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ABA 1

NMouyeMy XO0NOOHbIE NUCbMA NO-NMPe>XXHeMy
paboTailoT

«XoomHBEIE TIMCbMa MEPTBBI» — 3TO 3asBJIEHHE [ejlaeTcs
Kaxpgeiyi rom HaumHas ¢ 2010. M kaxpeii rom outbound email
OCTaéTCsT OOHUM U3 caMbiX 3¢ (GEeKTHUBHBLIX KAHAIOB MTPUBIEYEHUST
B2B kmnumentoB. Ilouemy? IloToMy d4TO T1jI0XMe IIHCbMa
OedCcTBUTENbHO yMepnu. Xopoinue paboTaoT aydile 4YeM
Korma-mubo.

[Tudprl KOTOPEIE CTOUT 3HAThL: CpemgHUM open rate ans cold email:
15-25% (mpu oO0Imieid nepcoHanIM3aIny). XOPOoIIWe KaMITaHWH:
40-60% open rate. Reply rate: 5-15% mnma  xopoimo
TapreTUpoBaHHBIX KaMmnaHuii. Meeting booking rate: 1-3% ot
OTIIPaBJIEHHBIX (Ipu xopoIled KBanudukauum leads). CTommMocTb
npusniedeHus qualified lead gepe3s cold email vs paid ads: B 5-10x
Oelesie.

IMTpaBoBas 6a3a: GDPR (EU), CAN-SPAM (USA), CASL (Canada)
— Bce paspemaloT cold email npu cobmiomernuu ycmosuii. B2B cold
email neranen ecnu: ecTh legitimate interest (Bwl mpepiaraete To
YTO peleBaHTHO uX OusHecy). EcTh opt-out mexamumsm. Bel He
oOmMaHEBIBaeTe B subject line. KimiodeBoi pHUHLIMI: BE HE CIaMMeED
€CJIY IHuIIeTe PeIeBaHTHO.

Yto wuamenunock B 2024-2025: Al nepconHanm3amnus cTaia
CTaHOapTOM — Telepb HYyXKHa HacTOAlIas IIepCcOoHaIN3alus
(KoHKpeTHHIN PaKT 0 KoMnaHuu/4enoBeke). Generic «Hi [Name], I
noticed you're a [Title]» Oombite He pabotaeT. Gmail u Outlook
yxKecTouunu (unbTpaumio: TexHudeckue acnekThl (SPF, DKIM,
DMARC) cTtanum KpuTUYecCcKu BaxKHBI. OOBEM VS PEJIEBAHTHOCTD:
100 highly targeted nucem 6510t 10,000 generic.

Korma cold email paGotaer nyuiie Bcero: Bama ICP (Ideal
Customer Profile) ToyHO ompemeneHa. Bl MoxkeTe HaWUTu
KOHTAaKTHHEIe maHHBIe decision-makers. ¥ Bac ectns offer ¢ uétkum
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value proposition. ITpomykT/ycnyra peliaet peanbHyIo,
0osie3HeHHyl0 1po6ieMy. CpemHMI 4YeK [OOCTAaTOYHO BHICOK
($1,000+/rom) uTo6kI omtpaBOaTh cost of outreach.
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"JTABA 2

ICP " NONCK KOHTAKTOB: KOMY nNcaTthb

Camast moporas omubka B cold email — mucaTh He TeM JTIOOSIM.
Bricokuit open rate mpu HH3KOM reply rate = HenpaBunbHHIN ICP
WJIW HeIpaBUIbHEIN offer.

ICP (Ideal Customer Profile): onumnTe umeanbHOTo KJIMEHTA I10:
uHpyctpum (He «tech», a «B2B SaaS kommanum npopaiomue HR
software»). Pasmepy kKommaHuu (mo corpymHukam: 50-200; 1o
ob6opoty: $5M-$50M). Teorpadum (USA, Canada, UK —
English-speaking markets). TexHOIOTUYeCKOMY CTEKY
(ucononws3yroT Salesforce, HubSpot). TloBemeHYecKuM CcHUTHalaM
(HepaBHO HaHsAMM Sales VP, OTKpPBIIM HOBHIM O(QUC, IIPUBIEKIU
payHuzn). Role (xkomy mnummem): Decision Maker (CEO, VP Sales,
CMO) vs Influencer (Manager, Director). [Iia B2B deals mog $10K
ACV: mnumute Influencer. [Ina enterprise: numurte multiple
stakeholders.

HcTtouyHuKM KOHTAKTOB: Apollo.io — mny4ymmii KOMIJIEKCHBIN
WHCTpyMeHT. Baza 275M+ contacts. @uneTpel no industry, title,
company size, technology, funding. HWuterpanusi c¢ Salesforce,
HubSpot. 9kcnopT email + LinkedIn. LinkedIn Sales Navigator —
moporoi ($80-$100/mMec) HO rnyOoKasi QuUIbTpalusi. XOPOII I
enterprise outreach. Prospecting Bpyunyoo. ZoomInfo — enterprise
ypoOBeHb, moporo, TouHas data. Hunter.io, Snov.io — pnsa moucka
email mo gomeny. Cognism — EU-compliant, xopom mns GDPR
PBIHKOB.

Bepudukanus email: mepen oTopaBKoOW IIpoBepsiiTe emails
4yTOoOH He moy4YuTh bounce. Bricokuit bounce rate (>3%) youBaeT
domain reputation. HucTpymMeHTHE: NeverBounce, ZeroBounce,
Hunter Verify. Llenb: bounce rate < 2%.

CurHanel Ojsi TapreTtuHra: trigger-based outreach pa6otaer
3HauuTeNbHO nyuirte cold. CurHambl: KOMIAHUS NPUBJIEKIIa payHn
¢dunancupoBanusi (Crunchbase, LinkedIn). Komnanus HaHsIa
HoBoro VP Sales/CMO/CTO. KommaHusi OTKphlJia HOBYIO HOJIZKHOCTh
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(job postings = expansion signal). Kommanusi ymoMsiHyTa B
HOBoCTsX. CUTHa/I + IepcoHaNu3alus = 3HA4YUTEJIbHO BHIIIE reply
rate.
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"JIABA 3

AHaTtoMua nucbMa ¢ 40%+ open rate

CtpykTypa ycnemrHoro cold email: subject line (eguHCTBEHHOE
4YTO BUOAT OO0 OTKpPEITHA). [lepBast cTpoka (preview text). Teso
nuckMa. CTA (call to action). Signature. Kaxpwiii 3neMeHT
KPUTHUYEH.

Subject line — camoe BaxHoe: 6-10 cmoB MakcumyM. He
KIMKOenT, He oOMaH. BhI3piBaeT JTIOOOMNBITCTBO MM 3aTparuBaeT
6omb. [lepconanu3upoBano. IIpuMepsl paboTaronux subject lines:
«[Nms], BOIIPOC Ipo [cnemudbrunas npob6iemal» —
nepcoHanu3anusi. «Kak [Competitor] pemaer [result]» —
peneBaHTHOCTE. «Mnes gnsa [Company Name]» — curiosity. «Re:
[Tema KOoTOpyio OHM mocTunul]» — trigger-based. Ilpumeps: HE
paborarmux: «YBenuubTe mpomaxu Ha 300%!» — spam filter +
HemoBepue. «Hallr mpogyKT U3MEeHUT Balll Ou3Hec» — ego-centric.
«BrICTpRIY Bonipoc» — overused, GunabTpyeTcs.

IlepBast cTpoka: recipient opens email u BuguT mepBeie 1-2
MpenmoXkeHus. ITo moxkHO OsITh 0 HUX, He 0 Bac. ITnoxo: «MeHs
30ByT Makcum, 5 CEO KoMmnaHuu X». X0OpouIo: «YBUAEN Balll IIOCT
o [Tema] — kKak pa3 Hama TeMa». Xopoio: «[Company] TOIbKO
3aKphlla payHm — 1mo3ppasnsaio. OOBIYHO 3TO BpeMs Korma
[relevant pain]». Xopomio: «3aMeTHUI 4TO BH UCHONIb3yeTe [tool] —
MBI paboTaeM Cc  HeCKONbKMMH [industry] KommaHusSMU
pemaronMu  [KOHKpeTHYIO mpobineMy] korTopyo [tool] He
IIOKPHIBAET».

Teno muceMma (3-5 mOpenokKeHMM MaKCHUMyM): oguH ab3al o
mpobGrneme/value. OgHO AOKa3aTebCTBO (customer name, metric,
case study). CTA. Hwuxkakux feature lists. Hukakux pricing.
Hukakwux attachments B mepBom nuceme.

CTA — opHa Belllb, KOHKpPEeTHas: IJI0X0: «JlaliTe 3HATh €CJI1 BaM
WHTEPECHO» — CIIMIIKOM pacIibiBuYaTo. Xopoio: «EcTe mu y Bac 15
MUHYT Ha 3TON Hefesie OJIg KOPOTKOro 3BOHKa?» XopoiIo: «Mory s
IIpuCJIaTh KOPOTKOEe BHUOeO (2 MHH) Kak 3TO paboTaeT?» XOpOIIO:
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«XoTHUTe IOCMOTPETh Kak 3To paborano mnsa [similar company]?»
Opun Bonpoc. KoHKpeTHEIH. JIeTKO OTBETUTh.

IOnmuuaa mucbMma: 50-125 cmoB — optimal. 9To moOTBEpPXKIOEHO
MHOXkecTBOM A/B tectoB (Boomerang, Yesware, Close.io). Eciu BbI
numeTe OONbINlE — Yy IOJIyYaTeliss BO3HUKAET OLIYINeHHWE YTO €My
HY2KHO MHOI'0 UMTaTh. BONBIINHCTBO yOansieT He IPOYUTaB.
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JIABA 4

Follow-up nocnepoBaTenbHocTu: 80%
cOoe’sioK 3aKpbiBaeTca nocne 3+
touchpoints

OpmHO mHMCBMO — 3TO He KawmmaHusa. Follow-up crparterus
yOBauBaeT U yTpauBaeT KoHBepcuio. [To cratuctuke: 80% mpopmaxk
IIPOUCXOOAT TIIOCle 5-r0 KOHTakTa. bompmuHCTBO outreach
OCTaHaBIMBaeTCa mocie 1-2 mmceM. OTO OTrpOMHAas yHOylIleHHas
BO3MOKHOCTb.

Ctpyktypa follow-up nocnemoBaTenbHOCTH (5-maroBasi): Email 1
(Day 1): ocHoBHOEe xomonHoe nmucbMo ¢ opdepom. Email 2 (Day 3):
serkui bumper. «XoTesn y6eOguThCa YTO MOE IIpembiaylee MHUChbMO
He moTepsinock. Ctout nu mpoboBaTth?» Email 3 (Day 7): mo6aBbTe
1IeHHOCTh. [TofienuTechk pejieBaHTHLIM KEeMCOM, CTaThEM, MHCANTOM.
«DTO HAIIOMHHMJIO MHe O Bac: [content + connection to their
business]». Email 4 (Day 14): u3meHeHue yria. llompo6yiite
Opyro# pain point unu gpyro# persona. Email 5 (Day 21): breakup
email. «4 He x04y HagoenaTh. Eciiu 3TO He aKTyaJlbHO — CKaxKuTe
u g He Oymy Oonblie mucaTb. Eciu BCE Xe eCcTh MHTEpeC — S
3mech». Breakup emails 4acTo moiy4aloT caMblii BEICOKUM reply
rate U3 Bcell 1MOCIenoBaTeIbHOCTH.

Multichannel follow-up: email + LinkedIn view (people notice).
email + LinkedIn connection request ¢ nepcoHaJIU3UPOBAHHEIM
note. email + Twitter/X engagement (j1afik, KOMMEHTapuil ux
mocra). JTO He cmaM — 3TO omnichannel presence koTopas
co3pnaért familiarity.

IMpunanunsr xopommux follow-ups: Kaxpgoe nDuChkMO [o6aBiIsIeT
nmeHHocTb (He mpocto «bumping this up»). Hukorma He 3By4uTe
desperate unu aggressive. [laBaliTe easy opt-out. Mensaiite yron
(mpobnemy, benefit, proof point) B kaxxmom follow-up. CoxpaHnsiite
TOH IIEPCOHANIPHOTO, He KOPIIOPaTUBHOTO.
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Timing follow-ups: He numKTe B IIOHEOENbPHUK yTpoM (inbox
overflow 1ocne BBIXOOHBIX). Jlyumiue [OHU: BTOPHUK-4YeTBEDT.
Jlyumee Bpems: 6:00-8:00 AM wmmu 4:00-6:00 PM local time
nonydarens. BompmuHCTBO email automation tools mo3BomsioT
HacTpouTh timezone-aware sending.
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JIABA 5

VlHCTpYMeHTbI UM aBTOMaTU3auums

MacmrabupoBaHue cold email 6e3 UHCTPYMEHTOB HEBO3MOXKHO.
Ho BriGop wuHcTpyMeHTa Bnuser Ha  deliverability wu
3 HEeKTUBHOCTE.

Apollo.io: nmyummit all-in-one wmHCTpyMeHT. ba3a KOHTakKTOB +
email automation + CRM wunTerpanusi. IlepcoHanu3amnus
nepeMeHHBIX. A/B TecTupoBanue. AHanuTuka. LleHa: $49-$99/mec.
s 6onmpIuHCTBA B2B cTapTamoB — mepBhIi BEIOOD.

Instantly.ai: cmemuanu3supyercsa Ha email warm-up u high-volume
sending. Unlimited email accounts. ABToMaTW4yeckKuiéi warm-up.
Rotation mexpny accounts mns deliverability. Xopomr ecnu HyzKHO
ormpaBiATh 1,000-5,000 nucem/mens. LleHa: $37-$97/mec.

Lemlist: CUIbHasA IepCOHaNu3aInsa BKIIIO4Yas
nmepcoHanu3upoBaHHEle images u videos. LinkedIn integration.
Warm-up uHcTpyMeHT. lleHa: $59-$99/mec.

Smartlead.ai: ananor Instantly ¢ gomomuutensusiMu Al features.
Xopomuti deliverability.

Texumueckue 0Oa30Bbie TpeboBaHUs (6€3 B9TOr0O HUYErO He
paboraet): coOCTBEeHHBIN OOMeH Ojsi outreach (He ucCHONIb3yHTE
OCHOBHOM poMeH Ou3Heca — 3alllUTUTEe ero pemnyrtauuio). SPF,
DKIM, DMARC 3anucu Hactpoenh! (Bamr IT unu Cloudflare + email
provider). Email warm-up: HOBBIM HOMEH/aKKayHT OOJXKEH OBIThH
«rporpeT» — 2-4 HeOenu IIOCTEIIEHHOTO YyBeJlW4YeHus obbeMa
ornipaBku. Custom tracking domain: gns tracking opens/clicks.

O0BEM OTHpaBKKM IO TUIY aKKayHTa: HOBHEIM akkayHT: 20-30
nuceM/OeHb IepBhle 2 Hepgenu. [Iporpetsiit akkayHT (1 mec): 50-70
nucem/meHb. IlomHOCThIO Imporpethii  (2+ Mec): 100-150
nucem/menb. [nsa 6Gombiiero o0bEMa: HECKOJIBKO AaKKAyHTOB C
poTanuen.

Ytro usMepsath: open rate (uens: 40%+). Reply rate (uensb:
5-15%). Positive reply rate (menn: 2-8%). Meeting booked rate
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(zenb: 1-3% oT oTnpaBneHHBIX). Bounce rate (kputuyHo: < 2%).
Spam complaint rate (kputuaso: < 0.1%).
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Y10 panbLue

Cmacu6o, 4yTo mpouuTanu «XomomHble muckMa B2B: 40%+ open
rate 6e3 crmama».

O6HoBneHus 3ToM KHurH, ¢atinei EPUB u PDF u Bce rammw

cepuu — Ha CTpaHuIle KHuru: guides.mmix.biz/cold-email
Ecnu HyXHa moMoLIb cHenuanuctoB o teMe «Kypc «MU gisa
email-ayrpuua»»: Al Academy — academl.com.

Makcum CrenaHeHko, Innova Publishing.
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