10 Cold Email Formulas

For years copywriters have used basic scientific principles of persuasion and influence to come up
with a number of writing techniques that reliably draw readers into their content. These formulas
just plain work — and can stop people in their tracks and compel them to read your cold email.

Here are 10 of the best formulas we’ve come across, as seen in real-world cold email examples
from Yesware sales reps and others.

Before — Here’s your world now

After - | m ag ne What the World wou |d be If you’re like most companies, sales transactions increase significantly in Q3/Q4, yet most executives
||ke |f yOU o) |VeC| th iS problem have no way of knowing the ROI of their commission spend.

Xactly’s compensation platform allows you to customize sales plans that cut errors in payments and
eliminate the pain of calculating and adjusting commissions for your reps.

Bridge — Here’s how to get there

If you are willing to give us 15 minutes, | can show you how on average our customers see a 19% lower
sales turnover, 5% more reps hitting quota and 37% faster sales cycles. BRIDGE

Problem — Identify a pain point

Agltate - Ag itate that pa In pO int I noticed on your careers page that you're hiring Sales Development Reps who diligently keep track of
their activity in Salesforce.

Solve — Offel’ a SOlUtiO n Would love a few minutes to discuss how Yesware removes this burden.

Yesware helps clients like Acquia, Zenefits, and New Relic to aggregate & automatically sync activity
data to Salesforce to:

« Reduce manual Salesforce entry by 1 hr/rep/day =_ SOLVE

« Cut activities per win in half

« Increase booked meetings by 10-15%
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3. But You Are Free famm

Make a request, and then tell your
prospect they’re free to do whatever
they’d like.

My request: tweet our article to your community. It would make a world of difference to us if you
helped us get off the ground.

Here’s a quick tweet link, ready to go: http://ctt.ec/33Rx

If you'd rather not, | understand. | appreciate you reading this far!

4. Star-Chain-Hook e

Star — The big idea

Chain — A series of facts, sources,

Small businesses, Fortune 100 companies, government entities and nonprofit organizations all have
reasons, and benefits one thing in common.
They save a whole lot of time and money by using Conga Composer.

HOOk _ The ca “ to aCthﬂ Check out some of our case studies to see for yourself. I've also included a couple of links that provide
more information about the product:
« Conga Composer Data Sheet (PDF)

« Conga Composer Functionality Overview (PDF)

You can start a free 30-day trial today to see how Conga Composer can help streamline document
generation and reporting for Yesware. There’s no obligation to subscribe, and free technincal support

is included in your trial. < HOOK

5. Attention-Interest-Desire- S

Action (AIDA)

Attention — Grab the reader’s attention

| saw that you were interested in taking a look at Yesware via Twitter.

Intel’est — Ma ke it peI’SOﬂa| to engage My colleague and | have had great success teaming up with Social Selling experts like yourself.

their interest A few notable experts we partnered up with include: Trish Bertuzzi, Lori Richardson, Jim Keenan and
Craig R berg.
raig Rosenberg. = e oe

Desire — Build desire for what you re I'd love to get your feedback on Yesware’s product and explore how we could work together to share

Yesware with your clients. Would you have some time next week to connect? «_ ACTION

offering

Action — Ask for a response
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Star — The main character in your email.
It could be you, your prospect, a product,

etc. | share big ideas with some of the most influential media in the world. Yesware is my secret weapon.

Last week, it helped me land feature stories in VentureBeat and ReadWrite. Two days ago, it showed

Story — Talks about how the star faces me that the exclusive | pitched to Forbes was still sitting in an inbox, waiting to be opened (womp).

the same pI’Ob|em your ma rket does So | went to Wall Street Journal and they’re taking it instead (win).

Solution — An explanation of how the

star wins in the end + SOLUTION

Real bottom line: | want to contribute to the success of a company that makes me successful every day.

7. The Reader’s Digest Model

Looks like we have plenty of things in common...

In 1961, legendary copywriter John
Caples analyzed Reader’s Digest to find

i R i - . -SPECIFIC

its secrets for hOOlr(| r‘]g readers N J[|"]e Here are some commonalities between Yesware and TOPO: -FACT PACKED

Opening paragra ph He found that the . Your customer, Company X, is also a customer of ours. 4 -FEW ADJECTIVES
. . « We are a Salesforce.com ISV partner, and it looks like Salesforce.com is a client of yours.

mOSt-SUCC@SSfU | a rthleS- « Our Director of Sales is on the speakers list as the Saleshacker conference. He also used to work

at Netsuite, another client of yours.
« Most importantly, we’re focused on driving results. Customers like Acquia, and The Financial
° Are faCt'paCked Times have seen a 25% growth in new business using our product. Customers choose our sales
technology to accelerate their sales efforts.

- Are concise

Let’s explore how we can work together to help your customers share the same experience our

« Are SPECiﬁC customers have had since using Yesware. | also can share with you some more customer success
. . . stories and why our market-leading product is chosen by high-growth sales teams.
« Contain few adjectives \

« Arouse curiosity
PIQUES CURIOSITY

/

PS: It looks like your session title is “TBD.” If there is any data/information | can provide to
strengthen your presentation, please let me know.

25 U R HEL

Brevity — Keep it short

Leslie,

Blunt — Get to the point

| just tried giving you a call and left a voicemail.

o . . Please give me a call back at 555-675-9870, or send me a note if you get the chance. 66%
Basic — Keep it simple REPLY RATE

Thank you!

Give the reader a clear sense of who

you are and what you want from them.
And get to the point quickly.
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9. Praise-Picture-Push (3P’s)

Praise — Open with a sincere, respectful

compliment

Picture — Use cause-and-effect
reasoning to paint a picture describing
how your product/service/idea will

deliver

Push — Ask them to commit

10. Awareness-Comprehension-
Conviction-Action (ACCA)

Awareness — Present the situation or
problem

Comprehension — Describe how it will
impact them

Conviction — Create desire by
explaining how your solution fixes the
problem

Action — Ask for a response

You have an impressive background in sales operations -- hope you're excited to kick off the new year
strong! I'm reaching out because | see you head up Sales Operations, and | see a fantastic fit for
{company} to increase Salesforce adoption and deal velocity with Yesware.

Customers like GoodData and Adroll told us that too often data in Salesforce is inaccurate and they
need more transparency into their pipeline. That’s why they chose Yesware to sync email & calendar

activities automatically and build SFDC reports specific to their needs.

Can | have 15 min of your time Tuesday at 3pm EST to discuss some of your company’s sales priorities
and the type of impact Yesware could have? PUSH

If you're like most companies, sales transactions increase significantly in Q3/Q4, yet most executives
have no way of knowing the ROI of their commission spend.

[XXX]'s compensation platform allows you to customize sales plans that cut errors in payments and
eliminate the pain of calculating and adjusting commissions for your reps. If you are willing to give us 15
minutes, | can show you how on average our customers see a 19% lower sales turnover, 5% more reps
hitting quota and 37% faster sales cycles.

dga d Yeles: = CONVICTION

What'’s the best way to earn your ear for a few minutes and share how your peers are leveraging
incentive pay to drive corporate strategy? =_ ACTION

Bottom Line: You Don’t Have To Reinvent The Wheel

Every Time

Want to see the science behind why each one works?

Read our blog post:
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V2 Yesware Sell Smarter

"My team sends a high volume of outbound emails each day. The engagement
insights we get from Yesware are invaluable. We're making qualified decisions
based on analytics and data, rather than hypothesis and guesswork...

It’s shortened our sales cycle by at least 20%."

Nate Castro
Director, Enterprise Sales &

GENERAL
ASSEMBLY

Get started today at yesware.com.



