35+ Ideas for Growing
Your Retirement Business
With Client Education
Workshops

Host educational workshops that showcase your
retirement planning expertise and offer 'social
proof' that you are the advisor with the answers.

Your Host: Produced by:
Sean Bailey Devin Kropp
Editor-in-Chief Associate Editor
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The Difference a Retirement Plan Makes

alf of the affluent and
NW clients with a formal

o

Source: The Differences They Make: An Advisor, an Annuity, or a Formal Plan in a Retiree’s Life, LIMRA Secure Refirement Insfitute

an have consolidated
90%+ of their assets with
their advisors — more
than double the retirees
who do not have a plan.
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Today's Agenda

e The Difference a Plan Makes
 Why host education workshops?
e 35+ Ideas
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Advisor/Client Advantage

Tactical Ideas
Marketing Campaigns
Action Plans

Strategy Boot Camps
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50+ Campaigns

DESIGN YOUR
(F LEAD GEN PLAN

| thatworks for you 24/7.

Build an online prospecting system that tums
Wha Your website into a lead generation machine

’ Morsesmoutf I
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Client-Facing Reference Cards

Savvy e oo e SAMPLETON
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Special Reports/Lead Magnets

Ty
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4%

35%
Knowing your numbers -

helps you stay health
wise and wealthy.

‘What it Is: Your reliance rate measures how much you depend on

your i [ io 1o fill your exp gap.

Example: Say you'll need $100,000 a year in retirement income. If
570,000 comes from your portfolio and 530,000 comes from ather
sources, your reliance rate is 70%.

(Expected Spending — Non
Portfolio Sources of Income)/
Investment Portfolio

Why you need It: & high reliance rate indicates a high dependence
on your portfolio to meet expenses. You will be much mare
sensitive to market volatility since more of your income will
fluctuate along with the market. A low reliance rate signals a

loweer expasure to the market and you can expect smaller and
maybe fewer fluctuations in your retirement income.

The bettom line is that the higher your reliance rate, the mere
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 te
compensate for market fluctuations.

Lead Magnet w/Landing
Page, Display Ads, & Lead
Nurturing Emails

11 Biggest Rollover Blunders

(and How to Avoid Them)

Relllng ever your funds for retlrement pres
of opportunities for error. Having a set of g
praventive touch points Iz necessary to =a
eruclal (and often expenzive) mistakes.

Hers, wa'sl walk thecugh 11 of the medt cameman Blunders sxm
Tactical or marely carsless, committed by individuals or fi
axampbe: il have the potential £ cott you money. Thay're

A SPECIAL RETIREMENT REP|
b= o

Missing the 60-day
Rollover Deadline

You have a 60-day window for moving maney from your retrement plan to an IRA
rollover account tax-free. The window starts the moment your money leaves the

original account. Many people end up whiffing that 60-day window and suffering the
consequences.

How it might happen

First of all. you took recelpt of the money rather than making a direct “trustee-to-trustee™
transfer. The clock starts ticking and minor problems and roadblocks eat up time. The
check gets lost in the mail. you're on vacation when It comes In. You lose track of the
days. Before you know It, the 60-day window has closed.

or one of your financial institutions could make a mistake. They might put the money
Into your taxable account Instead of your rollover account, and you don't notice It
until after the 60-day wit closes.

The conzecuences

In this case. the price for carelessness Is high. The whole distribution vrIII be taxable in
ne year. And If you're under 55-172, you'll pay a 10% penalty on top

How to avoid it

Request a direct transfer of the assets. Open an account with a trustworthy, reputable
custodian. Then ask your plan administrator to send the assets to the new custodian.
That way. you never touch the money and there's no risk that the check will get lost or
you'll lose count of the days. Also, If the assets go stralght to the new custodian In a
direct transfer, your plan administrator won't have to withhold 20% for taxes.

How to rectify it

Talk to the IRS. The IRS softened Its policies against missing the 60-day rollover
deadiine In 2001. if the delay was demonstrably caused by the inancial institution,
you can get an automatic walver.

You also might be able to get a discretionary walver If the error was caused by a hardshin
cireumstance such as a death or disability, or If It was caused by a postal error. But really,
you don't need the hassle. The better thing to do Is avold the mistake to begin with anc
choose a reputable custedian and reguest a direct. trustee-to-trustee transfer.

Copgrigt O 012 by Morsmmcnth, LG 48 Fighen Rnsarvms. Fersasmeute, L i 1t b it the rapid armm ot ary o b slten

Special Report or 11-Touch
Email Blast
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Client & COIl Presentations

Navigating the Complexities of
the New Medicare Tax

FINDING OPPORTUNITIES TO BETTER SERVE OUR CUENTS

Advisor Name
Firm Name

Manage Your Tax Bill For
2018 and Beyond!

In light of the recent tax reform, let's explore some
ofthe major changes for 2018 and some different
strategies formanaging through themt!

Your Hosts

Life
After Work

How to Create a Good Life
in Retirement

10 Threats Every Person and Business Faces—
and How to Fight Them Now

Advisor Name
Advisor Firm

Disclosure:

Tapping Into Retirement Accounts

Advisor Name
Firm Name

How to Get Rollover Ready!

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

Hostedby:

hLe

Hollover feady | Adviver Xoms

Includes PowerPoint Slide Decks, Scripts & Toolkits
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A volatile year ends with a whimper

The Dow Jones Industrial & 8 up of 30 targe, panies. It i the bast
Knicwn Bnd cldest af She Many yardssicks that measure stack markst parformance.

‘e nex necessaily a howsenold name, The 57 500 index—3 its name mplies—5 made up
of 500 Mrger U S cempanies. It caprures abear R4 of the enrire marker capiealarion ($59
D Jones Indices), aed i the mest oflen quuted measure of markel performante amcrg
analysts

Whie the S&P 500 made sgneicant acvances in 2003 and 2014, this past veer action in stocks
. when Shores. WeTile 20155 ride was not a5
volarile a5 That af 2001, the S&P 500 did experience its first 10%+ decling in four years (5. Louls
years, the year premy L
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15 there anything as stressfud as tax seasan? To stay healthy and happy—not to mention productive—it is

Dacras lone Industrial Avarage

FASDAL E ompaaite

important to take time to de-stress throughout your day. A few minutes of relaxation can clear your mind and get

B 00 Indes
Rlussell 1000 Indus

vou back an track. Here are five good relaxation apps we have found:

Tl Workd ex USA"™®

=

o hec. 11, 2024-Gae. 12, 2015
*anruaiaed: **USC

Emutional ve, discinlined investing
rn of the

all ANSRT SEurTl, MSGA EBm, RATL PRDAITS MEv. 58,

1. GPS for the Soul o

This app can measure your heart rate and heart rate vari ¥ by using the cal on your Yau
simply place your finges aver the camera and the aps rates your stress level. Yau then are linked to a guide that

pertormance in key 510k 80 Tixed IRcome $c1ors 158

Monthly Market
Updates

includes methods to help you relieve your stress. These stress relievers vary from soothing music to breathing
ises and i of your 5 e the app, chaosing whichever stress relievers work
best for you. GPS for the Soul is available for free on iTunes.

2. Nature Music Lite

Appealing to yous senses, this app uses nature-based soundtracks 1o relax yous mind. You can view beautiful
collections of photas that mateh a variety of wiguely calming sounds. You can also ereate your ewn playlis by
combining the sounds that feel most soothing to you. These ambient nature sounds can let you escape the
eanstant interruption of ringing phones far & lew mirutes to refresh yoursell and refocus. Nature Music Lite is

3. PIP Stress Tracke s
——
Seasonal Emails

Referral Letters

47 Wealth Management Group

9 Liberty Rock Rd., Suite 19
Peodia, IL 61601
(123) 456-7890
woww wealthman: nt

DearBob

Taxseasonis over! And nowthat it's behi

“concierge” service | offeronly at certaintimes of the year.

‘We know that friends and family are a vital part of your life, and when we see
loved ones facing perplexing financial issues, we wantto help.

Nowthat taxes arefiled, | have some timi
anyone you care aboutwho could use some hel|

Think of me as a help desk! ‘While| cant
investmentrecommendations, | can offer resour
from some of your favorite people:

How isto

ndus, | wanted o make you aware of a

y 4 Wealth Management Group
9 Liberty Rock Rd., Suite 19
Peoria, IL 61601
(123) 456-7890
www.wealthmanagement.com

Mam — How much assisted iving can we afford?
Neighbor— What sre some opfions in sefing a bu
New exec — What s restricted stock?

Coblege grad — How to msnsge college loans?
Fishing buddy — Is it ime to cisim Social Security]
Co-worker— Should | tske the lump sum?

Ratires - |z my spanding on track with my income:

It's not a service we advertise (and there
to make you aware of it. We offerthis assistance
neveran obligation. This is just a resource | can

So,if any of your friends, family, or collea
guidance or justwould like to ask a question or
toobigor teo small

And, of course, | am always here foryou if you n

Adaxe

Adam Sample
Certified Financial Planner
adam@wealthmanagement com

Adheary Sandcas afred Frough Weslh Manageman Group, 3 Regie
METEEMET Groug. MamaE FNRASEC.

Dear Margaret,

Thank you for meeting me at the New Year's Eve fundraiser for St. Jude Children's
Hospital. | enjoyed our discussion about the holidays and your plans to open another
physician practice this year. With two medical clinics already under your leadership, it
sure looks like a busy and exciting year ahead for you!

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.

| specialize in retirement planning and have worked with countless senior executives
and business owners in tackling these matters. | take the time to get to know each client
and tailor my investment and financial appreach to their specific needs and
circumstances.

Since its inception, my firm has focused primarily on delivering exceptional service to all
of our clients. We have now reached the point where we have to limit the number of
new clients we take each year so we can deliver our brand of highly personalized
service. That said, | have a couple of openings available this year and would be happy
to explore whether our services might be of benefit to you.

I'd like to call you personally in the next couple of days to see if | can be of some help or
at least answer any questions you may have. And you can always reach me at
teresa@sampletonwealth.com or 212-111-2222

Sincerely,
vay

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

Prospect Letters
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Marketing Resources for You

2016 FastStart Marke Plan

Marketing Objectives: St mosd & bedrets

List of Services

Investment Retirement Risk Management Cash Flow & [Family
Planning Planning & Insurance Budgeting Semvices

Take Control
of Your

Portobo Marmgement & ; mhmiet s
Risk Anaivsis: Retirement Goal Setting Wills Policies: (Cash Flow Anahysis  College Savings Planning  Review of Cost Bases. pr—
: = 1 i
fesetAlocalien & - gopi seouityAnabsis  PomersofAtomey Ui nsurance Noods  Expenses & Budgeting 2+ (WS SWIES ooy pegiized Gain Numbers!
Drversification Plans.
Concantrated Stock Long Tarm Cars
D Business Planning Living Wil P Debt Management Rath IRAs for Children  Carry Forward Lasses .
Core Marketing Sy ST S we o 2aah
Asset Location " Planned Purchases Giting, Tax Lass Harvesting
Conversions
401(k) Management &
I A i Risk Conticl u & " #
| 8 e oy Savins arly Decluct i System Activity Timing & ,.f .‘f &
Guardians for Minor  Homeowner's & Renlers. Potontial Roth e oadisy 7 i u u u I
Secon Opinion Rsviews  Annusies & Pensions ere B s Morgage Review e — el e i e e
. AMDS & Wingraal : Drvorcs & Widowood Neuriotir 50, SR a0
ot St Toting ORI s prtecion ot ity v Lines of Grot ki S8 Pt Are you on track? e o
Teresa Samplston Disclosures: “our company dsclcsre Information, Loren osum Tk spmaiol soprnet s ol you Rafsrralr  SummerBEn P I T
3 oot i
presdent 3 L e L
Sempleton Wealth Management e o AN Y e A ) 5 - = s [
123 Sureet Name, Toun, Stas, 00000 T o T s, s e o Mont h | Web inars Praspocting  Eesmanic erelspmem i it
ame@companyname.com o i S 25 G s s = .
wunw.companyname.come S . =
=
€01 Markating T
L
. . Get your FREE report on “11 Key Stats for Tracking Your Financlal Health” now! e
List of Services Template s _
Campaign Calendar: s compair #suimer
Lant Mamai g Jan February March
KeyDaraCard Fl Warkrhag TazFearan Call Daily
b i i
- . - y) Rt Email: : L L L. T sweffmeetime
The Financial Advisor’s
Apnl May June Weekly
Fiboiober Frrtatle Ere
Marketing Calendar . .
re I S u I e ; : ‘
Monthly
July August
iR terealNatast e Jaheran RefremertParty 16 Ghoshier
Summer 880 Py,
What you need to do to award : L
Continuing Education Credits (CPE) e
Fivhaber e Ralter Py
LaaBethder
to CPAs

L L [t

tukparents

A complete year of financial deadlines, special

observances, holidays, and communication themes S t M t 1 I
for contacting clients, prospects, referrals and COls. U p p O r a. erl a. S

Marketing Metrics: fhons baypentnmancs hudinatons o ek

(e e e
] —— ——
| —"! m——
I I
1

Advisar/ Client
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2ad o] 15z 000] 147, 300

SFOMEOR

Annual Marketing Calendar _ _ Worksheets, Checklists,
Instruction & Guidance Marketing Plans, Schedules,

Templates
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Why Host Educational Workshops?

 Hold 10-30 prospect meetings at once

 Become the go-to retirement expert in your market
o Easy for clients to invite friends & colleagues

e Prospects see that others approve & admire you

» Perfect for clients, prospects & COls

e Build mailing list
o Set appointments

S ADVISOR/CLIENT



l I‘ient Education
.Workshops
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Have Attendees Do Something

ADVISOR/CLIENT
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Be the Star of Your Show
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Invite Other Professionals to Speak

L—)Mmmm ADVISOR/CLIENT
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Choose Workshop Length Wisely
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Determine the Price for Your Workshops

ADVISOR/CLIENT



Offer Multiple Workshop Dates

JULY @

Sun Mon Tue Wed Thu Fri Sat
o 3 4 5

13 14 15 16 1
20 21 22 25

27 28 29 30 3

e ADVISOR/CLIENT
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Look for Your "'Through Line'

Dominant Throughline
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Focus on Retirement Income

THE NEWS THE NEWS b THE NEWS
0
53'4/_{’ of Only 33.7% of Only 9% of American
American A on Households Near
Workers Have Retirement (Age 55-64)
No 401(k) Plan! Households Have $500,000 or More in
Have IRASs! | Retirement Savings!

{Source: Federal Rezerve, Economic Well-Baing
of US Households, 2015)

l (Source: Investment Company Instiute, 2015) {Source: US Government Accounfabilify Report, 2015}
i | H Y LS

Only 14% of 17% of American Households
Americans Age 50+ Have Given No Thought to
, ] Retirement Planning; Only 13%
Make CatCh'Up Say They Have Given It a Lot of
Contributions to Thought
Their IRA (Source; Federal Rezenve, Economic Wel-Being of US

Houzeholds, 2015)
(Source: Fundraference. com, 2015

L—)""”mmm ADVISOR/CLIENT
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Add Horror Stories
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Pack In the Meat
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Give Your Workshop Unusual Titles

A Man Is Not a Plan! Retirement Workshop for Women

Dump the Chair for a Harley:

Retirement Planning for Dentists

How to Manage Your Serious Money
(i.e. the money you haven’t told the kids about!)

) ADVISOR/CLIENT



Get Visual
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Mention Multiple Services

Retirement Retirement Income

Retirement Services

IRAs & RMDs

Pensions

Planning Planning

Review of Income

Goal Setting Chiiiee

Needs Analysis 401(k) Management

Retirement Plan
Creation

Portfolio Review &
Analysis

Bﬁ;ﬁaﬂf‘h’:glgf & Inheritance Planning

Debt Management Cash Flow Projections

Legacy Planning Real Estate Investments
Health Care
Reverse Mortgages
Management neag

Teresa Sampleton

President

Sampleton Wealth Management

123 Street Name, Town, State, 00000
name@companyname.com
WWW.companyhame.come

Social Security Analysis

Disability

Spouse & Survivor
Benefits

Couple Coordination

Special Needs
Coordination

Filing Strategies

Medicare Planning

IRA Cantributions
Rath IRAs
Rollovers

Withdrawal Strategies
RMDs
Self-Directed IRAs

ROBS

eIl Emen]
y

Lump Sum Analysis

Find Lost Pensions

Cash-Balance Plans
Single-Life vs. Joint-and-
Survivor Analysis

Federal & State Pension
Planing

Government Retirement
Plan

Health Care Coverage

Disclosures:

Risk Review Roth Conversions

Income Replacement Y.
P Roth Recharacterizations

Analysis
. . Tax Bracket
Annuity Strategies
Y g Management
Income S_ust_alnablllt}r l oetion
Projections
Lok Beneficiary Audit

Management

Contract Reviews Tax Loss Harvesting

1035 Exchanges Credits & Deductions

Your company disclosure information, Lorem ipsum
dolor sit amet, consectetur adipiscing elit. Sed augue
nisl, elementum sed mattis id, tristique ac enim.
Cras scelerisque fringilla dolor, sed fermentum justo
dictum nec. Cras id mauris eleifend, suscipit purus
id, finibus metus. Maecenas dignissim at nisl quis
suscipit. Aliquam sagittis odio eget urna malesuada,
id hendrerit diam molestie.

Download List of Services Template from Advisor/Client
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End With a High Earner Problem
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o

Rehearse So Much You Can Talk It

One more thing...
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o

Summarize Your Talk in 15 Words
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o

Promote Workshops 2-3 Weeks Out
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% Offer Incentives for the Behavior You Want

Free Personalized
Social Security
Report!

Schedule your
consultation

by July 28th!
————————————————————
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Give Attendees Handouts

Special Reports Checklists

& YOUR2017 Terasa & Sampleton, CLU, ChFC, CFPE

Reference Materials
E— KEY FINAMCIAL DATA [mroas semsiees. cov, oo
LAST-CHANCE [Ereeim 5 SAMPLETON L K

d - Y Wealt: =
FINANCIAL PLANNING [pstsgreps u Management ]

2

885-336-6884 Fp-
CHECKLIST = Group : : )
£ soww samglelonwealth com —_— — ey
SHAPE UP YOUR PERSONAL FINANCES FOR A GREAT YEAR-END! S — ez e —
e R : R
‘make a difference in your year-end review and plans for next year Check all that apply. i you have any questions or concerns, | wil be happy - i | =
100 over these ltems with you and discuss possible scenarias for 2017 and 2018, Call to schedule a review. mmam [ e s - - e fm— =

Knowing your numbers © MILESTONES

Do sty S | e | —— k] _
helps you stay healthy, 1 5 e e o e B S rovcanthe a0 s [ e CTSSSSSS——— - -
wise and wealthy. \ - -

g = : ~]rm— -l Bl B —
ol e ———— B | | ee—— | wm | ——— | — | =
S s st - o
s, s — T —
BTy e e : =
D Raview any gifting pians D) 70%: You mat bagin taking RMD: from IRAL. i T
i . A | -~ — m—— e
€) RETIREMENT O INSURANCE O HEALTH - - - - — | E——
B 3 ot o P 1 e o S——
E LT e L - ma - .
el 8 s | — | | T i et s
j— ] e —————
e ——————
- - —_ - rm " Tl T
— nrmn e — o - e - =
¥ - - - i .
e - —— ey
- :
T e —— Fo S —
e
—TeeEe
— L -  CEETs——
ey . [ e ke =
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Offer a Toolkit

i

s assets in IRAs scale six or seven figurss, mistakes
can be painfully expensive. Gne error is to fail o vet
your IRA custodian. Here are 18 questions to ask a
prospective custodian before opening a new account.

az @ conigeos Pan SHaPUS. Lie Ehiz checkilzt o be furs poo're

Rollover Ready Checklist

There are vary specific steps o take in deciding
whatf to do with your retirement tavings. To help rou
Ehink Ehrough the aptions, review these 10 items that
cover all the basice of rolling over your stzets and
getting your funding ready for retirement.

How |

You did I¥! ¥ou are whhir, shouting distance of
retiring, Soen you will be fres to Start the grentest
wdventure of your Me.. Pas from the Galy grind_
Tres fram traffic_ fres Fram work's waeriet!

Have yo,

How arg

ojojofo|jo|jo|joo|o|o

Te make sure your ratiremant i sverything you
a8 65 e, wa've put together & few chechlists
0 3tep you theough geiting resdy “or the big day.
5 A you 1 » Nirarcial

Begingy 10 gat midvics on the sperTion of your tituation, Thete checklists saver the
Eatics of praparing for ratirsment, but your scumitanses wil differ.

s
a
a
Howall 0O | Makee
=]
=]
o

Rolling over your funds for retiremaent presents a number
of epportunitlies for errer. Having a set of guldelines and
preventive touch points Iz necessary to save yourself from
cruclal {(and often expensive) mistakes,

[Ty ———

Arahony W Sampleon, CFP?. (1L CRFC
il o s

Ttical or marety careiIs. omonted oy individusis o° finadcisl intitetient. ts
AEAMDIAT &l NATH TN BITHATAL TS COUT U MONKE THYTH SIE0 SATITY #vEiOaDi.

Download from Advisor/Client
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* Decide On a Call-to-Action

=== - - = - = T

Get Your Free
Social
Security
Review!

Sy ADVISOR/CLIENT



L2

Hand Out & Collect Evaluation Forms

valuation
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% Send Confirmation & Reminder Emails

Sy ADVISOR/CLIENT



Don't Scrimp on Staff

o 1

)
3

.

"

*' -

2 -
)
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_Work the Room Before & After

ADVISOR/CLIENT
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Follow-Up Fast

Horsesmolitl
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Automate Event Registration

Constant Contact AT reatumes  drmriates  emtmn eanteen

Want a great event?
Run it seamlessly with
our Event Management
software.

ments to

Post Events Online

te tr

TRY IT NOWI

We provide all the tools you need to make your event a success.

(O] {c} B
Post an event in minutes Customise your event page Let your attendees pay
t ‘ online

Morsesmoutf
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Partner With Local Employers

L—) ””””””””” ADVISOR/CLIENT



o

Strategically Invite Guests & Referrals

You're
Tnvired!
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Promote Your Workshops Online

'DAVID BACH

EDELMAN

FINANCIAL SERVICES

Learn More

INVESTORS: SIGN UP
NOW FOR A FREE ALL-
ACCESS PASS (WHILE
THEY LAST!) WORTH $275
TO OUR LIVE
INVESTMENT ADVICE
EVENT IN MANHATTAN.

It's THE event of the year, and the New York Times
and Wall Street journal will be there to cover it|

’ Horsesmolitl ’
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Develop a Retirement Track

FINANCIAL FINANCIAL WORKSHOPS

WORKSHOPS ,
TS YOUR MONEY « IT'S YOUR ESTATE IT'SYOUR MONEY - FALL 2016

September 12 - Introduction & Quiz
September 18 - Annuities & Mutual Funds
September 26 - Financial Planning |
October 3 - Financial Planning Il

October 10 - Long Term Care Planning
October 17 - Fixed income Investing
October 24 - Equity Investing

October 31 - The Big Take Away & Stock Market Contest

IT'S YOUR ESTATE - SPRING 2017

April 3,10, 17,24

May 1,8, 15,22

Details:

= Doorsopen at 9:45 am; no reserved seating

= Sessions are free to the public and do not require advance reservations
» Suggested donation - $10

= Attendance at all sessions is not required

» Coffee provided

’ Horsesmolitl ’
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Always Have a Workshop on the Schedule
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Turn Your Workshop Into a Webinar

el
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Be Entertaining
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Host a Retirement
Income Workshop:

How to Hold a Workshop in Your Community That
Pre-Retirees Will Rush to Attend

Prospecting Toolkit

Coming In July

Life
After Work

How to Create a Good Life
in Retirement

How to Get Rollover Ready!

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

Hosted by:

hLe

For Clients

Savvy Social

Security Planning:

‘What CPAs, Attorneys, and Other
Professionals Need to Know About
Social Security Claiming Strategies

e I ) |

Manage Your Tax Bill For
2018 and Beyond!

In light of the recent tax reform, let's explore some
ofthe major changes for 2018 and some different
strategies for managing through them!

Your Hosts

Advisar Name
Advisar Firm

Advoor
A ] Adviser
Y Raben

For COils

’ Hrorsesmoutf '
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Financial Educator
Marketing Workshop

Spend Two Days Building Your Financial Educator Program—
Attend The Financial Educator Marketing Workshop
Dallas, October 11-12

49
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What Will You Learn?

* The Power Of Being a Financial Educator

e The Key Success Principles of Financial Educators

* Where to Meet and Teach the Public

« Hot Financial Topics That Motivate Prospects

* The Power of Running an Integrated Marketing Campaign

e The Art and Science of Delivering Compelling
Presentations

o Keys to Memorable, Dynamic Speaking
e Presenting to CPAs, Attorneys and Other Strategic Allies

« The All-Critical Follow Up: Converting Attendees into
Clients

e Creating Your 2018-2019 Financial Educator Action Plan

orsesmouth 50 ADVISOR/CLIENT



Register Today:

www.horsesmouth.com/educator

51
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Advisor/Client Limited-Time Offer

Buy a Quarter for only $297!

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

Go to: horsesmouth.com/advisorclient

ADVISOR/CLIENT



2018 Advisor/Marketing Campaigns (July — Sept.)

Campaign Description
July 19, 2018 Advisor/Client Marketing Get your guestions on
Clinic: Financial Education  everything workshops answered
and Workshops and learn the power of being a

financial educator during this
one-hour marketing clinic.

July 25, 2018 Fall Marketing With CPAs Set up a series of client
education workshops and high-
level strategy meetings with
your favorite COI(s).

September 18, Fall Marketing Ideas for Make this your best year ever

2018 Clients & Prospects with some easy marketing
efforts you can roll out quickly
to bring in new business, eager
referrals, and held-away assets.

o) ADVISOR/CLIENT



Advisor/Client Limited-Time Offer

Buy a Quarter for only $297!

(Annual Membership: $997)

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

Go to horsesmouth.com/advisorclient

o) ADVISOR/CLIENT
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