HANDLING RESPONSES

Start achieving positive ROI with cold emails

WHY IT’S IMPORTANT TO SWIFTLY HANDLE REPLIES

(©) Growbots

<° IT PREVENTS LOSING VALUABLE LEADS) <° MAINTAINS THE CONVERSATION'S MOMENTUM) <° BUILDS A STRONG INITIAL IMPRESSION AND CREDIBILITY>

SET UP AN EFFICIENT FAST-RESPONSE WORKFLOW

<° SLACK NOTIFICATION> (Q E-MAIL NOTIFICATION> <° CONNECT YOUR CRM> (Q GROWBOTS SHARED-INBOX>

TYPES OF REPLIES YOU CAN EXPECT
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Replies indicate Negative replies convey Actionable replies typically involve Concerns or hesitations that can be
Interest or engagement disinterest, rejection, or a inquiries for more information, addressed or resolved through further
in the offered product, lack of engagement with objections, proposals to reconnect later, communication, clarification, or
service, or message. the offered proposition. or suggestions to involve another contact demonstration of value.
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GOLDEN RULES OF RESPONSE HANDLING

:ASAP] [Don’t sell the product] [Sell the next step] [Don’t tell the whole story, answer prospects’ e-mail] [Answer questions]

Make it easy to schedule a meeting without going back and forth] [Mirror prospect’s behavior] [Use the context you were given]

HOW TO HANDLE POSITIVE REPLIES (WARMS REPLIES)
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Prospect’s message: o7
Always open to having a conversation :)
I'm available tomorrow at 6pm.

=T TS
Prospect’s message: ’
Send me your pricing and sales deck,
thx.

=T TS
Prospect’s message: ’

Sounds interesting. Can you share more
Info about these services and prices?

= s)x Your reply:

Thanks for the reply, John! Unfortunately, we're booked at 6 pm. Would 4 pm work for you instead?

It not, you can always use this link to schedule the call -> calendly.com.

I am looking forward to our conversation!

Your reply:
Appreciate the response, John!

You can get started at as low as $199/month (that’s an "All-In-One” plan including 500 leads/
month + email automation), and go as far as unlimited access to our database and outreach
automation.

If you're looking for something in between those two options - we can make that happen. [d be
happy to show how it would look like in your case and what you'd get for this price.

Would you be open to such a brief chat?

Your reply:

To give you more information, based on your website, I guess you work with eCommerce
companies - in our database, there are 32,000 marketing decision-makers.

You can get their contact information within a few minutes. Then you can reach them with
personalized & automated email sequences. On average, our user gets ~10 warm replies out of
1000 sent messages. Joe, there's no better way to evaluate our Offer than a live demo based on
your use-case.

We'd run a sample campaign, show you the tool end-to-end and discuss it and how we fit into
your sales process.

Would you be open to such a call?




HOW TO HANDLE ACTIONABLE REPLIES
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Prospect’s message: L~
I'm not interested right now as I'm
starting a big project but you can circle
back in Q1 2022.

= ~>\ Your reply:

"Sure, all the best until then! -- Luke '

2nd reply:

(and get more of big projects) within 15 min.

Is this a better timing for a quick call about this?

"Hi John, Circling back as promised. In November you were busy with a big project - how did it go?
Just to refresh your memory - using Growbots you could get in touch with 50 potential customers

Prospect’s message: e | )\ Your reply:

I think you should reach out to John Doe
regarding this.

eCommerce from your website.

strategy.

Are you available for a call?

Hi Joe, Peter, your VP of Sales, recommended I reach out to you. It seems you focus on

With access to 32,000 marketing decision-makers in our database, we can help you engage
them through personalized, automated email sequences—expect around IO warm replies for
every 1000 messages sent. To truly assess our value, a live demo tailored to your needs would be
best. We'll run a sample campaign, demo our tool, and explore how we could fit into your sales

FOLLOW-UP GUIDE & EXAMPLES

1st follow-up email

Did you have a chance to look at our calendar, NAME?

5th follow-up email
Any thoughts? -- YOUR NAME

2nd follow-up email

“Just a kind reminder :) You can schedule the call
here -> CALENDLY

If none of the available slots work, please send me a
few times that do and I'll do my best to work around
your schedule!”

6th follow-up email
NAME,

Since I haven’t heard from you for a while now,
I wonder if you're still interested in checking
out what we do @ YOUR_COMPANY.

Let me convince you that this conversation is

worth your time. We've helped more than X

3rd follow-up email

Hi NAME - does DAY work on your end for a quick call?

During the call, SELL THE NEXT STEP (no strings
attached).

Looking forward to speaking with you!

companies:

« CORE_VALUENO 1
« CORE_VALUE NO 2
« CORE_VALUE NO 3

Please let me know if that sounds like
something you’'d like to achieve too. If that’s
still the case, we'd love to help you get there!

Here’s our availability - CALENDLY

4th follow-up email

Hey NAME - we were supposed to book some time to SELL THE NEXT STEP
In case you don’t remember, REMIND ABOUT THE MAIN UVP AGAIN
Are you still open to exploring this further? If so, please book a time here: CALENDLY

HOW TO HANDLE NEGATIVE REPLIES (COLD REPLIES)

Prospect’s message: s
[ am not interested / Unusbscribe /

No, thanks

ADDITIONAL TACTICS TO SKYROCKET YOUR SCHEDULING RATE
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Remember to follow-up even 8-10 times

Follow-up the next day (simple bump)
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Then follow-up after 48 business hours
(add short reminder of the value)

]
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Then follow-up after 3 business days

(here's where you can start pitching/
communicating value again)

0
N/
5 Then follow-up after 4 business days
(communicating more value)

]
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Continue as long as you have materials
to leverage

)\ Your reply:

Laconic messages do not require your response.Engage your prospects NOW

If you’re talking to CEQs, optionally unqualify the company - here’s how to do it

[Pick up the phone] [Connect with them on LinkedIn] [Answer with video (e.g. Loom)] [Personalize, invest the time]




