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“The Uber map is a psychological 

moonshot, because it does not 

reduce the waiting time for a taxi 

but simply makes waiting 90% less 

frustrating” - Rory Sutherland



Hypergrowth Secrets

01
They understand how consumers find an 
advisor today has drastically changed



5



6

How searches used 
to work...
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How they work 
today...
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AI tools ask 
follow-up 
questions to be 
more helpful!
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How Results for
“Best advisor 
near me” used to 
look…



10

How they look 
Today on Google…

What do all 
of these have in 
common?
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How they look 
today on 
ChatGPT...
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Have you gotten a lead from ChatGPT?
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What factors 
impact getting 
shown by Google 
or ChatGPT to 
users?

Source: Neil Patel Digital



One review = read 100s or 1000s 
of times

If someone Googles you, any 
reviews will show up prominently

When You Get More Reviews…
You Rank HIGHER in Local Searches 
and AI

Google Reviews = The New Referrals
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Google My 
Business listing

Why do they matter?
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Text AEO to 
33777 if you 
want this sent 
to you!
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Search Marketing

They harness the power of social media and 
social search



People in UK spend 2.5 
hours per day on social 
media/watching videos 
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Sources: 
1. Exploding Topics, 2025 Report on Smartphone Usage
2. Freedom.com 
3. Statista.com 
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A New Era:
Social Search 
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Search Engine & 
Social Search 
Preferences

Source: Statista, April 2024

https://www.statista.com/statistics/1480205/online-search-methods-us/


21

Social Search: 
not just for young
people on Instagram
anymore
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Know which social platform & strategies 
work best for your target audience
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Screenshot 2025-04-16 at 1.02.34 PM.png

Linkedin: 18 - 60+ who are still 
actively working

Instagram: 25 - 55 year olds, 
especially women and mass affluent

Facebook: 35 - 75 year olds, 
especially great for targeting your 
local community

Youtube: Everyone who has a pulse

TikTok: Next Gen, though that’s 
changing quickly

https://www.instagram.com/p/DF52i_6hN1G/?utm_source=ig_web_copy_link&igsh=MzRlODBiNWFlZA==


Hypergrowth Secrets

03
They stop talking like an advisor, 
and start talking like their clients



Exercise: We vs. You
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What is the PROBLEM 
your clients/customers & 
prospects have?

What is the SOLUTION
you provide to that 
problem?

Write how your 
clients talk
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Questions help visualize that you “get them”



Write so a 7th grader 
can understand
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Flesch–Kincaid 
Readability Tests



Use an AI tool like Hemingwayapp.com  
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Search Marketing

They know how to “hook” people in 



How do you get someone to pay attention?
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Email Subject Lines, First Lines of Social Posts 
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Email Subject Lines, First Lines of Social Posts 
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Why Should Someone 
Care? 
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Use the “what’s in it for me mindset” 
when crafting your content

Before posting or emailing - ask 
yourself: WHY should someone care?



Social Post Example: 
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If you are a HNW 30 - 50 year old, this 
will grab your attention.

We all want to avoid costly mistakes



Youtube Example: 
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Giving Retirement Planning Advice 
that is NOT just Financial

Practical, Helpful Tips No Matter
Your Financial Situation
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Search Marketing

They harness the power of strategic “nudges”



Source: 2024 Ycharts Survey 

9 out of 10 clients consider their advisors' 
communication frequency and style when 
deciding whether to retain their services + 
make referrals 

Yet about half (47.1%) of surveyed clients 
wish their advisor would contact them 
more frequently
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Communication is KEY to Organic Growth 
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Source: Kitces Research Report, 2022  https://www.kitces.com/blog/advisor-marketing-strategy-cl ient-acquisition-cost-efficient-marketing-time-dollar-cost/
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Once you have a prospect’s email: 
● Send weekly or bi-weekly emails to stay 

top of mind

REMEMBER:

● These are NOT sales emails

● Each email should show them the value 
you would provide to them as their 
advisor in some way - the more specific 
to them, the better 

Drip Email Marketing



Marketing Masterclass

06
They Use the Mere Exposure Effect 
To Their Benefit 
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Who Do you Know?

Marketing Masterclass
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“Face of the 
Company”

● Steve Jobs, Apple
● Rory Sutherland, Oglivy
● Sara Blakely, Spanx
● Sir Richard Branson, Virgin Grp

Never Seen
● Jon R. Moeller, Procter & Gamble
● Elliott Hill,  Nike

Marketing Masterclass



Use the Mere Exposure Effect To Your Benefit 
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The easiest way to tap into 
the Mere Exposure Effect… 
Video + Social Media  
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×DIY Video Workshop

Use the REAR camera, NOT the selfie 
camera. Oh, and buy a tripod! 



×DIY Video Workshop

Use The Built-in Grid to Frame Shot 
(Settings> Camera> Toggle “Grid” to ON)

Your eyes should 
align with the top 
line!



×DIY Video Workshop

Forget fancy equipment.  
Use NATURAL light.  

Sit in Front of a 
window

Look TOWARDS 
the light



×DIY Video Workshop

Do NOT text or email 
the video from phone 
to computer. 

Airdrop it !

OR, upload to a tool like 
Dropbox or Google Transfer



×DIY Video Workshop

Once on your Desktop, Edit using 
Veed.io

- Add subtitles

- Put Text over video

- Cut sections

- Splice together

- Bring in images

- and more!



Proven tactics to generate 
new business from LinkedIn
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Playbook for LinkedIn 
Content
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If you don’t engage with 
others,

it won’t matter how good 
your content is

Minimum 3 posts per week:

- 1 that shows off your expertise
- 1 that starts conversation/gets 
- 1 that shares personal photo/angle

- ask a question that is EASY for people to 
answer whenever you can

The mix is important! 



Playbook for LinkedIn 
Engagement
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←This is the part you 
CANNOT outsource. 

YOU or YOUR TEAM has to do 
this. 

- 5 comments to 1st degree connections
- 5 comments to 2nd/3rd  degree 
connections
- Respond to all comments on own 
content
- 5 DMs
- 3 connection requests
- 3 follows

That takes about 15-20 minutes 



Step 1
Every Friday, Go through the last 5 
days of your calendar and emails 

Step 2 
Copy the person’s name or email, 
look them up via Linkedin

Step 3
Invite them to connect on LinkedIn-
that’s it!

A simple way to get 
1,000s of new 
connections this 
year

5555
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Ditch the business cards… use your Linkedin QR code!

Open LinkedIn 
app, go into the 
search bar, click 
on the QR button 
on the top right 



Remember, if you have no 
network, no one will see 
your content! It’s time to 
grow 
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People Connect 
With People

Show your personality. Build your brand. Find your fans.

Samantha Russell
Chief Evangelist, FMG
sam@strategic-advisor-marketing.com

Remember → If 
you have no 
network, no one 
will see your 
content!
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