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Agenda

PART 1 – Preparing for Success

 What are the different types of marketing?

 What is a marketing plan and why use it?

 What sets your business apart?

 How do you determine your ideal client?

 How do you determine your key message?

 What are your goals?



Agenda

PART 2 – Taking action

 What marketing tools are available to you?

 How do you develop a marketing plan?

 What marketing strategies are right for you?

 How can your marketing plan be more effective?



PREPARING FOR SUCCESS



WHAT ARE THE DIFFERENT 

TYPES OF MARKETING?



Types of Marketing

PUSH MARKETING

PULL MARKETING



Push Marketing

Marketing



Pull Marketing

Marketing



WHAT IS A MARKETING 

PLAN AND WHY USE IT?



What is a Marketing Plan?



Why Use a Marketing Plan?

 Creates a blueprint for annual 
activities.

 Establishes priorities allowing you 
to spend money and time 
effectively.

 Provides a flexible and working 
document.

 Details tactics you will use and how 
often.



How to Develop a Marketing Plan?



Exercises on page 5 

of workbook



WHAT SETS YOUR BUSINESS 

APART?



What Sets Your Business Apart?

*Exercise on pg. 6



What Sets Your Business Apart?

 What sets your business apart?

 How are you different than other 

advisors out there?

 Why are you the best at solving your 

clients problems?



Exercises on page 7 

of workbook



HOW DO YOU DETERMINE 

YOUR IDEAL CLIENT?



How Do You Determine Your Ideal Client?



What Do Your Favorite Clients 

Have in Common?



Exercises on page 8 

of workbook



HOW DO YOU DETERMINE 

YOUR KEY MESSAGE?



How Do You Determine Your Key 

Message?



Think like your audience – get 

inside their heads – so you 

can focus on the key points 

they want and need to know! 



Exercises on page 15 

of workbook



WHAT ARE YOUR GOALS?



Understand Your Goals



Exercises on page 18 

of workbook



TAKING ACTION



WHAT MAKERTING TOOLS 

ARE AVAILABLE TO YOU?



Marketing Strategies

Marketing

Press

Mailings

Networking

Speaking 
Engagements

Social 
Media

Awards

Events

Podcast

Blog/ 
Newsletter

Interviews



PRESS



Press
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WHY 
PRESS?

Credibility

Recognition

Prospecting

Free 
Marketing



Press Release



Press Releases Distribution

Free 

I-Newswire.com 

pr-inside.com 

Paid 

Prnewswire.com 

Prweb.com 

Businesswire.com 



Exercises on page 24 

of workbook



Press Pitch



Perfect the Press Pitch



Perfect the Press Pitch



Perfect the Press Pitch



Perfect the Press Pitch

Interject Humor



Exude Confidence

Perfect the Press Pitch



Perfect the Press Pitch



Develop Story Angle to Get Reporters’ Attention

Local twist on national trend –

Recession hits home - 1 in 4 local businesses will fail

Pick a number/study –

Top 10 reasons your investment portfolio will fail in 2017. 

Top 5 undiscovered tax tips that will save your readers money.

Personal story or success story –

Divorced woman cleans up credit after ex destroyed her score during divorce.

Roundup –

The best budgeting software for 2017 and why your readers need to know.



Where to Send Your Pitches

Use lead generating services to increase 

your PR opportunities

 prleads.com

 helpareporter.com 

(haro)

 sourcebottle

 pitchrate



Exercises on page 29 

of workbook



Speaking to Reporters



Creating Solid Relationships With 

Reporters



Keep Track of Reporters, Friends 

& Colleagues in the News



Track Your Success



Marketing Your Success



ONLINE MARKETING 



Online Marketing 



Online Marketing



CREATING RELEVANT 

CONTENT



Blog



Become an Expert Contributor



Become an Expert Contributor



Podcast



Podcast

Podcast 

Theme

Format

EquipmentRecording

Post 
Production



Podcast Theme



Podcast Format

FrequencyLengthFormat



Podcast Equipment & Software

Audio-Technica AT2020

Samson Meteor

Shure SM-58

Blue Yeti/Yeti Pro 

Blue Snowball



Podcast Equipment & Software



Podcast Post Production



Podcast



BECOME A THOUGHT 

LEADER THROUGH 

RESEARCH



Research Paper/White Paper

Unveiling The Unspoken Truth: Women, Divorce & Money

The Financial Challenges Women Face During and After Divorce

Age of Participants 

Up to 
$500,000, 46%

$500,000-
$1,000,000, 

21%

$1,000,000-
$5,000,000, 

27%

$5,000,000 or 
more, 

6%

Net Worth



Develop Your Survey



Conduct Your Research



Incentivize People to Participate



Reach Survey Participants 



SOCIAL MEDIA



Use Social Media



Facebook



When Should You Post on Facebook?

BEST TIME

Thursday - Sunday

9am

1pm

3pm



Twitter



When Should You Post on Twitter?

BEST TIME

Wednesday

12pm

3pm

5pm

6pm



LinkedIn



When Should You Post on LinkedIn?

BEST TIME

Tuesday - Thursday

7am 12pm

8am 5pm

6pm



Social Media Plan

Manage your entire social media 

campaign



Social Media Plan

30% 15%

30%25%



Exercises on page 33 

of workbook



AWARDS



Awards



How Do I Get An Award?



Awards



Display Your Awards



Exercises on page 34 

of workbook



NETWORKING



Networking 



Centers of Influence



Make the Most of Your Networking



Exercises on page 34 

of workbook



Elevate Your Pitch



Exercises on page 37 

of workbook



SPEAKING ENGAGEMENTS



Speaking Engagements



Speaking Engagements



Speaking Engagements

 What do you have to say?

 What is your expertise?

 What are trends you have noticed among your 

clients?

 What valuable information can you share with the 

audience?

 Have you done a research paper you want to share? 

 Have you conducted interviews? 

 Do you have a book or e-book?



Booking Speaking Engagements 



How to Book Speaking Engagements

Much like pitching to the press, booking speaking 

engagements is about having the perfect pitch.

 Make sure to keep your pitch concise. 

 Give a detailed outline, but you don’t have to give 

everything away from the start.

 Give your presentation personality- use humor, give 

it an angle.

 Give your presentation a good title



How to Book Speaking Engagements

 Tell your story (we’ll talk more about your personal 

story later on)

 ALWAYS include your bio. Make sure this bio 

highlights your most recent media hits, awards, 

recognitions. 



Exercises on page 38 

of workbook



EVENTS



Event are a great way to bring referral partners, 

clients and potential clients together.

Events



Networking Events for 

Referral Partners



Networking Events for Referral 

Partners

Host small, medium and large events.



Limani Lunches
Small event

Trust and Estate

Divorce 

Coach

Mediator

LitigatorTherapist

Accountant

Forensic 

Accountant



Outside the Box Events 
Medium Events



Outside the Box Events
Medium Events

Rum Tasting at My Home



Thank You Events
Large Events

Art Galleries, Rooftop Bars, 
Francis Financial Office



Networking Events for 

Clients



Appreciation Events for Clients 



Appreciation Events for Clients
Wine Tasting Soiree at My Home



Appreciation Events for Clients 
Influencers' Dinner



Appreciation Events for Clients 
Summer Boat Events



Networking Events for 

Potential Clients and 

Clients



Divorce Research Thank You Event



Educational Events for Potential 

Clients and Current Clients  



Money Conversation Circles for Potential 

Clients and Current Clients



Money Conversation Circles for Potential 

Clients and Current Clients

Money Circle Trainings

Elizabeth Jetton

www.turningpoint.vision/circletraining-

retreat



Finance 101 for Kids



SNAIL MAIL



Money Tree for All New Clients
Welcome Gift



Special Events Gift
New baby



Special Events Gift
Macaroons for Valentine’s Day to

Widows and Divorced Clients



Special Events Gift
Cookies for Divorce Month

Matrimonial Attorneys, Therapists, Forensic 

Accountants, Divorce Coaches



Special Events Gift
Chocolates for Tax Season

CPA’s



Helpful Gifts
Books



Holiday Mailings



Holiday Mailings
Handmade Cookies for Thanksgiving



Handwritten Notes



HOW CAN YOUR 

MARKETING PLAN BE MORE 

EFFECTIVE?



Marketing Your Success



Extreme Customer Service 



Be Timely



Be Attentive 



Be Inviting & Supportive



Personal Story



Exercises on page 39 

of workbook



Your Marketing Plan



Exercises on page 43 

of workbook



Questions?
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FrancisFinancialInc

@FrancisFinance

francis-financial-inc
stacyfrancis

Stay in Touch!

Email: stacy@francisfinancial.com

Website: www.francisfinancial.com



147

Stay in Touch!

For more questions regarding our marketing 

efforts, please feel free to email 

Sunaina Mehra, Marketing Manager at 

Francis Financial.

Sunaina@francisfinancial.com

mailto:Sunaina@francisfinancial.com

