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How to send cold emails
without getting
blacklisted.
The domain-reputation playbook for founders and sales teams

setting up outbound, warm-up, authentication, and the list

quality that protects both.
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Who this guide is for

You have a product worth talking about and a list of people who should hear about it. The plan is

straightforward: register a domain, load your sequence, start booking calls. Then the first batch

goes out and the numbers do not add up.

Open rates sit far below what the tool promised. Replies are scarce. A teammate checks their own

inbox and finds your test email sitting in spam. Nothing in your copy explains it, and nothing

obvious is broken. What broke is something you cannot see from inside your own account: your

domain has no reputation, and the providers you are sending to have quietly decided not to trust it.

This guide assumes you are about to start outbound, or started recently and are already seeing

spam placement, thin replies, or bounce warnings. It assumes you can edit DNS records, or ask

whoever can. You do not need to write code.

B E F O R E  YOU  STA RT

A 20 to 25 minute read. You leave with a six-

week warm-up schedule with daily volume

targets, an SPF, DKIM and DMARC setup

checklist, the metric gates that tell you when

to scale or stop, a domain-health diagnostic,

and a pre-send infrastructure checklist to

keep open while you work. Assumes you

control your sending domain's DNS, or can

reach someone who does.

H OW  TH I S  GU I D E  I S  STRUCTUR E D

The sections move in the order you will do

the work: understand why fresh domains fail,

learn what providers measure, warm the

domain on a schedule, authenticate it,

protect the warm-up from bad data, and

recover if something has already gone

wrong. The final section is a single

infrastructure checklist that stands on its

own. If you read nothing else, read that one

before your first send.

C O NT E NTS

What this guide covers

The work in order: understand the problem, build the reputation, protect it, recover it. Read

straight through, or jump to the checklist in section 8.

01 Why a new domain lands in spam by default

How providers treat unknown senders, and why volume from a fresh domain reads as

spam.

02 What providers measure: the signals behind the trust score

The engagement, complaint, bounce and authentication signals that decide inbox

placement.

03 What email warm-up actually does

What warm-up changes, what it cannot fix, and why volume alone stopped working.

04 The six-week warm-up schedule

A week-by-week ramp with daily volume targets and the metric gates between each step.

05 Authentication: SPF, DKIM and DMARC without the jargon

The three DNS records every sending domain needs, explained as a setup checklist.

06 How bad list data undoes a warm-up

Why catch-all addresses are dangerous during warm-up, and how detection protects the

work.

07 Reading the warning signs and recovering a damaged domain

How to confirm a reputation problem, check blocklists, and rebuild trust.

08 The pre-send infrastructure checklist

A single self-contained checklist covering domain, authentication, warm-up and list

readiness.

010101 Why a new domain lands in spam by default

Before you change a single setting, it helps to understand the decision a mailbox provider makes

the moment your email arrives. You are about to spend real time and money on outbound, and the

most expensive mistake is the one you make in the first week, before you have any signal that

something is wrong.

When Gmail, Outlook, or Yahoo receives a message, it asks one question before it looks at your

subject line or offer: do we know this sender, and have they behaved well in the past? For a domain

you registered last week, the answer is no. There is no sending history, no record of people

opening its mail, replying, or marking it wanted. To the provider, a brand-new domain that

suddenly sends two hundred emails in a morning is indistinguishable from a domain a spammer

registered that same morning for exactly that purpose.

Reputation is per-domain, and increasingly per-address

Two distinctions change how you set up. First, reputation attaches to your domain, not just the IP

you send from. Older advice focused on IP warm-up; that still applies on a dedicated IP, but most

cold email today goes through shared infrastructure like Google Workspace or Microsoft 365,

where the IP pool is shared across thousands of senders and your domain is the variable you

control. Second, providers now score individual sending addresses, not only the domain. If you run

sales@, outreach@ and hello@ on one domain, each builds its own reputation. Warming the

domain through one address does not pre-warm the others.

TH E  S H O RT  V E R S I O N

I N S I G HT

A clean domain and a trusted domain are not the same thing. A spammer's freshly registered
domain is also clean. What separates you from that spammer, on day one, is nothing the provider
can see. Warm-up exists to manufacture that difference on purpose, before your real campaign
depends on it.

Providers withhold trust from unknown domains rather than granting it by default.

A clean record is the absence of harm, not evidence of good behavior, providers treat the two
very differently.

Reputation is scored per-domain and per-address, so every address you send from needs its
own ramp.

The next section covers which signals providers watch while you are on probation.

020202 What providers measure: the signals behind the trust
score

You cannot manage a number you cannot see, and the trust score providers assign your domain is

never shown to you directly. What you can do is understand the inputs, because warm-up is the

deliberate act of feeding those inputs the values that build trust. This names them, so the

schedule in section 4 reads as cause and effect rather than ritual. None of these is published, but

every one is something you influence with how you send.

Engagement HEAVIEST  WEIGHT

What recipients do with your mail. Opens, replies, forwards, and moving a message out of spam all count

positive; deletes without opening, and especially the spam button, count heavily against you. In 2026

this is the dominant input. A domain sending a small volume to people who reliably open and reply
will out-place a domain sending large volume to silence.

Spam complaints ENDS CAMPAIGNS

A recipient clicking the report button. Google's bulk-sender guidance sets a hard ceiling of 0.3%, and

damage begins well below it, healthy domains aim under 0.1%. Cold outreach is the riskiest category,
because recipients did not ask for the message.

Bounce rate EXPOSES LIST  QUALITY

Mail rejected because the address does not exist. A high rate tells the provider you are sending to an

unchecked list, the pattern of a spammer working from scraped data. Keep hard bounces below 2%;
above 5%, placement drops for your good contacts too; above 10%, you are on a path to a blocklist.

Authentication PASS OR FAIL

SPF, DKIM and DMARC prove you are authorized to send. Unlike the signals above, this one is binary.

Since the Google and Yahoo requirements took effect in February 2024, with Microsoft following in
2025, a failure can mean outright rejection. Section 5 walks through it.

Consistency: the signal that is easy to break

Providers watch the shape of your sending, not just its size. A domain that sends a steady,

predictable daily volume reads as a real business. A domain that sends nothing for three days and

then dumps four hundred emails reads as automated and is treated accordingly. Consistency is

why warm-up is a schedule rather than a single action, and why skipping days during the ramp

sets you back rather than simply pausing progress.

TH E  S H O RT  V E R S I O N

WA R N I N G

Apple Mail Privacy Protection and similar features pre-load images, which inflates your open rate

with opens no human performed. If you gate your warm-up purely on open rate, you may scale a

domain that is actually performing poorly. Treat replies and spam-folder rescues as your reliable

engagement signals, and read open rate as a loose indicator only.

Engagement is the heaviest input: replies and spam rescues matter more than opens.

Complaints above 0.3% and bounces above 2% are the thresholds that trigger real damage.

Authentication is pass-or-fail, and since 2024 a failure can mean rejection rather than a spam
folder.

Every signal here is something the warm-up schedule in section 4 is built to feed deliberately.

030303 What email warm-up actually does

You have probably heard warm-up used as if it were a single product you switch on. It is not.

Understanding what it actually does, and what it cannot do, decides whether you treat it as the

foundation of your outbound or as a checkbox you tick and forget.

Email warm-up is the process of gradually increasing the volume of mail from a new or dormant

sending address while generating positive engagement on it, so providers build a record of good

behavior before your real campaign begins. It is reputation construction. You are not tricking the

provider; you are giving it the history it needs to make a favorable decision, in a controlled way,

instead of letting your first cold campaign be the test.

Volume alone is no longer enough

The older model was purely about volume: start low, increase slowly, and the provider learns to

accept higher numbers. That model is obsolete. Providers now weight engagement far above raw

volume. A ramp that increases send counts but generates no opens, replies or rescues teaches

the provider that your domain sends mail nobody wants. The modern requirement is engagement-

based warm-up, where early sends go to recipients who will reliably open and respond, so the

volume increase is paired with genuine positive signal.

How warm-up tools generate engagement

Most tools connect your sending address to a network of other real inboxes. Your address sends

low-volume mail into that network, and the network opens it, replies, and moves it out of spam if it

lands there. Those actions register as positive engagement. This is useful, but every pool-based

tool shares the same limitation: pool engagement is synthetic, and providers are increasingly able

to distinguish it from engagement by real prospects. The strongest warm-ups supplement pool

sends with real mail to genuine contacts who will actually open it.

What warm-up cannot fix

Warm-up builds reputation. It does not repair the things that destroy reputation faster than warm-

up can build it. It will not fix missing authentication, because that is a separate, binary problem. It

will not survive a bad list, because sending warmed mail to dead and risky addresses produces the

exact bounce and complaint signals warm-up is meant to avoid. And it will not compensate for

inconsistency, because a warm-up you abandon for a week is one the provider has already started

to discount. Warm-up is necessary, but not sufficient on its own, which is why this guide also

covers authentication and list quality.

TH E  S H O RT  V E R S I O N
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Warm-up is not something you finish. Practitioners running healthy domains keep 20 to 40

warm-up sends per day flowing even at full campaign volume. The ongoing positive engagement

acts as a buffer: when a real campaign produces an inevitable complaint spike, a domain still

generating warm-up signal absorbs it instead of cratering.

Warm-up constructs the sending history a provider needs before it will trust you at volume.

Volume-only warm-up is obsolete; the ramp must be paired with real engagement to mean
anything.

Pool engagement helps but is synthetic, so the best warm-ups add real sends to real
contacts.

Warm-up cannot rescue a domain with broken authentication or a dirty list, which the next
sections address.

040404 The six-week warm-up schedule

This is the section you will return to most. It is a schedule, not a suggestion, and the reason it is six

weeks rather than two is that the timelines in older guides no longer match how providers behave.

Outlook and Hotmail placement for new domains is harsh in 2026, and domains that used to be

campaign-ready in three weeks now need closer to six before you can trust them with real volume.

Before week one begins, two things must already be true. Your domain should have been

registered for at least two weeks, because providers treat domains younger than a month as

suspicious regardless of how you send. And your authentication must be configured, that is

section 5. Warm-up sends from an unauthenticated domain waste the entire window. Volumes

below are per sending address, for shared infrastructure such as Google Workspace or Microsoft

365.

WEEK DAILY  /  ADDRESS SEND TO GOAL

Week 1 5–15 Colleagues, friends, vendors
you genuinely email

Near-100% engagement
builds a trust buffer.

Week 2 15–30 Warm-up pool plus warm
prospects who know your
brand

Increase 5–10 per day; hold
engagement high.

Week 3 30–50 Pool, warm contacts, a first
small batch of verified cold
leads

Introduce cold mail carefully;
watch the gates.

Week 4 50–80 Verified cold leads alongside
continued warm-up

Scale only if every gate is
green.

Week 5 80–120 Verified cold campaign volume Approaching full volume,
with monitoring.

Week 6+ 120+ Full verified campaign volume
plus 20–40 warm-up sends

Campaign-ready; keep
warm-up running
underneath.

Two rules govern the whole table. Never increase daily volume by more than 20 to 30 percent in

a single step, and never skip a day. A team that jumps from 10 to 80 in three days lands in spam

within a week; a team that sends in unpredictable bursts teaches the provider the domain is

automated.

The metric gates

Each volume increase is permitted only if the domain is healthy at its current level. These are the

gates. Check them before every step up.

OPEN > 40% Open rate above 40 percent. A loose indicator given image-preloading, but a reading

well below 40 percent is still a real warning.

REPLIES + Reply rate clearly positive. The engagement signal you can trust most. Early on it should
be easy, because you are sending to people who know you.

BOUNCE < 2% Hard bounces below 2 percent. If bounces climb, the problem is your list, not your

ramp. Stop and verify before continuing.

SPAM ≈ 0 Spam complaints at or near zero. Any measurable complaint rate during warm-up is a
signal to hold volume, not increase it.

If a gate fails, do not push forward and hope it recovers. Cut daily volume by 25 to 30 percent and

hold until the metric returns to a healthy range. A held week is cheap. A blacklisted domain is not.

TH E  S H O RT  V E R S I O N

I F  YOUR  P R O S P E CTS  A R E  M O STLY  O N  M I C R O S O FT  365

Microsoft's filtering is more aggressive than Google's. If your targets are mid-market or
enterprise B2B, where Microsoft 365 dominates, add a full extra week to the ramp. Sending 50 or
more emails per day to Microsoft recipients before about 28 days of warm-up history is one of the
most common causes of enterprise cold-email blocklisting.

QU I C K  TE ST

Before week one, send one message from your warm-up address to a Mail-Tester address and to
your own Gmail and Outlook accounts. If a copy lands in spam on a domain with zero sending
history, the cause is almost certainly authentication, not reputation. Fix section 5 before you
spend a day of your window.

Six weeks is the realistic ramp in 2026; the old two-to-three-week timeline now gets domains
flagged.

Increase volume by at most 20 to 30 percent per step, and never skip a sending day.

Every step up is gated on opens, replies, bounces and complaints; a failed gate means cut
volume and hold.

Add a week if your prospects sit mainly on Microsoft 365, where filtering is harshest.

050505 Authentication: SPF, DKIM and DMARC without the
jargon

This section is technical, but it is not difficult, and skipping it makes everything else in this guide

pointless. Authentication is the one part of deliverability that is pass or fail. Get it right once, early,

and it keeps working. Get it wrong, and a perfectly executed warm-up still ends in rejected mail.

Three DNS records do the work, and since the 2024 bulk-sender requirements, all three are

effectively mandatory.

SPF, who is allowed to send

Sender Policy Framework is a DNS record listing the mail servers authorized to send for your

domain. When a provider receives your message, it checks whether the sending server appears on

that list. One detail trips up growing teams: SPF has a hard limit of 10 DNS lookups. Each tool you

add, a CRM, a help desk, can add lookups, and once the record needs more than 10 to resolve,

SPF fails entirely and your mail is treated as unauthenticated. Keep the record lean and check the

lookup count when you add tools.

DKIM, proof the message was not altered

DomainKeys Identified Mail adds a cryptographic signature to every message. The receiver uses a

public key in your DNS to confirm the message genuinely came from your domain and was not

tampered with in transit. Use a 2048-bit key, older 512-bit keys are rejected by Yahoo outright.

Every separate service that sends on your behalf needs its own DKIM signature; one unsigned

service drags down your authentication score.

DMARC, the policy that ties it together

Domain-based Message Authentication, Reporting and Conformance tells providers what to do

when SPF or DKIM fails, and sends you reports on mail claiming to be from your domain. It also

enforces alignment: the domain in the visible From address must match the domain that passed

SPF or DKIM. A common, confusing failure is SPF passing for a CRM's own return-path domain

that does not match your visible From, so DMARC fails even though SPF technically passed.

Configuring DKIM with your own domain as the signing domain fixes it.

The setup checklist

1 Publish an SPF record listing every service that sends for your domain, and confirm it resolves in

10 or fewer DNS lookups.

2 Enable DKIM with a 2048-bit key on every sending service, including your CRM and any

sequencer.

3 Publish a DMARC record at p=none with a reporting address, so you can see who sends from

your domain without affecting delivery.

4 Read DMARC reports for two to four weeks and confirm every legitimate sending source passes
and aligns.

5 Tighten the policy in steps, once all sources are clean, move from p=none to p=quarantine, and

later to p=reject.

6 Verify the full setup with a record checker and an authentication test before your first warm-up
send.

TH E  S H O RT  V E R S I O N
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Do not jump straight to a DMARC policy of p=reject because a checklist online called it best
practice. If a legitimate service is sending unaligned mail and you set p=reject before confirming
otherwise through reports, that legitimate mail is rejected silently. Start at p=none, read the
reports, fix every source, and only then tighten the policy.

SPF, DKIM and DMARC are three DNS records, and since 2024 all three are effectively
required for outbound.

Watch the SPF 10-lookup limit and use 2048-bit DKIM keys; both are common silent failure
points.

DMARC alignment, not just a passing SPF check, is what providers actually require.

Start DMARC at p=none, confirm every source through reports, then tighten to quarantine and
reject in steps.

060606 How bad list data undoes a warm-up

By this point you have a domain warming on a schedule and authentication that passes. There is

one way left to lose all of it in a matter of days, and it is the one most teams do not see coming,

because it does not announce itself. The threat is the list you are about to send to.

Recall the bounce-rate signal from section 2. A warm-up takes six weeks to build trust. A batch of

mail to dead addresses produces hard bounces, and a bounce rate climbing past 2 percent tells

every provider that your list is unverified, the precise signal warm-up exists to suppress. Six weeks

of careful ramping can be undone by a single bad import. Warm-up and list quality are not

separate problems; they share the same outcome.

Why catch-all addresses are the specific danger

A catch-all domain, also called accept-all, is configured to accept mail sent to any address at that

domain, whether or not a real mailbox exists behind it. Roughly 12 to 15 percent of B2B domains

are configured this way. When a verification tool checks an address on a catch-all domain, the

server answers yes to everything, so a standard tool cannot tell a real mailbox from a fake one.

Most tools return a status of unknown or risky and leave the decision to you.

Here is why that is dangerous specifically during warm-up. A catch-all address does not bounce

immediately. The server accepts the message, so your bounce rate looks fine and your domain

appears to be performing well. But many of those addresses have no real person behind them,

they generate no opens and no replies, and some are spam traps. The damage is delayed and

quiet: weeks of zero engagement and slow reputation erosion while your dashboard shows healthy

bounce numbers. A 10 to 15 percent catch-all rate in a prospect list is enough to meaningfully

degrade a domain over weeks of sending.

What protecting the warm-up window looks like

The fix is not to delete every catch-all address, because some are real and worth contacting. The

fix is to know which is which before you send. Email Awesome's catch-all detection layer is built

for exactly this gap. Instead of returning a flat unknown and leaving you to guess, it analyzes

catch-all addresses and classifies them by risk, so you can see which to send, which to suppress,

and which to watch. During warm-up, when every send should be earning trust rather than

spending it, that classification is what keeps your ramp from being quietly wasted on addresses

that will never convert and will only hurt your standing.

There is a cost dimension worth naming. Email Awesome does not charge you for results it returns

as unknown, so verifying a list before warm-up does not mean paying for the addresses no tool

can resolve. You pay for the answers you can act on.

TH E  S H O RT  V E R S I O N
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Catch-all addresses are uniquely dangerous during warm-up precisely because they behave well
on the one metric you are watching. Bounce rate stays clean, so nothing on your dashboard tells
you to stop. The damage shows up as missing engagement, the slowest signal to read, weeks
after the import that caused it. Verifying before you send is the only point where you can still see
the problem clearly.

QU I C K  TE ST

Take the prospect list you intend to use in week three, before you send any of it, and run it
through verification. If 10 percent or more comes back as catch-all or risky, you have just
identified the exact contacts that would have eroded your warm-up invisibly. Segment them out
of the early ramp and decide on them deliberately later.

Warm-up and list quality produce the same outcome; a bad import erodes weeks of careful
ramping.

Catch-all addresses accept mail without bouncing, so they damage reputation while your
dashboard looks fine.

The damage is delayed engagement loss, the slowest signal to read and the hardest to trace
back.

Verifying before you send, with catch-all risk classification, is the only moment the problem is
still visible.

070707 Reading the warning signs and recovering a
damaged domain

Some readers arrive here not before their first send but after it, with a domain that is already

struggling. This section is for confirming whether you have a real reputation problem and, if you

do, what recovery actually involves. It is also worth reading before anything goes wrong, so you

recognize the signs early.

The signs of a domain in trouble

Reputation damage rarely announces itself with a single alert. It shows up as a pattern. Open and

reply rates that decline steadily over weeks, with no change to your copy or list, point to

deliverability rather than messaging. Mail landing in spam for recipients who used to receive it in

the inbox is a direct signal. A rising hard-bounce rate points at list quality. And explicit messages

from your provider about sending limits or policy mean the problem is already advanced.

Confirming it with the tools that show provider data

Your sending tool's dashboard is not enough, because it shows what you sent, not what the

provider thinks of you. Use the sources that report the provider's own view.

1 Google Postmaster Tools. Shows your domain's spam rate, authentication status, and reputation

as Gmail sees it. The interface was rebuilt in late 2025, so set it up fresh.

2 Microsoft SNDS. The equivalent reputation data for Outlook and Hotmail recipients.

3 A blocklist checker. Tools such as MxToolbox check your domain against major blocklists,
including the Spamhaus DBL. A listing there has a wide and serious effect on delivery.

4 An authentication tester. A service such as Mail-Tester gives a full breakdown of how your

authentication and content score on a single send.

What recovery actually involves

Recovery is slower than warm-up, and there is no shortcut. The first step is to stop sending cold

mail entirely; continuing to send from a damaged domain deepens the problem. Fix the root cause

before anything else, because recovering reputation while still sending to a bad list or with broken

authentication does nothing. If you appear on a blocklist, each one has a removal process, and you

must fix the underlying cause before requesting removal or you will be relisted. Then you re-warm,

treating the domain as new and running the full schedule from section 4 again. A domain with a

damaged history takes longer to rebuild than a fresh one, which is the entire argument for warming

correctly the first time.
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Requesting blocklist removal before fixing the cause is the most common recovery mistake.

Removal is not a reset. If the list, the authentication, or the sending pattern that caused the

listing is still in place, the domain is simply relisted, and repeated listings make the next removal

harder to obtain. Fix first, then request.

Reputation damage shows as a pattern of declining engagement, not a single alert.

Confirm it with provider-side data: Postmaster Tools, Microsoft SNDS, and a blocklist
checker.

Recovery means stopping cold sends, fixing the root cause, then re-warming from scratch.

Recovery always costs more than prevention, which is why the final section is a pre-send
checklist.

080808 The pre-send infrastructure checklist

This is the section to keep open while you set up. It stands on its own. If you read only this page,

you can still avoid the mistakes that take the longest to undo. Work through it in order, and do not

send a single cold email until every item is checked.

D O M A I N  &  I N B OX  S ETUP

Domain registered at least two weeks before any warm-up send.

Cold outreach runs from a separate domain or subdomain, not your primary business domain.

Every individual sending address is identified, because each one needs its own warm-up.

AUTH E NT I C AT I O N

SPF published and resolving in 10 or fewer DNS lookups.

DKIM enabled with a 2048-bit key on every service that sends for the domain.

DMARC published at p=none with a reporting address, and a plan to tighten it after reviewing reports.

Full authentication confirmed with a record checker and a Mail-Tester send.

WA R M -UP  R E A D I N E S S

A six-week ramp schedule is set, with daily volume targets per sending address.

Week-one recipients are ready, colleagues, vendors, real contacts who generate high engagement.

Metric gates are written down: opens above 40%, bounces below 2%, complaints near zero.

An extra week is added if prospects are mainly on Microsoft 365.

L I ST  R E A D I N E S S

Every prospect list is verified before it enters the warm-up or campaign queue.

Catch-all addresses are identified and risk-classified, not treated as safe by default.

Any list older than 90 days is re-verified, since B2B data decays over 20% a year.

High-risk and undeliverable addresses are suppressed before the first send.

M O N ITO R I N G

Google Postmaster Tools and Microsoft SNDS are set up before campaigns start.

A weekly check of spam rate, bounce rate and reply rate is scheduled.

A defined response for a failed gate is in place: cut volume 25–30% and hold.

TH E  S H O RT  V E R S I O N

QU I C K  TE ST

Count the boxes above you can honestly check right now. If the answer is anything below all of
them, you have found your starting point. The items most teams skip are catch-all classification
and the DMARC reporting step, precisely the two whose absence does damage you cannot see
until it is expensive.

This checklist is the whole guide compressed into actions; work through it in order before any
cold send.

Authentication and warm-up readiness are the foundation; list readiness is what protects the
foundation.

The two most-skipped items, catch-all classification and DMARC reporting, cause the most
invisible damage.

Every box checked here is weeks of recovery work you will never have to do.

R E A DY  TO  M OV E  F O RWA R D

Protect your warm-up from day one.
If you are about to start the six-week schedule in section 4, or you are already partway

through it, the single biggest risk to that work is the one section 6 described: a prospect list

with catch-all addresses that erode your reputation while your bounce rate still looks clean.

Before week three, when verified cold leads first enter the ramp, that list needs to be

checked. Bring it, and we will show you its full deliverability picture, including the catch-all

risk breakdown standard tools return as a flat unknown.

WH AT  TO  B R I N G WH AT  YOU  G ET

The prospect list you intend to use in the first

weeks of your campaign, as a CSV.

Your sending domain and the addresses you

are warming, so guidance matches your

setup.

Your expected daily sending volume, so the

right ramp plan is matched to it.

A verified list segmented into deliverable,

risky, catch-all and undeliverable.

A catch-all risk classification telling you

which addresses to send, suppress, or

watch.

A clean starting list that lets your warm-up

window earn trust instead of spending it.

US E  C O D E  AT  C H E C KOUT

WARMUP50WARMUP50
Eligible plans: 10K and 50K validation plans. First purchase only. Available

to the first 100 eligible redemptions. Use code WARMUP50 at checkout to

receive 50% off for the first six months. The discount also applies to

recurring renewals on eligible 10K and 50K plans while the subscription

remains active, in good standing, and under the same plan structure. This

offer cannot be combined with other promotions, discounts, or credits.

EmailAwesome may modify, replace, or discontinue this promotion if

pricing, plan availability, product features, provider costs, or commercial

terms change.

Use the code →

https://www.emailawesome.com/use-cases/email-warm-up#pricing

