
 

 

 

 

 

 

 

Plan Ahead, Perform Better: Why Q1 Planning Defines Your Success 

The end of the year isn’t just a time to reflect — it’s your launchpad for next year’s growth. 
Studies show that advisors who plan campaigns at least a quarter ahead typically see  
30–40% higher ROI on their marketing spend due to better lead nurturing, improved 
consistency, and stronger follow-through. 

Now is the time to assess what worked, what didn’t, and to map out your Q1 marketing 
calendar. Planning early helps you: 

• Secure the best venues and mail dates before competition heats up 

• Launch digital and print campaigns before the post-holiday noise 

• Start the year with momentum instead of scrambling for leads in February 

 

Step 1: Review Your Numbers 

Before building your next marketing calendar, take a clear-eyed look at your most recent 
quarter’s performance. Your numbers tell the story of what’s working and where to focus 
next. 

Key metrics to evaluate: 

• Response Rates: Which mailers, digital ads, or workshops generated the strongest 
engagement and ROI? Look for patterns by topic, timing, and audience type. 

• Demographic & Audience Filters: Who’s responding most often by age, ZIP code, 
or household income? Use this insight to fine-tune future mailing zones, ad 
targeting, and venue selection. 



• Appointment Setting: Review your scheduling and kept ratios to pinpoint where 
leads drop off. Are appointment setters confirming effectively? Is the message at 
your events or in your follow-ups creating urgency to meet? 

• Conversions: Track how many first appointments turned into clients. Identify which 
lead sources or event types produce the highest close ratios. 

• Top-Performing Topics & Avenues: Which educational themes (e.g., RMDs, taxes, 
Social Security, retirement income planning) drew the best attendance and 
conversion rates — and through which marketing avenue (seminars, workshops, 
webinars, or digital campaigns)? 

Tip: Advisors who regularly analyze their marketing data are 60% more likely to exceed 
their annual goals (HubSpot). 

 

Step 2: Set Your Quarterly Marketing Schedule 

Build a balanced mix of marketing activities that keep your pipeline consistent: 

• Seminars & workshops: Start scheduling now to get prime venues for January–
March. 

• Referral events: A select club dinner or Bring-a-Friend event in Q1 can fill the 
pipeline with warm leads. 

• Educational webinars: Use timely topics like “Navigating 2025 Tax Changes” or 
“Social Security changes from the OBBBA.” 

• Email marketing: Re-engage cold leads through email campaigns tied to New Year 
planning themes. 

Pro tip: Top-performing advisors typically have 5–7 marketing touches per month between 
events, digital outreach, and client engagement campaigns. 

 

Step 3: Diversify Your Lead Sources 

Relying on a single marketing channel can stall growth. Combine Bull’s-Eye Marketing 
strategies such as: 

• Radio or podcast segments 

• Community partnerships or speaking engagements 



• Client surveys to uncover referral opportunities and cross-selling potential 

You can find our updated Client Survey templates here. 

 

Step 4: Start with a Numbers Meeting 

Block an hour with your team or coach to review: 

1. Event ROI by topic and venue 

2. Lead source performance (digital, mail, referrals) 

3. Conversion percentages at each stage 

4. Upcoming opportunities or gaps in your calendar 

Even a simple quarterly review can reveal high-impact adjustments, like reallocating 
budget from underperforming mailers to a referral event that yields better prospects. 

 

Step 5: Take Action Early 

The advisors who start January with events already on the calendar often outperform 
peers by more than 20% in Q1 production. Preparation equals confidence and consistent 
prospect flow. 

If you need help interpreting your numbers or designing a Q1 marketing plan, our coaching 
team is here to help. Schedule a session today at (877) 399-1933 or 
coaching@soundincomegroup.com and set the tone for your best year yet. 

 

https://advisorsacademyschool.com/client-surveys/client-survey-outline-pmp/
mailto:coaching@soundincomegroup.com

