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Every company needs to know how to attract prospects. 
Some methods of filling the sales pipeline will work 
regardless of your outreach method, while others are specific 
to an outreach method.

We’ve gathered some of the best techniques on how to 
generate leads in sales using both cold email outreach and 
multi-channel marketing. Start with a quick refresher on these 
methods and learn why multi-channel marketing is the way 
to go. Then, look at specific tips, from how to write a cold 
email to why your outreach campaign will do best with a 
multi-channel approach.

You will notice that some of the techniques for qualifying 
prospects are listed for specific scenarios – either multi-
channel marketing or cold emailing. With some creativity, you 
can adapt those to other lead prospecting strategies as well.
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UNDERSTANDING 
OUTREACH METHODS

UNDERSTANDING 
COLD OUTREACH AND 
THE VARIOUS CHANNELS

Before getting into techniques on how to attract prospects, get 
a feel for the most common categories of outreach methods.

While this guide will primarily focus on cold email outreach, 
it’s still worth mentioning the other channels that you can use 
for cold outreach. This will give you a better idea about cold 
outreach and how to make the most of it with tools like cold 
email templates.
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As mentioned, email is the primary form of cold outreach 
and one that we will continually mention in this guide. This 
method refers to sending targeted emails to help you find the 
right customers for your product or service.

Emails are a great choice when it comes to cold outreach 
because they are less intrusive. On top of that, they are 
very easy to automate with the right program. Thanks to 
automation, you can easily send hundreds of cold emails with 
one click. Simply choose your software, write or select your 
ideal cold emailing template, get details about the prospects 
to personalize the emails, and set up the automation.

Email
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LinkedIn is quickly growing in popularity and effectiveness 
when it comes to cold and warm outreach. LinkedIn is especially 
popular for B2B, thanks to its ability to form professional 
connections.

Like email, you can easily automate LinkedIn messaging to 
reach out to people. As a bonus, your prospects will have a 
fair amount of personal information on their LinkedIn profiles, 
saving you the need to gather it another way.

The process of LinkedIn outreach automation is very similar to 
automating email outreach. You choose a LinkedIn automation 
tool that has the features you need, create or find LinkedIn 
messaging templates, and send them with personalized 
information.

LinkedIn

Alfred makes it incredibly easy to personalize your automated 
LinkedIn lead generation. You can use all the expected 
personalization elements, such as name, company, job title, and 
industry. But if you want to add even more personalization, just 
import a .csv file with your leads. Alfred will turn the additional 
columns into extra personalization when you automate LinkedIn 
messages.
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The traditional method of cold outreach is calling people on 
the phone. While this is still commonly considered “old school” 
when used alone, it can be part of effective multi-channel 
marketing.

So while you can make cold calls, it’s better to save them 
for leads you have already warmed up. If you decide to use 
cold calling, focus on prospects who have already responded 
positively to your email or other methods of outreach.

SMS outreach is the modern version of cold calling and is 
incredibly efficient. It takes advantage of the fact that most 
people are glued to their phones. Notably, 90% of messages 
are read within three minutes, and 98% are opened.

As a bonus, you don’t need an internet connection to send 
an SMS. You can also automate the process with the right 
program. The important caveat here is that you have to follow 
some legal guidelines. It should come with a specific opt-in 
process, as well as requirements for letting the recipient opt 
out.

Phone

SMS
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Now we have tackled that cold outreach can be done on 
various channels. But as mentioned, we’re going to focus on 
cold emailing. Let’s explore cold emailing in more detail.

With cold emailing, you are emailing prospects you don’t have 
a connection with. This is a popular method of starting and 
even maintaining professional relationships. Cold emailing 
enables you to start a conversation, especially with prospects 
who haven’t even heard of your product or service.

Most people today would consider the early days of cold 
emailing spam. People would send mass sales-focused emails 
without any segmentation or personalization. It relied heavily 
on automation, copying, and pasting without personalization.

But what people want and expect from email has evolved 
over the years. Now, people expect a more personalized 
approach, even when reading an automated message from 
a stranger. As with LinkedIn message templates, cold emails 
now have more personalization and segmentation. Hyper-
personalization has become crucial.

Today’s prospects want to feel as if you understand them. 
Effective sales and outreach teams need to have clear customer 
personas and understand the pain points of customers.

A CLOSER LOOK 
AT COLD EMAILING

Cold Emailing Over the Years
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With a better understanding of all the forms that cold outreach 
can take, what about multi-channel outreach? As the name 
implies, multi-channel outreach is when you reach out and 
connect with leads across various channels. You may use 
some combination of those mentioned above for potential 
cold outreach. Maybe you’ll use other channels as well.

Having multiple marketing channels delivers plenty of benefits, 
including letting you put your prospect first.

UNDERSTANDING 
MULTI-CHANNEL OUTREACH
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1. MULTI-CHANNEL OUTREACH 
AS A TECHNIQUE TO BOOST LEAD 
GENERATION: THE ADVANTAGES

Multi-channel outreach is easily among the most effective 
methods for boosting lead generation. Using this type of 
outreach will offer numerous benefits, including the following:

When you reach out to leads over multiple channels, you give 
them the choice of how to reply. Perhaps they hate emailing 
but love texting. Maybe they never check their phone or email 
but are active on LinkedIn. The more channels you use, the 
more options for your leads to get back in touch with you.

They will see this as you putting their preferences first. That, 
in turn, can go a long way to building a strong relationship 
with them.

Leads Can Choose 
How to Engage With You
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Once your leads respond to you on their preferred channel, 
you can take note and focus on that channel in the future. 
This is good for you and the lead. They won’t go back to an 
infrequently-used account only to see dozens of messages 
from you or miss out on crucial information. Think of it as 
another method of how to manage your sales pipeline.

At the same time, you won’t waste marketing efforts on a 
channel that your lead doesn’t prefer. That saves you time 
and money. In the case of LinkedIn, it can also help you stay 
within your LinkedIn daily limits, as you won’t waste part of 
your limit for LinkedIn connections on prospects that prefer 
to hear from you via email or text.

You Can Segment Leads 
Based on Those Preferences
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If you rely on a single marketing channel too much, you put 
your sales strategy at risk if something happens to change that 
channel’s effectiveness. What happens if it gets too saturated
and people stop noticing your messages or posts? Or what 
if the platform changes its algorithms, and you temporarily 
stop getting the results you are used to?

In either case, your other channels can pick up the slack while 
you resolve the issue. Multi-channel outreach lets you ensure 
that at least one door always stays open. That, in turn, makes 
your sales strategy flexible and gives you time to adjust it as 
needed. The best sales automation solution will work on 
multiple channels to help with this.

Using multiple channels not only helps you adapt when 
algorithms change but also if your account gets flagged for any 
reason. For example, you run this risk if you go overboard with 
LinkedIn automation tools and exceed the LinkedIn message 
limit per day or one of LinkedIn’s other limits.

It’s Future-proof Even If 
Algorithms or Channels Change

Alfred includes safety limits to prevent your account from being 
flagged. Alfred automatically evaluates your LinkedIn account 
type and sets conservative LinkedIn limits. If you prefer, you can 
also adjust the LinkedIn messaging limits built into Alfred, making 
them more or less conservative. Just remember that increasing 
the limits beyond Alfred’s suggestions comes with a risk.
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If you opt for a single-channel approach, you have to guess 
which one will deliver the best results. Yes, information like 
your LinkedIn analytics dashboard can help you make an 
informed decision. Still, that information may be inadequate.

With multiple channels, you give your team a chance to 
determine the one that works the best. For example, if you 
thought that cold calls would give you the best results, you 
can check your LinkedIn campaign analytics, which may show 
that LinkedIn does better.

The Best Channel May Not Be 
the One You Think
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Anyone in sales knows that it takes a certain number of 
interactions between you and the potential client to convert 
your lead. Having more touchpoints is a crucial part of how to 
convertleads into sales.

If you use more than one channel, you will be able to include 
more touchpoints without overdoing it on a single channel. 
After all, if you reach out just once on each LinkedIn, email, 
SMS, and Twitter, that’s four touchpoints right there. But it 
doesn’t seem too overwhelming, as you only reached out on 
each channel once.

You Can Increase Touchpoints With Ease

Alfred excels at multi-channel marketing automation. You can 
start a conversation on LinkedIn, then move to email or Twitter 
DMs. From there, go back to one of the other channels. Add as 
many steps to your LinkedIn campaigns as you want, going back 
and forth between channels as many times as necessary.
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2. STRATEGICALLY USE COLD 
EMAILING TO SUPPLEMENT 
MULTI-CHANNEL OUTREACH

Cold emailing can be effective, but your best choice will 
always be to use it as part of a larger multi-channel outreach 
strategy. Simply put, cold emails aren’t as effective as some 
other channels, and you miss out on the other benefits of 
multi-channel marketing mentioned above.

On top of that, cold emails are very likely to be missed in 
cluttered inboxes or may even be sent to spam.

While cold email outreach shouldn’t be used in isolation, we 
still want to prepare you for both cold emails and multi-channel 
marketing. So, we’ll explore tips, best practices, and guidelines 
for both, as part of an omni channel sales strategy.

As mentioned, personalization is crucial to cold emails or any 
other type of communication. But personalization isn’t the 
only thing to keep in mind. You will also want to incorporate 
the following tips on how to write outreach emails. You’ll 
notice that many of these tips also apply to crafting a LinkedIn 
message template and the best sales email sequences.

Techniques to Boost Lead Generation 
When Writing Cold Emails
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3. START WITH 
A STRONG SUBJECT LINE

4. MAKE A COMPELLING 
INTRODUCTION

Perhaps the most important part of any cold email is the subject 
line, which is crucial to how to write a good prospecting 
email. This will determine whether your prospect opens the 
email or just deletes it. And even when people open your 
email, the subject line largely influences what they think of 
your company.

The best subject lines will be attractive and personalized. At 
the same time, they will sound like they come from a real 
person. This helps you write cold emails that get responses.

After the prospect opens the cold email, you need to grab 
their attention and keep it. Don’t start by talking about the 
products and services you offer. Instead, start by showing 
them the research that went into deciding to reach out to 
them.

Mention some of the information you got from your LinkedIn 
profile scraper. Form a connection with the client. Talking 
about a common interest or mentioning their company name 
lets the prospect know that you did your research instead of 
just randomly emailing people.
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5. DON’T MAKE 
THE SALES PITCH TOO PUSHY

6. INCLUDE A CTA

7. SIGN THE EMAIL

You are obviously going to want to include a sales pitch in 
your email. After all, that’s the reason you sent it. But one of 
the best cold email tips is don’t be too pushy. Try to maintain 
a non-sales tone throughout the pitch.

For example, avoid the temptation to list all the features of your 
product. Instead, mention its benefits and how it overcomes 
your prospects’ pain points.

Ideally, your cold email will be the first touchpoint in a long 
business relationship. Use it as an opportunity to invite the 
prospect to take the next step. Maybe ask for an email back, 
call, or meeting, whether in-person or virtual.

At the end of the email, include a signature. It should include 
your name, company, position, and contact information. After 
all, email isn’t like LinkedIn, where prospects can click on your
LinkedIn account or profile to learn more about you.
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8. USE TEMPLATES 
TO YOUR ADVANTAGE

Remember that you don’t have to craft your cold emails 
from scratch. Templates are a great tool for sales email 
automation. You can find some great email templates online 
or create a handful that you use based on how your audience 
is segmented. Think outside of the box when it comes to 
templates. For example, you can easily adapt LinkedIn email 
templates to work for traditional emails.

As mentioned, multi-channel outreach is the best approach, 
as it lets you reach customers on their preferred channel and 
reduces your reliance on any single channel. But how do you 
use it effectively? Keep the following outreach tips in mind.

Alfred has hundreds of LinkedIn connect templates and message 
templates in our library, each of which allows for hyper-
personalization. Use them to automate LinkedIn InMail. Or make 
minor changes to them and use them for your cold emails.

Techniques to Boost Lead Generation 
When Using Multi-channel Outreach
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9. START WITH JUST 
TWO OR THREE CHANNELS

Eventually, your multi-channel strategy may include five or 
more channels. But it isn’t feasible to use this many right from 
the start. It is much better to start with two or three channels 
first.

Take your time to learn how to make the most of them. Then, 
once you are confident that those channels require minimal 
upkeep, add another channel to the mix.

Which channels should you start with? That will depend on 
your client base. For many B2B companies, email and LinkedIn 
are good starting points. But make sure you also consider 
where your clients are. Maybe they prefer Twitter, Facebook, 
or Instagram. They may also prefer texting.



19How to Attract Sales Prospects: 13 Techniques to Boost Lead Generation

10. ALWAYS WARM UP 
YOUR ACCOUNTS

No matter the channel you use for outreach, it’s crucial to 
warm up your account. This helps ensure that your outreach 
looks more natural. It means that you shouldn’t go from 
sending a few messages straight to sending 100 a day with 
your automation tools.

Instead, you want to set up your LinkedIn automation 
software to send a lower number of messages per day. Stay 
at that level for a few days or weeks, gradually increasing 
it over time. Repeat this process until you reach your goal. 
This dramatically reduces the chances of your account being 
flagged or disabled.
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11. USE AUTOMATION

You may find it a challenge to handle outreach on multiple 
channels without any assistance or occasionally dropping the 
ball. Instead of hiring a large team, consider taking advantage 
of automation and sales outreach tools. The best sales 
automation software will let you automate messages on 
more than just LinkedIn, such as in a larger campaign sequence. 
Ideally, it will let you automate these various channels in 
parallel. There should also be a feature to stop the automated 
sequence when the prospect responds, as you don’t want to 
overwhelm them or come across as too pushy.

But don’t just think about automation for messages or a 
LinkedIn connection request. You can also automate other 
aspects of your multi-channel outreach, such as posts on 
social media. Look for a tool that includes a social media post 
scheduler. Regular posts on LinkedIn and other social media 
platforms will help boost engagement. It will also give you 
more chances to connect with potential leads.
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Alfred includes a free social media post scheduler as part of the 
software. But it does more than just schedule a LinkedIn post. You 
can use this Alfred feature to cross-post on other platforms, such 
as Facebook, Twitter, and Instagram.

Remember that the goal of automation, whether you 
automate LinkedIn or another channel, is to use your team’s 
time more efficiently. You can reduce the time you spend on 
each outreach channel, giving you more leeway to integrate 
other channels. You also have the option to focus your efforts 
on the part of the sales funnel requiring a human touch.
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12. TRACK METRICS 
AND ANALYTICS

When discussing the benefits of multi-channel outreach, we 
mentioned you may discover that an unexpected channel 
delivers the best results. But to do this, you need to analyze 
metrics and gather data. So, look for a tool that makes LinkedIn 
strategy and analytics simple, and look for similar analytics on 
every other channel you use.

Alfred has analytics for LinkedIn built into the software. This 
eliminates the guesswork of how to see LinkedIn analytics and 
lets you easily see how your LinkedIn campaign is performing. 

Remember that you don’t stop with tracking the metrics and 
analytics. You need to put them to good use by adjusting your 
campaigns.
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13. ALWAYS PERSONALIZE

As mentioned, include personalization in every single channel. 
Whether you are sending a personalized LinkedIn message 
or segmenting your audience to send more personalized text 
messages, personalization is crucial. It makes prospects feel 
you took the time to understand their needs and preferences.
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When it comes to outreach, a multi-channel approach is 
much more effective than any single-channel approach, such 
as cold emailing. No matter the channel you use, there are 
some crucial methods of to how to attract prospects, such 
as incorporating personalization, using analytics, and taking 
advantage of sales automation tools.

Alfred is the top tool for LinkedIn lead and sales automation. 
In addition to LinkedIn, Alfred offers automation on other 
channels, such as social media post scheduling on Twitter, 
Facebook, and Instagram, as well as multi-channel messaging 
sequences that include Twitter and email.

Meet Alfred with a demo, and then take advantage of our 
seven-day free trial to experience the benefits of Alfred for 
yourself. No credit card is required for the free trial of our 
sales automation platform.

CONCLUSION


