
A Financial Advisor’s 
Guide to Digital Marketing

The Ohlson Group, Inc.
Phone: 1-877-844-0900
Email: info@ohlsongroup.com
Website: www.ohlsongroup.com



Introduction: 
First, Digital Marketing is neither as hard nor as challenging as you might think. Even more 
exciting, it can be relatively inexpensive or even free! However, because of the infinite options 
out there, most people don’t know how to get started with a successful digital marketing 
program. We’re going to fix that right now!

Let’s begin by addressing the most frequent mistake or misconception: just because you 
have a website doesn’t mean you’ll attract dozens of new prospects or clients. That may have 
been the case ten or fifteen years ago, but today, with the millions and millions of websites 
out there, it’s no longer true that “if we build it, they will come.” Yes, it’s possible that a few 
people will simply stumble upon your site as they search the web, but that’s a little like waiting 
aggressively for the phone to ring!

You must be proactive to attract viewers to your website … 
in other words, you have to do a little work.
Having a website is similar to having a “brick and mortar” physical store … you have to tell 
people it’s there by advertising its location. You need to tell your potential customers where to 
visit your “store” and, most important, give them a reason to “walk-in.” 

Typically, traditional brick and mortar store owners advertise in newspapers, magazines, 
and other print media, on TV and radio, with 30- and 60-second commercials (spots), on 
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billboards (outdoor advertising), and with signs on their businesses. Advertising helps them 
drive prospects to their stores, which allows them to make more sales and gain more clients. 
Even though traditional media have lost millions of readers-listeners-viewers, you still have 
to advertise your website to potential prospects and remind your current clients to visit. The 
question is, “How do I drive people to my website, obtain leads, and maintain relationships 
using Digital Marketing Outlets?” 

The good news? You have at your fingertips (literally) many effective ways to use Digital 
Marketing to accomplish your goals, so many in fact, that in this report, we are only going to 
cover some of the basic strategies that you can begin to use immediately without spending a 
fortune in the process!

So, your first question might be:      
“I have a website; now what do I do?” 

Buckle up! Here we go!

I have a website, now what do I do?



Step 1: Write and send an email          
to ALL your clients and prospects
If you have been in business for a while, you probably have amassed a large number of email 
addresses. If you haven’t been collecting your clients’ email addresses, start asking for them 
now! Email addresses are just as important as having a prospect’s or client’s phone number. If 
you have just started your business, you may not have many contacts; however, fear not – your 
Address Book will increase quickly. 

Next, you should craft a well-written email that announces that your company has launched 
a new website. If you need help writing this email, contact The Ohlson Group; we have a 
professional writer on staff who will be happy to help! 

Tell your prospects and clients that your new website provides them with “valuable 
information and resources they can use.” Encourage them to visit your website by including 
a Call to Action in your email, such as: “Visit our new website at www.abcfinancial.com and 
receive a free copy of our Money-Saving Tips You Can Use Every Day booklet.” You probably 
already offer incentives to your prospects, such as promotional discounts or free educational 
material. Mention one of these in your “new website announcement” email. To keep those 
prospects coming back to your site regularly, you might want to ask them to “sign up for our 
monthly newsletter which includes links to important news articles and professional insights 
into the economy.” Again, if you don’t have such a newsletter, call us – we do! 
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Step 2: How to get leads from your website
In reality, the two main reasons for having a website are:

1. To establish credibility by presenting a “professional appearance” to your 
clients and prospects, and 

1. To obtain sales leads – opportunities to get in front of qualified prospects 
on a regular basis.

Every website should include a simple “Contact Us” form with a tab or button prominently 
displayed at the top of the home page (in what we call the “navigation bar”). You might think 
that having your phone number posted somewhere on your site will suffice, but not everyone 
has the time or inclination to speak to you on the phone – it’s that old “fear of the salesperson 
syndrome.” Also, most people these days are very busy, so you should give them the option to 
contact you through a simple form on your website.

For financial advisor websites, you should also have a “Request a Quote” button in the 
navigation bar. When your prospect clicks on this button, a form appears that he/she can fill 
out quickly with their contact information, answer some questions about themselves, and 
submit the form. After they submit the form, you will receive it via email. This email qualifies as 
a “hot” prospect, so don’t let in linger in your mailbox.  As soon as possible, run a basic quote 
for the prospect and contact him/her with the results in the way he/she wants to be contacted 
(by phone, email, or letter). 

Next, if, as a financial advisor, you present seminars, workshops, or other events, you should 
have a “Seminar and Events” button in your navigation bar or have a separate section on your 
homepage. Having this information displayed prominently on your home page allows you to 
promote your seminars through your website and coordinate your promotion with your email 
marketing campaign. 

Another way to develop more leads is to have a “Landing Page,” also known as an “Offer Page,” 
on your site.  A “Landing Page” is merely a separate web page that describes a gift or some 
other offer for the visitor.  All Landing Pages, therefore, have an incentive for people to fill 
out the contact form. Typical incentives include: educational videos, free consulting services, 
research papers, how-to documents, and other informative material. The key to having a 
successful Landing Page is offering a gift that will be valuable and of interest to your prospects 
and clients. That is why we developed the Safe Money Minute Landing Pages for our Safe 
Money Agents. These landing pages utilize our Safe Money Minute Educational Videos as gifts 
for prospects and clients. (View our “Reference Sheet 1” to see an example of a Landing Page)

I have a website, now what do I do?
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I have a website, now what do I do?

Step 3: Tell your clients/prospects to 
visit your website during meetings
Let’s assume for a moment that you are holding a meeting or seminar with a group of 
prospects and/or clients. At the end of your meeting, using an Internet-connected projector, 
take your clients and prospects on a brief tour of your website – right there in the seminar 
room! Show them where the educational resources (e.g., news articles, your blog posts, 
educational videos, newsletters, important financial links, and other educational documents). 
Be sure to show your clients and prospects where they can find your “Request a Quote” button 
and page. Tell them that, if they fill out this form, you will get back to them with a quote. 

Once you have a Landing Page, you’ll place a “banner ad image” or a “text link” on your 
homepage.  A banner ad image is simply a picture that the visitor to your site’s home page 
can click; a text link is simply a word or words that the visitor can click.  For example, “Click 
Here To View” is text link.  When the visitor clicks on the banner ad image or a text link, he/
she is transferred directly to your Landing Page.  Since your homepage is the one webpage 
everyone will see, it is good to have links to your Landing Pages located in a prominent position 
on that webpage. (View our “Reference Sheet 1” to see an example of a banner ad image)



So you’ve sent out an email to all your contacts, have a link on your homepage to 
your Landing Page, and you’re taking clients on a tour of your website at workshops 
and seminars, but you still are not getting as many visits to your site as you would 
like. Even more important, you’re not getting as many leads as you would like to 
get. What do you do?

The next step is to begin promoting your website through Social Media and Email 
Marketing. In short, you need to make better use of your Landing Pages through 
email and social media marketing. 

You might want to consider writing blog posts to increase traffic to your website or 
produce a weekly Internet or earth-bound radio or TV show. Yeah, I know: those 
last two items sound complex. They are not that complex. Call us!

How do I increase my 
leads/traffic to my website? 
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Email marketing allows you to stay in touch with your clients to remind them that you are 
there for their financial needs. Not only are you staying in touch with them through email 
newsletters, such as our “Safe Money News,” but also you are truly providing them with 
valuable information. Your clients and prospects will appreciate the information (even if 
they don’t take the time to thank you), and it helps establish and reinforce your credibility. 
Remember: Credibility means “believability.” People aren’t going to hire you to help them with 
their financial decisions if they don’t “believe” you! Credibility is G-O-L-D!

Here’s a short list of ideas that you could be sending to your clients via 
email: (View our “Reference Sheets 1-3” to see an examples of the items below)

•  Financial Newsletters
•  Links to educational material
•  Links to educational videos
•  Links to your blog posts
•  Links to your Landing Pages (Landing Pages generate leads!)

An important word of caution: As a financial professional, do NOT overdo it! Don’t bombard 
your clients and prospects with your email marketing effort. If you do send too many emails, 
you’ll find your email address becoming blocked or designated as “Junk” by a large percentage 
of your prospects. Just ask yourself, “how many Canadian Pharmacy” emails have I received 
this week? And how many have I actually read?” Get the point? 

At the beginning of your email marketing campaign, send out a newsletter once a month as 
well as an email once a month to your Landing Page or to useful resources like the Social 
Security Calculator on the Social Security Government website.

Step 4: How 
to Utilize 

Email 
Marketing
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Step 5: How to Utilize Social Media Marketing
Are you still with us?  We know this seems like a daunting task because you may be in some 
very unfamiliar territory; however, social media marketing is much easier than it sounds.  
Social Media provides a platform to easily distribute valuable information, stay in touch with 
old friends and family, as well as establish new relationships.  But using social media for your 
business is quite a different matter than using it for your personal life.

A Social Media company profile is not your personal profile.  Your company profile presents 
your company’s image to the world rather than your personal image, and it allows you to link 
your company’s website to the various social media websites (Facebook, Twitter, etc.), giving 
you another way to expand your potential customer base.  

Inbound links are links to your website from other websites. The more inbound links you 
have, the more your website becomes important to search engines. Search engines take into 
account the number of links your website has. The more links you have, the more it appears to 
the search engines that your website has great content.  If you have a blog, for example, you 
could link to your new article by making a post on your Facebook or LinkedIn company page, 
giving the world more links to areas of interest on your website. 



LinkedIn
If you don’t have a LinkedIn Profile, you need to create one. Be aware that many of your 
peers are already on the LinkedIn site. Also, your clients and prospects probably have LinkedIn 
Profiles. Having a LinkedIn Profile helps establish another layer of credibility. It allows you 
to maintain and stay connected with both business relationships and client relationships. 
Also, there is an “Endorse” feature on LinkedIn that functions like a “Testimonial.” Getting an 
“Endorsement” from a current client helps reinforce your public credibility.

Use LinkedIn to check in with clients and prospects to see how they are doing. It’s important 
to develop a personal relationship with your clients and prospects. Having a good personal 
relationship keeps your clients minds’ at ease and also builds more trust in the business 
relationship.

Create a LinkedIn Company Page. (View our “Reference Sheet 3” to see an example)

Creating a LinkedIn Company Page allows you to showcase your business, describe what your 
company’s services, share links, make posts, and allow people to “follow” your business. 
If somebody is “Following You,” every time you make a post, they will be notified via their 
LinkedIn Profile. Post links to important news articles, share success stories with current 
clients, share testimonials; share links to your blog posts; and share links to your Landing 
Pages. Start by making one post a week so that you gain skill in “posting” and learn how 
effective (or ineffective) your posts are. Then, work up to making posts twice a week, which 
will allow you to market your name without overdoing it. You don’t want to annoy your clients 
and prospects by making too many posts. 

How to Utilize Social Media Marketing



Facebook
Facebook was designed to allow people to build and maintain personal relationships 
digitally, and it works well with your prospects and clients, too. If you are friends with some 
of your clients, you can “Like” some of their posts or status updates. You can send clients and 
prospects messages on Facebook. Send them links to important financial content … like a good 
news article for example. Facebook also allows you another opportunity to “stay in touch” with 
your clients without being intrusive. 

Furthermore, you really need to create a Facebook Business Page. 
(View our “Reference Sheet 3” to see an example)

This feature works the same way as LinkedIn’s feature “Follow.” When somebody “Likes” 
your business page, every time you make a post, you appear in your clients’ news feeds. 
Whenever you appear this way, your clients and prospects (and friends and relatives) may 
choose to “Like” your page. Use this feature the same way as in LinkedIn. Post links to 
important news articles, share success stories with current clients, share testimonials, share 
links to your blog posts, and share links to your Landing Pages. 

Follow the same procedure as we described with your LinkedIn posts. Don’t over do it and 
become a pest! 

Twitter
Many people over age 50 don’t understand why Twitter has become so pervasive in society 
(not just here in the United States, but worldwide!). People of all ages, demographics, and 
country of residency are using Twitter primarily to share information, even though each Twitter 
user is restricted to a maximum of 160 characters. 

Politicians, sports stars, celebrities of all kinds, and millions and millions of younger folks are 
using this application daily. Use your Twitter account primarily to share links to news articles 
and blog posts. Again, this may sound like a lot of work, but you can copy and paste the same 
message in Facebook and LinkedIn. It will only take about five minutes to share the content 
with all of your clients and prospects. Remember, you’re just writing a short message and 
sharing a link. Five to ten minutes of your day is certainly worth marketing yourself. You can 
probably do most of your social media posting while at lunch! Again, be careful not to get 
carried away with too many Twitter posts! 

How to Utilize Social Media Marketing
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OK, so you have a Landing Page, but how does it generate 
leads? The answer is simple: You have to market it. 
However, before you market your Landing Page, you need to make sure it offers a 
worthwhile gift to your clients and prospects. The gifts you might offer include: educational 
videos, informative PDF brochures or handouts, a PDF download of a book or booklet, PDF of a 
research paper, or other useful items that your customers will recognize as important to them. 
In order to watch a video or read a document from you’re your prospect or client will have to 
fill out the contact form. When he or she does so, you will receive a LEAD via your email, giving 
you that all-important “reason to contact” them.

Since, your main goal is getting the visitors to your Landing Page to fill out the contact form 
(in order to get a lead), you have to give them a good reason to do so. That’s why The Ohlson 
Group has developed customizable Safe Money Minute Landing Pages for our agents to use, 
because they offer valuable gifts to the consumer and are great lead generation tools. 

(View our “Reference Sheet 1” to see an example of a Landing Page)

Step 6: How to Utilize Landing 
Pages to Generate Leads

The Ohlson Group - Website: www.ohlsongroup.com    Phone: 1-877-844-0900    Email: info@ohlsongroup.com



There are five (5) primary ways to market the Landing 
Pages to clients and prospects:

1. Send an Email to all of your Client and Prospect Lists

2. Send a Social Media message To all your contacts

3. Post a link to your Landing Page via Facebook, Linked in, or Twitter.

4. Place a link on the homepage of your company website

• You can also place “banner advertisements” throughout your website that link to 
your landing page. [A “Banner Advertisement” is a clickable picture that links to your 
Landing Page. The picture usually contains a button that says, “Click here to view.”]

5. Buy Paid Banner Advertisements on Higher Traffic Websites 
• [Pease note: these paid advertisements can be expensive, so do some research on 

the charges for this service. And, of course, you may call The Ohlson Group for help, 
too.] 

The following information will help you understand the often-confusing 
methods about the cost of buying Banner Ads on high traffic websites:

• CPC stands for Cost Per Click. You only get charged when somebody actually clicks 
on your ad. However, this means you get charged for EVERY CLICK. So, if the CPC is     
$ 2.00, you get charged $ 2.00 for EACH CLICK.

• CPM stand for Cost Per Impression. You will be charged for how often your banner 
advertisement is displayed to website visitors. You usually get charged for a 1,000 
displays. In other words, if the rate the company is charging you is $ 100 CPM, you 
will be charged $ 100 for every 1,000 displays of your banner advertisement. 

• Monthly Rate. You will be charged a monthly fee for the banner ad space. 
Therefore, you will NOT be charged based on the number of clicks or the number of 
times your ad displays. If you are considering a monthly rate, be sure to find out how 
many visitors per month the website has and how often your ad will likely display.

How to Utilize Landing Pages 
to Generate Leads
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Step 7: Writing Blogs on Your Website
Writing blogs for your website is one of the best activities you can do to increase traffic to 
your website. Not only will your website be producing fresh content with your blog, which 
attracts Search Engines, which puts your link higher up the “food chain” in the search engine’s 
listings, but by publishing your blog, you give your clients and prospects a good, fresh reason to 
revisit your website. 

Also, because you are a financial professional and have important insights into the industry, 
your blog is a great way to educate the public about why retirement planning, estate planning, 
life insurance, Social Security Planning, and long term care are all important issues for your 
clients and prospects to think about. 

Blogs allow people to “subscribe” to what is called your RSS feed. So, every time you make 
a “new post,” your subscribers are notified. Blogs are very easy to share with Social Media 
outlets, such as Linked In, Facebook, and Twitter. Every time you write a new article, you 
should share it on these outlets. Write a short message and include the link. 

Your blog posts are also easy to share via email. These articles allow you to reach a lot of 
people very quickly. Also, don’t forget to send an email out to existing clients. They can and 
often do forward the information to their friends and associates – that’s how you build an 
astonishing network of people who “follow” your blogs! Oh, and be sure to include short 
descriptions of your current blogs in your financial newsletter, and give links to the article in 
the email.

Again, Search Engines “like” blogs because Search Engines need fresh content all the time. 
With your frequent blog posts, your website, therefore, is producing fresh content. The more 
“active” your website is at publishing this kind of new content, the more likely the Search 
Engines are going to index your pages on a more frequent basis, which could lead to your 
website having more links in the “search results” page. 



Now, here are a few questions 
you should consider:

Do You Need Help Developing Content for your 
Digital Marketing Efforts?

Don’t have he time to develop the consumer 
content you need to have?

Don’t have the money to develop professional, 
consumer educational content, such as brochures, 

handouts, landing pages, educational videos?

Conclusion



At The Ohlson Group, we want to help you solve your marketing 
problems, help you with prospecting, help you establish credibility, help 
you increase your leads, and help you increase your closing ratios with 
an extremely low-cost marketing solution. 

That’s why we developed the Safe Money Places Agent 
Network: To make digital marketing easier and affordable! 
We understand that it takes a lot of time, money, and effort to create good 
educational material. So, we have created an extensive, consumer-oriented 
marketing package that is both professional and extremely low-cost, designed for 
financial professionals to use “right out of the box.” 

We are committed to giving financial advisors the opportunity to have 
a “brand-backing network” that provides them with affiliation while 
keeping their independence.
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We have all of the resources to fulfill your digital marketing needs. 

Safe Money Places will give you the consumer material you need to make your website 
appealing to clients and prospects, and we will help market your business to the consumers. 
Our Safe Money Places Consumer Marketing Package is ready for you to use with clients and 
prospects right now!  

The best part about this package is the fact that ALL of our Presentations, Handouts, 
Storyboards, Landing Pages, Newsletters, Safe Money Minutes, and Logos are FREE TO USE 
by SMP Agent Network Members! You do not have to pay extra like some other marketing 
programs out there. 

Also, all of our print and digital consumer content can be customized with 
your name, address, and contact information at NO ADDITIONAL COST.
The only exceptions are the Safe Money Minute videos themselves and the :30/:60 radio and 
TV spots customized for you. We have to pay an outside production company to do this work, 
but because we do so much with them, we enjoy an extremely affordable customization rate!

Incorporate Safe Money Places Into Your Brand
If you are tired of showing clients brochures, storyboards, and handouts that display a 
Carrier’s logo rather than your name, then you’ve come to right place. Developing your 
own brand is important for both the short-term and the long-term growth of your practice. 
Developing a brand takes time and money, which is something we all want to save. 

That’s why we developed the Safe Money Places brand for you. Here are just a few of the 
main benefits of becoming a member of the Safe Money Places Agent Network:

Use our logos on:
• Business Cards,
• Gifts for Clients and Prospects,
• Brochures, Handouts, Storyboards, and
• Consumer Presentations.

You know that keeping a brand identity is important. That is why we developed a whole suite 
of marketing tools – storyboards, handouts, educational videos, booklets, and consumer 
presentations for you. You have a whole arsenal of effective material, so what do you do now?

How To Utilize Safe Money Places
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How to Market Yourself Using the    
Safe Money Places Consumer Material
Digital Marketing:

• Place the Safe Money Minute Landing Pages links on the homepage of your website

• Let’s say you have a prospect from a seminar who visits your website to find out 
more about you. If he/she sees that you have an educational video you did not play 
during the presentation, he/she might want to check it out. Once he/she fills out 
your form in order to watch the video, you will know who to contact. And that form 
gives you a great reason to follow up with prospects and current clients.

• Send out links on various Social Media Platforms to your Safe Money Minute Landing 
Pages.

• Use Facebook, Linked In, or Twitter to “share” your content. Social Media allows for you 
to distribute messages quickly, and allows for your clients and prospects to share the 
message quickly. 

• Email clients links to your Safe Money Minute Landing Pages.

• Send your clients the Safe Money News via email, or print off the PDF and send by mail.

Client Meetings:
• Pass out the Storyboards and Safe Money Handouts before or during your seminar. 

These consumer pieces will help to explain certain concepts and provide examples of 
what to do in certain financial situations.

• Use the Safe Money Places Presentation as an “Opening” during seminars or meetings.

• Give your clients a Safe Money Places Booklet or Handout after the meeting is over. A 
booklet or handout will mean far more than just a business card and will give your cli-
ents and prospects a reason to think about you after the meeting.

Direct Mail Uses:
• Use the Safe Money Places booklet as a direct mail gift incentive. These booklets fit in a 

standard No. 10 envelope. We specifically designed them this way so you can easily send 
this educational booklet to all of your clients and prospects.

How To Utilize Safe Money Places
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If you would like to discuss this White 
Paper with us and explore what 

The Ohlson Group can do for you, call 
us at 1-877-844-0900 or contact us at 

info@ohlsongroup.com

Let’s get the ball rolling for 
you right now!

Conclusion



Reference Sheet 1

Landing Page / Offer Page Examples

Banner Ad Image Examples



Reference Sheet 2

Financial Newsletters

Educational       
Videos

Email BlastsHandouts



Reference Sheet 3

 YouTube 
Company Page

 LinkedIn 
Company Page

Facebook 
Company Page 


