
       “We don’t really encourage 
professionals to pick a brand,” 
says Kim Maynard, president 
of The Next Investment (TNI). 
“Regardless of how you want 
your personal brand to be, it’s 
really how clients reflect upon 
you that defines your brand.”

Personal branding and busi-
ness branding are two differ-
ent things. “Your personal 
brand is how your clients 
think and speak about you. 
The goal is to be authentic and 
to really show who you are – 
not only as a professional, but 
as a person.”

Maynard’s company has 
become the go-to destination 
for financial services profes-
sionals seeking marketing as-
sistance and personal brand 
growth.

“We cater specifically to the 
financial services, and are al-
ways looking for individuals 
who are open to unique ideas 

and who recognize that there 
can be a benefit to a consistent 
marketing plan,” says Maynard. 
She adapts her marketing 
platform to the needs of her 
clients, incorporating their 
ideas as much as possible.

“We want the pieces that 
we provide for our clients to 
reflect who they are. We really 
try to work very closely with 
them.” Financial professionals 
seek help from TNI partly be-
cause they are too busy with 
the day-to-day running of 
their businesses. 

“They are really in the 
business of addressing their 
clients’ financial needs, and 
deciding how to attack those 
needs to help them reach their 
goals,” says Maynard. “The 
advisors that we enjoy work-
ing with are those who recog-
nize that marketing is an area 
that’s really prime for being 
outsourced. Leave it to some-
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Marketing and Branding  
Creates Success
Public perception can make or break a brand. Brand-building is a tricky business. 
You can’t rush it, but you must always watch it.   

one who does this day in and 
day out.”

TNI’s unique marketing 
strategy involves focusing al-
most exclusively on the cre-
ation and distribution of mar-
keting pieces through print 
mail “Our campaigns are a 
way of turning an intangible – 
your branded message – into 
something tangible. It’s a per-
sonalized message that clients 
can hold and leave out on 
their desks to refer back to.”

With a graphic designer 
in-house, every marketing 
piece is customized and per-
sonalized to meet the needs 
of her clients. They are also 
hand-processed, individual-
ly hand stamped, and mailed 

to targeted lists submitted by 
each client.

Maynard’s background as 
an attorney helps ensure all 
marketing pieces stay com-
pliant. The company also 
works hard to be a marketing 
resource, frequently posting 
articles to educate financial 
professionals about market-
ing across all channels, stress-
ing the need to build personal 
relationships with clients. “In 
finance as well as marketing, 
relationships are everything. 
They’re how we made it to 
our 10th year while retaining 
many of the clients we orig-
inally started with back in 
2005.”
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