
 
 

Social Media Marketing for Finance and Mortgage Brokers 

Social media marketing has become an indispensable tool for finance and mortgage brokers aiming to expand their 

reach and enhance their brand's presence. In this module, we delve into strategies for Facebook, LinkedIn, and 

Instagram, drawing insights from case studies and proven approaches within the finance industry. We'll cover both 

organic content and paid advertising strategies. This document outlines via basic bullet point format, a blueprint of 

the actions required for best practice. We recommend you engage a digital expert to undertake your digital marketing 

requirements. YOUR expertise is in finance, (not marketing) - whilst it is good to have an understanding of the 

mechanics of digital marketing, your time is better spent elsewhere in your business, where your strengths lie. 

Facebook Marketing for Mortgage Brokers 

Organic Social Media Strategy – Basic Blueprint. 

To establish an organic strategy for Facebook, LinkedIn, and Instagram with a focus on lead generation, a finance 

broker should consider the following steps: 

Facebook Strategy 

Optimize Your Business Page: 

Create a professional profile emphasizing your services 

Make your personal page private to separate personal and professional content 

Content Creation: 

Share educational content, industry news, and personal success stories 

Use visuals and live videos to showcase your expertise 

Engagement: 

Promptly respond to comments and messages 

Encourage user-generated content like testimonials 

Community Building: 

Join and actively participate in relevant Facebook groups  

Analytics: 

Monitor engagement, clicks, and conversions using tools like Google Analytics 

LinkedIn Strategy 

Profile Optimization: 

Ensure your profile is complete and professional  

 

 



 
 

Content Marketing: 

Publish valuable posts and articles to build authority 

Engage with prospects by sharing relevant content 

Social Selling: 

Build relationships through consistent engagement with prospects 

LinkedIn Groups: 

Participate in groups related to your offerings to gain exposure 

LinkedIn Live and Videos: 

Host live events and share videos to engage your audience in real-time 

Lead Generation Forms: 

Use LinkedIn Lead Gen forms to capture contact information 

Retargeting: 

Implement LinkedIn Insight Tag for retargeting campaigns 

Networking: 

Connect with decision-makers and engage with their content 

Analytics: 

Track metrics such as engagement rates and lead conversions 

Instagram Strategy 

Visual Content: 

Post eye-catching imagery and behind-the-scenes photos  

Share educational Reels and IGTV videos  

Hashtags and Tags: 

Use effective hashtags and tag relevant profiles to increase visibility 

Engagement: 

Respond to comments and Direct Messages promptly 

Influencer Collaborations: 

Partner with influencers to expand reach 

 



 
 

Analytics: 

Track website visits, lead form submissions, and content engagement rate 

General Best Practices 

Consistency: 

Maintain a regular posting schedule across all platforms  

Education: 

Share informative content that simplifies complex concepts 

Trust Building: 

Showcase testimonials and encourage clients to leave reviews 

Paid Social Media: 

Consider using paid ads to extend reach and attract new followers 

Measuring Success: 

Set specific ROI goals, use A/B testing, and adjust strategy based on performance 

By combining these strategies tailored to each social media platform, you can create a robust organic lead generation 

system. Remember that building a strong social media presence requires time, patience, and consistent effort. 

Monitor and adjust your strategies based on analytics to ensure continuous improvement and lead generation 

success. 

Paid Strategies for Facebook Ads 

Campaign Planning & Budgeting 

Daily Budget: Allocate $30 per day.(example) 

Ad Formats: Prioritize Single Image, Video, and Carousel ads. 

Demographic Targeting: Focus on demographics relevant to financial services, like age group, income level, job titles, 

and interests related to finance and investment. 

Ad Creation 

Single Image Ads: Use high-resolution images (1080 x 1080 pixels) with clear, concise text (125 characters 

recommended) 

Video Ads: Create engaging videos (1080 x 1080 pixels) that explain your services, keeping them short (60 seconds or 

less) 

Carousel Ads: Showcase multiple products or services using 2-10 cards per ad, with images at least 1080 x 1080 pixels 

 



 
 

 

Targeting & Remarketing 

Implement Facebook Pixel on your website for tracking and retargeting visitors 

Use retargeting to show ads to users who have visited specific pages on your site but haven't converted  

A/B Testing 

  Regularly test different ad elements (images, headlines, call-to-actions) to optimize ad performance 

Utilization of Platform Features 

Facebook Lead Gen Forms: Use pre-filled forms to capture leads directly from Facebook ads. 

ROI Tracking & Optimization 

Track spending over time and use Facebook's analytics tools to measure ad performance. 

Adjust strategies based on data-driven insights to improve ROI. 

LinkedIn Ad Strategy for Finance Broker 

Campaign Planning & Budgeting 

Daily Budget: Set at $30 per day. 

Ad Formats: Focus on Sponsored Content, Message Ads, and Lead Gen Forms. 

Creating Ads 

Sponsored Content: Use native video ads with a recommended frame rate of 30 frames per second and aspect ratios 

that match LinkedIn's specifications 

Lead Gen Forms: Utilize LinkedIn Lead Gen Forms to collect high-quality leads directly from your ads with pre-filled 

data 

Targeting & Remarketing 

LinkedIn Targeting: Leverage LinkedIn's targeting options to reach professionals based on job titles, industry, company 

size, and other relevant criteria 

Remarketing: Engage with individuals who have interacted with your content or brand through remarketing strategies 

A/B Testing 

Test different aspects of your LinkedIn ads, including ad copy and creative elements 

Utilization of Platform Features 

 

 



 
 

LinkedIn Lead Gen Forms: Incorporate these forms into your Sponsored Content and Message Ads for efficient lead 

collection 

ROI Tracking & Optimization 

Use LinkedIn's reporting and analytics to track the effectiveness of your ads and make data-driven decisions 

Instagram Ad Strategy for Finance Broker 

Campaign Planning & Budgeting 

Daily Budget: Allocate $30 per day. 

Ad Formats: Emphasize Single Image, Video, Carousel, and Stories ads. 

Ad Creation 

Single Image Ads: Use high-quality images (1080 x 1080 pixels recommended) with minimal text 

Video Ads: Develop short, captivating videos (up to 60 seconds) that highlight your services 

Carousel Ads: Create a series of images or videos that tell a story about your brand or services 

Stories Ads: Leverage the full-screen format for immersive storytelling with a clear call-to-action 

Targeting & Remarketing 

Implement Instagram's retargeting options to show ads to people who have previously interacted with your content 

A/B Testing 

Test different visuals and messaging to see what resonates best with your audience 

Utilization of Platform Features 

Instagram's Visual Appeal: Use Instagram's strong visual format to create attractive and engaging ads 

ROI Tracking & Optimization 

Monitor ad performance through Instagram's analytics tools and adjust your strategy accordingly  

Continuous Strategy Adjustment 

For all platforms, continuously track ROI and adjust your ad strategy based on performance data to achieve optimal 

results. Regularly review and refine your approach to maintain efficiency in budget allocation and to maximize the 

impact of your ads. 

 

 

 

 



 
 

CASE STUDIES: 

Case Study 1: ABC Finance Group - Organic Social Media Campaign 

Background: 

ABC Finance Group, which specializes in car loans, among other financing solutions, recognized the influence of social 

media on Australian car buyers. They aimed to leverage this channel to generate leads without paid advertising. 

Implementation: 

Shared Instagram video posts on Facebook, targeting Australian car buyers. 

Encouraged car dealerships to have satisfied customers share their experiences on social media platforms. 

Results: 

Generated lead inquiries directly from social media posts. 

Increased engagement and conversations around car finance on Facebook. 

Key Takeaway: 

Customers are increasingly using social media for car purchases, and with the right tactics, it is possible to generate 

leads and sales through organic social media marketing strategies 

 

Case Study 2: XYZ Home Loans - Facebook and Google AdWords Campaign 

Background: 

XYZ Home Loans, a boutique mortgage broker focusing on Australian expats and non-residents, sought to boost its 

online lead flow. 

Objectives: 

Articulate a Unique Selling Proposition (USP). 

Develop a multi-step lead generation process. 

Implement marketing automation and social media campaigns. 

Implementation: 

Formulated USP and constructed a marketing funnel with landing pages. 

Optimized Google AdWords and organic SEO campaigns. 

Built and refined Facebook campaigns for lead generation. 

 

 



 
 

Results: 

Achieved first-page organic results for competitive finance keywords. 

Generated a consistent stream of qualified leads and inquiries from the web. 

Established an automated marketing system for ongoing lead generation 

 

Case Study 3: Finance Funding 123 - Facebook Advertising Campaign 

Background: 

Finance Funding 123, a mortgage broker catering to property investors, targeted sophisticated investors with at least 3 

properties or $1.5M in loans. 

Implementation: 

Identified a clear audience persona for targeted Facebook ads. 

Created a marketing funnel to capture leads from Facebook to their email list. 

Conducted high-intensity ad testing with over 1,000 ads across multiple campaigns. 

Results: 

Successfully attracted a niche market segment of property investors. 

Utilized strategic targeting and creative ad designs to optimize ad performance. 

Managed to move prospects from Facebook to their email list for further conversion. 

 

Case Study 4: Financeforme - Business and Commercial Lending 

Background: 

Financeforme, part of the ABC Group, offers loans for businesses and commercial properties. 

Case Studies: 

Cashflow Lend / Balance Sheet Lend: 

Assisted a retail business with a $2 million loan based on a strong balance sheet and debtor list. 

The loan allowed the business to take advantage of bulk stock orders, leading to growth and sustained operations 

during a cash shortfall. 

 

 

 



 
 

New Business Purchase: 

Facilitated an $850,000 loan for a couple opening a new clothing store. 

Leveraged the equity in their home as security and used cashflow forecasts to service the loans. 

The clients successfully launched their retail business and achieved their dream of business ownership 

These case studies illustrate how finance brokers can effectively leverage social media platforms like Facebook and 

LinkedIn to generate leads, engage with niche markets, and create successful advertising campaigns within the 

Australian regional market. While specific lead generation outcomes and settlement percentages are not provided, 

these examples showcase the potential for finance brokers to grow their client base and business through targeted 

social media strategies. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Disclaimer: Information in this pamphlet is for guidance only and generic examples used. Please seek a professional marketer to assist you with all your high-

level marketing needs. BBC takes no responsibility for any outcomes,  if you rely upon and use the information provided in this pamphlet. 


