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Challenger Communications is a leading manufacturer of world-

class antenna systems and mounts, all manufactured at the 

company’s facilities in Albion, Michigan. 

Committed to exceeding customer expectations, Challenger 

offers high-quality products that ship cost-effectively, assemble 

easily, and are backed by exceptional customer service.

https://kokoroinc.com
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The primary focus at Challenger Communications is to put 

customers first. For the head of sales and marketing at the 

company, this means there is limited time to follow up on new 

leads effectively or to execute marketing campaigns that keep 

the company in front of customers and prospects.

“By necessity, I wear a lot of hats here 

at Challenger, and this has meant 

that marketing often comes second 

to following up with customers, 

getting quotes together, and working 

out orders and shipments,” says 

Jill Sorgi, director of sales and marketing at Challenger 

Communications.
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4

“Even though I’d 

meet prospects 

at trade shows 

and have a great 

conversation, things 

would go cold after 

an email or two 

because I simply 

didn’t have time to follow up and nurture that relationship. If 

I didn’t hear back from them, I was onto the next thing. And 

as long as I was staying busy, I just wasn’t going back and 

following up with people.”

While Challenger is small, the company has been growing. 

With a little more money to spend on marketing, Sorgi decided 

it was time to get help in designing, implementing, and 

maintaining marketing campaigns that could nurture existing 

relationships while expanding broader awareness of the 

Challenger brand.

https://kokoroinc.com
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“I had been in touch with Cindy on and off over the past 

few years, and I could tell that her marketing system works 

because she did a good job of following up with me and 

keeping our conversation going,” says Sorgi. “Though I think 

she had initially reached out to me, I would up going to her and 

Kokoro Marketing when I needed help designing a marketing 

campaign, getting it rolling, and maintaining it over time.”

Working with Cindy Zuelsdorf and the team at Kokoro, Sorgi 

and her colleagues at Challenger held a webinar on a hot topic 

in broadcasting, sharing their expertise in a live conversation 

and then leveraging video from the event online to draw 

further traffic to their Vimeo site and to the Challenger 

website.

https://kokoroinc.com
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With Kokoro’s help, Challenger executed an email campaign 

offering a free PDF guide, providing value to customers 

and prospects — and keeping the company’s brand in their 

awareness. Prior to a couple of different trade shows, Kokoro 

helped Sorgi run another email campaign to engage people 

and give them the opportunity to book an in-person meeting 

at the show (or virtual if they preferred). 

“We sent out emails asking if people would be at the show, 

and I started getting ‘yes’ and ‘no’ replies back,” says Sorgi. 

“They felt as though they had received a personal email, 

and they responded in kind. It allowed me to keep up that 

connection in a genuine way, but without all the work of 

writing to every single contact.”

https://kokoroinc.com
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Building on all of this work, Kokoro helped Sorgi to enrich the 

Challenger website with blogs and other content created to 

address common customer questions and pain points.

“Since we started working with Kokoro, we’ve definitely 

become more engaged with our customers,” says Sorgi. “Now 

we’ve got a lot going on, but I don’t have to physically do all 

the work. And our marketing work is turning into leads and 

sales. That’s the biggest impact for us.”

The campaigns developed and executed by Kokoro have 

brought Challenger more leads, more prospects, and more 

customers. The company is fielding more inquiries, largely 

because these new marketing efforts have put the Challenger 

name and product offering in front of more people.

https://kokoroinc.com
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Sorgi says that website visitor numbers have increased steadily 

since she began working with Kokoro, going from a few hundred 

each month to more than 1,300 in a single month. Hits on the 

company’s Vimeo videos have likewise exploded.

For Challenger Communications, it meant offering sales 

prospects a free technical guide, followed by a webinar 

that explains the technology, and closing the sale with a 

personal phone call to answer the prospect’s questions.

The marketing automation formula for turning a new 
lead into a sale:

https://kokoroinc.com
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“I was surprised when I saw that we got 1,000 views of a 

20-minute video about how to put a dish together, and then all 

of a sudden it had more than 6,000 views,” adds Sorgi. “All of this 

drives more web traffic, which is important because we’ve been 

getting leads from people who found us online. We’ve gotten 

calls and emails from people we never knew or heard of before. 

Working with Cindy, we’re getting in front of more people, and I’m 

getting more people reaching out to me.”

Real orders and revenues are coming from new customers who 

find Challenger on the internet. Sorgi recalls one of the early 

successes: “They found us online and called, we gave them a 

quote, and they decided to go with us. It was magically easy.”

https://kokoroinc.com
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Kokoro Marketing specializes in 

marketing automation for broadcast 

media and high-tech companies. 

Founder Cindy Zuelsdorf is a Keap 

Certified Partner with extensive training 

and experience in content marketing, 

generating leads, and direct sales. Cindy’s book 7 Marketing 

Basics hit #1 on Amazon’s Marketing for Small Business. 

Find more at www.kokoroinc.com and 

www.facebook.com/groups/7marketingbasics
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