


The Strategic 
Partner Ecosystem
How Our Marketing Engine Builds Professional Partnerships
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Why Strategic Partnerships Work
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Why Strategic Partnerships Work
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“People don’t care what 
you know until they know 

that you care.”



We position as the client’s household CFO. We are NOT the 
“Investment Guy”

HOUSEHOLD CFO POSITIONING

We look for those dealing with complex financial planning. 
Really targeting $1.5M or more. They are business owners 
and great savers primarily.

WHO WE SPECIALIZE IN SERVING

This clear positioning reduces partner risk and increases 
confidence in introductions. Investment sales-people are a 
time a dozen. This positioning changes the narrative and 
reassures partners that their clients will be properly cared for.

INTEGRATED PROCESSES

Our Key Branding



Our Channel Map

Get access at to these slide and more at → billgoodmarketing.com/slides 6



The Phoenix Private Wealth Team 
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Custom Video 
Messaging
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Podcasting
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▪ Thought Leadership
▪ Partner Platform
▪ Content Creation



Gifting Strategies 
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Every gift is tied to client preferences or life events. 

PERSONALIZED

As the Ferguson Group taught, the size of the 
gift can often matter more than the cost. 
Favorite snacks and flowers.

SIZE OVER COST

Partners receive the same gifting process to 
surprise and signal we pay attention.

PARTNERS

The advisor doesn’t have to be involved in 
every gift. 

EMPOWER



Ongoing 
Management
Manage expectations, 

Stay Top of Mind, Check 

Ins and Shared Wins.

Joint Efforts

Co-create a joint 

marketing plan. Provide 

help to market and 

educate their clients

Qualify Potential 
Partner

Reciprocity potential, 

client experience 

standards

Initial Outreach

Send partner specific 

value content 

(video/email/social) and 

Book First Meeting

Identify Potential 
Partners

Identify target partner 

types and ideal partner 

profile.

STEP 01 STEP 02 STEP 03 STEP 04 STEP 05

Partnership Workflow
(Repeatable)
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Educational Content

Coaching

Materials, Letters, Emails, and 

Videos they can share.

We offer marketing coaching and 

systems advice.

Co-Marketing 

Opportunities

Webinars, seminars, and joint 

events.

Client Experience

Nurture System

We act as household CFO and 

coordinate across all planning 

areas, sending business back to 

our partners.

Their introductions are taken care 

of consistently and predictably.

What We Offer Partners
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CPA

Tax planning integration; 

preventing client 

“surprises”; planning-

forward cash flow

Estate Attorney

Trust/beneficiary 

alignment; coordinated 

gifting strategies; 

smoother document 

implementation

P&C Agents

Risk review + 

life/umbrella alignment; 

protect household 

balance sheet; cross-

referrals

Real Estate

Liquidity planning for 

down payment; appraisal 

gap reserves; captial 

stack clarity

Law Firms

Equity compensation, 

cash flow timing, 

concentration risk,a nd 

proactive tax strategy

Partner Segments
Messaging Themes
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Week 1-2
Define partner ICP and build 

segmented lists

Week 3-4
create monthly theme and 

first round of partner-

specific videos

Month 2
Book 10-15 partner 

meetings; qualify and 

determine next steps

Month 3
Plan one co-branded event 

and start shared drip 

cadence

Ongoing
Track touches in CRM and 

schedule quarterly partner 

reviews

90 Day Implementation



Metrics to Track 
(So it’s Not “Hope” Marketing)

▪ # Partner Touches (by segment)

▪ # Partner Meetings Booked/Completed

▪ # Introductions Received and Conversion Rate

▪ AUM/Revenue attributable to partner channel

▪ Partner Satisfaction: Efficiency, 
Communication, and Client Outcomes
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Questions?
Please raise your hand and wait for 
the microphone to be brought to you 
before asking your question.
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