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[bookmark: _Toc240966061]Email 1: Getting ready for the busy season (Retail)
Use for: Retail clients preparing for festive season stock, staffing or growth opportunities.
Subject: Ready to go bigger this festive season?
Hi {{First Name}},
We're at that point in the year where the festive season is close enough to plan for and far enough away to still do something about it. I wanted to check in and see how you're tracking.
For a lot of the retailers I speak to, the difference between a solid season and a great one often comes down to one thing – having the backing to go a bit bigger. Ordering deeper on bestsellers, taking on extra floor space, bringing in more hands to capture every sale. Those moves tend to pay off when the season's strong, but they usually need capital behind them before the revenue lands.
If that's where your thinking is, there are a couple of ways to back it:
· A business loan (from $5K to $500K on terms up to 5 years) if you've got a specific move in mind. Maybe for a bigger stock order, a fit-out, seasonal staffing, or a larger growth play beyond this season.
· A business line of credit (from $2K to $500K) if you'd rather have funds on tap – draw what you need, when you need it, and repay as the sales come in.
One of the lenders I work with has a low-doc application pathway with funding possible in as little as 24 hours and no upfront security required to access funding up to $150K.
Would having something like this in place allow you to say yes to opportunities you'd otherwise have to pass on?
If you would like to discuss how funding could support your business this busy season, I am happy to have a chat. 
Thanks, 

[bookmark: _Toc240966062][bookmark: email-2-retail-and-inventory-businesses]Email 2: Cash flow planning before year end (Hospitality)
Use for: Hospitality clients managing upfront festive season costs before peak revenue lands.
Subject: Got the festive cash flow gap covered this year?
Hi {{First Name}},
The festive season is when most hospitality businesses do their best numbers of the year, but it's also when the costs hit hardest. Extra staff, bigger orders, marketing, maybe a refresh, all before the bulk of the revenue lands.
I'm reaching out because I speak with a lot of cafe and restaurant owners around this time, and the ones who feel the most prepared for the busiest weeks are usually the ones who sorted out their cash flow position before the rush. Having a bit of flexible backing in place can mean the difference between being ready for the surge of diners or turning them away at the door.
If that sounds useful, there are a couple of ways to set it up:
· A business loan (from $5K to $500K on terms up to 5 years) if you've got a specific move in mind. Maybe for a bigger stock order, a fit-out, seasonal staffing, or a larger growth play beyond this season.
· A business line of credit (from $2K to $500K) if you'd rather have funds on tap – draw what you need, when you need it, and repay as the sales come in.
One of the lenders I work with has a low-doc application pathway with funding possible in as little as 24 hours and no upfront security required to access funding up to $150K.
If you'd like to talk through whether ongoing access to funds or a lump sum might take some of the pressure off this busy season, I'm happy to have a quick chat.
Thanks,

[bookmark: _Toc240966063][bookmark: email-3-equipment-purchases]Email 3: Inventory and stock purchases (E-commerce)
Use for: E-commerce clients who need stock ready ahead of festive season demand.
Subject: Going deeper on stock this festive season?
Hi {{First Name}},
If there's one time of year that rewards being stocked up, it's the festive season. For online businesses especially, the next few months are where the biggest sales opportunities land, but only if the inventory is in place to meet them.
I'm checking in now because supplier lead times and shipping delays have a habit of stretching just as demand does. The businesses that capture the most this time of year are usually the ones who ordered enough stock early and that often comes down to having the funds ready to move when the call needs to be made.
If you're weighing that up, there are a couple of ways to fund it:
· A business loan (from $5K to $500K on terms up to 5 years) if you've got a specific move in mind. Maybe for a bigger stock order, a fit-out, seasonal staffing, or a larger growth play beyond this season.
· A business line of credit (from $2K to $500K) if you'd rather have funds on tap – draw what you need, when you need it, and repay as the sales come in.
One of the lenders I work with has a low-doc application pathway with funding possible in as little as 24 hours and no upfront security required to access funding up to $150K.
If you'd like to talk through your funding options ahead of the busy season, I'm happy to have a quick chat.
Thanks, 

[bookmark: _Toc240966064][bookmark: email-4-builders-and-construction]Email 4: Equipment upgrades and business investment (Tourism)
Use for: Tourism clients considering equipment upgrades before peak summer bookings.
Subject: Upgrading your gear before peak season?
Hi {{First Name}},
The festive and summer season is the stretch that tends to define the year for tourism businesses, and more often than not, it comes down to whether your gear is up to the job. A vehicle that can't handle the extra runs, a unit that's on its last legs, or simply not enough capacity to take the bookings that come in.
I'm getting in touch now because if an upgrade is on the cards, this is the window to make it happen. Getting equipment or staff sorted before peak means they’re in place and earning when it matters.
If you're at that point, there are a couple of ways to fund it:
· A business loan (from $5K to $500K on terms up to 5 years) if you've got a specific move in mind. Maybe for a bigger stock order, a fit-out, seasonal staffing, or a larger growth play beyond this season.
· A business line of credit (from $2K to $500K) if you'd rather have funds on tap – draw what you need, when you need it, and repay as the sales come in.
One of the lenders I work with has a low-doc application pathway with funding possible in as little as 24 hours and no upfront security required to access funding up to $150K.
The right upgrade at the right time can pay for itself through more bookings, fewer breakdowns, and a better experience for your customers. 
If you're weighing up an upgrade and want to talk through how to back it, I'd be glad to have a quick chat. 
Thanks, 
