
Writing an Email to Get Customers on the Phone 

The Guide

The Principles of a Great Cold Email

Coming up with campaign ideas is really hard.  When in doubt, just keep it 

simple & direct and make it about them, not you!



Personalized, such that you couldn’t possibly send this email to anyone else 

(without it being totally weird).

Contains a simple & clear ask, that’s visible as soon as the email is opened.

You want to answer yes to this question: “would I genuinely enjoy 

opening and reading this if it was sent to me?”

Uses natural, fun language (like you were talking to a friend).

Is relatively short and to the point.

Makes an impact in the subject line so that it gets opened.

Sent at the right time.

Just about any time that isn’t the weekend is good, but you usually 

want to send it sometime in the AM (recipients timezone) on Tuesday 

through Thursday. 

Your email will probably be read on a mobile phone, so consider that 

before you type out a huge paragraph of text.

This will help you build out an email sequence that will get you 

some time with your customers (current or otherwise).  We’ll start 

with principles, then I’ll share some good examples.
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Writing a Killer Subject Line

If your subject line sucks, your email doesn’t stand a chance of being read 

(which means you might as well have not sent the email.  You have to make 

an IMPACT! 

Here’s some good examples, with best practices sprinkled in:
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New message

Hey Alan, I made you a video…

your_customer@theirdomain.comTo

Using a recipient’s name  
is an easy way to get their  
attention.

The word “you” has a strong 
Emotional impact on 
readers.

New message

Hey James, got a minute?

your_customer@theirdomain.comTo

Questions naturally inject 
a bit of tension, as they  
presume a response.

New message

Sarah, I’m terrified of toads.  Any advice?

your_customer@theirdomain.comTo

Totally random, off-the- 
wall subject lines will 
trigger you recipient’s  
novelty circuits.  Just make 
sure that your email body 
explains things.
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New message

Marc McWalnut 
Marketing Manager // ACME, Inc. 

E  marc@acme.com 

P +1(678) 680-2106

Hi Alan, 

In a (probably) vain attempt to see how we can do better over at 

ACME,  I made you a video to sneakily influence you to chat 

with me: 

 

 

 

 

How’d I do? 😉  

Here’s the calendar link → https://calendly.com/marc/15mins 

P.S. If you’re not up to it, that’s fine too!  We’ll be okay, so feel 

free to ignore this. 

Yours, 

Hey Alan, I made you a video…

your_customer@theirdomain.comTo

Example 1: The Personalized Video

This bad boy has the highest likelihood of working, but it doesn’t really 

scale well.  Use it when you really need some customer feedback.
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Self-deprecating 
humor is a great 
way to disarm 
people and make 
them more receptive 
to your ask! If you’re going to use 

video, make sure you 
embed a clickable 
linked GIF in the body 
(bonus points if you 
have a card with their 
name on it!)

Giving people an 
easy way out of 
replying to you 
removes the 
pressure they feel 
and ironically 
makes it more likely 
that they will 
respond!
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New message

Marc McWalnut 
Marketing Manager // ACME, Inc. 

E  marc@acme.com 

P +1(678) 680-2106

Hi Andrew, 

You don’t know me (yet!), but I noticed you cancelled your 

subscription with ACME, Inc. 

Writing to see if you’d be willing to chat for a few mins so we 

can learn what we can do better? 

Here’s my calendar → https://calendly.com/marc/15mins 

P.S. If you’re not up to it, that’s fine too!  We’ll be okay, so feel 

free to ignore this. 

Yours, 

We need your help, Andrew!

your_customer@theirdomain.comTo

Example 2: Direct & Straight-Forward

This one is the safest option.  It’s just straight and to the point, while using 

natural language and a touch of personalization so it’s easy to scale.
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Often, addressing 
the dynamic that 
you don’t know this 
person helps the 
recipient feel more 
at ease

When asking for 
feedback, always 
frame things as if 
you did something 
wrong.  Don’t go on 
the offensive!
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New message

Marc McWalnut 
Marketing Manager // ACME, Inc. 

E  marc@acme.com 

P +1(678) 680-2106

Hi James, 

So…it finally happened.  We let you down for the last time and 

you cancelled your plan. 

 

 

 

 

We knew it was coming…but we weren’t prepared. 

Now that our mourning has ended, I’m hoping that you’re down 

to chat for ~15 minutes so I can learn what we can do better 

over at Acme, Inc? 

Here’s my calendar → https://calendly.com/marc/15mins 

Yours, 

I know…we ruined everything James 😔

your_customer@theirdomain.comTo

Example 3: WTF!?

This one is a bit out there, but it’s much easier to scale.  You can get away with 

a bit less personalization, because it’s already so interesting and unique.
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Breaking up long 
paragraphs with 
short, powerful 
sentences makes 
your emails easier to 
read and pulls 
readers down 
through the email.

Animated GIFs are a 
cheap way to add 
some relatability to 
your emails without 
having to invest a ton 
of time personalizing 
each one.
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New message

Marc McWalnut 
Marketing Manager // ACME, Inc. 

E  marc@acme.com 

P +1(678) 680-2106

Hi Laura, 

We try SO HARD to make Acme, Inc better for people like you 

every day. 

So, we’d like to offer you a FREE month of service if you’d be 

willing to share some thoughts about the app? 

Totally optional!  But, if you’re in… 

…here’s my calendar → https://calendly.com/marc/15mins 

Yours, 

Penny for your thoughts Laura?

your_customer@theirdomain.comTo

Example 4: For Existing Customers

The past 3 examples are useful when someone churns out of your SaaS 

product.  But, if they’re already subscribed (or being on-boarded), this one 

works a bit better.
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Insights you get 
from these types of 
conversations are 
worth waaay more 
than a free month of 
service.  

Always try to make 
the content about 
them (even when 
you’re talking about 
what you do).
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