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The technique every 
digital marketer 
should know but only 
10% do!
Savvy marketers are always on the lookout 
for campaign inspiration, hacks to save them 
time and tools to better evidence their ROI. 
But sometimes the constant hunt for ‘the 
next big thing’ means many marketers miss 
opportunities that have been lying under their 
noses for decades!

At Force24 – the leading UK built and 
managed marketing automation platform – 
one thing we’ve been talking to clients about 
A LOT recently, is motorway marketing. But 
hundreds of puzzled faces staring back at us 
proved that this simple technique is actually 
not that well-known. 

So, in-keeping with helping digital marketers 
take tips from everyday comms activities, 
we’ve penned a guide to show why motorway 
marketing is something all email pros should 
know.

Intrigued?
Let us tell you more…
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The secret’s in the 
signage
Anyone who commutes on a regular basis will 
be so used to seeing the gigantic signs that 
sit alongside main carriageways, that in some 
respects they take for granted the volume of 
information they provide for motorists. 

They tell us how many miles there are to the 
next key destinations, they provide practical 
advice about the use of hard shoulders or the 
presence of speed cameras, and thanks to the 
familiar use of colour, we can now instantly 
identify from a brown sign that tourist and 
leisure attractions are coming up, for instance.

OK, so this is all handy stuff for motorists, but 
what does that have to do with the life of a 
marketer?

Because, motorway signage is a 
fantastic everyday example of the use of 
communication to support people along a 
journey – in this case one in an automobile! 
But apply the same principles to the craft of 
email marketing and it’s easy to see how and 
why messages need to unfold in multiple, 
steady steps.

Motorway comms inform, signpost, remind, 
update, add depth, aid decision making, 
create a sense of urgency and more – all 
without many people even realising! 

Not convinced? We’re going to focus on just 
one type of signage – for service stations 
– to evidence why they hold the key to best-
practice email marketing.
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The 7-step motorway 
journey
If, as motorists, we were only informed about 
a service station once, would we remember to 
visit it, several miles down the road? Probably 
not. If we only saw a single sign right next to 
the junction we needed to use to exit, would 
we be able to react in time to go? No, we 
undoubtedly wouldn’t be ready. If we weren’t 
informed about what the service station really 
had to offer, would we hold out for a better 
one? Yes, perhaps so – after all, we know what 
we like!

Touch that prospect several times to nurture their interest before creating the all-important 
call-to-action on the other hand, and the likelihood of ROI rises significantly. They may miss 
the first email completely, which is understandable given the pace of everyday life and the 
comms ‘noise’ likely to be distracting them. But by the third touchpoint, you’ve often done 
enough to engage them – to get them to consider your product, service or event. Then it’s 
about the clever next-step messages that tell them exactly what action they need to take, 
when, and what they could miss out on if they don’t!

Hopefully this is starting to make sense. 

So now let’s apply the principles of ‘motorway marketing’ to a particular campaign.

Already, the analogy is clear – fire out a cold, 
untargeted email without properly engaging 
with the recipient first and you’re unlikely to 
be successful. It will either become lost in 
the hundreds of other emails crowding their 
inbox, the timing won’t be right, and/or it will 
fail to ignite any kind of interest.
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Building a savvy 
event sign-up 
campaign using the 
motorway marketing 
technique
Invite 1 - The introduction
When we’re first notified about the service 
stations coming up, we usually have plenty 
notice, and there’s enough detail in there for 
us to think whether or not we want (or need!) 
to take time out to visit.

The most relevant information is listed at the 
top, with sub-level detail there if we need it. 

Liken this to the first invite to an event, and 
you need to think carefully about the hierarchy 
of detail in the email pre-header, body copy 
and footer. Above all though, it needs to be 
crisp, clear and succinct.
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Invite 2 – Adding the detail
A driver might miss or ignore the first service station sign – after all it is a long way ahead – so 
it is important to follow up with further comms that provides additional information plus a 
greater sense of urgency. 

Seeing that there are now only 5 miles to act, could be what is needed to plan a stop and if 
not, visuals of well-known coffee, restaurant or hotel chains could be the brand signal that the 
motorist needs!

The exact same principles apply to the second event invite – if the date is getting closer and the 
list of speakers or giveaways is very compelling, there’s far more chance someone will book. 
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Invite 3 - The real sense of urgency
With only 1 mile to go, the driver really needs to plan whether they’re going to make a visit 
to the service station. So likewise, back in the world of emails, announcing limited space 
availability could be the final catalyst to accepting the event invitation.
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By the time a motorist reaches the countdown markers for the exit, you would hope they’ve 
thought carefully about whether they are going to visit the services, given they already have the 
information they need about the what, where and when. But these signs clearly tell the driver, 
it’s here and now, so if you’re coming off the motorway, make plans to do it quickly (and safely 
of course!)

For event communications, these markers could symbolise the need for emails that further 
communicate the sense of urgency or loss if someone does not attend, as well as prompting 
the action they must take if they have registered. They may require directions, for example, just 
as the commuter does.

Emails 4-6 - Are you going to miss out? 

1 week to go
- spaces still
available

3 days to go -
hurry, limited 
availability

Event in
24 hours.
Directions & 
itinerary
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Next Services 11m

Sorry you
couldn’t make
it. We’ll see you
next year.

What’s the next email nurture journey that you’re planning for your brand? Give it some 
thought and work through the motorway signage examples to see how the technique applies 
to your own communications. We bet it helps!

If you’ve enjoyed the contents of this guide, why not take a look at our Nurture Sequence 
toolkit, packed full of advice to help you craft the perfect plain text emails. Armed with the tips 
from this resource, you are already half-way there to supercharging your digital comms! 

Email 7 - Over to you
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Notes

WHAT WE CAN LEARN FROM MOTORWAY MARKETING



HOW TO 12X YOUR MARKETING ROI IN 6 EASY STEPS

Get in touch
If you want to talk about your 
marketing call us 0845 272 5990 or 
email info@force24.co.uk

Force24 Ltd, Office 2, Indigo Blu, 14 Crown Point Road, Leeds, LS10 1EL
0845 272 5990 - info@force24.co.uk


