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INTRODUCTION

Why Digital Marketing Is No Longer Optional

The advisor landscape has fundamentally changed. Canadian consumers now research financial and insurance
advisors online before they ever pick up the phone. They check your website, scroll your social media, and read
reviews—all before deciding whether you're worth their time.

If your digital presence doesn't inspire confidence, you're losing prospects to advisors who've figured this out. The
good news? You don't need a massive budget or a marketing team. You need a smart, compliance-aware
strategy—and this guide will walk you through exactly that.

76% 3x 68%

of consumers research a service more leads for advisors with active of prospects book based on a referral
provider online first social profiles + online presence

This guide covers the five pillars every Canadian financial and insurance advisor needs. This includes a strong
digital presence, social media authority, paid advertising, lead magnets, and local community trust. Master these
and you'll have a predictable engine for growing your book of business.

COMPLIANCE FIRST

Every strategy in this guide is designed with Canada's regulated environment in mind. Always review
provincial compliance requirements before publishing any marketing material. When in doubt, choose
educational language over promissory claims.
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PILLAR 1

Your Digital Foundation: Website & Online Presence

Your website is your most valuable marketing asset. Before a prospect books a call, they will visit your site—often
multiple times. A clean, mobile-friendly page that clearly communicates who you help, what problems you solve,
and how to get started builds the credibility required for them to take the next step.

The 5-Element High-Converting Website

You don't need a 20-page website. A focused, single-purpose lead-gen page built around these five elements
consistently outperforms bloated sites:

1. Compelling Headline

Speak directly to your ideal client's situation. 'Helping Vancouver families protect what matters most' beats
'Financial Services Professional.'

2. Clear Value Proposition
Explain in one or two sentences exactly who you work with and what outcome you deliver.

3. Credibility Markers

Credentials, years of experience, number of clients served, professional designations, and any media
mentions all reduce perceived risk.

4. Social Proof

Two or three genuine client testimonials (compliant with provincial rules) do more heavy lifting than any sales
copy you could write.

5. Frictionless Call to Action

A single, prominent booking button—linked to Calendly or a simple contact form—removes every barrier
between interest and action.

KEY INSIGHT

Advisors who lack a website or rely solely on social media consistently lose prospects to competitors with
more polished digital footprints—even when the unpolished advisor is more qualified.
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PILLAR 2

Social Media Authority: Being Found & Trusted

Social media isn't about going viral—it's about being consistently visible to the right people in your market. Canadian
advisors who post regularly about financial literacy, insurance basics, retirement planning, and local insights build
genuine authority over time.

Platform Priorities for Canadian Advisors

Facebook Homeowners, families, pre- Educational posts, client 4-5x per week
retirees 40-65 stories, events

Instagram Younger professionals, first- Reels, Stories, infographics 5-7x per week
time buyers

LinkedIn Business owners, HNW Thought leadership, articles, 3-5x per week
clients, referrals commentary

The Short-Form Video Advantage

Reels and Stories generate high engagement at extremely low cost. A 30-t0-60 second video answering a common
client question—'What's the difference between term and whole life?'—can reach thousands of your ideal prospects
for free. The keys are educational content, a natural on-camera presence, and compliance-safe language that
avoids guarantees.

10 Proven Content Topics That Build Trust

* "5 Questions to Ask Before Buying Life Insurance”

*  "What Happens to Your Mortgage If You Can't Work?"

* "RRSP vs TFSA: Which Is Right for You?"

e "How Much Life Insurance Does a Young Family Actually Need?"

*  "The One Insurance Policy Most Canadians Don't Know They Need"

COMPLIANCE NOTE

Stick to educational, non-promissory language. Phrases like 'Book a conversation to explore your options
are safe. Avoid guarantees, projected returns, or superlatives like 'best' or ‘cheapest.' Review FSRA and
provincial insurance council guidelines regularly.
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PILLAR 3

Paid Advertising: Reliable, Scalable Lead Flow

While organic content builds long-term authority, paid advertising delivers leads on demand. Meta (Facebook &
Instagram) ads remain the most powerful paid channel for Canadian advisors because of their unmatched targeting
capabilities and relatively low cost per lead.

Meta Ads: Your Targeting Superpower

Meta's ad platform lets you target prospects by geography (down to a specific postal code), age, life events, and
interests—meaning you can reach exactly the people most likely to need your services right now.

Target Audience Key Targeting Signals Ad Message Angle

Young families Age 28-40, new parents, recent 'Protect your family if the unexpected
homeowners happens'

Pre-retirees Age 50-62, retirement planning 'Is your retirement plan actually on track?'
interests

Small business owners  Business page owners, self-employed 'Key person insurance & business continuity’

New Canadians Recent immigrants, newcomer groups  'Understanding life insurance in Canada’

The Retargeting Multiplier

Most prospects won't book on their first visit to your website. Retargeting—showing ads specifically to people who
already visited your site—dramatically increases conversion rates by keeping you top-of-mind while they research
and consider. A retargeting campaign running at just $5-$10/day can recover a significant portion of traffic that
would otherwise be lost.

STARTER BUDGET GUIDE

Advisors new to paid ads should start with $500—$1,000/month: roughly 70% on prospecting campaigns to
new audiences and 30% on retargeting warm website visitors. Track cost-per-lead and cost-per-booked-call,
then scale what's working.
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PILLAR 4

Lead Magnets & Email Nurture: Capturing & Converting
Interest

Most prospects aren't ready to book a call the first time they discover you. Lead magnets—free, high-value
resources exchanged for an email address—bridge the gap between curiosity and conversation. They attract
prospects who are actively researching, giving you the opportunity to nurture the relationship until the timing is right.

High-Converting Lead Magnet Ideas

"The 10-Point Insurance Review Checklist for Canadian Families™

heckli
Sl Why it works: Quick wins, immediately actionable, high perceived value
Guide "Retirement Planning for Canadians 45+: What You Need to Know Now"
Why it works: Establishes deep expertise, attracts serious prospects
Worksho "Free 20-Minute Video: How to Protect Your Family from Financial Risk"
P Why it works: Builds personal connection before the first call
"How Much Life Insurance Do You Actually Need? (Free Tool)"
Calculator ) . . )
Why it works: Interactive, personalized, high engagement
Quiz "Is Your Current Coverage Leaving Your Family Exposed? (2-Min Quiz)"

Why it works: Curiosity-driven, generates qualified leads instantly

The 5-Email Nurture Sequence

Once someone downloads your lead magnet, an automated email sequence keeps them engaged and moves them
toward booking a call with you.

Here's a proven structure:

Email 1 — Welcome & Deliver: Send the promised resource immediately. Introduce yourself warmly. Set expectations
for what's coming.

Email 2 — Your Story: Share why you do this work. Create human connection and build personal trust.

Email 3 — Value Add: Provide an additional tip or insight related to their original interest.

Email 4 — Address Objections: Tackle the most common reason people delay: 'I'll think about it later.'

Email 5 — Clear CTA: Invite them to book a no-pressure conversation. Make it easy with a direct link.
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PILLAR 5

Local Authority Building: The Relationship Edge

Canada's financial services market is deeply relationship driven. While digital channels expand your reach, local
authority—being known and trusted in your specific community—consistently produces the highest-quality clients
and the warmest referrals.

How to Build Local Digital Authority

Hyper-Local Content

Create content specific to your market. Vancouver homeowners have different concerns than Calgary oil-patch
workers or Toronto condo buyers. Local specificity signals genuine understanding.

Google Business Profile

Claim and fully optimize your Google Business listing. This is the single highest-ROI free tool for local visibility.
Collect reviews consistently.

Community Partnerships

Collaborate with mortgage brokers, real estate agents, accountants, and lawyers for referral relationships. Feature
each other in content and events.

Educational Events

Host small in-person or virtual workshops for your community. A 60-minute 'Protect Your Family's Financial Future'
evening consistently generates booked calls at high conversion rates.

Local Media & Podcasts

Contribute to local news outlets, neighbourhood Facebook groups, or community podcasts as a financial education
resource. Authority by association builds fast.

CITY-SPECIFIC EXAMPLE

An advisor in Vancouver might post about the city's high housing costs and critical illness coverage gaps,
host a free workshop at a local community centre, and write a guest column for a local parenting blog. Each
touchpoint builds recognizable local expertise.
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BRINGING IT TOGETHER

Your 90-Day Digital Marketing Launch Plan

You don't need to implement everything at once. The most successful advisors build their digital marketing system
in focused 30-day sprints. Here's a proven 90-day roadmap:

DAYS 1-30 | Foundation

* Launch or refresh your website with the 5 key elements
* Claim and optimize your Google Business Profile

* Set up Facebook and Instagram business profiles

*  Begin posting 3x per week on your primary platform

* Create your first lead magnet and landing page

e Launch your first Meta ad campaign ($15-$20/day)
» Set up a retargeting campaign for website visitors

* Build a 5-email nurture sequence in your CRM

* Publish two pieces of long-form educational content
* Reach out to five potential referral partners

DAYS 61-90 | Optimize

* Review your ad data and double down on top performers
* Host your first educational event (virtual or in-person)

* Collect and publish three client testimonials

* Expand to a second social platform

* Systematize your lead follow-up process

THE GOLDEN RULE

Consistency beats perfection. An advisor who posts three times a week for 12 months will always outperform
the advisor who posts 30 times in January and disappears. Pick a rhythm you can sustain and protect that
time in your calendar.
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QUICK REFERENCE

Compliance Essentials & Your Master Checklist

Compliance-Safe Language Guide

Staying compliant is non-negotiable. The following language guide keeps your marketing effective and on the right
side of provincial regulations:

AVOID USE INSTEAD

"Best rates guaranteed" "Competitive options across multiple providers"
"You'll save $X per month" "Explore options that may fit your budget"
"Risk-free investment" "Let's review what aligns with your risk tolerance"
"We'll get you approved" "We'll explore the options available to you"
"Unlimited coverage" "Comprehensive coverage solutions"

Your Digital Marketing Master Checklist
V4 Website: Mobile-friendly, loads in under 3 seconds, clear headline, booking CTA

v Google Business Profile: Claimed, fully completed, minimum 10 reviews

< Social Media: Consistent brand, minimum 3 posts/week, educational content focus

V4 Lead Magnet: One high-value downloadable live, connected to email sequence

V4 Paid Ads: At least one active campaign, retargeting pixel installed on website

V4 Email List: CRM in place, automated welcome sequence active

V4 Referral Network: Minimum 3 active referral partner relationships

V4 Compliance Review: All content reviewed against provincial guidelines quarterly
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YOUR NEXT STEP

From Strategy to Booked Calls

"The advisors who win aren't always the most technically skilled—they're the ones who
show up online with clarity, provide genuine value, and make it effortless for prospects to
take the next step.”

You now have a complete framework for building a digital marketing system that generates predictable, quality
leads—fully compatible with Canada's regulated financial environment. The key is to start simple, stay consistent,
and iterate based on what your data tells you.

The Three Things to Do This Week

1 Audit your website against the 5-element checklist on page 3. If you don't have a site, start with a
simple one-page landing page.

2 Pick one social platform and commit to posting educational content three times this week. Don't
overthink it—answer a question your clients ask all the time.

3 Create your first lead magnet. A simple PDF checklist built in Canva takes about two hours and
can generate leads for years.

REMEMBER
Digital marketing is a long game. The advisors who see the biggest results aren't those with the biggest

budgets—they're the ones who stay consistent, lead with genuine value, and treat every online touchpoint
as an opportunity to build trust.

ABOUT LIZA J. LEE

Liza is a Vancouver-based marketing consultant and financial copywriter with over 25 years of experience in
financial services — insurance, wealth management, MGAs, mortgages, and regulated industries across Canada.
She understands compliance and this industry. She builds websites that reflect the quality of the work you do.

Financial services experience: RBC Insurance - Pacific Blue Cross - BCAA - ICBC - MBNA - HSBC - Western
Union Business Solutions - Pacific Place Group (MGA) - Canada Financial (MGA) - Financial Confidence -
Quasar Financial - Aerie Financial

Ready to build a site that works as hard as you do?

& 604.728.8834 ™ Email@LizaJLee.com
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