




Agenda 
Sunday, November 15
1:00 p.m. – 5:00 p.m.
Exhibitor Move-in 
Registration 

5:30 p.m. – 6:30 p.m.
Welcome Social in Exhibit Hall

6:30 p.m.
Dinner on your own OR Optional 
Dine-Around Networking Dinners 

Monday, November 16
7:30 a.m. – 8:25 a.m.
Registration
Breakfast in Exhibit Hall

8:30 a.m.
Welcome
Frank Fimmano, PIMA President

8:40 a.m. – 9:25 a.m.
Opening Keynote
Growing Your Online Business 

Lenny Laskowski

Keynote speaker Lenny Laskowski, author of
the book “Success via the Internet – Secrets
of Growing Your Business Online” will share
the essentials of online sales. This session will
provide you with the strategies & tactics
needed to successfully convert website
visitors into customers. Attendees will learn:

n The 7 key decisions website visitors make
n Why most websites do not generate any

traffic or actual business
n The site information you must include to

make people want to do business with you
n How to make sure search engines can

locate your website.

9:25 a.m. – 10:15 a.m.
Multi-Channel Marketing 

Glenn Forde,
Senior Vice President, Digital  
TPG Direct, Inc.

Susan Fox Ruggiero,
Insurance Program Manager  
NEA Member Benefits 

Stephanie Johns-Chin,
Assistant Vice President,
Marketing
New York Life Insurance
Company

With PIMA speakers representing all three
member types – Agency/TPA, Company, and
Business Partner – this panel will address best
practices for synchronizing multiple media.
Our experts will explore such areas as:

n Ways to create an effective, integrated
strategy

n How to utilize and maximize multiple
channels

n What is and isn’t working in the
marketplace

n Timing tips
n How to evaluate back-end tracking     

10:15 a.m. – 10:45 a.m.
Break & Trade Show 

10:45 a.m. – 11:45 a.m.
Segmentation & Cross-Sell

Tony Baldus, Senior Vice
President
Marketing & Analytics
Marsh Consumer

Scott Hilchey, Vice President
Interactive Solutions 
SourceLink 

Leigh Smith, Director
Association Marketing 
The Hartford

Angela Williams, Director Marketing Science
AEGON Direct Marketing Services, Inc.

Using case study examples, this session will
cover how insurance marketers can leverage
data across their organizations’ various

customer touch points. Our panel of experts
will share experience designed to help:

n Reduce media spend
n Maximize customer service interactions 
n Create relevant marketing efforts
n Focus product development initiatives
n Plan retail locations and services
n Create relevant, targeted messaging using

effective segmentation techniques 

12:00 p.m. – 1:00 p.m.
Networking Luncheon & Marketing
Methods Awards

1:05 p.m. – 1:30 p.m.
Marketing Methods Gold Awards
Come hear how some award winners
garnered outstanding campaign results.

1:30 p.m. – 2:20 p.m.
Advertising Compliance  & Social Media

Randa Zalman, Senior Account Supervisor
Redstone

Insurance consumers are expecting you to
deliver your message in an easy-to-find,
discussion-oriented format. This session will
discuss: what social media options you have;
what compliance issues you must address;
how to monitor the web; and the proper
procedures to ensure compliance success in
campaign development & implementation.

2:20 p.m. – 2:50 p.m.
Break & Trade Show

2:50 p.m. – 3:40 p.m.
Online Strategies that Pay Off 



Fred Hron, Director
Marketing Communications
Forrest T. Jones & Fidelity
Security Life

Jim Ouimet, Executive Vice
President
Marketing Software Solutions

Simon Tomlinson, CEO
Blue Sun, Inc.

Hear about different & evolving technology
strategies being used by members today:
capturing leads and data for product
enhancements; targeted cross & up-sell; online
eSignature enrollment; the next wave of client
& sales-focused Website enhancements; using
the web to maximize results from all of your
marketing channels. Find out what's working
now--and new technology uses on the horizon.

3:45 p.m.
Closing Remarks and Prize Drawing 

3:50 p.m. – 5:00 p.m.
Marketing Methods Entries Review on Your
Own

6:30 p.m. – 7:15 p.m.
Awards Celebration/Networking Reception 

7:15 p.m. – 8:30 p.m.
Best of PIMA Awards Dinner

Tuesday, November 17
7:30 a.m. – 8:25 a.m.
Breakfast in Exhibit Hall

8:30 a.m. – 9:15 a.m.
The Game Is Changing: Strategies for
Reaching the Next Wave of Customers

Richard Tooker, Solutions
Architect
KnowledgeBase Marketing 

Generation X. Millennials. Boomers. They all
communicate differently and some of them
simply ignore the traditional ways we
marketers have to get our messages across.
Learn what you need to know to reach
prospects and customers in the 21st Century.

9:15 a.m. – 10:00 a.m.
Member-to-Member Solutions Session

10:00 a.m. – 10:30 a.m.
Break & Trade Show 

10:30 a.m. – 11:20 a.m.
Closing Keynote 
Retention: A Fresh Look at a 
Comprehensive Program 

Arthur Middleton Hughes,
Vice President
The Database Marketing
Institute, Ltd.

More than one-third of auto insurance
policyholders shopped for a new insurance
provider in 2008. How can you keep your
profitable customers from switching?  Back by
popular demand, Arthur Middleton Hughes will
share some very successful ways of retaining
customers using modern communication
methods.

11:30 a.m.
Closing Remarks
Symposium Adjourns

12:00 p.m.
The PIMA Institute II Begins*

*12:00 p.m. – 4:00 p.m.

The PIMA Institute II Optional Workshop
Producers: Sue Fox Ruggiero, NEA Member Benefits and Susan Hussar, Hartford Life

Last year nearly 50 members attended the inaugural PIMA Institute – 
and they rated the content very highly. This year we present the PIMA Institute II. This
year’s content will be more narrowly focused with topics that include:

n Trends in association insurance programs

n An extended program segment with PIMA member expert Bill Tyson, on creating a
comprehensive marketing plan, including:

• Situational analysis and Market Research
• Developing Growth strategies 
• The 7 Profitability Drivers
• Targeting the audience
• Media, including new media/social networking
• Implementation and operational considerations
• Measuring what matters - Goals/Performance Metrics for success.

n The actuarial thought process in sponsored program marketing

n Case studies on marketing acquisition and customer persistency

This program is geared toward established professionals who may have significant
experience but perhaps not in the association/ affinity area, or experienced managers
that may not have a thorough understanding of our business. The program is designed
to appeal to a variety of professionals, including those in account management, client
relations, sales, underwriting and/or those with responsibility for hiring or training.
*includes boxed lunch

Seating is limited, register for this program today!




