
Proven Marketing Ideas  
 
 



Hello!  
Marketing is fun!  
Alissa Conklin, ChFC  
With Trustmont 14 years  
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Two Disclosures:  

◂ All marketing ideas presented are approved prior to 
use by Trustmont Compliance.  
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1. 
Marketing Ideas  
Here we go…  



Proven Marketing Ideas  
Our Multitouch Marketing System  
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◂ Mo n t h ly n e w sle t t e rs  
◂ Clie n t  Ap p re c ia t io n  Eve n t s   
◂ Se m i-a n n u a l a n d  a n n u a l re vie w  p ro ce ss  
◂ Clie n t  Ad vo ca t e  Clu b  (re fe rra l c lu b )  
◂ P ro sp e c t  Tra ckin g  P ro g ra m : w / q u a rt e rly 

ca lls  a n d  m o n t h ly m a ilin g s 
◂ Birt h d a y Ca rd s/Birt h d a y Lu n ch e s 
◂ Ho lid a y Gift s  
◂ A-t yp ica l Ho lid a y m a ilin g s 
 

 



Monthly Newsletters  
Our Multitouch Marketing System  
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◂ W e lco m e  t o  20 18  Le t t e r 
◂ Ta x Re p o rt  in  Ma rch  a n d  Ye a r En d  Ta x le t t e r 
◂ Qu a rt e rly Re ca p  Le t t e r 
◂ Se e d  P a cke t  Ma ilin g  – a skin g  fo r re fe rra ls  (A+/A) 
◂ Va rio u s Ta x, In ve st m e n t , a n d  Est a t e  P la n n in g  Art ic le s  
◂ Ch rist m a s Le t t e r – p e rso n a l fro m  Lyn n  a n d  Alissa   



“Help Us Grow” on each mailing…  
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Invest in Your Clients  

How are you enriching your 
client’s lives?  If you build 
your business on meeting 
client’s needs – it will grow 
itself.  
 

 
  



Client Events  
Our Multitouch Marketing System  
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◂ Ne w  Clie n t  Din n e r (n e w  c lie n t s  (A+/A) 
◂ P la t in u m  Clie n t  Eve n t  ($50 0 K +)  
◂ Clie n t  m o vie  in  t h e  su m m e r (A+/A/B) 
◂ An n u a l Clie n t  Din n e r A+/A  



Client Review Process  
◂ Semi -annual and annual review process  

◂ Postcard mailed and then staffs calls to 
schedule review  

○ 2x ye a r fo r A+ 
○ 1x ye a r A a n d  B 
○ C a n d  D o ffe re d  re vie w  in  

a n n u a l m a ilin g  
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Client Category Breakdown  

◂ Semi -annual and annual review process  
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Client Advocate Club (referral club)  
Our Multitouch Marketing System  
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◂ If you  h a ve  a  syst e m  in  p la ce  fo r re fe rra ls  it  w ill b e com e  n a t u ra l a n d  c lie n t s  w ill 
u n d e rst a n d  w h a t  you  a re  t ryin g  t o  d o…g row !  P a rt  o f ou r syst e m  is  t h e  “Clie n t  
Ad voca t e  Clu b .” 

◂ W e  h o ld  e ve n t s  fo r ou r c lie n t s  a n d  a sk t h e m  t o  b rin g  g u e st s  in  t h e  in vit e .  W e  a sk fo r 
n a m e s fo r ou r m a ilin g  lis t .  On ce  a  p ro sp e c t  com e s in  fo r a n  in it ia l m e e t in g , w e  t h e n  
re w a rd  t h e  c lie n t  fo r h e lp in g  g row  ou r b u sin e ss  b y in vit in g  t h e m  t o  a  "Clie n t  
Ad voca t e  Clu b ” e ve n t .   La st  m on t h  w e  in vit e d  31 c lu b  m e m b e rs  t o  b ru n ch  a n d  a  
h is t o rica l co lle c t ion  m u se u m  t o  sa y t h a n k you . 



Client Advocate Club (referral club)  
Our Multitouch Marketing System  
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◂ Ask fo r re fe rra ls  in  re vie w  
a p p o in t m e n t s .  

◂ Ask fo r re fe rra ls  a t  c lie n t  e ve n t s  a n d  
se m in a rs .  

◂ Ask fo r re fe rra ls  in  m on t h ly 
n e w sle t t e rs .  

◂ Ge t  you r s t a ff on  b oa rd  t oo .  Ha ve  
som e on e  d e vo t e  on e  d a y a  w e e k t o  
im p le m e n t  you r m a rke t in g  p rog ra m . 



Client Advocate Referrals & New AUM  14 



Just Ask!  
"Are you aware we are accepting new 
clients? Do you know anyone who 
might benefit from our services?"  
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Prospect Tracking Program  
Our Multitouch Marketing System  
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◂ W e  m a ke  q u a rt e rly ca lls  t o  o u r p ro sp e c t  lis t  
a n d  se n d  m o n t h ly m a ilin g s 

◂ List  o f p ro sp e c t s  ca n  b e  g e n e ra t e d  fro m : 
◂ An y g u e st  w h o  a t t e n d s a n  e ve n t  
◂ Re fe rra ls  fro m  c lie n t s  
◂ Re fe rra ls  fro m  o t h e r p ro fe ssio n a ls  
◂ Clu b s a n d  Org a n iza t io n s 

 



Birthday Cards/Birthday Lunches  

◂ Hand written 
birthday cards with a 
$5 DD gift card A+  

 
◂ Hand written 

birthday card for A 
and B clients  

◂ Group Birthday lunch 
at local restaurant for 
A+ clients                   
(as well as their 
spouse’s birthday)  
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Our Multitouch Marketing System  



Our Multitouch Marketing System  
Holiday Gifts and A -typical Holiday mailings  

◂ Bit e  b a ck a t  t h e  IRS 
co o kie s o r ch o c  b a rs  

◂ “Se n d  a  Ba ll” t o  
re t ire e s 

◂ Ho lid a y Gift  – P ie , CD, 
Sp a rklin g  Cid e r e t c . 

◂ A-t yp ica l m a ilin g s – 
Te a  Da y  
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1. 
 
Operations Ideas  
Here we go…  



Service = Referrals  

◂ First, you have to have grounds to ask for a 
referral?    

 
◂ Are you giving them top notch financial 

services?  
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Service = Referrals  

◂ We strive to provide service to our clients that 
exceeds expectations!  
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Service = Referrals  

 Help them!   Go the 
extra mile.  

 Always return calls 
promptly  

 Always educate and 
calm concerns for 
clients  

 Always have friendly 
and warm staff….so 
important!  

 Send cards as 
needed(condolences, 
get well, congrats)  

 Advisors need to 
invest in their 
education  

 Tax Planning – being 
Proactive, not 
Reactive  
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Initial Meetings = Referrals  

◂ TELL THEM the 1 st appt is only to gather data  
◂ Gather information – Goals, Needs, and 

Worries  
◂ Build trust and show knowledge  
◂ Focus on taxes, estate planning, and social 

security topics first – investments last  
◂ Discuss fees, services, and referral expectation  
◂ Goal of the 1 st appointment is to make a 2 nd  

appointment!  
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Initial Client Interview  



“  Bring your authentic self to 
the table.  Authenticity 
builds trust . Tru st  is  a t  t h e  
h e a rt  o f a n y su cce ssfu l 
re la t io n sh ip . - Ca rla  Ha rris  
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Client Reviews = Referrals  

◂ “How is your health?  Cash flow?  Any major 
changes lately?”  

◂ Economic overview and tax law updates  
◂ Results of their portfolio – discuss any 

upcoming changes  
◂ Have any “action items” been completed 

since last meeting?  
◂ Talk about upcoming client events  
◂ ASK for referrals – “Do know anyone who 

could benefit from our services?”  
25 

Serve and Protect your existing book  



Marketing Calendar = Referrals  
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Serve and Protect your existing book  



Want big impact?  
Focus.  
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Focus  
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Avoid Distractions  

Technology  
 
Social Media  
 
Multi -task less  
 
Daily business activities  

Visualize your goals.  
Then, write them down.  

How many new clients do you 
want next year?  
 
How many client events should 
you hold?  
 
How many client reviews do 
you need to conduct in the next 
3 months?  

Take Steps  

Now implement them…one at a 
time.   
 
Keep reviewing your process 
and goals.   
 
Stay Determined - Don’t leave a 
goal unfinished before you 
move onto the next.  



Invest in Your Staff  

You are only as great as your 
team .  You can teach anyone 
anything… except how to 
care for people . 

Th is  p ro g ra m  is  sca la b le  u p  o r d o w n . 

2 Ad viso rs  

3 P a rt  t im e  a ssis t a n t s  –  

  Ea ch  w o rk 2-3 d a ys w e e k 

 
 

  



Invest in Yourself  

Find energy sources in 
people and programs so you 
can stay focused.   
 

 

  



Place your screenshot here  
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2-DAY FINANCIAL  
ADVISOR BOOT CAMP  

OCTOBER 18 -19  
LOS ANGELES, CA  

Le a rn  sp e c ific  s t ra t e g ie s  
o n  h o w  t o  in c re a se  yo u r 
re ve n u e  a n d  o p e ra t e  m o re  
e ffic ie n t ly. 

w w w .t h e a p fa .co m   
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2-DAY FINANCIAL ADVISOR BOOT CAMP  

"Not just what to do, but HOW to do it."  
www.theapfa.com  

They focus on office management systems, elite advisor client services, 
business growth and education for advisors.  

 
Don’t be distracted by “what’s new.”  Keep doing what works a little 
better each year.  We have stayed focused in the program since  
2010. Since 2012 we have more than doubled our total AUM book of 
business.  Each year we evaluate and tweak our plan.  

 



“  A vision gap is the space 
between what you are 
doing and what you could 
be doing. - Chris Hodges  
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Q & A  
Questions?  
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Thanks!  
You can find me at  
◂ Alissa @t ru st m o n t g ro u p .co m  
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