
Surviving & Thriving 
How Cold Email Marketing became the go

to channel during Covid-19

At  f i rs t  we dec ided  to  s tar t  mak ing  a
l i s t  o f  the  type  o f  companies  that  we
be l ieved  would  s t i l l  be  look ing  to  do

some market ing .

One example  indust ry  i s  as  fo l lows :

Secur i ty  Companies  
(both  v i r tua l  and  phys ica l )

Our  thoughts  were  that  many
bus inesses  would  now be  work ing

f rom home for  the  f i rs t  t ime ,  secur i ty
companies  cou ld  ta rget  bus iness

owners  who would  need added on l ine
secur i ty .  For  those  that  o f fe red

phys ica l  secur i ty ,  we adv ised
target ing  factor ies  that  may  have

ceased product ion  for  a  few weeks
and may need equ ipment  to  secure

them.  

When news broke  out  that  we were  in  a  g loba l  pandemic  and UK workers  were
adv ised  to  work  f rom home where  poss ib le ,  we not iced  immediate ly  that  many
of  our  usua l  c l ients  were  tak ing  a  break  f rom market ing  to  see  what  was  go ing
to  happen next .  We had to  act  fas t  to  keep  momentum go ing  and to  rep lace  the

p ipe l ine  that  was  now put  on  ho ld ,  i f  we were  go ing  to  cont inue  to  operate
throughout  the  pandemic .  

We worked on  generat ing  leads  us ing  emai l  market ing  in  3  ways .

Method
We used our  emai l  data  count
eng ine  Countrunner ,  to  run  a

count  ta rget ing  2  S IC  subc lasses :

80100 -  Pr ivate  secur i ty  ac t iv i t ies
80200 -  Secur i ty  systems serv ice

act iv i t ies

Th is  resu l ted  in  2,358  contacts .

We then  c reated  emai l  copy ,
s imi la r  to  the  fo l lowing on  the

r ight  and sent  i t  to  the  contacts :

Emai l  Market ing based
on what we thought
might  happen1

Resul ts
The resu l ts  o f  our  secur i ty  emai l  campaign  were  as  fo l lows :

Only  2 leads  were  generated  f rom th is  campaign ,  however ,  1  o f  these  conver ted
into  an  order  fo r  an  emai l  campaign  to  the  const ruct ion  indust ry .

We exper imented  ear ly  on  wi th  more  ideas  that  were  based on  our  thoughts  o f
what  indust r ies  might  be  in terested  in  s t i l l  market ing  throughout  the  pandemic

inc lud ing :

Laptop/Computer  Suppl ies  -  companies  need laptops  for  employees  work ing
f rom home

Cleaning Companies  -  c lean ing  of f i ces  wi th  Cov id-19 in  mind
Restaurants  -  Adver t i se  loca l ly  that  they  are  now do ing  de l iver ies

We requested  ideas  across  the  company f rom a l l  employees  in  a l l  depar tments
and pu l led  together  8  prospect ing  campaigns  and a  campaign  d i rected  at  our

CRM.

With in  the  f i rs t  2  weeks  o f  lockdown we reacted  in  th is  way  by  put t ing  emai l
copy  together  qu ick ly  a f te r  an  idea  was  submit ted  and runn ing  the  counts  based

on the  indust ry .

This  resu l ted in  16 leads  with  a  convers ion  rate  of  19%.



Results
Target ing  companies  wi th in  exh ib i t ion  and conferenc ing  generated  5 leads .

We repeated  th is  process  wi th  other  indust r ies  inc lud ing :

Overa l l  th is  method resu l ted in  21 leads  with  a  convers ion  rate  of  14%.

At  the  beg inn ing  of  lockdown,  bus inesses  that  cou ld  not  operate  remote ly  had
to  c lose  the i r  doors .  We dec ided  to  contact  companies  that  usua l ly  run  t rade
shows and conferences  as  we s tar ted  to  a lso  rece ive  emai ls  f rom exh ib i t ions

say ing  they  were  now of fer ing  on l ine  so lut ions .

Method
We used our  emai l  data  count  eng ine  Countrunner ,  to  run  a  count  ta rget ing  2

SIC  subc lasses :

S IC  SUBCLASS :  82301 -  Act iv i t ies  o f  exh ib i t ion  and fa i r  o rgan isers
S IC  SUBCLASS :  82302 -  Act iv i t ies  o f  conference  organ isers

Th is  resu l ted  in  1,170  contacts .

We then  c reated  emai l  copy ,  s imi la r  to  the  fo l lowing :

When the  government  made any
announcement  or  changes  to  ru les

regard ing  lockdown,  fur lough
schemes ,  loans ,  soc ia l  d is tanc ing ,
c los ing  and reopen ing  or  anyth ing

e lse ,  we reacted  qu ick ly  by
target ing  the  indust r ies  that  may  be

ab le  to  benef i t .

One  example  indust ry  i s  as  fo l lows :

Trade Shows and
Conferenc ing

Market ing based on
current  events and
announcements2

Industry Government Announcement / changes

Vir tua l  Tra in ing ,  Exh ib i t ions ,
Consu l tants ,  Waste  Management

In i t ia l  lockdown c losure

Reta i l ,  Le isure  &  Beauty ,  C lean ing
Companies ,  Accommodat ion  and
Food Serv ice  Act iv i t ies ,
Hosp i ta l i ty ,  Recru i tment ,
Const ruct ion ,  Manufactur ing
(P last i cs )

Reopen ing  of  some bus inesses  wi th
soc ia l  d is tanc ing  in  p lace

Cer ta in  indust r ies  a l lowed to  reopen

Garages MOT extens ions  end ing

HR Companies ,  Lega l Fur lough Schemes

F inanc ia l  Sector Bounce  Back  Loans



Our  f ina l  method of  generat ing  leads
through co ld  emai l  out reach  was  to

ana lyse  leads  coming in to  the
bus iness  e lsewhere  (and orders ) ,

th rough the  webs i te  enqu i r ies ,  soc ia l
media  and any  other  genera l

enqu i r ies .  

The  a im was  to  see  what  was
happen ing  in  the  market  and  what

type  of  companies  were  look ing  for
our  products  and serv ices  dur ing  the

pandemic .To  do  th is  we used our
CRM.  

Method
F i rs t  we ran  a  count  on  our  count  eng ine  based on  the  S IC  the  company was

reg is tered  for  on  Companies  House .

We dec ided  to  ta rget  the  ent i re  S IC  D iv is ion :

18  -  Pr in t ing  and reproduct ion  o f  recorded media  

Th is  resu l ted  in  6 ,061 contacts  to  ta rget .

We then  c reated  a  ser ies  o f  emai ls  to  th is  aud ience ,  ment ion ing  the  cur rent
gu idance  on  soc ia l  d is tanc ing  and g iv ing  ideas  o f  how they  cou ld  market  to

d i f fe rent  indust r ies ,  s imi la r  to  the  fo l lowing :

Resul ts

With the  pr int  industry  a lone ,  we generated 12 leads  with  emai l  market ing ,
with  a  50% c lose  rate .  

This  method was  successfu l  due  to  be ing  re levant ,  ta rget ing  the  r ight
aud ience ,  mak ing  suggest ions  to  how our  serv ices  cou ld  be  usefu l  and  act ing

fast  to  deve lopments .

We used th is  method for  ident i fy ing  other  aud iences  and a lso  repeated  th is
process  across  other  market ing  channe ls  too .

When a  lead  comes  in  we a lways  do  our  research  to  ana lyse  the  type  o f
company they  are  and make  a  note  o f  the  indust ry  or  S IC  they  fa l l  under .  Dur ing
th is  campaign  we looked at  the  leads  da i ly ,  somet imes  hour ly ,  to  determine  how

our  next  campaign  was  go ing  to  be  shaped .

One example  indust ry  i s  as  fo l lows :

Pr int  and S ignage Industry

We were  contacted  by  mul t ip le  pr in t  and  s ignage  companies  in  the  ear ly  s tages
of  the  pandemic ,  as  soc ia l  d is tanc ing  was  be ing  in t roduced .  One  company in

par t i cu la r  had  bu i l t  a  purpose  bu i l t  p roduct  s i te  based on  promot ing  soc ia l
d is tanc ing  products  and dec ided  to  use  the i r  requ i rements  to  bu i ld  our

campaign .

Market ing
based on lead
analys is3

As more  companies  contacted
us ,  we cont inued to  ta rget  th is

aud ience  wi th  d i f fe rent
learn ings :



How can you apply these
techniques?

The Countrunner  Count  Eng ine  i s  a  f ree  too l  that  a l lows you  to  run  your
own custom counts ,  l i ve  aga inst  our  cur rent  UK B2B Database .

You  can  bu i ld  a  ta rgeted  l i s t  in  a  mat ter  o f  minutes  to  check  data  vo lumes ,
purchase  f rom us ,  o r  save  for  a  la ter  date .  

Run a  count  on Countrunner
Run a  count  us ing  the  S IC(s )  you  want  to  ta rget :

For  example :

A  cur rent  lead
A top  customer

Look  that  bus iness  up  on  Companies  House :

We have  shared  th is  method as  we be l ieve  our  c l ients  can  a lso  benef i t  f rom the
techn iques  we have  learnt ,  to  ident i fy  new aud iences  for  ta rget ing  by  emai l .

A l l  the  too ls  we have  used are  ava i lab le  to  our  customers .  

Ident i fy  a business that  you want to base your  campaign
audience on

Take  a  note  o f  the  Nature  o f  bus iness  (S IC)  
-  somet imes  bus inesses  have  more  than  one

Register  ( f ree) for  an account on Countrunner
https://onl ine .countrunner .com/

Cl ick  'Run Count '  and
you wi l l  see  the

vo lume,  then  save  i t .

You  can  then  use  the
‘Send Count  Deta i l s ’
but ton  and add your

Account  Managers
name to  the  message .

Your  Account  Manager
wi l l  then  send a  quote

for  your  ta rgeted
se lect ion .


