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RESEARCH INSIGHTS

What the Data Says Actually Works
Before diving into tactics, it's essential to understand what research reveals about marketing effectiveness. The landscape has shifted, and not all strategies deliver 
equal returns. Here's what the numbers tell us about where to focus your energy and resources.

Referrals Remain Dominant
Cerulli's advisor research confirms that 69% of 
new clients come from referrals4existing 
clients, friends, family, and centers of influence 
like CPAs and attorneys. This isn't changing; it's 
the foundation of sustainable growth.

Success Rates Vary Wildly
Kitces' marketing research shows custodial 
referral programs achieve 100% success rates 
and client referrals 96%, while blogging (20%) 
and social media (39%) show much lower 
conversion. Success means at least one new 
client from the tactic annually.

Events Drive Highest Revenue
Client appreciation events deliver the highest 
revenue per new client, with webinars and 
seminars also ranking highly. The intimate, 
curated format creates trust faster than digital 
channels alone.

SEO and Drip Campaigns Are Underutilized
Despite ranking #1 in return versus cost, SEO adoption sits at only ~29% of firms. 
Drip marketing ranks #2 in efficiency yet only ~20% of advisors use it 
consistently. These represent significant opportunity gaps for advisors willing to 
invest systematically.

Top Performers Institutionalize Marketing
Schwab's RIA Benchmarking Study reveals that top-performing firms document 
their Ideal Client Profiles and maintain written marketing plans. This discipline 
correlates directly with stronger growth outcomes and predictable lead 
generation.



55 Marketing Strategies Top Advisors Use to Win $1M+ Households
Each strategy below is intentionally concise. Select approaches that align with your firm's strengths, capacity, and target niche. These aren't theoretical4they're battle-tested by advisors serving affluent households across 
Northern California and beyond.

POSITIONING

Make It Easy for a $1M+ Household to Choose You
Positioning isn't about what you do4it's about who you serve and why you matter to them. In competitive markets like the Bay Area, clarity beats breadth. Wealthy prospects buy confidence and relevance, not vague promises of 
"comprehensive planning." Here's how to stand out.

01

Pick a Wealth-Dense Niche
Bay Area examples: tech executives with RSUs, pre-IPO employees, 
founders post-liquidity, physicians, dual-career professionals, business 
owners. Specialization improves marketing satisfaction and efficiency 
because relevance rises when you focus.

02

Define One Painful Trigger You Solve
Examples: liquidity events, concentrated stock positions, tax spikes from 
equity comp, estate complexity, charitable strategy design, selling a 
business. Position yourself around the moment of acute need.

03

Build a Signature Offer
Examples: "90-Day Liquidity Event Playbook" or "Concentrated Stock Risk + 
Tax Roadmap." A named, repeatable process signals expertise and reduces 
perceived friction for prospects.

04

Package Outcomes, Not Services
Communicate value like: "Reduce tax drag + minimize concentration risk + convert paper wealth into lifestyle and 
legacy options." Outcomes resonate more than feature lists.

05

Use Emotionally Resonant Messaging
Wealthy prospects still buy clarity and confidence, not Monte Carlo simulations. Plain English wins. Focus on 
reducing uncertainty and illuminating paths forward.

Publish Clear Minimums
Stating a minimum (e.g., "$1M investable assets") can increase trust when paired with a tight niche story. It 
signals you're selective and serious about fit, not desperate for any client.

Create a "Why Us" Manifesto
A short philosophy document that signals fit and helps referrals explain you. This isn't a pitch deck4it's a values 
statement that prospects and COIs can share.

Show Your Process Visually
One-page "how we work" diagrams with timelines reduce perceived friction. Prospects want to understand what 
happens next, not guess.

Show Specialization Credibility
Use case-study style examples (without performance promises). Focus on planning problems solved: tax 
coordination, concentrated stock hedging, charitable planning with low-basis stock.

Tighten Your Comparison Story
Explain why you versus robo-advisors, wirehouse firms, or CPA-only services. Don't attack competitors4
differentiate on service model, specialization, and planning depth.



CLIENT REFERRALS

Turn "Hope" Into a Referral System
Most advisors say they "get referrals," but few have a system. Hoping clients will refer is not a strategy. The advisors who generate consistent referrals engineer the experience deliberately. Here are 13 tactics to transform referrals from occasional 
windfalls into predictable pipeline.

1

Make a Replicable Client List
Identify 10 clients you'd love to clone. Review this list quarterly. Who shares similar profiles, planning needs, and values? 
This becomes your targeting filter for referral conversations.

2

Run the `How Would You Find More People Like You?` Call
The Kitces & Carl approach: ask clients for advice on finding similar households. This feels natural, non-salesy, and 
positions them as advisors to you rather than salespeople for you.

3

Ask for Introductions, Not `Referrals`
Introductions feel simpler and safer for HNW clients. "Would you be comfortable introducing me to..." is easier to say 
yes to than "Can you refer someone?"

4

Create a Referral Landing Page
Explain what happens when someone is introduced: your intake process, how you'll treat their relationship, and what 
value you'll provide. This removes mystery and builds confidence.

5

Close the Loop Fast
Thank the referring client within 24 hours. Confirm you handled their relationship with care. Speed and communication 
compound trust and increase future referral likelihood.

6

Build a Gratitude Protocol
Cerulli notes that practice management pros view gratitude as highly effective for repeat referrals. Handwritten notes, 
thoughtful gifts, and genuine acknowledgment matter.

Use NPS or Promoter Identification
Target referral asks only to clients who want to advocate. Not every client is a 
referral source; focus on promoters who are genuinely enthusiastic.

Create Referral-Worthy Moments
Design experiences that clients want to talk about: tax plans delivered early, 
proactive options analysis, estate summary memos, timely market insights.

Offer Family Meeting Reviews
Inheritance and wealth transfer conversations build next-generation relationships. 
Position these as service, not sales, and you'll capture multi-generational AUM.

Do Life Event Outreach Campaigns
New job, equity comp refresh, divorce, new baby, parent aging4timed, relevant value beats generic newsletters. Track 
client life stages and reach out proactively with specific guidance.

Build a NextIGen Onboarding Lite
For children of clients: offer education sessions and one annual check-in. This isn't aggressive selling4it's relationship 
insurance. Future AUM transfers depend on these early connections.

Create Shareable MicroIAssets
One-page checklists clients can forward: "Before you sell your company stock&" or "Year-end tax moves for RSU holders." 
Make it easy for clients to add value to their networks by sharing your expertise.

Teach Clients Your Referral Language
Provide 132 sentences they can use at dinner or networking events. Avoid jargon. Example: "My advisor specializes in 
helping tech executives manage concentrated stock and equity comp taxes."



CENTERS OF INFLUENCE

COI Strategy: The Fastest Path to Larger Households
Centers of Influence4CPAs, estate attorneys, M&A advisors, insurance professionals4represent one of the highest-success marketing channels according to Kitces research. But COI relationships fail when advisors expect 
immediate referrals or treat them transactionally. The advisors who win with COIs adopt a long-term, risk-reduction mindset. Here's the playbook.

Adopt the COI Risk-Reduction Mindset
CPAs and attorneys fear reputational risk above all else. Your job isn't to pitch4it's to remove their fear by 
demonstrating competence, responsiveness, and care for their client relationships.

Treat COIs Like a 12324 Month Pipeline
Don't expect immediate referrals. Trust compounds over time. Build consistent touchpoints: quarterly check-
ins, co-hosted events, case study sharing, value-add resources.

Use a Structured First Meeting Script
Learn their client base, show your process, and define how you protect their relationship. Dan Allison 
emphasizes this structure reduces uncertainty and builds confidence quickly.

Ask Referred Prospects to Report Back
A key Dan Allison tactic: have prospects communicate value back to the COI after your first meeting. This 
compounds trust and creates a feedback loop that strengthens the relationship.

Create a COI Service Promise
Document response times, meeting structure, shared deliverables, and a "no poaching" policy. This reduces 
ambiguity and signals professionalism.

Build a COI Scorecard
Evaluate each COI on client fit, responsiveness, service quality, mutual respect, and long-term relationship 
potential. Not all COIs are equal4prioritize the best.

Form COI Mastermind Groups
Curate small groups of complementary professionals (CPA, estate attorney, M&A advisor, insurance specialist) 
meeting quarterly around real case studies. This builds deep trust and cross-referrals.

Host Joint Events
Examples: "Year-end tax moves for concentrated stock holders" with a CPA, or "Estate planning for liquidity 
events" with an attorney. Co-branded events share risk and amplify reach.

Create Co-Branded Checklists
COIs love usable client handouts that make them look great. One-pagers like "Pre-liquidity event financial 
checklist" become marketing tools for both of you.

Specialize Your COIs
A startup-focused CPA, an M&A attorney, and an estate strategist beat generalists. Target professionals who 
serve the same niche you do4alignment amplifies results.

Join the Right Rooms
Estate planning councils, CalCPA chapters, founder and business owner networks. Fewer rooms, deeper 
presence. Don't spread yourself thin4go deep in 233 strategic groups.

Always Send Post-Meeting Recaps
COIs value documentation and speed. A same-day or next-day email recap demonstrates responsiveness and 
professionalism, reinforcing their confidence in referring to you.



CONTENT STRATEGY

Content That Attracts Wealthy Clients
Content marketing for HNW prospects isn't about viral posts or follower counts. It's about demonstrating expertise, building trust over time, and showing up when prospects search for answers to complex planning questions. Kitces & Carl explicitly 
warn that big follower counts don't correlate with business growth4engaged prospects matter. Here's how to create content that converts.

Build an SEO "Money Page" for Your Niche
Examples: "Equity Compensation Planning for Bay Area Tech Executives" or 
"Concentrated Stock Tax Strategies for Pre-IPO Employees." Deep FAQs, location-
specific language, and comprehensive guidance. SEO ranks #1 in return versus 
cost but only ~29% of advisors use it.

Write for High-Intent Questions
Target searches like: "AMT and ISO tax strategy," "83(b) election explained," 
"QSBS qualification rules," "concentrated stock hedging," "charitable giving with 
low-basis stock." These are prospects actively seeking advice.

Optimize Local SEO for Credibility
Tight geographic pages (e.g., "Financial Planning for Palo Alto Business 
Owners"), a complete Google Business Profile, and client reviews (where 
allowed) build local authority and trust.

1

Use "Pillar + Repurpose" Strategy
One deep piece becomes six LinkedIn posts, one email newsletter, one webinar, and five video clips. Efficiency comes 
from maximizing one strong idea across channels.

2

Measure Engagement That Converts
Track content that sparks qualified conversations, not vanity metrics like impressions or followers. The right metric is: 
how many prospects reached out because of this content?

3

Create a Newsletter That Feels Private
HNW prospects respond to "smart, calm, specific" communication. Think private memo, not mass email blast. Quality 
beats frequency.

4

Use Drip Email to Nurture "Not Yet" Prospects
Drip marketing ranks #2 in efficiency but only ~20% of advisors use it. Automated sequences keep you top-of-mind 
without manual effort.

Publish Case Study Planning Stories
Anonymized, decision-focused narratives showing tradeoffs and planning logic. Avoid performance claims4focus on the 
complexity you navigated and outcomes achieved.

Create a Simple Lead Magnet
Examples: "Liquidity Event Checklist: 18 Decisions to Make Before the Wire Hits" or "RSU Tax Planning Guide for Bay Area 
Tech Professionals." Gate it with a light form to capture contact info.

Build a Content Moat Around 335 Themes
Tax optimization, equity compensation, estate planning, charitable giving, concentrated stock risk management. Repeat 
these relentlessly. Depth beats breadth. Become the go-to source on fewer topics.



EVENTS

Events: Still One of the Best Ways to Win $1M+ Relationships
Kitces' research consistently shows that client appreciation events deliver the highest revenue per new client, with webinars and seminars also ranking highly. Events create trust faster than digital channels 
because they allow for meaningful face-to-face interaction, demonstrate expertise in real-time, and leverage social proof. Here's how top advisors structure high-conversion events.

Small, Curated Dinners
8312 attendees, one focused topic (e.g., "Navigating equity 
comp in 2025"), one COI co-host (CPA or attorney). Intimate 

settings drive high conversion because trust accelerates when 
prospects see you interact with peers and existing clients.

Client Appreciation Events with "Bring-a-
Friend"

Leverage existing client trust by inviting them to bring a guest. 
Structure the event around value (e.g., market outlook, tax 
update, estate trends), not sales. Your clients become your 

advocates in the room.

Host "Ask Me Anything" Salons
For niche clients only: "RSUs + Tax Planning for 2026" or 
"Concentrated Stock Strategies Post-Liquidity." Keep it 

conversational, not lecture-style. Prospects value peer learning 
and real-time Q&A.

Invite-Only "Deal With It Now" Workshops
Year-end urgency creates action. Topics like "Year-end tax and charitable planning for stock comp 
holders" or "Pre-liquidity event checklist review for founders." Time-sensitive value drives attendance 
and follow-up.

Co-Host with Premium Brands
Partner with local founder spaces, philanthropy organizations, or alumni networks aligned to your 
niche. Choose venues and partners that signal credibility and shared values4tastefully.

Run Webinars When In-Person Isn't Feasible
Kitces data shows webinars can drive high revenue per new client when done well. Keep them 
interactive with polls and Q&A. Record and repurpose as evergreen lead magnets and drip content.



PLATFORM + PAID CHANNELS

Platform + Paid Channels: Be Intentional
Paid marketing and platform-based lead generation can work, but only when used strategically and after you have a conversion-ready website and intake process. These aren't 
"set it and forget it" solutions4they require monitoring, optimization, and careful economic evaluation. Here's where advisors see ROI.

1

Paid Advisor Directories
NAPFA, CFP Board, FPA, and XYPN-style listings attract steady "search intent" 
leads4prospects actively looking for advisors. Cost per lead can be predictable, 
but quality varies. Test and track conversion rates carefully.

2

Custodian Referral Programs
Kitces research shows custodial referral programs have very high success rates 
(near 100%). However, evaluate economics carefully: referral fees, service 
expectations, and client fit can vary significantly by program.

3

Paid Search Around Niche Keywords
Google Ads targeting phrases like "RSU tax planning advisor [your city]" or 
"concentrated stock financial planner Bay Area." Only invest after your website is 
conversion-optimized4sending paid traffic to a weak site wastes money.

4

Third-Party Solicitors / Strategic Partnerships
Can be effective for scaling lead flow, but structure agreements carefully and 
stay compliant with SEC solicitor rules. Vet partners thoroughly4their behavior 
reflects on you.

Key principle: Paid channels amplify what already works. If your referral engine, COI relationships, and content aren't converting, paid marketing won't fix the 
underlying issue. Master organic channels first, then use paid to scale.



Your Highest-Probability Shortlist for $1M+ Households
If you could only choose eight strategies4the ones that top advisors consistently execute and that research confirms deliver results4this is your starting point. These aren't the only tactics that work, but they represent the highest-probability bets for attracting and retaining affluent 
households in competitive markets like Northern California.

Pick a Wealth-Dense Niche + Signature Offer
Specialization improves marketing efficiency and client fit. Define who you serve and what painful problem you solve better than anyone else. Examples: tech executives with equity comp, business owners pre-sale, pre-IPO employees.

Systemize Client Introductions
Build a replicable-client list, run "how would you find more people like you?" conversations, and create an easy introduction workflow. Referrals are still the #1 source of new clients4make it systematic, not hopeful.

Run a COI Program (12324 Month Horizon)
Focus on CPAs and estate attorneys who serve your niche. Use structured first meetings, reduce their referral risk, and build trust on cadence. COI relationships take time but deliver high-quality, pre-qualified prospects.

Own SEO for Your Niche + Geography
Build deep "money pages" around high-intent questions your prospects are searching for. SEO ranks #1 in return versus cost but is underused. This is a long-term asset that compounds over time.

Publish One Deep Niche Piece Monthly + Repurpose Weekly
Create pillar content and repurpose it across channels: LinkedIn, email, video, webinars. Measure engagement that converts to conversations, not vanity metrics. Quality beats frequency.

Host Small, Curated Events with COIs
Client appreciation events deliver the highest revenue per new client. Keep them intimate (8312 people), focused on one valuable topic, and co-hosted with a strategic COI partner. Events build trust faster than digital alone.

Nurture Leads with Drip Email + Newsletter
Drip marketing ranks #2 in efficiency but only ~20% of advisors use it. Automated sequences keep you top-of-mind with "not yet" prospects. Your newsletter should feel like a private memo4smart, calm, specific.

Deliver an Exceptional Client Experience
Speed, personalization, and proactivity create referral-worthy moments. Tax plans delivered early, proactive market insights, family meeting reviews4these experiences make clients want to talk about you. Service quality is your best marketing.

These eight strategies form the foundation of a sustainable, scalable marketing system for independent advisors targeting affluent households. They're grounded in research, tested by top performers, and adaptable to your firm's unique strengths and capacity. Start with these, execute 
consistently, and refine based on what converts.
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