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“The single biggest problem in
communication is the illusion
that it has taken place.”

-- George Bernard Shaw
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The Client Story

Investors Think All Advisors Sound Alike

MOST INVESTORS SURVEYED AS PART OF THE STUDY SAY THAT ALL ADVISORS
SAY THE SAME THINGS, MAKING IT DIFFICULT TO DISTINGUISH BETWEEN THEM

Strongly disagree‘@' """""" e Strongly agree

40% Disagree .’

| 60% Agree
Somewhat disagree -

Somewhat agree

Source: Pershing, 2014
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All Advisors Sound Alike

e : MINIMIZETAX
OURPHILISOPHYIS IS AN INDEPEN DENT FINANCIALADVISORY FIRM

OFFER FEE-ONLY ADVICE
proviDes ourcuenTs peaceormine ASSURE YOUR ESTATE PLANNING NEEDS ARE MET

rrersons | DEVELOP A SOLUTION THAT MEETS YOUR NEEDS

3SI0NALS

sovsons e PROVIDE COMPREHENSIVE FINANCIAL PLANING OFFER OBJECTIVE ADVICE PROVIDEHGHEST QUALITY SERVICES
CUSTOMIZE OURADVICETO YOU g o N INDEPENDENT INVESTMENT FINANCIAL ADVISORY FIRM = i
DELIVER INVESTMENT MANAGEMENT PROGRAMS TAILOR EACH INVESTMENT PLAN TO INDIVIDUAL
WE TAKE NO COMMISSIONS IS AN INDEPENDENT WEALTH MANAGEMENT FIRM STRIVE TO UNDERSTAND YOUR RISK TOLERANCE FREE FROM CONFLICTS ON INTEREST
CAREFULLY INVEST IN SECURITIES PROVIDE A WELL-GROUNDED INVESTMENT A PPROACH HELP CLIENTS REACH THEIR FINANCIAL GOALS

ACTIN THE BEST INTERESTS OF CLIENTS ~ OFFER INVESTMENTS MANAGEMENT ADVICE

PROVIDE CONFLICE- FREE AINICE

PROVIDE OBJECTIVE/UNBIASED ADVICE

WE MINIMIZE YOUR RiSK OFFER PERSOMALIZED FINANCIAL PLANNING
'WE ARE COMPRESHENSIVE FINANCLAL PLANNING FIRM

Source: Pershing, 2014
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Clients Want Better Communications

How does communication affect their views of advisors?

Effective communication

Client communications leave room for improvement

MA M UHNW

Face-to-face meetings

Excellent 71% 68% 1%

Satisfactory 28 30 28

Poor 2 2 2
Newsletters

Excellent 16% 16% 16%

Satisfactory 68 71 68

Poor 16 13 16
Blog

Excellent 5% 4% 5%

Satisfactory 36 46 36

Poor 59 50 59
Social media

Excellent 2% 4% 2%

Satisfactory 34 42 34

Poor 64 54 64

© 2015-2016 Spectrem Group.

Source: Spectrem Group, 2016
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Your Communications Masterplan

9 SN =

FOR A GREAT YEAR-END!

Omaxs

O msumance QHeautH

11 you have any questions about ths or anything else, please call us!
(212) 3551111 ext. 10

Jan Feb Mar April May June July Aug Sep Oct Nov Dec
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Tactical Ideas
Marketing Campaigns
Action Plans

Strategy Boot Camps

Advisor/Client Fills In the Gaps

S DESIGN YOUR _
@ LEAD GEN PLAN

Build an online prospecting system that tumns
Wh your website into a lead generation machine
thatworks for you 24/7. .

(on
to C

60+ Campaigns

horsesmouth
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Special Reports/Lead Magnets

Knowing your numbers
helps you stay healthy,
wise and wealthy.

Find your number:

(Expected Spending ~ Non
Portfolio Sources of Income)/

Investment Portiolio

Slepn

15%

What itis: Your reliance rate measures how much you depend on
your investment portfolio to fill your expense gap.

Example: Say you'll need $100,000 a year in retirement income. If
70,000 comes from your portfolio and $30,000 comes from other
sources, your reliance rate is 70%.

Why you need it: A high reliance rate indicates a high dependence
on your portfolio to meet expenses. You will be much more
sensitive to market volatility since more of your income will
fluctuate along with the market. A low reliance rate signals a
lower exposure to the market and you can expect smaller and
maybe fewer fluctuations in your retirement income.

The bottom line is that the higher your reliance rate, the more
market declines will affect your retirement income. Or to say it
another way, the higher your reliance rate, the more flexible you
need to be with your spending during retirement in order to
compensate for market fluctuations.

Lead Magnet w/Landing Page, Display

Ads, & Lead Nurturing Emails

11 Biggest Rollover Blunders

(and How to Avoid Them)

Missing the 60-day
Rollover Deadline

ou have 2 60-day window for moving money from your retirement plan to an IRA
rollover

. The you y leaves.
many people end ‘window and suffering the

conzsauences.
How it might happen

First of sl you took recelpt of the money rather than making 3 crect “trstae-to-tristse™
Rolling over your funds for transier 9 o and The

Check gets Touva on vacation o
of opportunities for error. Having a se| Gaye. Betors you kncow s, e GO-ciay window has closed.
preventive touch polnts Iz necessary t .
cruclal (and often miztake| 0 one:of you . e e e

1 etk througn 1 of the most commonbiund Ll Sie the 6.2y window closes.

ar marty carees, somenited by naicusi

2 have tne potsntar 1o coit youmonei ™ The conzequenc
10 this case, the price for carelessness 1s igh The whole distributon will b taxable n
P T TS T T Tl  ne yaar-and f youre under 58-1/2.you'l bay a 10% penalty on 0p of It

oy thame Floyd, Cro~ .
Octon of Retierment and Life Fancis, How to aveid it
Fequest a dlrect transfer of the assets. Open an account with a trustwarthy, reputable
custodian. Then sk your plan administrator to send the assets to the new custodian.

That way. you never touch the money and there's o risk that the check will get lost or

Giract transfar,your plan SdmINItrStor want have £ WERRGId 20% for tatas.
How to rectify it
Talk to the 125, The IS softened Its policies against mising the 60-cay rollover

deadiine In 2001. I the delay was demonstrably caused by the fnancial Institution,
you can get an automatic waiver.

error & hardshio
i a postal error. But really.

you The better

Special Report or 11-Touch
Email Blast

—narsemoum )
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Client & COI Presentations

Linkedin for CPAs

12 Ways to Leverage Linkedin in Marketing Your Firm

After Work

Your Name

How to Create a Good Life Firm Name
in Retirement

[Disclosures]

e 5 DA ol
Firm Name A i\ \
e AR A% ‘ ‘k t(—

How to Get Rollover Ready!

Rollovers can be tricky!
Explore your options for
funding a comfortable and
sustainable retirement.

THE NEW TAX LAW WORKSHOP

20+ QUESTIONS

Every Person, Family, and
Business Must Answer Soon!

Hosted by:

Includes PowerPoint Slide Decks, Scripts & Toolkits ()
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Communication Touches

Postcards

T Sampinan, 5P €10, CHEC, ELTE
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Checklists

2016] Finan(ial Fitness Checkup

Toress A Sampieon, CEPE, CPA
Vi Pressent

& YOUR2017 v 5
% LAST-CHANCE [t
o FINANCIALPLANNING [Enge

@ CHECKLIST
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© RETIREMENT ©) INSURANC

Articles

How Dol Serve Thee? o Q‘\,)
Let Me Count the Ways... 3

= W streeron

the New Medicare Taxes

Two new Medicare taxas will theow some curvebalis Into your planing
10r 2013 and beyond. Here Is what you need Lo know to nvigate
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Sales Letters

Monthly Market Updates Seasonal Emails Referral Letters Prospect Letters

Wealth Management Group

#F Wealth Management Group

9 Liberty Rock Rd, Sutte 18 9 Liberty Rock Rd., Suite 19
en FeodalCE1R01 Peoria, IL 61601
= N wesmmansceme com (123) 456-7890
www wealthmanage ment.com
9 Dear Bob:
- Is there anything as stressful as tax season? To stay healthy 8nd happy—not to n n productive—itis Dear Margaret,
Avolatile year ends with a whimper X 10 take i hee day. A few minutes of relaxat e dond seasonis overl And nowthat its behind us, | wanted to make you aware of a

b i st e i ot SaCa| o st e Thank you for meeting me at the New Year's Eve fundraiser for St. Jude Chiidren's
‘The Dow Jone: ol Average 30 farge, wall-known companies. I I the best Hospital. | enjoyed our discussion about the holidays and your plans to open another
o ol st ol e iy yaricks Tk T prkasicdoesern We know that friends and family are a vital part of your life, and when we see
it ol . (opmert o loved onesfacing perplesing financial issues, we wantto help Bhysician pracice (his year. With o medical cinics already under your leaderstip. it

B bl s, 4 40 % GPS for the Soul Y 9y v

x5 s name mples—s made up
e martes s6p Now that taxes arefiled, | havesome time overthe next 60 days o visit with
anyone you care aboutwho could use some help with a specific concern. I work as a financial planner with Sampleton Wealth Management, and would like to

explore further how my firm might be able to assist you in building a long-term financial
plan

TH agp can messure your hear e and haartrate vy by uin the camera on your smarighone. You Thinkof me as a help desk! While! cant provide tax advice or specific
simply place your finger over the camera and the app rates your st vel, You then are linked 1o a guide that investment recommendations, | can offer resources to help with nuts-&bolts questions
‘w‘fur\ A”;“ includes methods to help you relieve your stress. These stress relievers vary from soothing music to breathing from some of yourfavorite people: I specialize in retirement planning and have worked with countless senior executives
it i i T exerchies and even pictures of your loved ones. You customiae the 3pp, choosing whiche ebevers work and business owners in tackiing these matters. | take the time to get to know each client
best for you. GP* the Soul is avaitable for free on iTunes. . M:e we:ym»ea na\v:mmuage;ﬂ?mm” and tailor my investment and financial approach to their specific needs and
+ Neahbore Wnatar soms cotorerseing ausess? circumstances.
etinue to hold near hatonc ows, which sgraled + Newareo_ Whatss rmstisiad stock?
tworthy bonds. 2. Nature Music Lite * Cobege grad - How o mansge colege kosns? since its inception, my firm has focused primarily on delivering exceptional service to all
s s b sl g g = oo o KNG g BT et fan P of our clients. We have now reached the point where we have to limit the number of
T e it spegs e e R new clients we take each year so we can deliver our brand of highly personalized
e and ogget g yield bones, < bonds. Appealing to your = 2 app uses nature- based soundtracks to relax your mind. You can view besutiful service. That said, | have a couple of openings available this year and would be happy
collections of photos that match a vriety of uriquely cabming sounds. Youcan Its not a service we there are butl wanted to explore whether our services might be of benefit to you
Table 1 Key Index Returns mbining the sounds that feel most saathing to you. These smbiert nature sounds can let you escape the tomake you aware of it We offerthis assistance on a referralbasis only. And there is
Wiow [N ] nstant interruption of ringing phaces for & tew minutes t efreh yousell and refocs, Netee bhaie L i never an obligation. This is just a resource | can provide foryou if you see a needforit. Id like to call you personally in the next couple of days to see if | can be of some help or
e i ey . | available for free on iTunes. at least answer any questions you may have. And you can always reach me at
So, if any of yourfriends, family, or colleagues could use some professional lteresa@sampletonwealth.com or 212-111-2222.
| guidance or just wouldlike to ask a question or two, I'm happyto help. No questionis
1 3. PIP Stress Tracker oomgorto0 smal Sincerely.
And, of course, | am always here foryou ifyou need anything

Torny

Adase

AR i AdamSample
why longterm gosts Certified Financial Planner
adam@wealthmanagement com

Emadonsl e ke imesing
s feciog by, e e

Advisory Services offered through Wealth Management Group, a Registered Investment
Advisor. Securities offered through Weaith Management Group, member FINRA/SIPC.

Aarey o s g e Mg G, 3 Ko e Mg, S e e e
S e

—harsesmoum
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Additional Marketing Resources

YoUR 2017 ADVISOR/ELIENT MARKETING CECKLIST —mm,cnem = : Yt 4 SEO Secrets for Driving Traffic to Your

sor/Client List of Services Page

Sl Your-We Wil Coner” = - By Margaria Abramors, Asistant Edit
- We handle the marketing. You handle the clients. Welcome to Advisor/Client i
s R swe AAA
September 06, 2016 =) ethar son'e looking for srstegicin nable tact
Advisor/C e Page {oed Do you want more prospects to come to your website's Services

page and convert on your calls to action? This SEO guide will show
you how to increase your List of Services’ visibility through Google
50 that your target market can easily discover how you can help

Facebook ads: Action plan for attracting ol 4 o for st every
qualified leads e G

chjective and 3 bootlasd of des:

g g them.
p —— | g
Statogize o 2017 rosentaions 18 —— Editor’s note: Every month, Horsesmouth's

Advisor/Client Market grain looks at cool

tools and marketing tips to
and imple

ttract new!

ur own marketing strategy.

P fosrone,
CreueYour 3017 gl omem While there’s alot tobuilding a Search Ene
okt == Optimization (SEO) plan for your entire website
inorder toraise its search rankings, lets focus on =
How we can optimize one element of your website
| 2 content, such as your List of Services
e (2 In this issue: i Asits name implies, a List of Services lists everything you dofor dlients and

prospects. For many advisors, that indludes services in the gener

ategories
« How to use Facebook ads to fill your pipeline of new prospects -
««New EINRA et available InAdvisorClient bl ) management, Social Security guidance, long-term care planning, and more.

management, Socia ity guidance, long-term care planning, and mor
+ Whatto do in September all Marketing Witk o g g 2 planning,

Hot Button Reirement Werkshops forFail. Fave is s Semlote bun Lotk cES
« Coming up: The Fall Push for a Great Year End! Aty 3016 Online Lead Gen (Sossionr 13 re is a template for a List of Service:

of retirement planning, investment management, education planning, tax

om the A Clie:

e ey AddsoriClet mermber abot e expeirce wih oo
We'e surveying Advisor/Clent members about their experience with our . Fpare 1: Exannple of & List of Setvices
workshop presentations and general event marketing practices and goals. epsl te

Your answers wil give us valuable information to improve our program and
tailor t further to meet your needs. Please take a few minutes to il out our

Monthly Webinars

sunvey. yidy L o
suwr [EN WEDNARS  COMPRGHS  REPRINTS RESOURCES WYALES  MYPROMLE . I i
The Fi ial Advisor”:
e Financia visor’s Dear Advisor, 5 oheay e
Questions & Answers oo L R
Mai ketlng Calendar As we move into the homestretch for a strong year-end, let's look at how
Enisetiook s can holp you plant he soads for e Joads. Those are W bl s ot s v bt o e ot e e thsing e il
Facebook users who are interested in you and your services, and can It Wl iown

commumicaTions

2 O 1 9 — o" Latest Answers s/ i o ‘é Monthly Ac COIumn
L S AC Monthly Newsletter on Horsesmouth

(G0 el W e, I e i e, il o Ve 21 e st I

e et e for Advisors e L e

ofszervances, holidays, ard communication themes
for eontacting clients, prospects referrals and (Ol

Fancies e

overttes - 372201

-

s e o e ek s [l et o dnf e sl

Marketing Calendar

20 bellws s el 2 5o ke el Tha ko oore

coulé b aieley o be igered nlive e

i ol magnet

Email Coachin )
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Why You Need a Communication Strategy
Top-of-Mind




Program Goals

* Delivered on a regular schedule

* Branded consistently

* Provides compelling thought
leadership & education

For which of the following reasons would you change from your current financial advisor?*

S — e Employs multiple channels
SRcryit g « Addresses clients' communication
. preferences
Source: Salesforce, 2016 e Tiers communications by service level

e Automated as much as possible
* Personalized as much as possible

horsesmouth
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Steps to Building a Communication Strategy

1. Who will you target?

2. Which channels work best?
3. What is the key message?
4. What is the call-to-action?

5. How frequently will you contact them?

orsesmouth
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Define Your Target Audience

* Target market(s)
* Key pain points

« Communication preferences

horsesmouth
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Decide on Communication Channels

* Email
Communicating with Millionaire Clients--What's Best? ° Phone
Device Primarily Used for Each of the Following Activities ° We bs ite
PC/Mac  Smartphones Tablets ::('::: ¢ IVI a I I
* Social media

activity

Corresponding with a financial

38% 18% 6% 38%
professional . .
c A t
it s Ssociationts
<E mmmmmmmm llngbvvol:e.wvthmy 9% 37% 3% 51%
financial advisor or provider
PR
::r_\munlullm_bvtextwlthmyﬂnmclnl 7% 19% 2% 70%
isor or provider ° D k k .
oor knocking
Communicating by e-mail with my
financial advisor or provider 50% 7% 10% 33% ° R d M
adlo
Communicating by video-chat with my

9% 3% 4% 85%

financial advisor or provider ° A d Ve r t i S i n g
* Webcasts (videos, webinars,
podcasts)

horsesmouth
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Determine Key Messaging

* Identify clients' key pain points

e » Assess target market's point of
OF INVESTORS .
view

NOT AT ALL IMPORTANT

NOT VERY IMPORTANT

e Consider timing of message
 Offer benefit/solution

How important is it that your adviser provides you with education o I n Cl U d e b ra n d i ng & Va I U e p I"O p

related to the market, investments or other financial topics?

NEUTRAL

SOMEWHAT IMPORTANT

* Does the message fit the medium?

Source: FPA & LinkedIn

horsesmouth
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Decide on a Call to Action

Guides the prospect to take an action

Provides an incentive

Conveys value to prospect (WIIFM)

Advances the relationship

Creates urgency (when possible)

Simply stated

horsesmouth
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Call to Action Examples

* Sign up now to get your free report!
* Join us for a workshop we're giving...
* Please subscribe to...

e Call us now for a second opinion to explore
your available options...

 Click here to download...

* Get a free consultation, no obligation...
e Please visit our web site ...

* Join us for our weekly business owner
breakfasts every Thursday at 7 am at...

horsesmouth
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Determine Frequency of Contact

How does communication affect their views of advisors?

Frequency of contact

Frequency affects
clients’ satisfaction . .

and their assessment
of you

©2015-2016 Spectrem Group.

Knowledge and
Overall satisfaction expertise of advisor
o
83% - 65% 85% —y (2%
—
18 pet. pts. I MA 13 pet. pis. I
Quarterly  Semiannual/ Quarterly ~ Semiannual/
annual annual
82%
o 86% o
ez 64/:., M . 69%
18 pct. pts 17 pet. pts.
Quarterly Semiannual/ Quarterly Semiannual/
annual annual
78% 9 79% 72%
b 63% UHNW —
13 pet. pts I 7 pct. pts I
Quarterly Semiannual/ Quarterly Semiannual/
annual annual

Source: Spectrem Group, 2016

Increases revenues
Influences client satisfaction
Consider client preferences

Consider in-house capacity

—horsemu th
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Clients' Frequency Preferences

Investor-Advisor Communication: How and How Often?

Millionaire Advisor-Initiated
Contact

44%

u Current 41%
® Preferred

10%
6% 4% 39%
i ‘ — e
Daily Weekly Monthly Quarterly Semi-annually Annually Never

Source: Spectrem Group, 2016

horsesmouth )
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More Touches = More Revenues

Key VaLue Driver: "A” CLass CLIENT CONTACTS REVENUE PER PRINCIPAL INCREASE IN REVENUE

Fewer than 6 times per year $368,168 —
Between 6 and 12 times per year AT A 22%
More than 12 times per year $619,235 %

Source: Multi-Financial Securities Corp

horsesmouth
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Thought for the Day

To WATRAL ROBERT

“Keep conscience clear; then never fear.”

Bob

A
A== want. How can | help you retif
Confident Retirement™ check

Robert T. Watral, CFP®, CMFC?, |
Financial Advisor | CERTIFIED FINANCIAL
Ameriprise Financial Services, Inc.

3600 Glenwood Avenue

Suite 130

Raleigh, NC 27612-4669

0:919.227.3186 | F: 919.851.4001

Toll Free: 838 338 4559

Support saff contact information is available

Visit my team website

G 1=Tin
-

Ameriprise Financial Services, Inc. offers financia
RiverSource® and Columbia Management® produc;

FINRA and SIPC,

Wo shape financial
Solutions for a fetime®

WATRAL, ROBERT <robert.t.watral@ampf.com>

~ Benjamin Franklin

P.S. With our Confident Retirement® approach. we'll create a road map to the future vou

Wed 1271072014 1020 AM
WATRAL,
Thought for the Day

‘o WATRAL, ROBERT

“There are in nature neither rewards nor punishments — there are consequences.” — Robert Ingersoll

Bob

P.S. With our Confident R|
want. How can | help you
Confident Retirements™ cH

A
—_—

Robert T. Watral, CFP®, CMFCE,

Financial Advisor | CERTIFIED FINANCI
T

Ameriprise Financial Services, Inc
3600 Glenwood Avenue

Suite 130
Raleigh, NC 27612-4669

0:919.227.3186 | F 919.851.4001
Toll Free: 838,338 4559

Support staff contact information is availg

Visit my team website

@aMm
ancrinze B,

Ameriprise Financial Services, Ic. offers find
Golumba Management® pri

RiverSource® and Colur

We shape financial
Solutons for a fetmes

FINRA and SIPC.

ROBERT <robert.t.watral@ampf.com>

DEINALEER

Phone calls

Social media
Thought of the day
Quote of the day
Tweets

Blogs

Firm materials

Fri 12/12/2014 8:34 AM

WATRAL, ROBERT <robert.t.watral@ampf.com>
Thought for the Day

NATRAL, ROBERT

“Many can argue, not many converse.” — Amos Bronson Alcott
Bob

P.S. With our Confident Retirement® approach, we'll create a road map to the future you
war 1 help you retire on your terms? Take the first step with The 3-Minute
Confident Retirement check

Robert T. Watral, CFP®, CMFC®, CDFA™, APMA®
Financial Advisor | CERTIFIED FINANCIAL PLANNER™ practitioner

A
N
—

Ameriprise Financial Services, Inc
3600 Glenwood Avenue

Site 130

Raleigh, NC 27612-4669

0:919.227.3186 | F: 919.851.4001
Toll Free: 833.338.4559

Support staff contact information is available on my website:
Visit my team website

oom
.

Ameriprise Financial Services, Inc. offers financial advisory services, investments, insurance and annuity products.
RiverSource® and Columbia Management® products are offered by affiliates of Ameriprise Financial Services, Inc., Member
FINRA and SIPC.

We shape financial
Solutions for a Ifetime®

(rorseamout) .
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Call Rotation Systems

e Call 1 client a day

* Call top 20% clients 1x/quarter

» Have your staff call all clients 2x/year
e Call on client's birthday

e (Call on anniversary with firm

* Hot prospects call

* COlcalls

horsesmouth
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Weekly Ideas

Dear Sam,

In the last week, | was fortunate to find four news articles that may be of interest
to you. These arficles address IT security, retirement, and other financial
concerns that | thought might be valuable to you as an IT Development Specialist
and business owner. Please feel free to reach out to me with any questions or
requests as you read these updates over the weekend.

Longevity musings
Longevity. How Long Is The Journey Through Retirement? (Link)

Uncertainty about the exact life expectancy makes retirement planning
particularly challenging. Over 50% of Americans underestimate their life
expectancy. Retirees need sufficient income that will last to the end of their
lives

CEO Scam Becomes More Sophisticated

FBI: $1.2B Lost to Business Email Scams (Link)

An old scam has gained popularity and success in recent months according to
the FBI. "CEO Fraud" or "Business Email Compromise Scam" occurs when a
phisher impersonates a CEQ or executive and sends an email to another
employee in the company asking them to execute a wire transfer. The FBI
reports that this scam has affected 7,000 businesses in the U.S. causing losses
of over $750 million. Worldwide, profits made from the scam have exceeded $1
billion.

Thought for the Week
Weekend reading

Thank you notes
Facebook/LinkedIn updates
Podcasts

Videos

Vlogging

Market updates

Advisor/ Client



Thank You Notes

Dear Don, Dear Jane,

, , , I wanted to take a few minutes to tell you how much I enjoyed
Lso apprecate tﬁ'? confudence .}"m ﬁflw mn me and your many working with you over the past three months. I particularly
referrals. I met with the Martins this morning, and I know they are appreciated all the confidence you have expressed in me and my
gotng to be fun clients. As soon as I complete their plan, I will give recommendations. My goal now is to offer you excellent _follow-up

service, so you'll have no reservations about referring me to others

who have similar needs. If there is anything I can do to make your
experience with my company better, please call me on my personal
number.

you a call; and we can review 1t over lunch, my treat. Thanks again

for all your support,

Katherine
Looking forward to seeing you at our quarterly review,

Katherine

Source: Katherine Vessene ‘
.
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- Money

FOR A RICHER LIFE

Podcasts: a series of online audio or video
files on a given subject

Allows you to expand on a broader range of
concepts than social media and individual
articles

Webinars and podcasts are cousins
Multimedia presentations

horsesmouth

Advisor/Client




Weekly Short Videos

FIGURE 4: Have you done any of the following after watching a
work-related online video?

Visited a vendor's website

—

56

e Short videos: 1 to 5 minutes

Conducted a search for 2 venderproduct/service for mora

* Increases web visitors, click-through
rates

IGURE B: if videa and text covering the same topic are on the same Web page,

g

i
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i * Improves search engine rankings

:
h .
J |
.
Canta cle:l endor whosa business-to-business ad showad I

s * Preferred content format

Called a vendor

I"
-
S

e Let's prospects see you in action

"
B

‘Ia
w

-
&

Vlog=Video blogs (could run longer)

Contacted a vendor whosa business-to-business ad showed
up in a YouTube wideo

I
e
1
0% 50% 100%

# Total ® Under 40 * 40-49 * SO-plus

Source: Video in the C-Suite, Forbes

smouth
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Monthly Ideas

How Do Serve Thee? o Q"
Let Me Count the Ways... ¢ ¥

Teresa S. Sampleton, CFP®, CLU, ChFC, CLTC
Vice President

Sampleton Wealth Management Group

123 Main Street

12t Floor

New York, NY 10018

(212) 5551111 ext. 10
tsampleton@sampletonwealth com

i sampletonwesalth com

Ll SAMPLETON

Sy

FINANCIAL PLANNING
Cares more about you and your money than anyone who
doesn't share your last narfe

Guides you to think about areas of your financial lfe you
‘may not have considered.

Formalizes your goals and puts them in writing.

Helps you prioritize your financial i

26, Provides you with unbiased investment research

27. Provides you with personal investment analysis.

28, Determiries the risk level of your existing portfolio,

29. Helps you consolidate and simplify your investments

30, Can provide you with technical, fundamental, and
quantitative investment analysis.

Helps you determine realistic goals.
Studies possible alternatives that could meet your goals.
Prepares a financial plan and/or an investment policy
statement for you

ests creative alteratives that you may not have
considered including the best way fo claim Social

® momew

©

Reviews and recommends life insurance policies to

protect your family.

10, Assists you in seting up a company retirement plan.

11, Assists in preparing an estate plan for you.

12. Reviews your children's custodial accounts and 529
plans

3. Helps you determine your IRA Required Minimum
Distribution.

to money managers

32, Shows you how to access your statements and other

information online

TAXES

3. Suggests alternatives to lower your taxes during

retirement

34, Reviews your tax returns with an eye to possible savings
in the future

35, Stays upto date on tax law changes.

36. Helps you reduce your taxes.

37. Repositions investments to take full advantage of tax law
provisions.

38, Works with your tax and legal advisors to help you meet
your financial goals.

PERSON-TO-PERSON

14, Provides reminders about key financial

15. Checks with you before the end of the year to identify any
last minute nancial planning needs.

16. Guides you on ways to fund health care in retirement.

INVESTMENTS

17. Prepares an asset allocation for you so you can achieve
the best rate of return for a given level of risk lolerance,

18, Stays up to date on changes in the investment world.

19. Monitors your investments.

20. Reviews your investments in your company 401(K) or
403(b) plans.

21, Reviews your existing IRAS.

22, Helps convert your investments to lifetime income.

23, Refers you to banking establishments for loan and trust

39 M in yourlife and

40, Proactively keeps in fouch with you

41 Serves as a human glossary of financial terms such as
beta, P/E ratio, and Sharpe ratio.

42, Provides referals to other professionals, such as
accountants and attomeys.

43, Sharesthe experience of dozens or hundreds of his
clients who have faced circumstances similar to yours

44, Helps with the continuity of your family's financial plan
through generations,

45 Facilitates the transfer of investments from individual
names to trust, or from an owner through to
beneciaries.

6. Keeps you on track.
47, Identifies your savings shortfalls

Newsletters

Monthly Touch

Client Market Update Letter
Podcasts

Videos

Market updates

alternatives. 48. Develops and monitors a strategy for debt reduction

24, Suggests alternatives to Increase your Incomeduing 49, Is a wise sounding board for ideas you are considering
retirement. 50. Is honest with you

25. Records and researches your cost basis on securifies. —William Smith

-

‘Copyright © 2016 by Horsasmouth, LLC. Al Rights Recarved.

Download from Monthly Touch Campaign

(rorseamout) .
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Newsletters

October 2016

@l Taylor Financial Group’s
Vs Monthly Planning Letter

ing S5 . e s
October is Credit Month at }‘i"f“hlyplﬁnni’:g

Taylor Financial Group

October is credit month at Taylor Financial
Group. We have prepared this short newsletter
to provide you with actionable steps to help
monitor, and even improve, your current credit
score. We hope that you find our monthly
planning letters informative. Should you have
any questions, please do not hesitate to contact
our office directly

Debbie

Source: Debra Taylor, CFP

Buy or write?

Determine topics

Decide on monthly themes
Develop editorial calendar
Include visuals

Promote events

Offer a personal touch
Publish consistently

Advisor/ Client



'Financial Insight' Monthly Touches

Editorial Calendar

nth

2019 Financial Insights Editorial Schedule

2019 "Financial Focus'

Suggested Article Reprint

February

Creating a Financially Organized Life

Teresa A. Samplaton, CLU, ChFC, CFP®
Vice President

September

Planning for Future Health Care Costs

Teresa A. Sampleton, CLU, ChFC, CFP®.
Vice President

Themes

Sampleton Wealth Management
123 Main Street

SAMPLETON

\/ Wealth
Management
Group

N

Sampleton Wealth Management
123 Main Street

New York, NY 10001

858.336.6884

wawavisampletorwealth com

~Elaine Floyd, CFP*

SAMPLETON

Wealth
Management
Group

Here’s how to get a jump-start on creating a system to organize your
bills, statements, policies, and other financial paperwork.

The usual method for estimating spending needs in retirement is to
take your post-retirement household budget and tack on an inflation
rate, such as 3%. Not so for health expenses.

ganize financial paperwiork

acked up

January | 2019 Key Numbers 2019 Key Financial Data NewYork, NY 10001
888-236.6884
February | Financial Fitness Creatinga Financially Organized Life
v sampletonwealth com
March Tax Planning Estate Planning Underthe New Tax Act: Everyone Needs a ~Elaine Floyd, CFP and Amy E. Buttell
Review
April Social Security Understanding Social Security Estimates
Financial organization s a cornerstone of  healthy
May Retirement Planning The MostImportant Question in Retirement Planning organization saves "‘T:L,"‘:.‘:Jfli‘ﬂlj!:!.
paying bils o time, finding needed docum:
tax season, providing proof of payment, dis
June Generational Planning & Tips for Organizing Your Records e e o, e
italso sets the stage for better decisions on
" investments, bucgeting, debt, and nvestment
July Caregiving Understanding Guardianship for Older Adults planning. Financial arganization helps your working
relationship with your financial disor because there
will e less time spent looking for papenwork and more
August | GollegePlanring 10 Tips for Maximizing Finandial Ald otlomed Getons oy e .
financiat plans
While having asystem to
September | Health Gare Planning Planning forFuture Health Gare Gosts simporr 1t 0 it which s 5
followed but that asystem exists. I most cases, 3
Compinatione ot and pape ingayeians il
do the trick,
October | Cybersecurity Child ID Theft: 8 Steps to Keep Your Kids Safe su p . . .
il statements, policies, and other documents th
o mmwm hard drve or thraugh anline banking
November | Year-End Planning Questionsto Ask YourCPA Before the New Year
e Nt = S
December | Philanthropy How to Get Tax Savings on Chartable Contriibutions

websites, third party bill pay, and website document
storage platforms. Some websites affer budgeting and
spendinginformation and adiee.

For couples, clearly establishing responsibilties for

informed about what is going on financially, where
imonrtant documentsace stored andthe nasswords foc

HiMassa
1, o wih my cotea staft, woath and st specslsts |
Velusihs st youve poced ) teepenycur ccelircs
gong forwa:

Download from Monthly Touch Campaign

Some expenses increase at a faster rate than the

inflation rate you use, others at a slower rate, by

overall, expenses sud

ousing, utlties, food, and so

Althaugh o oneknows far sure how fast health care costs
ut will s, it seems reasonableto buld a higher inflation
ot inko this partion of your budget and assune that your

Health expenses are an exception. Projecting future

health care costs in retirement can be tricky b
there are several factors influencing the amou
will pay for health care inthe future.

Inflation

Since 1960 the annualinflation rae fo healthd
tures has averaged 9.5%. This rate o |

sainable. I the current trend were toby

d cut, it would produce an implas

st ih o e e COP i o e

care. S0 how much will health care spending
the future? Mediear trstess prejct tht hesll
increase at

i g0 up by 5¥t0 696 per year.

Your individual health care exoerience

HiGrac.

Finding i best baash isuscanca esicy or you
dsunting task Soifs not ure

ot sesms i an avery con
i theit meshe | expenses ond

Bt s ko b ccasa 9 an opporn
g o lwer doducikies The sight o

mght mess o0t o0 pang ks Expanse
e et ariete Hoallh Gave Chalist

5.6% through 2025.

g
eyt

|

coyigpn 20

S il you need

it fam. I
g sach pan o ek o of o financial flanming process. I you knm of somscn wiho
4] DA o s ChECHASE, 1 ko and 180 S0 110 Fyam 85wl

Tersy

Sarvplelon Westh Managemol

(rorseamout)
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Quarterly Postcards

Advisor Nome

KEY PLANNING Larson Fimancial Gronp
& INVESTMENT
DEADLINES

Terssa Sampleton, CF, CLU, CREC, CLTC
Vice President
‘Sampleton Weslth Msnagement Group

Suite s

21 38 Sirowt
e
York, NY 10018

Y

WINTER 2017

FINANCIAL DATES & DEADLINES __ SPECIAL OBSERVANCES Apri 1. Lasi cay ul groc paica T vl (KR ko
A chirttaton

JANUARY f———

Fspiton g pRcT T e coen FIHANCIAL DATES £ DEADLINES. OESERVAHCES
s gt

Aol 4, S iz

kel Shampozhin

“When chould
NUA 2. e vour s Dy cbreced Whereare your \PR| w'hym
et priowirioed :
2007 iy bumbas ke ey o e Pt Cramscray OBPORRUINES for 2072 P Sod St
Jluwy!v st Pwavr»c‘ehar-em January 16, MK rets coeed) Let'stalk...

anusry 20, maugurion sy

o —
FEBRUARY  puury 10 s s Ferey S0 Vones oy How anl serve you T
Ot P o s — et MAY e
Flaancial Fimass ey *
itnes: Februsry 26, Acadeeny Averds Wt Sl Tean elg!
016 5Corp hums U (e 3¥) ”"" shets e e B. Cancer S koo
MARCH  menisa e - gt sneans Let'seview your e 19,303 S v i e B coner ] ———
Focus: von 1751 Parces s arterly statement! = e 18, Lkt 1 € e g vt o s o —
Tax Planning reh 22.Goct O Dy -y, Phdisios e 30,1475 oans e 1318 L5 o G Aponine sk

IF YOU HAVE ANY QUESTIONS ABOUT THIS OR ANYTHING ELSE, PLEASE CALL US! IF YOU HAVE ANY QUESTIONS ABOUT THIS OR ANYTHING ELSE, PLEASE CALL US!

(314) 569-2400

1 b s e A 20 cmR 1 B3

| L T TP ————

KEY PLANNING  “voon rimnsntruep
& INVESTMENT /700

DEADLINES it
5 LON]
wwlarsonfinancisl com
FINANGIAL DATES & DEADLINES. SPECIAL OBSERVANGES
FINANGIAL DATES & DEADUNES SPEGIAL DBSERVANGES
ey ek Treora e
OCTOBER  getober 0. comes ooy may oy remnt
o iy . IS0 e i TGO, ) WIS YoUF By Focus T e
vt Fortiabogs duy 31, Form 500 i nersanaliy? Fintimmant Plaseing Seiobon 1723, Exore Plrveng e
Pborsd 5ol M NOVEMBER Mermbar 11 e '., e i S e Dea'ton
Mane. Eopoy your sommen LI A Progesed far har 24, Ticric m;m,o.mmm. mier 6, S Tine encs mmf‘
e - o o Pl i ok b ot 25 st
e o AUt 2. )5 Gpen ok Ragns
Sptmmin L s b s it . o R
Septcmber 15, 72075 Beptember 101,15 DreaTemaraz DECEMBER ey My
3 septmmae 15, 21 s, savtmaer 1. onaa e Tt
FOCUS: ¢t NG A skl s Bestembar 11. Crrdoarnts Iy A heakh e Charnsbis Giving. Hew Year
oo e g

eptamner 29, Lt 1o cesemine
[ Ty ———

‘September 17. CoreTtan e Doy conerge!
Suptuenlbar 24. Ko T

IF ¥OU HAVE ANY QUESTIONS ABOUT THIS OR ANYTHING ELSE, PLEASE CALL Us!

op puramemsaL g s

R T

Download from Key Deadlines Campaign
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Annual Client Feedback Surveys

Wt yosuyssomeend e a koo e * Leads to higher level of client engagement
* Engaged clients more likely to refer

o * Can ask for referrals directly

— . : :
. * Reminds clients of why they like you
I * Prompts for value

— * Produces valuable insights into clients
it b v i O} . FORMALLY ASK FOR FEEDBACK PRINCIPAL REVENUE

S — = No 475,242 -

No, | am not happy with your price 3.23% 1 Yes $622,280 31%

Down’oag !rom C’ient Surveys Campaign Source: Cetera

horsesmouth
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Seasonal Campaigns

2019 : M t} SAMPLETON
Retireme \ A

Calendar

Checklist | ——

* Reference materials

3 .
Np * Whitepapers & reports

 Market Updates
9 SAVRLETON .
B .o | Checklists & worksheets

Download from

Retirement Checklist : : T | = ° Th ou g ht | ea d ers h | p

Campaign

* Email campaigns

Download from
Health Care
Campaign

=

Download from Key Data 2018 Campaign

horsesmouth
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Health Care Postcard

MEDICARE

FOR INDIVIDUALS 65+

Front

Teresa A Sampleton, CLU, CHFC, CFP®

Back

How Medicare works with other Insurance

Pakora— 2} SAMPLETON

123 i et %

New York NY 10001 y Wealth
Management

assaa6084 z Group

v sampieooweath com

Prarmiums and deductvivs 1o 3519

Cover Letter/Email

Wealth Management Group
3 Lpery Rack R sure 19

Dear Dave,

Today, I sending you a very handy reference card to heip you take: control of one of
Your bigges! expenses - Neath care.

Enclosed Heath Care Quick Reference Card that lists the premiums,
Gnccins, daatinns, s tbr ey Inmaion ot has ik ot el 308
aecisions

01 caurse. you can aways call me when YOU have qUESBANS of CONCermS of want mare
Getasied mformation. but N, GUICK rEferERce tan be very Nelpiul in understancing tne
arious heath care decisikns you need to make

1o you 10 e 2015 Hea Care ek Refeence tara 25 e 2 o A1
have a few EXra CarOs N NANG IFyou would Ik 10 give 012 103 1
frlend. Just it me Kknow, and Il be Nappy ko send one on your behad.

Here's ta yous healtnl

Smcerely

Tery Sampieon
Sampiclon Wealth Managemen

vy Senuces oert Protgh Westn Maragement Goup. s Regeterea estmen:
Adivisor and member FINRA. S

Download from Health Care Campaign

Cover Letter/Email
to 64-year-olds

Wealth Management Group

sty Rovk 84, Sule

caa,
T dos 7500
W veamanageme! cam

Dear carnyn,

Carn 5 s gt i FASSONe Tt st Yt vl aats
rEETen it AP o ediare b e G uriess o by

plar) 5 o o s st 6,
orodgh g mazs o bdicare i 1 Bad i bt s ot yout st v

Thes law madales frat you sign vp for Wedieare coverage for servars age 65 and oker
(Wit cetain exe2ptions) I you SNY, y24 £30 ewr pEnaMes cide to anrol aner
U et e, To v s tapgena |t sy

7T, AcouCtEics,
e et Key oMo yeu e 1 ke e o car devons

e
Of ccurse, | am always auallstle o answer any cuestions and provide mora detalied
nformatcn. Just call e oot me know il you want 1o sel up a b fo moet b discus
04 Take attion B tere's sl line

1Mspe you i the 2016 Heath Care Quick REfSrence £ai 35 LSe35 180, And |
EE @ fow 72 £ards o Nand IFyoU oW I 10 Ve on 1.2 1My Memaier of
iend st et me kno, a0l e haapy 2 send ane o1 yeur oehall

Here's to making sure your healtn care comes fist
Bestwisnes
Tery Samp

s

oo e Mangemens
glelonwealh cam

Agvisory Senvies offered through Weaith Management Grous, 2 Remstercd Invesiment
‘Aovisor and member FINRA, SPG

—horsemu th
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7 Lessons From the Fourth of July

Holiday & Anniversary Cards

Client birthday cards
Firm anniversary cards

Holiday greetings

Trigger events:

Marriage
Newborn baby
Retirement
Graduation

smouth
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Referral Letters & Postcards

Free Resources No Worries Referral & Full Service Referral & Key Birthdays Referral
Referral Letter: Retention Letter Retention Letter Postcard
Offers materials Reassures stressed Highlight tools and Prompts for referrals
clients can share with clients; reminds them solutions; second opinion at key client birthdays
friends and family of services & expertise service for friends & family

We're always happy to talk with anyone you know about these important birth dates. Certain milestones
i i i ider. Just let us kn

If you have any questions about this or anything else, please call us!
(212) 555-1111 ext. 10

Download from Referral Letters That Work Campaign

Advisor/ Client




End of Year/Start of Year Touches

Harketing Toolkit

£ A I
P e Ve et e LR D P

2019 Retirement
Calendar Checklist

Send clients, prospects, and COls a handy
raference cord that lists key dates and actiens
retinees must review throughout the yoar,

Download from Retirement Calendar Checklist Campaign

Teresa A, Sampletan, CFP®, CPA

YOUR 2018 et
¥ LAST-CHANCE [REStetin

12th Floor

FINANCIAL PLANNING et

g e peRegenen
@ CHECKLIST

e samplelanwaait com
SHAPE UP YOUR PERSONAL FINANCES FOR A GREAT YEAR-END!
Fall is an ideal time to examine your financial health and update your financial plans. Here is a list of impartant things te review that might
make a difference in your year-end review and plans for next year. Check all that apply. If you have any questions or concerns, | will be happy
to go over these items with you and discuss possible scenarios for 2018 and 2019, Call to schedule a review.

Check the box next to any key item that impacts your situation or needs more research or discussion.

(1 LVES © INVESTMENTS © MILESTONES
e o

oema for 20188 2015,

ar

3 Renews o plan nlght ofThe Ta Cutsand Jobs Ac, o

3 Reviewreshzed and neskzed gainsand kases

ac o

realesate
o P
i 0 5:You can spply or Mchcare
Reviern empleye stock cptiens. am

14 You must begin taking RMD: from s,

©) INSURANCE

018

Download from Last Chance Campaign
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Crisis Communications

Alert Level

FinCon 1 One day market decline of 3-5%

Mews event
One day market decline of 5%+

FinCon 2 Flash crash
Mews event

FinCon 3 Multi-day market decline

Matural disaster

Palitical crisis

FinCon 4 Severe ongoing crisis

Handholding email

Handholding email
Twvitter
Phone call

Handholding email
Phone call(s)
Reassurance email(s)
Ongeing email blasts
Webinar/Conference call
FR
Social Media

Handholding email
Phone call{s)
Reassurance email(s)
Ongoing email blasts
Webinar/Conference call
FR
TownhallWWorkshops
Social Media

Download from Crisis Communications Campaign

—horsemu th
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Your Communications Masterplan

i3 Financial Fitness Checkup

OTAxes

O RETREMENT O msurance Onearn

EEETE
5 oo

c o » 1
1: present special axan mestment uestionsto corsidr. st et s now.
B
By Y By Y T a- By = a=| T & ENrY Y
Jan Feb Mar April May June July Aug Sep Oct Nov Dec
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Join Advisor/Client

Buy a Quarter for only $297!

(Annual Membership: $997)

L
t
"; E S 84(\
5ign Up T / S e s N100% 1
[ n:
0. - & %
Free Del ' Cahanig

rrrrr

60+ Campaigns, Communications, Event
Presentations, Webinars & More

Go to horsesmouth.com/advisorclient

horsesmouth )
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What Advisors Have to Say

"You are awesome! Thanks for getting
me started on the right roads. | was at so
many crossroads, | just could not figure
out which to take. Now | see pathways to
take. | am very grateful for your help!!"

-D.B., PhD, CFP, CIMA

"The AC Boot Camp gives me the tools |
need to establish the processes that I've
always known | should be doing, but just
wasn't creative (or organized) enough to
do on my own. | finally had a guide to
put together my marketing pieces."

-G.W, advisor

"I was part of the program at the time my
income was about $200,000 per year.
Today it’s over $2,000,000 and | attribute a
lot of that success to going through the
program. Thank you."

- T.N, advisor

"I must say that this Advisor/Client
subscription was the best use of my money
over and above anything other investment in
my business | have made. Thank you very all
you efforts. It is truly appreciated."

-- M.S., advisor

Advisor/Client




Kickstart Your 2019 Marketing Plan

Buy a Quarter for only $297!

(Annual Membership: $997)

L
t
"; E S 84(\
5ign Up T / S e s N100% 1
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Free Del ' Cahanig
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60+ Campaigns, Communications, Event
Presentations, Webinars & More

Go to horsesmouth.com/advisorclient

horsesmouth )
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