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1. SUPERPOWERS NOT SWORDS

Remember Link from the Legend of Zelda? Link bumped into an old man who sold
weapons. He bought a sword. The sword shot energy beams.

Link didn't buy the sword to shoot energy beams. He bought the sword to handle
stronger enemies so he could rescue Princess Zelda in hours instead of days.

Link bought a superpower, not a sword.
Prospects don't want to be camera experts (sword).

They want to take pro-quality pics so friends and family can experience the joys and
sights of their travels with them (superpower).

What can people now do because of X that they can’t do without it?
What'’s the before and after?

Here’s a superpower copywriting formula you can steal:

You do X and Y happens. Y is the superpower.
Example for a washing machine
You put dirty clothes in a box and 20 minutes later they come out clean.
Example for Uber

You press a button and 15 minutes later a Mercedes takes you to where you want
to go.

Example for Alteryx

You click a green button and smile knowing you can focus on analysis instead of
spending hours manually updating data.

People buy superpowers, not swords.
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2. SOLVE AN EXPENSIVE PROBLEM

| have a pixel out on the TV in my back bedroom. | barely watch that TV. When | do, |
rarely notice the missing pixel.

It's a problem. But the problem isn’t intense and frequent, so I'm not replacing it
because | have limited resources. So do you. So do your prospects.

Problems need to be intense and frequent to get attention.
Problems are not all created equal.

Pick expensive problems.
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3. MAKE IT PERSONAL

Have you ever been part of a group project in college but didn’t give it your all?
But when you’re flying solo on a project you give it 100%?
Why is that?

When people feel they have no unique contribution to make, they feel little responsibility
to step up.

This is a social psychology phenomenon called social loafing.
What does social loafing have to do with cold email?

If your sending messages that feel copy-pasted, prospects think they have little
contribution to make, so they are less inclined to respond.

Good cold emails overcome this obstacle by highlighting what drew you to this prospect
instead of other prospects.

It's worth spending a little time writing a few sentences about something you observed
about your prospect and why it prompted you to reach out.

Here's a cold email | received that prompted a positive response:

"Josh - | just read your post: Why | Don’t Have Goals. Enjoyed your 2-cents on
happiness being a journey, not a destination.

In your post you wrote about your process for building tiny habits. If you think your
audience would enjoy learning about the science of how habits work on your podcast,
I'd be down to chat. Here’s an article | wrote.

Either way, thanks for the great LinkedIn content.”

Are your cold emails written for a persona or a person?

Wish you could book more meetings? Wish granted. Get The Badass B2B Growth Guide.


https://academy.joshbraun.com/p/badass-b2b-growth-guide

4. USE YOUR PROSPECT’S WORDS

“Optimize”, “Streamline”, “Cutting-Edge”, “Attain growth”

These overused fluffy words confuse prospects. When you confuse, you lose.
How can prospects say yes if they can’t relate to what you’re writing?

So many marketers use fluffy words like “optimize”, so they no longer stand out.
Use the words your customers use to describe their problems. Steal them from case
studies. The litmus test? Ask yourself, “Would a customer say this?”

Don'’t say this:

"As a pro triathlon coach with 20 years of experience, I'd like to offer you a free
introductory session on my outcome-driven IRONMAN 360 view program."

Do say this:

"You know how you had a great run and a great ride but suffer on the run? How can you
ensure your IRONMAN 26.2 mile doesn’t turn into a Frankenstein walk."

Your customers are better copywriters than you are. Steal your customer’s words.
Copy/paste them into your emails.

Here are 3 ways to find the words your customers use to describe their problems:

1. Scan customer success stories for quotes about the problems that caused
people to switch

2. Interview customers that bought within the last 45 days. Ask: “How did you know
you needed to start looking for {type of product?)’” “What did you try that didn’t
work?”

3. Listen to inbound discovery calls. How do prospects describe their hair on fire
problems that prompted them to contact you?
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5. WRITE FOR ONE

Everyone:
“We help athletes improve.”
Me:

“What are you doing to ensure your IRONMAN 26.2 mile run doesn'’t feel like a
Frankenstein walk?”

Writing for everyone is a big mistake. Prospects can’t relate to generic messages.
Here’s legendary advertising executive Fairfax M. Cone:

“Good advertising is written from one person to another. When it is aimed at millions, it
rarely moves anyone.”
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6. CUT FLUFF

Legendary author Stephen King said that when he finishes writing he waits awhile and
cuts 10 percent of the words. The reason? Fluff. Fluff takes the punch away from his
sentences.

Awhile for a book might be a few days. Awhile for a cold email? One minute.

Here are some ways to cut words from cold emails:

Delete useless words

Ask yourself: will the sentences make sense if | delete this word? The answer is usually
yes.

Original
After sending my last email, | got really excited and wanted to share some ideas | had
on how Starbucks could leverage Twilio.

Revised
Here’s how Starbucks might leverage Twilio.

Original
A number of retail companies are ...

Revised
Several retailers are ...

Delete “that”

Original

ACME found that they were able to save over 2,000 hours of manual effort.
Revised

ACME saved 2,000 hours of effort.

Delete “and” or "but"

Original
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ACME was able to reduce customer hold times by 46% and they also boosted CSAT
scores by 17%.

Revision
ACME reduced hold times by 46% - boosting CSAT scores by 17%.

QOriginal

Book more meetings but without having to cold call.
Revision

Book more meetings without cold calling.

Erase "just"”

You don't have to apologize for doing your job. "Just" diminishes the importance of your
message.

Original

Just seeing if you'd be open to carving out some time to talk.

Revision

Do you have time to talk?

Take 2 “passes”

Wait 1 minute before sending your email. Read is again. Two times.

You'll be surprised by the number of words you missed the first time around.
Wait, let me take another pass at that sentence.

Revised

You'll be surprised by the "fluff" you missed the first time.
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7. BE MEANINGFULLY DIFFERENT

Prospects are making progress when you contact them. They are getting from point A to
point B. They are getting the job done using their current solution. Why change?

For example, imagine the job your prospect wants to get done is finishing an
IRONMAN.

They’re getting the job done by training 20 hours a week. Finding a balance between
work, family, and training is challenging.

What can prospects now do because of X that they can’t do without it?

What's different?

With your training program, people can cross the finish line with only 10 hours of
training. That's meaningfully different because prospects can spend more time with their

families.

When you train for 10 hours on Saturday, you sleep on Sunday. You're too tired to do
anything

What feels different? You get your Sundays back.

Here'’s the copy:

“Not sure it’s a fit, but other 50+ year old triathletes are using a lesser-known training
approach to finish IRONMANS with only 7 hours of training per week — getting their
Sundays back.

Want to know how they’re doing it?”

Be meaningfully different.
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8. POKE THE BEAR

Most salespeople don’t focus on this one crucial thing when cold calling.

The cost of inaction.

My brother Jason recently sold his company, Animal Pharmaceuticals for 25m.
| shadowed Jason a few time and watched him sell.

The product?

Private labeling. (Allows vets to put their logo on his products.)

Private labeling is an effective way for vets to differentiate themselves from mega stores
& online retailers.

Here’s the question Jason asked that resulted in a sale 9 out of 10 times.

Problem

“Something that used to irk David Brown, the DVM & co-owner at Circle C Veterinary
Hospital, was recommending a brand-name product to pet owners and then seeing
them bypass him and purchase the item online or at a superstore.”

Poke the bear

“Dr Jones, how are you dealing with pet owners bypassing you for online retailers or
superstores?”

The psychology?

Jason shined a light on the cost of inaction.

He illuminated what vets stand to lose if they do nothing.

(Studies suggest that losses are twice as powerful, psychologically, as gains. It's called
loss aversion.)

Jason asked a question that was difficult to answer.
Instead of pitching, he poked the bear.

The best way to persuade is to let other people persuade themselves.
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9. SLOW DOWN

“Can you chat for 30 minutes Tuesday at 3 or 4 pm EST?”
Let’s talk about your CTA.

Don’t ask people for 30 minutes of their time. That’s like asking someone you just met if
you could meet their parents. That’s a lot of friction.

Slow down, cowboy.

Instead, ask a yes/no question to determine interest. Here are some examples:
Open to learning more?

Would you like to learn more?

Worth exploring?

Is this of interest?

Feel free to say no if you don'’t see a fit, but is this of interest?
Worth a conversation?

No rush, but is this worth exploring?

Want to know how they did it?

Opposed to learning more?

Why this works:

Low friction CTAs stack the odds in your favor for starting conversations because they
only require a yes/no response.

Asking for time creates more friction because it requires a bigger commitment.
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10. DELETE JARGON

"Flexible, scalable, groundbreaking"

Over-used, jargon-laded phrases can creep into your communications without you even
knowing it.

The problem? When you use jargon, you're a vanilla scoop in a sea of vanilla scoops.
You don't stand out.

People default to jargon when they try to cover a broad range of how their solution
works. Solutions have no value without problems prospects can relate to.

Your prospects want to know what they can now do because of X that they couldn't do
before.

For example, | was recently talking with a prospect. | said | could teach her how to write
cold emails using copywriting techniques. But she didn't know what copywriting was.
So | said, “l teach you how to turn the words in your cold emails into conversations.”

When | said that, the light bulb went off in her head. She now knew how | could help her
because | was using the same language she would use.

As legendary copywriter Robert Collier said, | was "joining the conversation already
happening in her mind."

Read your cold emails out loud. Ask yourself, "Are these the words my
customers/prospects would say over coffee?"

It okay to use jargon words if your audience would say them. The problem is when they
don't.

How to Cut Jargon

The secret to cutting jargon: Use words customers would say to describe their problem.
How? Look at customer success stories for quotes. Listen to inbound discovery calls.
Start a Google Doc called “The Lingo Library” that contains the words customers use to
describe their problems and results. Your customers are better a writing cold emails
than you are.
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11. BE CRISPY

Pop Quiz: If you wanted fried chicken, which ad hits you more?

Frank’s Ad
Frank’s has wonderful homemade fried chicken.

Fran’s Ad

Fran’s infuses chicken with rosemary-infused buttermilk brine and the perfect amount of
salty seasoning. The buttermilk makes it tender and moist. The crust is made a secret
Asian technique that results in an incredibly crispy crust.

Can you feel the difference? (Yes, it's a feeling.)

Fran right? The words put a movie in your head. You probably saw and perhaps even
tasted the fried chicken in your mind.

Why am | talking about fried chicken?
When you're “crispy” or specific you’re more believable.

The psychology? The length-implies-strength heuristic. The principle says in effect that
the more you have to say, the more likely it is you'll be believed.

For example, here’s the first “crispy” sentence of Rippling CEO Conrad Parker’s email:
What | use to hate about my job (cofounder and CEQO at Rippling), is the admin work of
running a business - stuff like paperwork, IT tasks, setting up new employees, payroll,

creating an account in gmail, salesforce, github, AWS, our VPN, etc.

Are your cold emails crispy?
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12. THE MAGICAL POWER OF “WITHOUT”

Alex Honnold was the first person to climb El Capitan, a 3,000 foot vertical rock in
Yosemite National Park WITHOUT ROPES.

“Without ropes” is the hook. It pulls you in. If Alex climbed El Capitan with ropes the
hook wouldn’t get your attention.

What's the point?

Your prospect are getting the job done when you reach out. They’re climbing mountains
with ropes.

Use the magic word “without” to describe what's meaningfully different about your
product or service.

Here’s the formula: (Desired Result) without (Thing That Sucks).
For a triathlon coach:

Finish an Ironman without a taxi taking you to the finish line.
Here’s an example from Philipp Alexander Stréhemann:

“‘ACME grew to 7m ARR without hiring salespeople, cold calling or running ads on
Facebook or Google.”

Example for Athletic Greens, a health powdered drink.
“Get 75 essential greens without having to eat them.”
Example for a done for you podcast editing service.
“Publish polished podcasts without editing.”

What’s your “without” sentence?
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13. DETACH

"I'm just checking in.”

“Did you get my email?”

Are you too attached?

Your attachment style describes how you connect with people.

When you have an anxious attachment style you constantly seek approval and fear
being abandoned.

Here are traits of a person that's anxious:

You think everyone is mad at you.

You freak out when people don't answer your texts or emails.
You're afraid of getting ghosted.

Fear of losing a sale.

The problem?

Being too attached creates what you're fearing the most. Being abandoned.
Nobody likes a needy person.

If this sounds like you, here’s some good news.

You can change with a simple 2mm mindset shift.

Detach from the outcome.

Don’t follow up 5 times when you get ghosted.
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Instead send this one sentence email from Christopher Voss:
Have you given up on this project?

Have you deferred the project?

Have you put the project on ice?

Have you shelved the project?

If your prospect responds, great. If not that's okay too.
Selling is about conversations, not a conversation.

Let go.

Letting go is a gift because you can spend more time with people who are motivated to
talk with you.

You're the prize.
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14. END ON A HIGH NOTE

Have you ever watched a TV series you loved only to have it ruined by the finale?
For me, it was Dexter.

Even though | liked most of the episodes leading up to the finale, | ended up not liking
the series.

This is a psychological heuristic called the” peak-end-rule”. People judge an experience
based on how they felt at the peak and the end rather than the sum of every moment.
What does this have to do with cold emails?

The last sentence of your email plays and important part in determining if you'll get a
reply.

Here are a few last lines you can test that make people feel good:
ONE

” Thank you.”

Good old fashion gratitude for the win.

y

According to an analysis of 350,000 emails conducted by Boomerang app,” thank you’
performed 1.3 times better than” Best”.

TWO

" Either way, keep up the great work on the podcast.”

Everyone likes a genuine compliment.

THREE

” Awaiting your fair but stern reply.”

” Awaiting your profanity filled response.”

Hat tip to copywriting legend Jon Buchan for these closing lines.

When you end on a high note you make people feel good. When people feel good,
they’re more likely to respond.
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15. PUTTING IT ALL TOGETHER

Here’s how to write a cold email that will give you the best chance of starting a
conversation with a crazy busy CFO:

1. Identify a top priority

According to Deloitte’s most recent cost survey, 88% of CFOs plan to continue
pursuing cost reduction regardless of the state of their revenues.

2. Find a big expensive problem that relates to the top priority.

Property taxes are the largest cost of occupancy. And they might be exposed to risk
where hidden cost savings exists.

Unlike other tax obligations, property taxes can increase without warning, while also
presenting significant opportunities for savings.

3. Write an illumination question that shines a light on a missed opportunity.
“What are you doing to avoid the risk of unexpected property tax increases?”
4. Write an email that piques curiosity.

“Lisa - Noticed in Cranes that your building on Eastman isn’t at full capacity since most
employees are working from home.

Curious, what are you doing to avoid overpaying property taxes?

Asking because Beth Smith the CFO at ACME Inc. (235,000 square-feet) used a
lesser-known approach to reduce property taxes by 5.2%. It involves external
obsolescence.

Open to learning how she did it?

Either way, smart move picking a location next to the Karen’s Cafe. Best walnut
chocolate chip cookies ever.”

This template is designed for a CFO, but you can easily customize it for any prospect.
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16. SHAMELESS PLUG

1,817 people have invested in the Badass B2B Growth Guide.

| asked customers what prospecting was like before The Badass B2B Guide. And what
improved after investing in The Badass B2B Growth Guide. Wow, what a difference.

© Brendan Shannon - 3:31pm
" Hey Josh,

I've begun to adopt your email templates in my cold email
prospecting. No mention of the product itself, just illuminating
issues that people may not know exist and mention outcomes and
achievements that we can get people to experience.

Completely different than my previous attempts at cold emails.

| booked five meetings last week with aviation companies (a
basically dead industry right now) using what you teach. Even
landed a one-call close where we cut the demo short to send over
an agreement.

Thanks for all you do. Keep kicking ass!

-Brendan

@ Cameron Ricks - 7:49 AM E]

Hi Josh,

You don’t know me (Hi, I'm Cameron) and | wanted to thank
you. | recently invested in the Badass B2B Growth Guide and
have been seeing some exciting results! I've broken into 3 of
my tier 1 accounts that previously left me in the dust.
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0 Anna Bergslien - 5:40 PM

Just want to say that so far your B2B guide has been incredibly
enlightening! As a brand new SDR ramping in the middle of a
pandemic, | was able to reach 120% of my quota selling to an
industry that's been highly impacted (staffing & recruiting).

Also, | used what I've learned to reach out to someone | really
look up to in the sales field and got a positive response. :)
Thanks for making this guide and laying down the groundwork
for salespeople to be more helpful (and human).

@ Dhruv Laddha - 7:53 AM

Hey Josh, loving the guide! It truly is BADASS, closed approx.
$25,000 worth of deals within a month of subscription (since
our ticket size is $100-$1000 subscriptions, that's approx 30
deals which is an absolute quota crusher).
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Harrison MacLean - 1:46 pm

Just got a callback with your VM 3 talk track, transitioned to the
cold call script, and that turned into another demo booked! | change
my mind. | don't feel unbelievable. | feel like Superman.

Harrison MacLean - 1:52 pm
Also - that is 1 of 6 callbacks from VM 3 talk track this week.

| averaged MAYBE 6 callbacks a month prior. It's amazing how much
impact a slight change in wording can have on people.

So far, | have seen a 500% ROI on your sales guide.

ARE YOU NEXT?

CLICK HERE TO INVEST IN THE BADASS GUIDE
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, Jonathan . 516 pm
Dude - | used your "send more info"
template (with some tweaks) and got a
response/meeting! Thanks, man!

CAUTION: This message originated externally, pbease use caution when clicking on links or opening attachments!|
That would work for me; I'm not sure that we're Enterprise enough to use but all open to hear what you have. I'm

pretty well tied up in the first half of the week; how does your Thursday or Friday look?
Greg

é Josh Jaffe - 11:52 AM

Dude - your book kicks ass! As does basically all of the content
you pump out on LI

I was an SDR & Manager for 7 years and feel like a lot of Sales
content going around on Social isn't helpful for someone "as
experienced" as me, but your stuff always lands. | just move into
an Account Exec role and bought your book out-of-pocket
because | felt like | had grown stale at my last company. Took me a
decent amount of wrestling with what a "deposit" would look like,
but I'm very proud of my newest and highest-performing
conference promo email, check it out! Thanks for the help JB!
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