
Hi Julie,  
 

I hope this message finds you enjoying a great week! I'm writing today to ask if, by chance, you are 
currently open to reviewing new products for  The Green Beauty Shop? My name is Susan John and I 

am the owner of Fresh & Clean Natural Deodorants. I’d love to introduce you to our line.  

At  Fresh & Clean we focus on making only the best, high quality, and healthy deodorants that are 
100% chemical-free, aluminum-free and certified cruelty-free. Our silky formulas are highly effective  
against odor and wetness. They are packaged in the most elegant glass jars and come in a range of  
blends like Grapefruit & Mint, Lavender Vanilla, and Fir & Cedar. We also make a Fragrance-free 
option for even the most sensitive. And our mini sized deodorants are always a great choice for on-
the-go freshness.  
 
Fresh & Clean deodorants have quite the loyal fan base and it continues to grow worldwide.  Beauty 
editors count Fresh & Clean as one of their  favorite deodorant lines too!  We’ve been featured in 
publications like Refinery 29, New Beauty Magazine, Elle Magazine and more.  
 

Here is a link to view our product catalog online: (insert issuu link). I’ve also attached pricing info  
below for review. If you feel we could be a match for The Green Beauty Shop, it would be wonderful 
to hear your thoughts on the deodorants. May I go ahead and send some product for you to try? And 
what is your preferred mailing address? A package will be on the way.  
 

Thank you so much Julie..  
Looking forward to hearing from you! 
 
 

4 PART RECIPE FOR THE  
PERFECT EMAIL PITCH 

When you have the chance to email a buyer, it’s common to feel that you should be able to tell them every bit 

of detail about your product line in that one message. However, we are all short on time. Buyers are even 

MORE pressed for time. Asking them to sit down and read a lengthy, detail packed pitch is not only tedious but   

it can sometimes say TOO much, create confusion or even overwhelm the buyer.  

 

Pitches that captivate a buyers attention and time are actually short and to the point. They communicate the 

most important things they need to know in order to decide whether they’d like give your product a look or not. 

The perfect email pitch is composed of these 4 parts: 

 

(1) Who you are and the reason you are writing  

(2) Concise and core description of your product line (what you offer + your ANGLE) 

(3) Why they should care (the social proof) 

(4) A call to action 

 

Let’s look at two examples and how they are constructed. The first one is for a buyer you can’t meet in person.  

Who you are 

and reason 

for writing 

Concise product 

line description  

+ your ANGLE 

Why the 

buyer 

should care 

Call to 

action 

In this example, you see how the 4 parts come together to form a highly informative 

and enticing message. A buyer can easily read this and then decide to fill in more of 

the blanks about your product line by (A) viewing your catalog online. No need to 

download a suspicious or big attachment. (B) next, viewing your pricing. The part that 

definitely matters to them—what are you going to cost?  If they like what they see , 

they will accept your invitation to receive products in the mail to review further.  


