
IMPORTANCE OF CLIENT RETENTION 

Multi-channel, personalized approach
You have worked hard to build relationships to create loyalty with your clients; and as a result you have 
likely benefited from it by receiving referrals from satisfied clients. The challenging times we are all faced 
with has made client retention more important than ever. 

Why Let’s Talk Financial Wellness® Works 
Deliver consistent, educational information to 
your valued clients and prospects through a 
turnkey, automated program. This program 
helps to promote you (and your team) as the 
trusted financial professional, especially during 
uncertain and challenging times.

i Bain & Company. Prescription for cutting costs. 
ii Harvard Business Review. The Value of Keeping the Right Customers.

Stay Connected in 2020

1-800-243-5334   |   sales@ltmclientmarketing.com   |  letstalkmoney.com/financialWellness

LET’S TALK
FINANCIAL WELLNESS

Let’s Talk Financial Wellness newsletter is produced bimonthly 

for your customers or prospects and is available in four versions:

Print and PDF Edition

Your Color Photo and Contact Information 
Your color photo, company name, address and 
telephone and fax numbers.

Prudential Logo or DBA Logo 
For easy recognition, display either Prudential’s logo or 
your DBA logo.

Million Dollar Round Table (MDRT) Logo 
Add the MDRT logo to promote this inter nationally 
recognized standard of excellence in the life insurance and 
financial services industries. Eligibility must be verified.

The Print Edition can be mailed in a personalized,  
6” x 9” closed-face envelope with a live stamp.

E-mail Edition

Quality Eye-catching, personalized mobile responsive 
and compatible email linking to full articles.

Personalized Includes your color photo, logo and 
contact information.

Easy To Use Maintain and track your e-mail list with 
our simple online tool.

Standard
Financial Topics1 Retirement  

Planning
2 Small  

Business Needs
3 Legacy/Insurance 

Planning
4
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Referral Program
Refer someone, and once their order is fufilled we'll process your savings! 

Name:  _________________________________________________________________

Phone:  _________________________________________________________________

E-mail:  _________________________________________________________________

$50
Per Referral

Customer Signature or Authorized Person: 

_________________________________________________________________________________________      Date:  ________________________________

Accepted Payment Methods

Order Authorization

I authorize LTM Marketing Specialists LLC ("LTM") to process charges to my credit card on an ongoing basis as per my order above. 
This authorization is to remain in eff ect until LTM has received written notifi cation of termination from me in such time and in such 
manner as to aff ord LTM a reasonable opportunity to cancel my order in a timely and favorable fashion. 
Charges to your credit card will appear as: LTM Marketing Specialists

LIMITATION OF LIABILITY: LTM Marketing Specialists LLC (“LTM”) sole liability to the customer or any third party for claims, notwithstanding the forms of such claims, 
for any error or omission in the service, or late delivery or unavailability of the services, shall be to correct the error and provide the services as promptly as possible. In 
no event will LTM be responsible for special, indirect, incidental or consequential damages which the customer may incur or experience on account of entering into 
or relying on this agreement. The customer hereby releases and forever discharges LTM for any and all action, claims, demands, costs, expenses and compensation 
whatsoever, in connection with the foregoing.

I have read and agree to the above Limitation of Liability disclosure. I submit my order for processing.

How to provide your credit card information:
Online: Login credentials will be provided to you.  |  Phone: Call our offi  ce and provide it over the phone.
For your protection, please DO NOT e-mail or fax your credit card information.

®

© 2018 LTM Marketing Specialists LLC ("LTM")  has provided the information in this document for general informational purposes only, has a right to alter it at any time, and does not guarantee its timeliness, accuracy or 
completeness. All obligations of LTM with respect to its systems and services are described solely in written agreements between LTM and its customers. This document does not constitute any express or implied representation 
or warranty by LTM, or any amendment, interpretation or other modifi cation of any agreement between LTM and any party. In no event shall LTM or its suppliers be liable for any damages whatsoever including direct, indirect, 
incidental, consequential, loss of business profi ts or special damages, even if LTM or its suppliers have been advised of the possibility of such damages.

By the Numbers

Increasing customer retention 
rates by 5% can increase 

profits by 25-95%.i

It costs anywhere from 5 to 
25 times as much to acquire a 
new customer then to retain an 

existing one.ii

Leverage cross-selling 
opportunities; existing 

customers are 50% more likely 
to purchase additional products.

To learn more about the program, please call 
800-243-5334 or email sales@ltmclientmarketing.com.

https://letstalkmoney.com/financialWellness/


