
Want more tips on finding  
new clients? 
Why not download our other  
marketing guides.

www.justadviser.com/tools

The good news is that the equity 
release market presents an exciting 

business opportunity. But taking a 
scattergun approach to finding new 

clients isn’t the best way to maximise 
resources. You can spend a lot of time 

chasing clients and finish up with very little 
to show for it. This guide will help you identify 

and find the right type of clients – quickly and 
without stress!

Targeting – where to start
The obvious place to start is your own client bank – you have already established  
a relationship with them and if you have clients aged over 60, the chances are  
they’ll probably own their own home. 

But if you’ve exhausted your existing client base you might need to look further  
a field to find new clients. If you do, you’ll need to ask yourself a few questions:

• Geographically where do I want to look for equity release clients?

• What are the property prices like in this area?

•  Do customer demographics and lifestyle indicate potential for equity
release needs?

• Who do I know that could act as an introducer of leads in this area?

• What other ways could I use to get in touch with people in this area?

• Am I armed with the right information to contact these people?

• Does my website have a section on equity release I can refer people to?

Why not request  

our FREE guide on  

Web Marketing?

www.justadviser.com/tools

Search Engine Marketing (SEM) is the single biggest 

opportunity in online marketing, which is unsurprising 

given the growing popularity of search engines for 

researching products, services and organisations. Our 

simple guide will help you get your website up there  

and front of mind – vital if you want to capture the 

attention of the over 60s market.

FREE Search Engine 

Optimisation guide

Why not download our  

FREE guide on Search  

Engine Optimisation?

www.justadviser.com/tools

Two thirds of over 50s who use the Internet are now 

managing their finances online, placing ‘silver surfers’  

among the fastest growing web banking users in Britain*. 

Ignore the benefits of online marketing to retired people at 

your peril! Instead use this guide to tap into this huge market  

and generate more retirement or equity release leads.

Checklist
StepsDefine the 

purpose of  

your website Be clear about the purpose of your website – is it to provide information or generate leads? 

Ensure that all pages on your website are written and designed to achieve that goal.

Profile your  

target audience
Knowing who you are targeting will dictate the tone, style and length of content. 

Customised content (e.g. sections specifically addressing retirement, including annuity 

options and equity release) will have a better chance of making an impression on visitors 

than general content that is not targeted towards anyone in particular.

Provide easy 

navigation

From your home page, visitors should be able to find any content they want within three 

clicks. Don’t forget, good navigation is also determined by how obvious the clicks are.

Follow a simple, 

consistent design The over 50’s are prolific surfers and their eyes are trained to look for certain things at 

a certain place. For example the navigation is always on the left or on the top. Follow 

conventional design rules – confuse visitors and they will quickly move on.

Provide relevant 

content

A sign of good content is that it is informative, well presented and up to date. It needs  

to be short to maintain interest but long enough to cover the essentials.

Avoid special 

effects

Go easy on special effects. In most cases they are nothing more than annoyances. These 

can include, but not be limited to, Flash introductions, busy backgrounds, flashing icons 

and hit counters

Make it easy  

for people to 

contact you Don’t forget the objective of your website is to generate leads. So ensure you have your 

phone number and contact details on every page of your site.

Do your research

Study the competition and see what you could replicate to attract more customers.

Do not forget 

to market your 

website

Without traffic, no website can be successful. Promote your site on other websites, set up 

link exchanges, learn about how to get good listings on the search engines and ensure 

you are listed on all free directory sites.

Keep your site  

up to date

Try to frequently update your site with fresh news and case studies. This will encourage 

visitors to return. If you can’t do it yourself you could pay your web development 

company to update your site on a regular basis.

Keep compliant

Make sure your website is clear, fair and not misleading.

*According to a survey by market research firm BMRB International in 2007 for NatWest OnLine Banking.

1

What do we mean by SEM?

Simply put, Search Engine Marketing (SEM) is about making 

your website visible within search engines – like Google, 

Yahoo and MSN – to attract visitors to your site. The higher 

your website ranking on search engines, the more chance  

you have of driving traffic to your site. 

Good SEM will help you generate leads, sales or simply 

building awareness.

So where do I start?

One of the biggest decisions you’ll need to make about your 

SEM campaign is whether to rely on ‘natural listings’ or ‘paid 

for listings’ such as Pay Per Click (PPC). In both cases you can 

achieve a healthy search engine ranking, but through  

a different approach. 

Below you can see the listings from a Google search for 

‘independent financial advisers’. The three sites listed at the 

top and those in the right hand list are paid for listings (PPC). 

The websites that appear on the main page however are free 

‘natural’ listings.

Sponsored links. 

These are paid for 

listings which due to 

their popularity have 

been given the top 

location on Google.

Free natural listings. These sites 

appear here because their text 

is highly relevant and their site is 

well optimised and well visited for 

this keyword.
Secondary paid for listings. 

Cost between 10p and 

£10 a click depending on 

what the competition is 

prepared to bid.
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FREE Annuity and Equity  

Release Presentations
Why not download our FREE presentations?

www.justadviser.com/tools

Holding a seminar gives you a great 

opportunity to talk directly to people 

approaching or in retirement. It’s the 

perfect environment to showcase your 

expertise and explain to your audience the 

annuity options available or the features 

and benefits of releasing capital from 

their home. Use this guide and our free 

presentations to plan and execute the 

perfect client event.

Checklist
Steps

Set date and location Make sure you give yourself plenty of time to plan and prepare –  

at least 6-8 weeks.

Select topic and speakers Plan your presentation – remember, you don’t want to talk longer than 20-30 

minutes so think about how best to get your message across. Decide if you 

would like another speaker, such as a solicitor.

Develop invitation list Pre-select people that fit your customer profile. Ideally people who are 

approaching retirement or have expressed an interest in equity release.

Print invitations and cover letters
Include a brief cover letter that highlights the top-line issues to take into 

account when considering annuity options or benefits of equity release. Let 

people know the location and time of your seminar and provide directions on 

how to get there.

Mail or email reminders Try to give people about 4-6 weeks notice. Send them a reminder the day 

before, by email or, if appropriate by text.

Confirm attendance Try to phone people ahead of the seminar to confirm they can attend. At this 

point, do not try to sell to them or try to push them into attending!

Prepare for  the day Run through the order of the day. Check equipment and refreshments are 

available. Practice your presentation and prepare answers for any questions.

Hold seminar
Stick to your timetable, allow plenty of time for questions and thank everyone 

for coming – individually if possible. Remember you can’t do everything on your 

own so enlist some help on the day e.g. someone to organise materials, greet 

people and sign them in.

Follow-up
Make a courtesy call to thank all attendees for coming and try to set up a 

financial review with them. Ask people what they did and did not like to help 

you plan your next seminar.
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To Be Supplied
Publicity or ‘PR’ is a great way to get your name in front 
of a wide audience and it gives you a cheap way to 
gain exposure. But don’t be fooled into thinking that 
getting your name in print is easy. It isn’t. But with the 
right approach you can foster good relationships with 
journalists and become a trusted supplier of information. 
And if your message does make it to print, it carries the 
implied endorsement of the newspaper.

Pull together a PR plan
Good PR requires some research, thought and planning:

Steps
Set your objectives Identify what you want to accomplish from your PR efforts.Decide how  

you want to  
be perceived

Decide how you want to be perceived by your audiences e.g. as a friendly, local financial 

expert, or someone with specialist knowledge of the retirement market?Prioritise the most 
important facts

Prioritise the most important facts about what you can offer journalists and their readers. 

Remember, journalists won’t advertise your services but they may approach you for 

information and quotes if they think you have a genuinely interesting story or angle to tell.

Develop media lists The scattergun approach (sending your news to every publication in the country) is not the 

most effective way to reach your target audience.
Take time to 
research

Take time to research which journalists you need to reach. Your local paper might have 

a business or financial journalist. Certainly the national papers have personal finance 

journalists you can target. Local community magazines and specialist consumer finance 

publications are another good source of media contacts to target.

TOP TIP
One of the key strategies of a successful public relations plan is to become a source when the news media is doing its own story. You can achieve this by issuing regular, professionally written press releases to reporters to keep your name front of mind and by being available when they call. Calls must be returned within the hour – sooner if possible – seven days a week!
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The savings you didn’t 

know you had…
So, if you’re looking for:

A competitive rate

Flexibility to manage how and when you release your money, and

A friendly, reliable and e�cient service

We’re sure we can help!

This is a lifetime mor tgage. To understand the features and risks, ask for a

personal illustration. An equity release product may not be suitable for everyone

and may a�ect your entitlement to State Bene�ts, as well as reduce the value

of your estate. Tax bene�ts may also be a�ected.

Just Retirement Limited, IFA Firm Limited. Registered o�ce: Insert address here, insert address here. www.insertwebadddress

Registered in England Number 12345678. Insert �rm name is authorised and regulated by the Financial Services Authority.

For more information, please contact (insert contact name here):

Tel: 0123 456 7891  Fax: 0123 456 7891  Email: insert email address here

Just Retirement’s Lifetime Mortgage lets you

unlock the capital you’ve accumulated in

your home – to spend on whatever you like. 

We focus entirely on the needs of people

in retirement, and are proud to deliver

quality, value for money products to match

your lifestyle.
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Creating an annuity or equity release 

advert doesn’t have to be expensive or 

complicated. Just make sure you follow 

the golden rules: keep it simple, don’t be 

tempted to talk about your whole range 

of services and make your statements big, 

bold and easy to read. Read this guide  

to uncover some of the other guidelines  

to successful advertising.

Use a simple, 

clean typeface  

like Helvetica, 

Arial or Verdana.

Have a clear call 

to action and 

make sure your 

contact details 

are prominent.

Use bullet points 

to highlight key 

benefits.
Make your 

statements 

big, bold and 

easy to read.

If you have one, include your company 

logo. Make sure any colours you use in 

the advert don’t clash with your logo!

Include all 

necessary legal 

and health 

warnings to  

keep your  

advert compliant.

If you’re a limited company include your 

company registration details.
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FREE direct mail flyer 

Request our free direct mail 

flyer and use it with your own 

letter to create a ready-made 

mail pack.

www.justadviser.com/ 

toolsWelcome to our direct mail guide. Packed with hints 

and tips, it w
ill show you how to plan your direct 

mail campaign and write the perfect direct mail letter. 

Download our free sample flyer and you’ll have all the 

ingredients for a ready-made, targeted mail pack.

Direct Mail Planning Checklist

Steps
Example

Set your objectives
Be specific. State how many leads you want to generate and over what time.

Set your budget
How much will you need to spend to meet your objectives?

Outline your 

campaign activity

Make sure you consider and plan for all the stages – create a schedule so you know what 

needs to be done and when.

Identify your target 

audience

What are their characteristics 
and attitudes? Existing customers or external lists t

hat can 

match the profile of your target audience.

Compile your 

mailing list

Check accuracy of customer details – especially address and name. Get it rig
ht!

Develop your key 

messages

What single-minded proposition do you want to leave readers with?

Keep compliant
Make sure your messages are clear, fair and not misleading.

Design your mailing 

package

What should the components be, e.g. letter, envelope, flyer, reply device? Make sure they 

fit together and look planned!

Brief your 

colleagues

If you are enlisting help with your mailing, make sure everyone is fully briefed. The last 

thing you want is th
e phone ringing with interested customers and no-one around to 

answer the calls.

Send your mailing
People are more inclined to open direct mail at the weekend so posting it on a Thursday  

or Friday will increase the chance of it being read.

Follow-up

Make sure you respond to any customers promptly. You may also want to post a short 

reminder letter to non-respondents containing the key points of the original mailing.  

Wait at least 10 days before doing this.

Analyse and 

evaluate your results

Once the campaign results are final, check them against your objectives. What conclusions 

can be drawn and are there any lessons to be learnt for future campaigns?

Print out 

and put on 

the wall
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Typical Aspirational Financially Astute
Homeowners who rely on their 
property to form part of their 
retirement income.

Have sufficient income but looking for cash 
to enhance lifestyle.

May want to pass an early inheritance 
to their children.

Homeowners who haven’t  
made any financial arrangements 
apart from contributing to  
state pension.

Asset rich – but much of it tied up in property. Have specific concerns for children  
or grandchildren.

Homeowners who are in 
retirement but are finding that 
their income does not meet their 
aspirations for retirement

Want to boost retirement lifestyle  
or “what if” funds.

Looking to secure financial future.

Concerns about estate planning  
or care funding.

TOP TIP
KNOW YOUR AUDIENCE

Many retired people are still young at heart!

Many see themselves as the ‘Third Age’ and live 
action-packed lives.

•  Britain’s oldest Facebook star is celebrating 
104th birthday, September 2009.

•  Buster Martin is the UK’s oldest employee 
at 102 and competed in the 2008 London 
Marathon.

It’s worth promoting your services through  
sports clubs, local colleges and community  
activity groups.

What do equity release customers 
look like?
Potentially anyone who owns their own house and is in retirement, or approaching 
retirement, may benefit from equity release advice. But you can segment what is 
potentially a huge market into a number of specific segments:
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Existing Clients New Clients
Client reviews will identify if circumstances have changed 
in a way that brings equity release into play.

Advertising e.g. in local press, club magazines (e.g. 
bowling), charity publications (Age Concern).

Referrals are a great way to build equity release 
opportunities – especially if your clients have parents who 
need financial advice.

Editorials e.g. write an article or column for your local 
paper or for an affinity group magazine, for example,  
SAGA’s own magazine.

Newsletters sent to older clients covering topics such 
as ‘income in retirement’ should get your phone ringing.

Seminars offer the perfect opportunity to talk to people 
who have expressed an interest in equity release.

Seminars help to strengthen and reinforce client 
relationships while building selling opportunities.

Referrals from your existing clients will probably be the best 
quality leads.

Emailing clients is a good way to keep in contact with 
them and gives you an opportunity to tailor messages 
around generating more income in retirement.

Direct mail campaign e.g. from a bought list.

Professional connections e.g. solicitors – offer equity 
release and you will stand out from the crowd.

Other introducers e.g. estate agents.

Non-authorised IFAs who may have clients who need 
equity release advice.

Networking offers opportunities provided you have the 
right mindset!

Online Networking – join an e-forum or one of the many 
growing numbers of Social Networks to discover new clients 
and professional introducers.

Blogging – the new way for your expertise to be read by 
prospects, clients and journalists.

Podcasting – create short audio messages to communicate 
with your target audience.

Webinar – the online version of a seminar. Promote your 
webinar in all your electronic and paper communications 
with clients.

Ways to contact clients

TOP TIP
LISTEN TO WHAT YOUR CLIENTS ARE SAYING AT CLIENT REVIEWS

Regular or annual reviews with your older clients are a great opportunity to discuss 
the benefits of equity release. The key is to spot the triggers, such as:

• A change in circumstances resulting in a shortfall in income or capital.

• A fall in returns in savings and investments.

• Income from annuity is no longer sufficient.

• Growth in property value as a major asset.

• Concerns about inheritance tax.
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Build your professional connections
Solicitors are a particularly good professional contact due to the number of equity 
release related services they may offer:

• Legal and conveyance services

• Trusts

• Estate Planning

• Care Planning

• Will Planning

• Power of Attorney

• Broaden the scope of their services

TOP TIP
BUILD YOUR PROFESSIONAL 
CONNECTIONS

The number of IFAs who are 
authorised to offer equity 
release advice is relatively small  
– so it’s worth letting your 
professional connections know 
you do. It’s something they 
may not get from their other 
financial adviser contacts.

TOP TIP
NETWORKING – PUT YOURSELF AROUND

Ask any successful business person and they will 
tell you that above all else, networking skills are 
absolutely vital to generating new business.

Here are some pointers to get you moving in the right direction:
Recognise the importance  
of networking

It takes practice but is worth doing if you are going to get into the habit of making 
the most of networking opportunities as and when they arise.

Aim to become visible Be seen and get known in your local community. Look for interesting events; 
clubs, associations, local meetings and committees. You could even start your own 
networking club about personal finance – perhaps meeting informally once a month 
to cover topics like income in retirement.

Take care of your image Consider how you dress, speak and maintain your body language…think about how 
this market will react to your appearance and demeanour.

Always be positive By having an open ‘can do’ attitude, people will feel confident in your company.

Why not start a referral club?
Start a referral club with members of your local business community. The club 
creates a sense of belonging among professionals such as accountants, estate 
agents and solicitors and creates a forum expressively for sharing referrals  
among members.
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TOP TIP
HOW TO GET GOOD  
QUALITY REFERRALS

Referrals represent one of the 
cheapest and most effective 
prospecting methods you’ll 
ever use. Cultivate and look 
after your existing clients and 
they will provide you with a 
valuable source of new leads

How to get good quality referrals
Existing clients with parents who have their own home are a good starting place. 
They may want to provide their children or grandchildren with financial support  
e.g. for housing or education purposes. They could also have concerns about their 
own long term care or financial security.

It’s important you approach the issue of referrals with your clients in the right way. 
Here are some useful tips to get you started:

Here are some pointers to get you moving in the right direction:
Be referable If you build a customer-centric business, where everything you do is built around improving 

the lives of your clients, the referrals will follow naturally.

Identify your ideal clients This will force you to ask for the right kind of referral rather than just anybody. It will also 
help your client focus on friends or family with specific retirement needs.

Cultivate other professional 
advisers

If your client is pleased with your service and talks about you to their solicitor or 
accountant, you’re ready to begin cultivating a relationship with those advisers.

Create the perfect time for 
referrals

Don’t ask for referrals during the advice process. If possible wait until a future follow-up 
meeting or phone call. Wait until you know the client is happy with the outcome.

Have a compelling reason 
to call new leads

Make sure you have gathered information about the lead before you call. Find out in 
advance what’s important to them.

Be prepared to respond  
to legitimate questions  
and concerns

Understandably, people feel nervous about passing on information about family or friends 
so have responses for questions like ‘when will you call them?’ and ‘what if they don’t wish 
to talk to you?’
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For more marketing guides and free sample marketing material,  
visit: www.justadviser.com/tools

Just Retirement Limited. Registered office: Vale House, Roebuck Close, Bancroft Road, Reigate, Surrey RH2 7RU. www.justretirement.com 
Registered in England Number 05017193. Just Retirement Limited is authorised and regulated by the Financial Services Authority. 
This information is provided for authorised financial advisers only. Please note your call may be monitored and recorded. 
7054.2

To find out how Just Retirement can help:

Call us on: 0845 302 2287
Fax us on: 0845 301 2287
Email us at: justadviser@justretirement.com
Visit: www.www.justadviser.com
or: www.justadviser.com/tools


