
Marketing Made Easy  —  September 2021

Marketing Made Easy  —  September 2021 1

With the holidays rapidly approaching, many 
of you are thinking about holding events for 
clients and prospects. Client appreciation 
events are a way for financial advisors to express 
gratitude, build engagement, and make clients 
so happy that they tell their friends about you. A 
successful client appreciation event can create 
rapport, which leads to more referrals.

Why Is Client Appreciation 
So Important?
Client appreciation events are important 
because they set financial advisors up to get streams of referrals from a stronger and more loyal 
client base. They help boost your credibility, increase awareness of you and your brand, and give 
your clients a chance to see you in a different (perhaps more human and relatable) light.
A client who feels appreciated is more likely to stick with you. You might feel like you’re holding 
onto your clients with a periodic phone call, but that will eventually come back to haunt you. 
You won’t get loyalty from someone who doesn’t know or trust you. An impersonal phone call or 
birthday card simply will not establish the relationships needed to secure more referrals.

Best Practices
Here are some best practices to ensure your event is a success:
• Get the Timing Right
 Ask your clients and get a feel for when they are free. For example, financial advisors like to  
 throw holiday events because December tends to be a slow month for them. However, it’s  
 usually the busiest time of year for clients. Make sure you carefully consider the date and  
 time of your event to maximize attendance. 
• Know Your Client’s Demographics and Interests
 Look at your current client base and see if there are any patterns. Do they have shared   
 interests? Can you segment them into different groups? For instance, a happy hour event  
 won’t work well with families, and a formal client base might not appreciate a tailgate BBQ. 

TIPS FOR SUCCESSFUL YEAR END 
CLIENT APPRECIATION EVENTS
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 If you decide to hire a guest speaker, make sure to find a good speaker who will provide a  
 presentation tailored to your clients’ interests. This should be a brief 20 to 30-minute   
 presentation – not a pitch.
• Don’t Pitch
 Continuing on the above bullet, a client event is about showing gratitude and building  
 loyalty. The only thing you’re “selling” is how great it is to work with them. However, it does  
 not mean you should let valuable opportunities slip away. 
• Always Allow Family and Friends
 You want your clients to feel comfortable. Make it abundantly clear to everyone that they  
 can bring guests. It turns into a group outing, and maximizes your chances of getting   
 referrals. 
• Don’t Spend a Lot of Time with One Person
 Move around, shake hands, and mingle. You want to make everyone feel welcome and  
 worthy of your attention, no matter how much money they have invested with you. 
• Add an “Events” Page to Your Website
 This lets everyone know that you have events, and it gives your website visitors a peek of  
 what it’s like to become your client. Also, be sure to keep your old events page. Use previous  
 events as an opportunity to reinforce the image that you’re committed to providing   
 excellent customer service.

Client Appreciation Event Ideas
Based on optimal timing for your event, here are some client appreciation event ideas that you 
can implement:
• Holiday Party
• Tastings (wine, beer, etc.)
• Cooking Classes
• Golf Clinic or Event
• Sporting Events
• Movie Night
• Document Shredding Event
Client appreciation events should be small and intimate or 
large with dozens of people. Anything in between is a recipe 
for an uncomfortable experience. If you want to go big and 
invite 50 or more people, you’re going to need help. Shop 
around for event planners and get ideas from at least three 
of them. The best way to increase attendance is a phone call. 
An invitation in the mail or mass social media invite is easy to 
brush off. You can frame every phone call as, “I know I sent 
the invites in the mail (email), but I wanted to make sure I 
invited you personally.”

Finally, make sure you plan well in advance. You want to have 
time to promote the event, and you want to plan far enough 
in advance that your clients and prospects have blank 
calendars. As a rule of thumb, plan at least two months in 
advance.

By following these tips, you can make your next client 
appreciation event a resounding success and continue to 
bring in new prospects through referrals.

MONTHLY MEGAHIT
Scott Enzor 
Investment Advisor Representative, McKenzie Financial Group

Each month, we like to feature an advisor who is doing great work out in the 
field. This month, we’re featuring Scott Enzor of McKenzie Financial Group, 
located in Myrtle Beach, South Carolina.

Although he has only been with us for a few months, Scott has really put the 
pedal to the metal with his marketing efforts. Besides getting his branding 
squared away, he has been talking weekly with Primary Coach Rick Bates in 
order to refine his knowledge and implementation of the Sales Process. We’re 
currently in the midst of designing his video animation funnel, which will be 
able to attract leads to his practice and help him grow.

Rick had this to say when asked about Scott’s efforts:

“Scott has put forth maximum effort learning the Sales Process and has 
continued to proactively go after sales while doing it. He has added his 
Series 65 license in the process, which will only help him going forward. 

Great job, Scott!”

Well done, Scott! We’re excited to see what Q4 has in store for you, and we 
expect great things from you!


