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5 Steps to Amazing Annuity Volume – Without Spending a Dime on Prospecting
Purpose

This report is designed for financial advisors who are reasonably established; advisors who have a base of operation and an existing client base.  The steps outlined in this report will help you take your business to the next level.  It outlines how to use the foundation you have laid, springboard into amazing volume and thereby transform your business into a thriving practice.  

There are a few key truths that we will use as a foundation for this plan of action.

· You do not have, nor will you ever have, all your clients’ money.

· Your clients’ lives continuously change; therefore their portfolios’ need constant review and restructuring.

· If you are not marketing to your clients, you will lose them; other advisors are marketing to them and will steal them.

· Until someone has bought from you multiple times, they are not a client, they are a customer.  The more money, i.e. positions, they have with you, the more they are tied to you, and harder for them to leave you.  

Acres of Diamonds

If you are an advisor with a client and prospect (people you have presented to but haven’t purchased yet) base of just a few hundred, you have a goldmine in your back yard, or file cabinet so to speak.   This report will give you a step by step plan to literally mine that contact and client base for every conceivable piece of business and referrals while tying your clients to you for life. 
There is nothing new in this report, nothing that is so innovative you haven’t heard it before.  But what Safe Money Strategies has done, is taken fundamental principles and marketing techniques and combined them in common sense order, to generate amazing and consistent results, as well as huge steady volume and paychecks for you.  

Commitment to the Process
While explaining this process to a prospective agent the other day, he remarked that this process is just short of getting married – as far as commitment goes.  Maybe, maybe not! 
But truth is, you are either committed to growing your business or you are not.  And your actions, consistent and persistent, will determine the volume of business you generate.  
This program may be equivalent to marriage when it comes to the level of commitment, but without the “pre – nup”.  If you are serious about turning your business into a thriving practice, this level of commitment is absolutely necessary.  

STEP 1 – Create a database

The foundation of this program starts with having all your clients and prospects in a database.  File folders and file cabinets don’t count.  They must be entered in a contact management system.  We recommend Act for Financial Professionals.  

Having information at your fingertips is key, but it also gives you the freedom and capability to do research and filter within your client and prospect base.  Once all your clients’ information is entered, it’s very easy to run a report to determine who has particular needs.  For instance, who needs to convert their traditional IRA to a Roth?  This information will be at your finger tips, instead of shuffling thru file folders.  

Having a complete and continually updated database also gives you access to all the information you need to go to step 2.
This is an important foundational step.  Don’t sacrifice the “important” on the altar of the “urgent”.  When this happens, advisors find themselves chasing from one prospecting campaign to the next, almost like chasing their tail, or a mouse looking for cheese in a maze.  

Take the time to lay a firm foundation.  The firmer the foundation, the larger the building it will support.  

STEP 2 – Drip on that Database
You must Drip on your database.  This is an absolute essential activity for a “professional”.  Salespeople and amateurs may skip this step.
Drip marketing is the heart of keeping a consistent number of prospects and clients flowing through your business.   This is not optional.  Sending out newsletters, letters, articles and postcards keeps your name and face in front of your prospects and clients.  “Top of the mind awareness” is critical to doing more business with your clients and being the “go to” financial expert for your prospects.  

When a Drip campaign is done consistently and effectively, your prospects and clients will be calling you very soon, rather than you calling them.

Drip marketing pieces can include anything from a monthly letter just to keep in touch, birthday cards, postcards that announce workshops or open houses, holiday cards, emails, and newsletters to keep them educated, just to mention a few.  

You don’t have to send the same thing every month.  If you use a newsletter service, send it every other month.  In the off month, send something more personal.  You might choose to use an email, which will cost nothing. Use creativity, use humor and your clients and prospects will be looking forward to your communications. 

Once your drip list grows to 600 qualified prospects and clients, you will never need to market outside this group ever again.

*A word of caution, do not market products in your communication.  Be personal and offer useful information and tips.  If you “sell product”, you’ll find your mail in the trash!

There are many newsletter services for financial professionals on the market today.  We have recommended Newkirk and LTM in the past, but there are many available.

· Using a newsletter service sends a message of professionalism and expertise.  

· It screams that you are “in business” and in business for the long haul.  

· It keeps your face in front of your clients and prospects increasing the chance of them calling you when they have a need or question. 

STEP 3 – Conduct Client Reviews
After you have implemented the first two steps, your assistant will call every client and schedule them for a review and invite prospects in for a “complimentary” retirement analysis.  Having an assistant is absolutely necessary.  They will be accountable for keeping the program on track, and booking your appointments.
· Client reviews are a must, for a variety of different reasons.  This is not optional.  If you don’t solidify your clients’ relationship and their perception of you, someone else will sell them and replace your business.  You must do this to preserve your existing business as well as to generate more business and referrals.  Annually is a minimum, several times yearly is optimal.
   Peoples’ lives change; they marry, they divorce, they die, they have babies, kids go off to college, they win the lottery, they get sued, they retire, they start businesses, they buy houses.  Every one of these events generates a reason for modifying a financial portfolio.  Without seeing your client at least yearly, you will never know of these changes and never “get the business.”  Don’t be naïve,  if you don’t, another advisor will!

· Insurance policy reviews are a great source of new potential business.  This can be incorporated into your client review, or done separately as a way to keep yourself in front of your clients.  Either way, it is a must!!!!!  This will open up new avenues of revenue for you.

The key to booking client reviews is to make it necessary – not optional.  Your assistant should say something like “Hi -----------  I’m Sara from Joe Smith’s office, He asked me to contact you and get you scheduled to come in for your portfolio or insurance review.  There were a few things he wanted to double check and few things he wanted to discuss with you.  Are mornings or afternoons better for you?”  

Do not book your own appointments.  It sends the wrong message.  It screams - You do not have an assistant.  The little you spend on help will be made up in spades with just a few annual reviews.  

During this review, we strongly recommend you use a financial questionnaire.  OnTrac is our choice.  It will guarantee no key information is overlooked and give you all the information you need to help your client. You will then input it into the software program (free of charge) and design the plan to get your client from where they are to where they want to go.  

The key to this process is becoming expert at “extracting” the necessary information from your clients.  Once you have all their information, where they are and where they want to go, all your work is done!  

STEP 4 - Referral Marketing
Divide your database by twelve, that’s how many will be called each month for portfolio reviews or complementary evaluations.  The group that was called last month will be sent the referral program this month.  

Once a year send each client a financial workbook as a gift.  We recommend the Retirement Planning Guide by Newkirk.  The cover letter (available from Safe Money Strategies) included with this gift will offer to send this same gift to a maximum of 3 people they care about as a gift from them.  If they do not fill out the form and fax it back, your assistant will follow up and ask who they know and care about and would like you to send the gift to.  Upon getting their referral’s contact information, call to confirm, start a conversation, if appropriate invite them in and at minimum, add them to your drip list.  
The amount of referrals that can be generated with this program will astound even the master referral generator.  These referrals will keep you with a steady stream of prospects so you will never have to spend money on leads or prospecting ever again.  

STEP 5 – Client Appreciation Events

Nothing in life will generate more of what you want than an “attitude of gratitude”.  No words in the English language mean more than “Thank You”, at least in business.  

Showing your appreciation not only ties your existing clients to you, but it ingratiates them to you.  When you go above and beyond to show your appreciation, people instinctively feel compelled to continue what they did to establish that gratitude.   In other words, you solidify their behavior.  

Client appreciation events are as varied as an advisors imagination.  Two client appreciation events a year is not too many!   
Annual Open House - Invite all clients to your practice and invite them to bring a friend – now you have a referral as well.

Holiday Parties – same as above, at your practice or other location.
Host a birthday party for your “A” Client.  Call their family; arrange to host a surprise birthday party for your client.  You will pay for the event and host it.  All the family has to do is put it together and arrange for the guests.  Those guests are now your prospects!  Who would not want to be the client of someone so generous?
Dinner Parties   Same as above, just smaller venue at a restaurant.  Your clients bring a few couples they know.  
Annual appreciation Dinners and Luncheons

In Conclusion

Once these 5 steps are implemented you will have a steady stream of prospects sitting in front of you and a steady stream of new business from clients and prospects alike.  In addition, and most important, you will have a steady stream of dollars flowing thru the coffers.  

Safe Money Strategies offers to discuss these processes in much more detail, and coach you thru the whole process. 

