
HUGE PROBLEM
THE



OVER 50%
OF LEADS ARE
WASTED





BECAUSE YOU’RE
FORGOTTEN



OF THOSE CLIENTS WHO EVENTUALLY DEFECT

81% SAY IT’S BECAUSE “THEY LACK 
REGULAR AND MEANINGFUL 
COMMUNICATION” WITH YOU.

ANOTHER STUDY FOUND THAT 
“ONLY 44 PERCENT OF 
CONSUMERS HAD CONTACT 
WITH THEIR AGENT IN THE 
PAST 18 MONTHS”



AS PER SALES LEGEND DALE CARNEGIE

91% OF CUSTOMERS SAY THEY’D 
HAPPILY GIVE REFERRALS, BUT ONLY 
11% OF SALESPEOPLE ACTUALLY 
ASK FOR THEM.



What’s the Solution?



YOU HAVE TO BECOME 

unforgettable









Average agents 
spend all of their 
time, money, and 
energy here



FREQUENCY
NUMBER OF TOUCHPOINTS + CHANNELS OF COMMUNICATION



How many touchpoints should 
you have for your contacts?



More.



In Profit
$6M

Touchpoints
200+

Meet Brion Harris





Frequency illusion is a cognitive bias in which, after noticing 

something for the first time, or the same thing in multiple places, 

there is a tendency to notice it more often, leading someone to 

believe that it has an increased frequency of occurrence. 



FREQUENCIES OF 
COMMUNICATION

6 1. Inbox

2. Mailbox

3. Face to Face

4. Voice to Voice

5. Social Media

6. Screen to Screen
(Text messaging, Zoom, WhatsApp, etc)



IMPACT
PERSONALIZATION + QUALITY



The Power of 
Personalization



F
O
R
D



FAMILY
OCCUPATION
RECREATION
DREAMS





FREQUENCY...
IMPACT…



TRUST
ACCOLADES + TESTIMONIALS + EDUCATIONAL CONTENT





We Are Marketers
We’ve been in business for over 20 years. 

We’ve sent over 100,000,000 pieces of direct mail.

We’ve spent over $2.5 million in Facebook advertising.

We’ve sent over 500 million emails.

We’ve worked with over 85,000 agents and business
owners.

We have weekly interviews with some of the top 
producers and top coaches in the nation on our podcast.

We’ve been on the Inc. 5000 list of the 5,000 fastest-
growing private companies in the US for 4 years.

We have been ranked as one of Philadelphia’s Top 100 
Places to Work.





“I wanted to share a testimonial 
about my initial mailing of Start 
Healthy Magazine. About a week 

after my Medicare clients started 
getting the magazine, they started 

sending me referrals without a 
single call from me! 

Pretty quickly and effortlessly I had 
5 referrals and new clients. That is 

powerful.”

ZACH RUCKER
Medicare Policy Experts



“I took 5 magazines to the local Giant 

grocery store and left them by the store 

flyers. I had a call by 12 noon a scheduled 

appointment by 3 and wrote her a policy 

effective 3/1/22. 

She had heard my name locally but when 

she saw the magazine on her way into the 

grocery store she thought it was fate.”

Dawn Myers
Delaware Valley Brokerage Services / Ritter IM
VP of Marketing & Sales, DVBS Division





S
M
E

You need to be the



SUBJECT
MATTER

EXPERT



FOR LISTENING
thank you

@LukeAcree

@LukeAcreeRM

@StayPaidPodcast

@ReminderMedia

ReminderMedia.com/UltimateAgent


