:
Launch Warming
Sequence

Prime Your List Before You Pitch

k TARGET a REPORT c TIMEFRAI\iIE
CTR Engagement 45 min

& DiRECTIONS € INGREDIENTS

Alaunch warming sequence is a series of 3-7 emails sent before you Tags

open cart, go live, or launch a new offer. Each email builds UTM Tracking
anticipation, establishes authority, and primes your list to buy —

before you ever ask for the sale.

Without warming, your launch email hits a cold inbox. Open rates @3 PREREQUISITES
drop. Click rates tank. A warming sequence shifts your audience from 500+ Subscribers
passive to primed. The gap between a $5K launch and a $50K launch

often comes down to the week before.

Your biggest lever is relevance. Each email must connect to a specific VARIATIONS
pain and tease the solution without giving it away. Curiosity drives

. . Product Launch
clicks. Clicks create warmed leads. Warmed leads buy.

Webinar Launch
Challenge Launch

PERFORMANCE CALCULATION

R 9 METRIC TARGET
Determine Your CTR 3~8%

) Claunch) Warming Seq - Sent 8,200

Track everyone who received your warming emails via your email platform tags.

(o) /launch/sneakr(oeek 492

E Track visits to the destination pages linked in your warming emails.

Link Clicks = Delivered 6.0%



EMAIL FUNNEL & LAUNCH WARMING SEQUENCE

Breakdown Your Click-Through Rate

Find which segments respond to your warming — and which ones tune out.

4 LIST SOURCE

B CHANNEL | UTM SOURCE | OPT-IN ORIGIN

Where a subscriber joined reveals their intent.
Email opt-ins from content run warm. Paid ad
leads run cold. Segment to find which sources
create buyers — not just subscribers.

WARM COLD SOURCES HARDER
Send extra warming emails to ad-sourced

leads. They need more trust before a pitch.
Cut sources that never click despite extra
warming.

SUBSCRIBER AGE

[ DAYS ON LIST | COHORT | JOIN DATE

Recent opt-ins may need more context about
you and your brand. Long-time subscribers may
be numb to your emails. Both groups need
different warming approaches to reach peak
readiness.

MATCH DEPTH TO FAMILIARITY
New leads get origin-story emails and quick

wins. Long-time subscribers get behind-the-
scenes access and exclusive early previews.

SEGMENT OPTIMIZATION EXAMPLE

List Source Optimization

Email Opt-in
Tacebook Ads
orﬁanic Search

Partner/Ptliate

ENGAGEMENT LEVEL

[ OPEN RATE | CLICK HISTORY | RECENCY

Track who opens and clicks your warming
emails versus who ignores them. Engaged
subscribers are launch-ready. Disengaged
contacts hurt deliverability and skew your click-
through data.

PRIORITIZE YOUR HOTTEST LEADS
Move high-engagement contacts to a VIP

early-access list. Suppress non-openers from
launch emails to protect your deliverability
rates.

CONTENT INTEREST

n LEAD MAGNET | TOPIC TAG | QUIZ RESULT

Not everyone on your list cares about the same
problem. Segment by lead magnet, topic tags,
or quiz results. Tailor each warming email to the
specific pain that brought them to your list.

PERSONALIZE THE PAIN POINT
Reference the specific problem each segment

faces. Personalized warming sequences get
2-3x more clicks than generic broadcasts.

FOCUS SEGMENT
Channel
3,200 238 9.0%
2,800 3Y 3.0%
4,400 %® 1.0%
800 32 U.0%



EMAIL FUNNEL & LAUNCH WARMING SEQUENCE

Optimize Your Warming Emails

Every email either builds anticipation or burns attention. Earn every open.

Email 1 Email 2
The Story The Value
A story you The framework
need to hear n that changesiitall
The Framework
CEE—
——
[ [ ]

opt-in

SUBJECT LINE
A\ WIN THE BATTLE FOR ATTENTION

Your subject line competes with 50+ unread
emails. Use specific curiosity — hint at a result,
tease a story, or pose a question they can't
ignore. Avoid vague hype like 'Big news!'
Generic subjects get generic open rates. The
more specific your tease, the more opens you
earn.
B VALUE CONTENT

A TEACH BEFORE YOU SELL
Each warming email should deliver a real
insight — a framework, a mistake to avoid, or a
revealing truth. Don't hoard value for launch
day. Generosity builds trust and trust drives
clicks. By the time you pitch, readers should
already feel like they owe you one.

Email 3 Email 4
The Tease The Pitch
Something big It's here.
is coming... Don't miss out.

3 days remaining

Get Access Now

Limited availability

Launch Day

OPENING HOOK
A\ EARN THE FIRST 2 SECONDS

Start with a story, a bold claim, or a relatable
problem — never a greeting. The first line
determines whether they keep reading or scroll
past. Connect emotionally before you educate.
Make the reader feel this email was written for
them, not blasted to a list.

n CALL-TO-ACTION

A BUILD THE CLICKING HABIT

Every warming email needs one link — not
three. Point to a blog post, video, or preview
page. Track which links get clicks to gauge
interest. You're not selling yet — you're training
the click habit. Contacts who click warming
emails are 3-5x more likely to buy at launch.



EMAIL FUNNEL & LAUNCH WARMING SEQUENCE

How to Optimize Launch Warming
Emails for your business

Adapt your warming sequence to match how your audience buys.

i.g COACHES
9 LEAD WITH TRANSFORMATION STORIES

Share client success stories across your
warming sequence — before/after moments
that mirror your audience's struggles. Each
email should make readers think 'that could be
me.' Tease what's coming: 'Thursday I'm
opening the program that made this possible.’
Coaches sell belief. Your warming emails prove
change is real.

E-COMMERCE
@ TEASE THE PRODUCT, NOT THE DISCOUNT

Don't lead with price — lead with desire. Show
the product in action. Share the design story or
the problem it solves. Use countdown emails for
urgency, but anchor each one in a new benefit.
Save the discount for launch day. If your
warming is just 'sale coming soon,' you train
buyers to wait for deals instead of wanting the
product.

I:j B2B & SAAS
@ LEAD WITH THE BUSINESS CASE

Share case studies, ROl data, and benchmarks
across your warming sequence. B2B buyers
need to justify purchases to their team — give
them ammunition. Each email should tackle
one objection: cost, implementation time, or
switching risk. By launch day, prospects should
have the internal business case already built in
their heads.

.'j CREATORS
P aud @ BUILD ANTICIPATION WITH EXCLUSIVE ACCESS

Give your audience behind-the-scenes access to
your creative process. Show early drafts, share
your inspiration, or reveal the story behind your
new project. Creators thrive on community —
make subscribers feel like insiders, not
customers. When launch day arrives, they buy
to support you and stay part of the journey.

m COURSE CREATORS

u TEACH A MINI-LESSON IN EACH EMAIL

Each warming email should deliver one
actionable lesson from your course topic. Solve
a small problem to prove you can solve the big
one. By email three, readers should think 'if the
free content is this good, the course must be
incredible.' That's your enrollment moment.
Education-based warming outperforms hype
every time.

4 PROFESSIONAL SERVICES
4

? DEMONSTRATE EXPERTISE THROUGH DIAGNOSIS

Use each warming email to diagnose a common
problem your prospects face. Show them what's
broken and why — but don't prescribe the full
fix. Build the 'l need help' realization across 3-5
emails. When you open bookings or reveal your
offer, the decision is already half made.
Expertise sells services. Demonstrate it freely.



