
We analyzed 85M+ cold emails in partnership with Gong  
to figure out what actually books meetings in 2025.

Cold email is really, really hard right now.

Some reps play the volume game and send 1000+ emails  
per week and can’t even get one meeting.

Others play the hyper-personalized game and spend hours writing  
over-researched emails… wondering if the prospect will ever actually reply.

But here’s the harsh truth: the top 10% of reps book 8x more meetings  
than the average rep.

the ultimate

Cold Email 
Data Report 

In partnership with Gong, 30 Minutes to President's Club,  
and Jason Bay from Outbound Squad



So we partnered with Gong to break down 85 million cold emails  
to figure out what they do differently.

And we partnered with the best outbound trainer in the game:  
Jason Bay from Outbound Squad to turn those findings into a tactical 
playbook you can steal.

This report is a sneak peek into our course where  
we’ll break down the perfect cold email:

01 Cold Email Benchmarks (Top Reps vs Average)

02 Subject Lines

03 Email Length

04 Personalization

05 Problem & Value Statements

06 CTAs

07 Multi-Touch Prospecting

let’s get into it!

Armand Farrokh JASON BAY NICK CEGELSKI



takeaway

The top rep books a whopping 23 meetings whereas the average rep books only 3.
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01 cold email benchmarks
Before we dive in, here’s how average, top 25%, and top 
10% reps stack up on Opens, Replies, and Bookings.

Top Reps Book 8.1x The Meetings



TOP REPS GET 2.1X THE OPENS

takeaway

Top reps get 2.1x the cold email opens 
with subject lines and preview text 
that piques interest (see section 2).
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Open Rate by Rep

top reps get 4.2x the replies

takeaway

Top reps get 4.2x the cold email 
replies by prioritizing the A tier 
prospects and crafting messaging in 
their language, not seller jargon (see 
section 3).

top reps book 8.1x the meetings

takeaway

Top reps book 8.1x more meetings 
than the average rep. They write 
subject lines that actually get opened, 
format their email for easy replies, and 
get positive replies because they 
speak the buyer’s language.

Reply rate by rep

Meeting booked rate by rep



takeaway

Keep subject lines under 4 words. Avoid full sentences and use short phrases that look like internal emails 
(ie: ”trial delays", "hiring ops", "2024 forecasts").

02 SUBJECT LINES
The subject line determines whether or not your email 
gets opened in the first place.
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Long Subject Lines = Lower Replies
Email reply Rate By Subject Line Length



Lowercase Subject Lines = More Opens
takeaway

Keep your emails lowercase so they 
feel more casual and human (versus a 
marketing headline).

Priority-Based Subject Lines Increase 
open Rates

takeaway

Buzzwords, numbers and social proof 
all kill your open rates. Speak in 
problems and priorities instead. 
Empty subject lines look good, 
however….

Empty Subject Lines Are Clickbait
takeaway

Empty subject lines feel like spammy 
clickbait. Put an actual subject line in 
there.
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Open Rate vs. Reply Rate on Email With Empty Subject Lines

This is 
clickboait. 12% 
lower replies!

Impact on open Rate By Subject Line Strategy

Open Rate By Subject Line Capitalization



emails under 100 words = more 
replies

takeaway

Keep your emails under 100 words! 
You shouldn’t have to scroll to read it 
on your phone.

Emails With 3-4 Sentences = Money 
zone

takeaway

You only need 4 sentences. 
Personalization > Problem > Solution > 
CTA.

03 email length
The email length determines whether or not they actually 
digest your email or auto-delete it.
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Reply rate by word count

Reply rate by bodies of text



Personalized Emails Get more 
Meetings

takeaway

Personalization increases reply rates, 
which lead to meetings booked.

Ranking The 5 Types of Personalization

takeaway

Executives don’t care if you reference 
their alma mater. Prioritize the high 
intent leads, then reference business 
problems (not personal fun facts).

04 Personalization
The personalization gets them to sit up and keep reading 
about the problem.
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Booked meeting rate by personalization

Personalization Type from Highest to Lowest Direct Reply Rate



Pitch Words = Lower Reply Rates

takeaway

The email should be about their 
problems, not your seller jargon.

top performers use more prospect-
focused language

takeaway

“You” language typically references 
what they care about (problems and 
priorities). “We” language leads to 
pitching (and that kills your cold 
emails).

05 Problem & Value Statements
The problem and value statement show the buyer you 
understand their world and why they should care.
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Pronoun-heavy emails - think you, your, and your team - read as 
more personal. Even when they're automated.

Percent Impact of Pitch Words on Email Reply Rate

Usage of “you” focused language among top reps



takeaway

Your “meeting” isn’t good enough. Ask for interest (open to learning more) or create compelling offers like 
free trials, data reports, or audits (think: what will they get even if they don’t buy).
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06 Call-to-action (cta)
The CTA is the final ask or the reason to take the next 
step.

the best cold ctas Make An Offer Instead Of Asking For A Meeting
Percent Impact of CTA on Email Reply Rate



takeaway

Never send one email and stop. Send ~6 emails across 14-28 days to maximize cold email replies (but after 
that, reply rates drop below 0.5% so give it a rest).
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07 Multi-Touch Prospecting
You can’t just send one email. You’ve gotta send multiple 
touchpoints across multiple channels.

the power of multi-touch outreach
Reply Rate By # Of Emails Sent



Bump Emails With 1-2 Sentences get 
More Replies

takeaway

Keep your bump emails 1 sentence 
long. 

Bump Emails with breakup language 
Nearly Double Your Email Reply Rate

takeaway

Don’t keep pitching value. Bump your 
previous email with “thoughts,” 
rephrase your CTA, or eventually send 
a breakup in your latter emails.

Cold Calls Double / Triple Your Cold 
Email Replies

takeaway

Use cold calls and voicemails to drive 
replies over email. 


“Hey Jason, I work with a few other partners in the Scatton 

Downtown LA offices. It's Armand from Northwestern Mutual. 

I'm going to send you an email after this thing. No need to call 

me back, just reply there and let me know if what I'm sending 

you is even moderately interesting.” 
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Reply Rate By Number of Sentences In The Bump Email

Impact on Email Reply Rate By Framework

impact on email reply rate with cold calling



Want more? 
This is the blueprint for double digit cold email replies

If you liked this, we partnered with Gong and Jason Bay to teach  
you how to get double-digit replies over email consistently.

The Cold Email Course: The Reply Method for Double Digit Replies teaches 
you how to book 8x more meetings from cold emails without burning out on 

hours of personalization that doesn’t even work.

1
The Art of Outbound 
Messaging

Learn to craft emails that 

feel 1:1 while scaling your 

outreach. Use AI to work 

smarter, not harder.


2
The Reply Method 
Deconstructed

Get step-by-step training on 

the REPLY framework with 

industry-specific examples 

and templates you can use 

today.

3
The Ultimate 
Sequence Blueprint

Build multi-step sequences 

that actually drive replies 

(and meetings), not 

unsubscribes.


Check it out right here

https://www.30mpc.com/course/cold-email-course

