Social-Selling Statistics Every Financial
Professional Should Know

Nearly

two-thirds

of American
adults use

social media.
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90% of

high-net-worth
individuals spend more
than 48 hours a week
using social media.

/6% of investors feel
it is important that
financial professionals
provide them with
educational materials
related to
financial topics.

6 7% of financial

professionals using social
selling successfully added
new clients.

| 6 2% of financial

professionals report

social selling is highly

Important to gain

@ new clients.
\

4 I % of financial

professionals using social
$ selling experienced asset
growth in excess of 30%. l \
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More than half of financial professionals using

social selling experienced an average of 5 new
clients and $3.5 million in new assets in 2014.

DiscoverSocialSelling.com
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This informational guide is for educational purposes only. Pacific Life is not
affiliated with your financial institution. Remember that you must always follow
your firm’s policies, procedures, and guidelines.

Pacific Life refers to Pacific Life Insurance Company and its affiliates, including
Pacific Life & Annuity Company. Insurance products are issued by Pacific Life
Insurance Company in all states except New York and in New York by Pacific Life
& Annuity Company. Product availability and features may vary by state. Each
insurance company is solely responsible for the financial obligations accruing
under the products it issues.
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