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Transforming Prospecting Through Education

Discover how a classroom-based approach to marketing
builds trust faster than traditional tactics.

FM'T

SOLUTIONS"




In a world flooded with financial advice, trust is
the currency that matters most. Yet traditional
prospecting tactics —think steak-dinner seminars,
paid ads, and cold calls—demand ever-larger
budgets for shrinking returns. According to Kitces
data, overall marketing efficiency fell by half
between 2021 and 2023: every marketing dollar
now brings in just $0.60 of first-year revenue.

On the pages that follow, you’ll see how an
education-based marketing model reverses that
trend. By teaching instead of selling, advisors turn
strangers into students, students into advocates,
and advocates into lifelong clients, often before
the first one-on-one meeting takes place.

—xecutive summary

What You’ll Learn

The cost and trust gaps eroding the effectiveness of
traditional prospecting

Three psychological triggers that make teaching
SO persuasive

Core strategies for implementing an education-first
funnel, from audience definition to multi-channel
follow-up

Real-world ROI indicators: higher conversion,
faster pipelines, lower churn

A quick-start checklist to launch your own pilot
class and measure impact within one quarter

Key Takeaways

Education accelerates trust
Six hours of classroom learning replace multiple discovery
meetings and position the advisor as a mentor, not a
salesperson.

Precision targeting lowers CAC

A multi-factor audience model funnels invitations
to the households most likely to register, attend
and convert.

Classroom delivery speeds sales velocity
Prospects who leave with actionable knowledge arrive at
the first meeting pre-qualified and ready to decide.

Retention rises with informed clients
Students who understand the “why” behind
each strategy stay longer and refer more.

A repeatable four-step blueprint
Audit current spend, pilot one targeted
workshop, track and optimize.




Investors Are Overwhelmed and Skeptical

Modern investors receive a relentless stream of newsletters, webinar invites, and “exclusive” offers. Rather than
building trust, the noise often fuels doubt. Advisors are competing in an environment shaped by information
overload, rising skepticism of sales-driven messaging, and a growing preference for self-education. According
Th h ‘ | to Betterment’s 2024 Retail Investor Survey, which collected data from 1,200 Americans across four generations,
e a e n g e there is a clear mismatch between where investors go for financial information and whom they actually trust. While

they often turn first to sources like friends, family, and online media, the most trusted voice—Dby far—is that of a
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Caducation as a Irust Accelerator

The Power of Teaching Before Selling

When an advisor stands at the front of a classroom or hosts a focused,
content-rich webinar, the dynamic shifts immediately. Prospects stop
seeing a salesperson and start listening to a guide:

Positioned as a mentor

The moment you explain why a Roth IRA conversion matters (instead

of pitching one), you occupy the same mental space consumers reserve
for great teachers —think MasterClass experts or researchers delivering
a TED Talk.

No pressure, higher receptivity

Education removes the “closing” agenda. People lean in, ask deeper
questions, and reveal personal goals you would never get from

a cold call.

Evergreen authority

Recorded sessions, slide decks, and workbooks live on long after
the event, continually reinforcing your expertise each time a prospect
revisits a concept.

Joining the Financial Educators Network (FEN), powered by

FMT Solutions, empowers advisors to execute this education-led
growth strategy approach. FMT’s three flagship courses—
Retirement Planning Today®, Rejuvenate Your Retirement®, and
Wealth Creation Today®—are built on the same principle: bring
actionable knowledge to an engaged audience, and qualified
clients follow naturally.

Why Education Triggers Trust Faster

Psychological Trigger

How Education Activates It

Impact on the Prospect

Reciprocity You share practical insights Prospects feel an innate
at no cost—an act of desire to reciprocate,
gooduwill. often by booking a

meeting.

Authority Teaching complex topics Viewers assume you’re

Bias signals competence and the expert most qualified
depth. to guide their finances.

Reduced Clear explanations An informed prospect

Risk demystify decisions and is less fearful and more

Perception fees. willing to engage.

These triggers work together like gears in a machine: each turn of the “education” gear

accelerates the “trust” gear, which in turn powers conversion.

Case Study

Minneapolis Firm Turns Classroom
Workshops into a Reliable Growth Engine

A multi-state advisory practice serving affluent
retirees and near-retirees in the Minneapolis metro
replaced cold calls and mass-market ads with FMT’s
Rejuvenate Your Retirement® workshops. By teaching
tax-smart income and estate strategies in university
venues—and inviting only households most likely

to attend—the firm was able to position its advisors
as mentors rather than salespeople. Prospects
arrived already familiar with the firm’s holistic five-
step planning process and eager to continue the
conversation.

The Results

65 Workshops delivered since 2020, each drawing a full room
of retirement-focused attendees

80% of participants book a follow-up meeting

$3 MM+ in new AUM generated per campaign




Define (and Refine) Your Target Audience

Traditional filters, such as age, income, assets, and zip code, are necessary but no longer
sufficient. FMT uses a multi-factor model that layers hundreds of demographic and
psychographic attributes (career stage, retirement confidence, charitable intent, learning
preference, and more) on top of the basics.

1. Start broad, then zoom in
+ Understand ideal client presence in your firm’s market area.

+ Overlay soft signals such as community involvement, recent job changes, or expressed interest
in tax-efficient investing.

2. Filter for attendance likelihood
« Match schedules (evening vs. weekend) and venue proximity.

* Prioritize households statistically proven to register and show up, ensuring your direct-response
budget reaches people ready to engage.

3. FMT'’s targeting advantage

+ Our decades of attendee information and access to third-party data enables custom targeting that
trims waste and raises response rates, so advisors meet prospects who already resemble their
best clients and are more likely to convert.

Deploy High-Value Educational Content

Core Strategies

Putting Classroom-Based Marketing to Work:
A Four-Step Blueprint

Advisors don’t need to reinvent the curriculum wheel; FMT’s flagship
courses deliver turnkey, FINRA-reviewed material:

1. Retirement Planning Today
- Core focus: Income, tax, and legacy strategies for imminent retirees

- Ideal audience: Ages 50-70

OVERVIEW
S : 2. Rejuvenate Your Retirement
A classroom-based approach to marketing is most powerful when it’s .
i i i Every course includes slide decks, - Core focus: Lifestyle, healthcare, and income-longevity strategies for retirees
systematic. Follow these four steps to attract the right learners, deliver real workbooks, case studies, and _
foll _ . - Ideal audience: Ages 65+
value, and turn that value into lasting advisory relationships. ollow-up exercises, giving
advisors instant authority 3. Wealth Creation Today

without months of

content creation. - Core focus: Comprehensive financial literacy for mid-career professionals

- Ideal audience: Ages 35-55




ore Strategies

Deliver Education in the Right Environment

Venue matters.
A university classroom, library auditorium, or corporate training room signals intent in a way a hotel ballroom never can.

Working with FMT secures exclusive territories, so only one advisor teaches a given course in their market area, mirroring
how high-end restaurants create demand through scarcity and setting long before diners taste a bite.

The result: Prospects associate your firm with credibility and access, not hard-sell tactics.

Build a Marketing Ecosystem Around the Classroom

An isolated class is a one-time event, but an ecosystem « Search Engine Optimization (SEO) captures “near-me” and topic searches
compounds trust over time. Activities your firm can engage - Publish a blog recap about a recent course or set up a landing page that communicates your upcoming events.
I EEE e R growth may Include: - Social media highlights expertise and gathers social proof

- Post photos of your advisors teaching, share learner testimonials, and highlight key takeaways in carousel form.

+ Email marketing nurtures registrants before and after class

Together, these touchpoints act - Send a pre-class checklist, deliver a digital copy of the workbook, and invite attendees to one-on-one strategy sessions.
as digital extensions of the
classroom, reinforcing your * Your firm’s website provides evergreen proof of authority

credibility and keeping - List upcoming course dates and archive past presentations for on-demand viewing.
prospects engaged until

they’re ready to commit.




The ROl of Educational Marketing Case study

National Firm Scales a 3x Growth Engine
with FMT Workshops

Educational marketing isn’t just another tactic. It’s a multiplier. When advisors teach before they sell,
they see gains across four revenue levers.

1. Higher Lead-to-Client Conversion
Classroom attendees arrive with intent and stay for six full hours of unbiased content. They leave with
a workbook in hand and a clear sense of your expertise, making a one-on-one consultation the natural
next step. Advisors consistently report that education-sourced leads convert at markedly higher rates
than names gathered through other lead generation tactics.

2. Faster Sales Velocity

A 39-office wealth-management firm operating across
15 states standardized client acquisition by adopting

FMT’s compliance-ready workshops. By teaching
retirement and investment fundamentals (rather than

Trust built in the classroom can shorten time-to-convert from months to weeks or even days. FT-driven pitching products) each location could showcase
courses darive
Prospects leave class familiar with your points of expertise, their key questions addressed, and the follow-up rates . . . . . .
confidence to move forward. What once required three or four one-to-one meetings now takes a of more than expertise, maintain brand consistency, and invite Only
single follow-up, freeing advisor capacity and pulling revenue forward. 80% the prospects most likely to act. The education-first
3. Stickier Client Relationships approach quickly became the firm’s highest-ROI funnel.

Students describe the courses as “very knowledgeable” and appreciate the “no high-pressure sales”
environment. That early, education-based trust translates into deeper engagement as clients, with )
fewer service escalations and greater willingness to follow advice—key ingredients for long-term e

retention and organic referrals. m

4. Lower CAC, Higher Lifetime Value
Direct-response dollars go only to households more statistically likely to register and attend, The Results
trimming wasted impressions. Because educated clients stay longer and are more likely to
consolidate assets, lifetime value grows while acquisition cost shrinks. This is an unbeatable
combination for 43 Workshops launched in the first year, now averaging
margin expansion. 70+ per year nationwide

$3 MM+ new AUM per campaign delivered directly from
workshop attendees

3x year-over-year growth in education-driven revenue across
the firm’s footprint




Getting Started:

Implement Educational Marketing in Your Practice

Move From Ildea To Impact in Four Focused Steps.

Use this quick-start checklist to shift resources, launch your first class, and prove the model

before you scale.

1. Assess Your Current Prospecting Strategy
e List every tactic you fund today, including ads, dinners, cold calls, & direct mail.
¢ Note hard dollars & advisor hours for each.

¢ Highlight activities that fill your pipeline with names yet seldom lead to discovery meetings.

2. Engage With Us

e Meet with an FMT Solutions program consultant to map your territory and confirm classroom

e Review course options: Wealth Creation Today, Retirement Planning Today, &
Rejuvenate Your Retirement.

¢ Set a preliminary event schedule & lock in venue reservations.
We handle compliance reviews & promotional materials.

3. Pilot One Targeted Workshop

¢ Select a single, well-defined audience segment.

e Use FMT’s precision mailing lists and digital templates to invite only households most likely to attend.

¢ Deliver the class, distribute workbooks, & offer no-pressure follow-ups.

4. Track & Optimize Results

e Capture metrics: registrations, show rate, discovery meetings booked, & clients won.

e Compare cost-per-client to your legacy tactics.

¢ Refine audience filters, messaging, & cadence before scheduling additional classes.




Conclusion

Stand Out & Win Clients Before the First Meeting

You don’t earn someone’s life savings with a catchy ad or
a polished pitch deck. You earn it the moment you teach
them something they can use that same day. Advisors
who lead with education are already proving what comes
next: shorter sales cycles, higher-quality clients, and
relationships that begin with trust rather than persuasion.

Traditional prospecting is losing steam. A classroom-
based approach turns strangers into students and
students into advocates, all before you ever slide a
proposal across the desk. The only real question is no
longer whether education works, but how soon you’ll put
it to work for your practice.

Ready to see the difference? Connect with an FMT

consultant and discover how an education-led strategy
can accelerate your growth. Call 1-877-575-4205, email
info@fmtsolutions.com your firm’s growth, or visit us at
fmtsolutions.com to get started.




About FMT Solutions

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 review to instructor coaching and post-class follow-up templates, everything 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

877-575-4205 | advisors@fmtsolutions.com | fmtsolutions.com -
SOLUTIONS
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