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OBJECTIVES:
Kearney, Neb.-based Advantage Financial Group wanted to maintain their unprecedented
success levels achieved in 2007. With 2008 starting out with a steady 65 weekly clients
for their debt management program, Advantage Financial Group’s schedule is always full
with appointments. When the world economy blindsided everyone, Advantage Financial
Group asked Hardy Communications Development how they could reach a larger mass
audience and still maintain their one-on-one personal consultations. Today, the stigma
of debt in this depressed economy was no longer a stumbling block; it became how to
re-teach those who did manage their money fairly well to ease up on spending and to bring
down the sting of being less well-off to more manageable fiscal pain levels. Plus the number
of other debt management services in their market has increased and the competition was
becoming fierce.

EXECUTION:
Hardy Communications Development began by building on Advantage Financial Group’s high
media profile. Sally Bernard, president and founder, has been consistently sought by the
local media for her economic outlook opinions and her debt management insights.
Advantage Financial Group’s “Debt In To Equity” program was rebuilt for group
presentations. A Power Point presentation was created for employees of companies who had
to layoff staff, and another presentation targeted employers to be aware of the 30 signs of
employee embezzlement, which has increased due to this economy.

For the employees, a series of TV commercials serializing the “Debt In To Equity” program’s
process and success was merged into a group employee presentation. This presentation
made no assumption that the voluntary attendees were to be laid off or downsized, but they
were encouraged to privately visit www.AFGspecialist.com and take the online Debt To
Prosperity Quiz to gauge their financial acumen and future financial prospects.

For the employers, an appointment was made ahead to hand deliver a personal letter to
those employers who were in the process of reducing staff levels. This letter offered a free
consultation to discuss the 30 signs of employee embezzlement, along with another offer to
counsel those who were to be downsized.

Radio and Outdoor supports the campaign’s “Debt In To Equity” message.

RESULTS:
This campaign had the unintentional result of forcing Advantage Financial Group to move to
larger office space which was, ironically, a former bank’s branch building. Without adding
staff, the firm’s income rose 75% in 2008, with a 64% increase in new clients – and
extended operating hours.

With the increased competition in the debt management industry due to this recession
economy, Advantage Financial Group’s marketing goals were to only maintain a cost of living
increase in income and brand recognition. By taking a personal high-touch approach to both
employers and employees in this economy, and not batch process like their competition, has
earned them an increase in their brand trust with their audience.

The stigma attached to
overwhelming personal debt leads
the debtor to succumb to the allure
of free credit, while maintaining the
facade of success. Turning Debt In
To Equity is a process – and the
Client's program. To illustrate this
process, a series of TV commercials
are used to serialize this process,
and to demonstrate the Debt In To
Equity’s process and success. This
creative approach has also created
a cult following who are intrigued
with the commercial's drama. For
that audience, we'll flip them over
to the mortgage department.



OTHER:
During Fourth Quarter 2008, the international news about a global recession, sub-prime mortgage crisis and a huge meltdown
in the world’s economy made the debt management industry highly competitive. Today, Sally Bernard’s professional opinion
and advice on personal finance and money matters is increasingly sought out by employers who have to lay off staff or those
who will close their doors permanently. Her fiscal transition program has helped many area families cope with the strain on
their reduced incomes and adjust their financial plans.

SUMMARY:
By taking a personal high-touch approach to both employers and employees in this economy, and not batch process like their
competition, has earned them an increase in their brand trust with their audience.

This campaign also had the unintentional result of forcing Advantage Financial Group to move to larger office space which was,
ironically, a former bank’s branch building. Without adding staff, the firm’s income rose 75% in 2008, with a 64% increase in
new clients – and extended operating hours.
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Geneva State Bank August 25, 2008
c/o Ms. Kim Carlson
Director of Human Resources
3720 2nd Avenue
Kearney, NE 68447

Dear Ms. Carlson:
I’m Sally Bernard, and I’m a debt management specialist. With the impending layoffs looming,

your employees are even more stressed. During this tough economic time, each employee
averages at least 8 hours of your time each week managing their own financial hardships.

Advantage Financial Group has an exceptional, discreet Debt In To Equity program
that can ease their personal economic fears – and increase their productivity.

Kim, I start with my 20 question quiz to determine their current financial situation.
Then I will council them on how to:

Live within their means
• Make it their new rule of household budgeting

Ban instant gratification
• Changing their spending philosophy
• Living with less
• Learning moderation
• Resisting reckless spending

Bid farewell to their financial treadmill
• Setting aside a % of each paycheck
• Saving up to 2 months pay in savings or other interest bearing account

And, define a clear financial path towards their financial freedom.

Advantage Financial Group is your employees’ Debt In To Equity management specialist – that can
increase employee productivity.
I’ll call you to schedule a preliminary consultation on how to begin offering your employees’
peace of financial mind.

Best Success,

Sally Bernard,
Debt Management Specialist

p.s. At our first meeting, I’ll also talk to you about the 30 Warning Signs of Embezzlement –
which rises in these tight economic times. Do you know what to look for, such as a vendors’
address matching an employee’s address?

Sally
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