


Memorable Experience

Segmentation Is Your Compass

Winning Game Plan on Social Media

First Impressions Matter

Social Experiences Elevate

Leverage Philanthropy

Marketing Playbook



Be Memorable
We won’t outspend, we will outsmart

Birthday video messages

Gifting: Onboarding & A Clients

Social media spotlights

Spousal alignment (planning & legacy)



Pink & Blue Questions



Legacy Alignment



Website SEO becomes AIO
Artificial Intelligence Optimization

1.  Google Reviews/Testimonials
2.  FAQ Pages
3.  Business social media accounts
4.  About You

a.  Community
b.  Core Values
c.  Culture

THE ADVISOR OF THE FUTURE



First Impressions Deck
• “Why” behind the firm

• Your values

• Humanization

• Your process

Onboarding Deck
• Introduce your team

• What you need from the client

• Firm expectations

Every Firm Should Have







Segmentation
Your clients are your competitors’ #1 prospects

80/20 Rule

Invest time where it matters

Your best marketing plan starts with your A Clients



How many HHs is the right # 
for each segment?

A Clients
75-100

B Clients
200-260

C Clients
remaining



Referability

Income or 

Opportunity

Risk & 

Investments

Renewal 

Revenue

Considerations
What Determines A-B-C Segmentation

Example:

A client: >$10k premium + >$500k AUM
B client: $5k-$9,999 premium + $250k-$499k AUM

Is your team aligned when onboarding; which 

segment does each new client fall into?



Gold Standard Touchpoint for A Clients
• Offer 2 personalized annual reviews

• 1 technology review

• Personalized birthday message – phone video for efficiency

• Invited to Board of Advisors

• Connected to you on social media – LinkedIn

⚬ Organic growth to business profiles

• Quarterly newsletter

• Custom gift (wedding anniversary is the most meaningful)

• Social experiences invite (fun, philanthropy, etc.)

• Virtual education (minimum of twice per year)



Why Social Media Matters
• 50% of investors say social media impacts who they hire as a financial advisor

• 33% of consumers report that they actively seek out financial advice online

• Showing personal and authentic content makes you more personable

• A great prospecting tool: 74% of US financial advisors on social media initiated 

new relationships or onboarded new clients

Financial Advisors are subject matter experts



Templates of your brand/DBA

Develop content calendar

2 posts per week (personal + thought leadership)

Organic growth

Track growth – impressions, engagements, followers

Social Media Playbook To Win



LINKEDIN
Great for: company wins, team culture, community involvement, recruiting content, industry updates

BUSINESS LINKEDIN
Great for: team member spotlights, community involvement, team culture, industry updates

BUSINESS FACEBOOK
Great for: professional content mixed with hobbies & interests, personal insights, life-stage moments

BUSINESS INSTAGRAM
Great for: imagery, realtime moments, Instagram stories, short reels, mix of professional & personal

Recommended Profiles



9x more engagement when content 
is personalized



Connecting with an advisor or team in a social setting builds trust

Wealth Management firms today that have a social and a business 
relationship receive twice as many referrals as those with purely a 
business relationship

The data shows that the success when scheduling prospect meetings 
triples when it’s after a social experience vs a referral ask

Mindset Client + Prospect = Game Changer

The Why



Event Format Considerations
• Client appreciation only?

• What does inviting prospects look like?

• Co-investment experience?

• Educational or social?

• Online or in-person?

• Size of experience

• Audience (adults, kids, or female-only)



Social Events
Wine & spirits (ex. whiskey tasting)

Culinary

Sports (ex. viewing party, game access)

Family (ex. movie, pumpkin patch)

Mother’s Day

Music

Philanthropy



Client Feedback
Board of Advisors

Topic: referrals

“I’ve never been asked”
“I don’t understand who they want to work with”
“I need language on how to make the introduction”
“I’m taking risks if the relationship doesn’t work 
out”



The Guilt Donation
Spotlight on social media Leveraging a charity event



The Guilt Donation
Backlinking to the website Branding of firm



Full Service Marketing

DESIGN
SERVICES

• First Impressions decks & brochures

• Newsletters & other design projects

• Liaison with compliance & materials 

implementation strategies

SOCIAL MEDIA 
MANAGEMENT

• Establish social media accounts

• Custom content calendar

• Social graphic design

• Growth strategies

WEBSITE 
SERVICES

• Optimize site navigation

• Content creation

• Team member updates

• Search engine optimization & 

keyword targeting

12 month commitment



Marketing Strategies

Specialized Consulting Design

Executing an effective board 
of advisors

Winning with segmentation

Philanthropy strategies

Client gifting

Sales strategy

Social media coaching

Leveraging wholesaler funds

Core values & mission

DBA brand rollout

Event guidance

Public relations

First Impressions Deck

Capabilities deck & 
brochures

Presentation decks

Templates

Custom email newsletter

Website refresh



ELKHORN MARKETING GROUP
BUSINESS THAT ABOUNDS

www.elkhornmarketinggroup.com


