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1 	 The Subject Line Matters

	 A subject line needs to sincere AND catchy or your email will end up in the trash. A concrete and concise  

subject line will single you out from the crowd and get you noticed. Keep the subject line under 50 characters. 

No need to tell the entire story there—use even a single word if possible.

2. 	 Make it Personal, Make it About THEM

	 Focus on the customer instead of writing about yourself (we’ve been over this, it’s not about you).  Show  

intent to help solve the recipient’s problems and needs, not your own. Your prospecting email should get 

right to the point and focus on THEM, not your offer.

3. 	 Keep it Short and Be Specific

	 You can’t say everything you want in one email, so don’t even try. Keep your emails short. Try to say every-

thing you have to say in 4 to 5 sentences, max. Anything beyond that and you’re going to start seeing your 

response rates decline. DO NOT attach any documents.

4. 	 Write Like You Talk

	 Try to read it out loud before you send it, just to see how it sounds. You might even want to act like you are 

face-to-face with them. If it sounds strange, make some tweaks.

5.	 Personalize What You Can

	 Referencing another agency name or referral is always good—referencing their industry (sheriffs, probation 

vs jailers) can be enough if you’re providing something of value. When sending an individual email (as  

opposed to an email list), it’s a good idea to include more personalization in your email.

6. 	 Close with a Question

	 Include a clear call to action. Let people know exactly what you expect from them. Close your cold email with 

a question that leads to the next logical step in the sales process.

7. 	 Put All Contact Info in Your Signature

	 Your email signature needs to include your business address. This is a non-negotiable. Always include a 

phone number, if for no other reason than to help build trust and credibility.

8. 	 Include a P.S.

	 For the P.S. you can ask if you should speak to someone else: P.S. If you aren’t the right person to contact 

about this, please let me know!  Many people will read the P.S. before the read your closing question so it 

might be a good idea to reference the call to action that’s similar to the primary one in your email.
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COLD EMAIL (EXAMPLES)

THE COMMON GROUND EMAIL
Research the prospect online. Look for mutual interests,  
hobbies, or acquaintances. You could discover common 
ground and a reason to reach out.

SUBJECT
Bill, Sgt. Johnson suggested that I reach out to you.

MESSAGE
Good Morning Bill,

I was speaking with Sgt. Johnson last week about work- 
release programs and he suggested I reach out to you to get 
your perspective on the issue. I believe that there’s no doubt 
that your position gives you a unique perspective. 

It would be really valuable to get your perspective on not 
only the challenges faced by you and your staff, but to hear 
firsthand how you believe those challenges can be over-
come.

Do you have 30 minutes to share your perspective?

Best,

P.S.	 Sgt. Johnson mentioned your experience working with 	
juveniles and I would love to hear about that as well.

THE PROBLEM SOLVER EMAIL
Prospects are looking for guidance and advice on how to tackle 
a problem. Tailor your email that way to get their attention.

SUBJECT
John, want remove the GAPS in your cellular coverage?

MESSAGE
Hi John,

Many of our customers have experienced the same challenges 
to managing offender populations that you detailed in your 
recent LinkedIn post.

Our experience has taught us that this challenge can be 
overcome when agencies tackle these core issues:
• 	 Allow supervising officers to concentrate on those  

offenders that require the most supervision, and;
• 	 Automate the management of low-risk offenders 

John, agencies from across the country turn to us to help 
solve the challenges of managing offender populations. Is 
this something that would benefit you and your team?

Best,

THE GIVER EMAIL
Few people will turn down a free offer. Focus on a giveaway, 
whether it’s an eBook, a free trial, or a free evaluation. The 
more exclusive or insightful the offer, the more valuable it will 
be perceived by the client.

SUBJECT
Want More from your Electronic Monitoring Program, Steve?

MESSAGE
Good Morning Steve,

We work with agencies just like yours from across the  
country to help maximize the results of their electronic  
monitoring program. 

It would be our pleasure to provide you with complimentary  
comprehensive review of your electronic monitoring program 
and help you identify areas that can be optimized with little 
or no impact to your agency resources.

Is this something you would be interested in?

Best,

P.S.	 There’s no obligation here—I encourage you to take 
advantage of this offer!

THE NO NONSENSE EMAIL
Sometimes you need a straightforward message to drive a sale.

SUBJECT
Hi Jim, What are Your Thoughts on Our BLUtag Solution?

MESSAGE
Jim,

Now that you’ve had our BLUtag devices for a three-month 
trial, I want to confirm with you that you and your staff are 
experiencing the impacts we discussed, namely:

1. 	 More accurate GPS tracking and no loss of GPS data due 
to cellular network gaps;

2. 	 A significant reduction in the number of false tamper 
alerts that had been plaguing your staff, and;

3. 	 Seamless integration between BLUtag and our  
VeriTracks EM platform.

What are next the steps to get a contract in place so your 
entire team can take advantage of BLUtag?

Best,
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