer to send emails every other week. 

• Reviews: Increasing your reviews is easy with email marketing! Simply send emails 
with links to places where your customers can review your business online. Make sure 
to express your appreciation for their time and let them know how much the reviews 
mean to you!

• Referrals: Did you know you can spark word-of-mouth referrals through email mar-
keting? If not, now you do! Send dedicated emails explaining your referral program, 
if you have one. Asking is the first step to making it happen! Incentivizing your cus-
tomers as well as the people they refer is an effective way to see a significant boost in 
referrals.

• Branding: Not all of your email marketing objectives need to be directly tied to out-
comes, such as repeat business, reviews, and referrals. Sending out weekly or monthly 
newsletters is a great way to stay top-of-mind with your customers! Offer updates 
about your company, new hires, expert advice, blog posts, community news, or other 
fun facts!
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TIMING

You could have the most interesting message in the world, but if your customers don’t open your 
emails, it won’t make a difference. The pattern that you send your emails in (such as how many, 
how far apart, etc.) can have a huge impact on how well your message is received. Send too many 
emails, and you risk annoying your customers. Send too few, and your message can slip through 
the cracks.

Striking the perfect balance is tough. How often you reach out to your customers really depends 
on the type of business you do. Think about the frequency that you work with your customers. 
Do you typically see them once a year, or more? If you work with customers once a year or less, 
limit your email marketing to about one message a month so you don’t bombard them! Space 
your emails to reach out to your customers more frequently than you work with them, so they 
are reminded of your business before they require your services.

What day of the week should you send your emails? The beginning of the week is ideal, since 
most people check their emails then. Research has proven that Tuesday is the best day to send 
emails, since messages sent on Tuesdays have the highest open rate out of all of the other days 
of the week. Emails sent on Friday or the weekend may get ignored since recipients tend to be 
busy focusing on their personal lives, so it’s best to avoid sending your marketing campaigns out 
on the weekend. Put yourself in your customers’ shoes and think about their work schedules. 
Decide when the best time would be to reach out to them based on the type of clientele you 
have.

The time of day you send your emails is important, too. Most messages land in inboxes in the 
morning, so those sent in the afternoon have a higher chance of being noticed, opened, and 
clicked. Additionally, emails relating to homes and finances are most likely to be opened between 
3-5 pm, when your customers are starting to lose focus at work, and are thinking about their 
personal lives, so take advantage of that window!
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Sample Campaigns
THANK YOU EMAILS

After every job, send your customers a ‘Thank You’ email to let them know you appreciate their 
business! Automated marketing tools make it so each customer gets one once your work is com-
plete, with no extra effort on your part. 

Subject: Thanks a million [Customer Name]!

Dear [Customer Name],

I just wanted to take a moment to thank you for your business.! It is our goal to make sure 
that you had the best experience possible. If anything didn’t go as you would have hoped, 
please give me a call at [phone #] and I will make sure to make it right... we hold ourselves to 
the highest standard.

Please consider sharing your feedback by reviewing us on [Yelp link, etc.]. We are honored 
that you chose us to serve you, and it means so much to us to hear about your experience.

We truly appreciate the opportunity to work with you!

Gratefully,

[Your Name]

Subject: Thank you for your business!

Hi [Customer Name],

I want you to know how much we at [Company Name] appreciate you. Thank you for 
trusting us to serve your needs. It is such a privilege to count you as a loyal customer.

Your satisfaction is our ultimate goal, so if we have not achieved this, please let us know 
immediately. Hopefully you are pleased with the work we have done for you. If you are, we 
would greatly appreciate it if you told your friends and family about us!

We look forward to serving you for many years to come!

Warmest Regards,

[Your Name]
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REMINDER EMAILS

It is your job as a business owner to prevent your customers from forgetting about you. The 
following emails are designed to be sent after three, six, and nine months. Staying top-of-mind 
with your customers increases the likelihood that they will book your services again!

Subject: We’re here for you!

Hi [Customer Name],

It’s been a few months since we last saw you. We just want you to know that we’re here for 
you whenever you need our service. Our goal is to make your experience with us as conve-
nient for you as possible, so we thought we’d reach out to you so that you can schedule your 
next appointment with us at your ideal time.

Call us when you need our help. We can’t wait to see you again!

Yours truly,

[Your Name]

Subject: Are you ready?

Hi [Customer Name],

Are you ready to take care of your home again? We would love to help you! Here at [Com-
pany Name], we pride ourselves in providing a premier service experience. Just give us a call 
when you want a [Example: spotless home].

Thank you for being our valued customer!

[Your Name]

Subject: Limited-Time Offer!

Hi [Customer Name],

For a limited-time only, we are offering a special deal! Simply mention this email to receive 
[Example: 20% off on your next cleaning]. Call us to redeem this discount. Hurry, because 
this special ends soon!

We are excited to offer you savings on the highest quality of service.

Until then,

[Your Name]
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REVIEW AND REFERRAL EMAILS

Send this email to get a spike in referrals! Referrals are hands down the most successful market-
ing channel at your disposal. Customers are four times more likely to use a service if they are re-
ferred by a friends, and referred customers have a 16% higher lifetime value than non-referred 
customers.

This email is ideal to send a few weeks or months after your last service, since a “Thank You” 
message works better right after a job. 

Subject: Who could use our help?

Hi [Customer Name],

It was such a pleasure to work with you! Do you know anyone else who could use our help? 
Since we truly enjoyed our time improving your home, we would love the opportunity to 
work with your friends, family, or neighbors.

We would really appreciate it if you let them know about us! Please refer anyone who could 
benefit from our service.

Hopefully we will get to assist your friends and family soon!

Thank you,

[Your Name]

Subject: Shout about it!

Hello [Customer Name],

Are you pleased with the level of service we provided at your last appointment? We sure 
hope so, but if that’s not the case, give us a call and we will fix that. If you are happy with 
your experience, we would greatly appreciate your help!

Please tell everyone you know about us, and review us on [link to review site]! Word-of-
mouth referrals are an extremely important part of our business, so we would love it if you 
gave a shout about us to your friends, family, and neighbors.

We look forward to providing you and your loved ones with the the highest quality of service 
throughout the future!

All the best,

[Your Name]
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If your customers do follow through with writing a review or referring a friend or family 
member, be sure to let them know that you appreciate the time and consideration they spent to 
assist your business! A small gesture like this can make the difference between a one-time 
customer and a lifetime customer.

Subject: Many thanks for referring a friend!

Hello [Customer Name],

Thank you so much for referring your friend to us! It is such a pleasure to count you as a 
loyal customer. We just want you to know how much we appreciate your help in spreading 
the word about our business.

The support we receive from wonderful customers like you that allows us to offer our 
superior service to new clients. Please know that your help means a lot to us.

We look forward to seeing you next time!

All the best,

[Your Name]

Subject: Thank you for reviewing us!

Hi [Customer Name],

We are so excited to hear about your excellent experience with us! We wanted to take the 
time to express our gratitude for your review.

Thank you very much for spreading the word about our business. We are so appreciative 
that you took the time to sing our praises!

It is such an honor to count you as our customer. We hope to see you again soon!

Many thanks,

[Your Name]
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About HouseCall Pro
HouseCall Pro is an all-in-one digital tool for service professionals to run and grow their 

businesses on the go. The app supports home service professionals with all aspects of their daily 
workflow, including job scheduling, customer database, invoicing and payment processing, 

technician dispatch, and much more.

To learn more visit www.tryhousecall.com
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