
Estate Planning as a 
Growth Strategy
How advisors turn estate conversations into new clients, deeper 
relationships, and reach the next generation.
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WHAT YOU'LL WALK AWAY WITH

TODAY'S TAKEAWAYS

Six things you'll be able to do by the end of 
this hour.

01 Use estate planning as a practical growth lever and a planning 
service.

02 Build digital visibility around estate planning across web, 

search, and social.

03 Use estate conversations with prospects to create urgency 

and trust.
04 Surface gaps, held-away assets, and family dynamics inside 

existing client reviews.

05 Create natural introductions to heirs, trustees, attorneys, 

CPAs, and other COIs.
06 Launch a simple, repeatable 30-day estate planning 

campaign.



Estate Planning Checklist & Email for Clients &  Prospects Coming 
Your Way!



STRATEGIC SETUP

A GROWTH LEVER, NOT A SERVICE

Estate planning answers the three growth 
questions every advisor is already asking.

01 · PROSPECTS How do I start better conversations with 

prospects?

02 · CLIENTS How do I create more value for the clients I 

already have?

03 · FAMILY How do I stay connected to the family before 

assets transfer?



STRATEGIC SETUP

WHY ESTATE PLANNING CUTS THROUGH

Clients may dodge fees and 
performance. They rarely dodge 
family.
Estate planning connects to what clients actually care about — 
family, privacy, legacy, clarity, and protecting the people they 
love.

Family Privacy Legacy Clarity Protection



STRATEGIC SETUP

THE ADVISOR GROWTH FLYWHEEL

One conversation. Five places it pays off.
01 Prospect acquisition A high-trust reason for new prospects to engage you first.

02 Client retention Value beyond portfolio management — clarity, structure, peace of mind.

03 Wallet-share discovery Held-away assets, titling issues, beneficiary gaps, liquidity needs.

04 Next-generation Meet heirs and trustees long before the wealth transfer happens.

05 COI collaboration Natural reasons to work alongside attorneys, CPAs, and business advisors.



STRATEGIC SETUP

LIFE EVENTS THAT TRIGGER CONVERSATIONS

Every life event is a reason to ask: does 
the plan still match the life?

New child or grandchild Retirement Business sale

Blended family Divorce or remarriage Aging parents

Charitable intent Liquidity event Move to a new state

Death or illness in family Sale of real estate Sale of business interests

When a prospect says "we already have a plan," that's where the real conversation starts — when was it created, who is named, are the assets titled 

correctly, is the successor trustee still the right person?



DIGITAL FOUNDATION

THE CAMPAIGN BLUEPRINT

Eight assets, one connected campaign.

01

Website Page

A dedicated estate planning 

page with clear CTAs.

02

Google Profile

Add estate planning as a 

service for local discovery.

03

Checklist

A downloadable readiness 

asset that lives everywhere.

04

Email Series

A multi-touch nurture 

sequence for clients and 

prospects.

05

Social Posts

Question-led posts that invite 

engagement, not pitch.

06

Event QR Code

Physical-to-digital bridge at 

seminars and dinners.

07

Follow-Up

Workflows tuned to how the 

lead actually engaged.

08

Meeting CTA

One clear next step on every 

surface.



CAMPAIGN ACTIVATION

Make Estate Planning a Cornerstone of Your Webiste



CAMPAIGN ACTIVATION

Make Estate Planning a Cornerstone of Your Webiste



DIGITAL FOUNDATION

THE ESTATE PLANNING PAGE

What every advisor's estate planning page 
should answer.

Who the service is for When someone should review

How you coordinate with 
attorneys & CPAs Common triggers for a review

FAQs (good for AI search) Earned media mentions

PRIMARY CTA

Schedule an Estate Plan Review

SECONDARY CTA

Download the Estate Planning 
Readiness Checklist



CAMPAIGN ACTIVATION

Add content on Estate Planning Topics at least Quarterly 



FMG Has Estate Planning Emails, Social Posts, Interactive Content



CAMPAIGN ACTIVATION

Use Interactive Content to Start Conversations



DIGITAL FOUNDATION

Google Business 
Profile

ACTION ITEM

Add estate planning to the 

services section of your Google 

Business Profile so local 

prospects can discover the 

firm.



PROSPECTING

THE CONVERSATION LADDER

Five questions that move a prospect from 
awareness to action.
01 · AWARENESS "Have you created an estate plan?"

02 · REFLECTION "When was the last time you reviewed it?"

03 · DIAGNOSIS "Do you know who is named, how assets flow, and whether anything is outdated?"

04 · 
COORDINATION

"Should we involve your attorney, CPA, or other professionals?"

05 · ACTION "Let's identify the next step — create, review, or update."



PROSPECTING

FIVE PROSPECTING PLAYS

A short script for the five conversations you 
should already be having.
The old plan review "If your estate plan is more than three to five years old, it may be worth reviewing."

The new grandchild 
review

"Has your plan changed since your family changed?"

The business owner 
review

"What happens to the business if something happens to you?"

The second marriage 
review

"Does the plan protect your spouse and your children the way you intend?"

The aging parents 
review

"Do you know who is making decisions, where the documents live, and how the assets are titled?"



PROSPECTING

QR CODES FOR LIVE EVENTS

Print-to-pipeline. One scan, one next step.

WHERE TO USE THEM

· Seminars & lunch-and-learns

· Corporate & teacher presentations

· Client appreciation dinners

· Community events

· CPA or attorney partner events

WHERE THE SCAN GOES

· Estate planning landing page

· Checklist download

· Meeting scheduler

· Event registration

· Direct contact form

"Scan to see if your estate plan is still up to date."



CLIENT REVIEWS

THE CLIENT REVIEW REFRESH

The seven questions that turn a quarterly 
review into a planning conversation.
01 Do we have copies of your current estate documents?

02 When were they last updated?

03 Who are your trustees, executors, agents, and beneficiaries?

04 Are those people still the right people?

05 Are your major assets titled correctly?

06 Are there assets outside our view that should be considered?

07 Have family, tax, residency, or asset details changed since drafting?



CLIENT REVIEWS

THE EXISTING PLAN AUDIT

Most clients haven't read their plan in years. 
This is the workflow.
01 Ask the client to upload or provide existing documents.

02 Use Ester® to extract and summarize the plan.

03 Review key roles, dispositive provisions, trusts, beneficiaries, and 

funding.

04 Identify questions for the attorney or CPA.

05 Use the summary as the basis for the next client meeting.

06 Create follow-up tasks for unresolved issues.

ESTER® · ESTATE PLAN INTELLIGENCE

Read complex documents, summarize 

trusts, and turn extracted data into a 

one-page review you can put in front of a 

client.



CLIENT REVIEWS

HELD-AWAY ASSETS, SURFACED

Estate conversations expose what "any 
other accounts?" never will.

Outside brokerage accounts Retirement accounts

Real estate holdings Business interests

Life insurance Bank accounts

Donor-advised funds Family LLCs & partnerships

Trust-owned assets Individually-titled assets to review

Held-away assets show up when a client is trying to make sure their family is protected — not when an advisor asks if there are other 

accounts.



CLIENT REVIEWS

THE SIGNING CEREMONY

Turn an administrative moment into a 
family moment.
WHY IT MATTERS

· Creates a memorable client experience

· Natural way to meet the next generation

· Helps family understand their roles

· Positions you as the family's financial quarterback

· Turns a document task into a relationship moment

· Earns introductions before a crisis happens



CAMPAIGN ACTIVATION

PICK THE RIGHT ANGLE

Six headlines that earn the click — pick one 
and run the campaign around it.
01 Is your estate plan still up to date?

02 What your family needs to know before it's too late.

03 Estate planning mistakes that create family stress.

04 Preparing the next generation for wealth.

05 What happens to your assets if something happens to you?

06 When should you review your estate plan?



CAMPAIGN ACTIVATION

THE CHECKLIST, EVERYWHERE

One asset. Seven surfaces. Every touchpoint 
connects back.

Website page Landing page Email campaigns

Social posts QR code coasters Client review follow-ups

Signing ceremony follow-ups



"You may have an estate plan — but 
does it still reflect your family, 
assets, andwishes today?"



CAMPAIGN ACTIVATION

Live Webinar on Estate Planning. Your secret growth 
strategy



CAMPAIGN ACTIVATION

Post Replay on Social Media + Youtube 



CAMPAIGN ACTIVATION

But What Results Can You Expect with a Webinar?

Over 18-24 months:

● 1,000 people registered
● 40% attended
● 8-10% reached out

Results:
● Generated 9 new client households
● $11 Million AUM
● $12,000 ad spend 

First webinar ONLY had 10 people on it! 

Source: https://altruist.com/podcasts/the-unexpected-tool-that-led-to-millions-in-aum-with-isaac-presley/



CAMPAIGN ACTIVATION

Tip: Create a LinkedIn Event Page To Invite New Leads

Why This Works:

● Advance Search function

● Can still host via zoom

● You can invite people 
directly from LinkedIn - 
without their email address!



CAMPAIGN ACTIVATION

FMG’s “Do It For Me” Program Helps with Events!

How It  Works. We:

● Provide fully fleshed out event
● Create Email templates
● Push Follow up emails
● Create Landing page to collect 

registrations
● Help with everything you need to 

know to host a successful event! 

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


CAMPAIGN ACTIVATION

FMG Creates Slides for You 



CAMPAIGN ACTIVATION

FMG Built-In Event Tool



CAMPAIGN ACTIVATION

FOLLOW-UP WORKFLOWS

Match the response to how the lead actually 
engaged.
REGISTERED, 
NO-SHOW

Send the replay and a soft re-engagement.

ATTENDED LIVE Send the checklist and a meeting CTA within 24 hours.

DOWNLOADED 
CHECKLIST

Drop into a four-touch educational nurture sequence.

ASKED A 
QUESTION

Personal advisor follow-up — not a marketing email.

EXISTING CLIENT 
ENGAGED

Schedule an estate review on the next quarterly cycle.



CAMPAIGN ACTIVATION

THE 30-DAY LAUNCH PLAN

Four weeks. From a blank page to booked 
meetings.

WEEK 1

Define

Choose audience
Pick your angle
Define the CTA

WEEK 2

Build

Build the page
Write emails & social
Finalize checklist

WEEK 3

Promote

Email push
Social cadence
Events & COIs

WEEK 4

Convert

Host the event
Run follow-ups
Measure meetings booked



LIVE Q&A

Q&A
Bring your questions. 

Tell us what you'd run on Monday.



CLOSING THOUGHT

Estate planning isn't just a 
planning conversation. It's a trust 
conversation — and trust is what 
creates growth.
THANK YOU · FMG × WEALTH.COM
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Want to see how FMG 
can help you with all this 
in 2026?

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

mailto:Marketing@fmgsuite.com

