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Are your agents ready

Bill Soddy
for the future?

iNiche President
800.664.0444 X6207
salesinfo @whateverittakes.com

The growing need for
multicultural marketing

Welcome to the first issue of I , the new publication
from the Insurance Niche specifically designed for insurance
industry marketers. We’re excited about this opportunity to
bring you some of the latest news about trends in insurance
marketing that we hope will enhance clients’ and prospects’

relationships with agents and policyholders.

Think CRM is just software?

In this issue, we’re providing tips for reaching a multicultural
market with relevant sales messages. We’ve also included an
article on fostering the entrepreneurial spirit in agents, plus
news from the world of marketing and updates on legislation
that affects the industry. We’re also beginning a four-part
series on Customer Relationship Management (CRM) with Legislative Update
an article that discusses the bonding stage of the relationship
lifecycle and how you can use a welcome experience to begin

long-term, profitable relationships with policyholders.

and find it
informative and useful. We will publish quarterly, so look for

I hope that you enjoy this first issue of

future issues and stay in tune with industry trends. If you have Marketing Updates

questions, comments or topics you’d like to see covered, please
call me directly or e-mail bsoddy @whateverittakes.com.

I'd love to hear from you.
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Let’s talk zssentials ...

The fact is, insurance marketing requires more than just
industry knowledge. It requires insight. It's essential that you,
as well as your agents, understand exactly who your customers
are and utilize the most effective communications to keep your
company “top of mind” for customers and prospects alike.

Since 1992, Progressive Impressions International (Pii)
has worked with Fortune 500 insurance companies to
develop marketing tools that support sales representatives
to enhance their productivity. Pii has the resources to
design, implement and support complete marketing
programs configured specifically to meet the needs

Let us show you how our targeted customer marketing of the insurance industry.

programs achieve maximum results through:
/ Education and cross-sell/upsell opportunities

v/ Loyalty rewards programs

+/ Channel marketing solutions for your agents

Let’s talk and see what we can do for you.
Call me toll-free at:

1.800.736.0145

One Hardman Drive
Bloomington, IL 61701
www.WhateverltTakes.com
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