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The First 20 Days—

Turn New Clients Into
Raving Fans

HAPPENING(LIVE!




What We'll Discuss

1. Launch a repeatable 2. Reduce questions with
new client welcome newsletters and FAQs
series
3. Surveys and check-ins for 4. Personal touches with
feedback events and gifts




"Firms with a structured
onboarding process
experience 50% greater
new client retention.’

(Source: Advisor Growth Strategies)



Content
Giveaway

All registrants will receive:
e Building Client Loyalty Guide

e Client Onboarding
Communication Checklist

fmo
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The First 90-Days

&2

A

Turning New Clients into Raving Fans

Actionable ideas to make client onboarding efficient, consistent,

and unforgettable.

This guide is designed to help financial advisors enhance their client onboarding process.

Every office runs differently - so use these ideas to fillin any gaps, stre:
and uncover new ways to elevate the client experience.
SETTING THE STAGE

Before the First Meeting

f a great client relationship starts before you ever meet. Use
expectations, answer common questions proactively, and create a seamless
new clients they've made the right choice.

Create a Welcome Email Series
Create a welcome email series to introduce your firm, answer questions, and
the following content ideas:

+ Pre-Meeting Email - Send a quick reminder about the upcoming appointn
how to prepare (e.g,, documents, questions).

FAQ Email - Answer common new-client questions and link to your FAQ p¢
easy reference.

Welcome eNewsletter - Create a short email newsletter that speaks dire¢
information your new client should know at this stage. Include visuals like
custom graphics (Canva is a great option). Some ideas:

+ Whatto expect

About your team and who to contact

Client portal information

Billing and statements

Link to your FAQ page on your website

« Share a relevant blog post

FAQ Email - Answer common new-client questions and link to your FAQ p¢
easy reference.

fmg
New Client Onboarding Checklist:

The First 90-Days =uo
ol

Before the First Meeting

O Create new client welcome emails.

O Send a meeting reminder email with key details and what to expect (e.g., first meeting checklist).
O Send a meeting reminder text.

O Record onboarding videos.

O Create and send a custom weleome email (add “what to expect” video).

O Update the FAQ page on your website.

O Prepare a weloome kit with key collateral (e:
access instructions, and required documents).

intro letter, team contacts, process overview,

O Prepare a weloome gift.

O Send a social media connection request (on approved platforms: Linkedin, Facebook, Instagram).

Upe RM. Assign new clients to relevant groups (e.g., client tier, investing stage, niche
segment. Entor any known key data points: birthday, spouse/partner, mailing address,referral
source.

During the First Meeting

O Deliver the welcome kit.
O Deliverthe weloome gift.
O Provide an office tour or a virtual welcome.

O Take detailed notes on goals, communication preferences, personal details, and key milestones.

[e} i i - process and set
O share and have your client complete a new client survey.

O Schedule the next meeting before ending the appointment.




Creating Raving Fans

e Raving Fans - by Ken Blanchard
e Prioritize Customer Service
e Happy Clients > Brand Advocates

New customer acquisition
costs have increased by
almost 50% in the past five
years.

- Hubspot

Research found that existing
customers are 50% more likely

to try new products and spend
31% more, on average,
compared to new customers.

= Forbes


https://blog.hubspot.com/service/customer-acquisition-study?o=73761&t=1578940954&z=196547&sh=1&_ga=2.55216299.1241445799.1578941068-1887897038.1530105100
https://www.forbes.com/councils/forbesagencycouncil/2020/01/29/the-value-of-investing-in-loyal-customers/

How Does This Improve Client Longevity?

Continuous
: Improvement
i o
® Onboarding Perso_nallzed Gathering feedback and
A positive onboarding Experience implementing changes
experience sets the Tailoring the service to demonstrates a
tone for a long-lasting each client's unique commitment to client
client relationship. needs fosters a sense success.
of partnership.
£\ £\ "\ ™\ £
A A T Nl et A
® Client
. . [ i
Satisfaction Proactlve. _ ® Lovalt
Regularly measuring Communication Oyalty
and addressing client Maintaining open and Offering incentives for
satisfaction levels transparent long-term clients
helps retain loyal communication builds encourages them to
clients. trust and confidence. continue the
relationship.



Client Onboarding - First 90 Days
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Before the First Meeting



Everything starts
with your CRM!

Add Contact to CRM

Add to Groups/Tags

Manage Contacts

Manage Groups

Import Your Contacts

K

Import a.csv

Add Contact

®

Sync Redtail
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Sync Salesforce
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Contacts @

Add Contact

O Name
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Sync Ebix SmartOffice
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Pre-Meeting Content Ideas

® Pre-Meeting

Email

Send a quick reminder
about the upcoming
appointment, what to
bring, and how to prepare
(e.g., documents,
questions, portal access).

e FAQ Email

Use the Custom Email
Builder to answer common
new-client questions and
link to your FAQ page for
easy reference.

e Welcome
eNewsletter

Use the Custom Email
Builder to create a short
email newsletter that
speaks directly to the top 5
things they should know.
Include visuals like videos,
team photos, or custom-
created Canva graphics.



Appointment Reminder Email

*This could also be automated if you use a
meeting scheduler like Calendly or Bookings

Scheduled Message

‘ Lisa Middleton

Date
06/10/2024
Time

08:00 am
Frequency

Monthly

Message

Hi ${contact.firstname} just a quick
reminder of our meeting set for tomorrow at
(Time). To confirm, text Confirm. To
decline, Text Reschedule.

143/1600

SAVE

_Select Template

myrepchat

Hi there!

We’re looking forward to seeing you for your appointment, which is
coming up soon. Every meeting is a chance for us to learn more about
your goals, and find ways to support you as you pursue them.

In this upcoming meeting, we’ll look over your financial landscape, and
discuss any questions or concerns you may have. Please make sure to
bring with you any paperwork or other material that might be helpful to
us in this conversation.

If you need to reschedule, please let us know at your earliest
convenience.

See you soon!
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New Client Welcome Message

Welcome to our family!

Hi {Firstname},

We’re honored that you've chosen us to guide you in your financial
decisions. Your goals are at the heart of our business, and we look
forward to learning more about the life you're creating so we can support
you in the best possible way.

We invite you to visit our website to learn more about our services and
enjoy the great educational content we have available on a range of
financial topics.

If you ever have any questions, please don't hesitate to get in touch.



New Client Welcome Sequence

Customize this pre-built sequence to
match your brand and voice!

New Client Welcome Sequence (B0

Emails for new clients along the first twelve months of your professional relationship. Build and establish a strong communication

e Available for all marketing

subscriptions!
Type

Email Sequence

Author

FMG

Keywords
Client  Greeting  Financial

Feedback Ci .

Strategy ~ Onboarding
Relationship
Financial Statements

New Clients

Close

with this sequence.

We’re Here For The Long Haul

Download As PDF Expand Email ¥

REASHOT

Hi {Firstname},
It's official: we're a team! You took a big step by connecting with us, and
we're thrilled to help you go after your financial goals.

Life can move in unexpected ways. In addition to our regular check-ins,
we hope you'll reach out when you experience twists or surprises. The
more we know about your world, the better we can fine-tune our advice
for you.

Remember, you're not alone. Please don't hesitate to reach out with




Ways to Personalize the New
Client Welcome Sequence Series

Get Social

Invite your new clients to follow
you on your Linkedin and
Social Business Pages

Podcast or Youtube

If applicable, invite them to
follow your podcast or YouTube

page!

Use Video

Add a video that introduces
your team and staff

Philanthropy

Talk about organizations near
and dear to your firm and what
you do in the community!

Multimedia

Add value, send an eBook from
the FMG Library

Chief Roll Over Officer

Introduce your four-legged
Chief RollOver Officer




Client

Onboarding
\Videos

Welcome to Our Firm
Meet the Team
What to Expect Next

Portal

Check out our video partner,
Idea Decanter

fmg
Client Onboarding Videos

Video is one of the most powerful ways to connect with new clients and make the
onboarding experience feel personal, simple, and professional. Aim for 1-5 minutes

How to Access the Client

per video to keep attention high and messages clear. Think of this series as a chance

to put a face to your brand—show your warmth, experti
video builds familiarity and trust, helping clients feel at
suggested lineup is below.

Welcome to Our Firm
Create a warm, personal introduction that helps new ¢l
confident they've made the right choice.

Content Focus:
* A brief “thank you” for becoming a client
* A quick intro to who you are and your firm’s mission|
* What clients can expect next
* Reassurance that they have a trusted team suppor|

Tone: Friendly, approachable, confident

Meet the Team
Put faces to names and clarify who does what — maki
accessible and personal.

ContentFocus:
* Introduce key team members and their roles — e.g.|
and financial planning
* Explain when each person may reach out or how thi
* Emphasize collaboration and responsiveness

Tone: Personable and team-oriented — think “you're in|

fmo
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What to Expect Next (Onboarding Overview)
Set expectations for the onboarding journey and eliminate confusion about what
happens after the first meeting.

Content Focus:

« Outline the steps for the first 90 days (e.g., paperwork, next meetings,
communications)
Mention how clients can reach you between meetings
Encourage them to look out for follow-up emails, FAQs, or onboarding materials
If applicable, briefly highlight the client portal or any digital tools

Tone: Clear, reassuring, organized

How to Access and Use the Client Portal
Demystify technology and empower clients to navigate their accounts easily.

Content Focus:
« How tolog in
« What they can view or update
« How to find performance reports, statements, and resources
« How to reach the team for technical support

Tone: Supportive and instructional
Pro Tip: Upload and share your videos directly through FMG — easily embed them in

emails, showcase them on your website, or post them to social media to boost
reach.

Need help using your marketing tools?

Contact FMG's customer support team at 858-251-2420.




Before the First Meeting

O
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Create/customize/save onboarding email templates and sequences
(outlined in this checklist) for easy sending in the near future.®®

Update your CRM. Assign new clients to relevant groups (e.g, client tier,
investing stage, niche segment). Enter any known key data points:
birthday, spouse/partner, mailing address, referral source.

Send a meeting reminder email with key details and what to expect
(e.g. first meeting checklist).*®

Send a meeting reminder text via MyRepChat.
Record onboarding videos. (Download video ideas)
Create and send a custom welcome email (add “what to expect” video)®

Prepare a welcome kit with key collateral (e.g, intro letter, team
contacts, process overview, access instructions, and required
documents).

Prepare a welcome gift.

Send a social media connection request (on approved platforms:
LinkedIn, Facebook, Instagram).

17



During the First Meeting



During the First Meeting

Gl CE ) B

Deliver welcome Kkit.
Deliver welcome gift.

Provide an office tour or a virtual welcome.

Take detailed notes on goals, communication preferences, personal
details, and key milestones.

Review your client experience - process and set expectations.

Share and have your client complete the new client survey.
(Download sample survey)

Schedule the next meeting before ending the appointment.

19



After the First Meeting



Update CRM

(add/update contact to applicable groups)



Following Up After
an Appointment

Email in the Content Library

Customization Ildeas:

e Link to a FAQ page

Encourage them to follow you on social
media

Provide client portal details

Video about next steps

Introduction to other services provided
New client survey

Hi {Firstname},
Thank you for making time to meet with us. It was great to see you and
hear more about your current needs and goals.

If there’s anything else | can help you with, or if you have some follow-up
questions that come to mind, please feel free to reach out to me anytime.

I look forward to being in touch with you again soon.

22



FAQ Example on an FMG Website

FAQ pages are great way to boost AEO

Galli Financial

FAQs

What Should | Consider When Choosing A Financial Professional?

When selecting a financial professional, there are many key factors to consider, including evaluating their qualifications, investment approach, accessibility, and professional network that

can help you pursue your financial goals.

INRA

Key Considerations:
CY\OC K

f m o You are viewing a praview location
J

23
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&4 Email >
@ social > We know staying in touch with your clients is important.
(] Events > From birthdays to the holidays, we'll handle all your printed
- card needs. For one inclusive price, we'll print and mail your
greeting cards for you, whenever you need them.
& Pprofile >
¥ Contacts >
EXTRAS Thank You 3 Greeting Card History
@ Help >
G Thank
lfH“(So{v(mn THANK
Ove Jomeone
ks | YOU
o0 Our Team /)
.\'\‘-":\. ‘.' f4(i

*
"

THANK YOU THANK YOU THANK YOU THANK YOU







Keep the
conversation

going...

Host an event

Turn on marketing automations
Send client satisfaction survey
Book meetings in advance
Request a testimonial

(if permitted)

We'd love to hear your
feedback.

It's been a pleasure getting to know you over the past few months. Your input
helps us refine our process and deliver an experience that supports your
goals.

How satisfied are you with your experience with us so far?
O Very satisfied

O satisfied

O Neutral

O Unsatisfied

O Very unsatisfied

Do you feel our icati ings, emails, updates—has been

clear and timely?

O Always

O Most of the time

O Sometimes 7

O Rarely

To:
Which of the following have been most valuable to you so far?  From:
Select all that apply:

O Market update emails or videos Add contacts
O Financial planning advice/strategy meetings

O Educational resources (checklists, eBooks, webinars)
O Personalized portfolio insights

O Other (please specify):

Invitation goes out

What could we do better to enhance your experience?

Landing page with registration
formis created

You're invited
toa C|ient Registrations are collected
appreciation event

When A social post gets triggered

Where
A reminder email sent the

day before the event
RSVP

Event is a success!

I

Do

I«






Recommended Content:
November



10-Minute
Marketing Calendar

Suggested content and direct links
to easily find and use recommended
content

Includes content recommendations for:

Email marketing
Automation marketing
Social posts
Downloadables

And new Canva templates

You can now find it in the
Content Library!

10-Minute Marketing Calendar

November 2025

Review the content below to decide which pieces you'd like to use.

Calendar Key

Automation Canva Downloadable Email Social Web Content
1
Honoring Military Famili...
2 3 a 5 6 7 8
y i g Ameri.. ~C.. Financial M. y Estate Strategy Email S...
National Family Caregi... Strategies forManagin..  Caring for Aging Parents

9 10 n 12 13 1 15
Healthcare.gov OpenE..  Veterans Day 3 e g Financial :lif..  Estate Strategy Email S...

Weekly Market Insights  Honoring VeteransDay  Glossary of Scam Terms  National Adoption Mon... | Life Insurance at an Earl..
16 7 18 19 20 21 2
cia.. Weekly i Your ia g Socia... YourEst.. ~Chart of the Month Charitable Giving Socia...
Video of the Month Estate Strategy Email S...




Content Planning

Holidays/Observances

e Thanksgiving

(Email, Social, Instagram)

e Veterans Day

(Email, Social, Card, Instagram)

e Native American Heritage

Month

(Email Sequence, Social, Social

Sequence, Instagram)

Email

% J-MITCHELL
& ASSOCIATES

Hi {Firstname},

Perhaps this year, more tha
appreciate what we have —
connection. These gifts are

| also want to thank you for
professional and for allowin
atrust | never take for gran
Although this holiday may &

beautiful memcries. | wishy
holiday season.

Jami

4

<1
[

0l

Hi {Firstnams),

4 This November we oslebrate and honor Native American Hertage
5| Month. First authored by Jerry C. Eliot-High Eagle in 1676, the event

was announced by President Ronald Reagan in 1888, then expanded
from a ek to the ful month of November by President George H. W

pd  Bushin 1690.

Native American Heritage Month is an incredible opgortuniy 1o
recognize and affirm Indigenous cutures in America and their
contributions to this nation. Keep an eye out for local and national fim
festivals, books, shor story anthologies, art exhibitions, publc
television specials, and museum events near you.

Wishing you 3 happy Native American Hertage Month.

James Mitchell

Social

4™ Social Profile Name

Celebrate and honor the rich ancest §

") Social Profile Name

Americans this month.

AMER] W@ R

[~ Novenie \ Happy
.......................... : :
trtttett] | | P59

4“ 7./ twho have bravely
o

//17

Greeting Card

-
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}&,
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_%7t
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PROUD TO "/}' 4 Fn{:

mﬁ’!
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New Content

Retirement Income Savings
Interactive Calculator

This interactive calculator offers native
functionality for easy updates and an
intuitive user experience.

It can be shared directly with prospects
and clients, helping drive lead generation
through personalized narratives and a
unique, shareable URL.

Coming Soon!

Are You Ready
for Retirement?

Take control of your finances with our comprehensive retirement
calculator. In just a few minutes, you'll discover whether you're on
track to retire comfortably—or if it's time to adjust your strategy.

Your Current Situation
I'm years old and want to retire at
, and I'm currently saving $

% of my income). I've already saved $

Your Retirement Vision
I'll need 75

expect my retirement investments to grow at

. My current annual income is $
each year for retirement (

for retirement.

% of my current income in retirement to maintain my desired lifestyle. |

% annually.

31
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Elevate Your Marketing for
an Impactful 2026



An award-winning marketing suite.
Built just for you.

#1in Content for #1in Lead Capture for #1in Social Media &
Digital Marketing Tools Digital Marketing Tools Text Archiving Tools

)
T3 Advisor Software .;

av Ve
‘ T3 Advisor Software .
g ‘ 2025 Survey v

av L 78
‘ T3 Advisor Software .
‘.‘ 2025 Survey v

A“
‘.‘ 2025 Survey

-« - “«
. Practice Management Tob i Cisstoner
\y #1in qultal N ' Solutions Provider \¢ :utis foction +*
o/ Marketing \e ~ of the Year Ly ~ Y
" T3 Advisor Software .' “ Wealth Solutions .' ‘. ‘ ‘ .'
.~ Survey 2024 ‘. .‘ Report 2024 ‘. RSN <

Our expertise is showing off yours.



‘Do It For Me’ Marketing

e Monthly content marketing plan with
customization tips

e Your own dedicated Marketing
Concierge

e Increase client engagement, drip on
prospects and COls

e Take the heavy lifting off your plate

e 5-star content exclusively written by
Sam & Susan

4 \ ¥
Susan Theder . I Samantha Russell

CMO/CXO0, FMG Chief Evangelist, FMG

Do It For Me Calendar
January 2025

M = email Ml s: social media

sun Mon Tue
s O
s: National Financial W..
u 13 m
5:A $172 Billon Mistake ]

19

=
e e o

7 s [
‘- Monthiy Marketinsig...| 5: Are You T0o Young fo...

DIFM
January
2025 Video

Calendar Key

Optional social media slog M A FMG automation
) ™y " sat
i 2 3 4
S-Remagining Resolut_

Recommended Content

Blogs Social Posts

January 1. Innovative New Year' s Financiol and Personal January 2025 DIFM General Social Sequence
Growth Strategies for 2025 ?

January & Focus on Life's Positive Moments

January 15:10 Facts You May Not Know About Social Securit

Jonuary 18: Unlock the Full Power of Your Credit Card Points

Jonuary 20: Martin Luther King Jr. Day,

Emails
January 23 What's Going.on with Non-Competes

Jonuary2. Year's Resolut
Personal Growth Strategies for 2025 - Clients and Prospects

ol T January 2025 DIFM Financial Social Sequence

el st e LS o Januarn ining Resolutions: Smart Financial Goals for 2025 >
s S D e ) rarmiumms Seat Evon as Infation £ases
January 16: 10 Surprising Facts You May Not Know About Social e

Security - COls

January 9: Are You Too Young for an Estate Strategy?

Jonuary 13: A $172 Billion Mistake

FMG Automation

Jonuary 16: 10 Facts You May Not Know About Social Securit

Monthly Market Insights - Social Post and Emai Around the 7th of January 28: New Bill Increases Social Security
Each Month

January 30: Top 5 Gen 2 Financial Mistakes
Video of the Month - Email Only: Third Weok of Each Month




Want to learn more?
Book a 20-minute consult —

Questions? Marketing@fmgsuite.com



mailto:Marketing@fmgsuite.com

