If you own aretail or service business, your businessisin
danger every day!

Finally...what you need to know to get the peace of mind you work so hard for!

Small Business Owner:
How Y ou Can — and Must — Protect Y our Business From Financial Disaster!
Asyou can seg, I’ ve attached a nice clean one-dollar bill to this letter.
Why would | do that? Actudly, there are two reasons.

1) | have something important to tell you as a business owner — and frankly, | needed
something that | knew would get your attention; and

2) What | haveto tell you has to do with money. So | thought using a one-doallar bill
would be appropriate.

Was | right? If you've gotten thisfar, | know I’'m gtarting to get your attention.

* * %

Read on, because what | have to say may mean more to you financidly than anything
you've ever read! And it may shock you, consdering my background!

Insurance“Insider” RevealsLittle Known Secrets Of How Business Owners Can
Leverage Insurance Industry Resour ces For Their Own Financial Benefit!

You see, I"ve been working indgde the insurance industry for years. I ve studied in detall
how it works — al the way from policy to dams.

And I've made amord decision: to reved the ingde secrets of how you can leverage the
vast resources of this multi- billion dollar industry for your financid well being.

And snce business owners — retail and service businesses—are my specidty, your
industry iswhere | decided to focus.

But first let me ask you a persond question:
Question: Y ou know your business is probably your greatest asset. But did you know

your business could be adeadly liability, too? Did you know that it could cost you more
money than you have right now? (Not to mention the grief?) Unlessyou....



Maybe this story will quickly explain what | mean. Please read on....

Bob pulled into hisusud parking space. As usud, he was the first one at the office.

Firg oneto arrive. Last one to leave. Bob would sometimes joke that the only difference
between owning a business and having ajob isthe tyrant he works for now - himsdf.

But he didn’t need to remind himsdaf he loved hisbusiness. It was, after dl, the American
Dream. And it was worth the sacrifices.

As he waked toward the business, he picked up litter outside the door.

Opening the front door was aways a comfort. Like coming home.

But wait. . . something was wrong. When he stuck the key in the lock, it didn't fed right.

It was dready unlocked. Did someone beat him to the office? He didn’t see anyone elsg's

car.

He opened the door. His heart sank. A quick scan of the premises told him this was going
to be bad.

Every drawer of every desk was open. File cabinets were open. One was knocked over.

“Did they find the key?’ He ran to his desk. Sure enough, they found the key to hisown
file drawers. Did they take checks? How much cash did he leave lying around?

HisMind Started To Race... Who Could Do This Sort Of Thing?

He saw that hisleather chair was dashed! His heart started to beat with anger — or wasiit
fear? If they dashed his chair, that means they did more than try to rip off money. They
vanddized. What other kinds of damage did they do?

He didn't think it would do much good, but it was time to cdll the cops.

As he sat there waiting for the police, his mind started to race...

What else have they done? What ese could go wrong? Did they back up their database?
Their accounting records? Could these punks — or whoever did it — have damaged their

computers? What about the truck? Wasiit till out back? Did they leave spare keysin the
office? Would they have to change dl their locks?



Bob wandered back to the supply room. “Holy smokes!” he moaned. “Look a how much
they took!”

This Couldn’t Mean The End Of His Business. Or Could I1t?

What would he tell his customers today? How long would it take to get back to business?
His main supplier had aback log of a month! Would he have to wait a month before his
business was fully up and running?

He started thinking about his insurance agent. He never paid much attention to that
policy. He dways figured nothing would really go wrong. Now he redlly was scared.
What was covered? What wasn't? How was he going to pay the bills while business was
down? Would he have to lay people off?

Who could have done this?

His mind started to think of the people on his payroll. No, it couldn’'t be. I’ ve trested
them like family.

He heard a knock on the door. Must be the cops. .

* * %

It took afew missed phone calls, but findly Bob caught up with his agent, Jm. He told
him the whole story. The next day, Jm came down to the shop and walked through it
with Bob. At the end of their tour, Bob looked at Jm expectantly. Bob could tell by the
look on Jm'’ s face there was something wrong.

Jm’'s eyes darted around the room. “Well Bob I'm afraid we might have some
problems.”

Has That Kind Of Thing Ever Happened To You?
How Many Times Will 1t Happen In the Future?
How Will You Ever Know?

Bob was crushed. Y ou probably would fed pretty panicky, too. You see, your busnessis
more than just abusnessin alot of waysit' syour life. It's what gives you security—and
freedom. It'syour kids' birthday, their braces, your family vacation. It's your house, your
yard, your future. It's the diamond you want to give your wife for your 10th anniversary.
Or your 20th. Or 30th. Like | said, it’s your security and your freedom.

Some day, it's your retirement. And then something goes and screws it up. But it doesn't
have to be that way...

Y ou can have the dreams you cherish. Y ou can count on the security you desire. You
don’'t have to worry every day about something happening that’s going to set you back.



We both know it's not just vanddiam.

Heck, alot goes wrong around a business just because that’ sthe way it is. It isthe nature
of busness.

Think Of All The Things That Could Go Wrong— If You're Not Prepared!

Like an old man dips and fdls outsde — or indde — your operation. Who's
responsible? Are you covered?

Like your hard drive crashes— and you can't get to your vita customer list. Caniit be
recovered? Who's going to pay to find out? How long will it take? Are you covered?

What if afire sartsin the business next door. Y our place suffers smoke damage — plus
the sprinklers went off in your officel Who's responsible? Are you covered? Or, the fire
that puts you out of business for a month. Who pays your employees? Who pays your
fixed bills? Y our dectricity, phone, water? Will you have enough cash flow to survive?

Who pays you? Or do you just go out of business— for something completely out of your
control!

It doesn’'t seem fair. But I’ ve seen good people suffer neediesdy — because they didn't
know the secrets of how to make the huge resources of the insurance industry work for
them

Listen, I’ ve been working with business owners for along time. I’ ve heard every horror
gory in the book. If they were my clients, more often than not, we took care of their
problem. Quickly and easily. But sometimes they became my clients after they had a
redly serious dam — and wished they had me before the claim.

You Can Have The Peace Of Mind And Security That You Dream Of...

But listen, you won't have it if you pretend you don’t own a business with risks. Face up
to those risks and you' re helfway there.

And | want to help take you the other hdf of the way there.

I'mwilling — in fact, I’'m excited about — revealing to you some inside secrets about

the insurance industry. Y ou see, I've worked inside the industry for along time. I'm a
licensed member of the"club”. I’ ve figured Out how it works, and | know things that
would make a layperson’s head spin. Just because I ve been around it so long. And I've
got good news. The resources of the insurance industry are vast, and | can show you how
to put them to work for you.



Why Would | Give Away My Inside Secrets?

That'saredly far question. And 1 want to answer it honestly and truthfully. Becauseit's
good for you — and it s good for my business. Period. You see, I'm willing to give awvay
alot of my knowledge to business owners. Knowledge that’ s taken me yearsto
accumulate, organize and perfect. And 1 have found — time and time again — that
generosty and the willingness to provide redly great service comes back to me. Tenfold.

In fact, that's how I’ ve built my business. Right now, let’ s talk about three of the most
important things you can do to protect your financid well being and the future of your
business

1) Have an insurance specialist conduct a risk analysis on your business. Youlivein
the real world. A business owner’s life has more risk than most people would dream of

and they're not al the same. Different business owners run different risks. Y ou could be
laying your business wide open for financid disaster — unless you’ ve had someone help
you analyze your risks and put together a comprehensive insurance plan to protect you.

Bankruptcy? Cash flow nightmares? Losses instead of profits? I’ ve seen it way too often
and it didn’t have to be that way!

2. Use an independent insurance agent. I'll be blunt about this. | know how this
industry works. Like | said, theré salot of money in the insurance industry, and you
want to make sure it works for you. So you don't want an insurance company employee
for your agent. Y ou want someone who's going to work for you! Not someone whose
paycheck istied to one company.

But someone who can shop the market, compare price and get the most comprehensive
coverage for you — maybe even use multiple companies for your tota coverage. You
want good price, and you want protection when disaster strikes? Use an independent
agent.

3. Don’'t trust the financial protection of your businessto an insurance agent whois
not a specialist with retail and service busness— and the specia

If someone specidizesin insuring homes or autos or retail stores downtown, that doesn't
mean they know anything about business ownerd Just because your wife's cousin sdls
insurance, doesn't mean he' sthe guy to trust the financia hedth of your business to!

And thisiswhat you’ re not looking for:

* An agent or an agency that just triesto sal you their services on meaningless
platitudes, like* qudity” or “excdlence’. They'rejust buzz words that don’t mean

anything anymore.

* An agent that doesn’'t know business owners. | know I've said it before, and I'll
Sy itagan. “You wouldn't let afoot doctor perform surgery on your heart, would



you? | didn’'t think s0.” So don’t trust your financid well being to just any
insurance agent!

A few weeks later ...

Bob had just met with a new insurance professond. He was beaming. He practicdly fell
off hischair! Thisagent redly told him the “insde secrets’ of the insurance indudtry. “I
normally redly do hate paperwork. But | am abusiness man — and | do practicaly have
my life invested in this business. | know more about protecting my business and future

for mysdf and my family than | ever thought was possible. Frankly, I'm just alot more
confident seeing things turnout the way | want them to.”

“That’swhat I'm here for. Y ou can cal me any time you' ve got a question or a problem.”

In one short mesting, this new agent showed Bob:

* how to avoid the single biggest mistake business owners make in protecting their
business.
* the importance of having a broad market of insurance carriers to get the most

complete coverage at the best price.

* the critical importance of having arisk anadysis on your contracting business.
* the vital importance of having arisk management program for your retail or
sarvice busness— and the smplest way to sart one.

After his meeting with this new agent, Bob did fee more confident about his future. One
meeting completely took away that "cloud of uncertainty” that had been hanging over his
head for so long.

How would you like that kind of information? How would you like to know that you
redlly are going to have a more secure future for yoursdf and your family? Don't you
deserveit?I'll help you — FREE! Including the most powerful proven 7 step system for
protecting your business and your future. Plus, one morething. I'll assst you in
performing arisk audit on your business. At no charge!



Why?Why would | spend my time reveaing what' s taken me yearsto learn — at no
charge? I'll tdl you why. Because I’ ve built my business on my reputation. | find that the
more | give away, the better it isfor al of us.

My dients say with me along time— and they refer their friends. And, frankly, | get a
lot of clients by being generous. | happen to think | serve business owners better than
anyoneinthisarea That's partly because | spend alot of time with them. Spending time
with business ownersis good for my busness.

I’ve learned all about their business, how to protect them, and how to do it at the best
price.

So if you want to protect your business from afuture criss or catastrophe .. . . or just see
if you can save money on your insurance....

Call me.

Theworst you'll do is spend afew minutes learning. That done is good for business,
in'tit?

Sincerdy,

Gary Lance, President
The L.N. Davis Insurance Co.

P.S. To find out how you can get the best insurance coverage for your business just call
my office & (828) 452-2876 for afree, no obligation review of your current program, and
if you wish, anew proposd that is sure to save you money!



Compliments of The L. N. Davis Insurance Agency
143 N. Main &., Waynesville, NC 28786
(828) 452-2876

Email address: Indavis@Indavis.com
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