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VWny Noise Matters and
How Education Cuts
Througn It

The past few years have made one thing clear: uncertainty is here to stay. Market
swings, political flashpoints, and economic pressure dominate the headlines, putting
independent financial advisors in a constant state of reaction. Should you change
your message? Rethink your marketing? Hit pause?

This kind of noise creates urgency without offering a clear path forward. Advisors
who chase the latest headline often end up with inconsistent outreach and a
scattered message. In contrast, firms that lead with education offer what clients need
most: steady guidance built on perspective and substance.

That’s the foundation of FMT Solutions’ classroom-based marketing system: live,
instructor-led courses that educate the public on key financial topics like retirement
income, tax strategies, and investment planning. Our turnkey, compliance-ready
workshops help you engage through financial education, not flashy campaigns or
one-off promotions. When you lead with teaching, you give clients and prospects
useful information and a sense that someone is in their corner.

Here’s what that looks
like In action:

Solo & Small Teams: A two advisor firm in Utah added $53M in new assets by hosting just
three Retirement Planning Today® classes per year.

Regional Practices: A Minneapolis group converts four out of five attendees into
appointments and nets $3M+ per campaign using Rejuvenate Your Retirement®.

Multi-Office Firms: A national firm with 39 offices saw 3X year-over-year campaign growth
and now runs 70* classes annually using FMT’s model.

This worksheet gives you a practical way to respond when the noise gets loud. In just four steps,
you’ll assess your current efforts, evaluate what matters, and choose the best path forward.

1. Determine whether today’s headline truly affects your clients.

2. Evaluate performance using three meaningful practice-level metrics.
3. Decide: stay the course, make adjustments, or shift direction.

4. Align your action plan and take the next step with confidence.

In about 20 minutes, you’ll have a grounded plan for moving ahead without spinning your wheels.
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Step

Pause & Assets: Is This a Real Market Shift or Just Noise?

Before reacting to a headline, client comment, or competitor move, take
a step back. A pause isn’t about doing nothing. It’s about buying yourself
time to think critically before changing course. It’s a chance to slow down
the reflex to respond and focus instead on what’s actually happening in

your business.

What a Pause looks Like

Pausing doesn’t mean doing nothing. It means stepping back to gather context. It might look like
holding off on sending a new client email, postponing a campaign launch, or taking time to review
metrics before reacting to a news cycle. You’re creating space to respond based on facts,

not fear.

Questions to Ask

What triggered the concern? Was it media chatter, client feedback, or a true market shift?
+ Is this a short-term distraction or a long-term trend?
+ Is it impacting your ideal clients, or just your LinkedIn feed?

+ Do your metrics reflect real changes, or are you preemptively solving a problem that hasn’t
materialized?

Quick Response Guide

Use the chart below to determine whether your situation calls for a pause, a refinement, or a more

significant pivot.

Situation Refine Shift Gears

Market noise in the
headlines

A few clients are
asking questions

Drop-in
appointment rate

Leads aren’t a
good fit

Regulatory change or
compliance risk

Reputational issue

Before You Act

Not every disruption requires a major strategy shift. Often, consistency is the smarter move. If you choose to
respond, base that decision on clear evidence of impact—not pressure, assumptions, or anxiety.

FMT Perspective

Advisors in the FMT Solutions network avoid knee-jerk decisions by leaning on education. Our
classroom-based model helps you maintain consistency. By teaching relevant content at regular
intervals, you’re already positioned as a steady presence before clients ever feel uneasy. When
disruptions occur, you’re already in position with context, credibility, and a calm presence clients

can rely on.




2. Lead Quality—Are they a good fit for your practice?

What it measures: How likely the people showing interest in your practice are likely to
become long-term clients.

How to measure it: Review CRM notes or intake forms. Look for patterns in

: -te p 2 demographics, financial readiness, or engagement levels.

Low fit? This could reflect problems with audience targeting, list source, or how your
offer is framed.

Review Your Metrics:
Are Your Marketing and Outreach Efforts Working?

3. Engagement—Are leads showing up and staying engaged?

If Step 1 helped you determine the concern is worth investigating, now it’s What it measures: Whether prospects are participating and responding to follow ups.

time to evaluate performance objectively. Not every uncomfortable moment How to measure it: Track patterns like meeting no-shows, delayed responses, or lack of follow-
through after a first conversation or event. Even informal observations, like who consistently

points to underperformance. Look at the numbers that tell the truth about reschedules or goes quiet, can reveal whether your outreach is resonating.

marketing effectiveness. Drop offs? The issue may be unclear next steps, weak handoffs, or low perceived value after

first contact.

Here are three key metrics to focus on, along with guidance on what
they reveal.

1. Appointment Rate—Are people showing interest?

o of people who attend a seminar taught
What it measures: How many leads are booking time with you. using FMT Solutions’ platform intend to

0 ! e .
@3 How to measure it: Divide the number of qualified leads (or event attendees, if applicable) by total 80 A) sign up fora 1:1 advisor meeting.
appointments booked.

923 What to look for: Advisors using classroom-based education often convert 50% to 80% of FMT Perspective
attendees into appointments. If you’re running workshops, use this as a benchmark. For other types

Many advisors assume that more leads equal better outcomes, but performance depends on what
of marketing, calculate your booking rate by lead type to spot what’s working best.

happens after first contact. FMT campaigns are built to reduce guesswork by tracking the right
Low rate? May suggest issues with timing, messaging, or initial expectations. signals: not just how many people respond, but whether they’re behaviorally aligned with your
planning process. Instead of relying solely on demographics, we help advisors target based on
intent, engagement patterns, and values, so your marketing attracts prospects who are more likely

to convert, stay, and refer.




Ste p 8 What’s the Right Move?

Are leads showing but not
converting?

Has the client
behavior changed?

Make the Call:
Stay the Course, Refine, or Shift Gears

YES NO YES NO
By this point, you’ve evaluated the external signal (Step 1) and reviewed the
internal data that tells you what’s really happening (Step 2). Now it’s time to viovetoStep 2. Stay fhe course. EZ*;’;Z;;’: r viove o Step 3

put those insights to work and choose your next move.

Has the market or regulatory
landscape changed significantly?

Are leads a poor fit

Use the guide below to match your current situation with the right course ;
or not showing up?

of action.
YES NO YES NO
Scenario Recommended Action Why This Helps
. o ] ] o ] Revisit your Move to Step 4. Consider
Market headlines are Stay the course Sticking with what’s working maintains consistency and targeting. Strategic Shift

loud, but client behavior reinforces your reliability, especially when others are
hasn’t changed scrambling.

You’re seeing strong Refine your message This suggests curiosity without commitment. A few
engagement (email focused adjustments can help increase clarity, follow-
opens, meeting through, and interest.

attendance), but few

conversions

Leads aren’t a fit or Revisit your targeting Poor alignment often points to mismatched
no-shows are high expectations. You may need to refine your messaging,
delivery method, or list source.

There’s a structural Adjust your strategy When the environment changes, your approach should,
market shift or too. Flexibility ensures your effort, too. Flexiblity ensures
regulatory change your efforts stay relevant and effective.




Step 4

Align Your Action Plan with Your Strategy

Whatever you decide —stay the course, make adjustments, or shift direction—
your next steps should be clear and intentional. Use the guidance below to move
forward with focus.

If You’re Staying the Course
Keep showing up consistently. The most trusted advisors reinforce stability during
times of uncertainty.

Next Steps:

. Stick to your communication schedule (emails, calls, events).
Keep tracking key indicators: appointment rate, client fit, and engagement.
- Set a reminder in 30 days to review progress and confirm you’re still on track.

FMT Perspective

It’s easy to feel pulled in different directions when markets shift. This simple framework brings
you back to what works: clarity, consistency, and education. FMT’s programs are built to support
that foundation, whether you’re adjusting your outreach or starting fresh.

If You’re Making Small Adjustments

A few thoughtful changes can improve performance, especially when people are

paying attention but not taking action.

Next Steps:

o Pick one area to improve: the timing of your emails, the clarity of your message, or how you follow up.
o Make a small change, give it about two weeks, and watch for any changes in meeting request or engagement.

o Pay attention to whether lead quality or meeting requests improve after the change.

If You’re Shifting Direction
A bigger shift in the market—or your business—may call for a more

strategic change.

Next Steps:

o Write down what’s changed externally (e.g., regulation, economy, audience needs).

o Decide: Should you pause your current outreach, replace it with something new,
or add something on top?

Consider FMT’s classroom-based marketing system if you need a fresh,
proven approach.

Set Your Focus

Write down one specific action you’ll take based on your
decision above:

Our classroom-based
marketing system is ready
to launch with messaging,
targeting, venue setup, and
follow-up included.

Reach out to us at a
dvisors@fmtsolutions.com
or call 877-575-4205 to

get started.




Founded in 2001, FMT Solutions empowers more than 500 independent
advisors nationwide to turn education into their most reliable growth engine.
Central to that mission is our education division, the Financial Educators
Network (FEN), which delivers a proven one-to-many client-acquisition
platform that blends instructor-led courses with precision targeting and
end-to-end event support. FEN’s flagship, FINRA-reviewed courses,
including Wealth Creation Today®, Retirement Planning Today®, and
Rejuvenate Your Retirement®, equip advisors to teach with confidence,
while FMT’s proprietary data tools ensure invitations reach the households
most likely to register and attend. From venue negotiation and compliance
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you need lives under one roof.

Advisors choose FMT because we let them scale without dilution, stay
compliance-ready out of the box, and grow with data-driven efficiency that
lowers acquisition cost and lifts lifetime value.

LETS ACCELERATE YOUR GROWTH F M l
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