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About Satellite Six

Satellite Six is a Brand & Web Marketing agency, specializing in 
brand and digital marketing strategies in Construction, Medical, 
Sports, and Financial organizations. Our team of expert 
developers, designers, project managers, and marketing 
strategists serve clients by becoming their “satellite” marketing 
team. Satellite Six works tirelessly to help its clients dominate 
the competition and drive new lead generation to their business.

Visit satellitesix.com to see our results-driven process in action.

About Laura Benjamin

Laura Benjamin is Founder and President of Satellite Six. Her 
role is to provide expert guidance in building brand, website, 
and digital funnels to drive powerful marketing results for her 
clients. Her passion is crafting "WOW!" brand experiences, and 
translating those experiences to successful messaging, visual 
identity design, and digital presence.

Visit laurabenjamin.com (coming soon!) for free resources and 
guidance on how to leverage your brand for growth and profit.



What’s in this guide?
Welcome to Automatic Affinity: 3 Emails to Create Instant Relationships! 
If you’re reading this guide, chances are you’re excited by the idea of 
saving time and building stronger, more consistent new customer 
relationships through the power of email automation.

In this document are 3 introductory email templates, designed to be 
part of an automated series to get you started. Be sure to use these as a 
guide - where you will get the best result is in customizing these to fit 
your specific customer and the solutions offered by your business.

If you get stuck or have questions, you are always welcome to email 
info@satellitesix.com. We love providing ideas and guiding people 
toward better marketing results.

Tools you will need:
This guide assumes you have some familiarity with MailChimp or another 
email marketing platform of your preference, as well as the ability to 
embed a simple call-to-action or form on your website that may be 
integrated with MailChimp’s (or a similar services) automation platform.

For more on MailChimp automation and how to set up your first 
campaign, check out the article available here at: 
https://kb.mailchimp.com/automation/create-an-automation

We also highly recommend using our Customer Avatar tool to define 
your customer, their goals, pain points, and messaging, which you can 
download for free, anytime at: https://satellitesix.com/avatar



Why Should I Automate?
It’s easy to overlook how much time email eats up. 10-15 minutes to write 
a unique email to each new prospect that contacts you, no matter their 
level of interest, is costing you hours every week and days every year.

Besides, don’t you have better things to do? Between chasing down 
leads, closing active prospects, and trying to serve your existing 
customers, you’re already spread thin. You need to make an immediate 
impression and build relationships with new prospects, and prime them 
for your process all at the same time.

But that’s repetitive work. Why would you want to manually perform the 
same onboarding process for your prospects and clients over and over 
and over? Writing a unique introduction series to each of your new 
prospects takes time you don’t have, and dilutes your brand message and 
client education as you write slightly different emails to every prospect 
who contacts you.

Technology to the rescue: a small time investment now will provide 
massive dividends as you will be able to avoid repetitive work and instead 
devote that time to more critical tasks, where your expertise will better 
have maximum impact.

Automation is all about creating consistency in a repetitive process. Do 
all your customers need to know the same thing when they sign up? Or 
when they make an initial contact? If so, this guide is for you: to start to 
build a relationship and provide value with a prospective new customer 
without needing to be hands on. Instead, automation empowers you to 
set simple triggers through tools on your website or on MailChimp so that 
customers feel as if there has been a personalized touch, and you or your 
sales team step in only after the prospect is primed and ready for direct 
communication with a company representative.

Where Should I Automate?
We recommend automating using your website contact forms and calls to 
action. Set an expectation for the customer as to what they will receive by 
submitting the form, then use a tool like MailChimp or your webmail 
notification system to trigger the automated response.



EMAIL 1: THE FREE REPORT

THE OFFER: FREE, VALUABLE INFO THAT YOUR CUSTOMER CARES ABOUT

Give us your email and we’ll email you a PDF that will start to 
help you solve a problem we already know you have.

Immediately after receiving a contact.

WHAT WE’RE AUTOMATING

When should this send?

Hey [Name],

Great to connect with you. If you’re like a lot of other customers we work with, you struggle with [pain point] too - so we 
put together this quick guide.

[Details about what’s in the guide]

It’s hard to find good resources online to work through this, so we hope you find it useful as you consider your next 
steps. [Call to Action]

[On-brand closing]

[Your Name / Title]

THE FREE REPORT EMAIL TEMPLATE

Example Message What else you’ll need

WHY THIS WORKS

Hi Mike,

Great to get your email. Since you were looking at our Insulation 
page, I’m guessing you’re like a lot of other homeowners we work 
with, trying to figure out where to get started making your home 
more efficient. We made the 5-Minute Home Energy guide with 
people like you in mind.

Inside you’ll find out what you can do to investigate home heat 
leaks and energy inefficiencies. It can be tough to figure out 
exactly what might be costing you money each month, so this 
guide is designed to help you self-diagnose key areas of concern.

Click here to download the 5-Minute Home Energy guide and 
in just a few minutes you’ll know lots more about what you can do 
to improve your home’s efficiency. 

I’m excited to see what impact it has for you. There’s so much 
misinformation out there when it comes to insulation and 
home efficiency that make it important you have some idea of 
where problem areas might be before you start looking for a 
contractor to work with.

Once you’re done, set up a free call with me or my team by 
clicking here. We’re ready to listen and give you some ideas as to 
what you can do next.

Congrats on taking your first step to lower monthly bills!

John Smith
President, ABZ Insulation

You’ll want to create a brief report or guide that highlights 
a pain point or frustration that your customer has, and a 
quick fix. You should pick something relatively easy to 
solve, small, and common enough that 80-90% of your 
prospects ask about or mention the issue in your first sales 
contact - something you would talk through anyway.

You’ll also get better results if you rewrite the overall email 
to be more or less in line with the voice they expect from 
your brand.

This technique feels like a quick win for your prospective 
customer. They’ll be able to make an immediate small 
change that impacts their life, and because you were 
right about the “small stuff,” you’ve built trust and 
rapport and now have a prospect that’s much more 
receptive to your marketing than a cold contact.

Not only that, but you’ll be able to refer to items within 
the guide and have something to talk about when you do 
connect with the prospect in-person: Did you find the guide 
helpful? Were you able to solve the issue? How did it go?



EMAIL 2: THE REMINDER

THE OFFER: Check out a blog article! (and don’t forget about the report)

We’re building trust by pointing a prospective customer to 
additional information that addresses key objections.

2-3 days after the first email

WHAT WE’RE AUTOMATING

When should this send?

Hey [Name],

Last week I sent you [guide name]. Did you get it? What did you think?

I was thinking about what else might be helpful for you, and came across this blog post that talks a little more about 
[benefit sought by customer], called [name of article]. Check it out - [set expectation for what’s there].

[On-brand closing]

[Your Name / Title]

THE REMINDER EMAIL TEMPLATE

Example Message What else you’ll need

WHY THIS WORKS

Hey Mike,

Last week I sent you the 5-Minute Home Energy guide. 
Did you get it? What did you think?

I was thinking about what else might be helpful for you, 
and came across this blog post that talks a little more 
about efficient insulation planning and the ROI potential, 
called 4 Myths about Home Insulation.

I’m betting at least one of the four tips will save you a ton 
of time and money if you decide to hire someone to help 
out with your insulation.

Have a great day!

John Smith
President, ABZ Insulation

PS - If you haven’t gotten around to it yet you can still 
download it here, anytime.

You’ll want to have a blog that has a post that overcomes 
key objections you hear when people talk to you 
face-to-face. 

Think about what reasons do people have for not being 
immediately ready to hire you for work. Make these items 
into tips and pitfalls to watch out for when they are 
shopping for your product category, and customers will 
see you as a more honest, transparent, and therefore 
trustworthy choice.

This technique feels like you’re on top of things. Not only 
did you send a check-in on the first email and ask if they 
found success from the guide, but your blog post 
addressed transparently exactly what they were 
thinking and concerned about, and you framed these 
objections in a way that demonstrates that you have the 
answer.

Now you’ve built some trust and provided some 
unexpected value with a bonus resource that is also a 
marketing tool.



EMAIL 3: THE ASK

THE OFFER: A connection with you or a member of your team

Trying to get a commitment for a call or a face-to-face 
meeting with the prospect

Within a week of the original email

WHAT WE’RE AUTOMATING

When should this send?

Hey [Name],

How are things going? Have you been able to try the [guide name]? Did the [blog post] help too?

[Primary pitch], click here to schedule a time with me or a member of my team. We’ll show you what’s possible if you 
are looking to [pain point or goal reminder].

[On-brand closing]

[Your Name / Title]

THE ASK EMAIL TEMPLATE

Example Message What else you’ll need

WHY THIS WORKS

Hey Mike,

How are things going? Have you been able to put the 
5-Minute Home Energy guide to use in your home? Did 
you learn anything new from your blog post?

If you’re thinking about your insulation and would like a 
free once-over on a plan that might work for you, click 
here to schedule a time with me or a member of my 
team. We’ll show you what’s possible if you are looking to 
get the most out of your home efficiency without breaking 
the bank.

Let’s talk soon!

John Smith
President, ABZ Insulation

It’s helpful if you have an online scheduling tool that 
enables a customer to be able to schedule their own time. 
If not, you can always put in a phone number instead.

I recommend making the user do the easiest action 
possible to express their interest, and asking for them to 
take further action and call you is a hard sell. If instead 
you can get them to click a calendar time and commit to it, 
they will be expecting your communication and more open 
to your message.

We’re asking for the smallest commitment from a 
customer, while reminding them of the free value you’ve 
already provided.

You’ve successfully provided several value points to a 
prospective customer, made a soft ask in the second 
message, and a more firm ask in the third. Typically, if the 
customer has understood your value at this point, you will 
see a conversion to a true warm lead, interested in learning 
more, one on one, with your organization.



OK - We’re Done! What’s Next?
Congrats on building your automated campaign! By now you’ve seen that 
relationship building through automation can create a ramp-up rather than a big 
ask all at once - without you spending extra time to do so. This approach, where 
we put “value deposits” in our client’s account allows us to connect with them 
at a much different level versus a cold approach or a long-shot sales pitch. 

Automation can seem impersonal from your business perspective. You want you 
and your sales team out in front of customers, talking with them, and closing 
deals! But by building a relationship through these steps, even by using 
automation, leads to more engaged customers who feel they have received a 
benefit just for contacting your organization. It creates the belief in the 
customer’s mind that if they receive a lot of value for free, your paid product or 
service must be even better.

Consider simple automation in order to achieve better new client relationships 
Your team will save an incredible amount of time, and build consistency in what 
your new customers know when onboarding to your way of doing business.

As you start working through these methods, the best way to continue 
developing your marketing system is to work with my team and me for a Success 
Blueprint. The Success Blueprint is designed to help you plan out the next steps 
for your digital marketing campaigns, from lead magnets and offers through to 
AdWords and Facebook advertising, to excite your customers and grow your 
business. Or, if you prefer, I also do provide 1 on 1 coaching for qualified clients 
that will help you take the right next steps.

And you’re always welcome at satellitesix.com, where we’re on a mission to 
provide great ideas and content in our blog. Whether you’re a client of ours or 
not, our goal is to help you better understand how brand strategy and digital 
marketing tools will help propel your business to growth.

For more details on these programs, I encourage you to call me or a member of 
my team at 715-869-3006 or email info@satellitesix.com. We are excited when 
businesses break through their ceiling and get to that next level.

Laura Benjamin
President, Satellite Six LLC


