
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.  
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The Difference a Retirement Plan Makes  



Today's Agenda 

• The Difference a Plan Makes  
• Why host education workshops? 
• 35+ Ideas 



• Tactical Ideas 
• Marketing Campaigns 
• Action Plans 
• Strategy Boot Camps 

 

50+ Campaigns 

Advisor/Client Advantage 



Client-Facing Reference Cards 

Key Financial Data 2018 

Medicare 2018 

Cybersecurity Checklist 2018 



Special Reports/Lead Magnets 

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

Nurturing Emails Special Report or 11-Touch 
Email Blast 



Client & COI Presentations 

Includes PowerPoint Slide Decks, Scripts & Toolkits  



Communication Touches 

Postcards Checklists Articles 



Sales Letters 

Monthly Market 
Updates 

Seasonal Emails 

Referral Letters 

Prospect Letters 



List of Services Template 

Marketing Resources for You 

Support Materials 

Annual Marketing Calendar 
Instruction & Guidance 

Worksheets, Checklists, 
Marketing Plans, Schedules, 

Templates 

Monthly Webinars 



Why Host Educational Workshops? 

• Hold 10-30 prospect meetings at once 
• Become the go-to retirement expert in your market 
• Easy for clients to invite friends & colleagues 
• Prospects see that others approve & admire you 
• Perfect for clients, prospects & COIs 
• Build mailing list 
• Set appointments 

 



35+ Ideas for 
Holding Better 

Client Education 
Workshops 



Have Attendees Do Something  1 



Be the Star of Your Show 2 



 Invite Other Professionals to Speak 3 



Work a Niche 4 



Choose Workshop Length Wisely 5 



Determine the Price for Your Workshops 6 



Offer Multiple Workshop Dates 7 



Look for Your 'Through Line' 8 



Focus on Retirement Income 9 



Add Horror Stories 10 



Pack In the Meat 11 



Give Your Workshop Unusual Titles 12 

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!) 



Get Visual 13 



Mention Multiple Services 14 

Download List of Services Template from Advisor/Client 



End With a High Earner Problem 15 



Rehearse So Much You Can Talk It 16 



Summarize Your Talk in 15 Words 17 



Promote Workshops 2-3 Weeks Out 18 



Offer Incentives for the Behavior You Want 19 

Free Personalized 
Social Security 

 Report! 
Schedule your 
consultation 
by July 28th! 



Give Attendees Handouts 20 

Special Reports Checklists Reference Materials 

Download from Advisor/Client 



 Offer a Toolkit 21 

Download from Advisor/Client 



Decide On a Call-to-Action 22 

Make Your 
Appointment 

Now! 

Sign Up for 
Financial 

Insights Now! 

Get Your  
Retirement 

Toolkit Now! 

Get Your Free 
Social 

Security 
Review! 



Hand Out & Collect Evaluation Forms 23 



Send Confirmation & Reminder Emails 24 



Don't Scrimp on Staff 25 



Work the Room Before & After 26 



Follow-Up Fast 27 



 Automate Event Registration 28 



Partner With Local Employers 29 



 Strategically Invite Guests & Referrals 30 



 Promote Your Workshops Online 31 



 
 

 Develop a Retirement Track 32 



Always Have a Workshop on the Schedule 33 



Turn Your Workshop Into a Webinar 34 



Be Entertaining 35 



Coming in July 
 

For Clients For COIs 



49 

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

 
Financial Educator 
Marketing Workshop 



What Will You Learn?  

• The Power Of Being a Financial Educator  
• 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  
• The Art and Science of Delivering Compelling 

Presentations  
• Keys to Memorable, Dynamic Speaking  
• Presenting to CPAs, Attorneys and Other Strategic Allies  
• The All-Critical Follow Up: Converting Attendees into 

Clients  
• Creating Your 2018-2019 Financial Educator Action Plan  

50 
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www.horsesmouth.com/educator 

Register Today: 



Advisor/Client Limited-Time Offer 

Annual Membership: $997  Buy a Quarter for only $297!  

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

Go to: horsesmouth.com/advisorclient 



2018 Advisor/Marketing Campaigns (July – Sept.) 

Date Campaign Description 

July 19, 2018 Advisor/Client Marketing 
Clinic: Financial Education 
and Workshops 

Get your questions on 
everything workshops answered 
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, 
2018 

Fall Marketing Ideas for 
Clients & Prospects 

Make this your best year ever 
with some easy marketing 
efforts you can roll out quickly 
to bring in new business, eager 
referrals, and held-away assets.  



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 
 

mailto:advisorclient@horsesmouth.com
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