
HOW TO GET A CONSISTENT STREAM OF 
NEW TRAVEL CLIENTS

Because living client to client is like living paycheck to paycheck and 
nobody wants that! 
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MARKETING FUNNEL OVERVIEW
Understand what a Marketing Funnel is, how it 
works, why you need it, and how it relates to list 
building.

EMAIL LIST BUILDING ROADMAP

Learn why you need an email list and get 
step-by-step instructions on how to build one. 

IMPLEMENTATION – GETTING STARTED
Be equipped with all of the tools you need to 
activate your email list creation efforts and begin to 
future proof your business.



➞ 21 years in the travel industry

➞ I was a retail travel agent

➞ VP level in marketing & strategy

➞ Television host and media go to for travel

➞ Worked with over 12k travel agents 

➞ Provide social media content for travel agents

➞ Social media and tech savvy

➞ Love explaining “how to” do things

➞ Obsessed over metrics

➞ Host Travel Market Report TV

➞ Travel segments & news programs on network TV

WHY I CAN HELP YOU



FACT
While social media is super critical to your marketing plan, all social media 
platforms are only rented.

You do not own your contact list of followers. 

Building your email list is the only way to build your business client book. 

It is now 44 years since the first email was sent and its hard-earned 
status as one of the strongest weapons in the marketer’s arsenal 
shows no signs of diminishing. 

In fact, the size and strength of your email list has a direct correlation on 
the revenue that you generate.
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THE MARKETING FUNNEL

A marketing funnel is a framework businesses use 
to turn strangers into customers. 



AN EXAMPLE..

Imagine this situation: you go into a car dealership and look at 
your dream car, it has been on your mind and your bucket list 
for a few years now. 

Immediately after you enter the dealership, a salesperson 
asks you if you’ll be needing finance or paying cash. You 
haven’t even test driven the car, let alone asked any 
questions, sat in it or found it on the dealership floor. 

This salesperson just keeps asking you for your payment 
information. Of course, you’ll end up leaving the dealership 
without any intention to ever return and you immediately start 
looking for a new dealership to buy your bucket list dream 
from.



It is obvious why this strategy doesn’t work in the real world, 
but it’s easy to forget that these same rules apply in the online 
world. 

Getting and closing a sale is a multi-step process in which you 
have to establish Know, Like & Trust (we’ll refer to it as KLT 
from here onwards) before someone will buy from you. 

A car dealership sales specialist asking you which car you like 
and why, what car you previously owned and what you liked 
about, what features are important to you in a new car, is not 
only about gathering data from you to help you make a choice, 
it’s their way of building the KLT. 

They are giving you the information and support you need to 
make a buying decision.

That’s exactly what marketing funnels are for. 



ATTRACT

CONVERT

CLOSE



TOP OF THE FUNNEL (TOF)

The top of your marketing funnel is all about increasing the visibility of your business and making your ideal client 
avatar (we’ll refer to them as your ICA from here onwards) aware of the fact that your travel business exists. 

People in the top of your funnel are not quite ready to buy from you—they are just getting to know you. 

In practice, the top of the funnel might look like someone reading a blog post you wrote or viewing one of your 
Facebook Live videos. It could also be something more interactive, like a quiz they saw on Facebook Ads or meeting 

you at an expo/trade show. 



MIDDLE OF THE FUNNEL (MOF) 
The middle of the funnel is often overlooked by those who are new to online marketing. In my opinion, 96% of travel 

business owners get this completely wrong and THIS is where they are leaving money on the table. 

The MOF turns your audience from a cold audience to a warm lead and you can now start nurturing that relationship 
to build further KLT. 

How will you build KLT with this warm-ish audience? This is done through the development and distribution of 
weekly content which we will discuss in an upcoming module.



BOTTOM OF THE FUNNEL (BOF)
In the bottom of the funnel, you have already built a sufficient level of KLT with your leads that they are ready to be presented 

your amazing travel promotions and services.

Your job in the bottom of the funnel is to present your services in a compelling way that inspires them to take action—your 
leads should feel like it’s a solution to their problem, that it’s a no brainer to book their travel with you.



EMAIL LIST BUILDING

Email list building is a specific strategy to use within your marketing 
funnel to help nudge strangers 
from the TOF towards the BOF.



HAVING AN EMAIL LIST 
MEANS YOU CAN

Build relationships with your 
new subscribers and 

establish KLT.

Plan out your sales and marketing 
goals so that are in alignment.

Share and sell travel 
opportunities with your 

audience.

Work smarter, not harder to 
get much better results.



EMAIL LISTS 
ARE POWERFUL

● Email generates $38 for every $1 spent -

an astounding 3,800% ROI!

● More than 50% of buyers in the U.S. 

check their personal email account more 

than 10 times a day

● Email has higher conversion rates than 

social media and search combined 

● 59% of respondents say marketing 

emails influence their purchase 

decisions.

● 61% of consumers enjoy receiving 

promotional emails weekly



CASE STUDY 
FROM A REAL 

BUSINESS



CASE STUDY: 12 TO 1200 + 120 

1. Travel Agent M had 12 people on her email list. 
2. She mapped out her marketing funnel.
3. She specialized in European river cruises and luxury ocean cruises
4. She created a lead magnet comparing an ocean cruise and river cruise.
5. She ran Facebook Ad campaign targeting people who liked luxury ocean 

cruises.
6. She added 1188 new subscribers to her email list.
7. She created a email sequence about the top 5 river cruise itineraries for 2020.
8. From those new subscribers she booked 2 groups totaling 48 

staterooms/suites and a further 72 stateroom/suite bookings.
9. Travel Agent M made  A TON of commission from her lead magnet and 

marketing funnel.



TOF

MOF

ATTRACT

She ran Facebook Ads to a strong lead 
magnet. This got her 1200 new subscribers in 
a few months. People who really wanted to 
know more about her.

CONVERT

She put her new subscribers into an email 
sequence of weekly emails where she 
released fresh content like blogs and videos. 
She built KLT with them.

BOF

CLOSE

When a river cruise line announced a super 
high value sale and new cruise opportunity 
she shared that with her audience and got 
HUGE sales.
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FOLLOW 
THE BLUEPRINT



EMAIL LIST BUILDING ROADMAP
Here are the stages for building out a marketing funnel with an email list.



YOU CAN’T SELL 
TO SOMEONE YOU DON’T 
KNOW

An Ideal Customer Avatar (ICA) is a generalized, fictional representation 
of the client most likely to select your catering and event services.  An ICA 
helps you better understand your customer, determine what their pain 
points are, figure out where they hang out, and make stronger 
connections.



1. Understand the power of video & why it is essential in today’s 
competitive market

1. Conduct research to gather data about who 
you want to sell to

2. Build out their profile using your data.  Include 
demographic and psychographic traits  

3. Develop their story
4. Name your ICA and choose a photo
5. Use your ICA when you are creating weekly 

content, proposals, and marketing promotions

HOW TO CREATE YOUR ICA



ATTRACT YOUR ICA WITH 
SOLUTIONS

A lead magnet is a downloadable piece of content that you give away for free 
in exchange for an email address.  
This is one of the most effective TOF strategies IF your lead magnet is designed 
to speak directly to the pain points of your ICA.  

Your ICA must see the lead magnet as valuable enough to part with their 
precious email address.



SOME GREAT EXAMPLES
1. Which European city suits you best?
2. Which cruise line is best for your personality & travel style?
3. A comparison chart of river cruising vs ocean cruising that 

highlights the unique benefits of each
4. Top 25 honeymoon destinations for 2019/2020 where your dollar 

stretches to breathtaking luxury
5. 15 off the beaten track experiences for your Italian adventure
6. Top 10 destinations for multi-generational family that everyone 

will love
7. 8 incredible destinations for group travel
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Use an Email Marketing Platform (EMP) to collect, tag, and segment the email 
addresses that are generated by your lead magnet.  

You will also use your EMP to create your landing pages and automatically 
send your nurture sequences and weekly emails.

BE PREPARED 
TO RECEIVE



GIVE YOUR ICA 
SOMEWHERE 
TO GO

A landing page is the webpage that you create in your EMP that will appear after 
your ICA clicks on the link to download your lead magnet. 

A landing page is designed to convert visitors into leads. 

A landing page has a form that allows you to capture your ICA’s information in 
exchange for the lead magnet.



WRITE CONTENT 
TO BUILD RELATIONSHIPS

An Email Nurture Sequence is an automated series of emails that someone 
receives when they subscribe to your email lists. 

It starts to build trust with your subscribers and nurture them down the 
marketing funnel.  

Each email sequence should contain about 3-4 emails that are scheduled 
about a week apart.



STAY TOP-OF-MIND

Create weekly content to increase website visitors (SEO), position you as a helpful 
expert, and to continue to build the relationship with your ICA.  

I recommend you create either a blog, podcast, or video (preferably LIVE).  

Batch create content and send it out to your email list weekly via your EMP.



SPREAD THE WORD Promote your lead magnet and weekly content to make sure to get the 
most return on your investment of time and energy.  

Share your content on social media, on your website, and in your email 
signature.   



YOUR
CHALLENGE ❞ I don’t have time.

Depending on if you do all the work 
yourself or outsource some of it, you can be 
up and running in 5-15 hours. 

That is a small investment of time in 
exchange for a consistent stream of new 
travel bookings.



YOUR
CHALLENGE

❞ It won’t work for me.
Email generates $38 for every $1 spent. 

>59% of people who use email marketing 
say it is their biggest source of ROI.

Many other travel business owners are 
already using email marketing and have 
doubled or tripled their business within the 
year.

I do it and it works amazingly for my 
business. I get $330 for every $1 I spend on 
email marketing. 



YOUR
CHALLENGE ❞ I don’t have enough money.

Depending on the tools you choose, you will 
spend approximately $216 to get started.  

If we work with our $1:38 ROI ratio, that 
means you would be looking to make 
$8,208 return/mo.



YOUR
CHALLENGE ❞ I am not a writer.

Start with the content in The Travel Agent’s 
Suitcase – copy and paste. 

Use the talents of a team member.  

Use outsourced content bundles to spark 
ideas. 

Hire writers.



How would your life change if you 
have a steady and consistent stream 
of travel clients booking amazing 
trips with you?

What would you do with the extra 
money?

How would it make you feel to wake 
up to new travel clients?

STOP LIVING 
CLIENT TO CLIENT
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HIRE A BUSINESS MANAGER/COACH

Get 1:1 step by step instructions, guidance 
and tech support to get your marketing 
funnel up and converting.

COMMIT TO THE DIY

Start piecing it all together one step at a 
time. Create, design and implement your 
marketing funnel.
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GET THE STEP BY STEP + DIY
Join Travel Marketing Revolution in the next open 
enrollment to receive the step by step guidance at 
5% of the 1:1 coaching cost.
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TRAVEL MARKETING REVOLUTION

Join the waitlist to get notified of our next enrollment window
www.travelmarketingrevolution.com


