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Getting Started
This resource is your go-to guide, second opinion, or trusted ally for 
tackling the essential yet often overlooked tasks that make a B2B 
salesperson successful. These tasks might not be flashy - they’re 
repetitive and detail-oriented - but they’re the backbone of 
pre-sales efforts, ensuring your pipeline remains full.

In the pages ahead, we’ll cover the foundations of preparation, 
prospecting (finding potential clients), and outreach execution, with 
a particular focus on cold outreach. The content balances high-level 
strategy with practical, in-the-weeds tactics to prepare you for that 
all-important first prospect meeting.

Sales isn’t a hard science - it’s a soft, adaptable, and ever-changing 
discipline. There’s no silver bullet. The closest you’ll get is a solid 
foundation, relentless persistence, and the wisdom to move on 
quickly when needed.



Getting Started (Cont’d)
This guide is the resource I wish I had when I started my sales career over 15 years ago. Having been through the 
trenches, I’ve collected invaluable situational knowledge and best practices, which I’m sharing here to help you 
build a strong pre-sales foundation.

My goal? To give business owners, founder-led teams, and new sales reps the tools I wish I had when I was 
starting out - all in one free and simple guide.

Remember, in sales, you’re always just one email away from landing your first client or closing your next deal. 
Good luck.



Sales is tough. It’s monotonous. It’s 
stressful. There’s no point in 
sugarcoating it or making it seem 
warm and fuzzy - it’s a grind.

Yet, the best thing about sales is its 
entrepreneurial spirit. It’s the closest you can get 
to running your own business without fully taking 
that leap. You control your own destiny. Your 
success hinges on the work you did yesterday, 
last month, and last quarter. Sales rewards those 
who embrace the grind and consistently put in 
the effort.

Basics - 
The Mindset & 
Approach



At the core of my outreach philosophy are two 
principles: Quality over Quantity and Attention to 
Detail. These are non-negotiable when it comes to 
building a strong pre-sales foundation. From crafting 
a high-quality prospect list to meticulously setting up 
campaigns, every detail matters.

My Approach to 
Outreach

I don’t believe in pure automation for cold outreach to a highly targeted, B2B audience, especially when engaging 
decision-makers like Owners, CEOs, and VPs. Automation often falls flat in these scenarios. That said, automation 
and AI, when applied wisely and judiciously, can enhance efficiency without sacrificing the personal touch.

My goal is simple: qualified meetings that matter. I want prospects who are genuinely interested and will show up 
prepared for meaningful conversations. Filling a calendar with unqualified meetings just for the sake of activity is a 
waste of time - for you and your prospect. Every meeting added to your schedule should be a step toward a deal, 
not a hollow metric to impress your manager.



Success in sales doesn’t happen overnight. 
Consistent activity and adherence to proven 
processes are what create ideal opportunities. But 
you need patience - think in 90-day increments. The 
work you put in today is an investment in your future 
pipeline.

The Long Game



Understanding and respecting timing is critical. 
A well-timed outreach can be the difference between 
landing a meeting or being ignored. Keep this in mind 
as you build your strategy and execute your plan.

Timing is 
Everything



Basics - The Channels
In B2B sales, there are three primary pre-sales channels you should focus on. While many other social and 
digital platforms exist, these three remain foundational for effective outreach:

● Email
● LinkedIn
● Phone

The Bonus Channel

There’s one additional channel that many modern 
sales reps overlook: Offline - Mail. In today’s 
digital-heavy world, a thoughtfully crafted offline 
touchpoint can make a lasting impression. A 
professionally printed sell sheet, paired with a 
handwritten note and business card, stands out in 
ways that digital communication often can’t. It 
conveys effort, care, and a personal touch that’s 
increasingly rare.

Building a Multichannel Cadence

Your pre-sales cadence should blend these 
channels to create a balanced, engaging 
strategy. Each channel has its strengths, and 
leveraging them together can maximize your 
outreach effectiveness. We’ll dive deeper into 
how to structure an effective cadence later.



A well-structured tech stack is essential 
for efficient and effective pre-sales 
operations. Here’s a breakdown of the 
key tools you’ll need to optimize your 
workflow:

Basics - 
The Tech Stack



Basics - The Tech Stack
Email Service Provider 
(ESP)

● Options: Gmail or Outlook
● Pro Tip: Customize your 

email signature line and 
add branding elements. This 
makes your emails stand 
out, presenting a polished 
and professional image.

Email Warm-Up

Ensure your email account is 
"warmed up" to avoid deliverability 
issues, especially when initiating a 
new outreach campaign. Tools or 
services for email warm-up can 
help build credibility with email 
providers over time.

Need a quick way to check your 
email’s health? Head over to 
mail-tester.com for a simple and 
free test.

Customer Relationship 
Management (CRM)

● Recommended: Use your 
company’s CRM or consider 
HubSpot if starting from 
scratch.

● Setup Core Functionality:
a. Input and organize 

contacts.
b. Set up pipelines for 

tracking deals.
c. Automate basic tasks, 

such as follow-up 
reminders.

d. Use reporting features 
to monitor progress 
and performance.

http://mail-tester.com


Basics - The Tech Stack
Core Prospecting Tools

● LinkedIn Sales Navigator: 
Ideal for finding and 
connecting with targeted 
B2B prospects.

● AnyMail Finder: Helps 
locate verified email 
addresses for potential 
contacts.

● ChatGPT Plus: A valuable 
tool for idea generation, 
feedback, and crafting 
compelling copy or 
messaging.

Time Tracker

● Toggl: Track how much time 
you’re dedicating to specific 
tasks and ensure you’re 
focusing on high-impact 
activities.

Manual Labor

No tech stack is complete without 
the human touch. While 
automation is helpful, some 
aspects of pre-sales - like 
in-depth research and 
personalized messaging - require 
old-school, manual effort. This is 
where you can truly differentiate 
yourself and deliver unique, 
high-quality outreach.



Key Takeaway
Your tech stack should be a mix of modern tools and manual techniques to create a 
balanced and personalized approach to pre-sales. Leveraging these tools effectively will 
streamline your workflow and enhance your results.



Pre-sales is full of obstacles that can 
feel discouraging, especially when 
you’re putting in the effort but not 
seeing immediate results. Let’s address 
some of the most common challenges 
you’ll face - and how to overcome 
them.

Basics - The 
Challenges  



You’ll send countless emails, make phone calls, leave 
voicemails, and it’ll feel like nothing is happening. 
Trust me, I’ve been there. But here’s the reality: 
Quality activity is everything.

The work you’re doing today will pay off in the future. 
Two months from now, a cold prospect might email 
you out of the blue, ready to meet. That moment will 
remind you why persistence matters. Keep going - 
the results will come.

Spinning Your 
Wheels



Battling email deliverability is a constant struggle in 
cold outreach. There’s no one-size-fits-all solution, 
but you can improve your chances by:

● Avoiding spammy words and phrases.
● Building elite, targeted prospect lists.
● Staying informed on industry best practices.
● Testing and refining your approach regularly.

Always be learning, experimenting, and finding ways 
to stay out of the dreaded Junk folder.

Email 
Deliverability



The traditional cold call process has evolved. You’re 
now often calling personal cell phones, which means 
you need a different approach. Complicating matters, 
carriers are making it easier for calls to be flagged as 
“Potential Spam.”

Despite these challenges, don’t shy away from the 
phone. While its popularity among salespeople is 
declining, that creates a golden opportunity for those 
willing to stick with it. Adjust your tactics, respect the 
medium, and embrace this untapped potential.

People Not 
Answering the 
Phone



Let’s be real: you will bother someone. That’s sales. 
You might catch someone on a bad day or get a 
snarky response. But, that’s part of the job. Shake it off 
and keep going. 

Shift your mindset. Remember, you have a job to do, 
bills to pay, and perhaps a family to support. You’re 
not just selling - you’re solving problems and creating 
value. Move past the fear of being a bother and focus 
on the bigger picture.

Thinking You’re 
Bothering 
People



Consistency is non-negotiable. Every day or week you 
take off from outbound activity delays your next 
opportunity. A missed day could set you back weeks - 
or even months - in connecting with your next ideal 
client.

Stay disciplined, even when it’s tough. Momentum is 
your ally, and consistency is the key to keeping it 
alive.

Not Maintaining 
Consistency



You absolutely must believe in what you’re selling. If 
you don’t, you’re yesterday's newspaper - soaked. 

If you don’t wholeheartedly believe in, support, and 
trust the company, product, or service you’re 
representing, stop now. Belief is the foundation of 
success in sales. Without it, you’re just going through 
the motions.

Additional Note



Key Takeaway
These are just a few of the challenges you’ll face in pre-sales. There will be days when you 
receive an all-caps “F@$K OFF!” or worse. But remember: you’re doing the hard work, the 
work most people avoid.

Stay resilient. The challenges you conquer today will build the foundation for your future 
success.



Let me reiterate something important: 
you’re doing the hard part. If sales were 
easy, everyone would be crushing it and 
cashing massive commission checks. But 
it’s not easy - and that’s exactly what makes 
it worth it.

Basics - The Benefits  



The benefits of succeeding in sales are 
simple but profound:Basics - The Benefits  

You’re in control of your career. You decide 
how far you go based on the effort you put 
in. Few professions offer this level of 
autonomy and direct correlation between 
input and reward.

You’re learning life lessons that matter. 
Sales teaches consistency, attention to 
detail, persistence, and resilience - all 
qualities that will serve you in your career 
and personal life.

You’re building endless opportunities. Sales 
is the closest thing to running your own 
business without fully committing to 
entrepreneurship. It’s no coincidence that 
many of the best entrepreneurs started - 
and thrived - as salespeople.

If you can sell, influence, and create 
opportunities where none existed before, 
you’re not just valuable - you’re rare. You’re 
the kind of person who shapes markets, 
builds businesses, and drives progress.

Oh, and let’s not forget: you’ll have a full pipeline, financial security, and the ability to save and invest 
for your future. That’s not a bad tradeoff for doing the hard work most people shy away from.



Step 1: Ideal Client Profile
This step is critical.

The Ideal Client Profile (ICP) is your north star, guiding all your 
prospecting and outreach efforts. It’s not just a one-and-done 
document - it’s a living, evolving resource that needs to be updated 
and optimized as you learn and refine your understanding of your 
market.

I highly recommend working with a partner or professional to get this 
right. It’s the foundation of successful prospecting, and getting it 
wrong can derail your entire sales strategy.



The best way to start? Talk to your current ideal 
clients. If you have strong relationships with them, 
they can provide valuable insights into what makes 
them a great fit for your services. Use this data to 
create a lookalike profile that you’ll rely on during 
prospect list building.

But what if you don’t have existing clients? No 
problem. Use your market research and best 
judgment to make educated assumptions. As you 
progress in prospecting and outreach, revisit and 
refine your ICP based on what you learn.

How to Build 
Your ICP



Questions to Get You Started
Demographics

● What industry are they in?
● SIC Code (if applicable)?
● How many employees do they have?
● Number of offices or facility locations?
● Revenue range?

Background – Pain Points & Solutions

● What specific problems did the client have 
when they approached us?

● How did they find us?
● What keeps this client awake at night, 

staring at the ceiling, worrying about 
something we can solve?

● What proven results did we share with them 
to demonstrate we could help?



Questions to Get You Started (Cont’d)
Internal Reasoning

● What does our team love about working with 
this client? (Get input from team members 
beyond just sales - unique perspectives are 
valuable.)

● Which team members interact with this client 
the most, and why?

Sales Cycle & Budget

● What was the client’s budget?
● Were they price-sensitive, or focused on 

value?
● How many meetings were required to close 

the deal?
● What objections did this type of client 

typically raise?



Key Takeaway
Your Ideal Client Profile is the blueprint for your sales efforts. It provides clarity, focus, and 
direction. By taking the time to build and refine it, you set yourself up for consistent, 
high-quality prospecting and outreach.

Remember: It’s not set in stone. Use it as a starting point, then continuously optimize it as 
you learn more about your market and prospects.



Step 2: Prospecting
Using the data and research from your Ideal Client Profile, it’s time to 
move on to the next critical step: building your Ideal Client Prospect 
List. This step requires precision, attention to detail, and the right 
tools. Here’s how to do it effectively.



Tools You’ll Need
LinkedIn Sales Navigator

This is your go-to tool for finding and organizing ideal 
prospects. Here’s how to set it up:

● Account Setup: Ensure your account is configured for 
prospecting (e.g., add relevant filters, update 
preferences).

● Lead Search: Define your search criteria based on 
your ICP, such as industry, role, company size, etc.

● Account Search: Identify companies that align with 
your ideal profile.

● Saved Searches: Create and save both Lead and 
Account searches to streamline future prospecting 
efforts.

● Adding Prospects: Start saving ideal prospects to the 
appropriate Lead lists for easy access and tracking.

Head over to Evaboot’s blog for some great LinkedIn Sales 
Navigator resources. 

Manual Research

Even in the age of AI, manual research remains 
irreplaceable for gaining unique insights. Here’s what to do:

● Review Prospect Websites: Look at their homepage, 
about page, and product/service offerings.

● Social Media Analysis: Check LinkedIn, Twitter, or 
other active channels for company updates or 
personal insights about decision-makers.

● Content Review: Read their blogs, whitepapers, or 
case studies to understand their challenges and 
focus areas.

● Double-Check Details: Validate all information for 
accuracy, employing your full attention to detail.

Pro Tip: Use a timer (3 - 5 minutes per prospect) to stay 
focused while gathering meaningful information. This data 
will come in handy for personalized outreach.

https://evaboot.com/blog?utm_source=evaboot.com/


Tools You’ll Need
 Email Verification Tool

Accurate contact information is key, and tools 
like AnyMail Finder are great for verifying 
email addresses.

● Advanced Tools: Explore additional 
options in the Bonus: Tools & 
Platforms List for scalability.

Spreadsheet for Prospect Data

Keep your prospect list organized in a clean, master spreadsheet. Use 
Google Sheets for easy collaboration.

Include the following fields in your spreadsheet:

● Company Name
● First Name
● Last Name
● Title
● Email Address
● Phone Number
● Company URL
● LinkedIn Profile
● Notes

Once your list is complete:

● Maintain your master copy for updates and backup.
● Import the list into your CRM for tracking and outreach.

https://anymailfinder.com/


Email Warm-Up Basics
This is the perfect time to start warming up your email. Email warm-up is essential for maintaining sender reputation, 
especially as spam algorithms grow stricter. Here’s how to do it manually, without needing multiple email accounts:

Create a List of Warm Contacts: Start by reaching out to people you already know - current clients, friends, family, and past 
colleagues, especially those working at corporate businesses. 

1. Coordinate with Your Contacts:
○ Send them a text or call to explain the process and let them know to expect an email.
○ Ask them to:

■ Check their spam/junk folder.
■ Move your email to their inbox.
■ Mark you as a trusted sender.
■ Reply to your email.

2. Build Your Reputation: Corporate email addresses have advanced spam filters, so their engagement with your email 
helps significantly.

3. Daily Warm-Up Activity: Send 1 - 3 emails per day to this list for 1 - 2 weeks.

This process primes your email account for cold outreach by boosting its deliverability and trustworthiness.



Key Takeaway
Unlike spamming thousands of emails daily, this process focuses on sending unique, 
high-quality emails to a carefully curated list. The goal is to generate one meaningful, 
qualified meeting rather than ten unqualified ones.

By investing time in manual effort, detailed research, and strategic email warm-up, you’ll 
set yourself up for long-term success in sales prospecting.



Step 3: Cadence
What Is a Cadence?

A sales cadence is a structured, repeatable sequence of touchpoints 
for cold outreach. It defines what channels you’ll use (Email, LinkedIn, 
Phone), when and how often you’ll reach out, and the overall 
timeline of the campaign. From Email #1 to Phone Call #3, a 
cadence ensures consistency and efficiency in your outreach efforts.

Why You Need It

A cadence provides structure, eliminating guesswork and keeping 
your outreach organized. It leverages multiple channels, improves 
efficiency, and creates a scalable, repeatable process. With a 
cadence in place, you’ll know exactly what to do next to keep 
prospects engaged.



Step 3: Cadence
Define Touchpoints:

● Example: Email #1 (Introduction), LinkedIn Connection Request, 
Phone Call #1 (Voicemail if no answer), etc.

Use Multiple Channels:

● Email: Deliver detailed, value-driven messages.
● LinkedIn: Network and build credibility.
● Phone: Add a personal touch.

Set Timing & Frequency:

● Plan touchpoints every 2 - 3 days over 2 - 3 weeks.

Focus on Content:

● Personalize every message. Tailor your outreach to the 
prospect’s needs and pain points.

Building Your Cadence



Step 3: Cadence
● Day 1: Email #1 (Introduction)
● Day 3: LinkedIn Connection Request
● Day 5: Phone Call #1 (Voicemail if No Answer)
● Day 7: Email #2 (Follow-Up with Value)
● Day 10: Phone Call #2
● Day 12: LinkedIn Message
● Day 14: Final Email (Close the Loop)

Example Cadence

● Be Flexible: Adjust based on what works.
● Track Results: Use your CRM to monitor activity and refine 

your cadence.
● Respect Boundaries: Don’t overdo it - focus on delivering 

value, not overwhelming prospects.

Pro Tips



Key Takeaway
With a strong cadence, your outreach becomes more efficient and impactful, turning a 
scattered effort into a consistent, results-driven process.



Step 4: Messaging
With your cadence finalized, the next step is crafting messaging for 
each specific touchpoint. Whether it’s an email, LinkedIn InMail, or 
another channel, your goal is to develop a framework - not a rigid 
template.

Example Cadence

I don’t like the term “template.” It implies a one-size-fits-all approach, 
which doesn’t work when you’re targeting a highly curated list of 
ideal prospects. Personalization is key.

When you’re reaching out to someone who could genuinely change 
your business or life, it’s worth the extra time to craft a thoughtful, 
meaningful message. Below are tips and guidelines to help you build 
and test your messaging.

Why Frameworks, Not 
Templates?



Step 4: Messaging
1. Provide Value

○ If your email doesn’t offer value or follow up on value you’ve already 
shared, reconsider sending it.

2. Write Like a Human
○ Use conversational language. Write like you speak - it’s more 

authentic and relatable.
3. Focus on Key Real Estate

○ Subject Line: The gateway to your email being opened.
○ First 18 Characters: These often show as a preview on mobile—make 

them count.
4. Timing Matters

○ Send emails during off-hours (early mornings, evenings, weekends). 
This helps you stand out when inboxes are less cluttered.

5. Invest Time in Each Email
○ Spend 6 - 10 minutes researching and customizing each email. 

Personalization is your edge.
6. Keep It Concise

○ Aim for 50 - 100 words or less. Shorter emails are more likely to be 
read and remembered. Think TL;DR.

Email Messaging Tips



Step 4: Messaging
1. One-Word Subject Lines

○ Simple and intriguing subject lines stand out on LinkedIn.
2. Personalize First and Last Lines

○ Start with something specific about the prospect and end with a 
tailored question or closing remark.

3. Optimize for Mobile
○ Keep your message short enough to be read entirely on a phone 

screen without scrolling.
4. Test Text-Like Messaging

○ Write as if you’re texting a friend - concise, direct, and personal.
5. Experiment and Iterate

○ Test multiple versions of your messaging. See what resonates and 
refine your approach.

InMail Messaging Tips



Key Takeaway
Messaging is your moment to connect meaningfully with your prospect. Avoid generic 
templates and focus on creating personalized, concise, and value-driven 
communication. The extra effort pays off when your message resonates and earns you 
the meeting that could redefine your business.

By treating each email or InMail as a unique opportunity, you’ll stand out from the 
competition and build stronger, more impactful connections.



Step 5: Execution
You’ve done the hard work - your ideal prospect list is ready, the 
cadence is built, and messaging is in place. Now it’s time to put it all 
into action.

The process here is simple: execute. Start small, set realistic goals, 
and remember that any activity is better than no activity. If you’re 
having an off day, take a break, reset, and return with focus. The work 
you do today is an investment in your future, and you’re always just 
one email or phone call away from landing your next ideal client.



Step 5: Execution
Each outreach task - whether it’s sending an email, a LinkedIn connection request, or 
leaving a voicemail - is a touchpoint. Your weekly goals should be based on the number 
of touchpoints you aim to complete.

Tracking Progress: 
Touchpoints

Email Send Volume

● Keep it to around 30 emails per day to stay under the radar of spam filters. 
Remember, it’s all about quality over quantity - fewer, more personalized emails 
will always outperform the “spray and pray” approach. 

LinkedIn InMail and Connections

● Sales Navigator gives you 50 InMail credits per month, so use them wisely.
● Focus on sending connection requests. Once accepted, you can send direct 

messages without using credits - an invaluable feature.

Phone Call Volume

● Aim for 50 calls per week (10 calls per day).
● You can easily complete 10 calls, including voicemails, in under 30 minutes.

Tips for Effective 
Execution



Step 5: Execution
Defining Daily Success

Set a simple, actionable goal: Two Good Things per day. This could mean:

● Booking two meetings.
● Getting two replies to your emails.
● Securing two LinkedIn connection acceptances.

Whatever “Two Good Things” means for you, don’t call it a day until you hit that target. This keeps you 
focused and ensures progress every day.

Reminds me of a great scene from The Office (Season 6, Episode 18), where Michael asks Jo about letting 
the office leave early for St. Patrick’s Day. Jo hits him with the classic line: “Are you happy with the work 
you’ve done today?” Check it out - it’s a funny reminder. 



Key Takeaway
Execution is where the rubber meets the road. It doesn’t need to be perfect, but it does 
need to be consistent. Stick to your cadence, maintain manageable volumes, and track 
your touchpoints. By focusing on small, daily wins, you’ll create the momentum needed to 
fill your pipeline with quality opportunities.



Step 6: Analyze & Adjust
At this stage, it’s time to evaluate the effectiveness of your outreach 
efforts and refine your approach. The goal isn’t to obsess over vanity 
metrics - it’s to track what truly matters to the business. Pre-sales 
success is built on three core metrics:

1. Activity Tracking: Are you consistently hitting your outreach 
goals?

2. Reply Rate: Are your emails and messages generating 
responses?

3. Qualified Meeting Booked Rate: Are those responses leading 
to valuable, qualified meetings?



Step 6: Analyze & Adjust

Activity Tracking

● Why It Matters: Activity is the 
lifeblood of pre-sales. If you’re 
not doing the work, the results 
won’t come.

● What to Track: Number of 
touchpoints completed (emails 
sent, calls made, connection 
requests sent).

● How to Use It: Compare your 
activity to your goals. Are you 
consistent week over week? If 
not, identify and address the 
gaps.

Reply Rate

● Why It Matters: Replies indicate 
that your messaging is 
resonating and your outreach is 
breaking through the noise.

● What to Track: The percentage 
of replies you receive relative to 
the total number of emails or 
messages sent.

● How to Use It: If reply rates are 
low, review your messaging. Is it 
personalized? Are you providing 
value? Test different 
approaches to improve 
engagement.

Qualified Meeting 
Booked Rate

● Why It Matters: This is the 
ultimate goal of pre-sales: 
converting outreach into 
meaningful conversations.

● What to Track: The percentage 
of replies or conversations that 
result in a booked meeting with 
a qualified prospect.

● How to Use It: Low conversion 
rates may mean you’re 
targeting the wrong prospects 
or not following up effectively. 
Adjust your Ideal Client Profile, 
cadence, or follow-up 
processes as needed.

What to Track and Why



Step 6: Analyze & Adjust
It’s easy to get distracted by metrics that look good but don’t drive results. 
Metrics like open rates or social media likes may have some value, but they 
don’t directly impact your pipeline. Stay laser-focused on the metrics that 
matter: activity, replies, and qualified meetings.

Avoiding Vanity 
Metrics

Adjusting for Success After reviewing your data, identify areas for improvement:

● Messaging: Test new subject lines, personalization strategies, or value 
propositions.

● Timing: Experiment with sending emails at different times or days.
● Targeting: Refine your prospect list to better align with your Ideal Client 

Profile.
● Cadence: Tweak the frequency or order of touchpoints based on what’s 

working.



Step 6: Analyze & Adjust

Pre-sales isn’t about perfection; it’s about progress. Use your data to make small, consistent adjustments that 
lead to better results over time. Remember, sales is a process - it evolves as you learn more about what works 
and what doesn’t.

Keep it Simple



Key Takeaway
Analyze what matters, adjust what doesn’t. By focusing on activity, reply rates, and 
qualified meetings booked, you’ll ensure that every effort in your pre-sales process is 
moving the business forward.



Step 7: Repeat
Success in pre-sales is built on persistence, consistency, and 
repetition. The work you do today lays the foundation for 
tomorrow’s opportunities. Stick to the process, refine as you go, 
and keep showing up. 

It’s not about reinventing the wheel - it’s about executing your 
plan, learning from your results, and repeating the steps with 
focus and determination. Consistency wins. 



Key Takeaway
Repeat. Refine. Repeat



Email deliverability isn’t just about great 
messaging - it also requires a solid technical 
foundation. Here’s a high-level overview of 
key technical elements that can improve 
your email success:

Bonus: Email 
Technical Setup  

ALT Text to Images

● Always include ALT text for any images in your 
emails. This ensures your message is still 
accessible and meaningful even if the images 
don’t load.

SPF and/or DMARC

● SPF (Sender Policy Framework): Helps verify that 
your email is being sent from an authorized 
server, reducing the risk of it being flagged as 
spam.

● DMARC (Domain-based Message 
Authentication, Reporting, and Conformance): 
Builds on SPF and DKIM to prevent spoofing and 
protect your domain reputation.



Bonus: Email 
Technical Setup  

DKIM (DomainKeys Identified Mail)

● A cryptographic authentication method that 
ensures your email hasn’t been tampered with 
during delivery. This adds a layer of trust for 
email providers.

rDNS (Reverse DNS)

Ensures that the server sending your email has a valid 
reverse DNS record, which many email providers use as 
a basic trust check.



Key Takeaway
There’s a lot more to email deliverability than what’s covered here, and getting it right can 
be complex. It’s highly recommended to work with a professional partner to ensure your 
email setup is optimized for success.



This curated list highlights some of the most 
useful sales tools and platforms available. 
New options are always emerging, so feel 
free to explore, demo, and choose the tools 
that align with your goals and budget.

Bonus: Tools & 
Platform List

LinkedIn Sales Navigator Prospecting & List Building https://www.linkedin.com/sales/solutions/sales-navigator

ZoomInfo Prospecting & List Building https://www.zoominfo.com/

Apollo Prospecting & List Building https://www.apollo.io/

BuiltWith Research & Prospecting https://builtwith.com/

AnyMail Finder Email Verification https://anymailfinder.com/

Findymail Email Verification https://www.findymail.com/

Tool Name Use URL

https://www.linkedin.com/sales/solutions/sales-navigator
https://www.zoominfo.com/
https://www.apollo.io/
https://builtwith.com/
https://anymailfinder.com/
https://www.findymail.com/


Woodpecker Automation+ Tool https://woodpecker.co/

HubSpot CRM https://www.hubspot.com/

Zoho CRM https://www.zoho.com/

Evaboot Data Extraction Tool https://evaboot.com/

Twain AI Writing Tool https://www.twain.ai/

Hemingway Writing Tool https://hemingwayapp.com

Instantly.ai Automation+ Tool https://instantly.ai/

Clay Data Source & Enrichment https://www.clay.com/

NeverBounce Email Verification https://www.neverbounce.com/

MillionVerifier Email Verification https://www.millionverifier.com/

Tool Name Use URL

https://woodpecker.co/
https://www.hubspot.com/
https://www.zoho.com/
https://evaboot.com/
https://www.twain.ai/
https://hemingwayapp.com/
https://instantly.ai/
https://www.clay.com/
https://www.neverbounce.com/
https://www.millionverifier.com/


This curated list highlights some of the most 
useful sales tools and platforms available. 
New options are always emerging, so feel 
free to explore, demo, and choose the tools 
that align with your goals and budget.

Bonus: 
Books to Read

How to Win Friends and Influence People Dale Carnegie

How to Make Millions with Your Ideas Dan S. Kennedy

Who Moved My Cheese Spencer Johnson

To Sell is Human Daniel H. Pink

The Ultimate Sales Letter Dan S. Kennedy

Follow Up and Close the Sale Jeff Shore

Title Author



Be Bold and Win the Sale Jeff Shore

Pick Up the Phone and Sell Alex Goldfayn

Improv Wisdom: Don't Prepare, Just Show Up Spencer Johnson

How To Talk to Anybody About Anything: Breaking the Ice With Everyone Daniel H. Pink

Title Author



About the Author - Reed Daniels
Reed Daniels is a seasoned tech-sales leader and 
founder of Rail Trip Strategies, where he combines 
over 15 years of experience with a passion for 
business development. Clients consistently praise 
Reed’s deep industry knowledge, thoughtful 
approach, and commitment to delivering results. 

Known for his ability to simplify complex sales 
challenges, Reed takes the time to truly understand 
each client’s unique needs, crafting tailored 
strategies that drive success. Whether he’s helping 
agencies meet more ideal clients, refining their 
processes, or providing expert advice, Reed’s 
dedication and attention to detail make him a trusted 
partner.

Connect with him on LinkedIn to learn more about 
how he can help transform your sales journey.

Stay Connected + Stay Tuned For More:

We’re excited to expand this resource further! Look 
forward to messaging examples, strategies for 
navigating common scenarios, additional research 
insights, video walkthroughs, and much more.

Thank you for reading.

REED DANIELS, Owner
Rail Trip Strategies
reed@railtripstrategies.com
www.railtripstrategies.com

https://railtripstrategies.com/
https://www.linkedin.com/in/rldaniels/
http://www.railtripstrategies.com/

