
How to Find New Clients Now!...with the 

Boomer Spike Coaching Group



Am I in the right place?

You are in the right place if:

• You’re an advisor who wants to grow your retirement 

planning practice,

• By presenting educationally-focused Social Security 

workshops to Baby Boomers, 

• Using the latest “best practice” techniques for virtual 

presentations.



Chris Holman, PCC 

 Chris Holman has 39 years experience in financial services

 Built a successful career as a financial advisor

 Has coached/consulted with 2500+ advisors over the past 14 years

 Professional Certified Coach (PCC) credentialed with the International 

Coach Federation 

 Trained and certified as a professional coach, with a special expertise in 

group coaching



Our Agenda Today

• What is the “Boomer Spike”?

• The Boomer Demographic (with Ron Surz)

• What is the Boomer Spike Coaching Group?

– And how might it help you?

– 5 specific outcomes

• Your questions



• 21% more retirees coming and they need advisors

• 36 million boomers in the retirement sweet spot of 62-70 for the next 10 years

• However….

What is the Boomer Spike?



Please support our efforts:

• Become a patron on Patreon: 
https://www.patreon.com/user?u=35204315&fan_landing=
true

• Follow & Like us on FaceBook: 
https://www.facebook.com/AgeSageRoboAdvisor

• Subscribe on YouTube: 
https://m.youtube.com/channel/UCDnnLCOBtlYc5xRTOeqU
-Vw

The Baby Boomer 
Investing Show

https://www.patreon.com/user?u=35204315&fan_landing=true
https://www.facebook.com/AgeSageRoboAdvisor
https://m.youtube.com/channel/UCDnnLCOBtlYc5xRTOeqU-Vw


Boomer Demographic

Source: Target Date Solutions



Savings

3 Wealth Groups Median

Middle

Rich
Source: DQYDJ 





89% of pre-retirees

are worried

about impact on

retirement

33% are ”extremely”

or ”very” worried

Source: Personal Capital



Source: Nationwide Financial



Conclusions

• “Baby Boomers” are not a homogeneous group, 

financially or otherwise.

• 89% of re-retirees are worried about the how COVID-19 

will affect their retirement.

• 1 in 4 are so concerned that they’re talking to an advisor 

for the first time.



What is the Boomer Spike Coaching Group?

(And how might it help you?)

• 5-10 financial advisors who are committed to 

finding new clients via (virtual) educational 

workshops on Social Security.

• Six months of full-on coaching: July-December

• 12 group conversations + private, one-to-one 

coaching (i.e. customized to you)



What is the Boomer Spike Coaching Group?

(And how might it help you?)



5 Outcomes from the 

Boomer Spike Coaching Group

• You’ll learn how to do virtual webinars.

• You will DO virtual webinars.

• You will share and collaborate…with like-minded 

advisors.

• You’ll leverage the new virtual “sales cycle”.

• You will be accountable.



Horsesmouth: We know virtual…

Some recent HM articles from The Daily Oats:

• Virtual Client Meetings: Tips for a Smoother Experience

• Virtual Prospecting: How I Connect With Clients and Prospects Without Leaving the 

House

• Is Virtual Selling Really That Different?

• Embracing Change: How to Get Started With Webinars—Even If You’re Not 

Tech-Savvy

• Keeping Clients Close During the Pandemic: 9 Tips on Engaging Audiences Virtually

• 9 Tips for Keeping it Polished and Professional in Virtual Meetings







Collaboration and Partnership: 

What advisors are saying

• “In just one month of participation in the Savvy Tax Group, I’ve learned 

valuable tips and best practices around topics like virtual meetings & 

marketing, tax planning software and more.  Chris Holman’s one-on-one 

coaching also helps me to be accountable for implementing ideas that can 

help me grow my business.”

• “I enjoy learning what makes other advisors successful. The ideas that are 

shared throughout the group help motivate me to evolve my practice and 

provide a higher level of service. Many of the improvements that I am 

making to my practice have come from ideas from other advisors in the 

Horsesmouth coaching group!”

• “I value the collaborative nature of the Horsesmouth coaching group. The 

environment that is created allows for an open dialogue with my peers 

regarding best practice ideas that I can apply to my own practice.”



4 New clients

$3 million AUM

All virtual!



Here’s my part of the Accountability Partnership:

• At the beginning of our coaching engagement, I will ask you, “By the 

time that we’re done in December…what are 1-3 goals that you 

commit to achieving?”

• At the end of every group conversation, I will ask you something like, 

“Between now and the next time we speak, what is one thing that 

you’d like to achieve?”

• At the beginning of every group conversation, I will ask you, “Since 

our last group conversation, what have you been able to 

accomplish?”

– And what remains?





Next steps?

• Let’s talk

– 212-217-1132

– cholman@horsesmouth.com

– https://calendly.com/cholman-hm

mailto:cholman@horsesmouth.com
https://calendly.com/cholman-hm


Questions?


