
Strategy and Preparation

Define your Ideal Customer Profile (ICP) by identifying specific company 

size, industry, and firmographic data points.

Identify and document at least three specific trigger events (e.g., recent 

funding, new relevant hires) that indicate an immediate need for your 

SaaS solution.

Segment your prospect list into Tier 1 (Strategic) and Tier 2 

(Segmented) groups based on potential value and required 

personalization effort.

Acquire high-quality, verified prospect data to ensure the bounce rate 

remains below 2%.

Set up a dedicated sub-domain (e.g., outreach.yourdomain.com) to 

isolate reputation risk from your primary domain.

Configure all necessary technical authentication protocols, including 

SPF, DKIM, and DMARC, for the sending sub-domain.

Execute a domain warm-up period of 2-4 weeks, gradually increasing the 

daily sending volume before launching the primary campaign.
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Execution and Content

Craft subject lines that are concise, curiosity-driven, or hyper-personalized 

(under 50 characters is optimal).

Develop a unique opening hook (1-2 sentences) for the email that 

references a specific, researched fact about the prospect or their 

company.

Ensure the email body adheres to the 150–200 word limit to maximize 

readability and mobile compatibility.
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Follow-Up and Optimization

Design a complete 3-to-4-step follow-up sequence to be executed over a 

14-day period.

Ensure each follow-up email offers new value or a different perspective 

instead of simply repeating the initial pitch.

Include a non-aggressive "break-up" email as the final touchpoint to 

respectfully close the loop.

Systematically A/B test at least two variables (e.g., subject line and CTA) 

in your campaigns to gather performance data.

Monitor core performance metrics—Open Rate (target 25%+), Reply Rate 

(target 5%+), and Unsubscribe Rate—daily.

Analyze the data weekly to identify underperforming elements and make 

factual adjustments to your messaging or targeting.

State the value proposition neutrally, directly linking the prospect's 

problem to your SaaS solution in one sentence.

Formulate a low-friction Call-to-Action (CTA), avoiding direct requests for 

a full demo and suggesting alternatives like a 5-minute conversation or a 

resource link.

Schedule initial emails to send during peak engagement times.


