
C A S E     S T U D Y

How The Financial Guys

Using Snappy Kraken’s Informative Content

INCREASED 
BRAND 
AWARENESS

“What Snappy Kraken did was allow me 
to create a sense of variety. Social media 
algorithms thrive on the more you post, the 
more recognized you’re likely to become. I want 
to make sure we’re getting enough information 
out, and we’re posting regularly. The material 
complements our current strategies.”

Digital Marketing Strategist, 

The Financial Guys

Joe Tilton,

Conversion on form 
submissions

9.77%
Open rate for emails 

31.29%



The Financial Guys are 
an independent wealth 
management firm specializing 
in comprehensive, goal-
based wealth management 
for individuals, families, and 
businesses. 

Challenges
Drive brand awareness

Build trust and increase  

digital footprint

Enhance current marketing 

strategy

Put a trackable structure  

in place

Joe Tilton, Digital Marketing Strategist for The Financial Guys, was trying to raise brand 
awareness. He broke out every tool he could think of to achieve that goal: paid social 
ads, Google ads, search engine optimization (SEO), landing pages, forms, email campaigns, 
website updates, and keyword research. 

But more leads in the funnel wasn’t enough for Joe—he wanted to completely revamp The 
Financial Guys’ digital marketing using drip emails and welcome campaigns.

Joe says, “For me, success boils down to how much someone can retain 
our name. I don’t care about one-off sales. I care about whether or not 
customers are willing to come back. I care that they loved the experience 
enough to leave a positive review. That’s the goal.”

Joe needed expert help to increase The Financial Guys’ digital footprint and take his 
marketing strategies to the next level. But first he needed a partner he could trust.

A friend’s company had recently been taken for a $15,000 ride on ads focusing on Medicare 
that didn’t work. The campaign had been, in Joe’s words, “an awful mess.”

Joe wasn’t about to trip into the same pitfall.

“I’ve been in this realm for 15 years, and I know the rotten apples from the good. 
We worked with rotten apples before. We know what to look for,” he says. 

So when the same friend recommended Snappy Kraken, Joe was intrigued but wary. 
He needed to see results—and he needed to know that Snappy Kraken had a proven 
methodology.

“What solidified the deal was meeting a member of Snappy Kraken’s team 
at a convention. They talked like a human being, not a salesperson, and 
demonstrated that they understood where I was coming from,” he says.

Joe wanted to see if Snappy Kraken could help him achieve his brand recognition goals.

HIGHLIGHTS

Increase brand awareness

Challenges

“I don’t care about one-off sales. I care about whether or 
not customers want to come back. I care that they loved the 

experience enough to leave a positive review. That’s the goal.”

https://thefinancialguys.com/


Solution
Add brand voice to relevant 

content

Supplement current strategies 

Provide a wide variety of 

valuable content 

Foster trust with clients with 

FINRA reviewed material

HIGHLIGHTS

A wide variety of FINRA reviewed content

Solution
Growing brand awareness takes time, but Joe realized that he could supercharge his 
marketing efforts by leveraging Snappy Kraken content alongside his current campaigns.

For example, by publishing Snappy Kraken-created Medicare content alongside the content 
his team already produced, he could ramp up The Financial Guys’ publication schedule.

“I look at different campaigns to see what’s going to work in the grand 
scheme of things. For example, I use Snappy Kraken to bolster upcoming 
events,” Joe says.

Snappy Kraken content adopts The Financial Guys’ voice so seamlessly that Joe usually 
never has to change anything. He can simply push it live as new content “from the firm” and 
he says it “attracts a ton of engagement.”

Snappy Kraken’s knowledge and experience proves especially valuable when it comes to 
Financial Industry Regulatory Authority (FINRA) compliance. Snappy Kraken’s clear and 
actionable content helps supplement existing marketing campaigns with content that 
builds trust.

“When you boil it down: we are an industry of trust. We are asking people to 
put their life savings and their 401k pensions in our hands. Snappy Kraken 
goes out of their way to make sure their content is FINRA reviewed, and 
that’s huge when the trust factor is so important,” he expands.

When someone engages with a lead magnet, Joe’s team goes above and beyond to 
email follow-up surveys and nurture those leads. They do this in addition to sending out 
automated follow-ups that are included in every Snappy Kraken campaign funnel.

“You have to be omnipresent and posting constantly. The average sales 
funnel for the financial industry is about 6–8 months. You can’t let leads 
grow cold,” Joe says.

“Snappy Kraken goes out of their way to make sure their 
content is FINRA reviewed, and that’s huge when the trust 

factor is so important.”



Growing leads and boosting brand awareness

Results
When it comes to the benefits that Snappy Kraken brings to the table, the best example Joe 
has comes from an event at a Medicare conference in April 2021.

The Financial Guys’ had booked a room that could fit 30 people comfortably. Being mindful 
of COVID restrictions, they didn’t want a packed room, but they did want to fill roughly 2/3 of 
the space.

But four days before the event, The Financial Guys only had two registrants. They needed 
more signups.

So Joe launched a last-minute Snappy Kraken campaign in conjunction with other internal 
strategies. He leveraged mailers and Facebook content on a topic related to Medicare. Then 
The Financial Guys launched ads using the mailing list to promote the upcoming event.

The results were wild:

“Within four days, our registration went from 2 to 34 people. We had to move 
people to the May event—there just wasn’t room for all the new people who 
signed up!” Joe says. 

The Medicare conference was a huge success. Best of all, over half of the attendees later 
signed up for appointments.

Snappy Kraken is driving other results too, including:
• 21 form submissions (9.77% conversion rate)
• 1237 emails opened (31.29% open rate)

And when it comes to brand awareness, Snappy Kraken is helping The Financial Guys 
dominate more SERP real estate and slowly become a household name.

“What Snappy Kraken did was allow me to create a sense of variety. Social 
media algorithms thrive on the more you post, the more recognized you’re 
likely to become. I want to make sure we’re getting enough information 
out, and we’re posting regularly. The material complements our current 
strategies,” Joe concludes.

HIGHLIGHTS

Results
Increase in brand awareness 

A brand new audience thanks 

to a trackable solution

A 9.77% form conversion rate

A 31.29% email open rate
“Within four days, our registration went from two people 
to 34. We had to move people to the May event—there just 

wasn’t room for all the new people who signed up!” 



WAT C H  A  D E M O

MARKETING AUTOMATION FOR 
FINANCIAL ADVISERS WHO 
CARE ABOUT MEANINGFUL 

CONNECTIONS.
Original Content + Easy Automation 

+ Proven System

https://snappykraken.com/

