THE DMI REACTIVATION PROGRAM
A NEW METHODOLOGY EXCLUSIVE TO DMI

HAVE YOU CLOSED
EVERY SALES CALL
OVER THE PAST 5 YEARS?

TIMING IS EVERYTHING.
MAYBE IT’S TIME TO
REACTIVATE YOUR DATABASE.

BUILDING A DATABASE
IS THE KEY TO
BUILDING YOUR BUSINESS

THE DMI REACTIVATION PROGRAM
A NEW METHODOLOGY EXCLUSIVE TO DMI

Prospects' needs change over time. Are you
staying in touch with your “NO” prospects?
When a prospect says “no” what are you doing with
their contact information? If it's just sitting in your
database you might be missing the opportunity to
convert them to a "yes".
We all know that a client's needs can change over time;
whether it's term insurance for newlyweds, mortgage
insurance for the new home buyer or developing
retirement strategies for the pre-retirement prospects.
Building a database is the key to building your business.
Managing your database with a consistent touch using
The DMI Reactivation Program can provide you the
opportunity to reconnect with the prospects whose
needs have changed. That "no" could be a "yes" now.

This new methodology exclusive to DMI
can help you reconnect and re-engage with
prospects from your existing database.
Have you closed EVERY sales call over the past 5 years?
Probably not. Have you ever encountered the prospect
who said “Let me think about it” or “This sounds great,
it’s just a bad time for us”? How are you managing the
prospects who did not buy 5 years ago?
Timing is everything and maybe it’s time to reactivate
your database. Just because you previously received
a "no" from a prospect that doesn't mean their needs
haven't changed over time. That "no" could be a "yes"
now, but without reaching out to them, how would you
know? Sometimes a “no” is simply a “not yet”.

A Major Component in The DMI Reactivation
Program revolves around an e-mail strategy.
If you have clients or prospects, but did not ask them
for or save their email for your database, The DMI
Reactivation Program can help you as well.
Our email Request Letter can be custom branded
to your firm and mailed directly to these prospects
requesting their email. This letter includes all
the options to obtain these missed emails with links
and contact information to your email, website,
address and phone number.
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THE PROGRAM IS WORKING
SOME OF THE SUCCESS DMI CLIENTS ARE SEEING WITH NEW DMI REACTIVATION PROGRAM

“In our business we all want
immediate gratification”
Said Sam Liang CEO of Rubino & Liang after
installing the DMI Reactivation Program.

“The program works!"
Said Dave Corman, President of Generations
Asset Preservation days after
implementing The DMI Reactivation Program.

“Literally in 30 seconds I got an e-mail back
from someone that was in my database back to 2008,
and they wanted to come see us.”
Sam went on to say about DMI,
“That was outstanding proof of what their
(DMI Marketing) ability is and what they can deliver.”

"We started the campaign on Friday.
On Tuesday we had a $300,000 annuity
sale from a prospect we had
not contacted in quite some time.”

IT'S NOT TOO LATE TO
REACTIVATE YOUR DATABASE
CONTACT DMI TODAY TO LEARN MORE

CALL 800.322.6342

CLICK offers.dmi.com/dmi-marketingreactivation-program
EMAIL getstarted@dmi.com
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LEGAL NOTICES
This document should not be construed as giving legal, tax, or accounting advice. Clients should consult with their qualified legal, tax, and accounting
advisors as appropriate. The S&P 500® Index is a product of S&P Dow Jones Indices LLC (“SPDJI”).
Standard & Poor’s® and S&P® are registered trademarks of Standard & Poor’s Financial Services LLC (“S&P”).

