
1





We Want to Hear From You!

We will randomly 
choose people who 
ask questions or 
leave comments to 
win fun swag!
→ 
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Customer 
Case Study: 
Drucker Wealth
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How Did They Do It?
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Step 1: Build a Page that Answers Questions 
Your Target Audience is Asking
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More is More - Be as Specific as Possible! 
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How FMG Helps

Blog & Website 
Content That 
Keeps You 
Relevant
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Step 2: Add an overall FAQ page to your site, 
plus FAQ widget to the bottom of other pages
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How FMG Helps

Automatically Add:
FAQ Sections & 
Schema Markup
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Step 3: Add a Lead Capture to the Page
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How FMG Helps

1. Choose any of 
our pre-made 
guides →
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How FMG Helps

1. Choose any of 
our pre-made 
guides →

2. Add your logo

3. Put on any page 
of your site!
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Step 4: Display Client Testimonials
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1. Reviews are a “trust” signal. 
REAL people have used this 
business. 

2. The language clients use in the 
review gets “tied” to your 
brand

3. The more you are mentioned 
along with certain keywords, 
the more you will be “known” 
to AI for those words

Why AI Tools Lean on 
Reviews:





● Ensure everyone has an equal 
opportunity to share feedback

● Use a consistent and unbiased 
approach

● Ensure client has provided 
permission to share their 
testimonial

● Maintain a record of the 
process
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Do: Don’t: 

● Ask only your favorite clients

● Tell your clients what to write or
      encourage only positive responses

● Engage in any form of 
review-gating

● Offer or imply compensation*



Have A Process. 
Write It Down.
Prove You Followed It.

Compliance Considerations
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Visibility Creates Trust 
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Compare Your First Impression of This…
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Vs. This….
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Or This….
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AI Search Leans Heavily on
Linkedin
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Make Your Plan For 2026
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How FMG Helps

Choose from 
Automated Social 
Campaigns
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How FMG Helps

Stand Alone Posts 
Designed for 
Engagement
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How FMG Helps

Or Customize any 
post with MUSE, 
our AI Tool 
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Most Important: Follow The 80-20 
Rule👇👇

For every 1⃣ thing you post on social media, 
Comment on 5⃣ others’ posts.



1. Don’t just say “great post!”. Add something of value  

2. Don’t comment on the same people’s posts every 
week - choose new 2nd or 3rd degree connection 

3. Pro Tip: If the comment gets a lot of engagement 
on its own, that’s a clue that it would make for a great 
stand-alone post on your own page 

What Does Daily Engagement 
Look Like?

Choose 5 Posts To Comment On: 
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1. Send a DM to someone who left a comment on your 
post thanking them for taking the time 

2. Invite a SME to join your podcast, a webinar, or 
other event

3. Send invites to an event your hosting 

4. Send messages to someone mentioning content 
they posted and how much value you found in it

5. When someone connects with you - send a follow 
up messages saying “hello”. 

How To Use DM’s Strategically
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Source: Kitces Research Report, 2022  https://www.kitces.com/blog/advisor-marketing-strategy-client-acquisition-cost-efficient-marketing-time-dollar-cost/

😬
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Make Your Plan For 2026

📰

💧

⌚

⛳
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FIRST: 
● Collect prospect emails on your site

THEN:

● 2x month send valuable, educational, 
TIMELY content that is HELPFUL

● Gets even more effective if you have 
a niche

How FMG Helps:

https://www.thrivefinancialplanning.com/p/tax-planning
https://www.thrivefinancialplanning.com/p/tax-planning
https://www.thrivefinancialplanning.com/p/tax-planning
https://www.thrivefinancialplanning.com/p/tax-planning


Build Your Email List with Social Media 

1. Post a preview of what you 
talk about in your emails

2. “If you want to get more 
content like this - sign up for 
our newsletter”

3. I recommend doing this at 
least 2x month

4. If someone engages on your 
posts, send them a personal 
invite via DM 

Source:https://www.linkedin.com/posts/callie-cox



Full Communications Checklist 
In The 2026 Marketing Guide!
→
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Source: Kitces Research Report, 2022  https://www.kitces.com/blog/advisor-marketing-strategy-client-acquisition-cost-efficient-marketing-time-dollar-cost/

😬
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A Great Advisor Example:

This event lead to 2 new 
client relationships! 
 

This is image was added to 
the “events” section of the 
from the advisors’ website.
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A Great Advisor Example:

Gift Wrapping Event For 
Clients
 

This is a great idea being 
excecuted from FMG’s 
“DO IT FOR ME” Marketing 
Program!



4747

Event Builder: 
● Everything you need to setup and 

promote your event digitally

Promotions & Registrations:

● Easily add event to website
● Build landing page
● Send invites to your lists
● For webinars: we even provide the 

slides!

How FMG Helps with Events:



Full Event Checklist BluePrint 
In The 2026 Marketing Guide!
→

 



Want to see how FMG can 
help you with all this in 2026?

Book a 20-minute consult →
 
Questions?  Marketing@fmgsuite.com 
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mailto:Marketing@fmgsuite.com

