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As Dwight Eisenhower said plans are nothing, planning is everything. this is a guidebook

to help you initiate marketing planning for your �nancial advisor practice. To give your

business the best chance of success a clear marketing plan should help guide you through

the planning process and keep you on track to help you reach your goals.

Where do I start? How to use this marketing guidebook.

First open up the prospecting questionnaire an answer each question as it relates to your

practice. This will provide some thought provoking strategies blind spot sand

opportunities for you to address and look at when building your marketing plan this

should take 20 or 30 minutes to complete. Once you have completed the prospecting

questionnaire then go through the 88 marketing strategies checklist. This checklist is

designed to help you think about all the things you want to add into your plan for the

calendar year. Now go through any other notes, strategies guide books, workbooks or

materials you have in developing your marketing plan and we're going to now put it on

paper in the eight sentence marketing plan workbook.

Part 1:

Guide To Building Your Marketing Plan
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It will remind you of your speci�c purpose your competitive advantages who your ideal

clients are who your niche is what strategies you need to implement including

communication who were trying to acquire and are we on tracked to reaching our goals

on a regular basis measured weekly. Once you get into this weekly habit you will now

need to plan 2hours per week over 40 weeks a total of 80 hours per year working on your

business. In these 80 hours is the opportunity to implement and grow your business.

What you put into your eight sentence marketing plan is what you will focus on. How

you build a tracking schedule is up to you how you measured your results whether it be

revenue assets new clients will vary but reviewing the marketing plan every Monday

morning will help you focus on the right activities each and every week to help you grow

your business.

Next is you are going to build an 8 sentence marketing plan. This simpli�ed yet complex

workbook will help you identify plan and implement your key strategies to help you grow

your business. We would suggest that you review this marketing plan every Monday

morning. This is not a once and done activity this is a weekly measurable activity that you

will add edit change and improve on and the only success that is badgered is your

implementation and your results that is why we suggest working on it every Monday

morning most marketing plans and business plans are a one and done project but the

eight sentence marketing plan is something to work on every single week.
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Step 1 - Complete prospecting questionnaire ( 30 minutes)

Step 2 - Complete 88 strategy marketing checklist ( 30 minutes)

Step 3 - Complete 8 sentence marketing plan ( 1 hour)

Step 4 - Complete 12 month marketing activity calendar / plan / implementation

schedule ( 12 months)

Step 5 – Accountability and tracking results – review every Monday morning –plan to

work on your business 1-2 hours per week to implement marketing strategies.

 - Have you build a Measurable marketing plan and measure it on a weekly basis.

Building good habits will help you grow your business . Our goal at APM is to have every

member of APM develop an 8-sentence marketing plan they can focus on and measure

their growth. 

 Having a plan in writing and a schedule to follow gives advisors greater

probability of success in reaching their goals, and good habits along the way.

Acquiring ideal clients, building an ideal business and life, and managing capacity 

Goal

Outcomes -

Payo� - 

- Prospecting questionnaire

- 88 marketing strategies checklist 

- 8 sentence marketing plan

- 12 month marketing activity checklist

Developing your marketing plan – included guides
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Part 2:

Exclusive Prospecting Checklist 
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Part 3:

88 Marketing Strategies Checklist
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Part 4:

8 Sentence Marketing Plan
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Part 5:

Marketing Planning Calendar 
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Enthusiastically
yours, Grant Hicks,
CIM

Contact Info

Suite 1625 - 246 Stewart Green, Calgary, Alberta T3H 3C8

403-970-8895

grant@ghicks.com


