The “We Noticed a Change” Email

OVERVIEW

Addresses a noticeable drop in engagement, lapsing communication, and signals
proactive support. The goal is to check in, acknowledge the shift in engagement, and re-
open the conversation in a low-pressure, customer-focused way.

KEY DATA POINTS
e Decline in email opens, event attendance, click-throughs, or platform usage
e Changes in account behavior over time
e Timing of disengagement in relation to campaigns or product updates

CTA / NEXT STEP
Encourage a quick conversation to realign, explore current goals, or offer tailored content
and resources.

EMAIL COPY
Subject Line: Missed you at the last {{event_type}}, {{first_name}}

Body:
Hi {{first_name}},

We noticed you weren't able to join our recent [insert: webinar / strategy session /
customer event], and also saw a pause in a few other areas—whether it's fewer logins to
the platform, skipping recent downloads, or a change in meeting attendance.

We know things get busy, and priorities at {{company}} might be shifting. That's exactly
why we wanted to check in.

Here's what you missed:

e [Insert bullet 1: key insight, feature update, trend, or peer takeaway]

e [Insert bullet 2: challenge discussed or solution shared]

e [Insert bullet 3: new resource or announcement that might be relevant]
We want to make sure we're still aligned with your goals, and if things have changed, we'd
love to understand what your team is focused on now—and how we can be most useful
moving forward.

Open to a quick conversation to catch up?

CTA Button: Let’'s Reconnect
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The “Competitor Switch” Email

OVERVIEW

Acknowledges that the customer moved to a competitor but introduces a new
differentiator—such as a product release, service update, or pricing model—that aligns
with the customer’s original needs and provides the opportunity to start a competitive
displacement campaign.

KEY DATA POINTS
e CRM notes or sales feedback on client churn notices or lost upsell and cross-sell
opportunities
» Technographic data or public partnership/deployment announcements
o Release of relevant features, new products, or service updates

CTA / NEXT STEP
Invite them to explore what’s changed via a demo, comparison resource, or follow-up call.

EMAIL COPY
Subject Line: A new update that might help at {{company}}

Body:
Hi {{first_name}},

We understand that {{company}} has gone in a different direction recently—and we
completely respect that. Priorities shift, and it’s all about finding what works best for your
team right now.

That said, we've recently rolled out [insert: “a set of updates,” “a reimagined experience,”
or “a new approach”] that'’s already helping teams facing [insert pain point, e.g., “visibility
gaps across regions” or “challenges activating account data effectively”].

Here's how one customer in [insert industry] tackled a similar challenge:

“We'd hit a wall trying to scale our outreach without real visibility into [customer
problems.] [Your company] helped us [solve challenge]—without adding more tech or
headcount.”

— [Insert Customer Name, Role, or Company if approved for use]

If it's helpful, we'd be glad to walk through what’s changed on our side and where it might

align with your goals.

CTA Button: See What's New MADISONLOGIC.


https://www.madisonlogic.com/blog/how-to-build-a-successful-competitive-displacement-campaign/
https://www.madisonlogic.com/blog/how-to-build-a-successful-competitive-displacement-campaign/

The “Rebuilding Trust” Email

OVERVIEW

Focuses on repairing a relationship that ended due to a poor customer experience.
Highlights specific improvements or shifts in support, onboarding, or product quality that
directly address their past pain points.

KEY DATA POINTS
o Exit surveys, churn reasons, or customer support (CS) feedback
o Support ticket trends or issue resolution data
e Net promoter scores (NPS) or satisfaction scores

CTA / NEXT STEP
Offer a chance to reconnect or give feedback, possibly through a one-on-one session or
personalized product-walkthrough.

EMAIL COPY
Subject Line: We've been listening—and making changes

Body:
Hi {{first_name}},

We know things didn't go as planned the last time we worked with {{company}}—and if
the experience felt frustrating, we understand why. When expectations aren’t met, it's not
just a product issue—it affects trust.

We've spent a lot of time listening since then: to feedback from your team, from others in
[insert industry], and from users who faced similar hurdles with [insert relevant challenge
—e.g., “onboarding complexity,” “support response delays,” “unmet feature expectations”].
In response, we've made real changes in the areas that impacted your journey most.

[Insert 1-2 examples:

e “New integrations to reduce manual steps and increase adoption”

o “Recent third-party review: #1 in ease of implementation in [platform] rankings”]
If your team is still navigating [insert persistent challenge], or just re-evaluating what
comes next, we'd welcome the chance to reconnect—whether to walk through what's

changed or just to hear your perspective again.

CTA Button: Reopen the Conversation
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The “Exclusive Offer” Email

OVERVIEW

Uses personalized incentives to re-engage, such as limited-time offers, discounts,
extended trials, or enhanced onboarding. Framed around what’s most relevant to their
past usage, current or past company history, and objections.

KEY DATA POINTS
e Previous product usage patterns
e Budget or pricing objections
« Timing around planning/budget cycles

CTA / NEXT STEP
Prompt interest in the offer and suggest scheduling a quick walkthrough or activation
step.

EMAIL COPY
Subject Line: We've been listening—and making changes

Body:
Hi {{first_name}},

With {{company}} recently [insert context—e.g., “kicking off a new planning cycle,”
“expanding into new markets,” “bringing new systems online,” or “restructuring internal
workflows"], we thought this might be the right moment to reconnect.

We've put together an offer that’s tailored to where teams like yours typically feel the
most pressure—whether that's: 1-2 bullet points

If you're still navigating [insert specific pain point or objection, e.g., “budget constraints,”
“cross-functional buy-in,” or “tool fatigue”], this offer was built with that in mind.

Optional: We can walk you through the details—or simply share resources that show how
other teams in [insert industry] are using this to accelerate outcomes.
e Recent results from a peer company: 32% faster campaign deployment
e “This helped us shift from reactive to proactive execution in just two weeks.” - VP of
Ops, [Customer Name]
e Comparison sheet or case study link here if applicable]

Let us know if this would be helpful to review together—we're happy to meet you where
you are.

CTA Button: Access My Offer MADISONLOGIC.



