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This strategy outlines a systematic approach to cold email outreach, maximizing engagement and conversion while
maintaining email deliverability and reputation. Each step is crucial for creating an effective, scalable, compliant email
campaign.

CAMPAIGN OVERVIEW (EXAMPLE FIGURES)

Target: 20,000 Email sequence: 4 emails Total monthly

unique emails per per lead (1 initial + 3

month follow-ups) emails: 80,000

1. DOMAIN AND EMAIL WARM-UP

Before launching a full-scale email campaign, it's crucial to establish a positive sender reputation. This process, known as
"warming up,” involves gradually increasing email volume and engaging in positive email practices to build trust with email
providers.

SETUP (EXAMPLE CONFIGURATION)

- Configure 32 domains (to handle peak volume)
- 3 users (mailboxes) per domain
- 90 cold emails per day per domain (30 per user)

WARM-UP PROCESS

- Set up proper DNS records (SPF, DKIM, DMARC) for all sending domains
- Gradually increase email sending volume over time. For example:
- Week 1: 10,000 emails (1,429 per day)
- Week 2: 15,000 emails (2,143 per day)
- Weeks 3-4: 20,000 emails (2,857 per day)
- Engage in positive email activities with trusted contacts
- Monitor and improve sender reputation



WARM-UP RECIPIENTS

During the warm-up process, focus on sending emails to:

1. Trusted contacts: Colleagues, friends or family members who agree to receive and interact with your emails.

2. Company employees: If using a business email, send it to other email addresses within your organization.

3. Seed list: A list of email addresses you own across various email providers (Gmail, Outlook, Yahoo, etc.) to monitor deliverability.
4. Opt-in subscribers: If you have one, use a list of subscribers who have explicitly agreed to receive your emails.

5. Engagement-focused content: Send newsletters, updates or other non-sales content to existing customers or partners.

The goal is to send to recipients who are likely to open, read and positively interact with your emails. This interaction helps
establish a good sender reputation before starting your cold email campaign.

2. RESEARCH & LIST BUILDING

The success of your cold email campaign heavily depends on the quality of
your email list. This step focuses on identifying your ideal prospects and
building a well-researched, verified list of contacts. e

PROCESS

- |dentify your target audience and ideal customer profile
- Build a high-quality, segmented email list (example size: 20,000 leads)
- Verify all email addresses for deliverability




3. PERSONALIZATION & CONTENT

Personalized, valuable content is key to engaging
recipients and encouraging responses. This step involves
crafting compelling email copy and offers that resonate
with your target audience.

PROCESS

- Develop personalized email templates for each segment
- Craft compelling subject lines and email copy

- Create valuable content offers or resources to include
-Offer something of value in the first email, and ask for a
response to the email to get that value sent back to them
to increase reply rate

4. CAMPAIGN SETUP & AUTOMATION

Efficiently managing a large-scale email campaign requires
careful planning and automation. This step outlines how to
structure your email sequence and set up your campaign
for optimal delivery and tracking.

EMAIL SEQUENCE (EXAMPLE TIMELINE)

- Initial email

- First follow-up four days after initial email

- Second follow-up six days after first follow-up

- Third follow-up seven days after second follow-up

WEEKLY SENDING SCHEDULE (EXAMPLE)

Week 1

- Monday: 5,000 initial emails
- Friday: 5,000 first follow-ups

Week 2
- Monday: 5,000 initial emails
- Wednesday: 5,000 second follow-ups to week 1 leads
- Friday: 5,000 first follow-ups

Week 3
- Monday: 5,000 initial emails
- Wednesday: 5,000 second follow-ups to week 2 leads
- Friday: 5,000 first follow-ups + 5,000 third follow-ups to week 1 leads

Week 4
- Monday: 5,000 initial emails

- Wednesday: 5,000 second follow-ups to week 3 leads
- Friday: 5,000 first follow-ups + 5,000 third follow-ups to week 2 leads

Note: In this example, the remaining 15,000 emails (third
follow-ups for weeks 3 and 4) would be sent at the beginning of
next month.



SETUP
- Choose and configure an email outreach tool
- Implement the email sequence and follow-up
strategy

- Set up tracking for opens, clicks, reply rate, positive

reply rate and calls booked

5. TESTING & OPTIMIZATION

Continuous improvement is crucial for maximizing
the effectiveness of your email campaign. This
final step involves analyzing performance data,
conducting tests and refining your approach
based on real-world results.

PROCESS

- Conduct A/B tests on subject lines, email copy
and CTAs

- Analyze performance metrics (open rates,
click-through rates, response rates)

- Refine emails based on test results and feedback
- Implement a structured follow-up process for
interested prospects

- Personalize responses and provide additional
value

- Transition promising leads to your sales team or
the next steps in the funnel

KEY PERFORMANCE INDICATORS (KPIS)
AND BENCHMARKS

When evaluating your campaign performance, consider the following
KPls and benchmarks:
1. Total Emails Sent:
- Example target: 10,000 emails monthly minimum
- This could involve emailing 2,000 people five times each
2. Total Replies:
- Benchmark: At least 1% of recipients should reply
- ldeal KPI: 2% of total emails resulting in replies
- If below 1%, consider:
- Validating your leads
- Changing domains due to potential deliverability issues
3. Positive Replies:
- Target: 5-10% of total replies should be positive (indicating interest)
- This KPl measures the effectiveness of your:
- Offer
- Targeting
- Email script
- If below 5% target, consider refining your:
- Target audience
- Messaging
4. Meetings Booked:
- Target: 20% of positive replies should result in a booked meeting
5. Email-to-Meeting Ratio:
- |deal: 1 booked meeting per 1,000 emails sent
- Acceptable range: 1 meeting per 1,500 to 2,000 emails
- |f it takes more than 5,000 emails to book 1 meeting, investigate
deeper issues in your campaign strategy



OPTIMIZATION STRATEGY

1. Regularly review these KPIs to identify areas for improvement.

2. Test variations in your email content, subject lines and sending times.

3. Refine your target audience based on who is responding positively.

4. Continuously improve your lead validation process to ensure high-quality contacts.
5. Adjust your follow-up strategy based on when the most positive responses occur.

6. Analyze the characteristics of leads that convert to meetings and refine your targeting
accordingly.

Remember: While these benchmarks provide useful guidelines, your specific results may
vary based on your industry, target audience and offer. Continuously test and adjust your
approach to find what works best for your unique situation.




YOU DESERVE A MARKETING PARTNER THAT SPOTLIGHTS YOUR BRAND AND IS:

HONEST | DILIGENT | STEADFAST IN BUDGET MAXIMIZATION | ROIFOCUSED
EXPERIENCED | CREATIVE | COMMUNICATIVE | COLLABORATIVE

ELLINGTON
DIGITAL

IF THAT SOUNDS GOOD TO YOU, THEN CALL US RIGHT
NOW AT (916) 580-5250.




