
SURPRISE & DELIGHT

Connect with us online or at 844-2-JOIN-AG (844-256-4624).

Financial professionals succeed when they take an individualized approach to their clients. Entrepreneurs succeed 
when they make sure they’re always looking at the “bigger picture.” 

So, as a financial professional and an entrepreneur, how can you make sure your clients receive individual attention 
without losing sight of your practice? You put your data to work.

Using Advisor Group’s Advisor Business Intelligence (ABI) tool makes it easy to create reports and determine an 
action plan. Check with your firm to see if these reports are available to you.

 REPORT 1
 SEGMENT YOUR CLIENT BASE BY GENERATION

   Create this report in ABI to meaningfully segment your clients by birth 
generation, giving you a better idea of ways to provide customized 
“surprise and delight” experiences. Here are a few ideas:

   Retirees: For those who are currently in retirement, send them a gift  
that correlates with their current hobbies (a plane ticket credit for 
their next trip, a kit of goodies they can pack if they enjoy traveling,  
a monthly wine subscription, etc.).

   Pre-retirees: For those heading into retirement, send them a retirement 
gift basket with their favorite items (customized golf balls, a travel 
diary and travel guides to their favorite city, a gift card to their favorite 
steakhouse).  For top clients, offer to help organize their retirement party! 

   Gen X: Look at their day-to-day life (growing children, caring for parents 
etc.) and send targeted gifts that show you listen to what’s important to 
them. You could send them a gift card to a sports store for buying their 
children sporting equipment, a customized digital photo album so they 
can set their favorite pictures digitally, a vacation gift basket filled with 
snacks, passport holders, and family fun activities they can book).

   Millennials: Consider the milestones they are experiencing (purchasing 
a first home, new marriage, new baby, etc.). Consider sending them 
something they might need like a gift card to a home improvement store, 
a gift card to their favorite restaurant for a date night, or a thoughtful gift 
basket for the birth of a baby.

Transform Insights into Ideas for Business Growth

http://info.advisorgroup.com/connect?utm_source=collateral&utm_medium=brief&utm_campaign=2021_Recruiting_AG_Collateral-Lead-Gen&utm_content=mycmo-surprise-delight-2


 REPORT 2
  SEGMENT CLIENTS AND HOUSEHOLDS BY REVENUE OR 

OTHER COMMONALITIES

   What do your top revenue-generating households have in common?  
Once you pinpoint these commonalities, you can find better ways to earn 
referrals from this group rather than asking for them. Here are a few ideas:

 •  Do you have a group of clients that are alumni of the same university? 
Host a tailgate for them at a major sporting event for the school or rent 
out a box and invite these clients to join you. 

  —  If you have clients who work at the same company (let’s say you have 
their 401(k) plan) you could send the plan participants some desk 
goodies (pens, a sticky note pad, a branded phone charger, etc.). 

  —  If you have niche markets, for instance, if a major portion of your 
clients are doctors, you could customize an event just for that group: 
put together a yoga and meditation private class for them to come and 
relax, include a small gift basket takeaway of a branded water bottle, 
essential oils, etc.

 REPORT 3
 REVIEW YOUR PRACTICE’S REVENUE TRENDS

   Plan for the future of your business by using revenue trends and analyzing 
the sources. Here are a few reports that help you do just that:

 •  Segment revenue by qualified versus non-qualified. Find quite a few 
clients with qualified accounts who don’t have a Roth with you in this 
report? I invite them to a virtual workshop to help clients understand the 
difference between Roth vs. Traditional IRAs and help them understand 
which might benefit them most.

 •  Analyze trends in annual and quarterly revenue. Use this report to 
determine which marketing activities are benefiting your practice and 
invest time and energy only in those. 

 •  Compare revenue from previous years. Use this report to inform decisions 
around whether you should plan to hire more staff, acquire a new client 
base, or take on a junior financial professional to help with a specific 
group of clients so you can focus on others.
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Contact 844-2-JOIN-AG or let us contact you to learn more about Advisor Group’s  
Advisor Business Intelligence platform.

 REPORT 4
 GET A CLEARER VIEW OF YOUR OFFICE

   If you lead an office of financial professionals, certain reports are built to  
help you gain insight into the opportunities your peers have yet to uncover. 

 •  Compare your business versus peers at your firm with regards to product 
mix, revenue and AUM. It’s always insightful to review revenue sources 
and identify potential cross-selling opportunities—these can help you 
determine topics for an effective coaching schedule that increases  
overall revenue.

 •  Find out how your revenue ranks versus your fellow financial 
professionals. If you’re an OSJ or Office Manager, reviewing trends in 
revenue across different financial professionals can help you determine 
who might need extra support staff, or who might also be suited to lead  
a smaller team within the OSJ.

  Discover these insights and more in one place using Advisor Group’s  
Advisor Business Intelligence. Enjoy one-click reporting, integration with 
business coaching, and dedicated advisor marketing support to help you 
activate a plan that will elevate your business.
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