CASE STUDY

Representing a portfolio of venues to

corporate and agency buyers to raise
venue awareness and generate new
meeting and event enquiries.

ENQUIRY VALUE (@an 2018 - sanuary 2019)

Total enquiries

Total enquiries to
represented
venue partners

Average venue
conversion

AUDIENCE  uence

A. CRM (2000)

B. Mailchimp (3700)
C. LinkedIn (13,600)
D. Twitter (4,500)

m CRM ®m Mailchimp = Linkedin = Twitter

MAILER OPENS

30%

Corporate

40%

Agency

Hello Hospitality

Sales, Marketing and Representation Support

www.hello-hospitality.co.uk



