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Part One 
Part One: Cold E-Mail

Isn’t this SPAM, Jill?

It’s not? 

I need help, Jill!

This is how The Founding Moms does it!

http://foundingmoms.com/forum
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Welcome! We’re here today with Ryan Evans from Tend.io – say hi! He is going to teach us 
all the fastest way to getting customers and clients. It’s an incredible strategy you may not 
have thought about. A lot of us blog and do a lot of content marketing, we write and talk and 
do social media a lot. Ryan has this trick – it’s a secret! Ryan has a secret about cold e-mail—
We thought this was SPAM but it’s not. You’re going to tell everyone how they can attack 
this thing and make their businesses explode. 

FM: I don’t believe you! 

RE: Let’s give it a try – I can make you a believer. 

People think of SPAM as being nasty e-mails from Nigeria – they’re boring and brutal. The 
difference is you are sending people an offer or an invitation to do something. The important 
distinction is that you are only sending this to people who really care about your product. 
You’ll get a lot of customers very quickly and very cheaply. You’re not going to spend a lot of 
money on advertising or a lot of time writing 100 blog posts or doing social media building 
your brand. This is a quicker route to getting immediate feedback.

FM: This sounds too good to be true. I want to dive in! If you know this, why aren’t more 
people doing this?

RE: Some people think it doesn’t work. Sometimes people don’t know where to start or what 
to do but we’re going to get into all of that. 

FM: Can you tell us your first tip? What should we do?

RE:  (1) I would Bruce Lee it and ask you a question. Who are your customers? What kind 
of people are they? A lot of people don’t think about this in much depth. Who is it that is 
going to buy your product or service? What kind of job and job title do they have? Where are 
they located?

FM: Age range, gender, what they like to eat from dinner? Do you need to know as much as 
possible?

RE: Specifically you need to know their title and what kind of company they work for. 

FM: How do you find this info out?
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Cold e-mail (cont.)
RE: You find it out because you’re thinking about it. You have a thesis of what kind of 
company they work for, their position, is the company big or small. 

(2) The next step is to figure out where these people are congregating online. 

LinkedIn is the most obvious. Then Twitter (Followerwonk) to search through titles and 
locations and find people that meet that criteria. You’re getting their name and website, so 
you’re just starting with whatever pieces you can. 

You might only need the website if you’re starting with founders. Online directiories like 
Hoover or Yelp, yellow pages online. For example, if your market was owners of yoga studios. 

FM: How long of a list am I looking to create? Does this depend on the type of company 
you have? 

RE: Generally, as much as you can but to start you need a few hundred to get it up and 
going. Eventually you’ll want thousands. 

I have a list of websites but I don’t have their names. The simplest one is to Google it! So, you 
have a list of yoga studios and you type in the name and type founder or owner and generally 
you’ll get back the name. 

After ten times, you’re insane, so use a service like Mechanical Turk or Upwork and you can 
upload a list and you can have someone else do the heavy lifting. You can generally get it 
done for .05 or .10 cents per name.

FM: What if you start collecting e-mails and they are marketing@yoga instead of an actual 
name? 

RE: Once you have a name and domain you can upload a list to any domain finder and they 
find the e-mail address for you. You can get the e-mail back or you can get it the manual way. 
Or you can do both. 

Another trick is to use a webscraping tool and instead of copy and paste (Outwit). You can 
go to a page and it will populate what you’re looking for. You can start with the old fashioned 
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Cold e-mail (cont.)
way and as you get more efficient it will get easier.

FM: Do you have other tips for the creation of this cold e-mail starter kit. 

RE: Get the data. Get the domains. Get the names.

Once you have these you can get the e-mail addresses. How you approach it will take a little 
time. Are these e-mails right for my business? Is this company going to be a customer of 
mine? You don’t have to examine each one, you spot check. 

FM: Do you go into LinkedIn and connect with them all? 

RE: I don’t do them because of the amount of time it takes.

http://foundingmoms.com/forum
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Part two 
I’ve Got my list! 

Jill, I’ve got my list!

What do I do with it?

Teach me, Jill!

this is how the founding moms does it!

http://foundingmoms.com/forum
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RE: You have your beautiful list and let’s say it’s 500 strong. Possibly you’ve paused and you 
have an excel spreadsheet of ten or twenty and you can continue building that list. 

FM: What do I want to do now that I’ve got my list started? 

RE: Now everyone is eager to send out 500 e-mails all at once! If you’ve done the work 
you’re ready to go. Slow down, take a breath! Don’t send yet!

My recommendation is to take one person on that list and send one manual e-mail. We’re 
going to get into software and sending a bunch at once, this is just an e-mail from you. 

Sometimes people lose sight that you are sending something to a human being. I’m 
sending this to Jane and this is where she works and what she does. Is Jane actually going 
to read this, is she going to be interested? Is she going to be a customer?

Start with one and send Jane a very concise message. Get it down to 3-4 sentences. 

FM: Is my end goal to have them take an action? 

RE: Your end goal can be whatever your objective is. Are you making a value proposition? 
Are you asking something that people are actually going to do?

I pitch media and sponsors often but if we’re going to send an e-mail to the masses it feels 
very different.

If the answer to your question there is no way that anyone would respond to this offer than 
don’t send the e-mail. Instead send an offer that someone is likely to do. 

We don’t ask them right away. Our call to action is to watch a video or to have a free trial. 
We ask them for a reasonable offer. 

http://foundingmoms.com/forum
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I’ve got my list (cont.)

If you sent me that, what on Earth would make me want to click through? Good question! 

As a prequalification to that, you need to do something to show that this person is a likely 
customer. You need to show that you’ve done your research. You need to know about them 
and their company. You need to recognize that you know that they are a likely customer. 
It’s a trade off between personal and more time. If you can get as specific as “Hey, I saw the 
article about your company recently,” or “Hey, I noticed you’re this type of company.” You 
have to move beyond dear sir or madam.

You need to show that you’ve given the time to qualify them as a potential customer. The 
more you do that the more likely you are to get a customer out of it. 

FM: We’re e-mailing Zoe: Dear Zoe, three sentences, love Jill. 

RE: Let’s say you have a course for yoga studios. A perfect e-mail would be:

Congratulations on your new studio! 

 Dear Zoe, 

 I saw in whatever newspaper that you just opened. Congratulations. Just to let you know we 
 have this course that we think would be really interesting to you. Take a look.

It’s not begging and telling exactly what your company does. This is the worst thing people 
do. 

Don’t try and close the sale in the e-mail, you just want to advance the conversation a step 
forward. 

http://foundingmoms.com/forum
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I’ve got my list (cont.)

Just a click through and you’ve won! 

FM: What I don’t understand is that eventually we’re going to send this to our full list. 

RE: This depends on your business. The more you can offer personalization, the better, 
let’s say you don’t do that. Change it to, I notice you have a studio in Chicago. 

Is there any kind of relevant information out there that could make it interesting? It could 
be their job title, commonality, to prove you’ve done your homework and determined them 
as a probable customer. 

I could add to the list making and divide columns into groups in Chicago, or groups that 
have recently opened. 

Keep it short and sweet! 
 

http://foundingmoms.com/forum
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Part three 
Moving Your LIst! 

Jill, do I need to have a list?

Where do I start?

What do I really need? 

this is how the founding moms does it!

http://foundingmoms.com/forum
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FM: We’ve talked about how to set up your list, how to set up your e-mail, what do we do 
now? 

RE: First, I like to send out the first personal e-mail to get the emotional part out. We’ve 
connected. Then I recommend sending out twenty to thirty more (you don’t need to wait 
for a response). As you’re doing that, you’re going to realize it’s a lot of hard work. 

Now you want to think about making a system for everything you do. Have a system for 
making your list, have a system for sending your e-mails, there is software but the software 
I recommend is replyapp.io  They allow you to upload all of your e-mails and templates 
and the names and do an old fashioned mail merge. There are a couple of things with this. 
It’s going to allow you to stagger out your e-mails. So I can upload everything and as you 
get responses you can tweak your template. 

FM: How are you not blacklisted?

RE: The first thing you have to do is be sure you have valid e-mail addresses. You can use 
datavalidation.com to check if your e-mails are good. 

Then you can pick times to send things out. You can upload multiple templates and test 
different approaches. You only want to send out a small number of twenty to thirty a day. 
This is because you’re going to learn things in the process like your message wasn’t right 
or the link was broken. This way you can tweak as you go. You can scale up as you go. This 
way you can understand the feedback you get. You don’t want 1000 people getting a broken 
link. Think about business hours, when people are around. 

FM: This is mind-blowing good stuff! This works for you every time? Over the course of 
so many days, how many replies do you get?

RE: One business we were asking for a phone call and for another we’re trying to get them 
to buy something. We typically get the response we’re looking for several times a day. 

http://foundingmoms.com/forum
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moving your list! (cont.)

FM: Why not carry this over to Facebook ads and try and get your call to action there?

RE: You could do this. If you’re starting out in your business or marketing than this is a 
good foundational tactic to do. Real people are going to respond saying they don’t need 
it or they love it. Some people are going to stay it’s too expensive or too cheap or they’ll 
ask how you’re different from something else. So you’re going to get immediate feedback 
and you’ll get it without spending a lot of money. If you do a facebook ad and you don’t 
get any feedback you’re not going to know. If you’re reaching people directly you get that 
feedback in real time. Your customers might use different words or language to clarify 
their problem. These are all things you can incorporate into the other things that you do. 
It’s a really great foundational thing. When I first started out this is all I did.

You write to me – now what do I do? It depends on what you’re asking them to do. 
Then you smile and you reach your target. How do you handle it? Or they might tell you 
negative things. You can then use this feedback to tweak your message. As you go you can 
compile data on how it’s performing; how many people clicked. 

FM: Do you write back a thank you or do you let it be? 

RE: This is part of your process. You’re going to have people that fall in the middle. If you 
hear “never e-mail me again,” than you need to respect that. If you hear, “Your product is 
not as good as your competitor,” those you always respond to because they are taking the 
time to give you feedback. This will help you understand your market. The people who 
aren’t very nice are often very useful. Anyone that took the time to write me back and 
thank them and answer their question and try to be helpful in any way that you can. Try 
and advance the conversation, try and schedule a call.

FM: If everything is going exactly as you’ve created, you’re sending e-mails, youre getting 
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moving your list! (cont.)

responses, you’re following up, do you then mark your calendar to here we go again to the 
same list?

FM: Why not carry this over to Facebook ads and try and get your call to action there?

RE: No. I generally only send two e-mails to people in a sequence. The first e-mail I 
send, then three days later I send an even shorter e-mail that says “Hey, did you get a 
chance to look at this?” You’ll get as many clicks on the second e-mail as you did on the 
first. I don’t personally send a third e-mail until it’s been at least six months. I wait a long 
time so they forgot and the process can start over. If you send three e-mails and you get 
a lot of responses asking you to stop, than you know you’ve done too much. A lot of it is 
preference.

http://foundingmoms.com/forum
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Part four 
Let’s Pitch!

Jill, when do I pitch?

When?

I can do this! 

this is how the founding moms does it!

http://foundingmoms.com/forum
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FM: We’ve been  exhausted by Ryan and I’m wondering….where on Earth are we 
supposed to find the time to do this? 

RE: It is time consuming and tedious and I can see why a lot of people don’t do this. This 
is a lot of work. It’s hard to figure it out. But once you get it set up it can run itself pretty 
smoothly. 

There are varying degrees to your budget and there are a lot of parts of this that you can 
outsource or automate. Hey! We’re talking about virtual assistants who are very cost-
effective. 

We brew up a fresh list about every two months. We build a big list! It’s not crazy but we 
get a great return. 

At some point you might outgrow this. Once you have lots of channels that are generating 
a lot of leads, than you maybe don’t need this anymore. This was good to get going and we 
hit a certain phase and now content marketing and social media is working.

When you do it, it can be manageable once you figure it out. Basically, then you get to a 
point where you have interested people coming in everyday. 

FM: It was so valuable for my business to go out and do this myself. There is lots of room 
for error. 

RE: You want to do it yourself until you can see it works end-to-end. Don’t outsource 
until you’ve seen people reply back to you. Especially when you get great replies or don’t 
contact me notes. I’ve had people claim that it can’t work sandwiched between thank you 
e-mails. 

If you’re building a business I think you need to give it heavy consideration. You want to 
stop dreaming and start doing. People don’t want to do the hard part of getting rejected 
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let’s pitch! (cont.)

over and over. People delay this through other tactics. I can keep posting blog posts and 
won’t get negative feedback. This breaks down the dream and puts you right out there to 
hear that it’s terrible and that you can change it. The rejection won’t hurt anymore because 
the technology won’t work and the solution isn’t there but we’re good at taking rejection. 

FM:  We’re professional rejection experts. Let’s get in the forum and ask lots of questions.

http://foundingmoms.com/forum
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Defining Your customer
Who are your customers?

What kind of people 
are they?

What kind of job 
do they hold?

what is their 
job title?

Where are they located?

HOw old are they?

What is there gender?

what do they like to 
eat for dinner?

http://foundingmoms.com/forum
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Cold E-mail Draft
(Let’s get warmer!)

Now your turn!

Dear Zoe, 

I saw in whatever newspaper that you just opened. Congratulations. Just to let you know 
we have this course that we think would be really interesting to you. 
Take a look. 

Dear __________________,

I saw in _______________________________________. Congratulations. Just to let you 
know we have _____________________________________________. (Insert your call to 
action). 

Re-work

http://foundingmoms.com/forum
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Creating a system
What information do I need to collect?

 

Where am I finding this information (example: LinkedIn, Social Media)

Where can I put the information so I can readily access it?

Do I need to catalog this information? (example: by date 
collected, by date contact made, special notes). 

http://foundingmoms.com/forum
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reflect and share with jill

share your thoughts at www.foundingmoms.com/forum
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SPREAD THE WORd: tweet it!

#1: Loved #theFMC #video #course on #coldcalling done correctly! Have 
 you seen it? http://www.foundingmoms.com/signup  
 Link shortcut: http://ctt.ec/m0aJa

#2: Hey #FoundingMoms, when’s the last time you thought about your 
 cold-calling process? Share it with me! #theFMC 

 link shortcut: http://ctt.ec/n2_52

#3: Thanks to #theFMC, II’m focused on my #customer and #client #out
 reach! Join me: https://foundingmoms.com/signup

 link shortcut: http://ctt.ec/0P6ib
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