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Foundation
FEBRUARY:
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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:
 “I help [WHO] To [DO WHAT], so they can [2-3 BENEFITS].

● Update your website, linkedin profile, EVERYWHERE 
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Clear messaging and a 
focused niche is 
CRITICAL to win in AI 
Search (AEO)
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2. 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. Fix this first.
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LinkedIn
MARCH:
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A strategic LinkedIn 
presence is now crucial

(beyond networking & 
prospecting) 
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1. Post Content that Keeps 
People ON LinkedIn

● Create zero-click content and 
teach directly in the post. Stop 
forcing people to “click to read” 
Give value upfront.

● The algorithm rewards content 
that doesn’t force the reader to 
leave the platform, and it also 
gets WAY more comments.
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2.  Run the “Prime the      
Algorithm” Routine

● 10 minutes before posting → leave 
thoughtful comments on 5–8 posts. 

● This primes LinkedIn to show your post 
next & boosts reach significantly. 

● If you want engagement, YOU have to 
engage! 
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Make AI 
Recommend 

You

APRIL:
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1. Add “Structured 
Content” To Your 
Website

● AI tools don’t browse your 
website — they extract.

● They scan for clearly 
structured answers:

  -Q & A format
 - Short paragraphs
 - Bullets points 



How FMG Does This For You:

FAQ with Built-In Schema 
Markup

● Helps your site show up when 
prospects use AI search tools

● Built-in AI-friendly structure (no 
setup required)

● Add optimized FAQs to any page with 
one click
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2. Get Testimonials & Reviews 
Compliantly 

● They’re one of the biggest credibility 
signals both AI and humans look for.

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



How FMG Does This For YOU:

🎊 Launching TODAY! FMG Testimonials 



Launching TODAY! FMG Testimonials 

How FMG Testimonials Works:

● Get Client Feedback via Automated Surveys
You send a short survey to collect written feedback, 
star ratings, and client details. Feedback is private by 
default and can be used internally or publicly.

● Consistent, Repeatable Process
You define when survey is sent (e.g., after onboarding 
or annual reviews). Once set, the process runs 
automatically and avoids one-off or selective 
requests.

● Optional Google Review Invitations
● Compliance Review & Oversight (Where Required)

 Survey language, disclosures, and testimonial usage 
can be reviewed and approved in advance, with full 
audit logs and recordkeeping.
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Video
MAY:
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Why Video Is SO Important in 2026 

● Trust and Authenticity: As AI content increases, authentic, human-centric video content creates genuine trust and 

credibility.

● Higher Engagement: Video outperforms static content, keeping viewers attentive for longer and driving higher CTR (up 

to 300% when used in email).

● Improved Conversions: Video acts as a powerful tool to reduce purchasing uncertainty, with 63% of consumers 

preferring it for learning about products.

● "Zero-Click" Content on Social: Video allows you to provide  value directly within the feed. 

● SEO/AEO & Visibility: Video helps boost visibility and demonstrates expertise, and trust to search engines and LLMs. 
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1. Start Every Video 
with a Great Hook

● Not “Hi, I’m Samantha.” 
but….

"We've been working 
with 60/70 yr olds for 
15 years. If they could 
go back and give 
their 50 yr old self 
advice - this is what 
they'd say".

● The first 5 seconds 
determine whether people 
stay or scroll.



22

 

2. Use Natural Light + Your 
Phone (Vertical)  Desktop 
(Horitzonal)

● You don’t need fancy equipment, but 
you DO need good light, good energy, 
and a simple outline. 

● Sam likes Veed.io if using a 
script/talking points! 

● Record Horitzonal = email, websites or 
Youtube

● Record Vertical = social media 

http://veed.io
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Email 
Marketing

JUNE:
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1. Send at Least 2 Emails to 
Prospects/Clients Per 
Month

● One value-packed bi-weekly 
email keeps you top of mind like 
nothing else. Timely always 
performs well.
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Example emails 
from FMG 👇
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2. Spend Time Writing Subject Lines like 
Headlines

● It’s all about the Hook

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

● FMG’s “Do it For Me” Program Email Open Rate: 
      45-60% on average 
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Events
JULY:
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1. Plan a Summer or Fall 
Event People will WANT to 
attend:

( <20% of Advisors Use Prospect Events 
to Grow) 

● Hire a photographer for a family 
picture day

● Invite an expert to join you to 
discuss AI Scams targeting elderly

● Events deepen relationships fast.
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2. Turn Webinar Events into 
10+ Content Pieces

● Post Replay to Youtube
● Email replay to clients AND 

prospects
● Create clips + post to Social Media
● Transcribe and turn into blog post
● Embed video to your website

Source: FMG “Do It For Me” Customer Kinnect Advisors 
https://www.kinnectadvisors.com/webinar-replays

https://www.kinnectadvisors.com/webinar-replays
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2. FMG’s  “Do It For Me” Program Helps You Host Events

Source: FMG “Do It For Me” Marketing Program 

● We provide event idea
● Email templates
● Follow up emails
● Landing page to collect 

registrations
● Everything you need to 

know to host a 
successful event! 

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


FMG Event Tool 
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Website 
Optimization

AUGUST:
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The Second
 Half of the Year 
Is In Your Guide!

Stay Tuned for an invite to 
Part 2 of this Workshop 
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The Guide Is 
Coming Your 
Way!

All registrants will receive:

● The Only 2 Marketing 
Moves Advisors Need Each 
Month in 2026 Plan

● 2026 Marketing Guide



Want to see how FMG can 
help you with all this in 2026?

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

