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1. The core do’s and don’ts to building multi-touchpoint cadences



The Do’s:  

TYPES

Phone & Email Are No Longer Enough

• Using Multi-Media increases contact 
rates by 161%

TOUCHES

More Attempts Means More Responses

• Optimal Outbound Cadence had Up to 14 
Touches

DOUBLE TAP

You Need to Double Tap

According to SalesLoft

What is the Double Tap?

○ Call -> email = higher success

○ 80% of the top 100 cadences we looked at (out of a 

sample of 3.4 million) started with a call followed by 

an email

○ Do both on the first day of contact



The Do’s: 

Prospect opens old email – in 
this case, 2 from the same 
sequence - REACT

React to re-engagement – don’t just sit and wait



The Do’s

• Don’t worry about making it perfect straight away – start using & 
testing your cadence, then make adjustments as you see results.

• Personalisation – how to stand out in a competitive landscape
• Don’t be afraid to bring some humour into your messaging – be creative 
• Demonstrate a willingness to add value to a prospect
• Include Vidyard video messages in your cadences

The Don’ts

• Don’t be afraid to skip a step if it doesn’t feel right, cadences 
are there to give you structure but you can still remain agile. 



2. Strategies that work



2 Sequences: 1 decision makers, 1 influencers

Below the line 
Automate, personalize to persona not individual, use 
Video to solve their common problems. 

Decision Maker 
Less automation, more high-level problem solving, 
personalize to individual, use video to solve their 
common problems. 

WHY?
- Create conversation around your solution internally
- Create champions internally
- Gather information on the company



3.  How to test and optimise your cadences

4. How to measure and track the results 



Testing, Optimising, Measuring, Tracking

• Look for the step that is driving opportunity 
• Don’t get hung up on clicks & replies

• A/B test as much as possible
• Adapt as you go & trust the data you get

• Automate steps to improve efficiency 
• Hone in on what works



5. Creating cadences for C-suite Executives



Get Feedback from your own CEO / C-level

My take using my CEO’s feedback:



Creating cadences for C-suite Executives  

• It varies depending on size of organisation
• Earn the right to target executives at large companies organisations
• Always go low before going high for hard-to-reach executives

• Focus on the pain points
• Keep your messages short and simple
• Be persistent. It will take some time for a CEO to reply



6. Tips on adjusting your cadences during the pandemic



7. How to make your cadences unique



Audience Questions



COGNISM GUIDES 🔗👇

The ultimate B2B prospecting cadence

Building a winning cadence for CEOs: Cognism's guide

How to build a winning cadence for sales leaders

Useful resources

https://www.cognism.com/blog/ultimate-b2b-prospecting-cadence
https://www.cognism.com/cadence-for-ceos
https://www.cognism.com/cadence-for-sales-leaders


This webinar has been recorded.

A link will be sent out later along with a copy of 

the slides.

For more resources on scaling sales, 

visit: cognism.com/blog


