¥ EMAIL FUNNEL
Re-Engagement

Revive Your List Before \t Goes Colad

~n TARGET a REPORT c TIMEFRAME
Engagement

&~ Reactivation 45 min

& DiRECTIONS € INGREDIENTS

Are-engagement email targets contacts who stopped opening, Tags
clicking, or buying. These dormant subscribers drag down UTM Tracking
deliverability, inflate list costs, and hide your real engagement
numbers. Cleaning them up — or waking them up — is one of the
highest-ROI moves in email marketing.

PREREQUISITES
Send a short sequence (2-4 emails) to contacts inactive for 60-90+ 500+ Dormant
days. Give them a clear reason to re-engage: exclusive content, a Contacts
special offer, or a simple "are you still interested?" prompt.

The biggest lever is timing. Contacts dormant 30-60 days reactivate
at 3-5x the rate of those gone 180+ days. Move fast — every week of
inactivity makes recovery harder.

VARIATIONS

Win-Back
Sunset Campaign
Re-Permission

PERFORMANCE CALCULATION

. . . METRIC TARGET
Determine Your Reactivation Rate 5~15%
) CDormant] 9o Day Inactive 3,200

Track contacts with no opens or clicks in the last 60-90 days.

o CReactivated) Win-Back 334

E Track contacts who clicked or took action from the re-engagement sequence.

Reactivated + Dormant Contacts 12.0%
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Breakdown Your Reactivation Rate

Find which segments respond to re-engagement and which are already gone.

INACTIVITY WINDOW

[ LAST OPEN | LAST CLICK | LAST PURCHASE

Sort dormant contacts by how long they've
been inactive. Recent drop-offs respond to
gentle nudges. Contacts gone 180+ days rarely
return — consider sunsetting them to protect
deliverability.

PRIORITIZE THE RECENTLY DORMANT
Focus re-engagement offers on 30-90 day

inactives. Sunset 180+ day contacts who
ignore 2 sends — they're dragging down your
deliverability.

.D CONTACT HISTORY

m LAST ACTION | PURCHASE HISTORY | ENGAGEMENT
SCORE

Identify what each contact last did before going
dark — opened, clicked, or purchased. Past
buyers respond to different re-engagement
offers than contacts who only ever opened
emails.

MATCH THE OFFER TO THE HISTORY
Past buyers get exclusive deals. Past clickers

get your best content. Open-only contacts
need a bold subject line to break through.

SEGMENT OPTIMIZATION EXAMPLE

Inactivity Window Optimization

30-60 'Datjs
60-9% Dags
90-180 'Dags
1Ro+ 'Détjs

< ORIGINAL SOURCE

B CHANNEL | UTM SOURCE | REFERRER

Break dormant contacts by how they first
entered your funnel. Paid ad leads often
disengage faster than organic or referral traffic
— revealing which sources produce lasting
subscribers.

FIXACQUISITION, NOT JUST RETENTION
If one source creates most dormant contacts,

the problem is lead quality — not your
emails. Tighten targeting or qualification
upstream.

ENTRY POINT
<)

[ TAG | LEAD MAGNET | LIST

Group dormant contacts by which lead magnet
or list they originally joined. Some offers attract
engaged subscribers while others bring in
freebie-seekers who were never going to
convert.

TAILOR THE WIN-BACK BY INTEREST
Reference their original opt-in in the subject

line. A personalized callback to why they
joined converts 2-3x better than generic
blasts.

FOCUS SEGMENT
m Last Open

%00 152 19.0%
4,200 132 11.0%
150 u5 6.0%
u50 9 2.0%
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Optimize Your Re-Engagement Email

Every element either earns a click or gets deleted.

Should we stop emailing you?

Hey — we noticed you've been quiet.

Your exclusive comeback offer a

20% OFF — 7 DAYS

Yes, Keep My Subscription a

You'll be removed in 7 days

CALL TO ACTION
A\ ONE CLICK, ONE CLEAR NEXT STEP

Dormant contacts won't wade through options.
One button. One action: "Grab My Deal" or "Yes,
Keep My Subscription." Strip every other link
and navigation element. The entire email exists
to earn a single click. Make that click obvious
and effortless.

SUBJECT LINE
A\ BREAK THE PATTERN THEY'VE BEEN IGNORING

Your usual subject lines aren't working

— that's why they went dark. Break the
pattern. Ask a direct question or
acknowledge their absence. Skip "We
miss you" — try "Should we stop
emailing you?" Curiosity plus loss
aversion in one punch. Test 3-4
variations across your sequence.

INCENTIVE
A\ GIVE AREASON WORTH COMING BACK FOR

A generic "come back" email won't cut
it. Offer something exclusive: a
discount, bonus resource, or early
access. Match it to their original interest
— if they joined for a checklist, offer the
advanced version. Relevance beats
generosity every time.

SUNSET DEADLINE
A\ CREATE URGENCY WITH A REAL CONSEQUENCE

Tell them what happens if they don't act: "We'll
remove you in 7 days." Follow through — this
isn't a bluff. Real deadlines beat fake urgency.
Sunsetting non-responders improves
deliverability, lowers list costs, and often
triggers a last-minute wave of clicks.
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How to Optimize Re-Engagement
Emails for your business

Different audiences go dormant for different reasons. Adjust your approach.

i.g COACHES
9 REIGNITE THE TRANSFORMATION CONVERSATION

Dormant coaching leads once wanted a
transformation. Remind them why they signed
up with a client success story that mirrors their
situation. Offer a free 15-minute strategy call as
the re-engagement hook. Frame everything
around their unfinished goal: "You started this
journey for a reason. Ready to pick back up?"

E E-COMMERCE

9 LEAD WITH PURCHASE HISTORY

Use past purchase data to personalize the win-
back: "You loved [Product X] — here's 20% off
something similar." For recently dormant
contacts, try restocking nudges or new arrival
alerts. For long-dormant contacts, send a
curated "what's new" roundup of best sellers.
Personalized offers outperform blanket
discounts 3-4x.

m B2B & SAAS
@ FOCUS ON THE PROBLEM, NOT THE PRODUCT

Dormant contacts still have the problem your
product solves. Lead with their pain point, not
your features: "Still struggling with [X]? Here's
what changed." Offer a personalized demo, ROI
calculator, or case study from their industry.
B2B re-engagement works when you prove the
cost of inaction — not the value of your tool.

'j CREATORS
Pl @ RECONNECT THROUGH YOUR BEST CONTENT

Dormant followers got buried in the noise. Send
your single best-performing piece of content
with a personal note explaining why you picked
it for them. Offer exclusive early access to
upcoming work as the re-engagement reward.
Authenticity wins here — skip the corporate
tone entirely.

m COURSE CREATORS

u TAP INTO UNFINISHED LEARNING GOALS

Dormant leads wanted to learn something but
got busy or overwhelmed. Send a "pick up
where you left off" email with a bite-sized
lesson or quick-win tip that reignites curiosity.
Offer a limited-time discount or bonus module
as the hook. Frame re-engagement as a fresh
start — not a guilt trip about falling behind.

4 PROFESSIONAL SERVICES
4

Q LEAD WITH CREDIBILITY AND INSIGHTS

Dormant prospects already considered hiring
you. Send a "checking in" email with a valuable
insight — a regulatory update, market shift, or
relevant case study. Offer a complimentary
audit or consultation as the re-engagement
hook. Position yourself as the expert they
should have called — lead with credibility, not
discounts.



