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This is your detailed marketing plan specifically designed for Independent Financial Advisors 
targeting High Net Worth Individuals. This plan combines strategy, examples, and actionable 
tactics.


You also have a six month Tactical Marketing Calendar so that you can implement this plan 
immediately.


Marketing Plan for IFAs Targeting High Net Worth 
Individuals (HNWIs)


1. Objectives


• Establish the IFA brand as a trusted advisor for wealth management and financial 
planning.


• Attract and convert HNWIs seeking bespoke investment advice.


• Increase visibility within the HNWI community through personalised engagement 
channels.


• Build long-term relationships to generate referrals and repeat business. 

2. Target Audience Definition


High Net Worth Individuals (HNWI) are typically defined as individuals with:


• Liquid assets of £1 million+ (excluding primary residence)


• Interests in investments, estate planning, tax optimisation, and lifestyle management.


• Often entrepreneurs, executives, professionals, or inheritors of wealth. 

Segmentation Examples:


• Entrepreneurs & Business Owners: Interested in wealth preservation, succession 
planning, and tax efficiency.


• Executives & Professionals: Seeking investment strategies, pension planning, and risk 
management.


• Inheritance Recipients: Interested in managing and growing inherited wealth 
responsibly. 

© Azzurro Marketing 2026 www.azzurromarketing.co.uk



IFAs Targeting High Net Worth Individuals Page  of 3 8

3. Brand Positioning


• Core message: “Expert guidance tailored to protect, grow, and optimise your wealth.”


• Tone & Style: Professional, discreet, personalised, trustworthy. Avoid generic or mass-market 
messaging.


• Unique Selling Points (USPs):


- Bespoke financial planning solutions.


- Access to exclusive investment opportunities.


- Highly personalised service and proactive advice. 

4. Marketing Channels and Tactics


A. Digital Marketing


1. LinkedIn


• Strategy: Thought leadership content on wealth management, tax planning, and market 
insights.


• Tactics:


- Publish articles like “5 Strategies HNWIs Can Use to Protect Their Assets.”


- Use LinkedIn Ads to target executives, business owners, and investors.


- Engage in LinkedIn Groups for entrepreneurs, private investment clubs, and 
professional networks. 

2. SEO & Website


• Optimise for search terms such as “IFA for high net worth individuals UK” or “wealth 
management for HNWIs.”


• Create dedicated landing pages addressing HNWI concerns: estate planning, investment 
advisory, philanthropic advice.


• Include case studies (anonymised) and testimonials. 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3. Email Marketing


• Create segmented email campaigns for HNWI prospects:


1. Monthly wealth insights newsletter.


2. Exclusive invites to webinars or private briefings.


• Ensure content is exclusive and value-driven; avoid mass marketing. 

4. Paid Search & Display


• Google Ads targeting searches like “private wealth advisor London” or “IFA for 
business owners.”


• Retargeting display ads for site visitors who engage with premium content. 

B. Offline & Relationship Marketing


1. Networking & Referrals


• Join elite business clubs, professional associations, and private investment networks.


• Attend charity galas, art exhibitions, or polo tournaments where HNWIs are likely to 
be.


• Create a referral programme with accountants, lawyers, and private bankers. 

2. Events & Seminars


• Host invitation-only events on topics like tax optimisation, private equity, or 
international investment trends.


• Offer one-on-one consultations post-event to build personal relationships. 

3. Direct Mail


• Send high-quality, personalised brochures or letters highlighting bespoke services.


• Examples: leather-bound portfolios, gold-embossed letters, or custom reports. 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C. Content Marketing


1. Thought Leadership


• Whitepapers: “Top Strategies to Protect £1M+ Portfolios in 2025.”


• Blog posts: “How Successful Entrepreneurs Grow Wealth Across Generations.”


• Video interviews with senior advisors discussing market insights. 

2. Case Studies & Testimonials


• Showcase anonymised examples of successful portfolio management or tax 
optimisation.


• Focus on discretion and credibility, highlighting measurable results. 

3. Luxury Lifestyle Content


• Share content linking finance to lifestyle: philanthropy, private travel, luxury 
investments (art, wine, classic cars).


• Position the IFA as a trusted advisor to the HNWI lifestyle, not just investments. 

5. Partnership & Strategic Alliances


• Collaborate with luxury brands, private banks, law firms, and wealth management clubs.


• Co-host events or webinars offering joint expertise.


• Examples:


1. Partner with a boutique law firm on succession planning webinars.


2. Sponsor a private gallery exhibition with an invitation to key clients. 

6. Measurement & KPIs


Objective KPI Target

Lead Generation Number of HNWI leads 50+ per quarter

Engagement Click-through rates on LinkedIn/email campaigns 5–10% CTR

Event Conversion Consultation requests post-event 20–30%

Brand Awareness Mentions in industry press, backlinks Increase by 30% YoY

Referral Growth Referrals from partners 10–15 per quarter
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7. Budget Allocation (Example)


8. Key Examples of Effective Campaigns


1. LinkedIn Thought Leadership: A London-based IFA runs biweekly articles on wealth 
planning trends, generating 200+ new connections per quarter.


2. Exclusive Private Events: Invitation-only dinner for business owners discussing tax 
optimisation strategies; 25% of attendees request consultations.


3. Personalised Direct Mail: High-quality portfolios mailed to HNWI prospects led to 15% 
consultation booking rate. 

9. Summary


To successfully attract HNWIs, IFAs must:


• Position themselves as trusted advisors, not salespeople.


• Deliver high-value, personalised content that addresses their unique financial needs.


• Engage in offline relationship-building alongside targeted digital strategies.


• Utilise partnerships and referrals to access pre-qualified, high-net-worth audiences. 



Following is a six month tactical marketing calendar for IFAs targeting High Net Worth 
Individuals: 

Channel % of Budget

LinkedIn & Paid Ads 30%

Events & Seminars 25%

Content Creation (whitepapers, blogs, videos) 20%

Direct Mail 15%

Partnerships & Sponsorships 10%
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Six Month Tactical Marketing Calendar


Here’s a tactical marketing calendar for IFAs targeting HNWIs. It combines digital, offline, and 
relationship-building activities, with examples and clear goals.


Month Digital Marketing Content / Thought 
Leadership Offline & Events Relationship / 

Partnerships Goals & KPIs

Month 

1

• Launch LinkedIn lead 
generation campaign 
targeting business 
owners and 
executives. 


• Optimise website 
landing pages for “IFA 
for HNWIs UK.”

• Publish whitepaper: “Top 
5 Strategies for 
Protecting £1M+ 
Portfolios in 2025.” 


• Blog: “How 
Entrepreneurs Can 
Maximise Tax Efficiency.”

• Attend local 
business networking 
event.

• Reach out to 
accountants/
lawyers to discuss 
referral 
partnerships.

• Generate 10–15 
qualified leads. 


• Obtain 3 
partnership 
agreements.

Month 

2

• LinkedIn sponsored 
posts featuring 
investment insights. 


• Retarget website 
visitors with display 
ads.

• Publish video interview 
with senior advisor on 
market trends. 


• Email newsletter 
featuring exclusive 
wealth management 
tips.

• Host a small, 
invitation-only 
roundtable for 8–10 
HNWIs discussing 
investment 
opportunities.

• Begin formal 
referral 
programme with 
two local law firms.

• Secure 5 
consultations from 
LinkedIn leads. 


• At least 2 referrals 
from partners.

Month 

3

• Launch Google Ads 
targeting searches like 
“private wealth 
advisor London.” 


• LinkedIn InMail 
campaign to top 
executives.

• Blog: “Estate Planning 
Essentials for HNWIs.” 


• Whitepaper download 
gated to capture leads.

• Sponsor a charity 
gala or local high-
end event.

• Follow up with all 
referral partners for 
lead sharing.

• Capture 20+ new 
HNWI contacts. 


• Increase email 
subscriber list by 
15%.

Month 

4

• Launch retargeting 
email campaign for 
past webinar 
attendees and website 
visitors. 


• Publish LinkedIn post 
on luxury asset 
investment (art, wine, 
classic cars).

• Blog: “How HNWIs Can 
Diversify Internationally.” 


• Release case study 
(anonymised) of portfolio 
growth.

• Host an exclusive 
seminar on tax 
optimisation 
strategies for 
business owners.

• Co-host webinar 
with boutique law 
firm on succession 
planning.

• 10–15 
consultation 
bookings. 


• 5 new strategic 
partnerships.

Month 

5

• LinkedIn carousel ads 
highlighting bespoke 
services. 


• Google display 
campaigns targeting 
financial keywords.

• Publish whitepaper: 
“Philanthropy & Wealth: 
Making an Impact with 
Your Assets.” 


• Newsletter featuring 
client success stories 
(anonymised).

• Attend luxury 
lifestyle event (art 
show, polo match) 
for networking.

• Follow up with 
referral partners 
and event contacts.

• Increase LinkedIn 
connections by 
100+. 


• Secure 8–10 
HNWI leads from 
events.

Month 
6

• Email campaign 
promoting invitation-
only strategy session 
for top leads. 


• Retargeting ads for 
high-value website 
visitors.

• Blog: “5 Investment 
Trends Every HNWI 
Should Know.” 


• Publish video insights on 
private equity 
opportunities.

• Host exclusive 
dinner for top 20 
prospects.  Provide 
personalised 
portfolio review 
offers.

• Review referral 
programme results 
and optimise 
partner 
engagement.

• Convert 20–25% 
of top leads to 
clients. 


• Strengthen 
partnerships for 
ongoing referrals.

© Azzurro Marketing 2026 www.azzurromarketing.co.uk



IFAs Targeting High Net Worth Individuals Page  of 8 8

Execution Notes


1. LinkedIn: Focus on personal connection requests and thought leadership content rather 
than generic sales posts.


2. Events: Always require RSVPs to create exclusivity and follow up individually.


3. Content: Whitepapers, blogs, and videos should address HNWI-specific concerns (tax, 
succession planning, international investments).


4. Partnerships: Target accountants, solicitors, private bankers, and luxury service providers 
who already have HNWI clients.


5. Direct Follow-Up: Every lead from digital campaigns or events should receive personalised 
outreach within 48 hours. 

This plan balances online lead generation with offline relationship-building, which is essential 
for targeting HNWIs. Over six months, IFAs can establish credibility, build a pipeline of 
qualified prospects, and convert them into clients.


The Key Takeaway


Attracting HNWIs isn’t about pushing sales messages. It’s about establishing yourself as a 
discreet, knowledgeable, and trustworthy adviser who operates in the same circles and speaks 
their language. By balancing digital visibility with offline exclusivity and strategic 
partnerships, IFAs can build strong pipelines of high-value clients.


The six-month plan above provides a roadmap, but the real differentiator will always be how 
you execute: consistency, credibility, and a personal touch.


Contact me if you would like help with your marketing planning or execution. We provide a 
full service for people just like you!


 
Paul Wilkins  
Founder, Azzurro Marketing


e: paulw@azzurromarketing.co.uk 

t: 07939 003190 

w: www.azzurromarketing.co.uk 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