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FMG is the only all-in-one compliant marketing solution for 
financial advisors. We make email marketing a BREEZE 
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#1 in Digital Marketing
13 Advisor Software Survey (2024)

Practice Management Solutions 
Provider of the Year
Wealth Solutions Report (2024)

Top in Customer Satisfaction
13 Advisor Software Survey (2024)
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#1 in Customer Satisfaction
Four Years in a Row
MarTech Breakthrough Award
(2019-2022)

Technology Providers
Marketing Automation
WealthManagement Industry 
Award (2022)

Social Media
Leadership
WealthManagement Industry 
Award (2022-2023)

Best Social Media
Distribution Software
MarTech Breakthrough Award
(2021-2022)

Susan Theder
Executive Leadership
ThinkAdvisor Luminaries
(2022)

Samantha Russell
Thought Leadership
ThinkAdvisor Luminaries
(2021)

DEI Focused Workforce
Diversity for Social Impact
Certification (2022)

Women Friendly
Workplace
Diversity for Social Impact
Certification (2022)

Best Overall
Fintech Mobile App
MarTech Breakthrough
Award (2022)
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Communications  
Checklist Coming 
Your Way!



Consistent 
communications are 
integral for… Client 
retention AND lead 
generation
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Source: 2024 Ycharts Survey 

9⃣ out of 🔟 clients consider their advisors' 
communication frequency and style when 
deciding whether to retain their services + 
make referrals 

Yet about half (47.1%) of surveyed clients wish 
their advisor would contact them more 
frequently



88
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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Client Communication is KEY to Organic Growth 
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And Email is the form most clients want…. 



Start By: Building a Quality Email List 
#1

Communications Workshop



Source:  https://www.madisonfpg.com/estate-planning -Guide/Download available for FMG Customers to add 
to your website 

97% of Website Visitors do not convert - capture them!

https://www.madisonfpg.com/estate-planning
https://www.madisonfpg.com/estate-planning
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FIRST: 
● Collect prospect emails on your site

THEN:

● Email them over time valuable, 
educational, TIMELY content that is 
HELPFUL

● Gets even more effective if you have 
a niche

Drip Email
Marketing

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
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Once you have a prospect’s email: 
● Send weekly, bi-weekly or monthly (at a 

minimum) emails to stay top of mind

TIPS:

● These are NOT sales emails

● Each email should show them the value 
you would provide to them as their 
advisor in some way - the more specific 
to them, the better 

Drip Email Marketing



2. Add them to your CRM 
clients list

3. Add to any other 
relevant CRM groups 

Source: FMG New Client Welcome Email Series

You should also follow 
the same pattern with 
Clients

1. Add them to a New Client 
Welcome Series
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FMG’s “Do It For Me”
Marketing Program 
Timely Email Open Rate: 70%

Financial Services Average 
Open Rate: 24% 

Timely Content Always Performs Best
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‘Do It For Me’ Marketing

Poll: 
Would you like 
to learn more 
about DIFM?

https://difm-calendar.fmgsuite.com/dl/april
https://difm-calendar.fmgsuite.com/dl/april
https://difm-calendar.fmgsuite.com/dl/april


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



Build Your Email List with LinkedIn Events

● Create an event for 
each individual 
webinar or in person 
event

● You can invite people 
directly FROM linkedin 
and they REGISTER 
from Linkedin

● Connected to 500 Nike 
employees? Filter and 
invite them all 

● You can still use ZOOM 
to host

Source: 
https://www.linkedin.com/company/cordant-wealth-partners/

https://www.linkedin.com/company/cordant-wealth-partners/


Segment Your Audience 
#2

Communications Workshop





Content: Personalize Your Messages 
#3

Communications Workshop
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Messaging: 
No one cares what you can do. 
They care what you can do for 

THEM. 



 

➡ What is the PROBLEM 
your clients/customers & 
prospects have?

➡ What is the SOLUTION 
you provide to that 
problem?

Stop Talking like an Advisor - Start Talking Like Your Clients



👉Copy and paste the text into 
Word

👉Select the Home tab

👉 Choose Editor, and then go to 
Document stats

👉A dialog box will appear letting 
you know Word is calculating your 
document stats. Choose OK. 

→ You want to be at a 6th - 7th 
grade reading level!

Flesch–Kincaid 
Readability Tests
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● Average person receives 100 emails a day
● Stand out by personalizing messages
● Use contact's first name in subject line or 

body
● Segment email lists based on 

demographics 
● Tailor content based on preferences and 

interests

The more you 
personalize, the better 
success you will have
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How to know if your emails are good? Monitor These KPIs

● Open Rate: 24% avg in Fin 
Serv

● Click Through Rate: 
Financial Services 
Averages 2.5% 

● Bounce Rate: Below 2%

● List Growth Rate: Aim for 
1-3% per month 



Get more opens with Great Hooks
 (Subject Lines)

#4
Communications Workshop
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AI can help!
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Clients/Prospects with Kids in College
Subject Line: Top 10 Money Mistakes College Students Make

Clients/Prospects who are ~5 years from Retirement
Subject Line: Top 10 financial mistakes retirees wish they wouldn’t have made

Clients/Prospects who Receive Social Security
Subject Line: This is how Much Your Social Security Check will increase this year

Clients/Prospects who work at Public Tech Companies: 
Subject line: What should you do with your RSUs when they vest? 

The more specific you get, the better success 
you will have
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Automate what you can
#5

Communications Workshop



How Often Should You Email?

33
Source: Morningstar 

You're Probably Not Emailing Enough...
 A recent Morningstar study asked how frequently clients prefer to be emailed. 

This is what they found:

● 30.4% prefer weekly emails.

● 36.6% prefer monthly emails.

● 19.9% prefer quarterly emails.

● 9.4% prefer annual emails. 

So 67%  
Want AT LEAST a monthly 

educational email from their 
advisor!  



 

➡ Round up articles you’ve read, 
podcasts you’ve listened to, etc 

➡ Link to them with your 
thoughts or a summary of why 
clients should care  

A Slam-dunk client 
email newsletter idea



Automation Examples in FMG 
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Source:  FMG Content Dashboard  



Retirement Insight Example and Monthly Market 
Insight Example
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#6#6
Incorporate Texting Into Your Communications

Communications Workshop



Leveraging email and text messaging 
together can Boost Engagement 
Rates 10x 

Source: MailMunch



Leverage meeting reminders
Send reminders 1 week and 24 hours before the meeting 
for best results, and 

reduce no-shows by up to 90%
Create and schedule a template like: 'Hi [Name]! 
Confirming our annual review for tomorrow at [time]. 
Reply YES to confirm or RESCHEDULE if needed.'

Source: EZTexting
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Blend texting with your usual 
outreach methods
Integrate text like you do email—for both 
broad and personalized outreach.

1 to 1 
AND
1 to Many 

MyRepChat Distribution Lists



Send post-meeting follow-ups
Provide clear action items to

see returned paperwork in 
as little as 5 minutes! 

Example: 'Thanks for meeting today, [Name]! 
Summary and action items were sent to your 
email. Remember to sign those beneficiary 
forms!’ 

Source: MyRepChat Internal Data
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https://fmgsuite.com/20-min-consult/
https://fmgsuite.com/20-min-consult/


Want to learn more ? 
Book a time to talk with us →

Meet With Us: https://fmgsuite.com/get-a-demo
 
Questions?  Marketing@fmgsuite.com 

We’re here to help.
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https://fmgsuite.com/get-a-demo
mailto:Marketing@fmgsuite.com

