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intelliflo’s first-ever omnichannel digital marketing campaign

intelliflo dominates the UK with over 50% market share in financial
advice technology—yet just two years ago, it was virtually unheard
of in the U.S. Acquired by Invesco in 2018, intelliflo is now on a
mission to transform access to financial advice through intuitive,
scalable tech built for modern advisors.

The U.S. marketing team was strategically assembled under my
leadership in mid-2022 with the understanding that the U.S. is a
critical growth market for intelliflo’s future. The markeitng team
quickly got to work, transforming a previosuly stagnant function and
modernizing the marketing organization into an efficient lead-
generating machine.

Ouir first-ever omnichannel marketing campaign launched in Q1
2023 to introduce and elevate intelliflo redblack—our award-winning
rebalancing and trading solution—in the competitive U.S. market.
Unlike traditional multi-channel efforts, this campaign was designed to deliver a seamless, integrated experience,
making it easier for advisors to connect, engage, and act. But with low brand awareness and a crowded fintech
landscape, we knew we couldn'’t rely on table-stakes tactics. Most competitors were selling speed. Our 40+ hours
of market and persona research revealed a deeper truth: advisors didn’t just want faster rebalancing—they

wanted scalability, simplicity, and peace of mind. Many were still juggling spreadsheets or outdated systems,
not because they wanted to, but because they hadn’t seen a platform that truly helped them grow.

So we repositioned intelliflo redblack from a back-office utility to a strategic growth partner—one that helps
advisors scale smarter, serve faster, and sleep easier. That insight fueled a bold new brand refresh and message
architecture focused on education, relevance, and trust. The campaign launched across 15 channels—12 of which
had never been tested at intelliflo before—and included over 400 creative assets tailored by persona, funnel
stage, and channel. We also built 50+ new pieces of content including workflow guides, ROI calculators, and
thought leadership to support the full buyer journey. To extend our reach, we established third-party

partnerships that allowed our lean team to scale impact without scaling headcount. This was more than a
campaign—it was a full-scale market reintroduction. It redefined the category conversation and helped advisors
reimagine what rebalancing could do for their business.

One partner told us our creative “didn’t look like fintech—it looked like the future of advice.” The impact? A 25%
YoY revenue jump in the U.S., a 3x lift in demo volume, and a meaningful shift in how the market talked about us:
no longer as a back-end tool, but as a front-office accelerator for growth-minded firms.

The campaign led to significant full-funnel U.S. marketing-driven results for the business:

e Explore: e U.S. sales qualified leads - 119% to plan
e Impressions - 167% to plan
e U.S. website visits - 354% to plan e Decide:
e U.S. LinkedIn follower growth - 220% e 60%+ of closed-won deals were
growth YoY marketing-driven (typical B2B average is
e Consider: around 30%)

e U.S. marketing qualified leads - 129% to
plan (500% year-over-year growth)

The team also spotted an opportunity to innovate using dynamic creative
optimization (DCO) as part of the first-ever omnichannel campaign. Given we
target advisory businesses/financial advisors with certain levels of assets under Channel strategy

management (AUM), the team leveraged DCO ads for states and cities with the OVEIVIEW.......coveiiinnn, 2

highest concentration of firms by AUM, leading to more pinpointed effort with g:nT;’lgfn creative a8

Content samples


https://www.markletic.com/blog/how-much-should-marketing-contribute-to-sales-pipeline/
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less waste. DCO marketing uses technology to match the best-suited ad creative to the user based on specific
criteria.

This campaign continued year-after-year with updated copy, optimizations, and learnings to make an even bigger
impact!
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Campaign demand gen email sample: Organic social media post samples:
Subject line: Hello, intelliflo redblack —
- [

ment outlook in the US is

Need an efficient portfolio
management solution?

redblack

Weather the
storm of rampant

market volatility

_

Delivering value | intelliflo redblack

©

Welcome to intelliflo redblack
& Like & Comment

o
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https://www.linkedin.com/posts/intelliflo_delivering-value-intelliflo-redblack-

Speed and precision are crucial to activity-7086721884771291136-
financial strategy when markets are
volatile 41xg?utm_source=share&utm_medium=member_desktop

ntellifio
Download the whitzspaper
‘ .®

Tax return filing deadline - April 18th
2023

Get more from your tech

Book & demo and See how oUF Sward-winning inteiifio reaiack
teshnsiogy cn help make the comples simpie.

https://www.linkedin.com/posts/intelliflo_fintech-activity-
7079835849428717568-

POUN?utm_source=share&utm_ medium=member_ desktop
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Third-party partner campaign samples:

@ crysine

rnx

Get the flexibility & scalability you need with our cloud-enabled solution
Can technology seal the deal—or spoil it?

The market is volatile, have you prepared for your clients?

Qs redblack
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mabmk-
Media

Financial Advisors?

Linkedln awareness sample:

Display ad samples (static):
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Signet
Financial
Management

|
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Streamline

multi-portfolio
management

LinkedIn lead gen sample:
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M intelliflo M intellifio

Enhance Portfolio performance in less time with Automated Rebalancing and Trade By a;.or?*at "G manua agviEar functions, f nanca advisars are empowered to
make tailored portfolios available to more clients,
management

This whitepaper examines more investor trends that are shaping the future of
wealth management.

redblack

Find out how intelliflo redblack (US) can free up your precious time by automating

complex processes,

redblack

Automate
portfolio
balancing

Wealth
management

trends B

Client-centric technology | intelliflo redblack

Seamless operations | intelliflo redblack (" Learn more "]

& Download
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Animated DCO sample:

w=iliilel redblack

Grow your business in

Rhode Island

w=\iile® redblack

With comprehensive

rebalancing and trading
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Infographic sample:

redblack

Stepping into the role of both
financial advisor and portfolio builder

More than half of financial
advisors worldwide say that
incorporating behavioral
finance in their practice
helped keep clients invested
during market volatility
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48%
48% increased client

®
retention thanks to :
behavioral finance :

—

75% of advisors
use portfolio
) :
75 /o construction to
identify clients’
investment biases

71% of advisors
outsource at least
one function for
flexibility and to
save time

—
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Nurture email series sample:

Six-series nurture email series targeting engaged leads

35% of advisors are using
a rebalancing solution.
The other 65% are
struggling to scale*.
Which are you?

intelliflo

intelliflo redblack saves
you time

See what intelliflo redblack c{
you.

intellifio

Discover intelliflo redblack

Read the articie

Try intelliflo redblack for yourself

Find cut heow ol swasd-winning solution can adapt 1o your business

Pesds

Get In touch
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Content samples (articles, whitepapers, videos, etc.):

St Sikonn: g . ook domo > JTS

How rebalancing
technology can
streamline

Bpout-  Jomus  Contact us -

Empowering you™  Solutions~  Insights > Legin 3
householding in a
multi-custodian
enviornment
Whitepaper: Investor
demands and

demographics are
shifting — are wealth
advisors ready?

Downiload the full whitepaper Download Whitepaper °

Read the whi

Complete MYEilellii#¥




