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SECRETS TO HOSTING
A SUCCESSFUL CLIENT
APPRECIATION EVENT:
ONETEAM'S
EXPERIENCE

Hosting a successful client appreciation
event starts with following the steps and
processes outlined in our Bull's-Eye Marketing
guide, and additional keys to success may
vary from one advisor to another. That's why
we believe sharing success stories is
important.

Recently, Lindsey Cotter, Nathan Cox,
and their team at Retirement Income
Solutions, LLC hosted a client
appreciation event that was very
successful. For this month’s newsletter,

we asked them to identify some of the
specific steps they took and elements
they focused on to generate such
great results.




Promoting the
Bring a Name Game

Building excitement and enthusiasm around
the Bring a Name Game prior to the event
played a major role in its success, according
to Lindsey and her marketing coordinator,
Angela Orr. In addition to mailing out
invitations containing a QR code, they also
sent out multiple videos via email that
included links to the Bring a Naome Game.

“That worked out very well, and we got a whole
bunch of responses right off the bat,” Angela
said.

She also noted she was very consistent and
proactive in reminding all team members

in the office to promote the game in all their
interactions with registering clients, and to get
them excited about the Grand Prize drawing.

In addition to the invitations and the email
videos, Lindsey said the team also made
outbound calls to personally invite clients
to the event and promote the Bring a Name
Game.

“For about three months leading up toit,
we had this culture in the office that was
focused on the event,” she said.

“We also put QR codes all over the office, and
we had a video reel going constantly on our
television talking about the event and getting
people excited.

“So, there were a lot of different components
that helped drive the results we had,” Lindsey
said, “and the consistency was an important
part of it, too.”

As a result of their efforts, the team received 47

names before the event and 65 names by the
end of it.



Right Focus,
Right Approach

Lindsey said she believes another important
key to the event’s success was having the right
focus and taking the right approach while
hosting it. “For me, | feel the primary purpose
of it is to just show your appreciation for the
clients,” she said. “So, one thing we did was

to have everyone on the team go around to
all the different tables for dinner. We weren't
sitting together. We were all sitting with, and
mingling with, the clients. At my table we had
one gentleman whom I'll call ‘The Original
Client, and next to him was a couple he had
referred to us. Next to them was a third couple
who had been referred to us by the second
couple. The Original Client and the third
couple didn't know each other. And so, they
were all just sitting there talking about their
experiences in joining our firm and working
with us. At one point, the third couple turned to
me and said, ‘You know, Lindsey, we're going to
have more people we bring sitting right here
next year, and in a couple of years we'll fill this
whole table up!™”

Lindsey believes by having the right types of
conversations at your event while showing
your clients how much you appreciate them,
you put clients in a good, appreciative
mindset and you create a referral-centric
culture that can pay big dividends not only
at the event but also long-term.

“If you do it right and make it fun, people will
go out and tell their friends about it. They'll
say, ‘You'll never believe what kind of event
my financial advisor had for me. It was
incredible!” she said. “All of this just really

enhances that referral-centric culture we're case StUdY

always striving to create. And we have fun

and get a lot out of it, too, which is neat.” In addition to highlighting Retirement Income
Solutions’ successful client referral event in this

month’s newsletter, we will also be creating

a Case Study document featuring highlights
and details about their process and follow-up
strategy.
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Scott Enzor

Each month, we like to feature an advisor
who's doing exceptional work. This month
we've chosen to feature Scott Enzor, a native
of Horry County, South Caroling, who serves
the Myrtle Beach area as a financial advisor.
Scott believes in a team approach and
applies his commitment to hard work and
success to every aspect of McKenzie Financial
Group. His goal is to help each client achieve
their long-term financial goals with
confidence and peace of mind.

Primary Coach Rick Bates had this to say:

“Scott is always trying to better his advisor
skills. As his coach, not many days go by
without hearing from him with questions on
how to get better. His persistence has paid
off with him having a record year. He then
topped it off with an ACAT transfer of $7M,
of which $3M is going into FIAs. Great job,
Scott. Talk to you soon!”

Well done, Scott, and best wishes for your
continued success!



