SaaS Sales Email Templates
Six SaaS sales email templates, from cold outreach and trial nudges to demo follow-up and expansion, that turn signups and prospects into paying customers.
Cold outreach
When to use: Use this as a first cold email to a target account.
Subject line
A faster fix for [pain point]
Email
Hi [prospect name],
I am [rep name] from [company name]. Teams like yours often struggle with [pain point], which quietly costs time every week.
[product name] handles that in one place, and most teams see the difference within days, not months.
Worth a quick look? You can grab fifteen minutes here: [meeting link]. If it is not a fit, no hard feelings.
Best, [rep name]
Trial-to-paid nudge
When to use: Use this near the end of a free trial.
Subject line
Your [product name] trial ends soon
Email
Hi [prospect name],
Your trial wraps up in a few days, and I did not want you to lose the progress you have made. You have already used [feature], which is where most teams see the biggest win.
Upgrading keeps everything in place, with nothing to set up again.
If you have any questions before you decide, I am here. The [next step] is choosing a plan, and I am happy to recommend the right one.
Best, [rep name]
Demo follow-up
When to use: Use this within a day of the demo call.
Subject line
Recap and next steps for [product name]
Email
Hi [prospect name],
Thanks for your time today. The part that stood out for your team was solving [pain point], and [product name] is built to do exactly that.
I have summarized what we covered and the results you can expect. If it would help, I can loop in anyone else on your side who needs to weigh in.
The [next step] is a short call to plan a rollout. What does later this week look like?
Best, [rep name]
Competitor switch
When to use: Use this when a prospect already uses a competitor.
Subject line
Switching from your current tool
Email
Hi [prospect name],
You may already have a tool for this, so I will be direct. The teams that move to [product name] usually do it because of [pain point] that their old tool never fixed.
I am not here to knock what you use. I would just like to show you the one or two things that tend to make people switch.
If you are curious, the [next step] is a short side-by-side look. Fair enough?
Best, [rep name]
Expansion or upsell
When to use: Use this when a customer is hitting the limits of their plan.
Subject line
Getting more out of [product name]
Email
Hi [prospect name],
Your team has been using [product name] well, and you are starting to bump against what your current plan covers. That is usually a good sign of growth.
[feature] on the next tier would remove that ceiling and open up a few things your team has asked about.
No rush at all. If it is worth exploring, the [next step] is a quick call to size the right plan. Want me to send a couple of times?
Best, [rep name]
Renewal or last-call
When to use: Use this before a renewal date or to close out a quarter.
Subject line
Your [product name] renewal is coming up
Email
Hi [prospect name],
Your renewal is near, and I want to make it simple, with no surprises. Everything you use stays exactly as it is, and pricing does not change.
If anything has not been working, tell me now and I will fix it before you decide.
The [next step] is a quick confirmation, or a five-minute call if you would rather talk it through. Which do you prefer?
Best, [rep name]
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