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Acquiring the Next Generation of Wealth:
How to Acquire Gen X & Y Clients

Presenters:
Jason Whitby, Senior Financial Advisor, Investor Solutions

Jeff Rose, CEO & Founder, Alliance Wealth Management, LLC
Andy Seth, Managing Partner & Co-Founder, LotusGroup Advisors, LLC

Cynthia Stephens, VP of Marketing, ByAllAccounts
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Jason Whitby

Jason Whitby, MBA, CFA®, CFP®, AIFA® is a senior financial
advisor for Investor Solutions providing financial planning and
investment management for high net-worth clients and
institutions. His prior experience encompasses

security research, portfolio construction and risk management.
Prior to his financial services career, Whitby was employed in
the semi-conductor industry working in engineering, sales and
finance.

Senior Financial
Advisor

Jason Whitby has been widely published and quoted in the
media including Investopedia.com, Morningstar, The Miami
Investor Solutions Herald, The Sun-Sentinel, Smart Money, Yahoo! Finance, The
Globe and Mail, Seeking Alpha, AccountantsWorld.com, and

| nvestor Solutionsd own The I
Is an expert contributor to CNBC For Your Money, CBS4
Financial Expert, Life Turner® by AARP, and many other

financial publications.
‘ byallaccounts
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Andy Seth

Managing Partner,
Co-Founder

LotusGroup
Advisors, LLC

Andy was named Denver Business Journal's "Forty

Under 40 i n 2011n and sel ec
O9Newsd6 " Denver's Leader of
and nVol unt eer o finvestmentNé&s.a r

Andy leads the Private Client Advisor Group and
personally recruits, trains
make more money.

His background and experiences in Client Service and
Operations include work with over 20 different Fortune
500 clients and a working knowledge of six sigma
business management practices.

Signup for MORE info to prospect Gen X: ‘

lgadvisors.com/GenX
‘ byallaccounts
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Jeff Rose

CEO & Founder

Alliance Wealth
Management, LLC

Jeff started his career as a financial advisor in
Carbondale, IL with A.G. Edwards & Sons in 2001.
He has since created his own RIA, Alliance Wealth
Management, LLC.

He spent 9 years in the Army National Guard and
was deployed to Baghdad to support Operation Iraqi
Freedom in 2005 conducting military police
maneuvers.

His passions are personal finance and educating

those on the basics of investing. This led to him
becoming a CERTIFIED FI NAN
professional and also creating his well-known blog

Good Financial Cents.

He's also working on my first book that he has
titled Soldier of Finance combining both his military
and financial background.

byallaccounts
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http://www.goodfinancialcents.com/
http://www.soldieroffinance.com/

Cynthia Stephens, VP of Marketing, ByAllAccounts

A15+ years in marketing and research

AProven track record developing high-impact
marketing initiatives to build market visibility,
acquire new clients and grow existing account
relationships.

AOver sees marketing of t
account aggregation services to investment
management and advisory firms.

APreviously, Director of Marketing at Compete,
one of the 50 fastest growing technology

companies in New England.
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Characteristics of Gen X & Y

Strategy: Referrals
Strategy: Building a System
Strategy: Online Communication

Q&A Session
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Characteristics of Gen X & Y
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Generation X Defined

Gen X: 1966-1976

|| Population: 51 million

|| Have money to invest: Control $2.8 trillion in investable assets (401(k), IRA, bank, taxable brokerage,
etc.) 8 million have more than $100k in investable assets

)| Educated: Gen Xers are arguably the best educated generation (6% increase in obtaining bachelors

degree compared to the previous generation)

Educational Attainment

B Master's Degree or Higher High School Graduate
Bachelor’s Degree Less than High School
B Some College
| Males | Females | l I
byallaccounts
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Generation Y Defined

Gen Y: 1977/1982- 2001

A Population: 80 million

A Financially responsible: 62% of Gen X and 69% of Gen Y took
responsibility for their finances in their teens, compared to 41% of
Matures and 53% of Boomers.

1  Prefer online communication: Grew up with technology, plugged-in
24/ 7. Prefer to communicate through e-mail and text messaging
rather than face-to-face contact. Prefer webinars and online
technology to traditional lecture-based presentations
‘ byallaccounts
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US Working Age Population by Generation

™ pre-Boomers (born before 1946)
Baby Boomers (born 1946-1964)
Generation X (born 1965-1977)

< 2 M Generation Y and beyond (born post-1977)
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Gen X/Y Want f| Nanc | al ad Vl ce (MFES Investing Sentiment Survey 4/11)

AGen X/Y reported being more concerned
than ever about being able to retire when
they thought they would.

A15% of Gen X/Y agree that they are
overwhelmed by all the different
investment choices available.

A2% say their need for financial advice
has increased in the past year 1 far
more than Boomers or investors aged
65+.

*MFS Investing Sentiment Survey April 2011

“From their responses, we can see
that Gen X/Y have accumulated
significant assets, are willing to
investthose assets, and have an
increasing need for advice.
However, their behavior and
sentiment suggests that their needs
are not being fully met by financial
advisors.”

ﬁya]laccounts
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Where would you go to find an advisor?

ByAllAccounts Survey September 2011

Family/friend referrals

Bank/financial firms

Online

Don't know

15.4%

e
]
—

23.1%

23.1%

38.5%

'b‘ya]laccounts
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Many Do Not Market to Client Family/Children

Do you market to your <clientsd family members or
N= 148 responses

~

~ byallaccounts
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Strategy: Referrals

Jason Whitby
Senior Financial Advisor
Investor Solutions

oy

yallaccounts
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Target the Children of HNW Clients

Challenge for us was attracting the right X & Ys.

Opportunity
A Asset Retention: Value to existing HNW clients
A Asset Retention. Assist with multi-generation transfers of wealth

A Net New Assets: Biggest obstacle i.e. most assets in 401k, 403b,
etc.

Qur approach

A Successful older clients often have successful children.

A Clients like us, like their kids and want what is best for both of us.

A~ What they dondét want Is to be bl amed
A~ Not meet advisorods criteria or adul

Risk

A Jeopard_l.ze existing HNW clients @y |
A PrOfItabIIIty Of X & Y data for smart decisions




Target the Children of HNW Clients

A Clients, have already introduced us to their children, indirectly;

A Names, careers, marriage status and such, normal part of
the planning process.

A Clients often have already introduced their children to us,
indirectly;

A il ntergenerational pl anni ng, Al
and soo .

A Our objective is to provide greater awareness.
3 | )w
‘ | B ~m
I LJ {] i byallaccounts




Engaging Gen X & Y: Prepare to be Googled!

Once you engage X & Yeée

Mrepare to be Googled
Often everything we say is then res

GO\ ;81({ | jason whitby s “

jason whilby Advanced search
jason whitby investor solutions

Search jason whitby miami
jason whitby facebook

Everything PPl Jason Whitby »¢
Images www_cfp_net/clinic/includes/MiamifYoung_Professionals-Whitby . pdf
File Format: PDF/Adobe Acrobat - Quick View
Maps MNov 15, 2008 — Bio — Jason Whitby. - Investment & Planning 7 years. - CERTIFIED
FINANCIAL PLANMER™ professional. = Chartered Financial Analyst, CFA ...
Videos You visited this page
News Jason Whitby - Seeking Alpha »¢
Shopping seekingalpha.com/author/jason-whitby
Jason Whitby is a Senior Financial Advisor at Investor Solutions (http:/fwww.
Maore investorsolutions.com/) in Coconut Grove, FL. He has more than 10 years in the ...
Malden, MA Jason Whitby - Senior Financial Advisor | Investor Solutions ¢
Change location www.investorsolutions.com » About Us » Our Team

Jason iz Investor Solutions Senior Financial Advisor & Investment Financial Consultant
who brings mare than 7 years in the financial senices industry providing ...
All results

Sit ith i . . .
f16S WIth Images Reaching out to Generation X and Y investors - InvestmentNews #¢

Mare search tools www._investmentnews com/article/20110116/REG/301169996
Jan 16, 2011 — ... a good understanding of these areas.” said Jason Whitby, a certified
financial planner and senior financial adviser with Investor Solutions Inc. ...
You've visited this page 2 times. Last visit: 9/21/11 bya]laCCOImtS
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Engaging Gen X & Y

Onceyou engage X & Y é

Fine-tune your message and your delivery.

Create a feeling that they belong and can relate

Treated as an equal, same level, part of the team.

Marketing collateral, all types, can not just be geared to retirees

o o Do I»

|
-

'b‘ya]laccounts
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Creating an Offering

Our offering

A My firmis fee-only, % AUM only revenue

A We wanted a offering which works today instead of being a
loss leader.

A Xand Y normally have high planning and insurance needs,
low relative investable assets

A Often the majority if not only investable assets is in 401k,
403b, etce

A Technology such as ByAllAccounts, CRMs and rebalancing
software has been instrumental

'b‘ya]laccounts
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What criteria would you look for in an advisor?

ByAllAccounts Survey September 2011

rowiesgersmert I 3

Reliability/Trustworthy || T 16%
Client-oriented (focus on customer needs) || GGG 16%
Experience ||| G 162

Results-oriented || 8%

Honesty |GGG 3%

Referrals 490
- g

accounts
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Strategy: Building a System

& A ®

Andy Seth
Managing Partner, Co-Founder
LotusGroup Advisors, LLC

ﬁya]laccounts
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Whatdo Gen X0 ewiss h t heyod s a

Imagine you could go back 10 years and save for something different.
What would your future-self tell you to do now?

Down payment i house 43% 52% 26%
Down payment 1 car 25% 13% 6%
Investing for retirement 30% 50% 62%
Emergency fund 41% 44% 43%
Travel money 51% 31% 31%
Kids 5% 13% 21%
Insurance 6% 3% 5%
Starting a company 30% 27% 23%

Deferrers: Slave > save > retire
New Rich: Value time & mobility
‘ byall

accounts

data for smart decisions




Want to attract the New Rich?

What do they care about?

A Memorable experiences (e.g. travel, adventure, events, family time, etc.)
A Buying cool things (e.g. house, cars, anything Apple, etc.)

A Personal improvement (e.g. hobbies, business, sports)

A Lifestyle design (e.g. time and mobility, living like a millionaire)

What d o nthdy care about?

A Deferred gratification: saving it all for the end only to find life passes them by
A Financial literacy: learning what you know about personal finance & investing
A Saving on lattes: cutting back on things they like

Let them occasionally spend extravagantly on things they care about, and help
them cut mercilessly on the things they

'b‘ya]laccounts
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Common Approach

Cold calling
Seminars
Sende ma i | saying 61l 6m acceptir
Meet friends and hope to talk money

Ask for referrals nwho do yc

Go to networking events

Start blog & post on Facebook & Twitter
Volunteer with non-profits

Wait and hope for the best

'btya]laccounts
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What Usually Happens

Frequent hang ups and rejection

No one shows except freeloaders

No response

Canb6t ¢he conversation or
already has an advisor

No names come to mind

Everyone is selling; no one is
buying

Lack of blog readers, lots of
Facebook/Twitter activity, but no
new business

No one has money;d o n 6 t
come off like a slime ball

Waiting for nothing

w

Benchmark Study: % of Clients Attributed to Marketing Methods

0% 10% 20% 30% 40% 50% 60%
18%
Passive referrals from existing clients 10% 4%
0
. 42%
Active referrals from existing clients 21%
12%
. 17%
Web site 17 17%
(i)
Q,
TV / radio appearances o 6%
(i)
0,
Financial advisor and broker referrals 5 6% B Top Firms
(i]
m Average Firms
Q,
Seminars %Gg/% LGA
(1]
a(J
Employer-sponsored workshops - 2%
(i)
Q,
Professional trade group referrals 293{,%J
0%
%
Media coverage F 8%
(i]
0,
Internal referrals 10%
54%

0,
CPA and attorney referrals NT%

Direct mail / fax / email 0%

Cold calls . 5%

) %
Advertisements 1%




Even wor s e, t her e ar e

A People can only stand so much rejection until they give up
mentally (though they may still keep doing the same thing).

A They begin to undervalue themselves and begin to look for
ot her Jobs theyore not 1 ntei

A Counter intuitively, this works against them as they get no
results and they continue the death spiral.

A At the end of the day, they:q
have no more options: Nl Ov e
everything. Oh well, thereo:

'b‘yda]lfacco(ljmts




The Solution: Building a system will get you
80% of results with Gen X prospects.

Lead By Example

AGen X care
easily #dre

Sell as a Team

AGen X likes to feel important and know what it would be like to be a client before becoming one. They also
want access to a team of experts and they like third-party validation.

Behavioral Advice and Planning

AGen X wants to buy cool things and do fun stuff while saving for the future, not cut out lattes. Build a system
of advice and planning that helps nudge them towards their goals.
Active Money Management

AGen X doesndt -and-addiamdthey hava unlimited access to do it themselves. You need a
system that they couldndot easily replicate on their

g around people who are |l ivin
ard

AGen X wants personalized service on their terms so initial consultations are down at their home and office
visits are done via phone and online conferencing (for example).

Relevant Service Offering

AGen X wants help solving todaydéds problems such as p
which college savings plan is best, how much insurance do they need, etc.

Gen X 0 ewillpay more for this!

byallaccounts
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How | raised over $3MM with one approach.

Lead By Example

AGen X cares about being around people who are livin
easily Areverse engineero

Ringing the NASDAQOS opening

4
o

Attract Gen X 0 ethrsugh non-investment awards: e 4 N
A9News fADenver Leader of th O F i nal P B 2011
ADenver Business Journal ds nA'ND;?e;"" i
A InvestmentNewsii Vol unt eer of t he 3 (Tt I T

DENVER, Co‘

. n
Reverse Engineering the Approach

A Developed a repeatable system to earn nominations
and awards

A Developed a complete marketing system around the
awards to attract new clients

A Combined this with 90 Day Prospecting System

The Results
A 3 clients with over $1MM each
A 1 celebrity client

All this WITHOUT a PR team but WITH a system ﬁ
byallaccounts
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You should still do these:
A Schedule meetings

A Build your network
A Ask for referrals

But focus your time on building a system to:
Lead by example

Sell as a team
Make clients feel important
Actively manage money

o o Do o Po

Of f er services that

h el

~

yallaccounts

P t hei
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But

AwWhat 1 f | dondot know how to
AWhat 1 f | dondot have enough
AwWhat 1 f | dondot have a team
AWhat 1 f my company doesno6t h
AWhat 1 f our servi ces Xa0réermso t

These are great questions
youore on the right track
come along and fall into your lap, you need a proven
system that attracts clients to you.

hy

yallaccounts
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| want to help you make more money
ti me but | have A LOT more content

| also want to find a few highly motivated advisors who have a GOOD
CHANCE of Dbeing successful, and hel
joining my firm.

So, if you ARE interested in learning more about how to attract Gen X
clients, sign up so | give you another hour of deeper material:

Signup for MORE content: Igadvisors.com/GenX

'b‘ya]laccounts
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Gen X & Y Prefer to Communicate via Emall

What would be the best way for an advisor to communicate with
you about offering their services?

Email 42.9%

Networking/In-person _ 28.6%
Phone - | 21 4%

Seminar F 7.1%

'b‘ya]laccounts
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Strategy:
Online Communication

! I 'I' ’ ™ , s !
Jeff Rose
CEO & Founder
Alliance Wealth Management, LLC ﬁ

bya]laccounts
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Online Marketing Vehicles

You

ENIA]

Blog
ASocial Media v

/Blog
ANebsite Your Website
@ 'b‘ya]laccounts
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Gen X & Y are Active on Soclal Media

Go where they go:

Facebook
Twitter
LinkedIn
YouTube
Google Plus

o o Io o Do

'?ya]laccounts
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Social Media Tips

A Engage. Converse, answer guestions,
communicate.

Find a common ground
Balance personal and professional
Have a professional photo

Consistent branding and design across
platforms

o Do Io I




Facebook Fan Page

facebook

DO

OURPAGE

LOCAL: 618-519-9344
TOLL FREE: 866 2501
115 S. WASHINGTON RD.
CARBONDALE, IL 62901

WWW.GOODFINANCIALCENTS.COM

B wall
Hidden Posts
E nfo
&, Friend Activity (1+)
Photos
«! Blog
h2d Welcome
B4 YouTube

&5 Questions

n Welcome

EDIT
About # Edit
http:/fwww.goodfinandalcents.co
m/
1,220
like this
19

Good Financial Cents

ny © & EditInfo
v coouFinanciall; o
€ ]
-y @ |
/ [ . = -

wall Good Finandial Cents * Everyone (Most Recent) v

Share: [5) Status (@) Photo ¢ Link '3 Video == Question

Write something...

Good Financial Cents
to 12,000 on the Dow?

d: The market is up over 170 points. Are we heading

& ;
L '

[F] | No way! This is just a fad.

[#] | You bet baby! Can't get here fast
enough.

L
R’

2012 401k Contribution Limits Have Increased
(Finally?)

ood Finandal Cents
Full Article...

ood Finandal Cents
Full Artide...

&) Glen Craig likes this. ,

facebook

]
Finanoial Advisor
IEEE PNCE  PED
Sign up for my free
Newsletter H

s dependence |

CERTIFIED FINANCIAL PLANNER
:

Subscribe Me!

115 S. WASHINGTON RD.
CARBONDALE, IL 62901

WWW.GOODFINANCIALCENTS.COM

Topics on the Blog

TH IRA GUIDE DU TERY

B wal

E nfo
Photos

%) Blog

k&4 Welcome
E YouTube
gn Questions

Welcome

About

.goodfinandalcents.co

4 aac
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YouTube Channel

@sﬁb‘ﬁ
Financial
Gents

www.goodfinancialcents.com

How Can | Help You?

* Retirement planning

* Investment portfolio
analysis

* Mutual Funds,

* Financial Planning

* Asset Allocation

* 401k Analysis

* College Savings Plans

* Individual Retirement

Accounts

* Business Retirement
Plans

* Life Insurance

‘Searchr Browse | Movies Upload

gDAZ009 [

Jeff Rose, GoodFinancialCents

goodfinancialcents's Channel Suhactihe

Uploads Favorites

A c3

Uploads (73)

You Wanna Take a Loan
on Your 401k? Think

78 views - 1 week ago

Financial Rant -
Department Store Card

97 views - 2 weeks ago

Financial Blogger
Conference 2011
353 views - 2 weeks ago

Military Low Crawl and
Your Finances (Soldier
SoldierOf... - 544 views

% Running Financial
g Battle Drills with Your
SoldierOf... - 3,365 views

Info Favorite Share Playlists Flag
You Wanna Take a Loan on Your 401k? Think Again!
(GoodFinancialCents.com)

From: goodfinancialcents | Oct 14, 2011 | 78 views

Blogging-Just
The Beginning

July 2008 marks the
launch of my financial
planning and Investment
blog Good Financial Cents.
My hope Is that | can help
people make sense of
Investing and their
personal finances. With so
many different options out
there, | hope to ease the
fog and help you make
clear and smart financial
Knowledge is

decislons.
Power!

~

byallaccounts
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Twitter Account

I:witter’ Search ome Profile N

w.GoodFinancialCenis.com

@jjeffrose Carbondale, lllinois

CERTIFIED FINANCIAL PLANNER™, Iraqi Combat
Veteran, Father of 3, Husband of 1 cool chick, 1st book:
Soldier of Finance, In-N-Out Burger addict, Crossfitter
http://www.goodfinancialcents.com/twitter/

Edit your profile —

Tweets Favorites Following Followers  Lists

AL jjeffrose lc :
P;b The Jeff Rose CFP@ Dallv is out! bit ly/llIsEVn » Top stories today
AW via @molly_oneill @luccarl @learnvest @denvereric

« jjeffrose ose, CFPE
V Strategies for Beatlng Market Volatility: You've probably noticed that
AW the stock market has been a little bit vo... bit.ly/ricXmX

CanadianFinance Tom Drake 13t :
RT @consumerboomer: Early Retlrement Lifestyle: Achieving an
early retirement may be the life dream but... bit ly/geCktv

UAL jjeffrose e >
F Haha. Just talked to an adVISor who loves my online presence & has

ol N my blog as a shortcut on his phone. #goodstuff
21 hours ago Favorite Reply Delete

« jjeffrose JefiRose

The Jeff Rose, CFP@ Dally is out! bit.ly/llIsEVn » Top stories today

4 via @robgarciasj @ducttape @marypilon (@gsocialmedia
thenatlguard

ptmoney Fhilip PT Taylor 13 by e
§ Howto Organlze a Successful Peer Conference: Behind the
Cnmmmm b HATIMOMARIA4 bimsvswl mmma IDITEONG

FA T ™ A &5 3@ W | o Bl

R

jjeffrose JeffRose C
Congrats to @ Brittneycastro and (@ RickKahler for making top 10
blogs by (@ Registered Rep mag!

i
o

jieffrose Jeff Rose, C
Best Brokerages to Open a Roth IRA Account
cashmoneylife com/where-to-open-... via [@ryanguina
19 Oct Fawvorite Retweet Rephy

USRI

byallaccounts
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Wwhy Blog?

A Position yourself as a an expert, and gives you
credibility

A Opportunity to share your personality, prospects
can get to know you, and hopefully like you

A Grows your online presence, increases your
search ranking

A Drive prospects to your website

y
g

bya]laccounts
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Blogging Tips

What works

A Answering everyday financial questions ;... roih 1rA Rates
A Adding your personality S )
A Using video

A Brings the blog to life

A Deeper personal connection

A Gen X &Y prefer multimedia

Wh at doesnot wor k

2 3/ 4 | next»

A Not adding your own voice

A Speaki ng iidAodnvoits oursoe t he woﬂ Nnst a
deviati ono byallaccounts
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Promoting Your Blog

A Start with friends, family and

existing clients | AsFaommox
A Networking with other The Financtal
9 Planning

professionals

A Write guest articles for other blogs
and websites

A Share your posts with your social
networks £

A Give visitors the option to sign-up a2
to receive your recent posts

e\

msn*’ Money | NnTUuIT

Sacumbuass (hesoutherng

& WORLD REPORT The
BN Philadelpbia
Inquirer

'b‘ya]laccounts
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Website Tips

o Io o T I

Your Online Business Card

Look freshand originali dondot | ook
other site, not like a brochure

Tell people about yourself

Give visitors a multi-media experience

Be accessible - Make it easy for people to
contact you with as many communication outlets
as possible (email, phone, contact form, social
networks), and encourage them to

k e

everyv

'b‘ya]laccounts
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Website Tips

GoocFinancial ben

e & - i | wlfl s . PR RO 3
Helping you make "cents” of your investments. Home About ConfactUs  Asklefil BecomeaClent- Blog Subscribe by Email Subscribe toRSS E

IRV N Iy EECOME A CLIENT ENTREFPRENEURSHIP

g Eccome a Client

'You are here: Home

About Jeff Rose, CFP®

s . .-)
C 0 What is Your Wealth Strategy? S
L CT financial advisor in
5 T ired of feeling like a number? You are not alone. The single biggest complaint investors Carbondale, IL with A.G.
have about their current relationship with their Financial advisor is that they feel like a number. Edwards & Sons in 2001.
H H H i They seldom get the personalized service they deserve. When you work with Jeff Rose you will Always excited to meet new
Jeff Rose,Certified Financial Planner™ : ; :
2 experience the difference it makes to have a knowledgeable Advisor who truly understands you and people and having a unique

interest in the financial
markets, being a financial planner was the perfect
fitfor my career.

cares about helping you meet your goals. Experience a more personal approach to financial
planning and investing

Local: 618-510-0344

Toll Free: 866-267-2501 Working With an Independent Fee-Based Financial Planner Leam more about Jef.

Jeff Rose is an independent Fee-Based investment advisor and a Certified Financial
Planner™ professional. He provides personalized ongoing financial planning and investment
management services to families, retirees and soon to be retirees, and small business owners

3 ¥ 5 . 1
Personalized Financial Planning e

Feel like your financial plan is a cookie cutter approach? Jeff customizes your portfolio based on
your specific needs to make sure that you have the proper investments working for you. Contact Jeff
Your Name: today for a free consultation.

(required) :
. . Become a Client
Your Email Address: (required)

T e Financial
Your Website: CONOMIS Planning

Your Meszage:

www.jeffrosefinancial.com
www.alliancewealthmgmi.com

Have a Financial Question?

Contact Me

As Featured On

Jeffrosefinancial.com and

alliancewealthmgmt.com ﬁ
byallaccounts
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http://www.jeffrosefinancial.com/
http://alliancewealthmgmt.com/

Capture and Nurture Your Leads

A Each visitor to your site is a prospect
A Email addresses is easiest way to keep in touch, how
gen x and y prefers to communicate

Resources: Aweber or Mailchimp

(ITT 117717 | RPN s eatiou v,
ke "cents" of your investments. S T msnY o

VIDEOS ENTREPRENEURSHIP FINANCIAL PL ANNING

11 Your Child NO

Email:

| Subscribe Me! |

Join over 4,198 others just like you who read Good
Financial Cents every day!

'b&ya]laccounts
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http://aweber.com/?362338
http://mailchimp.com/

Email Marketing and Newsletters

Broadcast Edit

Use this form to create a date and time specific email sent to subscribers. Typical uses might be a monthly newsletter or one
product announcements.

Subject: & Personalize

IS Seconds Can Make All the Difference in the World ]
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Life 1s flying by us at a rapid pace. Part of my job as a financial planner is to help you sit = m al I I n g I ISt

down, take a breath, and really focus on the things that matter in your life.
o ANurture leads
S— AStay on top of mind

Your legacy.

Sometimes I feel that I have to force people to sit down and really pour some thought into
these issues.

m

Face it. We're all busy. I have three kids - 2 in digpers. I get that... TRUST ME.

I don't like being pushy when it comes to this stuff, but it's days like I experienced the
other day that reinforces why I do what I do.

Read more about my experience.

We always put off the "little things" but it's usually those little things that make all the
difference in the world.

Read this and then....

do what you KNOW you need to do TODAY.
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Other Strategies

Online Webinars or Presentations (i.e. Slideshare, GoToMeeting)

ALive presentations on basic everyday financial questions
Arovide for clients (encourage clients to invite others)
ASpread the word about your firm and your services

Outside the Box Strategies: Mobile Marketing, QR Codes, Groupon
A everage new technologies and marketing outlets
Resources:
www.goodfinancialcents.com/blogging-resources
g
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http://www.slideshare.net/
http://www.gotomeeting.com/fec/

Additional resources

ww.byallaccounts.com/resources/content library.html

ANebinar Replays

ANhitepapers

A/ideos

ASurvey Results T marketing wp and survey results A
byallaccounts

data for smart decisions



http://www.byallaccounts.com/resources/content_library.html

