
Louisiana Mortgage Associates Uses Radio To Thrive in 2009

Why One Business Grows While Its Industry Suffers

THE POWER OF RADIO

Please contact your local Cumulus 
office or visit Cumulusradio.com 
for more information
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Louisiana Mortgage’s Keith Wimberly finds that marketing 
during tough times can lead to extraordinary growth

Louisiana
    Mortgage
        Associates

Louisiana Mortgage Associates is 
experiencing first-hand what 
business strategists have known for 
a long time:  that recessions are a 
great time to grow a business.

Competitive marketing noise is at 
an all-time low and many potential 
customers no longer have brand 
loyalty because their previous 
providers can no longer serve them. 

Studies tell us that one out of every 
five companies actually grows 
during a recession.1  Those most 
likely to grow are the aggressive 
marketers.

Radio, the most cost-effective 
mass-reach media, is the obvious 
choice for firms seeking to grow in 
our current economy.  As Mr. Wim-
berly astutely points out, it makes 
businesses known before they are 
needed and creates the strong 
mind-share that fuels growth.

Cumulus has helped hundreds of 
financial service companies build 
strong brands during the recent 
financial upheaval and we’d be 
happy to show you how we can do 
the same for you.

Call Cumulus today. 

July 15, 2009

Dear Lisa,

Thank for your great work helping us market Louisiana Mortgage Associ-
ates so successfully.  Over the past years, we have used your Cumulus 
radio stations as virtually our only method of advertising and have seen 
continuous growth year after year.  

By running a well-thought out schedule on all six of the stations consis-
tently month after month, we feel we have become the one mortgage 
company that people think of first when they want to get a mortgage or 
refinance their existing loan.  

We have learned, by using radio effectively, the importance of being 
known by our potential clients before they actually need our services.  
We’ve continued to advertise throughout the year, even though competitors 
have stopped.  We grew approximately 30% during one of the worst years 
for mortgage companies and have added an additional location to take 
advantage of our brand recognition!

In a year where so many mortgage companies barely squeaked by, and 
some even went under--we actually increased our radio advertising 
campaign…and GREW!  Thank you for continuing to educate us on the 
appropriate way to use radio. We are truly excited about the growth of our 
business in such a questionable economy.  

Sincerely,

Keith Wimberly
Louisiana Mortgage


