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Fragasso Group To Offer Turnkey Seminar Packages

Ray Fazzi

Think of them as financial planning seminars in a box.

Sensing that demand is rising for personal finance education seminars, particularly in the workplace,
The Fragasso Group of Pittsburgh is planning to offer its own brand of turnkey seminar packages.
The packages are scheduled to be available starting June 1, and will consist of four separate seminars
focusing on planning during the accumulation years, during pre-retirement and during retirement,

and a fourth seminar dealing with investing for women.

Robert Fragasso, president of the firm, says the instructional kits are designed to allow planners to
give two-and-a-half-hour seminars on each topic, and are based on seminars the Fragasso Group has

been doing since 1972 at local colleges and corporations.

“We believe what we are going to offer to other advisors is the best product available because we are

using it everyday ourselves,” says Fragasso.
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Each seminar package will include instructions on how to implement a seminar program as a financial
advisory firm and on how to find sponsors for a program, and electronic and written copies of all
seminar materials. Also included is a video of Fragasso Group consultants presenting the seminars,

support and training on how to present the content and regular updates of the material.

Fragasso also says it will set a limit on sales in each geographic area in the country to avoid saturating
an area with the material. The seminars will cost $4,995 with discounts of up to 15% if more than one
package is bought. The product is currently being tested by two companies in Ohio and Boston,

Fragasso says.

Fragasso says that in addition to acting as a vehicle for recruiting clients and educating existing ones,
seminars help bolster an advisory firm’s standing in the community. “You gain a reputation as a firm

that educates the community,” he says.




