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Ethical and Legal Considerations (GDPR, Laws, Rules and Best 
Practices) 

Outbound marketing inherently deals with reaching out to individuals who haven’t explicitly 
asked to be contacted. This raises ethical and legal issues around privacy and data 
protection. In recent years, regulations like the GDPR and others worldwide have set rules 
on how companies can use personal data and conduct electronic communications. SaaS 
businesses, which often operate globally and handle a lot of data, must be diligent here. 
Let’s break down key considerations. 

●​ GDPR (Europe):  

First, GDPR is a comprehensive data protection law that applies to personal data of 
individuals in the EUand EEA. It not only covers customers but any personal data – 
including a business prospect’s work email if it’s identifiable to them. Under GDPR, you 
need a lawful basis to process someone’s personal data like storing their contact info and 
emailing them.  

The two bases relevant to outbound are Consent and Legitimate Interest. Consent means 
the person explicitly opted in. Legitimate Interest is what most B2B companies rely on – it 
means the company has a legitimate business interest in contacting the person, balanced 
against the person’s rights.  

GDPR allows B2B outreach under legitimate interest if done right. However, you must give 
an easy opt-out in any email like an unsubscribe link or similar. Also, you should only 
contact people who’d reasonably expect to be contacted for business purposes and make 
sure your outreach is not excessive or irrelevant.​
For example, a SaaS that sells HR software might justify emailing HR managers at 
companies because it’s a relevant business offering. But emailing random people with 
completely unrelated products would be harder to justify.  

GDPR also grants individuals rights like access to their data, or deletion. So if a prospect 
asks, you must remove them from your lists/database. Non-compliance can lead to heavy 
fines up to €20 million or 4% of global turnover, whichever is higher​.​
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Also keep your privacy policy accessible; if you send emails, link to your privacy policy on 
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your website in the footer. In a GDPR-compliant way, your privacy policy should mention 
that you sometimes process business contact data for marketing and what lawful basis you 
use.   

●​ Email and Anti-Spam Laws:  

Aside from GDPR, many countries have specific anti-spam laws. 

○​ CAN-SPAM (USA):  

CAN-SPAM law in the USA requires that unsolicited commercial emails include a clear 
identification as an advertisement, a valid physical postal address of the sender, and an 
easy opt-out mechanism. Also, if someone opts out, you must remove them promptly. 
CAN-SPAM is actually less restrictive than GDPR. You don’t technically need prior consent 
to cold email, as long as you follow these rules. But you cannot use deceptive subject lines 
or false sender info. Generally, follow best practices: include an “Unsubscribe” link and 
provide your company’s mailing address in the email signature which is required. 

○​ CASL (Canada):  

Canada’s Anti-Spam Law is stricter than CAN-SPAM. It requires either express consent or 
some form of implied consent for B2B emails. Implied consent can exist if, for example, 
someone’s email is published publicly and your message relates to their job role​.​
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Or if you have an existing business relationship. This law also mandates an unsubscribe 
mechanism​. So if targeting Canada, one should be more careful – ideally only email those 
who you can argue have implied consent. For instance you met them at an event and got 
their card, or they are a publicly listed contact for their company. The safest route is to get 
actual opt-in, but that’s not always feasible for cold outreach. 

○​ PECR (UK) and other local laws:  

The UK’s law is similar to GDPR and anti-spam. In a B2B context, it’s generally allowed to 
email corporate addresses as long as you identify yourself and give opt-out, but it’s best to 
treat it like GDPR. Many other countries have varying laws – e.g., Australia’s Spam Act 
which requires consent unless inferred in a business context. If your SaaS company targets 
global markets, you should acquaint yourself with laws in major regions or just adopt the 
strictest common practices which usually keeps you safe everywhere. 

●​ Privacy and Data Handling Ethics:  

Beyond laws, consider ethics. Just because you can find someone’s personal work mobile 
number on ZoomInfo doesn’t always mean you should call their cell phone during dinner. 
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Respect working hours and channels. Some prospects consider unsolicited texts to their 
phone very intrusive, while an email or LinkedIn message is more acceptable. It’s wise to 
put yourself in the recipient’s shoes and maintain professionalism and courtesy. Personal 
data like emails should be safeguarded; use secure systems, and don’t expose it 
unnecessarily. If a prospect asks “How did you get my info?”, be prepared to be transparent.  

●​ Data Minimization:  

Next, only use data you actually need for outreach. If you have a huge dataset on prospects 
avoid using or sensitive personal data unless necessary. In SaaS marketing you rarely need 
anything like home address, birth date, etc. Stick to business info and professional details. 
This reduces risk if there’s any data breach or audit – less personal data held is less liability. 

●​ Email Deliverability Ethics:  

Using automation, you want to avoid being flagged as spam. Not just legally, but 
technically because if too many recipients mark you as spam, your domain’s sender 
reputation can drop. So follow email best practices: Don’t send too many emails too fast 
since Gmail or Outlook might block you. Use proper authentication to legitimize your emails. 
And crucially, send content that recipients won’t consider spam. Highly personalized, 
relevant emails are much less likely to be marked spam.  
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