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Welcome to 2016! We have big 
things planned for this year, all with 
the goal of serving you better and 

offering you more 
value for your 
insurance dollar.  

To start off with some 
practical strategies for 
your business, we’re 
offering a new column 

called “Marketing Tips Exposed!”  
This month we feature a rarely used 
(but highly effective) tactic for 
landing new clients. We want 2016 
to be a record-breaking one for your 
business. Let us know how this 
marketing strategy works for you! 

Tips and Strategies to Help Your Firm Succeed 
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We Can Help You With: 
! Professional Liability	  	  
! Directors & Officers Liability	  	  
! Professional Offices  
! Health & Dental	  	  
! Life Insurance	  	  
! Disability 	  
! Critical Illness  
! Mortgage Protection	  	  
! Cyber Liability	  	  
! Executor Liability 
! Home Insurance	   
! Farm Insurance	   
! Tenant Insurance  
! Condo Insurance	  	  
! Seasonal Property	  
! Builders Risk  
! Special Event Liability	  	  
! Automobile 	  
! Commercial Auto	   	  
! Antique Vehicles 
! Snowmobile, ATV, Watercraft  
! Apartment Buildings	  	  
! Condominium Buildings	  	  
! Townhouses  
	  

Think back to your last big purchase…Maybe it was a 
brand new car, or a leather sofa set, or perhaps a 
remodelled kitchen.  

Surely you received a hand-written thank-you note in the 
mail the next day from the owner of that business, right? 
The owner wanted to thank you for your business and 
was quick to offer additional service if you needed it, 
right? WRONG. 

I’m not sure what happened to society, but I was raised 
to say please and thank you. What makes things any 
different when it comes to our businesses? 

For the past two years I have been writing thank-you 
cards by hand to every client who asks for a proposal 
and to every client who refers someone to us. It’s the little 
things that make a difference and our clients have 
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been so impressed that we take the time to sit 
down and write them a personal thank-you 
message. 

Remember, the easiest time to get a referral is 
when you have done something nice for 
someone. It is human nature that they want to 
repay the favour and do something nice in 
return. 

If we don’t ask for referrals, our clients will 
assume that we have enough clients and are 
not looking to grow our business.  

Also remember that your best chance to get 
that client to refer you to their friends and 
family is within their first 21 days of doing 
business with you. After that point they quickly 
forget about you – That’s where the thank-you 
cards come in so handy. Help your clients 
remember you! 

Yes, it will take some discipline on your part, 
but it is an inexpensive and very effective form 
of marketing that you can start at any time. 

The key to having a successful business is to 
do the exact OPPOSITE of what everyone else 
is doing. And how many of your competitors 
are taking the time to write thank-you cards? 
(My guess is ZERO!) 

Your clients can be your best form of 
advertising, but this only works if you stay in 
touch with them.  

Have questions about 

these strategies? 

 

Neglect your clients and you can be sure that 
your competitors will be circling, doing 
whatever they can to steal those clients away. 

Give it a try with just a few of your new clients 
and see what a difference it makes. Here’s 
the 90-day action plan I would recommend 
you follow to get started with thank-you cards: 

1. Go to Staples or find an online supplier and 
purchase 100 thank-you cards. 

2. Purchase a roll of 100 stamps from the post 
office. 

3. Leave some of the cards and stamps at 
your office, some at home, and even 
some in your car for easy access. 

4. Commit to writing 5 cards each day until 
you’ve used them all. They don’t have to 
go just to new clients either. Start by 
sending them to friends, family, past 
clients, or people in your circle of influence 
who you appreciate. 

5. Make phone calls to a few of the people 
who received your card. Get their 
feedback and thank them again 
personally. 

6. Use the feedback you receive via phone 
to make your future written messages even 
more meaningful. Over time, your thank-
you card program will become a goldmine 
for new clients and repeat business. 

We’re Giving Away This Chevy Equinox in February! 
Winter can be a LONG, cold, grey season in 
Canada, so we’re spicing things up by giving away 
this brand new Chevy Equinox in February! 

YOU are important to us and we’d love to hand over 
the keys to your brand new SUV next month. So be 
sure to enter right now – It takes just 2 minutes! 

Visit www.mumby.com/sweepstakes to submit your 
entry. We’ll be drawing a winner soon – Good luck! 

Want help retaining 

your top employees? 

Douglas can help. 

Call him at 

1.800.446.5745 
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It’s something most people consume every day, 
but have you ever really thought about the effect 
caffeine has on your (or your employees’) body?  

For most people, the amount of caffeine in 2 to 4 
cups of coffee a day (200 to 400 milligrams) is not 
harmful. However, too much of it can make one 
feel restless, anxious and irritable. It may also 
prevent a good night’s sleep and cause 
headaches and abnormal heart rhythms.  

How much is too much? 

If any of these situations apply, you should 
consider cutting back on your caffeine intake: 

� You consume unhealthy amounts, at more 
than 500 to 600 milligrams a day. 

� You have caffeine sensitivity. People with 
smaller body masses, those who do not usually 
consume caffeine, and those who are overly 
stressed will all feel the effects of caffeine 
consumption sooner. 

� You’re not sleeping well. Caffeine interferes 
with the ability to get a good night’s sleep. 

� You’re taking certain medications that 
negatively interact with caffeine. These 
include some antibiotics, bronchodilators 
and the dietary supplement ephedra.  

How do I curb consumption? 

Caffeine can be habit-forming, so attempts to 
cut back can be challenging. An abrupt 
decrease can cause withdrawal symptoms 
such as headaches, fatigue, irritability and 
nervousness— ironically, the same 
symptoms too much caffeine can cause! 

Is Too Much Caffeine 
Impacting the Health 
of You or Your Staff? 

� Know how much caffeine is in the foods 
and beverages you consume. You are 
likely taking in more than you realize. 

� Gradually reduce the amount of 
caffeine you take in. 

� Replace caffeinated coffee, tea and 
pop with their decaffeinated 
counterparts.  

� When preparing tea, brew for less time. 
This cuts down on its caffeine content. Or 
choose herbal teas, which do not 
contain this stimulant. 

� Check the caffeine content in over-the-
counter (OTC) medicines, vitamins and 
supplements you take.  

 

The health of your staff directly impacts 
their ability to perform well for you and your 

clients. That’s just one 
reason why it’s so 
important to consider 
offering a group 
health benefits 
program. Take care of 
your staff and they will 
boost your bottom 
line! 

Call Douglas Today! 
1.800.446.5745 

WOW! 
Want to Help Improve the 
Health (and productivity) of 
Your Employees? 



 

 

  

For Design Professionals Only: 

! Marketing Tips Exposed! 

! How caffeine may be 
affecting you & your 
employees 

! Your chance to WIN a 
brand new car in February! 

! Read Anthea’s review on 
Strengths Based Leadership 

Anthea’s Book of the Month 
 Drawing on decades of 

research and thousands of 
interviews, authors Tom Rath 
and Barry Conchie examine 
how strengths and leadership 
intertwine. Their mission was to 
discover what traits make a 
person influential— what 
makes a leader effective. 

The book is divided into three sections based 
on the authors’ key findings: investing in your 
strengths, maximizing your team, and 
understanding why people follow. In the first 
section, the authors dispel the myth that  

leaders should be well-rounded. “If you 
spend your life trying to be good at 
everything, you will never be great at 
anything.”  

The second section focuses on how 
leaders can tap into their team 
members’ strengths to create a stronger 
organization, and in the third section, 
they examine why people follow certain 
leaders. 

More than half of the book is devoted to 
helping you find your leadership “theme.” Find 
yourself in one (or perhaps several) of the 34 
themes, and discover how to make the most of 
your—and your team members’—strengths. 

Can We Feature Your Firm As Our Company of the Month? 
What projects are you most proud of from the past year? Send 
us a few details (along with a picture) and we may include it in 
our next newsletter "Company of the Month" column!     

We invite you to tell us a bit about your company 
story. For example, how long have you been in 
business? What are your favourite types of 
projects? What’s unique about your firm? etc.   

We’d love to showcase you and your work in 
front of your peers. This is a great way to learn 
about each other and to inspire one another! 

Email your work and company story to 
anthea@mumby.com today! 

Visit insuranceexposed.ca to get your copy now! 

NEW: FOR BUSINESS OWNERS 

We have expanded our 
services for business 

owners. If anyone you know 
needs assistance with their 
business insurance, we’d 

love to help.     

Refer them by visiting 
mumby.com/movies and as 
a special thank you during 
the month of January, we 
will send you 2 passes for a 
night at the movies, PLUS 

popcorn and drinks! 

Kasian’s Surrey City Hall Project 


