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Use Callbacks to Help Ensure Good Appointment-Setting Ratios  

Coming out of the slower winter marketing season, it’s understandable that 
some of you might be a little rusty about hosting seminars and workshops. 
That’s why in this month’s Advisors’ Academy coaching video, I do an in-
depth presentation on seminar basics, highlighting all the important 
elements you need to incorporate and emphasize to get the best results. I 
start it off by noting that, in addition to a strong opening and close, two 

other areas in the seminar are especially important. One is the value proposition, which is the section of the 
workshop where you explain the meaning of TR=I+G: total return equals growth plus income. The other 
area key area I discuss is the importance of callbacks in the middle of each workshop.  

Callbacks are important because even though you’ve already talked about their eligibility to sign up for a 
free Retirement Risk Report at the beginning of the workshop, if you don’t mention it again until the end, 
odds are they’re not going to be too excited about it. You’ve thrown a lot of information at them in the 
intervening hour, and they haven’t really had any time to think about this free report or how it applies to 
everything you’ve talked about, or how it can help them. So, you need to do at least one callback to remind 
them about it at some point in the middle of the presentation. The good news is that there are specific points 
in every seminar that give you an ideal opportunity to remind them about the fulfillment.  

For example, say you’re doing the fundamental workshop on “The Most Common IRA and 401k Mistakes.” 
In that one, once you get to topics 5, 6, or 7, any of those give you a perfect opportunity to do a callback. 
No. 5 is about fees, and No. 7 is about taxes, so you could mention how people frequently tell you how 
much value they get from our Retirement Risk Report when it comes to these issues. Why? Because we 
customize the report for them so they can determine exactly how much they’re paying in hidden fees and 
taxes. You might add, “Making sure you’re protected from future tax increases is crucial, and this is one of 
the major reasons people always take us up on our offer to get their free customized Retirement Risk Report, 
which, again, you’ll have the opportunity to do in just a bit.” And, of course, No. 7 is about the dangers of 
ignoring TR=I+G, which always gives you another perfect to do a callback.  

So, pick your places and remember to talk about the fulfillment at least three times: at the beginning and 
the end, obviously, but also do that callback at least once in the middle to keep them thinking about and 
eager for the Retirement Risk Report. For more new tips and insights, be sure to watch my March video!  

Have a great, productive month!  

Dave 
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