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Subject lines that get opens 
 
 

1. idea: acme.com 

2. voicemail 

3. Your blog post on . .  

4. Your CEO’s article on . . .  

5. did I lose you? 

6. Joe, an uNusual but effective way to  . . .  

7. Oh no, another cold email for John 

8. Idea:  increasing qualified leads for Acme Corp agents 

9. Is getting more appointments with CEO’s a focus right now? 

10. Susan, have you considered this . . . 

11. John Smith suggested I contact you 

12. got an idea for you Amanda  . . .  
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Less than 70 Words Template 
 
 
My name is Josh with ABC Corp. 
 
We help financial organizations drive demand for their important (but 
maybe kind of complex) loan offerings—you know, like reverse 
mortgages—by making them personal, fun, and easy to understand.  
 
I wanted to learn about how you generate demand for reverse 
mortgages at ACME corp. and show you what we're working on. 
 
Are you available for a quick call tomorrow afternoon? 
 
Josh 
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Noticed This about YOU & Think I Can Help – Version 1 
 
Subject – your blog post titled “XYZ” 
 
Hi Lisa, 
I was on your website this morning and saw your contribution on your 
blog where you mentioned that a critical area of focus for ACME 
corporation in 2014 is using content marketing to generate leads.  
This prompted me to reach out to you because helping companies 
generate inbound lead is something we do all the time. 
 
 Some of the folks we’ve helped include a, b and c 
 
Who is the best person to connect with to see if this is something we 
might be able to help ACME with? 
 
Josh 
 
P.S. – You’ll have to about your meeting up with Mario Batali 
sometime.  I’m a huge fan.   
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Noticed This & Think I Can Help – Version 2 
 
Subject – Re: “Innovative Communication Guru” 
 
Hey Brandy, 
I love that comment in your LinkedIn Profile.  I bet the employees at 
ACME Corporation are digging the communications your team has 
created.   I think we can help you bring some of that communication 
mojo to open enrollment while increasing participation in high 
deductible plans.   
 
How does your calendar look to connect for a quick demo and 
strategic chat? 
 
Can you do anytime on Thursday for 30 minutes? 
 
Josh 
 
P.S. – You’ll have to fill me in on your radio interview with Cake 
sometime.  Saw them in Chicago last year.  Amazing concert.   
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Before & After Template 
 
Hi John, 
I noticed you folks are currently using Blackboard.  
 
There’s a much easier, faster and enjoyable way.  Watch my video 
below to see how (contains sound).   

  
 
 
 
 
 

 
Lantern is a learning management system that’s blissfully easy for 
you and your students to use.  You'll be more productive without 
getting swamped in settings or a confusing interface.   
 
If you’d like learn more, click here to select a time that works best. 
 
Take care, 
Neal  
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Ask for an Introduction Template 
 
Hey Denise, 
 
It’s been 2 weeks since we spoke.  You must miss me terribly by 
now.  Perfectly normal.   
 
I was hard at work doing the sales thing and noticed that you’re 
connected with Jeanne Denz, who has responsibility over benefits 
communication at General Mills.  As you know, we just so happen to 
specialize in helping companies communicate benefits in an easier to 
understand way.   
 
If you know Jeanne just beyond just being connected on LinkedIn, 
would you be open to making an introduction?  If so, I could draft a 
short blurb that you could paste into an email.   
 
I realize this is a huge favor. If you don’t feel comfortable introducing 
us, no worries .You don’t even need to reply to this email.   
 
But if you can introduce us, thank you! 
 
Josh 
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The Observer Formula 
 

1. Make is personal (“I just read your post on xyz”.  Or “I spent 
some time on your site and noticed .  . “ 
 

2. Explain how you think you can help (“I have an idea that 
might help you folks . .  

 
 

3. Add social proof ("We work with abc, def, and ghi companies 
and help them with their qrs."). 
 

4. Call to action (“if you’d like I can . . . ” Or “Would you be open 
to carving out some time to explore?) 
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Observation Email Template #1 
 
Hi Tom, 
 
I recently spent some time on launchpadlab.com and noticed that MD 
Anderson is a client of yours.  Congrats on getting traction with such 
an established hospital (no small feat for a startup). 
 
I have an idea that I think can help you get more meetings with 
decision makers at other Cancer hospitals such as Sloan Kettering 
and the Mayo Clinic. 
 
We help startups such as yRuler, KnowYourCompany and Lantern 
(created by Neal, of Starter School fame) get more meetings and 
close more deals in less time.   
 
Would you be open to carving out 10 minutes to explore?  If so 
please click here to select a time that works best.   
 
Josh 
 
P.S. - I’m avail for the next hour if you’d like to chat now - 
954.695.0844 
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Observation Email Template #2 
 
Hi John, 
 
I recently spent some time reviewing Geico’s auto quote process 
(customers, vehicles, drivers, coverage’s, quote). 
 
I have an idea that I think can help you folks increase the number of 
people that complete quotes by 20% 
 
We’ve helped companies like x, y and z realize similar results.   
 
You can see a 2 minutes demo of the approach here.   
 
Regards, 
Josh 
 
P.S. - If you’d like to carve out 10 minutes to explore further, please 
click here.   
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The Challenger Formula 

 

1. Do your homework 

2. Identify a problem  

3. Agitate the problem (impact of doing nothing) 

4. Tease the solution 

5. Have a low friction call to action 
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The Challenger Email Template 
 
Hi John, 
 
I recently spend some time going through ACME’s online auto quote 
process (yes I study this sorta stuff for a living). 
 
Based on what I see, you might be experiencing significant drop off at 
the coverage step because you don’t have a decision support tool 
which typically increases conversion rates by 15%.   
 
Creating decision support tools that reduce drop while making people 
smile is what we do.  
 
If you’d like I can email you a demo so you can evaluate if you’d like 
to learn more.    
 
Regards, 
Josh 
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The Educator Email Template #1 
 
Subject: Dave, thought you’d find this interesting . ..  

Hey Dave, 
 
I thought you would find this article interesting given your interest in 
user interface design, digital marketing and driving conversion rates. 
Peter Vukovic of the 99 Designs discussed the unbreakable laws of 
user interface design. A few of the things Peter covers are: 
 

• The law of clarity 
• The law of preferred action 
• The law of context 

 
To learn more click the article here. 
 
Take care, 
Josh 
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The Educator Email Template #2 
 
Subject:  One simple tip for increasing conversion rates that you may 
not be doing . . .  

Hi John, 
 
Because we work so much with financial services companies such as 
x, y and z I’m constantly review best practices and industry news for 
digital experiences that generate higher conversion rates.    
 
I recently stumbled across a study that discusses how simplicity can 
built trust and persuade people to take the next step 
 
You can read the article here. 
 
Be awesome this week, 
Josh 
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The Referral Email Template 
 
Subject - Denise King asked me to contact you 
 
Hi Wendy, 
 
Amy Johnson suggested I get in touch with you regarding a new 
technology that might help you folks increase the number of people 
that complete the quote process.   
 
In working with clients such as x, y and z we are typically able to 
increase conversation rates by 15% in this area.   
 
If you’d like I can email you a quick demo so you can evaluate if you’d 
like to learn more.   
 
Regards, 
Josh 
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The Tickler Email Template 
 
Subject: re idea to increase xyx conversion rates 
 
Hi Jason, 
 
Hope you’re having an amazing week at company name. 
 
Just wanted to see what you thought of the idea below . . .  
 
Josh 
 
——- 
past previous email below 
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The Quicky Email Formula 
 

1. Build Rapport 

2. Tell them how you “think” you can help 

3. Call to Action 

4. Close 
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The Quicky Email Template 
 
Subject: Communicating in Plain English post 
 
Hey Bob, 
 
Just read your post on the importance of communicating in Plain 
English and was impressed with the examples you referenced (the 
dog analogy was classic). 
 
We help financial services companies increase “sale ready” leads by 
creating interactive experiences that use Plain English, a slice of 
humor and storytelling to make topics easier to understand.   
 
If you’d like to learn more AND you like scheduling 10 minutes 
meetings with people named Josh, please click here. 
 
Josh 
 
  



©2014 salesjunkie.com.  All rights reserved. 
 

The Trigger Email Template #1 
 
Subject – Benefits Enrollment Doesn’t Have to Be Boring Seminar 
 
Steve, 
 
I recently stumbled across your seminar (Benefits Enrollment it 
Doesn’t Have to Be Boring).  Sounds like a fun topic that’s much 
needed during open enrollment.   
 
My company, Jellyvision, has a product (ALEX) that might serve as a 
good example during your presentation.   ALEX explains benefits in 
ways that are easy to understand by using humor, storytelling and 
Plain English.    
 
Would you be open to caring out some time to discuss?  
 
Regards, 
Josh 
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Trigger Email Template #2 
 
Subject: Ad Age article - onboarding 
 
Hi John 
I noticed in AdAge that your CEO said employee on boarding was an 
important initiate for you company name given all the new hires 
planned for 2013. 
 
I have an idea that may help speed time to productivity for new hires 
while winning their hearts and minds.  You can see an example here, 
here and here. 
 
Would you be open to carving out 10 minutes to see if this might be a 
fit for you folks?  
 
If so, please click here to select a time that works best.    
 
Regards, 
Josh 
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Three Reasons Email Template 
 
Subject: 2 reasons we should chat and 1 that might surprise you 
 

1. I have an idea that I think might help you folks . .  
2. We’ve helped a similar company achieve (results) 
3. I’m Jewish - I hate playing that card but . . .  

 
John if you’d like to chat, please click here to select a time that works 
best (10 minutes) 
 
Best, 
Josh 
www.website.com 
phonenumber 
 
P.S. - If you’re feeling sporadic, I’m around for the next hour - 
954.695.0844 
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The Breakup Email Template 
 
Subject: Are you out?   
 
Hey Rachel, 
I haven't heard from you regarding the idea that we think can help 
you folks increase conversion rates.  I can only assume one of three 
things: 
 
1) Timing is off. 
2) You're not interested. 
3) You'd like to carve our 10 minutes to discuss. 
4) You were curious to see how many times I’d email you.  
 
1, 2, 3 or 4?  Do tell . . .  
 
Have a fab week, 
Josh 
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Hi	  Matt!	  Nudge/bump!	  
	  	  
First	  of	  all…	  happy	  day-‐before-‐a-‐long-‐weekend!	  I	  hope	  the	  mood	  in	  
your	  office	  is	  as	  jovial	  and	  doughnut-‐filled	  as	  it	  currently	  is	  over	  in	  your	  
company	  name	  (we’re	  positively	  giddy).	  
	  	  
Second	  of	  all…	  how	  are	  you	  feeling	  about	  the	  idea	  aimed	  at	  helping	  
you	  folks	  drive	  more	  sales	  of	  ABC?	  	  
	  
To	  make	  this	  super	  simple,	  I’ve	  programmed	  this	  email	  with	  an	  easy-‐
response	  technology	  –	  simply	  hit	  “reply”	  and	  type	  the	  letter	  of	  the	  
choice	  below	  that	  best	  fits	  the	  situation:	  

A.      Omigosh	  this	  totally	  slipped	  off	  my	  priority	  list,	  but	  let’s	  talk	  
about	  it!	  How’s	  [x]	  day	  at	  [x]	  time?	  

B.      Uf.	  We	  still	  want	  to	  do	  this,	  but	  it’s	  not	  gonna	  happen	  in	  the	  
next	  few	  months.	  Put	  me	  on	  your	  calendar	  to	  bother	  in	  
[December/Next	  Spring/Next	  Summer]	  

C.      Unfortunately,	  this	  is	  off	  the	  table	  for	  the	  foreseeable	  future.	  
Please	  quit	  bugging	  me	  about	  it.	  

D.      [Other/Fill	  in	  the	  blank]	  
	  	  
Take	  care,	  
Name  
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Did It Make Sense – Follow Up Template 
 
Hi Rob, 
Noticed that it’s 74 and sunny right in Phoenix, so I imagine you took 
the day off.   
 
On the off chance you’re working . .  .just seeing if the proposal made 
sense.  Those thing can be confusing sometimes. 
 
Josh 
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Re-articulate business value Template – Follow Up 
 
Hey Dave, 
It’s been a week since we last spoke.  You must miss my terribly.  
Perfect normal. 
 
During our last chat you mentioned how important it was to enhance 
the customer experience and make life insurance easier to 
understand so you folks could increase warmer leads for financial 
advisors by the end of the year. 
 
Would you like to continue the conversation?   
 
Take care, 
Josh 
 
P.S. - You must, must, must see this.   
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Surrender Email Template 
 
Hey Kira, 
 
Hopefully, you might have a few minutes to help me out. I haven't 
heard back from you over the last few weeks, which is perfectly OK. I 
mean, sure I'm taking meds and seeing a psychologist (a delightful 
woman named Dr. Betty), but eventually I'll bounce back.   
 
In all seriousness, if you and yours have decided not to move forward 
at this time, no problem at all.  I understand that there are people 
competing for your time.   
 
But I will, for now, ask for a favor: I'd love to be able to be more 
helpful in the future, so - would you be open to sharing some 
feedback as to where I could have improved in ACME’s ability to 
have better addressed your needs?  Were you in need of Groupon? 
 
Regards, 
Josh 
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Rejection Email Template 
 
Hey Diane, 
 
That’s not a problem.    
 
Would you be open to sharing how I could have been more 
responsive?   
 
I know you are swamped but any guidance will vastly help me 
improve the next time around. 
 
Josh 
 
P.S. - You must, must, must see this.   
 


