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DECIDE PLAN PROMOTE PRESENT FOLLOW UP

TURN STRANGERS INTO PROSPECTS AND PROSPECTS INTO PIPELINE

Workshop marketing can be a powerful way to share your expertise and educate people 

about their need for the financial solutions you can provide.

Workshop marketing creates opportunities to:

  Establish your credibility with new groups

  Increase your visibility in the community

  Create or strengthen relationships

  Identify and set appointments with prospects

  Build your business

Getting started is easy with our comprehensive package of support materials:

  Customizable invitations 

  Presentations and recommended handouts

  An evaluation form to get immediate feedback from your audience, capture updated 

contact information and encourage follow-up meetings

  A thank you email, allowing you to follow up with attendees

Combined, it’s an engaging experience that reinforces your professionalism and can help you 

grow your business.

For a list of available presentations, see Client Workshop Topics (BB11235).

https://secure02.principal.com/publicvsupply/GetFile?fm=BB11235&ty=VOP&EXT=.VOP


For a more engaging experience, consider hosting a Financial Security Workshop Series.

Over several weeks or months, you can provide valuable guidance to a group on topics ranging 

from financial basics to preparing for retirement. As you build relationships, you’ll have multiple 

opportunities to secure one-on-one meetings and drive new business.

The core workshops in the series are listed below, but you pick the topics to customize your curriculum.

The Financial Security Workshop Series

Take Workshop Marketing to the Next Level

FINANCIAL SECURITY 101 Your Path to Financial Security (BB11147)

MANAGING YOUR MONEY Get FRANK with Your Money (BB11213)

PROTECTING YOUR INCOME  
AND SAVINGS

From Here to Security

• Life (BB10008)

• Disability (DI8511)

SAVING FOR RETIREMENT Retirement Savings Vehicles (PD440)

COLLEGE FUNDING OPTIONS Saving for College 101 (BB10023)

ESTATE PLANNING
Eight Key Steps to Estate Planning 

(PD529)

GETTING READY TO RETIRE

Shifting Gears (PD882)

Social Security (MM4787Q)

Medicare (MM5944)

GENERAL TOPIC WORKSHOP NAME



STEP 1  |  Decide who to invite
Deciding who to invite is a crucial step of the process. You want to fill your workshop with people 

who are willing and able to learn more about what you have to offer. 

Consider establishing your target group from:

• Your current book of business

•  The family and friends of your 

current customers

•  Referrals (ask existing clients to 

bring a guest)

•  Business acquaintances (doctors, dentists, accountants, 

lawyers and others from your community)

• Employee groups

•  Associations, clubs and organizations (industry and 

business groups, unions, community service groups, 

women’s groups, investment clubs)

STEP 2  |  Plan the date, time and location
Picking a date and time for your workshop may be just as important as determining your target audience. 

If your event is held at an inconvenient time, your attendance may be less than you had hoped. 

Think about the types of people you are inviting and the time of the day or year when they are 

most likely to be free. Here are some things to consider:

• The best days of the week tend to be Tuesdays and Thursdays.

• Midday may work best for retirees.

• Evenings and weekends may be better for those who have jobs and/or families.

• Business owners are usually accessible for breakfast or lunch sessions.

Think about your guests, and select a meeting place that will make them comfortable. You might 

consider reserving space at a local library, community center, school, college campus, office 

building, restaurant or hotel. Try to find a convenient location that will be easy to access. 

When making your decision, consider the following:

• Size of the group (ideal size is 20 to 30 people)

• Audio/visual needs and room set-up (classroom style, round tables, etc.)

• Whether you want to serve refreshments and if so what kind (lunch, beverages, light snacks, etc.)

STEP 3  |  Promote your event
Invite your guests using invitations available to you on our financial professional website. Send out 

invitations three weeks before the event. If mailing invitations, address the envelopes by hand. 

Expand your reach. Word of mouth is a great way to encourage endorsements and increase your 

workshop attendance. Ask your invited guests to bring a friend or their significant other. 

Consider using social media to promote your workshop and invite others to attend. 

Follow up with registrants a week before your event to confirm attendance and begin building rapport.
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S u c c e s s f u l  W o r k s h o p



Principal National Life Insurance Company and Principal Life Insurance Company, Des Moines, Iowa 50392-0002, www.principal.com

Principal National (except in NY) and Principal Life are issuing insurance companies of the Principal Financial Group®, Des Moines, IA 50392.

For financial professional use only. Not for distribution to the public.

Not FDIC or NCUA insured 
May lose value • Not a deposit • No bank or credit union guarantee

Not insured by any Federal government agency

BB11236  |  04/2014  |  t14041101sn

WE’LL GIVE YOU AN EDGE®

STEP 4  |  Present the workshop
On workshop day, your objective is to help educate participants and showcase your expertise and 

ability to address their financial planning needs. 

Do it well, and you can generate leads for new business. Some best practices:

•  Meet and greet attendees at the door, and thank them for coming. Getting to know the crowd 

before speaking can ease your anxiety and theirs.

•  Involve your audience at planned times in the presentation. Ask open-ended questions to get 

people to engage in a dialogue with you.

• Avoid standing behind a podium as it can be seen as a barrier between you and the audience.

•  At the close of the presentation, ask your guest to fill out the evaluation form (BB11177), and 

encourage them to indicate whether they would like to schedule a complimentary consultation. 

STEP 5  |  Follow up
Contact attendees within 48 hours to thank them for coming, and be sure to offer a complimentary 

consultation.

A thank you email (LF431) is available on our website. Consider sending a handwritten note as 

another good way to follow up with attendees. 

Contact guests who could not attend and offer a one-on-one meeting or invite them to your  

next workshop.

GET STARTED TODAY

A client workshop offers a great opportunity to share your knowledge and to build 

relationships with potential clients.

Visit our financial professional website, or contact the National Sales Desk at 800-654-4278 to 

get started.

https://secure02.principal.com/publicvsupply/GetFile?fm=BB11177&ty=VOP&EXT=.VOP
https://secure02.principal.com/publicvsupply/GetFile?fm=LF431&ty=OFT&EXT=.OFT

