
Your Guide to
Smarter Advertising
To Attract Quality Leads



Direct marketing
Direct marketing remains one of the most e�ective ways to reach people who are most likely to 
be interested in a lifetime mortgage. Whether you use letters, emails or more visual mailers, the 
strength of this approach is its ability to target specific groups based on age, life stage or 
previous engagement with your business.

Press ads and publicity
Print advertising can be more expensive, but it remains a strong channel for reaching older 
audiences who regularly read local newspapers or lifestyle magazines.

• Targeting and data: Use your own 
client database or a reputable 
purchased list, ensuring all data is 
compliant with UK GDPR. 
Segmenting by age, retirement 
status or financial planning needs 
helps you reach people who are 
more likely to respond.

• Clear calls to action: Make it easy 
for recipients to take the next step. 
Prominent phone numbers, email 
addresses or direct click through 
links (for email campaigns) help 
you measure response rates and 
refine future campaigns.

• Design and delivery: Email 
platforms such as Mailchimp allow 
you to create visually engaging 
mailers without specialist design 
skills.

• Where to advertise: Local press and 
publications aimed at people aged 55+ 
can be particularly e�ective.

• Creative approach: Use a clear headline, a 
strong image and a simple message that 
encourages readers to contact you.

• Response routes: O�er multiple ways to 
get in touch, such as phone, email or your 
website, to suit di�erent preferences.



Posters
If you have a physical o�ce or work with local professional partners, simple visual advertising 
can help raise awareness.

• Shop front posters: A clear, 
uncluttered poster can attract the 
attention of passers by.

• Partner displays: If you work with 
solicitors, accountants or estate 
agents, consider reciprocal 
arrangements to display each other’s 
materials where appropriate.

• Invite existing clients who are approaching or 
already in retirement, along with people who have 
expressed interest in later life planning.

• Consider including guest speakers such as solicitors 
or tax specialists to broaden the appeal and 
encourage questions.

• Keep the session informative, balanced and focused 
on helping attendees understand their options.

  Whether you attend industry events or host 
your own, networking with other advisers, 
accountants and solicitors is a great way to 
build and grow a client referral program.

• Focus on advisers within a reasonable 
travel distance, as they are more likely to 
attend.

• Send invitations well in advance and ask 
attendees which topics they would find 
most valuable.

• Highlight the benefits of working with 
you, including your process, 
communication standards and support 
for their clients.

Events advertising
Events can help you build trust, demonstrate expertise and create personal connections with 
both consumers and introducers. Running your own seminars or small events can be a cost 
e�ective way to showcase your services.

Adviser facing events



Social media
Social media o�ers a low cost or organic way to raise awareness, demonstrate expertise and 
stay visible to both clients and introducers.

• Audience reach: LinkedIn 
is best for professional 
networking. Use it to find 
your introducer 
professionals here by 
posting articles and 
examples of how you serve 
your clients. 

• Content ideas: Share 
helpful insights, case study 
style scenarios (without 
personal data), market 
updates, and reminders 
about events or new 
resources.

• Adverts: Facebook 
advertising o�ers a highly 
targeted way to reach the 
over 55 audience, and 
experimenting with 
di�erent messages, 
formats, and timings can 
quickly reveal which 
approaches generate the 
strongest engagement 
around later life lending.

Remember: Always consider Consumer Duty expectations. Content must be fair, clear and not 
misleading, avoiding any suggestion that a lifetime mortgage is for everyone. Keep messages 
educational, avoid personalised advice in comments, and signpost people to a regulated 
conversation if they want guidance tailored to their circumstances.

*Social Media Demographics UK 2025 | Sprout Social
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Website
Your website is often the first place potential clients will look to assess your credibility.

• Design and usability: Keep the layout simple, 
navigation clear and the content up to date. Make 
your contact details easy to find.

• Performance and analytics: Tools such as Google 
Analytics can help you understand how visitors 
use your site and where improvements may be 
needed.

• Search visibility: A content management system 
(CMS) allows you to update pages easily. AI can now 
help you with Search Engine Optimisation (SEO), 
simply ask it for the keywords in your sector, and 
ensure they are used in your content across your site.

• Lead generation: O�er visitors the option to sign 
up for newsletters or updates, ensuring you 
provide a clear opt out option and comply with 
data protection requirements. Another great tool 
for generating leads, is an online indicative 
calculator. It gives visitors a quick, low pressure 
way to explore what equity release might look like 
for them, and in return you can capture their 
details (with the right permissions) when they 
request their results.

Free marketing templates for registered advisers: Our marketing toolkit service o�ers a range 
of print and digital marketing resources to establish your presence and build your brand in the 
right places. Grow your business with readymade, personalised materials you can use straight 
away, from event banners, posters and press ads to website assets such as our online calculator, 
customer friendly guides and a range of other promotional tools. It’s there to save you time, 
support your conversations and help you market your services with confidence.

Ready to get started? Submit your toolkit enquiry here.


