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I have been asked by several producers, “What are the best practices in order to do a successful 
seminar?” This is a great question! For those who are thinking about doing dinner seminars, it is an 
important question to consider before spending thousands of marketing dollars for an event. Doing 
seminars is a process and it takes careful planning to deliver the results that you are looking for. Dinner 
seminars are successful if you do them correctly. This article will focus on the beginning steps to start 
your seminar preparation and will cover three important aspects. First, why is branding important in doing 
seminars? Second, who are the individuals you would like to attract to be your clients? Third, will having a 
mentor or a coach make a difference for seminar success?

Branding
Everyone talks about branding and everyone thinks that they are doing it correctly. Before becoming a producer and 
doing seminars, I worked as a global business director for a company that was one of the most recognized brands in 

the world. What their brand was and what it represented was very important, and they did all they could to protect and build it. 
Agents need to have the same mentality as corporations regarding building and maintaining a brand. The agent himself is the 
brand. When you meet face to face with a client or give a presentation 
to a group of 50, the clients are seeing YOU and what you have to offer 
them. They want to know how you can help them solve a problem and 
if they can trust you to be that solution. 

So, what sets you apart from others? Choose three things that you 
or your group do well. These three things are going to be your 
explanation of why a potential client should choose you over someone 
else. Once you have these three key points, dig deep and back up your 
claim. For example, I know a producer who says one of his strengths is 
great customer service. When he meets with clients, he tells them that 
he has the best customer service and will take care of them better than 
anyone else. The problem with that is most agents say the exact same 
thing but do not do it. What you need to do here is to share with them 
a testimonial of someone who said you did give the best service or tell 
a story of how you helped a client each step of the way. Stories are 
powerful! Do not just say what you are good at – tell them HOW you 
are good at it. Go deep into each of the three you have selected. If you had 30 seconds to describe your company and what it 
does, you would be able to give these three immediately. Potential clients will not remember more than three and to be honest 
– you may not either. These three points should be on your website, in papers you send out and talked about in your seminar. 
Repetition of these principles and focusing on them will help you in building your brand.

Targeted Client Group
I have a brother who is a successful endodontist. He does root canals, period. He knows his potential client is 
looking for a solution to relieve dental pain and he has the answer. My brother does not do teeth cleaning, fill cavities 

or put braces on. His specialty is root canals. From the medical industry 
to the automotive, specialty is the business focus. The advisor needs 
to have the same laser focus on who they want as clients. You cannot 
be everything to everyone, nor should you want to be. Who do you 
want to come into your office or come to your seminars? There is an 
old saying, “You get what you ask for”, and this is true. I recently saw an 
advertisement for a retirement firm that stated if you have $500,000 or 
more of investable assets to come in and set an appointment. This firm 
has decided who it wants for a client and is targeting them. Producers 
need to understand who their client is, so they know how to market to 
them. Focusing on your preferred client will help you in your marketing 
and branding efforts. You will be able to advertise to those who meet a specific criteria and other marketing avenues will also 
target your desired result.

“Agents need to have 
the same mentality as 
corporations regarding 
building and maintaining a 
brand. The agent himself is 
the brand.”

“You cannot be everything 
to everyone, nor should 
you want to be.” 
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Coach
Dinner seminars are an effective way to attract new clients and build your brand. One of the most successful ways 
to do this is to have a coach or a mentor guide you through the steps of how to do a successful seminar. There are 

a few pitfalls that producers run into in doing seminars and avoiding those pitfalls will help the agent wisely use his resources 
to get the best return on the investment. I was lucky enough to find a 
mentor to help me start in this industry and he helped me avoid the 
mistakes that many new agents made in starting up. Because we had 
a coach to help guide us we were able to become $8M producers 
in just a few years. A mentor can help you understand the A through 
Z process of the seminar and how to be the most effective in every 
aspect. Success comes from practice. Record your seminars and 
meetings and listen back to them. Share the recordings with your 
coach or mentor and ask for feedback. You are professional and need 
to sharpen your skills so that you can help others fulfill their financial 
goals. 

Branding, Target Marketing and a Coach are just a few practices 
of successful producers who do dinner seminars. Seminars are a 
successful way to reach a new audience and build your business. Branding and Target marketing can help you focus and 
create the clientele that you want. The best advice that I can give is to align yourself with a great FMO and a good coach to 
help you be successful in your seminar marketing efforts.

“Because we had a coach to 
help guide us we were able 
to become $8M producers  
in just a few years.”

Have questions? Would you like to learn more? 

Call (801) 826-2607 or email shane.dimon@allegisag.com

Allegis Advisor Group  (800) 418-1788   
10235 South Jordan Gateway, Suite 100, South Jordan, UT 84095
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