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LIVE WORKSHOP

What Millions of Pieces of
Content taught us

Samantha Russell
Chief Evangelist at FMG
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CO ntent Content Themes Calendar

Your Year-Round Guide to Marketing That Connects

® Below is your month-by-month roadmap of content themes that have driven real
I v e q wa engagement for financial advisors in FMG’s Do It For Me Program. Take this inspiration for
your own campaigns - blogs, emails, and social posts - to stay top-of-mind with clients

and prospects all year long.

All registrants get this!
47% open rates

Do It For Me emails average 47% open rates — more than double the industry average of 21%

JANUARY

New year, new plans

« Key financial insights from last year and what to watch in the new one
« Annual contribution limit changes and automatic contribution setup
« Identity theft and financial security tips

FEBRUARY

Tax season confidence starts with you

« Surprising Social Security facts that affect retirement planning
« When clients can expect their 1099s

¢ IRA contribution deadlines and tax appointment scheduling

@ Pro tip: Partner with a CPA to co-host a tax strategies workshop. Both parties
promote it, and you walk away with new prospect contacts to nurture all year.
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One choice gives you
all the choices.

We're the only all-in-one compliant marketing solution for financial
advisors. So you can orchestrate and scale authentic, effective marketing
and communications, across all mediums.

Websites. Social. Email. Events.
Testimonials. Texting. Compliance




Foundation




1. Make sure your Messaging Passes the 5 Second Test

Get crystal clear on your niche. If you try to speak to everyone, you
resonate with no one. Clarity is a growth multiplier.

Use my favorite framework:
“l help [WHO] To [DO WHAT], so they can [2-3 BENEFITS].

Update your website, linkedin profile, EVERYWHERE



R A D X ABOUT US SERVICES FIRST PILLAR FUND RESOURCES CONTACT

WELCOME TO RADIX FINANCIAL

WE'RE GLAD YOU'RE HERE

Radix delivers wealth management solutions for multinational high-net worth clients
across the globe.

Disciplined, Long-Term Focus - Strategies designed to maximize returns
through patience, consistency, and data-driven decision making

Transparent Fee Structure - No hidden costs, no surprises—just clear,
straightforward pricing you can trust.

Community-Driven Success - Rooted in meaningful partnerships and shared
values.

MORE ABOUT US




@ DRUCKER WEALT ABOUT US WHO WE SERVE WHAT WE DO GET STARTED BLOG RESOURCES
ncial Plar t

Jemer

MID-CAREER PROFESSIONALS GOOGLE EMPLOYEES AMAZON EMPLOYEES META EMPLOYEES WALMART EMPLOYEES

Our Experience Working With Amazon Employees

Our team has a wealth of experience in working with clients at Amazon. If you work at Amazon, it's likely you've been
granted stock as part of your overall compensation package. We've helped product managers make decisions around
their RSUs, engineers add after-tax contributions to their 401(k)s. And we've designed Financial Life Plans® that are

tailormade for Amazon employees to achieve their goals.

11y

BrokerCheck

«~FINRA




Clear messaging and a
focused nicheis
CRITICAL towinin Al
Search (AEO) and for
Human attention

how important is it to have a niche for aeo
a few seconds ago

In Answer Engine Optimization (AEO), having a clearly defined niche is critically
important. Unlike traditional SEO, which often favors broad domain authority, AEO

prioritizes specific expertise and topical authority. @

Here is why a niche is vital for AEO success:

» Establishment of Topical Authority: Al engines and LLMs reward "depth over
volume". By focusing on a specific niche, you create a "dense footprint" of specialized
data that Al systems recognize as more credible than surface-level content from
generalist platforms.

» Capturing Long-Tail Queries: Al chat interfaces encourage queries that are
significantly longer and more specific than traditional searches. A niche focus allows
you to become the primary citation for highly specific "long-tail* questions that
general competitors cannot answer with depth.

o Competitive Edge for Small Businesses: AEO allows smaller companies to compete
with industry giants because it values authentic expertise over massive domain size.
Small businesses can win by being the "recommended dish" in their specific category



Email
Marketing




Email Overview

lo Send at Leqst 2 quils to Showing datafor 50 v  email blasts out of 91 total email blasts
Prospects/Clients Per B omsee -

Scheduled Delivered Emails

MOhth 0 100 Click Rate -

Q, Search by subject

e One value-packed bi-weekly
email keeps you top of mind like
nothing else. Timely always SendDate  Subject Status 1 Sends
performs well.

(2} MM/DD/YY - MM/DD/YY Subject ~ Status ~

02/02/2026 Dueling Mandates: The Fed’s Polic... Sent 2
01/26/2026 The Productivity Advantage: Powe... (Sent 2
01/20/2026 Unearthing the Metals Melt-Up | J... Sent 2
01/13/2026 Any changes in the new year? Sent 2

01/12/2026 Earnings Preview: Double-Digit Str... Sent 2




Calendar Key ®
.E: Email .S: Social media Optional social media Blog .A: FMG automation Exa m p I e e m a I I s
Mon Tue Wed Thu Fri Sat ( -
1 2 3 4 5 6 e

8 9 10 n 12
$:2026 401(k) Contribu... | S: Considerations fora... E: Understanding the E...
§: The Emotional Under...

15 16 17 18 19

A: Video of the Month S: First-Time Homebuy... S: The Wrong Beneficic

26
S. Your Top Tax Rate Isn...

22 23 24

S: Are You on Track for ...

E: Tax Prep vs. Tax Strat...

S: Tax Prep vs. Tax Strat...

Emails

February 12: Understanding_the Emotions Behind Financial

>
Decisions: Clients & Prospects
February 12: The Emotional Undercurrents of Financial Decision- .
Making: What We're Sharing with Our Clients: COls
February 25: Tax Prep vs. Tax Strategy: The Difference Matters More S
Than You Think: Clients & Prospects
February 25: Tax Prep vs. Tax Strategy: The Difference Matters More 5

Than You Think: COls




2. Spend Time Writing Subject Lines like
Headlines

e It's all about the Hook

e Curiosity + clarity beats
“Monthly Newsletter” every time.

e FMG’s “Do it For Me” Program Email Open Rate:
45-60% on average

A onread

Russell Wealth Help Protect Your Family from Al-Powered Scams - Hi Samantha, Over the past few months, we've hea...

Russell Wealth Tax Prep vs. Tax Strategy: The Difference Matters More Than You Think - Hi Samantha, With April 15 f...




Send a Personalized
“Check-in" to Your Top 20
Clients

e Send a personalized message
asking how they're doing and if
there's anything on their mind.

e These conversations often lead to
referrals or deeper relationships.



LinkedIn



Audit Your Social
Media Audience

If your social media feed

is full of other advisors,
you’re doing social
media wrong.

At least 60% of your feed

should be your TARGET
audience.

Right content for the
RIGHT audience

Here’s What to Do Instead:

¥ —

494, SamanthaRussell @ - you %

ﬂ? Helping financial advisors grow & enterpris...
3w . @

If you are a financial advisor and your feed is filled with

other financial advisors.... you are doing LinkedIn wrong

©
Here's what it should look like instead:

1. You are an advisor who helps small businesses with
exit planning - Your feed should be filled with business
owners, and content targeting the problems small
business owners face.

2. You are an advisor who specializes in working with
physicians - Your feed should be filled with physicians,
hospitals, medical centers, residency programs, and the
issues doctors face.

3. You are an advisor who specializes in working with
retirees - If your audience is ALREADY retired - then
most likely LinkedIn is NOT going to be the #1 place

those folks are spending their time!

Your feed should be full of your *TARGET AUDIENCE'S*
content.

Go take a look at who you are currently following and
connected to and do a quick audit to estimate what %
of those folks are your target prospects. If it's not at
least 60% - you have some work to do!

Oh and just a reminder - If you need help simplifying
this and figuring out how to find the right people to
connect with- | hosted an Advanced Linkedin Strategies



A strategic Linkedin
presence is now crucial

(beyond networking &
prospecting)

Top Cited Domains on LLMs (ChatGPT,
Google Al Mode, Perplexity):
October 2025

6 reddicon QD
T —
D vikipedaos QD

@) medium.com

»  youtube.com

G google.com

M» nih.gov

F forbes.com

@ amazoncom (T i

5°  microsoft.com

¥ arxivorg

prnewswire.com

G blog.google

§ facebook.com

Q@ quoracom

@ moldstud.com

& applecom B
W  mdpi.com T
(G g2com T
(@) instagram.com

0 2.5% 5% 7.5%

Percentage of LLM responses with a citation

Based on a Semrush study of 230K prompts conducted in October 2025

10%



LinkedIn: Steady Rise
Across All Platforms

% of Al Responses with m
a LinkedIn Citation

@== ChatGPT === AlMode === Perplexity

20%
15%

10%

- — //

% of Al responses where linkedin.com
was cited as a source

7/20/2025 8/3/2025 8/17/2025 8/31/2025 9/14/2025 9/28/2025

Based on a Semrush study of 230K prompts conducted in October 2025

semrush.com <) SEMRUSH



“Ih Michael Murray, AIF®, CPFA @ - st
Guiding Families & Business Owners to Financial Freedom | Fiduciary Ad...
1mo - ®

Procrastination is a top reason people haven't created a will or trust since 2022,
with men slightly more likely to delay estate management than women. Even
fewer are taking action this year, with 43 percent of those without a will
admitting they "just haven't gotten around to it." In 2025, only 24 percent of
survey participants reported having a will, and 4 percent mentioned other estate
management documents, a decline from 33 percent with a will in 2022. Time to

1. Post Content that Keeps ST e
People ON Linkedin

https://Inkd.in/e63FywhC

® Create ZeI‘O—CliCk content and ’\» Estate Strategy Trends
teach directly in the post. Stop
forcing people to “click to read” Procrastination is the

Give value upfront. Biggest Barrier

e The algorithm rewards content

that doesn’t force the reader to
Ieave the platforml Gnd it GISO © Michael Murray, AIF®, CPFA and 9 others @

gets WAY more comments. Reactions

eree@O@d -

!'3} v O Like © Comment 2 Repost < Send



Daniel Crosby, Ph.D. - 1st

Chief Behavioral Officer at Orion Advisor Solutions
6d. ®

Lie: Money is the only type of wealth.

In reality, there are 5 types of wealth:

« Financial (money)

« Social (relationships)

« Physical (health)

« Mental (knowledge, faith)
« Time (freedom)

a1 H The pursuit of financial wealth can rob you of the others.
2. Run the “Prime the

Don't let that happen.

Algorithm” Routine

EC Steve Gresham and 1,066 others 70 comments - 73 shares

e 10 minutes before posting — leave Reactions

thoughtful comments on 5-8 posts. LOQQLES -

ih} - &) Like & Comment > Share 7 send

e This primes LinkedIn to show your post @ (oo o )i~
next & boosts reach significantly. Most relevant ~

% Samantha Russell - You 6d eo

Chief Evangelist at FMG Suite & Twenty Over Ten | Investment New...

([ ] If y0 U WO nt e n g O g e m e nt, YO U h CIVG to The origin of the word "wealth" comes from Old English "wele" &
originally meant "well-being"
engage! o ’

Before taking on connotations of $, wealth referred to the welfare
of people; their general happiness and joy.

“Wealth"” means a lot more than just money. It always has - we just
forgot!

Like - €€Q 59 | Reply - 3 Replies
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TUESDAY, APRIL2ISTATIOAMPT|[1PMET W

What's Actually Working ) oo
for Financial Advisors on *
LinkedIn Right Now -

CMO &CXO
Sign Up Now -

FMG

Today, 7:00 PM

What's Actually Working for Financial Advisors on LinkedIn Right

Now
Event by FMG

Tue, Apr 21, 2026, 7:00 PM - 8:00 PM (your local time) Add to calendar ¥
@t Online

https://info.fmgsuite.com/whats-actually-working-for-financial-advisors-on-linkedin?utm_campai
C7,' Event link - gn=42072724-FMG-WN-P-What%E2%80%99s%20Working%200n%20Linkedin%20Wksp%204
-21-2026&utm_source=linkedin&utm_medium=social&utm_content=FMG



How to Use Linkedin Events

Past events
Tips for LinkedIn Events

Tue, Nov 5, 2024, 7:30 PM
Tax-Savvy Diversification Strategies: For Microsoft Employees

— First, create your webinar on Zoom a Isaac Presley, CFA and 124 other attendees

—Create an event for each individual webinar E— i, oS, 205 OB
SE|

PLUS Account oy w3 Steps to Understand the Risk & Maximize Your Intel SERPLUS Account

— You can invite people directly FROM linkedin and they ‘S
ot
register on Linkedin too conpanr | i A a Isaac Presley, CFA and 20 other attendees
— Connected to 500 Nike employees? Filter and invite Unlocking Tax Savings  Thu, Mar 21, 2024, 8:00 AM
ol Erplofess 2 Unlocking Tax Savings: Expert Strategies for Intel Employees in 2024
them all
conpanr | g Isaac Presley, CFA and 12 other attendees

— Still Use Zoom to Host

Unlocking Tax Savings Wed, Mar 20, 2024, 8:00 PM
?&E;’;;‘:"" » Unlocking Tax Savings: Expert Strategies for Nike Employees in 2024
oo B, 6 Isaac Presley, CFA and 12 other attendees
Unlocking Tax Savings Tue, Mar 19, 2024, 8:00 PM
rt Strategles for & 2 i = §
:‘:‘;;..;.‘.m‘,m » Unlocking Tax Savings: Expert Strategies for Microsoft Employees in 2024

ot S e Isaac Presley, CFA and 32 other attendees



The Best Part: Promote
Event without Emails
of Prospects

— Copy Link — You can send connection request + link
to ANYONE

— Invite — Any admins can send invites directly to their
1st degree connections.

— Send in Message — You can send the invite as a
message to any of the admins’ connections

What's Actually Working
for Financial Advisors on
Linkedin Right Now

Upcoming

What's Actually
Working for Financial
Advisors on Linkedin
Right Now

By FMG

B Today, 7:00 PM - 8:00 PM
@t Online

Overview

Analytics

Comments

Manage event »
Share »

View as member

Advertise

View all events

About

Review event best practices

Get proven tips to make sure your event runs smoothly from start to View
finish.
Boost event

Boost

Reach more people by boosting your event.

Analytic highlights

Review key performance highlights from your event.

Registrations

8

4 33.3% last7 days

Event Speakers

Event page visits Engagement rate

9 4.2%

4 80.0% last 7 days

Show in-depth analytics -

Stay connected with your speakers to ensure event success.

67 Copy link
B9 Invite
A& Boost

f:’J Repost to Feed

ﬂ Send In Message

X X, formerly Twitter

ﬁ Facebook

M Susan Theder @ 1st
— &8 Susan Thed
/ealthManagement.com CMO of the Year < Message

op 50 Women CMOs of 2025 - Women We
hentNews Women to Watch | ThinkAdvisor
d Member

husetts, United States

50n and 970 other mutual connections

ussell [

| advisors grow & enterprises scale through marketing strategies
rk|

Itant | Chief Evangelist @ FMG | Follow for daily marketing tips
Pennsylvania, United States

Nadia and 14,330 other mutual connections

View event network -

acy & Terms w  Ad Choices Advertising Business Services v  Get



Content that

Makes Al

Recommend
You




Discovery

What should | look for
in a financial advisor
for someone with
$5M+ in assets?

Key advisor qualifications

For high net worth clients, these
credentials and structures matter
most

Factor Why it matters

Fee-only / Legally required

fiduciary toactin your
interest, no
commission
conflicts

CFP® or CFA® Rigorous
credentials in
planning or
investment
analysis

Tax & estate Essential at

{ BT DREELR TN 1SR Araa.

Evaluation

| have concentrated
stock from an IPO and
rental properties.
What should | ask
advisors?

Your situation involves
concentrated equity risk and real
estate — targeted questions:

Topic Ask this

Concentrated What strategies

stock do you use for
diversifying a
single-stock
position?

Real estate How do you
incorporate

illiquid assets into
overall allocation?

Fee structure  What is your all-in
cost, and does
the fee decline

e —. .- AAran

vee

Selection
Compare these 2
advisors for my
situation.
Firm A FirmB
(boutique (family
RIA) office)
AUMfee 0.75%, 0.85% fla
drops above includes
$5M family off
svcs
Minimum  $2M $5M
Tax Coordinates In-house
planning  with your CPAs &
CPA estate
attorneys
Stock Partners Direct 10}
plans with managermn
options
specialist

Reporting Quarterly Real-time

portal



Explore search trends Clear ¢ Suggest search terms

“financial advisor near me" JL
Search term

© United States ~ ( 2004 - present J @ WebSearch ~

Interest over time
United States - 2004 - present

[«

100

80

60

40

20

T T T T T
2005 2010 2015 2020 2025



W Rely Digital

The AEO-Optimized Page

1. Add “Structured 000 __ The Title 2 T fng ThatBosea B

Main Question ——=o [E5 AnH1 That Matches the Main
Content” To Your _ Question
° Direct Answer box
We bs Ite ———= [E5 A Direct Answer Up Front
Summary / TL;DR ———e EJ ATL;DR or Summary Box
e Al tools don’t browse your
website — they extract.
Table of Contents ———= 5§ A Table of Contents
® They scdn fOI’ C|eCI I’|y Follow-up Questions o EJ Related Questions as
H2s and H3s
structured answers:
_Q & A formqt '''''''''''' o a External Citations + Internal Links
- Short porggrdphs FAos
- BUIletS pOIﬂtS Schema Markup
By John ———= & Author Credibility
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How FMG Does This For You:

FAQ with Built-In Schema
Markup

e Helps your site show up when
prospects use Al search tools

e Built-in Al-friendly structure (no
setup required)

e Add optimized FAQs to any page with
one click

fm o Sections & Templates  HubPoges  Forms  Tools  Resource Center Schedule a Consultation

\ 8BRES3REEE @ info@imgdemocom

Frequently Asked Questions

Financial Planning Basics

What's the difference between a Roth IRA and a traditional IRA?

Atraditional IRA ailows for tax-deductiole contributions (subject to income limits), with withdrawals taxed as ordinary income in retirement. A Roth
IRA uses after-1ax contributions with tax-free withdrawais in retirement. The choice between them often depenas on your current tax situation,
oxpocted future tax rates, and retirement timeline.

How much should | save for retirement?

While Individuo! stuations vary, mony financial professionals suggest saving 10-20% of gross income for retirement. Howsaver, this parcentoge may
change based on factors ke your age when you start saving, desired retirement litestyle, and other sources of retirement income. We can help
you determine o savings rate that aligns with your specific retirement goals

Tr Text

& Image
[0 Boxes
= Forms
&, Team

01 Carousels

(B widgets

\

emergency fund and how much should | have?

lund is money set aside for unexpected expentes like job loss, medical bils, or major home repairs. Most financial professionals
ying 3-6 months of living expenses In a readily accessible account. The exact amount depends on your joo stability, famiy
prsonal risk tolerance.

flormational purposes only and should not be considered personakzed financiol advice. Please consult with a qualified financial
85 your specific stuation

Add a new section

What type of content do you want to add?




2. Get Testimonials & Reviews
Compliantly

e They're one of the biggest credibility

signals both Al and humans look for.

e Testimonials and reviews have a
direct impact on your AEO visibility

1.CUSTOMER
EXPERIENCE

Customer has a positive or
negative experiece

263

2. REVIEW
REQUEST

Business requests review
(email, sms, in-person

3. REVIEW
SUBMISSION

Customer Submits review on
Google/Yelp/Facebook

4. A.l. ANALYSIS

Al evaluates review factors
(quantity, quality, recency,
diversity, engagement

5. AEO RANKING
BOOST

Positive review signals improve
AEO Rankings

6. INCREASED
VISIBILITY

Higher Rankings attract more
customers

B S R )
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How FMG Does This For YOU:

7% FMG Testimonials

< Back to Campaigns

Fmg testimonials

Select Campaign Type
Campaigns
Testimonials
Google Reviews D aﬁ Q
Eo A Testimonials Engagement Client Insights
Collect and showcase Boost referrals with Uncover life events, goals
Widgets client testimonials to build interactive quizzes & communication
trust and credibility preferences to tailor your

Sharing advice

Locations




fmg
Launching TODAY! FMG Testimonials

How FMG Testimonials Works:

< Back to Campaign Type Selection

fmg testimonials New Testimonial Campaign

e GetClient Feedback via Automated Surveys

You send a short survey to collect written feedback, _— S — :
star ratings, and client details. Feedback is private by ==
default and can be used internally or publicly. © Google Reviews FMG Suite

e Consistent, Repeatable Process R . o
You define when survey is sent (e.g., after onboarding Widgets
or annual reviews). Once set, the process runs Ry fmg Urload e et nearromyou
automatically and avoids one-off or selective :t‘mg oo e e s et
req uests. Notifications FG sute

Description/Company Tagline

e Optional Google Review Invitations Itegrations

e Compliance Review & Oversight (Where Required) Help Center
Survey language, disclosures, and testimonial usage
can be reviewed and approved in advance, with full
audit logs and recordkeeping.

The All-in-One Digital Marketing & Compliant Texting Solu

Header Background Color*

23207 [

Team Settings

@ samantha Russell
] Collapse Menu

Headar Enant Calars



Content
Giveaway

All registrants get this!
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Content Themes Calendar
Your Year-Round Guide to Marketing That Connects

Below is your month-by-month roadmap of content themes that have driven real
engagement for financial advisors in FMG’s Do It For Me Program. Take this inspiration for
your own campaigns - blogs, emails, and social posts - to stay top-of-mind with clients
and prospects all year long.

47% open rates

Do It For Me emails average 47% open rates — more than double the industry average of 21%

JANUARY

New year, new plans

« Key financial insights from last year and what to watch in the new one
« Annual contribution limit changes and automatic contribution setup
« Identity theft and financial security tips

FEBRUARY

Tax season confidence starts with you

« Surprising Social Security facts that affect retirement planning
« When clients can expect their 1099s

¢ IRA contribution deadlines and tax appointment scheduling

@ Pro tip: Partner with a CPA to co-host a tax strategies workshop. Both parties
promote it, and you walk away with new prospect contacts to nurture all year.

31



