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Key Takeaways

» Life events like recessions, health scares or inheritances often spark an urgent search for financial
advice, making it critical for advisors to be digitally visible before the need arises.

e With 92% of Millennials and 61% of Boomers validating referrals online, a compelling digital presence
with clear calls to action is now essential for converting prospects into clients.

e Advisors who combine personal empathy with high-quality resources such as third-party model
portfolios are most likely to win trust and stand out in today’s fast-paced, digital-first evaluation process.

Most investors aren't actively searching for a financial advisor until life forces their hand. A job change, a
market downturn, an inheritance or a health scare creates an urgent need for guidance. That's when the
search begins.

And increasingly, that search begins online.

In many ways, attracting new clients is like dating. Prospects form impressions long before you ever speak
with them, and those impressions happen digitally.

That's why it helps to think of the client journey in stages, moving from the initial trigger all the way to
advisor selection.

The Decision Journey: Trigger Discovery Evaluation Selection

1. Trigger: The Moment That Sparks a Search

Philip Palaveev, CEO of the Ensemble Practice, has studied the dynamics of advisor-client relationships.
His firm's research, cited by Michael Kitces, finds that among investors who currently have an advisor
("Married"), 39% would consider a change if a recession caused portfolio losses.1 For those who've left a
prior advisor ("Divorced"), the top prompts to re-engage are a health scare (37%), receiving an inheritance
(33%) and relocating (26%). These are emotionally charged moments where urgency drives action.

Advisors who are visible and empathetic at these inflection points earn the chance to begin new relation-
ships.
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2. Discovery: First Impressions Happen Digitally

Even with referrals, prospects validate online. WisdomTree's proprietary research that powers our Digital
Presence Accelerator (DPA) tool confirms it2:

*  92% of Millennials and 61% of Boomers validate referrals online
e 38% of all prospects start their search without a referral
* Google and LinkedIn dominate the discovery path

This means your introduction is really a side-by-side digital comparison. If your website is vague, outdated
or missing a clear call to action (CTA), you're eliminated before you know you were being considered.

A website without a CTA is like a storefront with no "open" sign. It looks nice, but no one walks in.

3. Evaluation: Side-by-Side Comparisons in Seconds

When prospects land on your website, they make snap judgments about whether to stay or move on.
Advisor practice management research shows 75% judge credibility on design alone.3

Palaveev's findings, along with our DPA audits, show that prospects scrutinize:

1. About/team bios

2. The planning process and what working together looks like
3. Pricing and minimums

4. Credibility signals like firm tenure and credentials

Investment-approach pages can help when they explain the how in plain terms; generic "philosophy" copy
blends in.

A professional headshot, a clear "Schedule a Call" button and concise language on how you help can all
build trust quickly. Outdated photos, jargon-heavy bios or broken links signal the opposite.

4. Selection: Trust + Expertise Win the Day

What ultimately drives the decision is a blend of trust and expertise. WisdomTree's Model Portfolio
Research Study shows4:

e 81% of investors report higher trust when advisors leverage external specialists
e 58% of investors, rising to 84% among Millennials, prefer advisors who use third-party model portfolios

Investors don't want a one-person band. They want a financial quarterback leveraging a professional team.
Advisors who combine empathy with high-quality resources are the ones prospects choose.

The best time to optimize your digital presence isn't after a trigger. It's before. Advisors who prepare in
advance are the ones prospects find when urgency strikes.
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Measure What Matters

Winning advisors treat digital presence like portfolio management: what gets measured improves. Track
three metrics:

5. Referral-validation conversion: Are "[Advisor Name + Firm]" queries turning into booked calls?

6. Cold traffic funnel: Are Google searches like "financial advisor near me" generating clicks and
inquiries?

7. 7-second engagement: Do visitors stay long enough to absorb your value? Micro-test layout, CTAs and
visuals lift engagement.

Final Thought: Make the First Click Count

Your prospects aren't choosing a portfolio. They're choosing a person. They're asking:

Can | trust this advisor?

Do they understand my situation?

Are they worth contacting?

In the digital courtship of financial advice, the first impression isn't a handshake. It's a click.

So, here's the question: if your ideal client Googled you right now, would they feel a connection—or keep
scrolling?

With the right presence, you can make sure they stop, stay and reach out.

Ready to see how your digital presence stacks up?

Explore WisdomTree's Advisor Solutions platform or email us at WTPG@wisdomtree.com to request your
Digital Presence Accelerator.
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4 WisdomTree's Models Research Initiative maintained a +/-2.3% margin of error among consumer
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Important Risks Related to this Article

For financial advisors: WisdomTree Model Portfolio information is designed to be used by financial
advisors solely as an educational resource, along with other potential resources advisors may consider,
in providing services to their end clients. WisdomTree’s Model Portfolios and related content are for
information only and are not intended to provide, and should not be relied on for tax, legal, accounting,
investment or financial planning advice by WisdomTree, nor should any WisdomTree Model Portfolio
information be considered or relied upon as investment advice or as a recommendation from WisdomTree,
including regarding the use or suitability of any WisdomTree Model Portfolio, any particular security or any
particular strategy.

For retail investors: WisdomTree’s Model Portfolios are not intended to constitute investment advice

or investment recommendations from WisdomTree. Your investment advisor may or may not implement
WisdomTree’s Model Portfolios in your account. The performance of your account may differ from the
performance shown for a variety of reasons, including but not limited to: your investment advisor, and not
WisdomTree, is responsible for implementing trades in the accounts; differences in market conditions;
client-imposed investment restrictions; the timing of client investments and withdrawals; fees payable;
and/or other factors. WisdomTree is not responsible for determining the suitability or appropriateness of
a strategy based on WisdomTree’s Model Portfolios. WisdomTree does not have investment discretion
and does not place trade orders for your account. This material has been created by WisdomTree, and
the information included herein has not been verified by your investment advisor and may differ from
information provided by your investment advisor. WisdomTree does not undertake to provide impartial
investment advice or give advice in a fiduciary capacity. Further, WisdomTree receives revenue in the form
of advisory fees for our ETFs.
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