Marketing Strategy 2006
There is a perception in the industry that LGA is a small shop doing business with a limited number of carriers. This year’s strategy will de-emphasize the myth that LGA is not a midsized brokerage with a significant representation of carriers.
Following this line, our catch phrase for this year will be:

Global solutions, focused on results.

Global Solutions
The Larry Gordon Agency is a midsized brokerage firm representing 19 carriers for term, annuity and UL business. It represents brokers with clients that live and work across the globe. For over 40 years LGA has built a reputation of superior service, quality relationships with carrier underwriters creating leverage in those ‘at risk’ cases where innovative marketing solutions are necessary.

Focused on results

Those invaluable relationships coupled with a dynamic relationship with the BRAMCO family of brokerage agencies has helped to create.
Materials in the strategy

Monthly postcards reinforcing the ‘more’ theme. Additional annuity marketing?
Postcard images

We have a series of images that reflect the specific elements of ‘more’ value to the broker. As in the past, we are continuing to use 4” x 6” four color images that make statements of their own. All the postcards will have the TeamLGA logo prominently placed on the front.
The “giving you more--guaranteed” series 

1. Spa-Day  Tagline: You could be working on apps right now
Picture shows woman at a spa getting a facial, relaxing. Inference with teaser indicates a broker who could be knee deep in paperwork but instead by letting LGA manage the paper, has time for personal luxuries.
2. Broker resting on stairs  Tagline: More money, more time, more placed cases.
Man laying on stairs of an office building, also resting. The absurdity of a business man doing something other than working is the catch. The message is the key here with the image as support. Idea: doesn’t it feel good that someone else is making your money for you?
3. Golfball  Tagline: We’ll get you into the better country clubs..
More money means better things in life. More time means more time to do those better things. Idea: A broker placing more cases, doing more selling and not case management, is making more money. He now has the time to golf, has the money to afford the better places to golf. TeamLGA gets him there.
4. Baby Tagline: He’s a lot more fun to play with, than just to keep an eye on”.
Emphasis on giving the broker more time to do the things he’d like to be doing and not just what he has to do.

5. Private Jet  Tagline: You’ve already learned how to fly.
Image of a private plane on a runway getting ready to take off. Idea: Subtle inference is that broker knows how to sell cases, but that we can help him get to the next level, more money to buy the finer things—have higher end pursuits.

6. Vacation: Tagline: You’ve missed your last three class reunions.
Graphic of a day planner with shadow of airplane and Vacation written across page. Emphasis here on more time to do the things you’ve wanted to do. 
7. McLaren  Tagline Creating your case marketing
Graphic of a Mercedes McLaren front panel with text that says if you give us your work you will make enough money to get one of these high end cars. Emphasis is on working with LGA gets you access to the finer things in life.
8. Clock Tagline: Time really is money. Get more money, make more time.
Graphic of a clock gives the indication that time is ticking away and that by working with LGA a broker would make better use of his time.
