
Did You Know?
Life Insurance can bene�t a charity you 
love. If you have a policy you no longer 
need, you can make the charity the 
bene�ciary. This will provide a tax deduc-
tion and allow you to provide a legacy to a 
charity and support a cause that you 
believe in.
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Insuring Your Jewels

Marketing Tools & Tips
Whether you are self-employed, own a small business, the CEO of a large corporation or work for a 
business or organization, you must spend a lot of time marketing your business to be successful. Marketing 
is all about creating a brand awareness that clients will recognize and remember when there is a need 
for a product or service. There are many marketing methods used to build your brand – social media, 
advertising, networking, mailouts, tradeshows, promotional items, the list could go on! As a marketing 
major in college, I remember taking courses and realizing how much more there was to it than just placing 
an ad in a local paper. When I started my career and surrounded myself with successful business owners, 
I further realized the importance of how e�ective marketing strategies can make or break your business.
 
This month, I’ve partnered up with a local marketing expert, Anita Cooper, owner of Kingwood Promotions, 
to provide information about promotional products and how to e�ectively use them for marketing your 
business. With these tips, you can learn about the importance of promotional products, how they are 
used for marketing and how to e�ectively distribute them so your clients and business partners will 
have something to remember you by. After all, February is 
the month of love and what better way to spread the love 
of your business to others with strategic promotional 
products and gifts!

FEB

Red Velvet Cupcakes

REWARD
REWARD
REWARD

The prize for the month of February:

  ATOMIC BEAM LANTERN 

CLJ Risk Management 
Referral Rewards 
Program
•  Receive a $10 GIFT CARD for EVERY person referred for a quote
•  Each referral enters you into a monthly drawing for COOL PRIZES

Woo�ngton Post
Services
Recipes

Humor
Tips
More!!!

INSIDE...

CONGRATULATIONS! 
Tarja Cole with Pinnacle 
Health and Wellness was our 
winner of the Outdoor Bluetooth Speaker!

+ to qualify for the gift card and drawing, the referral must 
    receive a quote
+ no obligation to purchase

(continued on p. 2)

1    Car Insurance Day
2    World Play Your Ukulele Day
3    Bubble Gum Day
4    Wear Red Day
5    Chocolate Fondue Day
6    Frozen Yogurt Day
7    Send a Card to a Friend Day
8    Laugh And Get Rich Day
9    Read in the Bathtub Day
10  Umbrella Day
11  Get Out Your Guitar Day
12  World Marriage Day
13  Tortellini Day
14  Donor Day
15  Hippo Day
16  Innovation Day
17  Random Acts of Kindness Day
18  Drink Wine Day
19  International Tug-of-War Day
20  Love Your Pet Day
21  Sticky Bun Day
22  Single Tasking Day
23  Play Tennis Day
24  Tortilla Chip Day
25  Chocolate Covered Peanuts Day
26  Tell a Fairy Tale Day
27  Polar Bear Day
28  Floral Design Day

Ingredients: 
1 box Red Velvet Cake mix
3 eggs
1/3 C. melted butter, cooled
1 1/4 C. buttermilk or milk
2 tsp. vanilla extract
 
Cream Cheese Frosting: 
1/2 C. butter, softened
8 oz. cream cheese, softened
2 tsp. vanilla extract
3- 4 1/2 C. powdered sugar
 
Directions: 
1. Preheat oven to 350 degrees and line 
pans with cupcake liners.
2. Sift cake mix into a small bowl to 
remove any lumps and set aside.
3. in a large bowl use a whisk to gently 
combine remaining cake ingredients.
4. Stir in cake mix until smooth.
5. Fill cupcake liners 2/3 full and bake for 

17-22 minutes or until an inserted knife 
comes out clean.
6. Let cool.
7. Frosting: beat butter and cream 
cheese for 2 minutes. Add vanilla extract 
and slowly add powdered sugar until 
you reach your desired consistency. If it 
becomes too thick, add 1 Tbsp milk.
8. Pipe onto cooled cupcakes and top 
with heart sprinkles or any red toppings 
that you have on hand!

Cupid is in the air! For centuries, Valentine’s 
Day has been a day to celebrate love and 
romance. According to a 2016 study by 
Statistic Brain Research Institute, over $13 
billion is spent on gifts for loved ones, with 
nearly 20% spent on jewelry. With these 
romantic gestures, it’s important to make 
sure you have the proper coverage in place 
for the item.
 
Home and Renters Insurance limits 
coverage for unscheduled jewelry to 
generally only $1000 to $2500 with a set 
deductible. In addition, protection plans 
through jewelers will cover if a diamond 
falls out; however would not cover if the 

item were stolen. Scheduled jewelry is an 
additional coverage that's over and above 
the typical coverage in an insurance policy. 
This coverage protects valuable items that 
are out of the ordinary and need to carry 
separate coverage to ensure that their full 
value is covered in the event of a claim.
 
So ladies and gentlemen, if you are giving 
or receiving these precious gifts for 
Valentine’s Day, remember to review get an 
appraisal or keep receipt, and add the 
appropriate coverage to your policy!

Please help me 
welcome our 
newest 
independent 
agent, Andrew 
Mercado, to 
the CLJ Risk 
Management 
team! Andrew 
has several 
years of 
banking and 
insurance experience and can help 
with all of your insurance needs from 
personal auto & home, business, life & 
annuities and group bene�ts!
 
Andrew@cljriskmanagement.com
832-390-8787
Habla Espanol!
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PERSONAL
  Auto
  Home
  Renters
  Rental Property
  Mobile/Manufactured Homes
  Umbrella
  Windstorm
  Flood
  Builders Risk (homeowners)
 
TOYS
  Motorcycles & Scooters
  Watercraft
  Antique & Classic Vehicles
  Motor Home & RV
  Trailer
  ATVs
  Pet Insurance
 
BUSINESS
  General Liability
  Professional Liability
  Commercial Property
  Commercial Auto
  Workers Comp
  Builders Risk (builders)
  Errors & Ommissions
 
LIFE/FINANCIAL 
SERVICES
  Term Life Insurance
  Whole Life Insurance
  Universal Life Insurance
  Annuities
  Group Life Insurance

woofington 
post by Maggie Lou

Marketing Tools & Tips, (continued from front)

Marketing Tools & Tips, (continued from p. 2)

Marketing your business can be tough, 
especially if you have eager competitors 
at your heels.  Promotional products can 
be useful marketing tools, and they can 
improve your brand and your reputation 
if used correctly. The key is to research 
and ask a few important questions 
before you dive in head�rst into 
marketing your company with promo-
tional products.
 
Why are Promotional Products 
E�ective Marketing Tools?

They provide extended brand 
exposure and they are di�cult to 

miss.  A tote bag with your logo will 
surely get more attention than a newspaper 
ad and your clients will be able to get 
repeated use. 

They are valuable.  Flyers have 
become a less e�ective means of 

marketing because they are often 
ignored or thrown away.  Promotional 
items like tee shirts or stress balls are not 
likely to get tossed because they are more 
like gifts than advertisements.

They present a creative marketing 
idea.  Billboards, radio spots, 

newspaper advertisements, and 
television commercials are �ne, but they're 
not exactly original.  Promotional products 

are not only more creative but also more 
tangible to customers.

They are inexpensive.  Any 
experienced marketer can tell you 
about the high costs of traditional 

marketing methods.  Promotional items are 
available in such a wide variety of shapes 
and sizes that there is something for any 
budget and any business (even if it's just a 
key chain).
 
How Are Promotional Products Used 
for Marketing?

To generate brand awareness. 
Promo items quickly spread the word 

about your business. People love free 
gifts and samples, and clients are likely to 
tell their friends about the personalized 
merchandise you distributed with your 
friendly slogan!

To recognize a job well done.  
Employees deserve rewards for 
their hard work and dedication, and 

high-ticket promotional products like desk 
awards can improve morale and reinforce 
loyalty.

To say "thank you".  Sending 
follow-up emails to clients is always 

smart, but giving a high-quality promotional 
item is even better.  When you send a gift 
like a photo calendar after a big sale, you 

can bet that you'll see some repeat 
business.

To use as coupons and special o�ers.  
Many businesses print coupons on 

promotional pens or o�er t-shirts 
that entitle customers to discounts. There's 
no limit to what you can do if you get 
creative with your promo items.

To organize a giveaway with prizes.  
By using your own custom merchan-

dise as prizes, you'll give winners 
what they want while exposing your brand 
at the same time!

To provide exclusive gifts to 
members. Membership fees are 

standard for numerous clubs and 
organizations, and many people are 
reluctant to pay them. Giving an exclusive 
promotional product as a member gift may 
encourage people to join.

To raise money for charity.  Non-
pro�t organizations and charities 

often hold fundraisers and auctions.  
Make yourself known by donating a 
high-end promotional item or a fancy gift 
basket; the cause will gain funds, you'll gain 
exposure, and the customer will receive a 
memorable gift.

 

How to Distribute Your Promotional 
Products?

Bulk mailings.  Direct mail is still one 
of the most e�ective marketing 
mediums because it puts your 

message straight into customers' hands. 
You'll need potential clients' names and 
addresses to pull this o�, because mail 
addressed to "Current Resident" always 
ends up in the round �le. Also, don't forget 
to pre-calculate your shipping costs.

Trade shows, expos, and chamber 
events.  Trade shows usually have a 

wide variety of attendees from 
di�erent career �elds, which mean there 
are many opportunities to market your 
company and drum up new clients. There 
tends to be a lot of competition at expos so 
you should work with a promotional 
products expert like Anita Cooper owner of 
Kingwood Promotions to customize a 
stand-out promo item that will draw 
interest.  Chamber events o�er another 
opportunity to share your promotional 
items with potential clients and customers 
to keep you top of mind.

Conferences and meetings.  Confer-
ences are excellent resources to 

market to others within your industry, 
and meetings give you the chance to meet 
face-to-face with customers. Give partici-

pants a personalized gift for attending your 
seminar and you'll boost your brand.

Grand openings, holiday parties, 
and special events. People get 

excited about social gatherings, and 
it's easy to strike up a conversation with 
potentially-interested clients. Market your 
business by giving away custom-shaped 
stress relievers at the grand opening or year- 
end party that are good for an exclusive 
discount on their next visit and you'll have 
people lining up to shop with you.

For more creative marketing ideas to 
help grow your business, contact Anita 
Cooper, owner and Chief Creative 
O�cer of Kingwood Promotions at 
832-233-5937.

***Nominee for Lone Star College 
“2016 Small Business of the Year”***

www.kingwoodpromotions.com
fb.com/KingwoodPromos
www.linkedin.com/in/AnitaCooper1
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February 14th is Valentine’s Day, but don’t 
forget that February 20th is LOVE YOUR PET 
DAY!!

G R A P H I C  D E S I G N

Designed by:

Printing and
Copy services by:

to our wonderful client, Melissa Holliday, 
2016 Grand Prize Referral Winner!!

CONGRATULATIONS


