
Estate Planning as a 
Growth Engine
Practical ways advisors generate more referrals, deeper client relationships, 

and multigenerational growth.
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Who Is FMG?
One platform for every part of your marketing:

01
CONTENT & ENGAGEMENT
Marketing Suite

Keeps you visible and consistent. Email, social, content, 
and automations, all compliance-ready.

02
DIGITAL PRESENCE
Website Suite

The foundation. Where prospects validate, referrals land, 
and AI search surfaces your expertise.

03
CLIENT TEXTING
Messaging Suite

Lets you text clients compliantly. Built for financial 
advisors, modern new mobile app.

04
MANAGED EXECUTION
Do It For Me

Removes the execution burden. A dedicated Concierge 
runs marketing month after month.

05
TRUST & SIGNALS
Testimonials

Compliant reviews and social proof, built into the platform 
and surfaced on websites and Google.

06
CONTENT MARKETPLACE
Institutional Intelligence

Carrier, asset manager, and association expertise 
published in the your voice.

One login · Built in compliance workflow· CRM integrations· · Built only for financial advisors

07
PARTNER PROGRAM
FMG Connect

Integrates with all your preferred solutions saving you 
time and improving execution.
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Today, 
We’ll Show 
You How To:

Make estate planning visible

Turn visibility into better 
prospect conversations

Make estate planning a 
repeatable motion 

Expand those conversations 
into families and referrals



The Opening Ask
1. Take out your phone. 
2. Search your firm name + estate planning

If you can’t find it, neither can your next client.







Do This 1st!
ACTION ITEM: Google Business Profile

Add estate planning to the services section of your 
Google Business Profile so local prospects can 
discover the firm.

SUGGESTED SERVICE DESCRIPTION

We help clients organize their financial life, 
review estate planning needs, and coordinate 
with legal and tax professionals so their wishes 
are clearly documented.



Next, Your Website. It’s either helping 
show you do estate planning

...or keeping you 
from being found 
for prospect looking 
for this service



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



Example: Estate Planning Download on Madison’ Financial Planning Group Website (website & content by FMG)



Find Ready-To-Use Gated Content In FMG’s Content Engine. 



We even have pre-made ads you can customize and run to target people looking for estate planning!



NEW! Wealth.com & FMG partner to bring you institutional intelligence - pieces specific for advisors to 

use directly with clients and prospects. Brought to you by wealth.com, in the FMG Content Engine

http://wealth.com
http://wwealth.com


The Estate 
Planning 
Marketing 
Stack

01 Website

02 Google Business

03 Checklist or Article

04 Email

05 Social

06 QR Codes

07 Review Meetings



Example of a Blog Post on Hartford Financial Group’s Website (FMG client) all about Estate Planning 

https://www.harfordfinancialgroup.com/blog/estate-planning-is-more-than-documents-its-communication


Don’t just post your 
blog as a link to 
social media. 

Summarize key 
points. This is 
called “Zero Click 
Content”. 

https://www.linkedin.com/feed/update/urn:li:activity:7495514203315699713/


Want to see how FMG can help you with your Marketing?

Scan to connect 
with our team and 
request a demo! 



Stop Thinking 
of Estate 
Planning as a 
Service

Instead think of it as...

Estate 

Planning

Prospect 
Interest

Client 
Retention

Held Away 
Assets

Family
Relationships

Referrals



Every Life Event Is An Opportunity

18th Birthday

Marriage

Baby

Inheritance

Business Sale

Retirement

Move States

Death in Family

Rather than marketing randomly, show up when life changes.



The Estate Planning 
Conversation Ladder

1 Awareness Have you created an estate plan?

2 Recency When was it last reviewed?

3 Understanding Do you know who is named and how assets flow?

4 Coordination Are beneficiaries, titling, and professionals aligned?

5 Action What is the next step?



Five 
Prospecting 
Conversations

Exactly what advisors can say.

Old estate plan

New grandchild

Business owner

Second marriage

Aging parents



What clients say

We Already Have an Estate Plan
Ask:

When was it signed?
What has changed since then?
Are the right people still named?
Are assets, beneficiaries, and titling aligned?

Existing documents are the starting point for a review.



One question that changes every client review

If something happened tomorrow...
Would your family know exactly 
what to do?



Make Estate Planning a Standard 
Review Lane
Every review should answer:

1 Do we have the current documents?

2 When were they last reviewed?

3 Are the key people still right?

4 Are beneficiaries and titling aligned?

5 What has changed?

Collect → Summarize → Review → Coordinate → Track



Estate Reviews Uncover What 
Performance Reviews Never Will

Estate review

Held-away assets

Beneficiary issues

Real estate

Insurance

Business interests



The Family Milestone Program

01
Turning 18

02
Marriage

03
First Home

04
Children

05
Grand

children

06
Retirement

Gift estate planning moments throughout life.



The 18th 
Birthday Gift

One story advisors can tell in any review 

meeting.

The moment

A client’s child turns 18.

The gift

An Advance Healthcare 
Directive.

The words

“Congratulations! One thing most parents don’t 

realize...”



Never Ask For Referrals Again

“Who’s one person you care about that 
deserves this same clarity?”

Then explain gifting.



The Signing 
Ceremony

Meet heirs

Meet trustees

Meet executors

Create memorable moments

Become the family advisor



Your 30-Day Action Plan

Week 1

Website

Week 2

Marketing

Week 3

Client 
Reviews

Week 4

Family 
Milestone 
Program



Estate planning 
is no longer 
paperwork.

It’s how advisors:

Win trust

Stay relevant

Meet the next generation

Create referrals

Grow for decades



Q&A



Thank You


