
Warm Email Outreach 
Best Practices

Show proof:
Utilize social proof 
like testimonials and 
case studies.

Customize your 
content: 
Show similar success 
stories, give them 
savings examples 
with their data, etc.

Highlight proof points:
Emphasize (bold, 
underline, etc.) numbers 
and savings figures 
within the body of 
your email.

Understand timing:
You’ve finally got 
their attention. Make 
the most of it with 
timely follow up.

Enhance 
personalization:
Make it clear this 
isn’t a cold blast and 
that you’ve done 
your homework.

Warm outreach is about nurturing trust and guiding the relationship forward. Each touchpoint 
should feel personal, relevant and easy for the prospect to respond to. So: 
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  Gut Check: 
Focus on building credibility through 
tailored value. The conversation 
should feel like a continuation of 
an existing dialogue with deeper 
personalization.

Key Principles:

1.	 First Line = Hook
•	 Prospects decide in 2 seconds whether to read.
•	 Open with a reference that reinforces trust and relevance of  

EXAMPLE:
	( “Thanks for joining our webinar last week...”
	(  “When we spoke last at [X event], you mentioned [X challenge]...”

2.	 Keep it Natural & Personal
•	 Skip generic intros but don’t reset into a heavy sales pitch.
•	 Remember to reference previous conversations and your value.
•	 Trim every extra word, making each line easily skimmable.

3.	 In an Email Series, Follow the Give, Give, 
Ask Strategy (Value Stacking)

•	 Email #1: Reinforce existing relationship by referencing a previous 
conversation and sharing an additional data point or resource.

•	 Email #2: Give a personalized resource, case study or example that 
connects directly to their role or challenge.

•	 Email #3: Ask for a next step that makes most sense.

Your ask should feel small and always give a  
clear next step. Ambiguity kills response rates!

•	 Bad: “Book a one-hour demo” (even warm, this may be too heavy)
•	 Better: “Since you mentioned [X], would a 15-minute chat help 

explore how other TPAs are approaching this [X challenge]?”
•	 Even Lighter: “Want me to send a quick summary of how a peer 

company tackled this [X challenge]?”
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