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Who Is FMG? An award-winning marketing suite.
Built just for you.

Our expertise is showing off yours.



The way your prospects research and discover has changed



In the world of AI Search, an ICP is more important than ever

YOU'RE PROBABLY THINKING…

"I don't have an ICP. I serve high-net-worth families with complex planning, tax, and estate 
needs. That's pretty much everyone with money."

HERE'S THE REFRAME

Your firm serves all kinds of families. Your marketing can't. ICPs are for marketing purposes, not service 
purposes.

This step has three pieces

Your ICP and entry points Most successful RIAs serve broad HNW. So you need entry points: the moments and life 
events that bring HNW families to you in the first place.

Your value prop If you can't say in one sentence what makes you different, your clients can't refer, your COIs can't 
position you, and your content can't stand out. AI definitely won’t know who to send your way. 

Your conversion infrastructure Website that converts in 30 seconds. CRM that captures leads. Sub-5-minute response time. Skip this 
and every ead leaks out.
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So who's MY ICP?
Ask yourself: What was the triggering event that made them walk in the door?

Your ICP is not who your clients ARE today. Your ICP is the pain point  
they have in common that made them reach out. .

Common entry points (where your top clients came from):

Liquidity event: business sale, IPO, RSU vest Inheritance: just received $5M+

Death of a spouse or parent Caring for an aging parent (sandwich generation)

Divorce: financial life rebuild Concentrated stock exposure from job comp

Job change with equity package decisions Approaching retirement (3-5 years out)

Real estate sale, especially primary residence Becoming a business owner (practice purchase)
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Example:

https://druckerwealth.com/who-we-serve/born-after-1970s


Example:

https://www.myauralegacy.com/services


Most firms claim three ICPs they can't actually fund.
Pick fewer ICPs. Treat each one like the only thing that matters.

1 Three is the max. One is best to start.
If you have five 'ICPs,' you have no ICPs. You have a list of demographics. Three is the operating ceiling. One is right for a firm that's never done 
this.

Each ICP needs its own everything.
Three ICPs doesn't mean three bullets on the about page. It means three landing pages, three content streams, three COI lists, three follow-up 
sequences.

ICPs are additive, not parallel.
Nail one ICP first (12 to 18 months). Prove it works. Then layer in the second. Trying to build three at once means none compounds.

Share infrastructure, not messaging.
Your CRM, tech, and team can serve multiple ICPs. Your homepage, content, and COI strategy can't serve 'everyone' without becoming 
forgettable.

Scalable Organic Growth for Large RIAs
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Your online presence now has 2 audiences.

🤖  Audience 1: The Robots

AI tools like ChatGPT, Claude, and Gemini scan your 

entire digital presence before any human ever sees 

your website.

They're deciding right now whether to recommend 

you to a prospect — based on signals most advisors 

don't know exist.

👤  Audience 2: The Humans
Once a prospect sees your website or linkedin, etc  

you have <5 seconds.

They need to instantly see that you understand them 

that you work with people just like them, speak 

their language, and have solutions to their 

problems. 

What converts them is completely different from 

what got them there.

→



Are you Invisible to AI? Find Out 👇



fmg  What AI is actually scanning for.

✗  AI CANNOT CITE THIS

"We help clients achieve their financial goals through 

personalized planning. Our team is passionate about 

serving families at all stages of life. Contact us today to 

start your journey."

✓  AI CAN EXTRACT AND CITE THIS

"Should I take Social Security at 62 or 70?

For most physicians in their 50s with a spouse still 

working, waiting until 70 adds $2,200/month in lifetime 

income. Here are the 3 questions that actually determine 

the right answer for your household."



fmg

Source: FMG AEO Score Tool fmgsuite.com



fmgLet’s See It In Action

Source: FMG AEO Score Tool fmgsuite.com



fmgWhat You Get

Source: FMG AEO Score Tool fmgsuite.com



fmgSentiment is so important - and AI mostly uses Reviews & Testimonials to measure it

Source: FMG AEO Score Tool fmgsuite.com



fmgHaving an (ICP)  Ideal Client Profile is HUGE. Be crystal-clear on who AI should recommend to you

Source: FMG AEO Score Tool fmgsuite.com



fmgGet your Full Score Breakdown 

Source: FMG AEO Score Tool fmgsuite.com



fmgAt the End, You’ll be Given Quick Wins, Including How Long It will Take to See Results for Each

Source: FMG AEO Score Tool fmgsuite.com



fmgEven without your Score, Here’s What You Can Do This Month: 

Quick WinClaim your Google Business Profile

Go to google.com/business. Claim, verify, add photo, hours, and specialty.

Quick WinRewrite your LinkedIn headline

Format: Name, Credential® | [Niche] for [Who] | [City]. Example: " Financial 

Planner for Tech Executives | Austin, TX"

Quick WinAdd an FAQ page to your website

10+ questions written how clients actually ask them. Answer in the first 

sentence. This is the highest-leverage content fix available.

1–2 WeeksConvert your media appearances to text

If you have radio, podcast, or video appearances with no transcript — 

publish them. Audio AI cannot read; indexed text AI can cite.

1–2 WeeksRewrite your About page for AI + humans

Remove the credential list. Add: who you serve, what problem you solve, 

what makes you different. Make it first-person and specific.

OngoingBuild your review presence across platforms

Start with getting testimonials - use Testimonial IQ to build a process that is 

compliant and automated. Then add to your marketing materials & website

fmgsuite.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 

22

mailto:Marketing@fmgsuite.com

