Win-Back Re-engagement Sequence
Messages for reactivating old leads or inactive customers.
Inactive lead reactivation
When to use: Use this when inactive lead reactivation needs more than one message and silence should not end the opportunity.
Touch 1 - context with a reason
Subject: Quick idea for inactive lead reactivation
Hi [customer name], I wanted to follow up because [specific detail] usually decides whether this becomes useful or gets ignored.
The practical next step is [next step]. I can also send [supporting resource] so you can compare the option without booking a call first.
Touch 2 - reduce the risk
Quick note: the part teams usually worry about is [specific detail]. The simple way to reduce that risk is to decide who owns [owner] and what counts as a successful next step.
If you want, I can map the simplest version to your situation and keep it to one page.
Touch 3 - decision prompt
Should I keep this open, move it to later, or close the loop for now? Any answer is fine. I just do not want to keep bothering you.
Internal follow-up rule
If there is no reply after [send timing], log the reason as inactive lead reactivation, set the owner to [owner], and choose the next step: close, nurture, or schedule a human follow-up.
Expired trial win-back
When to use: Use this when expired trial win-back needs more than one message and silence should not end the opportunity.
Touch 1 - context with a reason
Subject: Quick idea for expired trial win-back
Hi [customer name], I wanted to follow up because [specific detail] usually decides whether this becomes useful or gets ignored.
The practical next step is [next step]. I can also send [supporting resource] so you can compare the option without booking a call first.
Touch 2 - reduce the risk
Quick note: the part teams usually worry about is [specific detail]. The simple way to reduce that risk is to decide who owns [owner] and what counts as a successful next step.
If you want, I can map the simplest version to your situation and keep it to one page.
Touch 3 - decision prompt
Should I keep this open, move it to later, or close the loop for now? Any answer is fine. I just do not want to keep bothering you.
Internal follow-up rule
If there is no reply after [send timing], log the reason as expired trial win-back, set the owner to [owner], and choose the next step: close, nurture, or schedule a human follow-up.
Old customer check-in
When to use: Use this when old customer check-in needs more than one message and silence should not end the opportunity.
Touch 1 - context with a reason
Subject: Quick idea for old customer check-in
Hi [customer name], I wanted to follow up because [specific detail] usually decides whether this becomes useful or gets ignored.
The practical next step is [next step]. I can also send [supporting resource] so you can compare the option without booking a call first.
Touch 2 - reduce the risk
Quick note: the part teams usually worry about is [specific detail]. The simple way to reduce that risk is to decide who owns [owner] and what counts as a successful next step.
If you want, I can map the simplest version to your situation and keep it to one page.
Touch 3 - decision prompt
Should I keep this open, move it to later, or close the loop for now? Any answer is fine. I just do not want to keep bothering you.
Internal follow-up rule
If there is no reply after [send timing], log the reason as old customer check-in, set the owner to [owner], and choose the next step: close, nurture, or schedule a human follow-up.
Lost proposal follow-up
When to use: Use this when lost proposal follow-up needs more than one message and silence should not end the opportunity.
Touch 1 - context with a reason
Subject: Quick idea for lost proposal follow-up
Hi [customer name], I wanted to follow up because [specific detail] usually decides whether this becomes useful or gets ignored.
The practical next step is [next step]. I can also send [supporting resource] so you can compare the option without booking a call first.
Touch 2 - reduce the risk
Quick note: the part teams usually worry about is [specific detail]. The simple way to reduce that risk is to decide who owns [owner] and what counts as a successful next step.
If you want, I can map the simplest version to your situation and keep it to one page.
Touch 3 - decision prompt
Should I keep this open, move it to later, or close the loop for now? Any answer is fine. I just do not want to keep bothering you.
Internal follow-up rule
If there is no reply after [send timing], log the reason as lost proposal follow-up, set the owner to [owner], and choose the next step: close, nurture, or schedule a human follow-up.
Seasonal return offer
When to use: Use this when seasonal return offer needs more than one message and silence should not end the opportunity.
Touch 1 - context with a reason
Subject: Quick idea for seasonal return offer
Hi [customer name], I wanted to follow up because [specific detail] usually decides whether this becomes useful or gets ignored.
The practical next step is [next step]. I can also send [supporting resource] so you can compare the option without booking a call first.
Touch 2 - reduce the risk
Quick note: the part teams usually worry about is [specific detail]. The simple way to reduce that risk is to decide who owns [owner] and what counts as a successful next step.
If you want, I can map the simplest version to your situation and keep it to one page.
Touch 3 - decision prompt
Should I keep this open, move it to later, or close the loop for now? Any answer is fine. I just do not want to keep bothering you.
Internal follow-up rule
If there is no reply after [send timing], log the reason as seasonal return offer, set the owner to [owner], and choose the next step: close, nurture, or schedule a human follow-up.
Last attempt cleanup
When to use: Use this when last attempt cleanup needs more than one message and silence should not end the opportunity.
Touch 1 - context with a reason
Subject: Quick idea for last attempt cleanup
Hi [customer name], I wanted to follow up because [specific detail] usually decides whether this becomes useful or gets ignored.
The practical next step is [next step]. I can also send [supporting resource] so you can compare the option without booking a call first.
Touch 2 - reduce the risk
Quick note: the part teams usually worry about is [specific detail]. The simple way to reduce that risk is to decide who owns [owner] and what counts as a successful next step.
If you want, I can map the simplest version to your situation and keep it to one page.
Touch 3 - decision prompt
Should I keep this open, move it to later, or close the loop for now? Any answer is fine. I just do not want to keep bothering you.
Internal follow-up rule
If there is no reply after [send timing], log the reason as last attempt cleanup, set the owner to [owner], and choose the next step: close, nurture, or schedule a human follow-up.
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