
Sales Outreach Email Template
Use these scripts to open a conversation with a B2B prospect and earn one thing: a short meeting. Each variant is a different way in, a cold intro, a pain-point hook, a warm referral, social proof, a competitor switch, or a final breakup email. Personalize the opener with real research on the account, lead with the prospect's outcome, and make a single, specific ask so replying is easy.
Cold Intro
When to use: Open a first-touch cold email to a prospect who has never heard of you.
Subject: A quick idea for [Prospect Company]
Hi [First Name],
I'll keep this short. I saw that [Prospect Company] recently [specific trigger: launched X, hired for Y, expanded to Z], which usually means [relevant challenge that follows] lands on your plate.
We help [type of company like yours] with exactly that, mainly by [the outcome you deliver, stated plainly and without hype]. I'm not sure it's a fit for you yet, which is why I'm asking rather than pitching.
Would a 15-minute call next week be worth it to find out? If it's not relevant, just tell me and I'll leave you be.
Best,
[Your Name]
[Title, Company]
[Email / Phone]
 
Pain-Point
When to use: Lead with a specific, likely problem the prospect's role or company is facing.
Subject:[Pain Point] at [Prospect Company]?
Hi [First Name],
Most [their role, e.g. heads of ops] I talk to say [Pain Point, e.g. reporting eats a full day every week] is the thing they'd most like to fix but never get to.
If that's true for you at [Prospect Company], it's the exact problem we work on. We help teams [the concrete change, e.g. cut that to an hour] by [how, in one honest line]. If it's already solved on your end, ignore me, no hard feelings.
If it's still a headache, would a short call this week be useful? I'll come with one or two ideas whether or not we ever work together.
Best,
[Your Name]
[Title, Company]
[Email / Phone]
 
Referral / Mutual Connection
When to use: Reference a shared contact or introduction to open with borrowed trust.
Subject:[Mutual Contact] suggested I reach out
Hi [First Name],
[Mutual Contact] mentioned you're the right person to talk to about [relevant area] at [Prospect Company], and thought an introduction might be worth your time.
The short context: we helped [Mutual Contact's company or a peer] with [the outcome], and [Mutual Contact] felt you might be wrestling with something similar. I'd rather learn whether that's true than assume it.
Open to a brief call next week? If the timing or the fit is off, just say so and I won't keep chasing.
Best,
[Your Name]
[Title, Company]
[Email / Phone]
 
Case Study / Social Proof
When to use: Open with a relevant result from a comparable company to earn credibility.
Subject: How [Similar Company] handled [Problem]
Hi [First Name],
We recently worked with [Similar Company], a [shared trait: same industry, size, or model] to [Prospect Company], on [Problem]. The change they cared about most was [Outcome, described honestly, no inflated numbers].
I'm reaching out because the setup at [Prospect Company] looks similar enough that the same approach might apply. I'm happy to walk you through what worked and what didn't, so you can judge for yourself.
Would 15 minutes next week be worth it? If this isn't a priority right now, no pressure at all.
Best,
[Your Name]
[Title, Company]
[Email / Phone]
 
Competitor Switch
When to use: Reach a prospect likely using a rival tool and offer a reason to reconsider, without trash-talk.
Subject: A second option to [Competitor Tool]
Hi [First Name],
It looks like [Prospect Company] uses [Competitor Tool] for [job it does], which is a solid choice, I won't pretend otherwise.
The reason teams look at us instead is usually [one honest, specific difference: pricing model, a feature they lack, support]. I'm not here to bash a tool that works; I just want you to know there's an alternative if [the specific frustration] ever becomes a problem.
If it's worth a look, I'm glad to show you the difference in 15 minutes, no switch required. And if you're happy where you are, that's a perfectly good answer too.
Best,
[Your Name]
[Title, Company]
[Email / Phone]
 
Breakup / Last Follow-Up
When to use: Send a final, low-pressure email to close the loop after earlier messages got no reply.
Subject: Should I close the file?
Hi [First Name],
I've reached out a couple of times about [the topic / outcome] and haven't heard back, which almost always means one of three things: it's not a priority, it's not the right time, or I've simply got the wrong person.
All of those are fine. If you reply with a 1, 2, or 3, I'll know how to help, and I promise to stop landing in your inbox otherwise.
Either way, thanks for reading this far, and I hope [the challenge] gets easier at [Prospect Company] however you tackle it.
Best,
[Your Name]
[Title, Company]
[Email / Phone]
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