WEEK 9

One Offer Carried the Whole Week

Monday 24 August to Sunday 30 August 2026. The first full week with everything sending.
Nine campaigns went out, 8,696 emails landed, and the result is unusually clear: one offer
produced almost every reply and both opportunities, and the rest produced close to nothing. This

report shows what worked, what did not, what we got wrong, and what changed on Monday.

8,696 14 2 1

EMAILS SENT REPLIES OPPORTUNITIES OFFER THAT WORKED

THE WEEK

Everything In One Number

8,696 emails, 14 replies

That is a reply rate of 0.16 percent across the whole account. For cold email aimed at
this market we would expect somewhere between 1and 3 percent, so this is well
below where it needs to be. The useful part is that the failure is not spread evenly. It
sits almost entirely in the offers, not in the sending.

Delivery itself was healthy. 79 emails bounced out of 8,696, which is 0.91 percent,
comfortably inside the safe range and well under the level where we would pause

anything for deliverability.

The finding. Campaign H, the software replacement offer, carried 15 percent of
the volume but produced 11 of the 14 replies and both opportunities. Every other
offer, across 7,415 emails, produced 3 replies between them and no opportunities
at all.




THE DETAIL

Campaign By Campaign

CAMPAIGN OFFER EMAILS SENT REPLIES OPPORTUNITIES
H Software replacement 1,281 1 2
E Trade classification 2,226 1 0
C Trade classification 2,038 0 0
J Customs Health Review 1135 0 0
Document processing 1,071 0 0
A Customs brokers 285 2 0
D Oil and gas 276 0 0
G Export control test 201 0 0
B Forwarders 183 0 0

Two results deserve to be called out plainly rather than buried in the table.

The Customs Health Review is dead in cold email

Campaign J sent 1,135 emails and produced zero replies. Not a low number of replies,
zero. Campaign A, which carried the same idea to licensed brokers, sent 285 and
produced 2. We have now tested this offer properly and it does not earn a reply from

a cold audience.

This is not a comment on the product. It is a comment on the ask. The message tells
someone we will look over work they have already done, which reads as a favour they
have to make time for rather than something they want. There is also ho nhumber in it,

so nothing in the message tells them what they stand to gain.

The software replacement offer is the one with life in it

Campaign H asks what a company pays each month for the systems its team runs on,

then offers to build a replacement at no charge and run it for about half. 1,281 emails,



11 replies, 2 opportunities. On its own that is a 0.86 percent reply rate, roughly five

times the account average, from the smallest budget of attention.

The sample is still small and we are not treating it as proven. It is, however, the only
offer that has produced anything, and it is the one Adrian raised on the call as the
strongest thing Ripple sells.

The Quieter Channel Doing Better Work

161 connection requests, 46 accepted, 6 replies

Across the four Linkedln campaigns running on Adrian's and Jonny's accounts,
acceptance ran at 28.6 percent, which is a healthy number and in line with what we
saw in earlier weeks. Of the 40 conversations that opened, 6 people replied.

Set against email that is a striking contrast. LinkedIn produced 6 replies from 40
conversations. Email produced 14 from 8,696 sends. The audiences overlap heavily,
so the difference is the channel and the fact that a Linkedln message arrives from a
person rather than an inbox.

What We Got Wrong This Week

A prospect reached Adrian's calendar who should never have
been in the list

Adrian flagged a booking on Monday from a company that had nothing to do with
customs. He was right, and it was our error, not a stray inbound. The person came
from our own LinkedIn campaign running on Jonny's account and replied on 24
August.



Two separate checks failed on the same record. Our data had her at a large freight
forwarder, which is a real target for Ripple, while her own profile says she now runs a
technology company she co-founded. She had moved on and our source had not
caught up. Her location is also listed as Hong Kong, against a buyer definition that is
United States first.

What changes. Employment is now checked against the person's current profile
rather than the record we were given, and any lead outside the agreed countries is

dropped before it can be contacted. Both checks run before anyone is loaded into a
campaign, not after.

What Changed On The Call

All sending is paused, at your request, and nothing has gone out since. The reason was
sound. The replacement emails named systems that are used in the United Kingdom and a
large majority of the people receiving them are in the United States, so the question landed as
nonsense for most of the list and Adrian was right to stop it.

What we agreed

One offer and one audience instead of nine campaigns pulling in different directions.
The software replacement offer, aimed at freight forwarders, which are the only
audience that has ever produced a booked call on this engagement. Everything else
parked until that has had a fair test with real volume behind it.

One thing the data changed since Monday. We said we would split the list into a
United Kingdom version and a United States version. Having now checked every
one of the 7,451 people on those campaigns, the list is 86 percent United States
and 1.4 percent United Kingdom. There are 105 UK people in total and only 69 we
can still contact. So the split is not worth building. The right fix is simply to take the
UK system names out of the message that the other 86 percent receive, which is
done and waiting for your approval.




NEXT

What We Need From You

v Approve the copy. The rewritten messages are on a separate page for you and Adrian to
read line by line, in both a United States and a United Kingdom version. Nothing sends until
you have said yes to it.

v Adrian: the naming decision. Whether we may name the systems we are replacing, or
whether the message stays general. Both wordings are written and ready. This is the last
thing holding the offer back.

v Adrian: the guarantee. There is a line promising money toward their next licence that is
sitting in live campaigns and was never signed off. We have taken it out. Tell us whether you

want it back in with your approval, or left out.

v Do you want a United Kingdom lane at all? With 69 contactable UK people it needs new list
building to be worth anything. Worth doing, or stay focused on the United States?
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