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Email Goals and strategies

• Goals:
• Monthly Touch

• Customer see your name more and become more familiar

• Personal brand recognition

• Always at the top of the Email inbox

• Customize to relate to the customers market

• Very Simple, easy to read, understand

Our two basic strategies for email marketing.

• Get a meeting 
• This is usually for net new prospects

• Goal is to simply get in the door 

• At the very least, the target customers become familiar with your name and sales focus.

• Get relevant info to the people who need it.
• Geared toward current customers 

• Latest products, pricing, and promotions

• Keeps Panasonic relevant when new projects are being discussed.



Sample Education Vertical Email to End UserSample Education Vertical Email to End UserSample Education Vertical Email to End UserSample Education Vertical Email to End User

Reference card and 5 year projection warranty with explanation of key part of attachment in document name

15 minute meeting so customer feels can end the meeting at 10:00

Higher Education Case Study 

Use current customers as examplesRepeat Current Meeting time and give alternate so can’t give yes or no answer

6 sentences is more than enough.



SUNY Education Personal Database for Monthly EmailSUNY Education Personal Database for Monthly EmailSUNY Education Personal Database for Monthly EmailSUNY Education Personal Database for Monthly Email



Monthly SUNY Email “Touch” Sent to each Prospect/Customer Monthly SUNY Email “Touch” Sent to each Prospect/Customer Monthly SUNY Email “Touch” Sent to each Prospect/Customer Monthly SUNY Email “Touch” Sent to each Prospect/Customer 

Showing we work with OGS contract

• Ask for Projects

• Keep Short

• Used Bullet Points

• Relate to Customer

• State Contract



Sample Monthly Email, Prospecting for Display 
Webinar, Education Show, and Meeting

Bullet Points 

Always 

asking 

for the 

meeting

At top of the 

email list

Individual email

Personal signature 

shows not computer 

generated



Prospect email to Corporate 

1. Found this gentlemen's email 

address in old deal reg from 

2015. 

2. Checked LinkedIn to see if he 

was still with the company

3. Sent Email

4. Reminded him who Panasonic 

was and that we did work 

together already 

5. Got meeting

Current Customer who 

we don’t have 

relationship

With anymore



Corporate Personal Database for Monthly Email



NJ Community College Monthly Email touch

Customized to state and vertical

County colleges have small classrooms, 

typically purchase smaller units



Museum Immersive Product Info Email and 
Display Webinar registration



Monthly Reseller Email to “C” Level



Linkedin Prospecting Inbox Message
• Reached out 

directly to C Level

• Asked for a 9:45 

meeting

• Kept to 5 

sentences

• Sent at night to 

have first thing in 

Linkedin inbox 

next morning

• Was having tough 

time finding contact 

so went bottom up

• She helped me get in 

the door and now we 

have this client



Signature Customization to Vertical 



Summary

• Always want to be at the top of inbox, Early emails are effective

• Give example of success story 

• Monthly Touch – Too many makes you a nuisance not enough makes you invisible

• Customize attachments to about that vertical 

• Customize Signatures

• Keep within 6 sentences

• Always ask for meeting and try for on a quarter time 

• I.E. 9:15, 3:45 

• Give two times so can’t just respond with “NO”

• Use databases including Deal Registration


