
Finding Quality Prospects
Now that you know how to write compelling emails, it’s time to focus on building a list of
prospects. Choosing the right prospect, gathering accurate emails, and ensuring you’re targeting
decision-makers are crucial steps in your cold emailing strategy.

What’s the Difference Between Prospects and Leads?
Prospects are individuals or businesses who may benefit from your product or service, but they haven’t
shown interest yet. Leads, on the other hand, have already expressed interest, such as filling out a form
or contacting you directly. In cold emailing, you’re always targeting prospects, not leads.

This means your message should introduce your offer, generate interest, and start a conversation, not
assume they’re already ready to buy.

Who Should You Contact?
Choosing the right contact depends on the size and structure of the company, as well as who is involved
in decision-making. Whether small or large, always research before reaching out. LinkedIn and company
websites are great resources to identify key decision-makers.

It's worth taking the time here, as a lot of companies have complex business structures and sometimes
the person you want to talk to is working under a different job title. 

Small to Medium Companies
For smaller businesses, the CEO or founder is usually the right person to contact since they are involved
in most decisions. 

Large Companies
In bigger organizations, the CEO is rarely the decision-maker for the early stages. Look for senior roles
such as:

Head of Sales
Head of Marketing
Business Development Manager
Operations Manager

Using General Emails

If you find a general company email (like info@company.com), don’t worry, it might still get forwarded
to the right person. A polite request like, “Could you please forward this to the person responsible for
[specific area]?” can increase your chances.

If you find yourself with a big chunk of general emails, it's wise to create a separate campaign with
different messaging that reflects that this is sent to a general email.

I've also listed some ways of finding hidden emails using two tools at the bottom of this chapter.



Methods for Finding Prospects
There are various ways to gather prospects, depending on your goals, resources, and budget. Generally
speaking, spending more time finding your prospects equals to a higher quality, this is how I get such
high open and reply rates.

Down below I've listed the most common ways of finding prospects and build an email list. 

Manual Research

Manual research is my favorite way to go. It allows you to find high-quality prospects but takes time and
dedication, but the trade off is well worth it in my opinion. I mainly use Google and Bing for this, as they
usually provide a wide variety of company websites and niche specific business directories.

This method is "slow" but offers the best quality contacts, perfect for smaller-scale outreach. Using my
workflow above, I usually find around 40-80 qualified emails an hour, I can find even more if I'm not
picky about quality.

I highly recommend going this route first, as it will ensure you have the highest chance of getting
clients with your email campaigns. Open up a Google Sheets document and paste in all the emails you
find, save it as a .csv file so we can use it inside of Woodpecker.

Buying Lists

Purchasing email lists from third-party providers is fast but often comes with risks. These lists may be
outdated, and legal issues, such as GDPR or CAN-SPAM compliance, are a concern. Only use this as a
supplementary method and ensure the lists are compliant with regulations.

Scraping
Web scraping is a more technical approach to gather large numbers of emails from websites or
directories. While efficient, scraping usually requires a lot technical knowledge to make it worth while.
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As you can see the workflow involves several steps and most of the time you will still have to do manual
work to verify everything. 

If you still want to try it you can checkout Octoparse or Scrapebox.

Dedicated Tools
Tools like Woodpecker streamline prospecting by providing access to prospect databases, filtering by
industry, job title, and location. These tools are time-saving and won't require you do as much as when
you do the scraping yourself, but the emails may still contain outdated or irrelevant information.
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They operate on a credit-based system, so you’ll pay for each email address you access.

Finding "Hidden" Emails
There's actually a way to find what I call "hidden" emails. These are emails that are not displayed on the
companies website. 

I mainly use these two tools:

Hunter.io

Hunter is a well-known tool with a variety of features, but for this purpose, we’ll focus on its "Finder"
function. It’s incredibly straightforward: just enter the domain name in the search bar. Before you run the
search, you’ll see a list of domains along with the number of email addresses Hunter has in its database
for each one. Select the domain you want, and you’ll see the available email addresses.

Hunter also provides a list of sources where these emails were found. Sometimes, you’ll even get job
titles, like "CEO," next to the email address. This can be incredibly useful in identifying decision-makers.

https://coldemailgrowthsystem.com/wp-content/uploads/2025/01/hunterfinder2.png
https://coldemailgrowthsystem.com/wp-content/uploads/2025/01/hunterfinder2.png


Prospeo.io
Prospeo works similarly to Hunter but lacks job titles, so you may need to do extra research to identify
the decision-maker. One advantage of Prospeo is that its free account offers more credits than Hunter. By
combining the two tools, you can get around 100 credits per month.
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Adding Your Prospects To Woodpecker
Next step is to add all your prospects into your Woodpecker campaign. Each campaign has its own set of
prospects and they are not shared between campaigns unless specified.

Scroll down to "Prospects" under your follow up emails, here you'll be prestented with 5 options:

1. From File
2. From Databse
3. From Integrations
4. Manually
5. From Lead Finder
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Easiest to do is to choose "From File" and import a .CSV file with all the contacts. Just make sure to match
your data with the fields in Woodpecker, so you're not using the first name as an email or vice versa.

When you've imported all contacts you're ready to launch your campaign. Press "Run" and your
campaign will slowly start sending out emails to all the prospects you added.
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