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CHAPTER 1

Why Cold Email Still Works
“Cold email is dead” is a claim made every year since 2010. And

every year outbound email remains one of the most effective
channels for winning B2B customers. Why? Because bad emails
really have died. Good ones work better than ever.

Numbers worth knowing: the average open rate for cold email is
15–25% (with generic personalization). Good campaigns reach a
40–60% open rate. Reply rate is 5–15% for well-targeted
campaigns. Meeting booking rate is 1–3% of emails sent (with
good lead qualification). Acquiring a qualified lead through cold
email costs 5–10x less than through paid ads.

The legal framework: GDPR (EU), CAN-SPAM (USA), and CASL
(Canada) all permit cold email when conditions are met. B2B cold
email is legal if you have a legitimate interest (you are offering
something relevant to their business), there is an opt-out
mechanism, and you do not deceive in the subject line. The key
principle: you are not a spammer if you write something relevant.

What changed in 2024–2025: AI personalization became
standard, so now you need real personalization (a specific fact
about the company or person). The generic “Hi [Name], I noticed
you're a [Title]” no longer works. Gmail and Outlook tightened
their filtering, and technical aspects (SPF, DKIM, DMARC) became
critically important. Volume vs. relevance: 100 highly targeted
emails beat 10,000 generic ones.

When cold email works best: your ICP (Ideal Customer Profile) is
precisely defined. You can find the contact details of
decision-makers. You have an offer with a clear value proposition.
The product or service solves a real, painful problem. The average
deal size is high enough ($1,000+/year) to justify the cost of
outreach.
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CHAPTER 2

ICP and Finding Contacts: Who to Write
To

The most expensive mistake in cold email is writing to the wrong
people. A high open rate with a low reply rate means the wrong
ICP or the wrong offer.

ICP (Ideal Customer Profile): describe the ideal customer by
industry (not “tech,” but “B2B SaaS companies selling HR
software”). Company size (by employees: 50–200; by revenue:
$5M–$50M). Geography (USA, Canada, UK, the English-speaking
markets). Technology stack (they use Salesforce, HubSpot).
Behavioral signals (recently hired a Sales VP, opened a new office,
raised a round). Role (who we write to): Decision Maker (CEO, VP
Sales, CMO) vs. Influencer (Manager, Director). For B2B deals
under $10K ACV, write to the Influencer. For enterprise, write to
multiple stakeholders.

Contact sources: Apollo.io is the best comprehensive tool. A
database of 275M+ contacts. Filters by industry, title, company
size, technology, and funding. Integration with Salesforce and
HubSpot. Export of email plus LinkedIn. LinkedIn Sales Navigator
is expensive ($80–$100/month) but offers deep filtering. Good for
enterprise outreach. Manual prospecting. ZoomInfo is enterprise
level, expensive, with accurate data. Hunter.io and Snov.io are for
finding email by domain. Cognism is EU-compliant and good for
GDPR markets.

Email verification: before sending, verify emails so you do not
get bounces. A high bounce rate (>3%) kills domain reputation.
Tools: NeverBounce, ZeroBounce, Hunter Verify. Target: bounce
rate < 2%.

Targeting signals: trigger-based outreach works significantly
better than cold. Signals: the company raised a funding round
(Crunchbase, LinkedIn). The company hired a new VP Sales, CMO,
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or CTO. The company opened a new position (job postings are an
expansion signal). The company was mentioned in the news. Signal
plus personalization means a significantly higher reply rate.
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CHAPTER 3

Anatomy of an Email With a 40%+ Open
Rate

The structure of a successful cold email: the subject line (the
only thing seen before opening). The first line (preview text). The
body. The CTA (call to action). The signature. Every element is
critical.

The subject line matters most: 6–10 words maximum. Not
clickbait, not deception. It arouses curiosity or touches a pain
point. It is personalized. Examples of subject lines that work:
“[Name], a question about [specific problem]” (personalization).
“How [Competitor] does [result]” (relevance). “An idea for
[Company Name]” (curiosity). “Re: [a topic they posted about]”
(trigger-based). Examples that do NOT work: “Boost your sales by
300%!” (spam filter plus distrust). “Our product will change your
business” (ego-centric). “Quick question” (overused, gets filtered).

The first line: the recipient opens the email and sees the first 1–2
sentences. This should be about THEM, not you. Bad: “My name is
Maksym, I'm the CEO of company X.” Good: “I saw your post about
[topic], which is right up our alley.” Good: “[Company] just closed
a round, congratulations. This is usually the time when [relevant
pain].” Good: “I noticed you use [tool]. We work with several
[industry] companies solving [a specific problem] that [tool]
doesn't cover.”

The body (3–5 sentences maximum): one paragraph about the
problem and value. One proof point (customer name, metric, case
study). The CTA. No feature lists. No pricing. No attachments in
the first email.

The CTA is one specific thing. Bad: “Let me know if you're
interested,” which is too vague. Good: “Do you have 15 minutes
this week for a short call?” Good: “Can I send a short video (2 min)
of how it works?” Good: “Want to see how it worked for [similar
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company]?” One question. Specific. Easy to answer.

Email length: 50–125 words is optimal. This is confirmed by
many A/B tests (Boomerang, Yesware, Close.io). If you write more,
the recipient feels they have a lot to read. Most people delete
without reading.
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CHAPTER 4

Follow-Up Sequences: 80% of Deals Close
After 3+ Touchpoints

One email is not a campaign. A follow-up strategy can double or
triple conversion. Statistically, 80% of sales happen after the 5th
contact. Most outreach stops after 1–2 emails. This is a huge
missed opportunity.

The structure of a follow-up sequence (5 steps): Email 1 (Day 1):
the main cold email with the offer. Email 2 (Day 3): a light bumper.
“I wanted to make sure my previous email didn't get lost. Is it
worth trying?” Email 3 (Day 7): add value. Share a relevant case,
article, or insight. “This reminded me of you: [content +
connection to their business].” Email 4 (Day 14): change the angle.
Try a different pain point or a different persona. Email 5 (Day 21):
the breakup email. “I don't want to be a nuisance. If this isn't
relevant, tell me and I won't write again. If there is still interest,
I'm here.” Breakup emails often get the highest reply rate in the
whole sequence.

Multichannel follow-up: email plus a LinkedIn view (people
notice). Email plus a LinkedIn connection request with a
personalized note. Email plus Twitter/X engagement (like or
comment on their post). This is not spam. It is an omnichannel
presence that creates familiarity.

Principles of good follow-ups: each email adds value (not just
“bumping this up”). Never sound desperate or aggressive. Give an
easy opt-out. Change the angle (problem, benefit, proof point) in
each follow-up. Keep the tone personal, not corporate.

Timing follow-ups: do not send on Monday morning (inbox
overflow after the weekend). The best days are Tuesday to
Thursday. The best time is 6:00–8:00 AM or 4:00–6:00 PM in the
recipient's local time. Most email automation tools let you set up
timezone-aware sending.
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CHAPTER 5

Tools and Automation
Scaling cold email without tools is impossible. But the choice of

tool affects deliverability and effectiveness.

Apollo.io is the best all-in-one tool. A contact database plus email
automation plus CRM integration. Personalization variables. A/B
testing. Analytics. Price: $49–$99/month. For most B2B startups it
is the first choice.

Instantly.ai specializes in email warm-up and high-volume
sending. Unlimited email accounts. Automatic warm-up. Rotation
between accounts for deliverability. Good if you need to send
1,000–5,000 emails/day. Price: $37–$97/month.

Lemlist: strong personalization, including personalized images
and videos. LinkedIn integration. A warm-up tool. Price:
$59–$99/month.

Smartlead.ai is similar to Instantly with additional AI features.
Good deliverability.

Technical basics (nothing works without these): your own
domain for outreach (do not use the business's main domain, so
you protect its reputation). SPF, DKIM, and DMARC records set up
(your IT person, or Cloudflare plus your email provider). Email
warm-up: a new domain or account must be “warmed up” with 2–4
weeks of gradually increasing send volume. A custom tracking
domain for tracking opens and clicks.

Sending volume by account type: a new account sends 20–30
emails/day for the first 2 weeks. A warmed-up account (1 month)
sends 50–70 emails/day. A fully warmed-up account (2+ months)
sends 100–150 emails/day. For more volume, use several accounts
with rotation.

What to measure: open rate (target: 40%+). Reply rate (target:
5–15%). Positive reply rate (target: 2–8%). Meeting booked rate
(target: 1–3% of emails sent). Bounce rate (critical: < 2%). Spam
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complaint rate (critical: < 0.1%).
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What next
Thank you for reading “B2B Cold Email: 40%+ Open Rates

Without Spam”.

Updates to this book, EPUB and PDF files and every guide in the
series are on the book page: guides.mmix.biz/en/cold-email
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