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Please Let Me Help You

If you need new clients right now, I guarantee that I can help
you. This guide is a starting point to do just that, the next part
involves you taking some action. 

But let me promise you this, at a time when many businesses
are struggling to generate all of the new client enquiries
that they need, I am working with dozens of businesses in different service
sectors, from copywriters to consultants, financial advisers to recruitment
consultants and from accountants to solicitors, and they are all growing their 
businesses right now year on year (and frequently by 100s of percentage points). 

You can have exactly the same results. You too can thrive and prosper even with 
increased competition or a quieter market place. 

I have successfully marketed service businesses since 1990. Since 2003 I have run 
my own service business (marketing consultancy) with my sole aim being to 
make it easier for other service business owners to grow their businesses.

My belief is that you should use ‘easy life marketing’ which involves this:

Over the years I have tried and tested many different marketing campaigns.

I have visited hundreds of different service businesses and seen a variety of styles 
of marketing; some with excellent results, some with atrocious results.

This guide is designed to ensure your marketing efforts are closer to excellent.

I have narrowed this guide down to what I know are the only 4 marketing
methods that service business owners really need to grow their businesses to any 
level. 

These are all methods of marketing that get clients coming to you (not you
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time that they are ready to buy your services.”
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chasing clients).

Please, do one thing for me; take action as soon as possible and share your results 
with me. 

Nothing gives me greater satisfaction than hearing amazing results people have 
achieved after following my advice.
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1. KEEP IN TOUCH EVERY SINGLE MONTH OR STRUGGLE
FOREVER..

I still shudder when I read this one, because it is the one thing that I failed to get 
to grips with in my own business for many years and I estimate, conservatively, 
that it has cost me at least £500,000 in lost revenue (I still feel physically sick now 
typing that):

For the first couple of years of running my marketing consultancy I did a lot right. 

I built a great website that proved my marketing expertise, and I had many 
people telling me how useful it was. But something wasn’t right. Whilst I got a lot 
of emails thanking me for the help and telling me that I had really helped them to 
grow their business, I was not ever as busy as I wanted or needed to be. 

When it hit me that I was not following the advice that I provided to my own 
clients (i.e. that I was not building a list of people interested in my services) I felt a 
complete fool. 

I was falling into the trap that so many service business owners fall into; thinking 
people would find me when they needed me and remember to come back to me 
when they were ready to engage my services. 

Really Nick, in this market and this day and age when people are starved of time 
and expect everything to come to them? How silly. 

I corrected this instantly by offering my free download and quickly built a list of 
service business owners who had already confirmed that they were interested in 
growing their business and interested in hearing from me. 

I then started to communicate with them on a regular basis.

Now, I have a steady stream of new clients because these business owners have 

Until you build a large list of people who are interested in the
services that you offer you will struggle to grow your business.  
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learned to trust my advice, so when they do need help, rather than flounder 
around on the internet hoping to find an expert, I have already proved I know 
what I am doing and they come straight to me.

It should be exactly the same for you. Please listen to me when I say that the 
easiest, cheapest, most cost effective method for winning new clients every single 
month is to build a list of people who are interested in your services (and those 
who have used your services or enquired about them in the past). 

If you are not keeping in touch with your clients and prospects every single 
month, I guarantee that you are letting tens of thousands of pounds slip through 
your fingers and into the hands of your competition. 

Stop it, and stop it now please! I want to make your life easier not harder and this 
one tip can do this for you, and now it is even easier than ever to communicate 
with your clients on a regular basis without a large expense of your time or 
money.

Most business owners say that they do not keep in touch with their clients 
because it would take too long to set up a database, or they have nothing to say. 
Neither of these is a valid excuse now.

Email Marketing Software

You can set up easy to use email marketing software database that allows you to 
send an email to your clients with a few very simple clicks of your mouse. 

In the accompanying marketing resources, I show you how easy it is to set up your 
email database and start communicating with it with a free ‘set up guide’.

What To Say?

The idea is not to flood your clients with detailed advice about your area of exper-
tise, but instead simply to flash up areas of interest so they know that you are an 
expert in this area.
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The most effective email is a simple email with a few paragraphs highlighting one 
area of your expertise and inviting people to reply to the email or call you if they 
would like to know more.

It needs to provide enough information to add value, but also to leave enough 
intrigue that your prospect contacts you.

Email marketing is not an option for a service business owner but a must. 

You MUST be communicating with your clients and prospects every single month 
of the year. 

If you do not, another service provider will jump in, start communicating and take 
them away from you forever. 

Please take action now so that this does not happen to you.  

Action List

1. If you do not have an email marketing list, you must start right now. Do not
worry about putting all of your old client and prospect details onto it (I
have seen this hold up or stop a new database being created countless
times), simply start from today by adding all new prospects to it and you
will soon have a large email list.

2. Make a diary note to send your monthly (ideally weekly but monthly is
better than never) communication to your client database.

3. Make sure you track the size of your database month on month, and also
record the increase in new clients you will undoubtedly see as your email
marketing database grows.
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2. IS YOUR WEBSITE PROVIDING YOU WITH A STEADY
STREAM OF NEW ENQUIRIES?

Your website should be doing one thing and one thing only for you; providing you 
with a steady stream of new client enquiries every single month.

If it is failing to do this, you are missing some simple opportunities to win new 
client enquiries right now.

Do not believe the people who tell you that you only need a brochure website or 
that people will not choose someone providing your services over the internet. 

I have worked with letting agents, accountants, consultants, solicitors, coaches, 
mortgage brokers, financial advisers, human resources providers, training compa-
nies and many other business service providers, and ALL of them regularly win 
new clients from their websites. 

If your website isn’t producing a steady and consistent flow of new instructions for 
you each month, you are missing significant opportunities.

Are you following this plan?

1. Do you add at least four pieces of quality, unique content each and every
month - which then form the basis of your email marketing campaign
(marketing leverage I call that – clever eh?)?

2. Do you have at least 5 pages of content about each of your main services
so that someone can see you really are an expert?

3. Do you have at least a dozen reviews of your services and are these easily
visible from each page?

4. Does every single page on your website end with a call to action, telling
your visitor exactly what they need to do next?
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5. Do you include a free enquiry form to contact you which is separate from
your contact us page (too many distractions there)? If not, you are missing
enquiries.

Action List

1. Ensure your website is client focused by running through the points above;

2. Add content every month to ensure that more people find you;

3. Ensure every page ends with a call to action telling people precisely what
they need to do to progress their relationship with you.

4. Track your monthly website visitors and volume of enquiries from your
website and watch them both grow when you follow this plan.
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3. USE THE MOST EFFECTIVE FORM OF SERVICE
BUSINESS MARKETING KNOWN TO MAN/WOMAN!

If you are not already doing so, you need to start using what made Google rich to 
do the same for you and your business.

What Made Google Rich?

Pay Per Click Advertising, or Google Ads, is what made Google rich. 

The reason it has achieved this is that there is absolutely no other form of advertis-
ing like this anywhere on the planet.

Even if you have tried it before and failed to make it work there are good reasons 
for this. I will show you how to make it work.

The reason Pay Per Click is so effective is twofold:

1. It is the purest form of Attraction Marketing (easy life marketing) which I
mentioned at the start of this guide; that is

“Being found by your ideal prospects at the precise moment in time  
  that they are ready to buy your services.”

See the resources section for more on this later, but in short, people find  
you at the exact time they are looking to buy your services; and

2. You only pay for your advertising when someone actually clicks on your
advertisement and is delivered to your website.

Think about this for a moment: you only pay when someone goes through

You need to start using what made Google rich to start making your
business more profitable too!
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  your website. 

 This form of  advertising doesn’t happen anywhere else.

 It would be like approaching your local newspaper and telling them that  
 you will only pay them for each telephone call you receive as a result of   
 their advertisement.

 You can only imagine their response. So Pay Per Click Advertising really is a  
 completely unique form of marketing and one that every service business  
 owner should test as soon as possible. 

 So Pay Per Click Advertising really is a completely unique form of
 marketing and one that every service business owner should test as soon  
 as possible. 

 The other good thing about Pay Per Click Advertising, unlike Search Engine  
 Marketing or Search Engine Optimisation, is that it is instant. 

 If you need more clients now, you can start using Google Ads today and   
 receive new clients from today.

Action List

1. Do the following search on Google. In the search box type in your town or  
 city name followed by the type of service that you provide (eg ‘Reading   
 Accountant’ ‘Bristol Management Consultant’) and see which of your
 competitors are already using Pay Per Click advertising to send new
 prospective clients to their website. If someone else is doing it in your   
 sector, it usually means it can work for you too.

2. Add Pay Per Click to your list of ‘must try’ marketing tactics. If you are using  
 Google Ads and it is not working for you – I guarantee that I can explain   
 where you are going wrong. Simply email me on hello@nickjervis.com  
 with the subject line of “Google Ads Help Please” and I will set up a time for  
 us to talk (no cost or obligation).
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4. YOUR REFERRAL STRATEGY

What is your referral strategy? You do have one, don’t you?

Most service business owners fail to track referrals into their business.

This is a big mistake.

If you cannot track your referrals, how do you know which referral partners are 
most important to your business?

Quite simply, you can’t.

Start doing this from today, then you will soon know who your best referrers are.

Action List

1. Track every referral into and out of your business

2. After three months, meet with your best referrers and ask them if you can  
 do anything else to help them or their clients (serve, don’t sell).

3. After another three months, when you know exactly what they need from  
 you, ask them how you can work together to generate more referals for   
 their business and for your own.

4. Once you know which type of businesses are your best referrers, go and  
 find more of them!

Track every referral into and out of your business every month. 



G E T  C L I E N T S  F A S T

5. TAKE THE 30 DAY CHALLENGE WITH ME!

I want you to join me on a simple test. 

I want you to try my 30 day challenge and to see the results for yourself. 

I would like you to spend the first 30 minutes of the next 30 days taking some 
action to market your business; it might be in testing a new marketing method, 
setting up a marketing database, writing an article for your client newsletter, or 
setting up a Pay Per Click advertising campaign. 

It should involve any of the items contained in this free guide, but do it for 30 days 
and I promise you that you will achieve results.

However, ensure that 30 minutes takes place before you look at your telephone, 
emails or social media. If you are serious about growing your business, this will 
guarantee your success.

Action List

1. Take the 30 day Grow Your Business Challenge. Spend the first 30 minutes  
 of every day working on the marketing of your business. Implement any of  
 these four marketing methods that you are not yet using. They are the   
 most effective ones.

2. Measure the number of new client enquiries you have coming in now, and  
 then measure them again at the end of the 30 days. If you have not seen  
 the number of new leads increase (which in time will lead to an increase in  
 your profits), I will be amazed.

3. Rinse and repeat. Once you see it is working in terms of generating new  
 leads for your business, don’t stop there. Keep the first 30 minutes as your  
 marketing time and never stop. This is the only way to be sure of creating a  
 sustainable, profitable and successful business.
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YOUR ADDITIONAL (FREE) RESOURCES ARE HERE:

I have some additional (free) marketing resources available for you which 
accompany this guide.

They include:

1. Your daily achievement plan (which ensures that you make the   
 most  of every day).

2. Your email marketing set up guide.

3. The Google Ads Whitepaper (showing you how to get more from  
 your Google Ads spend)

https://www.nickjervis.com/free-resources/get-clients-fast-resources/ 

You can ask me any questions by emailing me on hello@nickjervis.com 
Until next time, keep on keeping on!


