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Introduction

There was a time when your first interaction with a new prospect or lead would have likely happened over 

the phone or perhaps in person. Your first interaction would have been a two-way conversation, which would 

have allowed you to exert some influence and shape their perception of you.

Today, your prospects are likely to have their first interaction with you online, and you may not even be part of 

the conversation. Think about your own major purchases and business relationships. What’s the first thing 

you do? If you’re like most people, you check out the vendor’s website. That gives you an early indication of 

whether the business or advisor is someone with whom you want to do business.

Your prospects, leads and clients are no different. They’re researching you online early in the process, perhaps 

before you even have a chance to speak with them. In fact, they may base much of their decision to move 

forward on the appearance of your website. 

If you haven’t invested much time, energy or resources into your site, you may be allowing your prospects 

to make early impressions of you that just aren’t accurate. The good news is that you can easily change the 

situation. These days, a website refresh isn’t costly or time consuming.

However, it’s important that you get your website project right the first time. Here are nine tips to help you 

get the most out of your site. Implement these pieces of advice and you’ll likely see more prospects willing 

to take the next step in the relationship.

Remember that your 
website is often 

your best chance to 
make a good first 

impression.

Make it easy for 
your neighbors and 
local prospects to 

find you.

Don’t forget about 
compliance.

Measure your 
success.

Use your website 
to connect your 
online presence.

Make it easy for 
visitors to take the 

next step.

Make your site 
mobile-friendly.

Update your 
site with current 

content.

Establish 
yourself as a 

thought leader.
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1
Remember that your 
website is often your 
best chance to make a 
good first impression.
Your website is a digital extension of yourself 
and your office. It’s your proxy when you aren’t 
able to communicate with your prospects 
directly. Ask yourself this - would you go to 
a networking event in an old, out-of-fashion 
suit? Would you go without combing your 
hair? Would your bring business cards that 
were torn and tattered and had old contact 
information?

Then why would you let your website have a 
stale design and dated content? Understand 
that your website sets a first impression just 
as much as your physical appearance does

2
Make your site 
mobile-friendly.
In 2014, Nielsen released the results of a study 

that found that people actually spend more time 

on the internet on their mobile devices than they 

do on a computer. Mobile will only become more 

important in the future, so it’s critical that your 

website function well on a variety of devices, not 

just a computer.

Fortunately, most websites can easily be built 

today with a responsive design, which means that 

the website alters its appearance to fit whatever 

device is being used to access it. If your site isn’t 

responsive, now is the time to make a change.

3
Update your site with 
current content. 
The more content you have on your site that is 

fresh, relevant and helpful, the more value your 

visitors will get out of your site. That will boost their 

perception of you and improve the odds that they 

move forward to the next step in the sales process.

Posting regular content also helps with search 

engine results because it gives your site new pages 

for Google to index. Additionally, you can use your 

content to support your social media efforts by 

sharing links to the new content across all relevant 

platforms.

4
Establish yourself as  
a thought leader.
Do you ever wish your prospects and clients just 

understood you and your process better? Do 

you wish there was an easier way to differentiate 

yourself from the thousands of other advisors out 

there?

There is. Your website is your platform for sharing 

your thoughts, beliefs, and strategies. You can use 

your site to share what makes you different from 

your competitors and to speak directly to your 

target prospects. That will help you better establish 

a connection and gain influence.
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5
Make it easy for your 
neighbors and local 
prospects to find you. 
While you may have some clients that live in other 

states, chances are good that most of your clients 

are in your local area. That’s a critical point to 

understand when it comes to marketing yourself 

online. 

Many people search for local results. To come up 

in local search engine results, you often need to be 

registered with Google’s local search directory, as 

well as Bing’s and Yahoo’s. Additionally, make sure 

the relevant local terms are on your website so the 

search engines will pick them up when they index 

your site.

6
Don’t forget about 
compliance.
Just like all your other marketing materials, your 

website and all of its content will need to go 

through compliance. Many advisors put their initial 

site through compliance, but then don’t establish a 

process for submitting new content.

Remember, your website is an ongoing project. 

You’ll be adding content regularly. Work with your 

compliance department to streamline the content 

compliance process. If there’s already a process 

in place, make sure you understand it and use it 

properly so your content can be posted.

7
Measure your success.
As a financial advisor, you know how important 

it is to review performance. That’s true with your 

website too. There are a wide variety of tools out 

there that can help you measure your site’s traffic, 

social presence, and overall effectiveness. You can 

then determine what is working, what isn’t, and 

where to make changes.

8
Use your website to  
connect your online  
presence.
You’re probably already active on LinkedIn and 

maybe even Facebook and Twitter. Your website 

should be the hub of all of those activities. Make 

sure your website and social media accounts are 

connected via social buttons. Also, make sure your 

blog posts and other content can be easily shared 

on social media. 

Similarly, include links back to your website in 

your emails. If you do that, you’ll draw visitors into 

your site. You can also use tracking software to 

determine how many links are clicked and whether 

your emails are effective.

9
Make it easy for visitors 
to take the next step.
Finally, your website should have a purpose. Maybe 

it’s to get people to sign up for a seminar. Or perhaps 

it’s to get them to do a phone consultation with you 

or even schedule an in-person meeting.

If you want a certain action to happen, you have to 

make it easy for your visitors to take that step. Put 

big, obvious calls to action on your website and in 

your content. Make it simple for them to request 

information. Try to use your content to drive them 

towards a next step. If you do that, you’ll actually 

see your website become a lead generator, not just 

an information source.

Your website is one of the most powerful marketing 

tools you have at your disposal. Unfortunately, 

far too many advisors fail to see its potential and 

neglect their site’s functionality and appearance. 

Don’t make that same mistake. Review your 

website today and take steps to implement these 

pieces of advice.
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Comprehensive Advisor Online Marketing
Marketing your financial practice online requires substantially more than just a pretty website. In today’s world where 

there are literally billions of websites, competition for attention is at a premium. Advisor Online Marketing is aware of the 

nuances and the science of online marketing and we utilize a comprehensive approach to achieve your desired results.

Branding and Design - Just as your clients require expert direction, so does your online presence. 

Branding your financial practice extends far beyond your logo and incorporates every word, image, video, 

email, and Social Media post that leaves your office. Your brand identity is used for your website design, 

development and marketing practices, and should maintain a consistent professional appearance. Advisor 

Online Marketing provides that consistency. 

Creative Website Development - Having a professionally developed website is a must for today’s 

financial professionals. Your website is the hub of your online existence and therefore must be strategically 

designed and created to not only represent the essence of your practice, but also to be a resource for your 

target audience. Very often, your website may be a client’s first exposure to you. We all know how important 

initial impressions can be and you’ll never know the true “cost” of not fostering confidence and competence 

beginning with that first “click”.

Results Driven Digital Marketing - From ranking well with the search engines to database 

marketing with email, a successful online marketing strategy is planned, specific, and measurable. We 

handle the details while you build your practice. We take a comprehensive approach to your online marketing, 

assessing your goals, practice areas, and target audience before embarking on your project. Your practice is 

unique and deserves personal attention to assure that its online marketing plan is congruent with its goals 

and direction. Once helping you to determine your needs, we structure a program specifically designed to 

generate results. 

In today’s high-tech, fast-paced world, a strong and credible online presence can mean the difference between landing or 

losing that important client. Advisor Online Marketing understands the work required to build your online reputation and 

we are dedicated to that success. We have the industry expertise to help you grow your business efficiently.

Contact us today for a free, no obligation assessment of your current branding at www.advisoronlinemarketing.com

As with any traditional, email or social media marketing, keep in mind the agents’ and advisors’ obligation to have clear identity and purpose 
in all communications with potential customers. They should know who you are, what licensed you hold and what services or products 
you offer. All carrier and product specific content must be approved by the issuing carrier. Agents and representatives should be aware and 
follow any social media related guidelines of the carriers they represent and/or their broker dealer.     CP-0556 - 2015/06/05


