
WHAT IS THE
12 MONTH MARKETING PROGRAM?

We know your time is valuable, and the focus tends to be 
on prospecting and cultivating new relationships and 
business for your firm. So, let us help you with your client 
retention efforts, which can lead to future cross-selling 
opportunities! 

If you aren’t staying in touch, how will you know when your 
clients are going through a major life event and be in need 
of your services?

This is a highly personalized automated multi-channel 
marketing program designed to help financial 
professionals build client relationships, and to grow 
their business. Each of your clients will receive at 
least one monthly personalized communication from 
you to ensure you stay connected and brand yourself 
as the go-to financial professional.
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HIT BACK TO PROTECT YOURSELF

Core U.S. Inflation
HITS 40-YEAR HIGH

Bloomberg.com, October 2022

LTM Client Marketing

RECORD-BREAKING INFLATION...
VOLATILE MARKETS......HIGH INTEREST 
RATES...TIGHT MONETARY POLICY...
LABOR AND SUPPLY SHORTAGES...

We are living in one of the country’s most volatile 
times. The high cost of housing, food and fuel are 
weighing heavily on most Americans. Meanwhile, 
retirement plans are shrinking. 
 
That is why I suggest that we get together for a 
financial review. With so many changes this past year,  
it’s a good idea to evaluate your situation to make  
sure that your finances are still in line with your goals. 
Please call my office today to schedule a time. 

DEAR

Karen Petrucco
KAREN PETRUCCO
Account Manager, LTM Client Marketing
kpetrucco@ltmclientmarketing.com
1-800-243-5334
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PLEASE SHARE 
MY NEWSLETTER

FINRA # GEN

Print 
Newsletter

E-Newsletter

I want you to know that I value the trust you have placed in me as your financial 
professional. Working through issues to find solutions with clients like you is such a 
rewarding experience and I consider myself to be very lucky. Please know that I am always 
available to address any questions or concerns that you may have. 

Have you enjoyed my Let’s Talk Money® 
newsletter? My goal is to provide informative 
content on a variety of topics, including 
insurance, legacy planning, retirement planning, 
education funding, basic investment concepts, 
budgeting and strategies for small business 
owners. You can call me for more details on any 
topic of interest.
 
If you think someone else could benefit from 
receiving this information, too, please feel free 
to have them subscribe to my Let’s Talk Money® 
newsletter by scanning the QR code or visiting the link below. 

Also, if you know of anyone that 
you believe could benefit from my 
services, please let me know. I 
would be flattered to be referred by 
you and will consider it a privilege 
to work with your acquaintance.  

SCAN TO
SCHEDULE AN 
APPOINTMENT

FEEL FREE TO
OFFER MY NEWSLETTER TO
YOUR FRIENDS AND FAMILY

1-800-243-5334Karen Petrucco
kpetrucco@ltmclientmarketing.com
www.ltmclientmarketing.com

Karen Petrucco

Securities offered through <<ABC Financial>>, Member FINRA, SIPC. <<ABC Financial>> and LTM Marketing Specialists LLC are unrelated. This 
publication was prepared for the publication’s provider by LTM Marketing Specialists LLC, an unrelated third party. This was not written or produced by 

the named representative.

FINRA THANKFUL

During this season of Thanksgiving, we want you to know that we sincerely 
appreciate the trust and confidence you have in us. It is truly a pleasure 
collaborating with you and your team, and we look forward to providing our 
very best work for you in the coming year. Please know that we are always 
here should you have any questions regarding your company’s financial needs.

If you know another business owner who might benefit from a relationship 
with us, please share our card, which is attached.

With gratitude,

You can contact Experian by calling 1-402-458-5247 or by sending your complete name, mailing address, complete telephone number, and 
email address to optout@experian.com. For more information or additional opt-out options please visit: www.experian.com/privacy/opting_
out_direct_mail. You may continue to receive direct mail as advertisers often work with multiple data providers, such as Experian.

The greatest
compliment

you can give is a
REFERRAL

Karen Petrucco
KAREN PETRUCCO
Account Manager, LTM Client Marketing
kpetrucco@ltmclientmaketing.com

518-870-1082
www.ltmclientmarketing.com
45 Prospect Ave
Albany, New York 12206
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ARE YOU ENGAGING WITH
YOUR CLIENTS CONSISTENTLY?



WHY 18 ANNUAL TOUCH POINTS?
Consistent, frequent communication is the key to building long-lasting mutually beneficial relationships. 
In fact, according to the Business Health’s Future Ready VIII report, practices that contact their clients 
more than ten times a year are 287% more profitable that those that have less frequent contact.

This program takes it a step further by including 12 direct mail and 6 digital touch points for a total 
of 18 annual touch points. According to the Direct Marketing Association (DMA), direct mail 
response rates have risen from 3.7% in 2015 to 9% in 2020. This is due to better marketing 
automation, and less clutter in the physical mailbox.

               CUSTOMIZE YOUR MARKETING PROGRAM
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18 ANNUAL TOUCHPOINTS

Schedule Your Review

You Choose:
College Planning, 

Retirement Planning,
or Insurance

Referral OutreachYou Choose:
College Planning, 

Retirement Planning,
or Insurance

You Choose:
Year-end Planning
or Cybersecurity

Let’s Talk Money®

or Loose Change®

Newsletter

Let’s Talk Money®

or Loose Change®

Newsletter

Let’s Talk Money®

or Loose Change®

Newsletter

Let’s Talk Money®

or Loose Change®

Newsletter

Let’s Talk Money®

or Loose Change®

Newsletter

Holiday Card
Multiple versions available

5” x 7” Postcard
plus eNewsletter 

6” x 9” Postcard
plus eNewsletter 

6x9 Invite Self-Mailer
plus eNewsletter

Referral Card Mailer
plus eNewsletter 

8.5” x 11” Bifold Mailer
plus eNewsletter 

8.5” x 14” Letter Mailer
plus eNewsletter 

8.5” x 11” 
Newsletter

8.5” x 11” 
Newsletter

8.5” x 11” 
Newsletter

8.5” x 11” 
Newsletter

8.5” x 11” 
Newsletter

5” x 7” Holiday Card
with A7 Envelope

You Choose:
Corporate or Thankful
Referral Outreach

FR2022-1130-0019/E
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LTM Client Marketing

RECORD-BREAKING INFLATION...
VOLATILE MARKETS......HIGH INTEREST 
RATES...TIGHT MONETARY POLICY...
LABOR AND SUPPLY SHORTAGES...

We are living in one of the country’s most volatile 
times. The high cost of housing, food and fuel are 
weighing heavily on most Americans. Meanwhile, 
retirement plans are shrinking. 
 
That is why I suggest that we get together for a 
financial review. With so many changes this past year,  
it’s a good idea to evaluate your situation to make  
sure that your finances are still in line with your goals. 
Please call my office today to schedule a time. 

DEAR

Karen Petrucco
KAREN PETRUCCO
Account Manager, LTM Client Marketing
kpetrucco@ltmclientmarketing.com
1-800-243-5334
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Coverdell Education Savings Accounts (ESAs)* and 529 plans** can be key to helping 
lower the cost barrier to college for many students.

Saving for College

Coverdell ESA

If you qualify by income limits, you can 
contribute up to $2,000 annually to the 
Coverdell ESA for qualified education expenses 
for college, elementary and secondary schools. 
Contributions are not tax-deductible.

The ESA’s beneficiary must be under the age of 
18 or a special-needs student to qualify, 
and all money must be 
distributed when the 
beneficiary reaches age 30, 
unless the student has 
special needs. You can 
keep the money, however, 
by changing the 
beneficiary 
to another 
student 
under 30. 
Potential 
earnings are 
tax-deferred and 
distributions are income 
tax-free up to the amount of qualified 
education expenses incurred. You can’t make 
contributions, though, for beneficiaries once 
they reach 18. 
 
529 Plan

If you’re looking to put more money away, 
check out a 529 plan. This plan lets you prepay 
for a specific institution or contribute to an 

account that pays for a student’s qualified 
education expenses at any postsecondary 
institution. States establish their own 529 savings 
plans, each with their own contribution limits 
(which can be high), while eligible educational 
institutions can establish prepaid plans.

Potential earnings in a 529 plan grow tax-
deferred and qualified distributions are 

tax-free. While contributions aren’t federally 
tax-deductible, some states may allow  

a deduction, and there are no  
income restrictions.

Anyone can contribute up to $15,000 
per individual and $30,000 per married 
couple filing jointly per year to a 529 
plan, free of federal gift tax. You can 

also bunch contributions into 
one year up to the 
maximum of $75,000, 
but then you can’t 
contribute anything 
else in the subsequent  
four years. 

 
* https://www.irs.gov/pub/irs-pdf/p970.pdf

**Certain requirements may apply. Before investing, 
consider the investment objectives, risks, charges and 
expenses associated with 529 plans. Read the program 
offering statement before investing. 529 plans are not 
guaranteed by any state or federal agency. Consider 
whether the investor’s or beneficiary’s home state offers 
any state tax or other benefits available only from that 
state’s 529 plan. Discuss 529 tax rules with your tax 
professional.

Karen Petrucco  
Account Manager

LTM Client Marketing
45 Prospect Ave 
Albany, NY 12206

Tel: 800-243-5334
Fax: 800-720-0780
sales@ltmclientmarketing.com
www.ltmclientmarketing.com

I am committed to helping my 
clients achieve their financial 
goals for themselves, their 
families and their businesses by 
providing them with strategies 
for asset accumulation, 
preservation and transfer.

LTM Client Marketing

Partners in your marketing success

Standard Version
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Test Drive
Don’t chance it. Rather than jumping into 
retirement cold turkey, consider the factors 
that will make your retired life either 
enjoyable or difficult. If you plan to become a 
snowbird, check out prospective landing 
spots while you’re working. This can help take 
the unfamiliarity out of a big move, but it 
won’t help you get over leaving friends, 
family and familiar surroundings. Make sure 
any move you make is right for you long 
term.

If you’ll stay in or near your current 
community, consider whether you’ll 
downsize, move into  
a retirement 
community  
or stay put. 
There are pros 
and cons to each 
option. If you 
downsize, mull 
over how you’ll rid 
yourself of excess 
belongings you’ve 
collected over the years and whether 
children, friends or charities will get what you 
leave behind. If you plan to live out your life 
in the same home, plan to update it prior  
to retirement.

Life Changes

Think about how leaving work behind will 
affect you. If you can’t wait to get back to the 
job while on vacation, you could have trouble 
leaving your career. If that’s true for you, 
consider keeping active in your career at least 
parttime, whether for pay or as a volunteer.

Also consider how to occupy your newly free 
time. Will you travel and take up new hobbies 
or will you devote more time to others, 
including family and those in need?

These are some of 
the changes you 
might consider 
before your big 
day approaches, 
but not the only 
ones. Will you 
want to leave a 

legacy, financial or 
otherwise? Are you 

prepared for potential failing 
health or long-term care, two facts of 

life for which insurance can offer financial 
protection? Do you have enough money to 
support potentially longer lives (see back cover 
article)? Answer these and other questions and 
you’re on your way to a happy retirement.

The importance of saving for retirement can’t be overstated. How you spend your retirement 
income is important, but so is how you spend the rest of your life. Whether your retirement is 
near or years away, it is important to plan for this huge life change.

Preparing for Retirement

LTM Client Marketing

Partners in your marketing success

Retirement Version

Karen Petrucco  
Account Manager

LTM Client Marketing
45 Prospect Ave 
Albany, NY 12206

Tel: 800-243-5334
Fax: 800-720-0780
sales@ltmclientmarketing.com
www.ltmclientmarketing.com

I am committed to helping my 
clients achieve their financial 
goals for themselves, their 
families and their businesses by 
providing them with strategies 
for asset accumulation, 
preservation and transfer.
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Nonqualified Defined
The IRS defines a nonqualified deferred 
compensation (NQDC) plan as an elective or 
non-elective plan, agreement, method or 
arrangement between an employer and an 
employee that pays compensation in the 
future. In comparison to qualified plans, 
NQDC plans do not typically provide the tax 
benefits associated with qualified plans.

Types of NQDC Plans

Companies may structure NQDC plans in a 
variety of ways. They might defer a portion of 
an executive’s salary, pushing it 
into the future where it 
can help 
supplement 
retirement 
income, while 
reducing 
current taxable 
income. 
Executive bonus 
plans operate on the same premise, deferring 
bonus income to the future. These plans may 
defer nonqualified contributions from 
employers and employees above what 
qualified plans allow.

Employer Points

Even without the tax advantages of qualified 
plans, NQDC plans benefit employers 
because an unfunded arrangement frees up 

working capital. One efficient way for an 
employer to prefund the plan is to purchase 
life insurance on the employee to pay 
benefits upon retirement. When employers 
prefund an NQDC plan, the amount also may 
be tax-deductible. Consult your tax 
professional.

Employee Points

Executives like NQDC plans because they 
don’t have a contribution limit. They may 
negotiate an agreement that annually defers 
much more money than allowed by qualified 
plans. And, unlike qualified plans, NQDC plans 

normally don’t require minimum 
distributions.

However, a company’s 
bankruptcy can 
expose NQDC 
money to the 
claims of creditors 
and there are no 

guarantees any 
company won’t go out 

of business, which can put the employee’s 
deferred compensation at risk. Those with 
unfunded NQDC benefits must also rely  
on their companies’ financial strength.  
Early distribution, loans and rollovers of plan 
funds are not allowed and FICA taxes may 
apply upon distribution. And if employees 
leave before a contractually agreed-upon 
term, they can forfeit all or a portion of benefits.

When you need to recruit the very best executives, offering a nonqualified deferred 
compensation package can help separate you from your competitors. 

Attract Top Talent 

LTM Client Marketing

Partners in your marketing success

Small Business Version

Karen Petrucco  
Account Manager

LTM Client Marketing
45 Prospect Ave 
Albany, NY 12206
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I am committed to helping my 
clients achieve their financial 
goals for themselves, their 
families and their businesses by 
providing them with strategies 
for asset accumulation, 
preservation and transfer.
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ARE YOU WORRIED ABOUT FUNDING YOUR CHILD’S COLLEGE EDUCATION?

PRIVATE

PUBLIC: Out-of-state students

PUBLIC: In-state residents 

PUBLIC: two-year in-state

$39,723

$22,953 

$10,423

$3,800

Parents of high schoolers expect a college education to be expensive but may still experience sticker 
shock when they start looking at various institutions. The chart below will give you an idea of what 
students are up against.

Adding thousands of dollars to the cost of tuition and fees are supplies, room and board, transportation, insurance and more.
Source: College Board 

CALL TODAY AT

TO DISCUSS YOUR COLLEGE PLANNING NEEDS

The general information in this publication is not intended to be nor should it be treated as tax, legal, investment, accounting, or other 
professional advice. Before making any decision or taking any action, you should consult a qualified professional advisor who has been provided 
with all pertinent facts relevant to your particular situation. Limitations, restrictions and other rules and regulations may apply to many of the 
financial and insurance products and concepts presented in this publication.

FINRA #

 2022-2023 AVERAGE ANNUAL COST 
OF TUITION AND FEES AT ALL RANKED SCHOOLS

Recognizing the challenge of paying for a college education, many parents are starting to save for 
college earlier. But if you have not start saving yet, don’t panic. There are many things that you can still 
do to help your child afford that important education. I stay current on college funding opportunities 
so that I can help you make informed decisions—and worry less about college funding. 

Here are some essential college planning considerations that we could discuss:
  v Choosing the best types of college savings accounts to fit your families’ needs;
  v Keeping the right mix of investments, given your family’s time horizon;
  v Minimizing taxes on savings and investments; and,
  v Maximizing or preserving your child’s eligibility for financial aid—which is critical.

As always, thank you for trusting me as your financial professional,  

Karen Petrucco
kpetrucco@ltmclientmarketing.com
www.ltmclientmarketing.com

Karen Petrucco

Securities offered through <<ABC Financial>>, Member FINRA, SIPC.  <<ABC Financial>> and LTM Marketing Specialists LLC are unrelated. This publication 
was prepared for the publication’s provider by LTM Marketing Specialists LLC, an unrelated third party. This was not written or produced by the named 
representative.
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The answer is right now!
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happy 
retirement

What
does a 
happy 
retirement 
look like 
for you?

IT IS YOUR RETIREMENT—OWN IT!

I’M AVAILABLE 
TO HELP

LET’S FOCUS ON YOUR 
RETIREMENT STRATEGY

Whether you want to see the world 
or bike in every national park; take 
up woodworking or sew quilts for 
loved ones, it is your retirement to do 
with as you want. But, getting there 
takes planning and that’s where I 
come in. 

As promised, I am committed to you 
for the long haul—working together to help keep your financial and 
retirement strategy on track. That’s why I make it a priority to meet with my 
clients annually—or as needed—to review their situation and tweak 
strategy, if necessary. 

Whether it has been a long time since we met or the state of the economy 
has triggered questions in your mind, it may be time for us to chat. Call my 
office to arrange a convenient time to meet. 
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FINRA THANKFUL

During this season of Thanksgiving, we want you to know that we sincerely 
appreciate the trust and confidence you have in us. It is truly a pleasure 
working with you, and we look forward to future collaboration. Please feel free 
to contact us with any questions about your finances. We are always available 
to help.

And if you know anyone who might benefit from a relationship with us, please 
share our card, which is attached. 

Happy Thanksgiving!

You can contact Experian by calling 1-402-458-5247 or by sending your complete name, mailing address, complete telephone number, and 
email address to optout@experian.com. For more information or additional opt-out options please visit: www.experian.com/privacy/opting_
out_direct_mail. You may continue to receive direct mail as advertisers often work with multiple data providers, such as Experian.

The greatest
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you can give is a
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Karen Petrucco
KAREN PETRUCCO
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A Matter of Time

Annuity income payments can begin in one of 
two ways. An immediate annuity begins 
payments to you immediately, as its name 
implies, and a deferred annuity begins paying 
you at a future date. You get the annuity’s 
guaranteed interest rate credited to your 
account balance during the accumulation 
phase, then receive a fixed income payment 
based on the rate, when payments begin, and 
the length of 
the annuity 
contract.  

Varied 
Options

Because 
time is so 
important, 
how and 
when you 
structure your annuity payments will matter, 
with longer terms resulting in lower periodic 
payments. So you might buy an immediate 
annuity by partially converting other 
retirement money, leaving open the possibility 
of converting more at a later date if needed. 

Or you might purchase a deferred annuity that 
begins payments in 10 or more years, increasing 
the accumulation phase and reducing the 
payment term. You can use other money to 
purchase a deferred annuity at any time, even 
long before retirement, giving your annuity 
more time to potentially grow. 

Annuities are complicated, but they can help 
improve your financial readiness in retirement. 

Work with an insurance 
professional who 

can help you 
make the 
appropriate 
choice.

 
*Fixed annuity 
contracts 
guarantee a 
minimum 

credited interest. 
For immediate fixed 

annuity contracts, 
annuitants receive a fixed 

income stream based, in part, on the interest rate 
guarantee at the time of purchase. Annuity products 
are not FDIC-insured, and their contract guarantees are 
backed solely by the claims-paying ability and strength 
of the issuing life insurance company. Withdrawals 
prior to age 59 ½ may result in a 10% federal tax 
penalty, in addition to any ordinary income tax. 

Fewer Americans can count on a guaranteed retirement income these days other than social 
security benefits, which are little more than a safety net. A fixed annuity* can help offer this 
certainty, but some financial consumers don’t want to tie up all of their retirement money in 
one place. For these people, converting a portion of 401(k) plan or IRA balances to a fixed 
annuity may make more sense. There are a couple of ways to do this.

Annuities for Longer Lives

LTM Client Marketing

Partners in your marketing success
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Plan in Advance 
Planning for holiday shopping should be part 
of your regular budget. Starting with last 
year’s spending history, document necessary 
expenses such as mortgage, insurance, 
transportation, food, utilities, etc. Determine 
where you 
might be able 
to cut 
expenses. 
Subscriptions, 
dining out and 
convenience 
purchases, 
such as coffee 
should be 
considered. 
Then add 
savings goals 
and some 
disposable income. Be sure to save monthly 
toward holiday spending, so you won’t have 
to rely on credit. 

Track Every Dollar
Now work the plan. The key to successful 
budgeting is recording all your expenses. 
Choose a recording system that works best 
for you. Electronic methods like a spreadsheet 
or bookkeeping software will allow you to 
create reports to easily summarize your 
monthly and yearly progress. There are several 

online options, that can connect directly to 
your bank accounts. Choose a system that will 
be easy for you to stay faithful in updating 
your spending.

At the end of the day place all receipts in a 
designated space. Don’t forget to hang on to 

receipts for cash purchases. 

Remember that creating a 
budget isn’t very helpful if 
you don’t track how much 
you spend. So regularly 
log your receipts to 
update your spending 
against your budget. 
Monitor your savings 
goals, too. Update your 
records weekly or monthly 
and you’ll be grateful for 

these routine updates at the end of the year 
when it’s time to prepare next year’s budget. 

Get a Checkup
To increase your chances of success, scrutinize 
your progress each month—not any longer 
than that—and share what you’ve learned with 
family members. Together you can review where 
you could improve and encourage everyone 
to keep a lid on impulse spending. Staying on 
track will result in less stress and no spending 
hangover after the holidays next January! 

Avoid a Spending Hangover
The holidays are behind you, but chances are paying the bill is not. Starting the New Year with 
a thoughtful spending plan that makes sense can help you make progress throughout the 
year.  Include your entire family in the process, to help ensure they are on board with this goal. 

January/February 2021
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CALL ME IF YOU
WANT SOME HELP. 

TIME FOR YEAR-END FINANCIAL MAINTENENCE

As you know, I am always available to help you with your financial needs. And with the end of the year quickly 
approaching, I want to be sure that you are aware of some tax and financial opportunities that will disappear after 
December 31st. Here are some money moves that we should discuss before year’s end: 

Review Current Situation: Evaluate your cash flow needs for the coming year. Will you need to buy a newer car, or fund major 
repairs? Can you cut spending and save more? If retired, measuring your spending rate for sustainability is critical. Make time 
to fine-tune your spending plan. Keep inflation in mind, too. 

Assess Asset Allocation: Review your portfolio to ensure that investments are still in line with your goals and risk tolerance. 
Rebalance accordingly.

Consider Tax-favored Moves:* 
v Maximize tax-deductible retirement contributions. With lower market values, now may be the time to consider a 

Roth IRA, too.

v Offset capital gains with capital losses. Even if you haven’t taken profits from an investment, you may be able to 
use realized capital losses to lower your taxable ordinary income.

v If paying for education is in your future, each donor can contribute up to $16,000 to each beneficiary’s 529 
savings plan and that amount qualifies for the annual gift tax exclusion.  

Cover Risks Adequately: Life can change on a dime. Make sure that your life insurance and disability policies adequately 
protect your family, and that your house and car insurance are still enough.

Think About Estate Planning:  If you have loved ones, estate planning is appropriate for you. It’s not just for the rich. An 
estate planning attorney can draft documents you may need, and it is most likely more affordable than you think.

Let’s get together to make sure you do not miss out on any of these financial opportunities. Call my office to set a convenient 
time for us to meet.

Dear

*All investments are subject to risk. This letter is not intended as tax advice. Consult your tax advisor regarding all tax-related 
topics mentioned. Your financial professional can help guide you regarding various investment’s guidelines.

Review your designated beneficiaries

Take your Required Minimum Distribution (RMD)

Check your Flexible Spending Account balance (FSA)

Contribute to your Health Savings Account (HSA)

Check your credit report

Call <<PE_CompanyName1_t>> at <<PH_Number_t>> to schedule an end of 
year review!

Karen Petrucco
LTM Client Marketing
kpetrucco@ltmclientmarketing.com

Karen Petrucco

Securities offered through ABC Financial Member SIPC, FINRA
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FROM YOUR FRIENDS AT

LTM CLIENT MARKETING

& HAPPY NEW YEAR!

Happy
Holidays
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MY NEWSLETTER
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I want you to know that I value the trust you have placed in me as your financial 
professional. Working through issues to find solutions with clients like you is such a 
rewarding experience and I consider myself to be very lucky. Please know that I am always 
available to address any questions or concerns that you may have. 

Have you enjoyed my Let’s Talk Money® 
newsletter? My goal is to provide informative 
content on a variety of topics, including 
insurance, legacy planning, retirement planning, 
education funding, basic investment concepts, 
budgeting and strategies for small business 
owners. You can call me for more details on any 
topic of interest.
 
If you think someone else could benefit from 
receiving this information, too, please feel free 
to have them subscribe to my Let’s Talk Money® 
newsletter by scanning the QR code or visiting the link below. 

Also, if you know of anyone that 
you believe could benefit from my 
services, please let me know. I 
would be flattered to be referred by 
you and will consider it a privilege 
to work with your acquaintance.  

SCAN TO
SCHEDULE AN 
APPOINTMENT

FEEL FREE TO
OFFER MY NEWSLETTER TO
YOUR FRIENDS AND FAMILY

1-800-243-5334Karen Petrucco
kpetrucco@ltmclientmarketing.com
www.ltmclientmarketing.com

Karen Petrucco

Securities offered through <<ABC Financial>>, Member FINRA, SIPC. <<ABC Financial>> and LTM Marketing Specialists LLC are unrelated. This 
publication was prepared for the publication’s provider by LTM Marketing Specialists LLC, an unrelated third party. This was not written or produced by 

the named representative.

I appreciate you!

Anthony Penree

Karen Petrucco
45 Prospect Ave
Albany, NY 12206

45 Prospect Ave
Albany, NY 12206

PRESORTED STD
U.S. POSTAGE PAID

ALBANY, NY
THE MAILWORKS

I appreciate you!

Anthony Penree

Karen Petrucco
45 Prospect Ave
Albany, NY 12206

45 Prospect Ave
Albany, NY 12206

PRESORTED STD
U.S. POSTAGE PAID

ALBANY, NY
THE MAILWORKS

I appreciate you!

Anthony Penree

Karen Petrucco
45 Prospect Ave
Albany, NY 12206

45 Prospect Ave
Albany, NY 12206

PRESORTED STD
U.S. POSTAGE PAID

ALBANY, NY
THE MAILWORKS



 HOW IS THE
PROGRAM USED?
The program helps financial professionals with their client 
retention and relationship building strategies. Each touch 
point is personalized with their photo, logo, and contact 
information to help promote their brand.

The content was crafted to provoke thought by your 
clients regarding their finances throughout the year, and 
to contact you with any questions. Also, sometimes it can 
be difficult to ask your clients for referrals, so this 
program takes care of that for you at least twice per year.

The probability of selling to an 
existing customer is 60-70 percent. 
The probability of selling to a new 

prospect is 5-20 percent.

It costs 5 percent more to acquire 
a new customer than it does to 

keep a current one. 

80 percent of your future profits 
will come from just 20 percent of 

your existing customers.

68 percent of customers leave you 
because they perceive you are 

indifferent to them.

You or your marketing assistant should call 
at least 10 clients each month as a follow 
up to the direct mail piece. The content you 
will be providing serves as a great ice breaker 
and reason to check in with your clients.

Be consistent. Stay on track with the 
program and follow the monthly schedule.

Regularly review the eNewsletter/website 
statistics through the Online Customer 

Service (OCS) site for client engagement, 
and any new opt-ins through the 

“Subscribe” website feature.  The new 
opt-ins are most likely a result of your 

clients sharing the content with friends and 
family; a great referral lead source.

Best Practices and Tips

BY THE NUMBERS - 
Why Client

Retention Matters

(Small Business Trends)



FREQUENTLY ASKED QUESTIONS

Q: 

Q: 

Q: 

Q: 

A: 

A: 

A: 

A: 

On months that have a direct mail piece and 
eNewsletter, will I be billed twice that month?

There are certain touch points with multiple 
topic choices, how and when do I choose?

How do I manage my mailing list each 
month?

How do I get this approved by my 
compliance team?

No, even though there are multiple touch 
points within that month you will only be billed 
for the direct mail touch point that month.  In 
fact, we used this blended rate pricing model 
to help distribute the costs evenly for you 
throughout the year.

Plan Annually. Pay Monthly.

When you enroll, you can let your Marketing 
Specialist know and we’ll set it up automatically 
for you. Or if you’re not quite sure, contact 
our team at least 2 weeks prior to the 
distribution month and we’ll make the change.

We’ve created a master list under the
12 Month Marketing program within our 
Online Customer Service (OCS) platform.  
Your master mailing list contains all the address 
information and can be edited at anytime.

Great news! We’ve worked with your 
compliance and marketing team to have this 
program pre-approved, and the content is all 
FINRA reviewed. This makes it even easier to 
enroll and get started.

1-800-243-5334  |  sales@ltmclientmarketing.com  |  ltmclientmarketing.com

VIDEO:
Managing Your

Mailing List on OCS

DIRECT MAIL + DIGITAL
Increase client interaction with multi-channel marketing.

TARGETED COMMUNICATIONS
Engage clients with FINRA reviewed content customized to them.  

FULLY AUTOMATED, TURNKEY SOLUTION
Plan annually, pay monthly as you go. 

ONLY $1.55
PER CLIENT, MONTHLY


