
5 WAYS TO LEVERAGE 
THE SEC ADVERTISING
RULE CHANGE
The December 2020 SEC ruling has many advisors wondering how and whether they can start to use 
testimonials and reviews in their marketing. Please note that these changes are not yet approved by 
FINRA nor by any independent broker dealers. The rule takes effect 60 days after publication in the 
Federal Register. We anticipate that the decision will begin to be considered later this year.

This ebook is to prepare you with different ways you can leverage the SEC rule change once it takes 
effect and if it is approved by your broker dealer, as applicable.
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5 WAYS TO LEVERAGE THE SEC 
ADVERTISING RULE CHANGE

The technology used for communications has advanced, the 
expectations of investors shopping for advisory services have changed, 
and the profiles of the investment advisory industry have diversified.

- SEC Adopts Modernized Marketing Rule for Investment Advisers, Dec 22, 2020

In this ebook, we will 
share the top five 
marketing opportunities 
for advisors impacted 
by the SEC advertising 
rule change.
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Establish Your Online 
Reputation with Google 
Reviews 

Demonstrate Your 
Client Experience with 
Testimonial Videos 

Engage with Your Social 
Audience Through 
Comments 

Optimize Your Site with 
a Testimonial Page

Repurpose Reviews to 
Create Powerful Content

Any advisor who has implemented a social media marketing strategy knows about Section 
206 of the Advisers Act. One of the activities the section regulates is the way that advisors 
can market themselves. Since the earliest days of the internet, the section’s guidelines have 
frustrated financial advisors trying to launch their online marketing. 

The problem was that early legislators created the law for a pre-Internet world. Passed in 
1940 and only amended in 1979, this section was still dictating how advisors could use 
social media to promote their services. 

Fortunately, the Securities and Exchange Commission (SEC) finally recognized in a rule 
change at the end of 2020 that things have changed since 1940:

Now, with the passing of this new rule, which will only go into effect once it’s been published 
in the Federal Register for 60 days, financial service providers will have the ability to use 
reviews as a part of their marketing strategy.

https://www.sec.gov/news/press-release/2020-334
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MORE ABOUT 
GOOGLE REVIEWS

1 Establish Your Online Reputation 
with Google Reviews 
In 2016, Google overtook Facebook as 
the leader in online reviews. Since then, 
Google reviews have become more 
critical to the success of a business 
online than any other review site.

Google reviews offer many desirable 
benefits besides their broad reach. 
Since people use Google so often, it 
takes less effort for them to post a 
review. 

To get your business optimized to take 
advantage of the power of Google 
Reviews, make sure you’ve completed these simple tasks:

• Claim your Google My Business listing and complete it entirely.

• Send an email asking clients to leave a review.

• Include a link in your email signature and a Call to Action (CTA) on your website.

• Find a place on your website to publish your business reviews.

Tip:  Don’t cherry-pick the customers you ask to review your business. Remain neutral by 
asking everyone you work with to leave a review.

On average, local 
businesses have  
39 Google reviews.
BrightLocal

74%  of local businesses 
have at least one 
Google review.
Search Engine Land

The top 3 local search 
results positions have 
an  average of 47 Google 
reviews.
BrightLocal

https://www.google.com/business/
https://www.brightlocal.com/research/google-reviews-study/
https://searchengineland.com/the-average-gmb-profile-has-73-reviews-45-photos-5-posts-and-a-star-rating-of-4-08-339849
https://www.brightlocal.com/research/google-reviews-study/
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2 Demonstrate Your Client 
Experience with Testimonial Videos 

MORE ABOUT CUSTOMER 
TESTIMONIALS

In online marketing, testimonials are 
the most compelling subject matter, 
and video is the most engaging 
content format. Combined, they 
can become your most powerful 
marketing asset.

Video testimonials are very effective 
at communicating client experience. 
Your prospective clients want to 
know what it will be like to work with you. Hearing a real-life client describe their 
experience is the best way to give prospective clients a glimpse into what it’s like to 
work with you, and it beats you telling them how excellent your service is.

A video in your customers’ words lets prospects see their concerns reflected in your 
clients. It helps them know they have found the right solution.

To create an excellent client video experience:

• Choose clients who represent your target audience

• Ditch the script and be authentic

• Address their pain points and opportunities for growth

Using videos on landing 
pages can  improve 
conversions by 86%.
Techjury

Mobile video consumption 
rises by 100% every year.
Biteable

2/3 of consumers  are 
more likely to engage a 
service after watching a 
testimonial.

Wyzowl

https://techjury.net/blog/landing-page-statistics/#gref
https://biteable.com/blog/video-marketing-statistics/
https://www.wyzowl.com/testimonials-statistics/
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3 Engage with Your Social Audience 
in the Comments 

MORE ABOUT AUDIENCE 
ENGAGEMENT

One of the most significant Section 206 changes 
reinterprets how advisors can use the comment 
section in their social media.

Interacting with clients and prospects in the 
comment section of posts on Facebook, LinkedIn, 
or any social platform was considered a breach of 
Section 206. The earlier version considered engaging 
in the comments section as a form of advice given 
through advertising. 

The new change recognizes that social posting, 
while good for business, is not strictly a marketing 
effort. It is a legitimate channel for client interaction. While still strictly regulated, the 
new guidelines allow room for meaningful social engagement.

Using your social channels to engage with your audience has many benefits. Besides 
the actual interactions, your visible activity acts as social proof to investigators, 
prospects, and clients. It helps your posts gain more visibility on social platforms and 
keeps your business top of mind when you engage authentically with clients and 
prospects who seek information about the services you offer via comments on your 
social media posts. 

• Authentically respond to comments on posts

• Share screenshots of testimonials and reviews

• Get consent from clients who gave testimonials when needed

The average person 
spends  3 hours on 
social media per day.
Lead Pilot

Videos on social 
media get  21.2% more 
interactions than 
images.  

Sprout Social

A tweet receives 
the majority of its 
engagement within 
18 minutes  of being 
posted.

Lead Pilot

https://leadpilot.io/blog/creating-engaging-social-media-posts-4-before-and-after-examples/
https://sproutsocial.com/insights/social-media-statistics/
https://leadpilot.io/blog/5-ways-to-increase-engagement-social-media-marketing-for-financial-advisors/
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4 MORE ABOUT CUSTOMER 
TESTIMONIALS

Optimize Your Site with a 
Testimonial Page
Once these rules go into effect, advisors will be allowed 
to include a dedicated testimonial page on their 
company website. Presenting an extensive collection of 
testimonials in one place provides many benefits.

A testimonial page will be a high performing landing 
page for your website. Because prospects trust 
testimonials, they are likely to stay on that page longer 
than average (especially if it has video) in the course of 
their research.

Using content that includes your clients’ own words 
will cause your site to rise in search results. When prospects search similar keywords to 
your clients, they will find their testimonials and see you are the right solution for them. Not 
only are you creating a full page to convert prospects to clients, but you are also making a 
pathway for them to find it.

Be aware that filtering out negative comments will be considered a breach of the section’s 
rules. If possible, try incorporating a few neutral reviews to remain honest.

You don’t have to keep all the testimonials in one spot. You can use testimonials throughout 
your site. Other ways to utilize your testimonials:

• Display one on your site’s homepage

• Include a quote under a call-to-action box

• Show a testimonial on an exit intent pop-up

Products are  270% more 
likely  to be purchased 
once they receive five 
testimonials.
Spiegel Research Center

Websites using 
testimonials see a  
45% increase in traffic.

Yotpo

92% of B2B consumers 
trust non-paid 
recommendations  more 
than other advertising.

Nielsen Global Media

• Share testimonials through an email
drip campaign

• Showcase in a monthly newsletter

https://spiegel.medill.northwestern.edu/online-reviews/
https://www.yotpo.com/blog/reviews-seo/
https://www.nielsen.com/us/en/insights/article/2012/consumer-trust-in-online-social-and-mobile-advertising-grows/
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5 MORE ON REPURPOSING 
CONTENT

Repurpose Reviews to Create 
Powerful Content
A good customer testimonial is a precious 
thing. Please don’t waste it! Because reviews 
and testimonials are so effective at driving 
referrals, advisors should be willing to invest 
in gathering them and using them in various 
ways.

If you can get a customer to agree to record a 
video testimonial, plan how you can create a 
written, audio, and video version of it. 

If you can capture a sizable quote from a client 
giving feedback on working with your firm, 
consider creating versions of varying lengths to use in different mediums. Long testimonials 
will fit in a newsletter, while shorter snippets are well suited to inclusion in a presentation to 
new clients or on the firm’s website.

Identify the most emphatic quotes from the testimonials. Focus on sentences and phrases 
where the client uses the words you would hope another prospect would search to find your 
business. 

You can repurpose testimonials and reviews as:

• Case studies

• Blog posts

• Social media posts

• Print marketing materials

• Webinars

Infographics get  200% 
more shares  than blogs 
without images. 
Social Media Today

Repurposing content 
with an image  improves 
audience recall by 65%. 
Brain Rules

60% of marketers 
reuse content  two to 
five times.
Neil Patel

https://www.socialmediatoday.com/news/7-tips-for-using-visual-content-marketing/548660/#:~:text=Stats%20and%20Facts%20for%20Visuals&text=People%20remember%20visual%20information%206x,shares%20than%20posts%20without%20images.
http://www.brainrules.net/vision
https://neilpatel.com/blog/38-content-marketing-stats-that-every-marketer-needs-to-know/


Now Is the Time to Put a Plan in Place
Although the new marketing rule doesn’t take effect until 60 days after publication in the Federal Register this is 

an opportune time to refresh your marketing strategy with new ideas. Remember to always first check with 
your compliance team before implementing any new marketing strategies including the ones recommended 

herein.
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