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Think Seminar Marketing Has

Run Its Course? Think Again.

We hear it all the time from advisors: Seminars are dead right? They just attract “plate
lickers.” The audience is tired. Digital has replaced face-to-face. Yet, year after year, some
of the most successful financial advisors continue to fill rooms, book appointments, and
add millions in new assets using seminars as their primary growth engine.

The problem isn’t seminar marketing. It’s how most people do it.

Poorly executed seminars deserve their bad reputation. Generic slide decks, market
forecasts pulled from headlines, and sales-heavy pitches have trained audiences to tune
out. But when done correctly, seminars are not only alive, but they’re also thriving in a way

few marketing channels can replicate.

First, trust is built faster in person
than anywhere else.

Retirement planning is emotional. People
aren’t just worried about returns; they’re
worried about running out of money, rising
taxes, healthcare costs, and becoming a
burden on their family. A Facebook ad can
spark interest. A webinar can educate. But
nothing replaces the credibility that comes
from looking an advisor in the eye, hearing
their voice, and asking real questions in a
live setting. Seminars can compress the
trust-building timeline in ways digital alone
simply can’t.

Second, the audience quality is
unmatched.

Seminars self-select for seriousness.
Someone who gives up an evening, drives
to a venue, and sits for 60 minutes isn’t
casually browsing. They’re actively thinking
about retirement decisions. That’s why,
when seminars are positioned correctly,
appointment-setting rates remain strong
and closing ratios can outperform most
online lead sources. Advisors don’t just get
leads; they get conversations that matter.

DISCOVER THE POSSIBILITIES  THEQUANTUM.COM | 800.440.1088

FOR FINANCIAL PROFESSIONAL USE ONLY - NOT FOR USE WITH THE PUBLIC
The Quantum Group, USA, LLC, an Arizona limited liability company. In CA, d/b/a Quantum Distribution & Insurance Services



Demographics are working in your favor.

The largest retirement wave in history is happening right now. Millions of Americans are
entering their “decade of decisions,” facing complex choices they’ve never had to make
before. They want clarity. They want guidance. And they want someone they can trust.

Modern seminar marketing is integrated marketing.

Top-performing advisors don’t treat seminars as a standalone tactic. They use radio, social
media, email, podcasts, and short-form video to warm prospects before the event. By the
time someone sits down for dinner, they already recognize the advisor, trust the brand,
and understand the philosophy. The seminar simply confirms your authority

and credibility.

To educate or captivate?

The modern seminar isn’t about products; it’s about problems. Taxes in retirement. Income
during market volatility. Social Security timing mistakes. Medicare surprises. When
advisors shift from “what we sell” to “what retirees fear and misunderstand,” the room
leans in. Attendees don’t feel sold, they feel helped. And the byproduct of help is trust.
When you understand whether your hosting a dinner seminar or library workshop, you
aren’t there to educate. You’re there to captivate the audience. A seminar or workshop
shouldn’t feel like school. The audience likely won’t remember most of what you’re trying
to teach them. They will remember how you made them feel. Whether you’re hosting a
seminar, webinar, or a radio show, the common language is emotion. Think of your event
as the “movie trailer” for the movie. The “movie” is their first appointment with you.

Finally, seminar marketing hasn’t run its course. Bad seminar marketing has.

For advisors willing to evolve their presentations, focusing on emotion, empathy, and
integration, seminars can remain one of the most powerful, scalable, and profitable ways
to grow a retirement practice in today’s environment.

If you think seminar marketing has run its course, you’re not wrong about one thing: the
old way is gone. But the new way? It’'s working better than ever. Our top advisors who use
seminar marketing to grow their businesses can average $10M -$35M in annual annuity
premium and $20M -$40M in additional assets under management from their events.

To learn how Quantum’s Client Acquisition Team helps advisors develop

events that can maximize appointment setting and conversion, reach out to
your Quantum VP to schedule a conversation.
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