
THE HEALTHY DATABASE

CHECKLIST



STEP 2: Organize these contacts into 4 buckets or ‘audiences.’



Pro-Tip: If you want to be a lead nurturing mastermind, create “Checking In” 
messages that will connect with each group automatically.

Pro-Tip: For old and new leads, use these 
messages as an opportunity to position 
yourself. Think about what makes you 
different and better than others in your 
industry, and determine what benefits 
your customers enjoy most when they 
work with you. In each message, focus 
on one positive facet of your service. on one positive facet of your service. 

For those who know you, generate 
messages that show appreciation or 
share useful information. Focus on topics 
you would share with your friends… 
even if they aren’t related to your 
industry.



STEP 5: Include a ‘call to conversation’
 
Examine every message and make sure 
you’ve asked questions and piqued 
enough interest for your recipients to 
want to learn more.  

STEP 6: Drop the email template and 
flashy graphics. 

The less it looks like 
marketing, the better. It’s relationship 
email for your relationship business.

Pro-Tip: Short, non-threatening 
questions work best for new leads. 
Avoid sales questions in your initial 
response in favor of questions that 
are more likely to be answered.

For people you know, consider simply For people you know, consider simply 
asking, “How are you?” or “Let’s 
catch up. Coffee this week?”

Pro-Tip: Write short messages in 
first person for keeping in touch 
AND longer messages when 
people need more information 
from you.

Pro-Tip: Add social media 
buttons into your signature that 
link to your profiles. Use quality 
logos and photos, and don’t be 
afraid to experiment.

Pro-Tip: Organize your 
dataase by relationship 
and you’ll never struggle 



Pro-Tip: No matter what type of replies you receive, always send your own reply. 

Remember, sales happen inside conversations. Our job is to help you have more of 

them. Call us at 727-232-9117 or book an appointment at 

happygrasshopper.com/book.

Pro-Tip: Use your PS line to share updates on new features or content, offer industry 

and area recommendations, or add an extra personal touch.

IIf you sell real estate, try “PS - There are a lot of people who’d love to live in your 

neighborhood. Do you know anyone that’s thinking of moving?”

P.S. Don’t forget the P.S. Line! It’s is a great place to share additional 

information. If you’d like to chat, just email me at dan@happygrasshopper.com. 


