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Say goodbye to “post and pray.” If
you're still randomly boosting posts, it's
time for a smarter approach. This guide
shares 7 strategic ad ideas that drive

real leads, sales, and loyal cus- tomers — not just likes. From
locals-only deals to hyper-tar- geted offers, these tips will
help your business stand out and win in 2025.

Fixing the Leaks: 7 Simple Changes
That Could Save Your Business
Thousands

Many local businesses lose money from
small marketing leaks they don’t even
notice. The good news? You don't need
a full overhaul — just a few sim- ple

fixes. This guide reveals 7 easy changes that can help you
save thousands and stop losing leads to competitors.

Social media is tougher than ever.
Posting photos isn't enough — you
need a strategy that fits each platform.
This guide shows local businesses how
to win on Facebook, Instagram, TikTok,
and YouTube with clear, effective moves that attract atten-
tion and turn followers into customers. Stop blending in. It's
time to stand out.

How to Stand Out on Social Media
in 2025 (For Local Businesses)

<,

Inbox Influence: Unlocking the
Power of Email Marketing for
Local Businesses

23

Many local businesses overlook the
inbox, yet email marketing remains one
of the most powerful and cost-ef-
fective tools in 2025. With the right

strategy and consistency, it can drive loyalty, repeat
business, and strong ROl — no tech expertise required. This
guide shows how to turn simple emails into real business
growth.

Welcome To
Prosperous Small
Business Magazine

Thanks for checking out our 127" issue

of Prosperous Small Business Magazine,
your online marketing resource guide for
small businesses. Each month we will be
covering topics that resonate with local
businesses just like yours.

Our goal is simple. We want to enable you

to do big things online, and it all starts by
breaking down the complexities of mar-
keting your business online.

It doesn’t matter if you're just starting out,
or an established business owner in your
local community, you can always benefit
from increasing your brand’s visibility
online.

To your Success,

Eddy Hill
Grand Master Prosperite
ProsperousSmallBusiness.com

BROUGHT TO YOU BY
Prosperous Small Business is the leading small
business marketing service in the U.S. for over
14 years. We help small businesses connect
with more customers online.

If you want to build your business, you need
to market, it's that simple. But you can lose
thousands of dollars if you don’'t know what
you are doing. So we urge you to take action
with some of the strategies we recommend.

For a more “hands-off” approach, we offer
affordable solutions that can deliver results. We
hope you enjoy this issue of Prosperous Small
Businesss Magazine and feel free to reach out
to us anytime.
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Because "Postand Pray” isn't a marketing strate
gy anymore. If youTe still boosting random posts
and hop- ng customers magically show up,
here's some tough love: this isn't 2015 anymore.

In 2025, running effective Facebook ads takes a
little more strategy — and a lot less “throw it at
the wall and hope it sticks.”

Here are 7 Facebook ad ideas your local busi-
ness can actually use to drive real leads, sales,
and loyal customers — not just likes from your
Aunt Carol.
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Run a Facebook ad offering a deal only for lo-
cals:
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and enjoy these sweet perks.

Let's keep it local, bat's keep it sweet, .'

portLocal #LocalsOnly #5ho pSmall #Sweetlife

#Sup

v~ 10% off for nearby residents

v~ Free delivery within a set zip code

v VIP early access to a local-only sale

Why it works: It taps into hometown pride
and loyalty. Plus, youre not wasting money
advertising to people 300 miles away. Tip:
Drop your actual city name right into the ad
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2. The Before and After Mic Drop
you sell anything remotely visual (Carpet Clean-
ing, landscaping, remodeling, fitness, even hair-
cuts), this is your ace.

Use side-by-side “before and after” images that
practically slap people in the face mid-scroll.
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DIY haircut vs. magazine-worthy
v transformation

Why it works: People don't buy “features.” They
buy results they can see.

Tip: The messier the “before,” the more satisfying
the “after.” Keep it real, not staged.
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_.:'H_.ri.‘ cunrige Brows Cafe - Michigan

3.The “We're Real People,
Not Robots” Ad

Mot stock pholos. Mol cotporale siriles, Jusl you neighbuns — Lrewing youe

favorite cup every mormning. £ L J

We're 3 local. family-run cafe whera you're always more than just another

Big brands hide behind stock photos. Local
businesses win when they show their real faces.
Run an ad with authentic photos of your actual
team:

CUSTOMEr.

a Mesat Sam, Lily, and the wheole Sunrise Brews crew — the faces behind

your daily brew!

§ 5wing by Ann Arbor's coziest coffes spot and say hil
fWe'll have your favorite Iatte waiting Sy

#MeetTheTeam #CoffecWWithHeart

#Lpcallove

Why it works: Customers want to support
businesses run by humans they actually like and
relate to. Tip: Snap quick candid shots on your
phone. Raw and real beats polished and fake

SUNKISEBREWSCAFELCUM Occlar Mo .
every time.

Meet the Sunrise Brews Crew!
Wil Us

© s

70 Comments

U Commcnt

‘ Sparkle Home Clcaning Edmonton Alberta
Tparkls

8 24-HOUR FLASH DEAL! &

Today Qniy:
20% OFF your first home cleaningl
Priority booking available (get cleaned THIS WEEK!)

4. The Limited-Time Flash Deal

Don't wait — spots are already filling up. d’ﬁ-
This offer ends at midnight!

. : : ; o Serving £ .
Nothing jolts a customer into action like a ticking ¥ Serving Edmonton Alberta and nearby neighborhoods,

clock. Ll;ls%ine cemi:g home to a spatless house... without lifting a finger, £} @
o 0 o eserve it!

Run a true flash sale or limited-time bonus — not

‘available all month,” but something urgent like:

ay O

| 24-HOUR
7 2P FLASH SALE
) 20% OFF!

1

#FlashDeal #CleanHomeH appyHome #BookMow

Why it works: Urgency makes people move faster.
No one wants to be the fool who missed the deal.
Tip: Layer a countdown timer into your ad or land-
Ing page if possible. It's cheesy, but it works. (Just
don't lie about your deadline.)
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Today Only: 20% OFF House Cleaning!
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° 5peedyfix Auto Repair

— °
“Had my car back the SAME DAY and they didn't charge me for stuff 1 didn't 5. The cuStomer TeStI on|q| Flex
4 .
need. 10/10 recommend these guystl! @B — Jessica P. m
Honest service
Fair prices
Quick turnaround

Nobody brags about themselves like a happy
customer can.

When locals talk, we listen. And we work even harder. G4

Turn 5-star reviews into visual ads that do your
Thank you Dickson, TN for trusting us with your wheels! Jb

selling for you:

#TectimonialTuesday #CustomerLove #LocalTrust

66 Had my car back v Pull a short, punchy quote

the SAME DAY and 7z Pair it with a customer photo

they dl;:ift; :ic;lalége T:g (with permission)

for stuff 1 didn't ne

10/10 recommend v Keep the design clean and simple

these guys!!” Jessica P.

- i Why it works: People trust reviews from oth-
. Real Repairs.

Vol Revicws it er locals more than any ad copy you could
SPEEDYFIXAUTORE PAIR.COM o erte . . I
Real Reviews. Real Repairs. Tip: Post the testimonial exactly how the cus-

tomer said it — grammar quirks and all. It feels
05 84 Comments more authentic and relatable that way.
oY Like (3 comment A Share

. SkyBounce Trampoline Park

& GIVEAWAY TIME — Chelsea New York Locals Only! A

6. The Giveaway People
Actually Want

Win a FREE Family Jump p:
P Pass to SkyBounc i
4 AR-Day Jump Ticksts e Trampoling Park!

B Free Pizza & Drinks ot the Snack
(5125 vilue — totally F-'REE']E e
If you're going to run a giveaway, make it worth "'."'“::Kf’nf““ﬁ:

| 15 post

enternng.

Tag 2 local friends who love to bounce!
. Must live within 20 mil
miles of Chelsea New York

Nobody's excited about winning another plas- tic | Winnerwil be announced this i

. : } i Tiday — don't miss your ch i
keychain or fridge magnet. Offer something s AR

they'll actually value: #SkyBounceGiveaway #8ounceLocal #FamilyFun

v~ 550 gift card to a favorite local restaurant .-_ \ GlVEAWAY TIME
i Free month of your service WIN A

[ « EREE FAMILY ‘

Gift basket with products from a few local »
businesses

Why it works: People love free stuff — but J L

only if it's something they actually want. Tip: SKYBOUNCE

Always limit entry to locals (‘'must live with- in

TRAMPOLINE PARK
20 miles’) to avoid getting flooded with con- _ .
test junkies from other states. ;:‘:E“F:C;ET:““’DL“‘P"“ coM
mily J Pass — -
e ity Jump Pass — Enter Now! Like Page
Q1

923 Comments




. Paws & Pelax Grooming
Spnaianed

You ask — we answer (with awag and 2 smite)t T3
& FAN Time! %

ST 7.The FAQ (But Make It Fun) Ad

B Ondy if they sit in the driver's seat and demand snacks. (st kidding —
same great price.)

3 Can1 sty a0 wotch hy Dup 08t Groomed? Your customers have questions. Instead of hiding your

an | stay 0 o 0

[ Absolutety! We even have free Wi-Fi and coffee. FAQs on your website, bring them into your ads — and
book? make them enjoyable to read:

'?-H;U: :;:ynesi‘?:embtemr—our Saturday slots disappear faster than a treal

on the floor! %

 Now accepting new furry cients in West Olympic Bivd. 7 “Do you charge extra for pet hair? (Nope, but

Los Angeles, TAL |

we accept puppy kisses.)”

#PawsAndRelax #DogGrooming #HappyPets

Your Questions. ¥
»  Our Answers.

Always with a Smile.
-

“Is your coffee really strong? (Yes. It wakes
v the dead.)"

“Can [ book last-minute? (Try us — we're

"

magicians.)

B
al ! Why it works: Answering questions upfront builds
trust and removes hesitations.

Tip: Use humor carefully. It should sound like you —
not like you'Te trying to go viral on TikTok.

PAWSSRILAXGROOMING.COM
Got Questions? We've Got Puppy-Approved Answers!

44 Commenis
Qe

i Like O Comment g Share

STOP BEING FORGETTABLE

The worst thing you can do on Facebook in 20257 Blend in.

The second worst? Look like you're trying too hard.

Find the sweet spot between professional and real. Be clear. Be local. Be human. And
for the love of good marketing, stop boosting random posts hoping for miracles.

Facebook ads aren't magic — but done right, they might just feel like it.



FIXING
THE LEAKS:

1 SIMPLE CHANGES
THAT COULD

Business Thousands

You're probably losing leads right now.
Not because you're a bad business owner.

have small, hidden leaks in their marketing — and over time, those little

Not because your service stinks. But because most local businesses
‘ leaks drain big money. The worst part?

i You often don't even realize it's happening until a competitor starts
scooping up your would-be customers.

The good news?

Fixing those leaks isn't hard. You
don't need a total overhaul. You
just need to tighten up what
you'Te already doing.

Here are 7 simple fixes that
could save your business thou-
sands — and keep more cus-
tomers coming through your
doors.



1. Your First Impression Is Costing You Customers

First impressions are everything — espe-
clally online. When someone visits your
website, lands on your Google listing, or
clicks your ad, you have only seconds to
convince them they're in the right place.

If what they see is confusing, slow to load,
outdated, or feels off-brand, theyre gone.
No second chances.

This isn't about having the fanciest website
on the block. It's about showing custom-
ers instantly that youre professional, trust-
worthy, and ready to help.

Fixing this leak doesn't require a complete
website overhaul. Sometimes it's as sim-
ple as cleaning up your homepage layout,
adding fresh real-world photos of your
business, showcasing recent reviews, or
tightening your messaging so it speaks di-
rectly to what customers want.

If your first impression makes someone
hesitate, they'll click the back button — and
likely never come back. Small tweaks here
lead to big wins over time.




2. No Clear Call to Action

It's amazing how many websites and ads Every page, post, and ad should have one
end without telling the customer what to clear call to action.

do next.

Book an appointment?
Request a quote?

Visit the store?

If you don't tell them clearly, most won't
bother figuring 1t out.

Use simple, direct language like "Book
Now,” “Get Your Free Estimate,” or
‘Schedule a Visit.”

The easier you make it for someone to
take the next step, the more often they'll
actually do it.




3. Poor Google Business Profile (GBP) Optimization

Your Google Business Profile is often the
first thing customers see — not your web-
site. If your profile 1s incomplete, outdated,
or missing key info, youre losing leads
with- out realizing it.

Updating your hours, posting new photos,
getting more reviews, and responding to

every customer comment — it all makes a
difference.

A fully optimized profile doesn't just help
you look more legit; it can push you higher
in search results, bringing you more leads
without spending on ads It's one of the
easlest wins a local business can grab, yet
many still neglect it.

4. Slow Response Times

Local customers aren't patient. If you don't
answer the phone, reply to a Facebook
message, or return an email quickly, they'll
move on to the next busi- ness — usually
without telling you.

Setting up instant auto-responders on
Facebook and email letting people know
you got thelr message can buy you time.

Following up on all inquiries within 24
hours (or faster) should be a non-negotiable
stan- dard. Fast response times aren't just
about good manners anymore — they're
part of your marketing and customer
experience.

Facebook even favors businesses with fast-
er response rates when showing your ads
and posts to others.




9. Weak or Inconsistent Social Media Presence

You don't have to post every day. You don't have to dance on TikTok (unless you
really want to).

But if a potential customer checks your Facebook or Instagram and sees your last post
was from 2022, it makes your business look inactive.

Posting once or twice a week with something authentic — a customer photo, a
simple tip, a quick behind-the-scenes moment — shows that you're active and care
about your presence.

Even basic consistency reassures customers and makes you stand out against com-
petitors who let their social presence go dark.




6. No Follow-Up System

\ Most businesses are so focused on finding new cus-

tomers that they neglect the ones they already have.
ow That's a costly mistake because it's far easier and
cheaper to sell again to someone who already trusts

you.

U A simple thank-you email, a bounce-back of- fer, or
even a periodic check-in can keep you top of mind.

\ Businesses that invest even lightly in customer re-

tention almost always see their revenue jump with-

/ out increasing ad spend.

The best local marketing isn't about endless chasing
— it's about making sure the people who already said
‘yes” keep coming back.

7. Not Tracking What’s Actually WorKing

If you're not tracking how people find you, you're flying blind. Guesswork kills budgets faster
than anything else.

Asking every customer how they heard about you, tracking call volume, web form
submissions, and ad results can give you a clear picture of what's actually moving the needle.

The smartest marketing isn't about doing more — it's about doing more of what already works
and cutting the waste.
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Small Leaks Sink Big Ships

You don't need to burn everything down and start over. You don't need a brand-new
website, a viral TikTok account, or a 5-figure ad budget.

You just need to tighten up the leaks that are quietly draining your time, money, and
customers every single day. Fix the small stuff. Plug the gaps.

And watch how much faster your business grows — without working harder, throw-
iIng more money at ads, or reinventing the wheel. Smart businesses don't chase more
leads. They protect the ones they already earned.



HOW TO

ON EVERY SOCIAL MEDIA PLATFORM IN 2025
(AS A LOCAL BUSINESS)

Let's be honest: social media has never been harder — or more important.

For local businesses, it's no longer enough to simply be ‘on” Facebook, Instagram, TikTok, or
YouTube. The days of posting a few photos a week and hoping for likes are over. What used
to work now gets ignored. And with every algorithm update, shifting platform trend, and
surge of new content, standing out feels harder than ever.

But here's the good news: you don't need to be a full-time influencer to make social media
work. You just need the right strategy for the right platform — and the confidence to stop
blending in.

This article is written for local businesses that are ready to take social seriously. Below, 'l
walk you through how I'd approach Facebook, Instagram, TikTok, and YouTube — platform
by platform — with specific, intentional moves designed to grab attention and convert fol-
lowers into paying customers.




STRATEGY NEEDS A RETHINK N 2025

Most local businesses use a ‘one-size-fits-all" approach across platforms. They post the
same content everywhere — maybe a flyer here, a promo there, or a quick behind-the-
scenes photo.

But each social platform behaves differently. And each rewards specific types of content,
formats, and engagement. That means success in 2025 requires more than consistency — it
requires channel-specific creativity.

Whether you're a chiropractor in Atlanta, a bakery in Cleveland, or a dog groomer in Boise,
here's what I'd do on each platform to stand out, build trust, and turn scrolling into action.



FACEBOOK:RECLAIMYOUR
LOCAL AUTHORITY

Facebook 1s still the backbone of local visibility — especially for service-based businesses.
[t's where customers check reviews, hours, photos, and events. But it's also one of the
most misused platforms by small businesses.

Instead of static posts or generic promotions, I'd lean into conversation and credibility.

What to do:

) Use storytelling posts, not announcements. A post that begins “Today started
like any other...” with a short story about helping a customer will always outperform

"

‘Check out our spring special

) Go live once a month. Use Facebook Live to answer FAQs, show behind-the-
scenes processes, or walk through seasonal offerings.
) Engage in local groups. Not to pitch — to help. If someone asks for “a good HVAC

company in town,” and you've been the business offering helpful advice for months,
guess who gets recommended?

Facebook also boosts visibility for Pages with fast response times and consistent activity.
Treat your Page like a hub — post regularly, update photos, respond quickly, and make sure
your CTAs (call, message, book) are crystal clear.



AKE SHOP

INSTAGRAM:

Instagram used to be about aesthetic perfection — now it's about real connection. Users still
want beautiful visuals, but they care more about transparency, personality, and storytelling
than perfectly curated grids.

For local businesses, Instagram is the place to make people feel like they know you — not
just what you sell.

What to do:

) Use Stories for daily interaction. These vanish in 24 hours, which means you
can be raw, personal, and imperfect. Polls, quick updates, and behind-the-scenes

content build trust fast.

) Lean into carousel posts. Instead of one polished image, use a 5-slide post to tell
a mini story — like "How we prep for a full day of clients” or "What customers don't
see behind the counter.”

) Use Reels to teach, show, or entertain. You don't need trending audio — you need
clarity. Show a quick before-and-after, demonstrate how something works, or
answer a frequently asked question on camera.

Most importantly, don't post just to stay “active.” Post to reveal who you are. Show the faces
behind your business, your values, and the customer experience you're proud of. People
buy from people they trust.
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atch this'if
your AC

stopped Working™

L

BE THE LOCAL EXPERT
(NOT THELOCAL COMMERCIAL)

TikTok isn't just for Gen Z dances — it's a serious discovery engine that rewards value, au-
thenticity, and creativity. And while it may seem overwhelming, it's actually one of the eas-
lest platforms to grow on if you're willing to stop sounding like an ad.

You don't need fancy gear or long videos. You need a hook, a purpose, and a real voice.

What to do:

»
»

>
) 2

Start with “watch this if..." hooks. For example: "Watch this if your AC stopped
working and you don't know why."

Film with your phone, not a DSLR. TikTok favors native, casual-looking content
that feels personal

Do quick tips, common myths, or show your process. \Whether you're a hair stylist
showing a color correction or a roofer showing how to spot damage before a storm,
share content that solves real problems.

Post often and test fast. You'll know within 24 hours if something hits. Double
down on what works, drop what doesn’t.

The best-performing TikTok videos for local businesses are rarely promotional. Theyre edu-

cational, entertaining, or relatable. Think "what it's really like” or "here’'s how to do this right”
When you stop trying to sell and just show up, the results come faster.



YOUTUBE: START SMALL,
THEN BUILD YOURLIBRARY

YouTube is still the king of long-form, evergreen content — and thanks to YouTube Shorts, it
now has a fast track to attention too. For local businesses, YouTube is less about going viral
and more about showing up in search for months (or years) after you post.

If [ were starting fresh in 2025, I'd begin with Shorts — and focus on building a searchable

library of trust-building content.
What to do:

) Create Shorts with strong titles. What Your AC Sounds Like Before It Dies’ is way
more clickable than ‘Meet Our Technicians!’

) Answer the questions your customers are Googling. What's the cost of a dental
exam? How often should [ trim my trees? What's the best time to repaint a home's
exterior? Those are perfect for video.

) Batch film your content. Record 3-4 videos in one day, edit them simply, and re-

lease them weekly. Your audience will build over time — consistency matters more
than polish.

Once you have a few Shorts gaining traction, you can build longer content: interviews, tu-
torials, before-and-afters, or customer walkthroughs.

Remember, YouTube isn't just another platform — it's a search engine. Treat it that way.



If there's one thing ['ve learmed, it's this: You don't win on social by being everywhere. You
win by being strategic where it counts.

Each platform has its own rules, rhythms, and rewards. And in 2025, local businesses that
understand how to show up — not just that they need to — will stand out faster, grow faster,
and build customer trust faster.

So no, you don't need to dance, go viral, or post seven days a week. You just need to show
up on the right platforms, in the right way, with the right intent. That's how you stop
blending in — and start building a social presence that actually pays off.



INBOX INFLUENCE:
How Local Businesses Gan Harness the Power of

/0L MARKETING

When most local business owners think about marketing, they picture social media posts,
Google rankings, maybe the occasional paid ad. But the real magic — the kind that quietly
builds loyalty, drives repeat business, and creates real relationships — often happens in a
place most overlook:

The inbox.

Email marketing isn't new. But in 2025, it remains one of the most cost-effective and pow-
erful tools a local business can use. That's not hype — that's data. According to recent stud-
les, email marketing consistently delivers one of the highest returns on investment of any
channel, with some local businesses seeing $36 for every S1 spent. Yet most local
businesses barely tap into its potential. They send a holiday promotion here, a coupon
there, and maybe a newsletter when they remember. There's no strategy — just scattered
effort.

The good news? You don't need to be a tech wizard or full-time marketer to make email
work for you. You just need a few simple systems, a bit of consistency, and a focus on pro-
viding real value.



Start with Strategy,
Not Just a List

List building is important, but the bigger
guestion is: Why should someone give you
their email address in the first place?

Too many businesses treat email collection as

a checkbox — something to toss into a check-

out form or add to a clipboard at the counter.

But if you want your list to grow and your open
rates to stay healthy, it starts with a reason to join.
Offer something specific and relevant to your au-
dience. A discount is fine, but exclusivity and ac-
cess often work better. Think "Be the first to hear
about limited-time offers” or “Get monthly tips and
invites only available to subscribers.” The more local

and personal it feels, the more effective it will be.

Your signup form should be visible in multiple plac-
es — your website, your booking system, social media,
even on printed receipts or signage. Youre not just col-
lecting names; you're opening the door to an ongoing
conversation.



— [t’s About Staying Top of Mind

One of the biggest misconceptions about email marketing is that it's just about pushing sales.
But if every email you send is a promotion, your audience will start tuning out — or worse,
unsubscribing.

The real power of email lies iIn what happens between transactions. Imagine this: A client
walks into your auto shop and gets an oil change.

You probably won't see them again for a few months. But during that time, you could be
checking in with helpful maintenance tips, quick seasonal reminders, or a funny behind-the-
scenes look at your team.

That way, when they do need service again — you'Te top of mind. Not because you spammed
them with offers, but because you stayed connected in a meaningful way. Email is relationship
marketing at its best. It keeps your business present without being pushy.



What Should You Write About?
Let Guriosity Lead

The hardest part of email marketing isn't
building the list. It's figuring out what to say.
Many business owners freeze up the minute
it's time to write a subject line.

Here's the secret: You don't need to be a pro-
fessional copywriter. You just need to write
like a real person — one who's trying to be
helpful, interesting, and occasionally enter-
taining.

Start by answering the questions you hear
from your customers every day. What do
people misunderstand about your industry?
What mistakes do they make? What do they
ask when theyre nervous, confused, or
skeptical?

Those questions are content gold.

- An orthodontist could write, “Is It Too
Late for Adults to Fix Crooked Teeth? (Spoiler:
Nope.)"”

- A salon owner might send, “The One
Thing You Should Never Do After Coloring
Your Hair.

- A CPA could share, "What to Keep (and
What to Toss) After Tax Season.” Emails that
spark curiosity get opened.

Emails that solve problems get read. Emails
that combine both? Those are the ones that
turn casual readers into loyal customers.



Consistency Beats Frequency

You don't need to send emails every week. In offer. Rotate between content types so your
fact, for many local businesses, once or twice readers don't feel like they're always being
a month is plenty. sold to.

The key is showing up consistently — and If you're worried you won't have enough to
making sure every email has a clear purpose. say, keep a running note on your phone or
Start with a simple calendar. One email could desktop with ideas. Think of it like jotting
be educational. The next could highlight a down conversation starters — not marketing
client success story. Then maybe a seasonal  campaigns.

Subject Lines Are Headlines, Not Labels

Many business owners put hours into writing Your subject line is your headline. It's what
their emails and 10 seconds into their subject gets people to click. And in a crowded inbox,
lines. That's backwards. vague or boring won't cut it.

2 “Spring Newsl " v The Spring Cleaning Tip
Spring Newsletter Most People Forget”

“This Local Deal Ends Friday
(and It’s Worth It)”

Speak directly. Tap into curiosity. Use real language — not corporate fluff. If it sounds like
something you'd say to a friend, you're on the right track.

“June Specials” [ -



(Without Trying Too Hard)

The goal isn't just to get people on your list. It's to keep them engaged once they're there.
That means:

Making your emails easy to read (one idea per email is enough)

Using visuals when helpful (a quick photo, a before-and-after, a behind-the-scenes
moment)

Ending with a clear next step — whether it's booking a service, reading a blog, or
simply hitting reply

Also, don't be afraid to include a little personality. If you're funny, be funny. If you're warm and
chatty, write like that. The more “you" your emails sound, the more your readers will respond.




Local Business, Personal Touch

Unlike big brands, you don't need to compete on volume. Your advantage is familiarity. People
in your community already trust you — you just need to remind them, regularly, why they do.

Email marketing lets you do that quietly, consistently, and affordably. It's not about slick
designs or complex automation (though those things can help later).

[t's about showing up in someone’s iINbox with something useful, relevant, or personal. It's
about turning one-time customers into regulars — and regulars into fans.

Start Simple, Stay Consistent

If you've been avoiding email marketing because it feels too complicated or time-consuming,
now's the time to rethink it.

You don't need a massive list. You don't need daily newsletters. You don't need to go viral. You
just need to send one good email — then another — and keep going.

The businesses that win in 2025 won't be the loudest. They'll be the ones building real rela-
tionships. And most of those relationships? They start in the inbox.



START BUILDING YOUR CUSTOMER BASE.

Most local businesses are leaking leads — and they don't even know it. Slow websites.
Bad Google rankings. Weak social media.

Outdated ads. All adding up to lost revenue. That's where we come in. We specialize in
fixing what's broken, finding what's missing, and turning browsers into buyers.

SEO | GBP OPTIMIZATION | PAID ADS | WEBSITE DESIGN | SOCIAL CONTENT

No hype. No false promises. Just real results.

We know where your customers are — and how to position your business right in front of
them.

The only question is....

Are you ready to turn missed opportunities into paying customers.

PROSPEROUS

LET'S TALK. SMALL BUSINESS

Online at ProsperousSmallBusiness.com

Call us anytime 850-462-4443

Serving smart local businesses who are ready for better.




